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P R O C E E D I N G S

2

-

-

-

-

-

3

RULES OF RENOVATION IN PERSON

4

TAPING_3.22.2018_WS330460

5

MS. HOWE:

This is Amber Howe, Honors

6

paralegal for the Federal Trade Commission.

7

date is March 22, Thursday, 2018.

8

am located currently at the Holiday Inn at 401 Second

9

Street East, Indian Rocks Beach, Florida 33785.

Today’s

It is 11:33 a.m.

I

I

10

will be attending Rules for Renovation seminar, doing

11

an undercover recording.

12

(Pause.)

13

MS. HOWE:

14

12:00 a.m.

The seminar is set to begin at

The sign-in is supposed to start early.

15

(Pause while entering seminar.)

16

(Inaudible background conversations.)

17

UNIDENTIFIED FEMALE:

Hi.

So if you’re just

18

arriving, you want to come over here and get signed

19

in.

That’s to kind of hold everything down.

20

Did you ladies come together?

21

MS. HOWE:

22

UNIDENTIFIED FEMALE:

No.

23

UNIDENTIFIED FEMALE:

No?

No.

We’ve got some

24

small tables over there if you want to just fill out

25

the first five lines for me and then bring it on back
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1

7/26/2018
as soon as you’re finished.

2

MS. HOWE:

3

(Pause.)

4

MS. HOWE:

5

(Pause.)

6

(Inaudible background conversations.)

7

MS. HOWE:

8

(Inaudible background conversations.)

9

UNIDENTIFIED FEMALE:

Okay, thank you.

Registration card.

Excuse me.

10

She’s got on the puffy coat.

11

today.

12

Florida.

That’s what we need

I’m like, I won’t need it, we’re going to

13

UNIDENTIFIED MALE:

14

UNIDENTIFIED FEMALE:

15

UNIDENTIFIED MALE:

16

And your first name?
Thank you (inaudible).

(Inaudible) so I don’t

call you, ma’am, today.

17

UNIDENTIFIED FEMALE:

18

MS. HOWE:

19

UNIDENTIFIED FEMALE:

20

See, she’s smart.

Thank you.

Thank you.
(Inaudible) just about

ready to (inaudible).

21

MS. HOWE:

22

(Inaudible background conversations.)

23

UNIDENTIFIED FEMALE:

24

Thank you.

Yeah, we should be

going in any second.

25

(Inaudible background conversations.)
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1

UNIDENTIFIED MALE:

2

MS. HOWE:

3

UNIDENTIFIED MALE:

4

early, huh?

5
6

MS. HOWE:

They said they should be getting

ready to let us in in a minute.

8

MS. HOWE:

9

UNIDENTIFIED MALE:

Oh, I went over there

and had a bowl of clam chowder.
MS. HOWE:

12

UNIDENTIFIED MALE:

13

MS. HOWE:

14

UNIDENTIFIED MALE:

A bowl of what?

MS. HOWE:

Clam chowder.

Oh, was it any good?

best, but it was all right.

16

It was -- it wasn’t the
Yeah, something to do.

Oh, watch out, the door behind

you.

18
19

Oh.

But at least we didn’t get lost.

11

17

I guess we’re still too

They won’t let you in?

UNIDENTIFIED MALE:

15

Well, we’re here.

We made it.

7

10

7/26/2018

UNIDENTIFIED MALE:

Uh-oh, they’re going to

let us in.

20

UNIDENTIFIED MALE:

There you go.

21

UNIDENTIFIED MALE:

Thank you.

22

UNIDENTIFIED MALE:

It’s got a stopper here.

23

UNIDENTIFIED MALE:

Okay, very good.

24

UNIDENTIFIED MALE:

Let’s see what happens.

25

I see it drags a little bit.

Here it comes.
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1

UNIDENTIFIED MALE:

Oh, yeah, okay.

2

UNIDENTIFIED MALE:

Let me see if I can move

3

this.

4

MS. HOWE:

5

UNIDENTIFIED MALE:

There we go.

6

UNIDENTIFIED MALE:

Okay, folks, if you want

Oh.

7

to come on in.

8

to grab a lunch right here.

The meals are right here if you want
There’s lunch right here.

9

UNIDENTIFIED MALE:

Lunch?

10

UNIDENTIFIED MALE:

Yeah.

11

UNIDENTIFIED MALE:

I didn’t know there was

UNIDENTIFIED MALE:

I think that’s -- I’m

12

Really?

a lunch.

13
14

not sure what that is, but this is the veggie if you

15

want vegetarian.

16

one of these (inaudible).

17

balcony right here if you want to eat out there.

18
19

These are wraps right here.

There’s tables out on the

UNIDENTIFIED MALE:

How do we know what’s in

UNIDENTIFIED MALE:

Or you can eat out

them?

20
21

front.

22

chair while we’re waiting to get started.

Or if you want to grab a seat and eat in a

23
24

So grab

UNIDENTIFIED MALE:
going to get a lunch.

25

MS. HOWE:

I didn’t even know I was

What is it?

No, it doesn’t look like it says.
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1
2

UNIDENTIFIED FEMALE:

UNIDENTIFIED MALE:
to go.

UNIDENTIFIED MALE:

UNIDENTIFIED MALE:
(inaudible).

9
10

(Inaudible) and

vegetarian.

7
8

I don’t know which one

Is there one --

5
6

I don’t think -- I

just think they have different kinds of potato chips.

3
4

7/26/2018

Veggies are always

I don’t eat meat, so --

UNIDENTIFIED MALE:

The one with the V on it

is vegetarian.

11

MS. HOWE:

12

UNIDENTIFIED MALE:

You said there was tables?
There’s some tables

13

right out there.

14

through those doors, or if you want to take a seat

15

already and just eat in your seat, we’ll be starting

16

in about 15 minutes.

You can go right straight out

17

MS. HOWE:

18

UNIDENTIFIED MALE:

Okay.
Or you can go out front

19

and eat it, whatever you want to do it.

20

personal (inaudible) so we can’t have people back

21

there.

22

MS. HOWE:

23

UNIDENTIFIED MALE:

This has some

Okay.
(Inaudible).

There’s

24

tables out this way.

25

We’ve got about 15 minutes before we start, so --

There’s tables out (inaudible).
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1

UNIDENTIFIED MALE:

(Inaudible).

2

UNIDENTIFIED MALE:

You can either eat it at

3

your chair up here.

4

UNIDENTIFIED MALE:

Yeah.

5

UNIDENTIFIED MALE:

Fill up the first two

6

rows.

We (inaudible) all the time so (inaudible).

7
8

UNIDENTIFIED MALE:

First what?

First three

UNIDENTIFIED MALE:

(Inaudible) first couple

rows?

9
10

rows up here if you want to sit here and eat it or

11

there’s tables out on the balcony.

12
13

UNIDENTIFIED MALE:

(inaudible) or which one (inaudible)?

14
15

Do we have to sit

MS. HOWE:

It looks like they have a

PowerPoint set up.

16

UNIDENTIFIED MALE:

There’s tables on the

17

balcony or you can just sit in your seat and eat it,

18

however you want to do it, maybe go out front.

19

MS. HOWE:

(Inaudible) go down.

But I think

20

I grabbed the pen for that, so there you go.

21

mess.

Make a

22

(Inaudible background conversations.)

23

UNIDENTIFIED FEMALE:

24

MS. HOWE:

25

UNIDENTIFIED FEMALE:

Are you by yourself?

I’m sorry?
I said, are you by
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1

UNIDENTIFIED FEMALE:

2

MS. HOWE:

3

UNIDENTIFIED FEMALE:

4

7/26/2018
Yeah.

Have you always lived here?
No, no (inaudible).

(Inaudible) West Virginia (inaudible).

5

MS. HOWE:

Oh, so we’re not that far away.

6

I’m not originally from Maryland myself, so I get it.

7

Let’s see what we have here.

8
9

UNIDENTIFIED FEMALE:

This is unusual.

(Inaudible).

10

(Inaudible background conversations.)

11

UNIDENTIFIED FEMALE:

12

program?

13

MS. HOWE:

14

UNIDENTIFIED FEMALE:

15

Are you a fan of this

The TV show or the -- this?
I love -- I like

(inaudible) but I also like others (inaudible).

16

MS. HOWE:

Yes.

It’s -- that’s my veg in

17

front of the TV kind of stuff, just sit, watch, and

18

then yell at the TV when I feel like the people are

19

making the wrong choice.

20

time.

That’s what I do in my spare

21

UNIDENTIFIED FEMALE:

22

of these Northerners are wearing shorts.

23

MS. HOWE:

I can’t believe some

It’s all what you’re used to.

24

Though I just came from snow and I’m still not wearing

25

shorts down here.
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1

(Inaudible background conversations.)

2

UNIDENTIFIED FEMALE:

3

It’s a little chilly

outside.

4

MS. HOWE:

5

UNIDENTIFIED FEMALE:

(Inaudible).

6

UNIDENTIFIED FEMALE:

Is anyone sitting next

7

Are you from here?

to you here?

8
9

It is.

UNIDENTIFIED FEMALE:
and relax (inaudible).

10

UNIDENTIFIED FEMALE:

11

years.

12

Are you from here?

I’ve been here three

I came from Minnesota, delightful (inaudible).

13

MS. HOWE:

14

UNIDENTIFIED FEMALE:

15

MS. HOWE:

16

(Inaudible) stay here

No.
Oh, okay.

I came down early for a girls’

weekend.

17

UNIDENTIFIED FEMALE:

18

MS. HOWE:

Oh, you’re kidding?

And I saw this and I thought I’d

19

take advantage of it.

20

all get here either later tonight or tomorrow.

They all get here -- they will

21

UNIDENTIFIED FEMALE:

22

MS. HOWE:

23

UNIDENTIFIED FEMALE:

So...

Oh, cool.

So I thought why not.

24

a little warmer, I think.

25

weather.

Mm-hmm.

It’s usually

March is usually beach
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1

MS. HOWE:

7/26/2018
Hopefully, it will be nice.

2

We’re not -- we won’t be too sad if we can’t -- you

3

know, it was more about just getting away.

4

UNIDENTIFIED FEMALE:

5

MS. HOWE:

Yeah.

We all live in the Maryland and

6

D.C. area and it’s snowing right now.

7

that’s not snow, anything that’s not white falling

8

from the sky, we are happy (inaudible).

9

UNIDENTIFIED FEMALE:

So anything

Right, you bet.

10

(Inaudible background conversations.)

11

UNIDENTIFIED FEMALE:

(Inaudible) Florida?

12

UNIDENTIFIED FEMALE:

No, I’m seasonal.

13

(Inaudible) Pennsylvania.

14

(inaudible).

I was down here

15

UNIDENTIFIED FEMALE:

Cool.

16

UNIDENTIFIED FEMALE:

(Inaudible) about four

17

or five years and (inaudible).

18

actually (inaudible).

My daughter is

19

(Inaudible background conversations.)

20

MARK:

21

MAUREEN:

22

MARK:

23

MAUREEN:

24

MARK:

25

Hi, Maureen.
Hi.

How are you?

Good.

I’m Mark.
Hi, Mark.

(Inaudible).

Nice to meet you,

.
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1

MS. HOWE:

2

(Inaudible background conversations.)

3

MS. HOWE:

4

mess than anything.

5
6

MS. HOWE:

I left some snacks in my car just

in case.
UNIDENTIFIED FEMALE:
here or fly?

MS. HOWE:

12

UNIDENTIFIED FEMALE:

Mm-hmm.
(Inaudible).

I don’t

know from Maryland, I guess it would be (inaudible).

14
15

Did you drive down

(Inaudible).

11

13

They didn’t say

anything about food as I (inaudible).

9
10

I feel like I’m making a bigger

UNIDENTIFIED FEMALE:

7
8

Hi, nice to meet you, Mark.

MS. HOWE:
Too long.

Yeah, I have no idea it would be.

Just spend the money and fly.

16

UNIDENTIFIED FEMALE:

17

MS. HOWE:

18

UNIDENTIFIED FEMALE:

19

(Inaudible background conversations.)

20

(Music playing.)

21

UNIDENTIFIED FEMALE:

Mm-hmm.

A lot less stressful.
Yeah.

(Video playing.)
We are really excited

22

to have met so many people and have learned a lot from

23

everyone.

24
25

UNIDENTIFIED MALE:

Yes, definitely.

(Inaudible) and we’ve learned a lot.

Good people
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1

7/26/2018
here, important people here, good inspiration.

2

UNIDENTIFIED FEMALE:

I’m really

3

appreciative of how they went out to invest in myself.

4

Even though I’m investing in this, they’re investing

5

in me like giving me what they have, so that was a

6

(inaudible) back to me.

7

UNIDENTIFIED MALE:

It’s all in what you

8

want to do.

9

going to go for it and if you go for it, then you will

If you want to do something, then you’re

10

get results.

11

like myself or ourselves, moving a little slow and

12

hesitate on pulling the trigger.

13

But if you sit there like many of us,

UNIDENTIFIED MALE:

What we’re excited about

14

is not only the houses that we purchase, but the

15

investment opportunities and the availability of money

16

and contacts through this organization.

17

it’s amazing.

18

all the things that it has offered to us here, they’re

19

making a big mistake.

20

much offered, so valuable, and in any direction you’re

21

going to go, your real estate investment.

If anybody doesn’t take advantage of

Big mistake.

22

(Music playing.)

23

UNIDENTIFIED MALE:

24

It’s amazing,

This is just so

How’s everybody doing

today?

25

AUDIENCE:

Good.

Good.
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1

RICH DAVIS:

7/26/2018
I am Rich Davis.

On behalf of

2

Hilary Farr, I’d like to welcome you all to our real

3

estate event.

4

I need to go over before we do begin.

5

if you have a cell phone page -- excuse me, a cell

6

phone with you or a pager -- some people carry pagers

7

-- I would appreciate it if you take those out and

8

turn them off or at least put them on mute for us.

9

I do have a couple of items of business
And the first,

Also, if you have any questions during the

10

presentation, we ask you to please just jot your

11

questions down on the little pad of paper there in

12

front of you.

13

of the meeting.

14

questions at the very end.

15

that way is because if we took questions during the

16

presentation, we could be here until about midnight.

17

Is there anybody that wants to stay here until

18

midnight?

19
20

Save those questions ‘til the very end
We’ll be glad to answer all your
And the reason we do it

Do I see any hands?
All right, I love you guys.

the same page.

21

Love it.

We’re all on

All right.

We have two (inaudible) presentations.

The

22

first part is on how to make money flipping homes.

23

It’s a very lucrative way to make money in real

24

estate.

25

come back after that break.

We’ll then take a short break.

Make sure you

In fact, how many of you
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1

would like to make 15 percent to 50 percent on your

2

money every year (inaudible)?

3

pretty cool deal?

4

part where I teach you how to do that.

Does that sound like a

Okay, stick around for the second

5

And due to copyright laws we don’t allow any

6

photography or recording during the meeting, so please

7

keep your cell phones down.

8

We did promise you some gifts.

9

UNIDENTIFIED MALE:

10

RICH DAVIS:

(Inaudible).

Good job, man.

We’re going to

11

have your gifts at the very end of the meeting at the

12

back table.

13

Sound good?

Okay.

Having said that, I’m going to go

14

ahead and introduce our instructor, Mark.

15

friend of mine.

16

be here.

17

He’s been a real estate investor for 27 years.

18

vice president of a little bank you may have heard of,

19

Chase Manhattan.

20

Just a little bank.

21

He’s a good

He’s come all the way from Orlando to

So we’re real lucky to have him with us.
He was

Anybody hear of Chase Manhattan?

He’s actually Hilary’s favorite instructor,

22

so we’re really lucky to have him with us today.

23

Please give a warm welcome to Mark Chapman.

24

go, Mark.

25

There you

(Applause.)
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1
2

MARK CHAPMAN:

7/26/2018
Thank you.

All righty.

Well, good afternoon.

3

AUDIENCE:

4

MARK CHAPMAN:

Good afternoon.
To the rest of you, good

5

afternoon.

6

here.

7

today.

8

few quick questions and kind of see what direction to

9

go in with you as a group.

I’m Mark Chapman.

I am thrilled to be

I have life (inaudible) information for you
And if I could, I would like to start with a

So let me begin by asking

10

how many of you would already consider yourselves to

11

be experienced real estate investors, making most of

12

your money doing this stuff?

13

All right, thank you for coming.

14

How many of you have any rental properties,

15

even just one?

16

Oh, good, several more there.

17

Then, okay, how many of you would be brand

18

new to investing in real estate?

19

flipped a home in your life?

20

First-timers?

Never

All right, that kind of seems to be the

21

majority, so I think I’ll try to slant things that way

22

for you a little bit today.

23

those of you who are new to this is you have no

24

existing bad habits yet.

25

simple and efficient for you as we can from the start.

But the good news for

So we’ll try to keep it as
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Now, I am going to assume you all came out
here today to make more money, correct?

3

AUDIENCE:

4

MARK CHAPMAN:

Yes.
I thought it might be a fun

5

way to start this class by giving some of you a chance

6

to win some money.

Would you like that?

7

AUDIENCE:

8

MARK CHAPMAN:

9

(Laughter.)

10

Sure.

MARK CHAPMAN:

Yeah.

Now you show up.

Here’s what we’ll do.

I

11

picked up three winning lottery tickets at breakfast

12

this morning.

13

(Laughter.)

14

MARK CHAPMAN:

Three questions, three

15

winners.

16

answer will win.

17

real estate, what does REO stand for?

The first one I hear shout out the right
The first question, in the world of

18

AUDIENCE:

19

MARK CHAPMAN:

20

much.

21

exactly?

There you go.

Can you expand on that?

22
23

Real estate owned properties.

AUDIENCE:

Thank you very

What does it mean

I’m a realtor and I have handled

bank foreclosures.

24

MARK CHAPMAN:

25

AUDIENCE:

There you go.

So basically the bank forecloses
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1

and it becomes our real property and then they sell

2

it.

3

MARK CHAPMAN:

Yeah, perfect.

Those of you

4

who are new, if you do not know this, it’s real

5

important to know.

6

like to jot down here.

7

owned.

8

was taking back the deed on their foreclosed property.

9

So REO is a bank-owned foreclosure.

REO stands for real estate

And as she said, it simply means that the bank

10
11

It might be the first thing you’d

Thank you, ma’am.

Second question -- by the way, you’re done.
One’s the limit, okay?

12

(Laughter.)

13

AUDIENCE:

14

THE COURT:

Okay.
Write now the entire -- write

15

now in the entire State of Florida what is the number

16

one specific area for REOs and foreclosures per

17

capita?

18

AUDIENCE:

19

MARK CHAPMAN:

20

AUDIENCE:

21

MARK CHAPMAN:

22

Miami.

Numbers-wise, not per capita.

(Inaudible).

Palm Beach.

I think I heard it here first

from the gentleman in the blue shirt.

23

AUDIENCE:

24

MARK CHAPMAN:

25

Miami.

(Inaudible).
Specifically the handle of

central western coastal counties here in Florida, this
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1

area (inaudible) Sarasota, number one in the state for

2

REOs and foreclosures per capita.

3

gold mine.

4

and that’s why we’re here.

5
6

Hilary has identified it as being such,

Third and final question, someone define the
word “paradigm.”

What is a paradigm?

7

AUDIENCE:

8

MARK CHAPMAN:

9
10

This is a flipping

It’s a shift in ideas.
Yes (inaudible) paradigm.

Close enough for me, Charice.
teacher, professor?

11

No?

Here you go.

Okay.

English

Just know stuff.

A paradigm, by definition, is a (inaudible)

12

model.

13

do something.

14

(inaudible).

15

about a new paradigm for you and the way to do those

16

things.

It’s a set pattern of behavior.

17

It’s how you

It’s how you invest in real estate and
Well, this class today is going to be

And if I could, I want to take a quick

18

minute and tell you a little bit about who I am

19

personally to be here sharing this with you today.

20

First of all, I just turned 40.

21

(Laughter.)

22

MARK CHAPMAN:

About 15 years ago.

And you know what was so

23

frightening to me, it seems like the older I get, the

24

faster time seems to accelerate away from me.

25

many of you all have experienced that and are willing

How
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to admit it?

2

AUDIENCE:

3

MARK CHAPMAN:

Yeah.
Oh, my lord, it’s

4

frightening.

5

Anyway, career-wise, I put a resume of sorts on the

6

screen behind me if you’d like an idea of my

7

background.

8

fortunate to have been able to be associated with some

9

extremely successful and extremely wealthy individuals

I have not figured that one out yet.

And I do have to say that I feel very

10

and along the way they were kind enough to share some

11

of their strategies of wealth with me.

12

And, recently, the last several years,

13

having a good relationship with my good friend and

14

business partner, Hilary Farr, she is an amazing real

15

estate investor.

16

things about this I didn’t know and I’ve been doing

17

this for most of my income now for about 27 years.

18

She actually taught me a couple

I will tell you that my own personal career

19

goal that’s always been and still is is to make the

20

most of that money in the least amount of time.

21

many of you would like to do that?

22

How

Great, then you’re in the right place today

23

at the right time, and I am thrilled to be here to

24

share this with you.

25

Now, something else I’ve learned from these
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wealthy mentors in my past, they all seem to have four

2

things in common.

3

basic traits of being wealthy.

4

to believe it’s possible.

5

always starts, with your own faith and belief.

So I just want to show you the four
Number one, you have

Now, that is where it

6

Number two, you have to think like a wealthy

7

bank, and so often that is just an easy mind set shift

8

in the way that you view opportunities and properties.

9

Number three -- and this one might be the

10

most pertinent one of all because we all go through

11

highs and lows in life, tough times, et cetera.

12

the way that you can always separate yourself from the

13

pack is to have that inner motivation, that hunger,

14

desire within you to bounce back up.

15

But

And, number four, you have to take action,

16

however, only when something makes logical sense to

17

you and also excites you.

18

people tend to call this one procrastination and make

19

excuses.

20

Now, financially-challenged

As far as real estate training goes, the

21

philosophy of this entire company from Hilary all the

22

way down is very simple, we all believe that the

23

profitability of today’s real estate investment world

24

should be available to every day people.

25

not just be something reserved for the multi-

This should
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We believe every day people

So here’s my objective with you today during

4

our time together.

5

detail to the investing system that Hilary’s put

6

together for herself and for you (inaudible),

7

introduce you to the training program that she’s

8

developed for you should you decide to join and be a

9

student.

I am going to introduce you in

We’ll talk about the support.

We’re also

10

going to talk about how she has made arrangements for

11

you to be able to get the money to fund your real

12

estate deals if you do not want to use your own money

13

doing this.

14

And then, of course, before we’re done, we

15

will talk about how this is all priced for you here

16

today and tuition and then you can simply decide what

17

makes sense, excites you, and if you feel excited,

18

jump in and learn how to do this with us.

19

enough?

20

Fair

And, you know, I realize that most people --

21

many of you probably only know Hilary Farr from her

22

television show.

23

show?

24

is not filming, Hilary is a master flipper, probably

25

one of the smartest and most cutting edge real estate

In fact, how many of you watch the

That’s why it’s so popular right now.

When she

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Indian Rocks, FL
March 22, 2018

EX 1, p. 24

Case 2:19-cv-00713-DAK-EJF Document 12 Filed 09/30/19 Page 26 of 155

25

80322zur_rules
7/26/2018
1

investors I have ever been associated with.

2

the very foundation of her investing system is one

3

thing, everything we do is about one thing and that is

4

being efficient.

5

And at

We measure everything we do in terms of the

6

time that we invest doing it in exchange for the money

7

or profit that we make for that time invested.

8

having said that, I’d like to show you three of our

9

most popular strategies right now and I think these

So

10

should coincide nicely with you as a group because it

11

seems to mostly be a review to this.

12

quick look at wholesaling, flipping and cash flow

13

rental properties.

So let’s take a

14

Now, as far as the time invested,

15

wholesaling will take the least amount of time in our

16

business; flipping will take the most amount of time

17

and rental properties take what (inaudible) consider

18

to be the average time.

19

As far as expected profits -- and these are

20

averages for this area -- on average with wholesale

21

deals, you can expect to put $3,000 to $15,000 cash in

22

your pocket.

23

make your bigger paychecks, $20,000, 50-, 100-.

24

just really depends on the size home you are

25

renovating and the neighborhood that it’s in.

Now, flipping is where you are going to
It

And
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with cash flow rental properties, we are looking for

2

immediate positive monthly cash flow on those with an

3

equity position going in at least 20 percent.

4

Now, as far as the time that you should look

5

to devote to these strategies -- and, of course, this

6

is only once you really understand our system and are

7

comfortable with it -- wholesaling, figure five to ten

8

hours of your time added together in pieces total per

9

deal.

Flipping, unless you are the one doing the

10

renovation work on the home yourself, figure 10 to 20

11

hours of your time, adding together the pieces total

12

for those.

13

investing a total of somewhere between 8 to 12 hours a

14

piece on those.

15

And with rental properties, figure

Folks, nothing that we do in the world of

16

real estate investing requires those dreaded 40-hour

17

plus work weeks that so many people still seem to be

18

saddled with nowadays.

19

idea?

20

How many of you like that

Hey, listen, the goal here is really simple.

21

Make the most amount of money in the least amount of

22

time.

23

All right, hey, I only have one really quick

24

homework assignment for you here today as a group that

25

Hilary likes me to do, so let’s go ahead and do that
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and complete it.

2

question and then I’m going to try to be silent for

3

about 30 seconds and I would like you to jot your

4

answer down if you would, please, commit this to

5

writing.

6

I’m just going to ask a simple

So here’s the question.

Why are you here?

7

Why do you want to make money right now investing in

8

real estate?

9

Please.

(Pause.)

10

MARK CHAPMAN:

All righty, who has some

11

courage and will start us out by sharing their answer?

12

Yes, sir?

Thank you.

13

AUDIENCE:

14

MARK CHAPMAN:

What did you say?
Who has some courage and

15

would like to share their answer with us?

16

raised your hand, so here we are.

17
18

AUDIENCE:

Learn more about investing and to

find cheaper houses.

19

MARK CHAPMAN:

20

some investing now?

21

AUDIENCE:

22

MARK CHAPMAN:

23

And you

Very good.

Are you doing

(Inaudible).
Where are you (inaudible)

investing (inaudible)?

24

AUDIENCE:

25

MARK CHAPMAN:

Holiday, in the Port Richey area.
Okay.

How are you finding
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your investments?

2
3

AUDIENCE:

I’m just driving around, looking

in the paper.

4

MARK CHAPMAN:

5

AUDIENCE:

6

MARK CHAPMAN:

7

AUDIENCE:

8

MARK CHAPMAN:

9

7/26/2018

Okay.

Who else?

Right here?

(Inaudible) online.
Okay, sure.

(Inaudible).

(Inaudible) find the shortcuts.
Okay.

Are you doing some

investing now, also?

10

AUDIENCE:

11

MARK CHAPMAN:

12

AUDIENCE:

13

MARK CHAPMAN:

14

(Laughter.)

15

MARK CHAPMAN:

Yeah.
A little bit?

Okay, good.

I’m running out of time.
Aren’t we all?

Oh, my God.

Hey, I believe

16

time is our most valuable commodity.

17

would agree with that?

You know, money is great, but

18

money comes and goes.

You can always make more money.

19

You can never make more time.

20

Who else?

21

Okay, great answer.

Someone over here.

Come on,

ladies, what you got going on here?

22
23

How many people

AUDIENCE:

I would say knowledge, more

education, power.

24

MARK CHAPMAN:

25

AUDIENCE:

There you go.

To make money.

Money is power.
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Great, great, great.

Hey,

2

I’m just curious, how many of you are doing some

3

investing right now, residential flipping?

4

you?

Who are

Let me see your hands.

5

All right.

Right off the bat, would you

6

like to have a niche or two that we’ve discovered that

7

a lot of people don’t know about, yes or no?

8

AUDIENCE:

9

MARK CHAPMAN:

Yes.
I like to skip this part.

10

All right, write this down, FDIC problem bank list.

11

FDIC problem bank list.

12

inventory.

13

If you want more details on that, we’ll explain it to

14

you afterwards.

15

And also write down shadow

Two little gold mines out there right now.

Okay, so I am going to end this little

16

exercise at this point because, as usual, Hilary has

17

given us a ton of information to share with you during

18

a short amount of time.

19

you, in particular, who had the courage to share your

20

thoughts with us.

21

And I’ll tell you, it goes a long way as being a

22

successful real estate investor.

23

you’ve --

But I want to thank those of

Courage goes a long way with me.

24

MS. HOWE:

25

UNIDENTIFIED FEMALE:

And I’m sure

Shadow?
Inventory.
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-- all heard this saying

2

before, and I’ll just make this a fill-in-a-blank for

3

you as a group, as it relates to real estate, timing

4

is?

5

AUDIENCE:

6

MARK CHAPMAN:

Everything.
Absolutely everything.

And

7

(inaudible) because this is a cyclical business,

8

timing can be the whole ball game here.

9

pretty sure that all of us in here are well aware of

Now, I’m

10

what happened to the real estate market here and in

11

our nation several years ago when the great recession

12

set in.

13

It is now water under the bridge, thank God.

There is no sense in rehashing that disaster.

14

But the bottom line right now in this area,

15

is real estate activity still heading down or has it

16

been shooting back up?

17

AUDIENCE:

18

MARK CHAPMAN:

19

AUDIENCE:

Back up.
Back up.

Yeah, in fact, in terms of

20

timing, we refer to this opportunity here for those of

21

you, the perfect storm of sorts.

22
23

Hey, I’m kind of curious.

How many of you

in here recognize this gentleman?

24

AUDIENCE:

25

MARK CHAPMAN:

Yeah.

Absolutely.

Number one investor in the
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world.

2

whatever I’m doing and pay very close attention.

3

Warren Buffett recently said on CNBC, if it were

4

practical, he would buy 200,000 single family homes

5

right now.

Whenever multi-billionaires speak, I drop

6

How about this gentleman, recognize him?

7

AUDIENCE:

8

MARK CHAPMAN:

9

Oh, yeah.
Yeah.

(Inaudible) think that

Bill Gates is a genius of sorts, everything he touches

10

seems to turn to gold.

11

quote and believe in it wholeheartedly.

12

created in short bursts by positioning yourself right

13

in front of massive growth.

14

And I absolutely love this
Wealth is

Folks, everyone in the industry agrees that

15

in this area, we are in the midst of a phenomenal

16

three to five year run-up in real estate where you can

17

plug in, learn how to do this correctly, and start

18

creating some generational wealth for yourself and

19

your family.

20

ahead of us here before we see it settling back down

21

into a normal investment environment.

22

A three to five year run-up is still

In fact, on Hilary’s team, she has an entire

23

department dedicated strictly to research for her own

24

properties nationwide and those of her students.

25

research department has sent me some numbers to share

Her
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with you all specifically about your market here.

2

if I could get someone to help me with this.

3

you mind helping me with this, Ms. Eileen?

4

AUDIENCE:

5

MARK CHAPMAN:

6

Thank you for volunteering.

Come on up here.
(Laughter.)

8

MARK CHAPMAN:
think about it, right?

10

AUDIENCE:

11

MARK CHAPMAN:

12

AUDIENCE:

13

MARK CHAPMAN:

14

Would

Sure.

7

9

And

I can’t give you time to
How are you?

Good.
Good.

Can you (inaudible)?

Yes.
Okay.

(Inaudible) talking

about?

15

AUDIENCE:

16

MARK CHAPMAN:

17

AUDIENCE:

18

MARK CHAPMAN:

Just read that?
Yep.

Pinellas County.
Now, this is the average

19

price that investors here have been paying for REOs

20

and foreclosures the last 90 days.

21

is?

22

AUDIENCE:

23

MARK CHAPMAN:

24

And that figure

$102,300.
And those homes have an

average market value when they sell retail of?

25

AUDIENCE:

(Inaudible).
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1
2

MARK CHAPMAN:

And how many of those homes

are out there in this county as of this morning?

3

AUDIENCE:

4

MARK CHAPMAN:

5

7/26/2018

you so much.

6,012.
You did a great job.

(Inaudible).

6

(Applause.)

7

MARK CHAPMAN:

Thank

Round of applause for her.

Let’s have some fun while

8

we’re trapped in here.

9

numbers are real important to real estate investors,

It goes without saying that

10

so I want to repeat this once again for all of you.

11

The last 90 days here in Pinellas County, the average

12

price that investors have been picking up REOs and

13

foreclosures, 102,300 per home.

14

average market value when they sell retail of $200,000

15

per home.

16

Those homes have an

Folks, that is $98,000 of equity/potential

17

profit in your life.

18

pick up here in your own back yard, that is 51 cents

19

on the dollar.

20

excited, I think you’re in the wrong meeting room

21

today.

22

in this market talking about investing in real estate.

On every one of these you can

Now, if those numbers do not get you

This is simply the reason that Hilary has us

23

You know, I’m sure many of you have already

24

seen on the news, internet, experienced it yourself,

25

how house flipping is now coming back in favor in many
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parts of our nation, after the long recent recession.

2

A pretty profound article up here recently from

3

Bloomberg, on the left-hand side.

4

the widening of the gap in our country between people

5

who are rich and people who are poor.

6

It’s talking about

You know, I personally believe, for whatever

7

that’s worth, that if we were to stay on the same

8

financial path we have been on the last several years,

9

that pretty soon in the future there may not be much

10

of a middle ground left here whatsoever.

11

could be you’re either going to be rich or you’re

12

going to be poor.

13

question you need to decide here is which side of that

14

fence would you prefer to be on?

15

rich or poor?

So I think the most basic and silly

16

AUDIENCE:

17

MARK CHAPMAN:

18

(Laughter.)

19

MARK CHAPMAN:

20

The reality

Would you rather be

Rich.
Okay.

Five of you.

Perhaps I should make the

questions easier.

21

(Laughter.)

22

MARK CHAPMAN:

How many of you believe that

23

there are investors out there today on this beautiful

24

cool afternoon investing in real estate growing their

25

wealth while we’re trapped in this room talking about
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1

it?

2

right now (inaudible) getting a nice paycheck to be

3

trapped in here for a while.

4

Always appreciate that about you.

Yeah, you better believe it.

5

And I’m pretty sure

Thank you, Hilary.

Folks, we (inaudible) phenomenal three to

6

five year run-up here in real estate.

7

real question I think you’ll need to decide for

8

yourselves and your families.

9

this happen or do you want to participate in it?

10

So here’s the

Do you want to watch

Watch or participate?

11

AUDIENCE:

12

MARK CHAPMAN:

Participate.
Very good.

The reality is at

13

some point you have got to get off of the sideline,

14

stop making excuses, stop waiting for the perfect

15

time, and you just have to put yourself into the game

16

in order to take control of your own financial

17

destiny.

Does that make sense?

18

AUDIENCE:

19

MARK CHAPMAN:

20

Three quick lessons on succeeding in real

Yes.
Very good.

21

estate here from Hilary Farr.

22

identify new cycles.

23

why we’re in this market.

24
25

Number one, you have to

We’ve just done that.

That’s

Number two, especially if you are brand new
or you have maybe only done a handful of flips in your
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1

career, I think it’s invaluable to have a proven step

2

by step system that you can follow.

3

you’ll see as we go throughout the details that right

4

now Hilary has put together the number one investing

5

and training system in the nation bar none.

6

number three, as always, you have to take action, but

7

once again, only when something makes logical sense to

8

you and excites you.

9

I do believe

And,

And Hilary is such a huge advocate of tying

10

action to her success and she’s asked me to share

11

something with you so we’re all kind of on the same

12

page with this and there isn’t any misunderstanding.

13

So here’s what we’d like you to be aware of real

14

quick.

15

and training.

16

attorneys, CPAs or financial advisors.

17

you should not need a real estate license to be a real

18

estate investor and this presentation may feature some

19

of our top students who have shared their success with

20

us.

21

training do not apply these strategies and therefore

22

don’t achieve their levels of success.

As a company, we provide educational products
Please understand that we are not your
Also know that

However, human nature, some people who attend our

23

And as Hilary likes to say sometimes, I

24

think halfway jokingly, you just can’t go home, crash

25

out on the comfortable leather couch and expect that
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1

people are going to send you a lot of money for doing

2

nothing.

That is called not exactly having a grasp on

3

reality.

And the reality of the real estate

4

investment world is simply this:

5

who has the traits, the intelligence and the

6

characteristics to be able to take logical

7

information, make decisions and take action, you’re

8

going to make a whole lot more money in this business

9

than people who are indecisive by nature and have a

10

difficult time making up their minds.

11
12

If you are someone

That’s kind of the way this works from a
mentality standpoint.

Does that make sense?

13

AUDIENCE:

14

MARK CHAPMAN:

Mm-hmm.

Yes.

Okay.

Hey, I would like to

15

ask you one more quick question as a group, but this

16

one is not homework, you don’t need to write it down.

17

For those of you in here who have not closed a real

18

estate deal for income or profit purposes, my question

19

is simply why haven’t you done this yet?

20

AUDIENCE:

21

MARK CHAPMAN:

22

AUDIENCE:

23

MARK CHAPMAN:

24

Fear.
Fear of?

Losing your investments.
Okay.

Why else haven’t you

done it?

25

AUDIENCE:

Lack of knowledge.
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7/26/2018
One of the top answers I

2

hear, lack of knowledge one of the things that

3

contributes to fear, Michael.

4

doing.

Don’t know what you’re

What’s another reason?

5

AUDIENCE:

6

MARK CHAPMAN:

Not having capital.
There you go.

That was

7

pretty quick.

8

where she sends me in the country to teach this class,

9

number one is a lack of knowledge, not knowing what to

The top two answers I hear no matter

10

do or how to do it, which I think creates fear and

11

anxiety in a lot of people, and the second big

12

challenge for a lot of people now is the ability to

13

get the money or capital to actually fund these real

14

estate deals.

15

Well, let me kind of tell you where this is

16

all heading this afternoon.

17

or so left with you.

18

information as I can during our time together here.

19

But the next logical step for those of you who are

20

here, because you are truly interested in becoming a

21

successful real estate investor, will be to attend a

22

live three-day training class of ours that we’ll be

23

bringing back here for you in a couple of weeks.

24
25

I probably have an hour

I am going to give you as much

In fact, I’d like to show you the first deal
that a student recently did who attended our class, a
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young lady, a single mom with a toddler.

2

wanted to be able to stay home and do this and also be

3

there to raise her daughter.

4

class, the first week out, she set down ten offers on

5

distressed properties the way that we taught her.

6

took her about two and a half hours to do that.

7

She said she

After she completed our

It

Out of those ten offers, she had one of them

8

bite.

9

She did not use any of her own money to do it.

She put this home under contract for 136-5.
Like

10

we taught her, she built a ten-day contingency clause

11

in that contract, also known as an escape clause, to

12

have rehab estimates done to her satisfaction.

13

rehab work came out to be $10,500, and once that work

14

was done, that home comped out between 190 to 210.

15

The

Now, how many of you know what comps are?

16

Comps?

17

comps are?

18

many of you aren’t going to raise your hands no matter

19

what I say?

Oh, great.

How many of you do not know what

That’s okay.

20

(Laughter.)

21

MARK CHAPMAN:

That’s why we’re here.

All right.

How

Gotcha over

22

there.

Okay.

23

sales.

And those of you who are new, let me just tell

24

you right up front, this is the single, number one,

25

most important piece of math that you will have to

Comps are comparable sales, comparable
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master to become a successful investor.

2

accurately know what your home is likely to sell for

3

when you put it on the market for sale.

4

to go ahead right now and give you the quick

5

definition of a good comp.

6

on this.

7

You must

So I’m going

You can try to take notes

At our training class coming up, we will

8

spend quality time on it with you.

9

important.

10

Okay, here we go.

It really is that

You need to have at least

11

three homes that have sold and closed within the last

12

90 days, ideally in the same neighborhood as your

13

property.

14

that have sold and closed within the last 90 days,

15

ideally in the same neighborhood as your property.

16

I’ll repeat that.

At least three homes

You also want them to be as close as

17

possible to the same size as your home.

18

heated square footage, as close as possible to the

19

same size as your home.

20

Interior,

Next, you would also like them to be as

21

close as possible to the same age as your house, the

22

year that it was built, close to the same age.

23

And, lastly, you would like them to be in

24

the same general state of condition or repair, the

25

same general state of condition.

Now, that is the
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definition of a good comparable sale.

2

Hey, I’m kind of curious.

How many of you

3

have been on the internet to one of those real estate

4

sites, Trulia, Zillow, Movoto, Redfin, one of those

5

guys (inaudible)?

6

piece of advice for you to take home with you today,

7

don’t ever use their numbers for your comparative

8

market analysis ever.

9

Oh, my lord, all right.

AUDIENCE:

10

We don’t.

MARK CHAPMAN:

A little

Yeah.

Oh, my God.

Listen, this is

11

the most important piece of math that you will do as

12

an investor.

13

said?

14

our class coming up, we will teach you our simple

15

three-step method for doing it.

16

same way.

17

there.

18

so crucial to your success that you have to take

19

ownership of it yourself.

This number has to be accurate.

This is something you have to do yourself.

It’s always done the

This is all public record.

AUDIENCE:

21

MARK CHAPMAN:

22

remember that.

23

number.

24

At

And all the information that we need is out

20

25

Enough

But this number is

Is that clear?

Mm-hmm.

Yes.

Do yourself the favor,

There are no shortcuts with this

All right, let’s do this.

Let’s start

thinking about this property up here together, like a
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group of investors brainstorming.

2

see it with these numbers on this deal, this is now

3

your property.

4

with this?

5
6

You own this.

So this home as you

What are your options

What all can you do?

AUDIENCE:

You can make -- reno the property

and flip it.

7

MARK CHAPMAN:

You could do the flip.

You

8

could do the renovation work and flip it and sell it

9

for top dollar, sure.

10

So you could sell it.

What

else?

11

AUDIENCE:

12

MARK CHAPMAN:

Rent it.
You could rent it.

I think

13

with the numbers going in, you would be positive on

14

the cash flow as a rental right off the bat.

15

meets our criteria for a rental with at least 20

16

percent equity going in.

17

could rent it.

Plus it

So you could sell it or you

What else could you do?

18

AUDIENCE:

19

MARK CHAPMAN:

20

AUDIENCE:

Wholesale it.
What does that mean?

That means you buy the property

21

and you don’t do any work on it, as long as it’s lower

22

than what’s the house is worth, then you can make some

23

money on it.

24
25

MARK CHAPMAN:

And who are you selling it

to?
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AUDIENCE:

2

MARK CHAPMAN:

7/26/2018
Maybe another investor.
Absolutely.

Okay, those of

3

you who are brand new to this, this is what he’s

4

talking about.

5

numbers you got on this deal and could you simply hand

6

this off to another cash investor/rehabber -- Russ

7

here -- for a finder’s fee?

Could you do this?

8

AUDIENCE:

9

MARK CHAPMAN:

10

Could you take the

Yep.
Maybe 8, 10, 12,000 in your

pocket and let him do whatever he wants to with it.

11

AUDIENCE:

12

MARK CHAPMAN:

Yep.
All day long, all day long.

13

That’s called wholesaling.

14

to start if you’re brand new in this.

15

doesn’t take any money, it doesn’t take your credit.

16

You are simply finding the good properties.

17

then handing it off to another cash investor/rehabber

18

for a finder’s fee and moving on.

19

It’s a great way to start (inaudible).

20

that.

21

Wholesaling is a good way
Wholesaling

You are

That’s wholesaling.
Thank you for

Now, this young lady decided that she wanted

22

to have the rehab work done and then try to flip and

23

sell it for top dollar.

24

work on the home took her contractor five days to

25

complete.

Her contract -- the rehab

Now, she happens to have a good friend in
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the area who is also a licensed real estate agent and

2

he referred her to this neighborhood where her

3

property was his farm area.

4

Now, I’m curious, I’ve got several of you,

5

but how many of you are realtors with us today,

6

agents, brokers?

7

coming.

8
9
10

Thank you so much for

Now, are any of you on the investing side of
the fence or are you still on the listing, buyers are
liars, slinging commission side?

11
12

Fantastic.

AUDIENCE:

Both.

Both.

Everything.

The

above.

13

MARK CHAPMAN:

Okay, all right.

Those of

14

you who have not been realtors, just so you are

15

familiar with some of the lingo here, a farm area is a

16

neighborhood the realtor decides to specialize in.

17

knew all the homes in that neighborhood, he knew the

18

values, he knew most of the families that lived there.

19

He already had a list of buyer prospects who wanted to

20

be contacted when something new went up for sale

21

because it was in one of the better school districts.

22

He

So after the rehab work was done, she listed

23

her property for sale with her real estate agent

24

friend.

25

services.

He put it in the MLS, multiple listing
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AUDIENCE:

2

MARK CHAPMAN:

7/26/2018
Multiple listing services.
You’re good on that, okay.

3

He called his list of buyer prospects.

4

a contract that she accepted and signed one day on the

5

market for 203-7.

6

closing costs, her first profit check, 21 days after

7

she completed our three-day training class, was for

8

42,000 and change.

9

He brought her

After she paid his commission and

How many of you in here would like to have a

10

check in your hands right now for $42,000?

11

rest of you didn’t understand the question, right?

12

(Laughter.)

13

MARK CHAPMAN:

14

And the

And would that be life-

changing?

15

AUDIENCE:

16

MARK CHAPMAN:

Yeah.

Definitely.

Yes.

(Inaudible) I think it’s

17

safer to say this.

18

changing for most everyone as long as it wasn’t one

19

and done, right?

I do think it would be life-

20

AUDIENCE:

21

MARK CHAPMAN:

Right.
Yeah, as long as it was your

22

first before your second and your third.

23

you’re off on a whole new financial (inaudible) new

24

paradigm.

25

most of us in here right now it would at least be the

Because now

And I think it’s probably save to say for
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rest of March, half of April changing.

2

agree?

3

AUDIENCE:

4

MARK CHAPMAN:

Would you

Right.
This young lady, single mom

5

with a toddler, took that first profit check, she paid

6

off her student loan, car loan, credit cards, and put

7

the rest in an interest-bearing account with

8

(inaudible) to begin saving up for her toddler’s

9

college tuition someday.

Now, you talk about a young

10

adult who apparently was raised with the right

11

priorities.

12

When she sent us this deal and her written

13

authorization for us to use it in these classes, we

14

asked her when she had a moment if she would go back

15

and add up all the time that she had involved in her

16

first deal from start to finish.

17

and said she had about 20 hours total of her time in

18

this deal.

19

hours of work, $42,000 profit.

20

How many of you believe you’re worth $2,000 an hour?

21

Eight of you.

She got back to us

Folks, that’s pretty easy math.

22

(Laughter.)

23

MARK CHAPMAN:

Twenty

That’s $2,000 an hour.

It all starts with your

24

belief.

25

a lot more than working for $18, $20, $22 an hour, 40,

Listen, let me just say this.

This is about
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50 hours a week and forever living paycheck to

2

paycheck.

3

about a higher level of financial literacy, the right

4

knowledge, which will lead to a higher level of

5

financial lifestyle.

That is not what this is about.

This is

Does that make sense?

6

AUDIENCE:

7

MARK CHAPMAN:

Mm-hmm.

Yes.

When she renovated this home,

8

she did some real simply things.

9

Hilary’s top ten rules of renovating single family

She used one of

10

homes and, of course, one of those top rules is curb

11

appeal.

12

to get out of the car when they pull up to the house.

13

So she had her people that did the work, cleaned the

14

front of this up, it was a mess before.

15

lay some new green sod.

16

single family home you are flipping, she put in a new

17

upgraded front door.

It’s very important people even feel a desire

18

She had them

And as you should do on every

Folks, it’s real simple design tips like

19

this you can do that will make your property pop and

20

outsell the competing ones in the area faster and for

21

top dollar.

Does that make sense?

22

AUDIENCE:

23

MARK CHAPMAN:

Yes.
I also had the pleasure

24

recently of getting to know another couple who had

25

joined us.

They were in their early forties, married
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20 years, have a couple of teenagers getting ready to

2

go to college, both of them still teachers.

3

had gotten laid off about a year before we met them.

4

At that point, her county was having budget cutbacks,

5

typical.

6

educator.

7

The wife

She couldn’t find full-time work as an

They came to a class like this -- it’s been

8

several months ago now -- and they actually admitted

9

to us that they were having to subsidize paying their

10

monthly bills using their credit cards.

11

here, they took in the information.

12

we’re teachers, we certainly understand the importance

13

of knowledge and we believe that we are at least as

14

smart as the average investor out there who knows

15

exactly what they’re doing with this making money.

16

But even just the tuition to join us was a stretch for

17

them financially.

18

little they had left on their credit cards.

19

ended up calling an uncle of hers to borrow the rest.

20

Bottom line, they were creative and it happened.

21

But they sat

They said, hey,

They had to match that with what
The wife

Their first deal after the class was nothing

22

spectacular.

23

handed it off to another cash investor/rehabber within

24

our network, one of our recent students who is

25

flipping homes now, for a finder’s fee.

They simply found a good property, they

They
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wholesaled that first year.

2

on that to pay her uncle back and wipe out most of

3

their credit card debt.

4

Now, they did make enough

The first property that they acquired

5

themselves was this two-unit home here, a duplex.

6

Now, their initial thought on this was to flip it,

7

sell it for quick cash.

8

encouraged them to analyze it side by side as a long-

9

term rental as well.

10

But our support team

They ultimately decided that

they liked it that way better.

11

When they bought it, it needed very little

12

work, they had the interior repainted, they replaced a

13

few appliances.

14

we taught them, they turned it over to the right

15

property management company.

16

they collect the rent, they deal with all the tenant

17

issues, they pay the expenses, and every month, they

18

just wire 1,120 bucks into their bank account month

19

after month after month.

They haven’t touched it since.

Like

The property managers,

20

Now, I will be the first one to admit that

21

in today’s economy, 1,100 bucks a month is not life-

22

changing.

23

it?

But, hey, it’s a car payment or two, isn’t

24

AUDIENCE:

25

MARK CHAPMAN:

Yeah.
I mean, it may help pay for
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some of those monthly bills, you think?

2

AUDIENCE:

3

MARK CHAPMAN:

4

7/26/2018

Mm-hmm.
And who’s making those

payments?

5

AUDIENCE:

6

MARK CHAPMAN:

Renters.
Yeah, the best kind, somebody

7

else.

8

need coming into your bank account right now every

9

month to fit your definition of financial comfort or

10

In fact, how many checks like this would you

freedom?

11

AUDIENCE:

12

(Laughter.)

13

MARK CHAPMAN:

14

AUDIENCE:

15

MARK CHAPMAN:

16

As many as I (inaudible).

That’s a good answer.

Seven.
Seven?

That’s pretty

specific.

17

AUDIENCE:

18

MARK CHAPMAN:

I know what it is.
Folks, listen, some of you,

19

you’ve got to give yourselves permission to think big.

20

It’s okay to think big.

21

on your head for doing that.

22

The sky is not going to fall

This couple documented for us in writing

23

that they had ten hours of their time added together

24

in pieces total in this deal.

25

finding the property, overseeing the light rehab work

Ten hours total.

From
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1

that someone else did, and then handing it off to a

2

property manager.

3

Now, who was the last person that we know

4

now in our everyday life that work on something once

5

for a total of ten hours that now generates 1,100

6

bucks a month for as long as they want to keep coming

7

in?

8

or down?

And are rents in this area right now trending up

9

AUDIENCE:

10

Up.

MARK CHAPMAN:

And, of course, the property

11

is appreciating along the way, you’ve got

12

appreciation, et cetera.

13

building system here is also about getting wealthy

14

slowly.

15

wealthy in real estate.

Hilary’s whole wealth

We have a multi-prong approach to getting

16

Now, please understand that the flips are

17

exciting, they get all the press, they get TV shows

18

occasionally and they are the bigger paychecks.

19

also realize that once you flip a house, that house

20

does not pay you anymore.

21

students with us here, we want to get you into the

22

mind set, the mental habit, every now and then you

23

want to hang on to some of these properties, these

24

homes, and you want to continue to build that rental

25

portfolio so at some point down the road in a few

But

So rolling on as new
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1

years, you have more than enough monthly passive

2

income coming in from those to support your lifestyle

3

on that income alone.

Does that make sense?

4

AUDIENCE:

5

MARK CHAPMAN:

Yes.
It’s a multi-pronged approach

6

to getting wealthy.

7

heard this saying before, that history repeats itself.

8

Yes?

9

AUDIENCE:

10

And I’m pretty sure you’ve all

Yes.

MARK CHAPMAN:

There are so many lessons

11

that we can learn from our successes and failures in

12

the past.

13

In our country, over the last 100 years, there are

14

three top ways that people here have used to become

15

millionaires.

16

is?

Well, financial success also (inaudible).

What do you think the number one way

17

AUDIENCE:

18

MARK CHAPMAN:

Real estate.
Seventy-five percent of all

19

millionaires in this nation, we’ve done it investing

20

in real estate, followed by the stock market.

21

However, with the stock market, there are some

22

inherent risks.

Would you agree?

23

AUDIENCE:

24

MARK CHAPMAN:

25

Yes.
In the past, personally, I

have made wonderful money in the stock market and I
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1

have also lost wonderful money in the stock market as

2

well.

3

for me and my family.

4

only chance you get with me.

And at my age now, no more gambling in stocks

5

You fooled me once, that’s the

And the third way, of course, is to own your

6

own successful business.

7

business owners?

8
9

Show of hands.

Oooh, man.
my respect.

How many of you all are

God bless you.

You have all of

My wife and I have been there, done that

10

in the past.

11

many headaches, surprises and costs on a daily basis

12

for the money exchange.

13

sincerity, if you are a successful business owner

14

right now in this challenging economy, you deserve a

15

world of credit.

16

be extremely proud, extremely proud of what you’re

17

accomplishing.

18

That’s way too much work for us.

Too

But I will say this with all

It’s a lot of hard work.

You should

I’d like to talk to you now about some

19

specific strategies for investing in this market.

20

me just start this part by asking an admittedly silly

21

question.

22

a lot of money right now investing in real estate?

23

All right (inaudible) kind of a pulse check there.

24
25

Let

How many of you in here would like to make

How many of you would like to dramatically
reduce any risk associated in each and every real
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estate transaction?

2

game changer and that’s exactly what Hilary Farr has

3

figured out how to do, how to eliminate as much risk

4

in these deals as possible, which then just leaves the

5

money in the deal.

6

Yeah, now, that one there is a

Right now, she has the number one investing

7

and training system in the nation.

8

large groups of investors, associations and clubs who

9

are trying to figure out exactly what it is that we’re

We have other

10

doing.

11

it.

12

else necessarily; it’s just that Hilary has been very

13

fortunate.

14

very key niches that other investors can’t figure out,

15

such as, number one, we know how to find the best

16

deals here and in every market we go to in the nation.

17

Emphasis on best.

They can’t quite seem to put their hands on

Listen, it’s not that we’re smarter than anybody

18

She has discovered and perfected a few

Whether you realize it or not, you probably

19

drove by a dozen good real estate deals on your way to

20

this class earlier.

21

her team, we have discovered several key niche areas

22

now for finding properties as a direct result of the

23

recent recession that even most of the seasoned

24

investors and some realtors do not know exist.

25

Hilary, the rest of us in here on

Number two, you can use other people’s money
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to close your deals.

2

not been investing yet because of money issues, please

3

hear this clearly.

4

number one part of her system that makes it so unique

5

and different.

6

relationships, we have our own group of private money

7

lenders who will put up 100 percent of the money to

8

fund your real estate deals, including rehab with no

9

regard to your personal income, assets or credit.

Now, for those of you who have

We are told this is by far the

Thanks to Hilary and her

10

only thing that matters is the deal itself and the

11

property.

How many of you like that (inaudible)?

12

AUDIENCE:

13

MARK CHAPMAN:

14

The

Mm-hmm.
OPM, not to be confused with

OPM.

15

(Laughter.)

16

MARK CHAPMAN:

That would be a whole ‘nother

17

class.

18

unique to the way Hilary does real estate -- once

19

you plug into our marketing system, understand how we

20

do -- use the internet and social media, we usually

21

already have our buyers.

22

to have your own list of cash buyers ready to purchase

23

your properties?

And number three -- and this one is completely

24
25

How many of you would like

So if you already have your buyers, we teach
you how to find the best properties.

And then if you
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want, you can have someone else pay for all of this.

2

How many of you think that’s a pretty good workable

3

system?

4

She’s identified this area right now as being red hot

5

for what we do.

6

who are truly motivated, who do have a burning desire

7

to learn how to invest our way, the correct way, and

8

take advantage of this timing and cycle and

9

opportunity.

10

That’s the way Hilary Farr does real estate.

We are simply here looking for people

That’s why we’re here.

Does that make

sense?

11

AUDIENCE:

12

MARK CHAPMAN:

Yeah.

Mm-hmm.

Good.

And, you know, one

13

thing I’d like to touch on real quick, in every class

14

I’m with, large or small, inevitably, I know we have

15

several people sitting in this room right now who we

16

would consider to be analytical thinkers.

17

AUDIENCE:

18

MARK CHAPMAN:

You think?
Engineering-minded people, if

19

you will.

20

Love him with all my heart, but he drives everyone

21

else around him absolutely crazy with the way he

22

overanalyzes every minute and usually meaningless

23

detail and takes forever to make decisions.

24

those of you who are here today like that, as a

25

society, we sincerely thank you for your brain cells.

My best friend, Craig, is an engineer.

So for
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(Laughter.)

2

MARK CHAPMAN:

7/26/2018

I have to admit that you’re

3

needed in our life and I think I know what you might

4

want, I don’t want to keep you waiting any longer.

5

I’m guessing you just want me to go ahead and show you

6

Hilary’s system for doing this.

7

to have it organized numerically on top of that.

8

close?

9

You’d probably like

So here’s how we do this every time.

Am I

Number

10

one, once you plug into our system, understand how we

11

do our marketing and use social media, we usually

12

already have our buyers.

13

for wholesale deals.

14

have our buyers for wholesale deals and so will you if

15

you decide to join us.

16

today with our online proprietary cash buyer’s list.

17

You simply type in any zip code and down comes the

18

list of cash buyers who are willing to buy these

19

properties with contact information.

20

that?

21

work at becoming a wholesaler.

We always have our buyers

I’ll repeat that.

We always

In fact, you will walk out

How many like

Well, that takes a whole lot of time and hard

22

Number two, we know how to find the best

23

properties out there and you will have very little

24

competition from old school investors still stuck in

25

their pre-recession ways of doing this 15, 20 years
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ago.

2

of you in here are pretty new to this, I would like to

3

give you one little piece of advice here as far as

4

wasting your time.

5

looking for these good investment properties in the

6

MLS.

7

great tool for realtors, but it is basically where

8

buyers go to move into homes who are willing to pay at

9

or near full market value.

10

And because it seems like probably the majority

Please do not waste your time

Realize that the multi-listing service is a

It is not where we find

the best deals.

11

At this class, we are going to teach you our

12

top (inaudible) niches right now we have discovered

13

step by step for finding deals as a direct result of

14

the recent recession.

15

Make sense?

Number three, we always do the right math.

16

It just so happens that doing accurate math is a

17

pretty important skill set to have at being a

18

successful investor.

19

interesting to me, when students get through our

20

three-day class, we’re always sitting with them for a

21

while talking, interviewing them, trying to find out

22

what we might do to make it better.

23

like, what should we spend more time on, what could we

24

spend less time on?

25

biggest challenge.

And you know what’s kind of

What did you

We also ask them what was your
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And the answer I hear more times than not on

2

the challenge question, people say the math, the

3

numbers.

4

always been good with numbers.

5

math off the top of my head.

However, it does kind of

6

remind me of my wife, Shelly.

Several weeks ago, we

7

celebrated our 30th wedding anniversary together, but

8

from the day we met, she has been trying to convince

9

me that numbers are not her thing.

10

Now, personally, I don’t get that.

I’ve

I can do most basic

Now, she has many, many strengths, but

11

numbers are not -- would not make her list.

12

know what I find interesting, we will walk into a

13

jewelry store together, she’ll see a cute little

14

necklace that’s $10,000, it’s on sale for 20 percent

15

off, oh, it’s amazing how fast she’ll let me know,

16

Mark, we can save $2,000 on this necklace.

17

who are you?

18

it makes me wonder who the smarter one in this

19

relationship is, and I’m pretty sure at this point you

20

are not looking at him here today.

21

But you

It’s like,

You know, I have to admit that some days

For any of you who may have a concern with

22

math, let me assure you right here and now, investing

23

in real estate is nothing more than fourth grade math.

24

That is all it ever is.

25

multiplication, division.

It’s addiction, subtraction,
If you have to, check it
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twice to get the same answer or find a fourth grader

2

to help you review the math.

3

(Laughter.)

4

MARK CHAPMAN:

5

not rocket science.

6

accurately, all right?

Are you clear?

7

AUDIENCE:

8

MARK CHAPMAN:

9

But the (inaudible) this is
Just please do it

Good.

Mm-hmm.
Number four, this one here is

absolutely, absolutely the most unique part of

10

Hilary’s system that other investors and even many

11

realtors can’t figure out because it is so opposite of

12

what they are used to doing.

13

methodology, the escape clauses and the math involved

14

in making offers.

15

three-day training class all set to be making ten

16

offers a week on distressed properties, that is the

17

weeks you want to work in this business.

18

Our techniques, the

You are going to come out of our

Now, the way that we do this with the

19

offers, that is not going to take you more than two,

20

maybe three hours total.

21

offers that you make on average, you are going to have

22

one of them bite, sometimes two.

23

want you to becoming emotionally attached to these

24

properties.

25

doing this for one reason only and that is to make

And statistically out of ten

And we don’t ever

That’s not why we’re doing this.

We’re
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what?

2

AUDIENCE:

3

MARK CHAPMAN:

Money.
Good.

Speaking of which, if

4

you don’t want to use your own money investing, as a

5

student with us, you will have access to our group of

6

private money lenders to fund your deals.

7

Next -- and, of course, this is one of

8

Hilary’s lifetime passions as a designer, she has her

9

own top ten least expensive rules of renovating single

10

family homes.

11

appeal is always way, way up on that list and a very

12

inexpensive renovation.

13

We touched one of them earlier.

Curb

But one that Shelly and I learned that we

14

did not know until we met her several years ago -- and

15

this one tip has probably been responsible for another

16

six figures added up over time in profit -- when

17

appropriate, you want to replace windows in the back

18

of a home with french doors.

19

simple renovation to make, but it entirely changes the

20

traffic flow of the house, opens it up.

21

little design things like this that you can do to

22

these properties to make them pop and outsell the

23

competing ones for top dollar.

24

AUDIENCE:

25

MARK CHAPMAN:

It’s really a very

Folks, it’s

Does that make sense?

Mm-hmm.
Just so you know, those of
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you who will choose to join us for this class when

2

we’re done, by tomorrow afternoon, you will have

3

received an email from Hilary detailing these top ten

4

renovations, when to use them, how to use them, what

5

they cost, what they will bring you back in value, and

6

the best ones.

7

homework to do?

8
9

So you’ll have a little bit of
Fair enough?

Okay, next, okay, you’ll always need to know
what your exit strategy is going to be.

How are you

10

going to get out of the house?

11

that.

12

that one young lady’s first deal.

13

at some point, even you analytical thinkers are going

14

to need to make a decision, are you going to renovate

15

and flip it and sell it for top dollar, are you going

16

to keep it as a monthly rental for cash flow, or are

17

you simply going to hand the deal off to another cash

18

investor/rehabber for a finder’s fee and wholesale it?

You’ve got to know

Now, a few minutes ago, we (inaudible) together

19

So on every home,

And then for those of you in here who have

20

not closed a real estate deal before for income or

21

profit purposes, when you have your first closing here

22

with us, get that initial paycheck in your hand, it is

23

time for you to celebrate big-time because, at that

24

point, you will have accomplished something that most

25

average people in this country will never do and that
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is simply that you have the courage to take a step

2

outside your comfort zone, everyday habits, patterns

3

and routines that you’ve become so accustomed to and

4

you learn how to do something new.

5

factor.

6

haves from the have-nots of the world.

It is a huge

It is something that truly separates the

7

So when you get that first profit check in

8

your hand, you celebrate, you deserve it.

9

yourself.

Reward

Take someone you love out to an expensive

10

restaurant.

11

perhaps even read that menu from left to right for a

12

change.

Enjoy a wonderful dinner together and

13

(Laughter.)

14

MARK CHAPMAN:

15

And then you get up the next morning super-

Oh, forget it.

16

confident, you’ve already done your first one.

17

take a couple of hours.

18

on distressed properties our way and you never turn

19

back.

20

all the time, the most important real estate deal that

21

you will ever do in your investing career is going to

22

be your?

You shoot out ten more offers

Listen, I tell people who are brand new in this

23

AUDIENCE:

24

MARK CHAPMAN:

25

You

First one.
Each of you knows what it

takes to motivate yourself to see something through to
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completion.

2

you that is almost the entire key to this.

3

to do whatever it takes to motivate yourself.

4

push yourself until you cross the finish line on your

5

first deal.

6

It’s all downhill.

7

pretty much work the same after that, just different

8

scenery, colors, sizes, and zip codes.

9
10

After being in this 27 years, I can tell
You have
You

After that, you’ve pretty much got it.
You’re going to find they all

Folks, here’s the reality of our business.
A house is a house is a?

11

AUDIENCE:

12

MARK CHAPMAN:

House.
They’re all houses.

There

13

really are not many major surprises.

14

takes to get through your first one and I think you’ll

15

understand exactly what I mean by that.

16

make sense?

17

AUDIENCE:

18

MARK CHAPMAN:

You do what it

Does that

Yes.
Now, what we have been doing

19

since Hilary decided to take her training program and

20

financial resources nationwide about 18 months ago is

21

we give students a step-by-step plan from start to

22

finish on every property on how to do this

23

successfully.

24

recently, his name is Frank, and he says that the

25

formula they have is a blueprint about how to put a

We have a gentleman here who joined us
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deal together from beginning to end.

2

He said before real estate, I was a small

3

business owner, which consumed most of my time.

4

first deal, we picked up for 335 using the funding

5

group’s money.

6

for 490 for a profit of 131.

7

25 hours of our time total invested in this deal.

Our

After some cosmetic rehab, we sold it
All told, we have about

8

But, you know, we really got a kick out of

9

Frank when he came on board with us because right up

10

front he admitted to us, he said, you know, I have

11

always by nature been a huge skeptic and

12

procrastinator.

13

traits, just so you know.

14
15

He blamed his father for those

In fact, I’m just curious, how many of you
in here have ever procrastinated?

16

(Laughter.)

17

MARK CHAPMAN:

18

And the rest of you were

thinking about raising your hands, right?

19

(Laughter.)

20

MARK CHAPMAN:

Oh, my lord.

It is a killer.

21

It is an absolute killer.

22

for you personally, but I will tell you this, I

23

personally have never met a wealthy procrastinator in

24

my life.

25

traits.

Hey, listen, I can’t speak

Somehow there’s just no combination of those
I mean, it’s like oil and water.
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Well, Frank has forgotten what that word

2

even means by definition, he has recently jumped into

3

real estate with both feet.

4

that was costing him 70 hours a week of his time and

5

he is now flipping homes where he lives for his full-

6

time income in a fraction of the time, and he’s become

7

one of our many students who have learned how to do

8

this remotely.

9

He sold that business

With the technology we have nowadays, you

10

never have to leave your kitchen table.

11

up rental properties to grow his rental portfolio in

12

certain parts of the panhandle here in Florida, in

13

certain parts of North Carolina that we have helped

14

him identify right now as being extremely high rental

15

index areas.

16

He’s picking

Folks, listen, here -- here’s my own

17

personal philosophy when it comes to learning how to

18

do something new.

19

cut or create a new trailer path where nothing exists

20

yet, where there’s already a proven path that you can

21

be led down step by step where you know success is

22

waiting for you.

Why in the world would you try to

Does that make sense?

23

AUDIENCE:

24

MARK CHAPMAN:

25

Mm-hmm.
In fact, when I think about

all the real estate classes, et cetera, my wife and I
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1

have been to over the years, I still to this day

2

remember the very first one.

3

was like 27, 28 years ago.

4

recently gotten out of college.

5

kids yet.

6

in our field.

7

office she was at talked us into going to a real

8

estate seminar with them one day.

9

Man, does time fly.

It

At that point, we had
We were newlyweds, no

Both of us were working 9:00 to 5:00 jobs
And one of Shelly’s coworkers at the

And I remember we sat there, we were

10

absolutely amazed at all the strategies the instructor

11

was talking about, how you can grow that rental

12

portfolio for your future passive income, how to do

13

little wholesale hand-off deals, commercial real

14

estate, triple net leases.

15

nothing we had ever heard before.

16

I mean, it was like

And at the end of that seminar, he asked us

17

one question that I still remember verbatim to this

18

day.

19

make the kind of money that you want to make and

20

deserve to make by investing in real estate or doing

21

what you’re currently doing?

22

answered yes, investing in real estate, we’ll see you

23

in the training class.

He said, do you believe that you are going to

24
25

And he said if you

He was absolutely right.

We knew it.

We

were so excited about it afterwards, talking about all
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1

the strategies that we learned and my wife said, Mark,

2

I can definitely see us doing this.

3

honey, I can, too, but unfortunately right now we

4

can’t comfortably afford the tuition to pay these

5

folks and go to the training class and learn how to do

6

this.

7

Mark, we can’t afford not to learn how to do this.

8

You know what, that was the very first time I ever saw

9

her put both hands on her hips.

10

(Laughter.)

11

MARK CHAPMAN:

And I said,

And my wife looked at me that day and she said,

It has not been the last.

12

That one moment 27 years, 8, years ago, it really

13

became the foundation for everything we’ve done since.

14

At that moment, we both seemed to realize that long

15

term a 9:00 to 5:00 was not what we were looking for.

16

We started to think differently, think like the

17

wealthy.

18

of college, had the loans to pay back.

19

became the foundation for everything we’ve done since.

Not that we were then.

We were typical, out
But that

20

I remember saying to her that day, listen,

21

honey, I’m as excited about this as you are, but the

22

reality here is we didn’t have the $3,500 tuition at

23

the time in our bank account to simply be able to

24

write a check and go learn how to do all this.

25

ultimately we decided to throw it all on our credit

So
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1

card.

2

I think it ran about 70 bucks a month.

3

investment in education that we ever made because when

4

we got through with that class, they taught us one

5

thing, bottom line, how to make money, period.

6

I’m curious, how many of you went to

We made monthly payments on it that way.

7

college?

8

money?

9

Geez,

Best

Do any of you have a degree in how to make

(Laughter.)

10

MARK CHAPMAN:

I couldn’t find one class in

11

my four-year adventure land called college called how

12

to make money.

13

(Laughter.)

14

MARK CHAPMAN:

In college, they teach us how

15

to perform a task so that we can conform and get those

16

job things.

17

challenging economy like we are still in right now,

18

you have to know how to make money.

19

really know how to make money, you’ll always know how

20

to make money.

21

Instead of looking at a home and wondering how much

22

does it cost, instead, you look at it and think, how

23

much can I?

Folks, hear me when I say this, that in a

And once you

It becomes second nature for you.

24

AUDIENCE:

25

MARK CHAPMAN:

Make.
And just like that you’re
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mind set shift.
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make.
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It’s that easy to make a

Not what does it cost, how much can I

Well, that was the best start we could have

5

ever hoped for.

6

foundation for everything we have been blessed with

7

financially ever since.

8
9

We both agreed if became the

All right.

Hey, I think it might be

important with so many of you being new to this in

10

here, I want to take a couple minutes and go into some

11

more detail with you on the funding piece of this, the

12

money piece because it is a rather big deal.

13

right now, the majority of our students are using the

14

money from our private lenders to fund their deals.

15

So, once again, real quick, our group of private money

16

lenders will put the money up for your real estate

17

deals with no regard to your income, assets or FICO

18

score.

19

profitability in the deal and the property itself.

In fact,

The only thing that matters is the

20

Again, how many of you like that one?

Now,

21

let me say this, those of you who are sitting here who

22

are brand spanking new, you may not realize this, but

23

that is a very unique piece in this industry.

24

been an absolute game changer for many of our

25

students.

It has

Now, whenever I talk about the funding,
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it’s probably time to have a little reality check here

2

real quick.

3

If you want to use the money to fund your

4

deals from our lenders, do you believe that there is

5

going to be some kind of financial benefit in this for

6

them?

7

AUDIENCE:

8

MARK CHAPMAN:

9

Of course.
Welcome to America.

Of

course they’re going to make a little piece of

10

interest on that money.

11

Right now, on an average single family home flip,

12

would you be okay paying somewhere between 4 percent

13

to 8 percent interest to use that money?

That’s why they’re doing it.

14

AUDIENCE:

15

MARK CHAPMAN:

16

There are no surprises.

17

resource to use as a student of ours.

18

very cool that Hilary has recently arranged with the

19

lenders, you will not have any payments due on that

20

money, it will not become due and payable until you

21

ultimately flip, sell your property at the end of the

22

process to your retail buyer as a cost of closing at

23

that point.

24

payments on it during the holding and rehab period of

25

the process.

Yes.
That’s the way it works.
They are there for you as a
Now, something

So you will not be making monthly

Is that good or good?
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AUDIENCE:

2

MARK CHAPMAN:

7/26/2018
Good.
I will tell you this, we have

3

other experienced investors and realtors who join us

4

just to have access to this unique funding piece that

5

we’ve put together.

It really is that special.

6

Now, another way that we do real estate on

7

Hilary’s team, every single decision that we make in

8

real estate on this -- in this -- on this team is

9

based on three things and only three things and it’s

10

not location, location, location.

11

numbers, statistics and data.

12

data.

13
14

Three things,

Numbers, statistics and

Would you agree that sometimes you can be
misled by your emotions?

15

AUDIENCE:

16

MARK CHAPMAN:

Yes.
The way you feel.

Accurate

17

numbers always tell a 100 percent true and accurate

18

story.

19

fact, let’s take a quick look at your local real

20

estate market here.

21

all the buyers out there right now looking for homes

22

in Pinellas County.

23

percentage-wise how many buyers are out there right

24

now looking for the big expensive homes, the estates,

25

the waterfront properties over $1 million.

So everything we do here is about numbers.

In

That triangle up there represents

Who would like to guess

What do
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AUDIENCE:

Eight percent.

Two percent.

Five.

4

MARK CHAPMAN:

5

AUDIENCE:

6

MARK CHAPMAN:

(Inaudible).

Five.
Five percent of your buyers

7

in this county are looking for the big homes and

8

estates over a million dollars.

9

people at the bottom looking for the lower-priced

Then we have the

10

properties.

11

attached units, perhaps in some of the rougher

12

neighborhoods if you will.

13

These would be your smaller homes, the

By the way, do you all have any rough

14

neighborhoods here?

15

AUDIENCE:

16

(Laughter.)

17

MARK CHAPMAN:

Yeah.

It’s nothing unique.

Let me

18

tell you, they exist in every city, town, village in

19

the nation.

20

reality is people still need to live there, don’t

21

they?

They are absolutely everywhere.

22

AUDIENCE:

23

MARK CHAPMAN:

But the

Yeah.
Hey, if you haven’t ever done

24

this before, take a second and think about our

25

product.

Our product is the essential ingredient to
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1

sustain life itself.

2

comes?

Behind oxygen, water, nutrition

3

AUDIENCE:

4

MARK CHAPMAN:

Money.
Shelter, housing, people

5

still need to live there.

6

of our product.

7

desire.

Folks, here is the reality

Our product is not a choice or a

The bottom line with this is --

8

AUDIENCE:

9

MARK CHAPMAN:

10

7/26/2018

Necessity.
-- you either have a roof

over your head or you have a highway over your head.

11

AUDIENCE:

12

MARK CHAPMAN:

And they sometimes fall.
That’s our product.

Right

13

now, in Pinellas County, the folks out there looking

14

for the lower-priced homes represent 25 percent of

15

your buyers.

16

AUDIENCE:

17

MARK CHAPMAN:

Mm-hmm.
As a new student with us, we

18

do not recommend that you start at either the top or

19

the bottom of this demographic.

We want you to start

20

out right smack in the middle.

This is where all the

21

action is.

22

qualified buyers are looking for homes here, the

23

families looking for the neighborhoods that are safer,

24

more spacious, better school districts.

25

your biggest demand will be numbers-wise.

This is where your largest pool of

This is where
Does that
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make sense?

2

AUDIENCE:

3

MARK CHAPMAN:

Yes.
In fact, for those of you who

4

believe in the power of numbers, we are all huge

5

numbers people on Hilary’s team and she has sent me

6

some more specific ones to share with you about your

7

market here.

8

quick.

You may want to jot these down real

9

This is the price range of a single family

10

home -- the price range of a single family home that

11

we suggest you target right now here in Pinellas

12

County, on the low end, 95,000; on the high end, 350;

13

95 to 350.

14

That is the price range we want you to have your homes

15

priced to sell in after any renovation work has been

16

done.

17
18

That is your sweet spot in this county.

She also give me Hillsborough County.
Anyone want that?

19

AUDIENCE:

20

MARK CHAPMAN:

Yeah.
Very close.

Hillsborough is

21

at 100 even on the low end to 375 on the high.

22

also have Pasco if anyone wants that.

23

AUDIENCE:

24

MARK CHAPMAN:

25

to 275.

And I

Yes.
Pasco, 70,000 to 275; 70,000

And I’m going to give you Sarasota because

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Indian Rocks, FL
March 22, 2018

EX 1, p. 75

Case 2:19-cv-00713-DAK-EJF Document 12 Filed 09/30/19 Page 77 of 155

76

80322zur_rules
7/26/2018
1

she has it on here, 150 to 4 and a quarter.

2

150 to 4 and a quarter.

3

Sarasota,

These are your respective sweet spots per

4

county, especially if you’re new, we want you to keep

5

your home priced to sell in those ranges after the

6

renovation work has been done.

7

game and that’s where the largest percentage of buyers

8

are looking.

9

Does that make sense?

AUDIENCE:

10

It is simply a numbers

Mm-hmm.

MARK CHAPMAN:

Stick to the numbers.

11

take your emotion out of it.

12

more successful if you do that.

13

AUDIENCE:

14

MARK CHAPMAN:

Try to

You’ll be a whole lot
Does that make sense?

Yes.
Very good.

Everyone get

15

those?

16

again by a show of hands, please remind me how many of

17

you are brand new to this, first-timers, never flipped

18

a home in your life.

19

All right.

Okay.

All right, hey, if you would real quick

Would you like to know how you

20

can make some immediate profits in real estate without

21

using any money, none of yours, none of ours, and have

22

no liability, yes or no?

23

AUDIENCE:

24

MARK CHAPMAN:

25

Sure.
All right, pay close

attention to how this works.

I have a distressed
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seller here I can buy a home from for 110.

2

is worth 200 after some cosmetic rehab.

3

of those out there?

4

AUDIENCE:

5

MARK CHAPMAN:

The home

Are there any

Yeah.
Yes.

In fact, as that young

6

lady pointed out earlier, as of this morning in

7

Pinellas County, there are 6,012 of these homes at 51

8

cents on the dollar and 99 percent of them are not in

9

the MLS, nevertheless.

I have a distressed seller I

10

can buy a home from here for 110.

11

200.

12

wants to buy it from me for 120.

13

200.

The home is worth

I have another cash investor/rehabber buyer who
It’s still worth

Are you with me?

14

AUDIENCE:

15

MARK CHAPMAN:

Mm-hmm.

Yes.

Okay.

Now, you know,

16

sometimes in these classes, I have to point out what I

17

think is the very obvious.

18

today.

19

my buyer and my seller do not know each other, right?

You all certainly understand, of course, that

20

AUDIENCE:

21

MARK CHAPMAN:

22

I am not feeling it here

Right.
Thank God.

It must have been

a Miami thing.

23

Here’s the way it works.

You’re going to

24

have your buyer go into the title company, the closing

25

office, the first on the day of closing.

The buyer is
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1

going to sign a big stack of paperwork and get it

2

notarized with the date stamped.

3

their check for 120.

4

the closing office later that day to sign the

5

paperwork and get it notarized, the seller receives

6

their check for 110.

7

normal buyer closing costs, your seller pays all the

8

normal seller closing costs.

9

going to write me a check, profit amount how much?

The buyer leaves

You have your seller going to

You have your buyer pay all the

10

AUDIENCE:

11

MARK CHAPMAN:

12

AUDIENCE:

13

MARK CHAPMAN:

That title company is

10,000.
I never owned that house.

Arbitrage.
My name is not on that deed.

14

I have no money in that deal and (inaudible).

15

many of you like that (inaudible)?

16

AUDIENCE:

17

MARK CHAPMAN:

Mm-hmm.

How

Yes.

I would suggest you get a

18

good night’s sleep before the three-day training class

19

gets here.

20

couple more like it day one right up front.

21

great way to hit the ground running if you’re new, to

22

get through the process, build up your confidence, and

23

I think it’s always nice to put a little more quick

24

dough in your account.

25

We’re going to hit you with that one and a
It’s a

Hey, how many of you are thinking you’d like
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1

to learn how to do all this stuff?

2

there’s some money to be made in real estate right

3

now?

4

AUDIENCE:

5

MARK CHAPMAN:

Oh, yeah.

Do you think

Yes.

In our nation, it is the

6

number one way right now to make money as a direct

7

result coming out of the recent housing recession.

8

You just have to have the courage and belief that you

9

can learn how to do something new.

10

All right.

I’m going to go ahead now and

11

show you what the funding piece of this looks like in

12

writing, the money piece.

13

with us, you will have lifetime access to our group of

14

private money lenders who are there to fund each of

15

your real estate deals.

16

no limits on the number of loans that you can have at

17

any one time like there are with the normal Fannie

18

Mae, Freddie Mac conventional investor bank products.

19

And you can have several going on simultaneously when

20

you become a motivated investor and have a team of

21

people working with you on this.

22

When you become a student

With our lenders, there are

Again, there are no income-debt ratio

23

things, FICO scores.

24

profitability in the deal.

25

It’s just about the

Now, there is only one, I think, pretty easy
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1

requirement that you have to complete in order to have

2

access for them to fund your deals.

3

attend our live three-day training class we’re

4

bringing here.

5

Hilary’s team, so we need to be sure our students are

6

on the same page with us, the same playbook.

7

got to get to the three-day class, learn all of our

8

formula, strategies, systems, and the checklist that

9

we use on each and every property.

You have to

We are always about being efficient on

10

AUDIENCE:

11

MARK CHAPMAN:

You’ve

Easy enough?

Mm-hmm.
Okay, here’s a quick nutshell

12

version for you of what that three-day training class

13

will look like.

14

plan.

15

smart people -- with so many good and smart people

16

getting hurt financially by the recent recession, for

17

a lot of folks, this day is about one thing right now,

18

getting out of debt, getting out of debt.

Initially, it’s a financial freedom

Now, let me say this, with so many good and

19

And I knew the numbers were strong in this

20

area.

21

when they sent me the numbers for Pinellas County, I

22

had to call and verify because I’m just a percentage

23

guy.

I’m going to repeat these once again for all of

24

you.

The last 90 days in Pinellas County, the average

25

equity/potential profit on every REO in foreclosure

I do 80 percent of my investing in Florida, but
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1

that has sold, $98,000 per home.

2

just flip one.

3

of debt.

4

7/26/2018
For most people,

And with that, you’re completely out

It’s gone, good-bye.
Versus if you try to get yourself out of

5

debt doing what you’re currently doing, working a 9:00

6

to 5:00, 10, 12 hours a day, your own business,

7

commission, sales, construction, health care, how long

8

is it going to take you that way?

9

AUDIENCE:

10

Years.

MARK CHAPMAN:

We knew that there were going

11

to be some silver lining when these recession clouds

12

passed some day.

13

area.

14

for the next 18 to maybe 24 months.

15

you not miss this.

16

it’s over as a once-in-a-lifetime cycle for real

17

estate investors.

This one happens to be right in this

And based on our research, it should be here

18

I would suggest

It will probably be known when

Here’s the bottom line in this business.

19

Action takers are the money makers.

20

else to put it.

21

I don’t know how

It is not right for everyone.

At this class, we are going to spend a great

22

deal of time with you, I mean, literally holding your

23

hand, walking you step by step through our top

24

definitions for finding properties right now as a

25

direct result of the recent recession, how we make
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1

those offers, our contingencies, our escape clauses.

2

It’s just a system that we will acquaint you with.

3

Those of you who may have an interest in

4

getting the REOs from the banks, this is a great

5

niche.

6

the recession, but I will give you one piece of advice

7

on this one, do not waste your time going to the big

8

boy banks.

9

Wells, Bank of America.

A lot of these banks are still overloaded from

It’s a waste of time to go to Chase,
That’s not where the deals

10

are.

11

on REOs for 40, 50, 60 cents on the dollar, we’re

12

getting them from the smaller banks, the regional

13

banks, the local banks that simply have too many

14

liabilities on this common compared to assets.

15

have got to get rid of them and they have the ability

16

to make quick decisions.

17

place, the paperwork, the websites, if that’s a niche

18

you want to pursue.

They are all underpaid idiots.

19

We get our deals

They

We’ve got the system in

You will also learn how to do this on multi-

20

family units, apartment complexes, and when you’re

21

ready for the big (inaudible) real estate, commercial

22

real estate.

23

property right now?

24
25

How many of you have any commercial
Show of hands.

I have the pleasure recently of (inaudible)
another couple who have joined us.

They’re a bit
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older.

7/26/2018
Who am I to say that?

2

AUDIENCE:

3

MARK CHAPMAN:

Watch it.
They’re in their mid-sixties.

4

They’re in their mid-sixties, I believe.

5

recently retired.

6

supplement their income.

7

they did a couple of quick wholesale hand-off deals.

8

They then did what we consider to be a medium-sized

9

residential flip.

They had time.

They have

They wanted to

After the training class,

And then their first venture into

10

commercial was this one small commercial building

11

here.

12

Now, this is a very small commercial

13

facility, but it was their first one.

14

used building.

15

retail space on the bottom.

16

it for them.

17

property manager who does all the work on it and

18

all -- right out -- right out of the chute when it’s

19

all said and done, they have created just over $6,000

20

a month additional cash flow for them on one little

21

commercial building.

22

have $6,000 a month cash flow on a building someone

23

else is managing for you?

24
25

It’s a mixed

It’s a combination of apartments and
They let the lenders fund

They turned it over to a commercial

How many of you would like to

That’s the new paradigm.

Commercial real

estate is a gold mine, it’s out there.

These banks
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1

haven’t even released the commercial foreclosures yet

2

from the recession.

3

the next way.

4

want.

5

That is going to be absolutely

We’ll teach you how to do that if you

The money part, I really think we talked

6

enough about the money part, but let me be thorough

7

with one thing.

8

own money to invest in real estate.

9

are more than welcome to use your favorite banks, your

You are more than welcome to use your
That’s fine.

You

10

favorite loan officers, mortgage companies.

11

also fine.

12

there for you as a resource to use as a student of

13

ours.

14

using their money right now because there are no

15

personal qualifications for the money, and I think the

16

terms that they are charging are extremely

17

advantageous compared to other options out there in

18

the investing world of hard money, equity and profit

19

sharing.

20

I’m talking about, the lending piece really is that

21

special.

That’s

Our group of private lenders are simply

The fact of the matter is most students are

22

For those of you who have an idea of what

And then once you start to add to the wealth

23

you have now, we’re going to teach you how to manage

24

that wealth like the wealthy, how to protect it

25

properly, how and when to set yourself up as the right
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1

entity or entities to protect your assets and pay less

2

in taxes like the wealthy always have and always will.

3

And then please remember we have a multi-

4

pronged approach (inaudible) real estate.

5

we don’t want you just flip, flip, flipping

6

everything.

7

flip, flip, hold and rent.

8

thinking longer term, build that rental portfolio for

9

cash flow and, of course, flipping is the one still

Once again,

Maybe you do a flip, flip, hold and rent,
We want you simultaneously

10

for Shelly and I after 27 years, it’s an awful lot of

11

fun and it is the bigger paychecks.

12

Now, the good news for you and the reason

13

we’re here right now is we have this three-day live

14

training class coming up for you here.

15

me give you the dates on that right now.

16

these down if you’d like.

17

shoot.

18

them up here.

In fact, let
You can jot

This training class -- oh,

She has the dates back here.

I thought I had

It must have been all (inaudible).

19

(Laughter.)

20

MARK CHAPMAN:

21

April 6th, 7th and 8th.

22

Sunday.

23

weekend in April.

Friday, Saturday, Sunday, April

24

6th, 7th and 8th.

It will basically be from 9:00 a.m.

25

to 5:00 p.m. each day.

April 6th, 7th and 8th.
That’s a Friday, Saturday,

So it’s the third weekend from today, first
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And Hilary has some very strong opinions

2

about these things.

3

tell people we are bringing our three-day class right

4

to their front door, the instructors, the resources,

5

the (inaudible), people just need to get there.

6

of statement, no excuses except a period.

She says, Mark, you just flat out

End

7

Now, I will say this, if any of you sitting

8

here know that these dates will not be convenient for

9

you, it is not an issue.

Go see one of my team

10

members when we’re done in the back and they’ll help

11

with other dates and options working back into the

12

latter part of April and May if you want to do that.

13

Fair enough?

Got the dates?

14

AUDIENCE:

15

MARK CHAPMAN:

16

Now, I’d like to ask one silly question.
How many think I’m here to try to sell you something?

19

(Laughter.)

20

MARK CHAPMAN:

21

Do what you can to try to

make it.

17
18

Mm-hmm.

Well, I’m not.

I’m going to

disappoint you.

22

(Laughter.)

23

MARK CHAPMAN:

What I’d like to do at this

24

point, for those of you who came here today because

25

you are truly interested in becoming a successful real

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Indian Rocks, FL
March 22, 2018

EX 1, p. 86

Case 2:19-cv-00713-DAK-EJF Document 12 Filed 09/30/19 Page 88 of 155

87

80322zur_rules
7/26/2018
1

estate investor -- and, listen, some of you maybe just

2

want to do this as a sideline thing, maybe an

3

additional deal every now and then when you have time

4

or whether you want to do it for your full-time

5

income, you know, the timing, the cycle, the

6

(inaudible) rate.

7

thing is this, you still believe that you have the

8

ability to learn how to do something new.

9

thing I want you doing for the rest of this with me is

10

sitting here wondering, worried about how much this is

11

all going to cost you.

12

And I think the most important

The last

I think it’s more important that you’re

13

focusing on the material and your own personal goals

14

instead.

Would you agree?

15

AUDIENCE:

16

MARK CHAPMAN:

Yeah.

Yes.

The entire tuition to join us

17

for this -- well, let me say this to begin, you can

18

join us any time.

19

is in this room today at the class when I’m done.

20

other choice is you can wait, call the corporate

21

office yourself next week, next month.

22

one, one on one through corporate, the tuition to join

23

us for this is $5,900 a person, worth every penny, to

24

be on our team, to have the buyer’s list, to have

25

access to the funding and our support.

There are two choices.

One choice
The

If you go that
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However, at the live classes, we do have

2

what’s called a (inaudible) you are going to save

3

$4,000 on it here today when I’m done, which will make

4

it just $1,997 to be precise; 1,997.

5

that down if you’d like.

6

point zero zero.

7

You can write

One, nine, nine, seven,

And for some of you, Hilary has recently

8

given us a new 100 percent guarantee to back it up, to

9

ensure that you do succeed.

Heck, if you want, you

10

can slap it on a credit card and make monthly

11

payments.

12

I think it’s pretty much a no-brainer if this is

13

something you’ve always had an interest in learning

14

how to do.

15

It will run you about 40 bucks a month.

So there that part is.

Mystery solve.

The

16

curtain’s wide open.

17

material.

18

financial goals are looking like the next three to

19

five years.

20

done.

Focus on the rest of the

Think about what your own personal

Just let us know how you feel when we’re

Fair enough?

21

AUDIENCE:

22

MARK CHAPMAN:

23

Yes.
Okay, let’s put it behind us

and move on.

24
25

So

At the class, you’ll be a lot more
comfortable than you are today.

You’ll have a lot of
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1

individual table space to spread out over the weekend.

2

Our students refer to this event as a three-day

3

concierge event.

4

from the way you’re treated the moment you get there

5

by all of our staff people, the instructors, and

6

you’re going to be surrounded with like-minded people

7

from every walk of life in this area.

8

will have one common goal and that is to learn how to

9

invest in real estate Hilary Farr’s way and take

10

You’re going to feel the same way

Everyone there

advantage of this opportunity in timing and cycle.

11

And over time, between Hilary and several

12

other members of her senior management on this -- at

13

this company, they have probably sent me close to a

14

thousand testimonials about this three-day close that

15

I could show you and bore you with here today.

16

no intention of doing that to you or myself this

17

afternoon.

18

quick.

19

I have

I’ve just picked two to show you real

This couple here, Eric and Robin, real

20

estate was new to us.

21

many ways to make money in real estate.

22

class was nonstop.

23

do you go on the websites to find these houses, how do

24

you set up your teams and get the money to fund the

25

deals.

I had no idea there were so
The three-day

How do you find the houses, where

Nobody else teaches this.
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We don’t believe that anyone else out there

2

teaching real estate training comes close to what we

3

do.

4

thing I am talking to you about here today, you are

5

going to learn and have access to at that three-day

6

class, including lifetime access to our group of

7

private money lenders to fund your deals.

8

simply are no surprises with Hilary’s class.

9

the big difference.

And here is the big difference.

10

Every single

There

This couple here, Gina and John.

That’s

I’ve

11

learned how important it is to adapt and to have

12

multiple streams of income.

13

you are aware of that wealth-building strategy?

14

I’m curious, how many of

Quite a few, very good.

MSIs?

It has been the top

15

wealth-building strategy in our nation for the last

16

three decades.

17

I hope you’re all using it.

Folks, it’s way too risky to have all of

18

your income and financial eggs in one basket,

19

especially if you don’t even own that basket to begin

20

with.

21

have a job right now where you’re making some income?

22

Do you have your own business where you’re making some

23

income?

24

monthly income?

25

Are you routinely flipping a home every three or four

Multiple streams of income.

Do some of you

Do you have a rental portfolio paying a
Are you doing some wholesale deals?
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1

months?

2

is the key to true wealth in this nation.

3

make sense?

Multiple streams of income has been and still

4

AUDIENCE:

5

MARK CHAPMAN:

Does that

Mm-hmm.
After the training, we closed

6

three properties and made more than we make in our

7

full-time jobs.

8

the people that are wealthy use real estate to get

9

them there, so it’s imperative that we jump in when?

It’s a fact that over 75 percent of

10

AUDIENCE:

11

MARK CHAPMAN:

Now.
And the timing here is

12

perfect, the timing is everything in this business.

13

Hey, I’m just curious, how many of you in

14

here are starting to get excited about learning how to

15

do all this?

16

with us?

17

You want to come to that three-day class

I’m proud of you.
And let me say this real quick, those of you

18

who will be joining us in this class, you have one

19

very special trait, you may not even realize how

20

special it is, and that trait is courage.

21

The fact of the matter is that most people in our

22

great country do not have courage.

23

kinds of people who will talk a big game, but when it

24

comes down to decision time, they will forever sit on

25

the fence scared of their own shadow, afraid to take a

Courage.

Oh, there are all
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1

step off in any new direction and, yet, ironically

2

they’ll be the first ones you constantly hear

3

complaining about their life and their financial

4

situation.

5

Go figure.

If you are joining us, you have courage, you

6

are truly blessed with that trait.

7

for granted.

Don’t ever take it

Does that make sense?

8

AUDIENCE:

9

MARK CHAPMAN:

Mm-hmm.
Okay.

Now, one thing I

10

mentioned earlier I’d like to go into some more detail

11

with you on, and this is a big deal, Hilary has

12

recently given us a new 100 percent guarantee.

13

in writing for you here and it goes exactly like this.

14

You will either close your first profitable real

15

estate deal within the first six months after that

16

three-day class or 100 percent of your tuition will be

17

sent back to you.

18

guarantee?

It is

How many of you like that

19

AUDIENCE:

20

MARK CHAPMAN:

Sounds good.
It takes all the financial

21

risk on your part off the table.

22

you either learn how to do this correctly and succeed,

23

which is the goal.

24

tuition comes back 100 percent.

25

refer to things like that as a no-brainer.

The bottom line is

If you don’t for some reason, your
Boy, in my family, we
Shew.
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How is everyone doing?
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Is anyone feeling

positive in here?

3

AUDIENCE:

4

MARK CHAPMAN:

Yeah.
I think I feel it.

Let me

5

ask you this silly question.

6

think makes more money, people who are negative or

7

people who are positive?

8

AUDIENCE:

9

MARK CHAPMAN:

10

Overall, who do you

Positive.
Who do you think makes more

money, people who work hard or people who work smart?

11

AUDIENCE:

12

MARK CHAPMAN:

Smart.
That’s who we are.

That’s

13

the kind of person we’re looking to join us on our

14

team as a student, people who have positive attitudes

15

and want to use their brains and not their brawn.

16

above all else, we are all (inaudible) leaders in the

17

development and strategy of multiple streams of?

18

AUDIENCE:

19

MARK CHAPMAN:

And

Income.
And never forget that, that

20

is the true key.

21

Rich mentioned this at the beginning of the class, but

22

I want to remind you again.

23

session here with you in about eight to ten minutes.

24

We will then take a short break.

25

opportunity to get enrolled and take advantage of

And that reminds me, I know that

I’m going to wrap up my

That will be your

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Indian Rocks, FL
March 22, 2018

EX 1, p. 93

Case 2:19-cv-00713-DAK-EJF Document 12 Filed 09/30/19 Page 95 of 155

94

80322zur_rules

1

7/26/2018
Hilary’s offer here to join us for the three days.

2

But I do want you to come back after a short

3

break.

4

Grant Walton.

5

income.

6

people know about it.

7

minutes and it’s something that you won’t want to

8

miss.

A colleague of mine is here.

His name is

He has a terrific multiple stream of

It is real estate related, but very few
And he’ll go about 30, 35

Is that a deal?

9

AUDIENCE:

10

Mm-hmm.

MARK CHAPMAN:

Very good.

Okay, real quick,

11

I have a goal that I like to give to new students who

12

when you join us, you may still have other full-time

13

obligations keeping you busy in your life, like jobs,

14

like businesses, like I don’t know, tee times.

15

(Laughter.)

16

MARK CHAPMAN:

If you are joining us right

17

now with other full-time obligations, my initial goal

18

for you to start is this.

19

real estate deal, every three months.

20

three months.

21

up a turnkey rental property, find a little home that

22

just needs paint, carpet and a new front door.

23

do one every three months is your initial goal to

24

start.

25

going to change your financial pathway, your paradigm.

Just do one, some kind of
Just one every

A little wholesale hand-off deal, pick

Just

It’s going to change the way you think, it’s
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You’re going to feel more energy in your life.

2

In fact, how many of you believe that after

3

you spend three full days with us in that class --

4

keep in mind, we’re together this day a little over an

5

hour.

6

full days with us you’ve got the system to know where

7

the homes are, you’ll have your buyer’s list, there

8

will be access to the money, how many of you think you

9

could somehow close a deal within three months by the

10

How many of you believe after you spend three

first part of July?

11

Good.

How could do that?

Why don’t you just make that your

12

only extracurricular financial goal for now?

You

13

don’t have to give up what you’re doing yet.

But

14

after that first one, then you work on your?

15

AUDIENCE:

16

MARK CHAPMAN:

Second.
Second one, then you work on

17

your third one.

18

you’re going to field all kinds of options (inaudible)

19

for you in your life.

20

in this country is simple, when you have more money,

21

you have more choices, you have more time and you have

22

more personal freedom.

23

And at some point, for many of you,

Because the reality of living

It’s just the way it is here.

And, you know, I was giving this class about

24

four or five weeks ago down in Miami, and there was a

25

lady who stood up and said, but, Mark, money can’t buy
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happiness.

2

(Laughter.)

3

AUDIENCE:

4

(Laughter.)

5

AUDIENCE:

6

MARK CHAPMAN:

Yeah, it can.

Yes, it can.

It can make it a lot easier.
And God bless her.

While

7

I’ve got to totally disagree with that statement, I

8

will say this, I do believe that having money makes

9

happiness a little bit easier to achieve.

10

Would you

agree?

11

AUDIENCE:

12

MARK CHAPMAN:

Yeah.
Man, I could tell you some

13

stories, some of the cities and towns that Hilary

14

sends me to in this country to teach this class, there

15

are people I meet in these places who are stressed out

16

about paying their monthly bills.

17

AUDIENCE:

18

MARK CHAPMAN:

Mm-hmm.
And I mean month after month

19

after month after month after -- you know, it makes

20

you wonder when is enough enough.

21

pain can someone stay in before they realize that what

22

they’re doing isn’t working?

23

How much financial

In fact -- in fact, I have one more question

24

for you as a group, but I am out of those lottery

25

tickets I had earlier.

According to the late and
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1

great Zig Ziglar and originally one of the smartest

2

people who ever lived, Albert Einstein, what is their

3

definition of insanity?

4
5

AUDIENCE:

Everyone.

(Inaudible).

Loud.
Doing the same

thing over and (inaudible) results.

6

MARK CHAPMAN:

I’ll be darned.

7

here’s what I believe in and what I know.

8

have something special.

9

each one of you.

You see,
All of us

There is a greatness within

Now, I don’t know what your personal

10

challenges are at the moment, but here’s something I

11

do know.

12

but you have to get started to be?

You don’t have to be great to get started,

13

AUDIENCE:

14

MARK CHAPMAN:

Great.
Just knowing and having the

15

courage to get started, to take that first step in a

16

new direction can be the entire key.

17

short and the older you get, the shorter it gets.

18

You’ve got to saying yes to your life, yes to your

19

dreams and yes to your unfolding future.

20

take responsibility for what you want.

21

more money in your life, when is a good time to start

22

that, later or not?

23

AUDIENCE:

24

MARK CHAPMAN:

25

Folks, life is

You have to

So if you want

Now.
Good, you’ve got it.

The

dates for the three-day class coming up is going to be
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1

the first weekend in April.

2

about, remember there are two choices, I’ll show you

3

real quick here in writing.

4

next week, next month, that’s fine.

5

way, you will get what we refer to here as the

6

procrastinator rate.

7

person.

8

offer and give to our students.

The tuition we talked

Choice one, wait, call us
If you go that

It is 5,900 and change per

Still worth every penny for everything we

9

However, as you already know, when I am done

10

here in a couple minutes, you’re going to save $4,000

11

on it today, it makes it that 1,997.

12

know, that will be tax deductible for you as an

13

educational expense as you are now a real estate

14

entrepreneur.

15

And just so you

Now, one more little bonus that you will

16

some day have Ms. Hilary to thank for when you will

17

meet her down the road, the 1,997 tuition today in

18

this room when I am done is also going to include a

19

guest with you as well.

20

a spouse, a partner, a friend, a relative, adult

21

child, grandchild, you can do that.

22

becomes a total tuition package here today for two

23

people, two students.

24

together on properties or you can work separately.

25

So if you would like to bring

So this really

Of course, you can work

So in a minute, when I am done, for those of
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1

you who have the courage, who have the belief that you

2

can learn how to do something new, you’ll simply head

3

to the back, take a couple minutes and complete the

4

simple paperwork.

5

tuition here with us today is check, cash, credit

6

cards, debit, first born, any combination.

Your method of taking care of the

7

(Laughter.)

8

MARK CHAPMAN:

9

Whatever’s convenient for

you.

10

Now, as I mentioned, Hilary has also given

11

us a guarantee for the class.

12

two things for you.

13

This first one is what’s called a performance

14

incentive guarantee and every one of you will get this

15

first one no matter when you decide to get involved

16

with us and join us.

17

Oh, we actually have

Let me show you both of these.

This second one is a new one I’ve already

18

told you about, but I am supposed to let you know that

19

we do keep seating at the three-day event limited.

20

When it’s full, it’s full.

21

allowed to give out a certain number of these new

22

guarantees at these free classes leading up to the

23

weekend event.

24
25

We therefore are only

Is that clear?

Here’s the first one.
regardless.

You all get this one

Go ahead back and get enrolled for the
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class when I’m done.

2

a guest if you’d like.

3

7/26/2018
Spend three days with us.

Bring

After that three-day class, when you close

4

your first real estate deal of any kind at all within

5

the first three months, the first week of July, send

6

us a copy of the closing statement.

7

you get when you close on the property to prove you

8

did it.

9

your experience with us.

10

That’s a document

And agree to provide us a testimonial about
At that point, the company

is going to send you back 100 percent of your tuition.

11

Folks, this performance incentive one is

12

sponsored by our group of private money lenders.

13

know and we know from experience that if you are

14

someone who has what it takes, you bust out that class

15

and close your first deal quickly, you’re exactly who

16

we’re looking for long term.

17

stop.

They

We know you’ll never

18

Of course, our lenders also know that right

19

now most students are using their money to fund their

20

deals.

21

parties.

So this really becomes a win-win for both
Does that make sense?

22

AUDIENCE:

23

MARK CHAPMAN:

Mm-hmm.
So do a deal within three

24

months after the class, give us a testimonial, you get

25

your tuition back.

This comes from the private
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lending group.

2

This second one is the new one I’ve already

3

told you about.

4

been doing this a long time.

5

guarantee like Hilary has.

6

motherload of all guarantees.

7

this to us, every time I pick it up, I feel like she’s

8

looking over my shoulder, which is a good thing,

9

because it reminds me that she has mandated me to tell

But I would like to say this, I’ve
I have never seen a

To me, this is the
And ever since she gave

10

you that this guarantee is only available at the live

11

class.

12

So, again, here’s how it works.

Go ahead

13

back and get enrolled when I’m done, spend three days

14

with us that weekend in April.

15

like.

16

closed at least one profitable real estate deal in six

17

months with our help, the company sends you back 100

18

percent of your tuition anyway.

Bring a guest if you’d

You then have six months.

19

If you have not

And here’s why Hilary wanted to do this one.

20

She wanted to give people an opportunity to try to

21

learn to do this correctly and succeed without having

22

financial risk if you were not able to learn how to do

23

it properly.

24
25

Here’s my own personal take on this.

If you

have six months with us after the class, you’ve got
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1

your buyer’s lists, the homes, you’ll have the money

2

for the deals, you’ll have our support.

3

not closed at least a deal in six months, it may be

4

time for you to recognize the fact that you probably

5

weren’t born to be a real estate investor, which is

6

perfectly fine.

7

point, it’s not working for you, it’s not working for

8

us anymore.

9

trying.

Here’s 100 percent of your tuition back

10

anyway.

Good luck and God bless you on your next

11

venture.

12

a guarantee.

13

It is not for everyone.

If you have

At that

However, we do applaud your courage for

Folks, to me, this is ultimate safety net of

So I am now down to one final question for

14

you during my session and I’ll need you to raise your

15

hand on this.

16

comfortable having this guarantee as a safety net?

17

Let me see them.

18

are.

19

do me a favor, stand up.

20

stand up if your hand’s up.

21

get the ones that we have.

22

allowed.

23

you put these up here?

How many of you know you’d feel more

Keep them up.

Keep them up.

Let me see who you

Those of you with your hands up,
Stand up if your hand’s up,
I want to make sure you
No (inaudible) sitters

If you’re standing -- Rich, are you -- did

24

RICH:

25

MARK CHAPMAN:

No, I got them back here.
Oh, there’s one more.

Those
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1

of you standing, go ahead and follow Rich right now.

2

If you ever want to try real estate without financial

3

risk, that’s the guarantee that you want.

4

all members of Hilary’s team.

5

Ask them questions.

6

Let’s get you all going back here.

7

and crush this market.

8

God bless.

9

Let them (inaudible) going to be.
Get off the fence

We’re going to help you do it.

UNIDENTIFIED FEMALE:

Sure.

Let me give you

my card, too, just in case.

12
13

They’re all investors.

(Pause.)

10
11

My team are

UNIDENTIFIED FEMALE:

I just found

(inaudible) realtor.

14

UNIDENTIFIED FEMALE:

Okay.

15

UNIDENTIFIED FEMALE:

But (inaudible) she

16

showed me a condo that was foreclosed on.

17

UNIDENTIFIED FEMALE:

Right.

18

UNIDENTIFIED FEMALE:

The bank is out

19

115,000 for it.

20

UNIDENTIFIED FEMALE:

Right.

21

UNIDENTIFIED FEMALE:

It’s worth 300 -- like

23

UNIDENTIFIED FEMALE:

(Inaudible).

24

UNIDENTIFIED FEMALE:

The what?

25

UNIDENTIFIED FEMALE:

The (inaudible) where

22

300.
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it’s at?

2

UNIDENTIFIED FEMALE:

It’s 30 Turner Street.

3

UNIDENTIFIED FEMALE:

Oh, that sounds like

4

Clearwater.

5

UNIDENTIFIED FEMALE:

Yeah.

6

UNIDENTIFIED FEMALE:

Yeah, I know where

UNIDENTIFIED FEMALE:

So she showed it to me

7

that is.

8
9
10

yesterday.
access.

It’s not on the market yet.

She had

It needs -- every inch of it need gutting.

11

UNIDENTIFIED FEMALE:

Redoing.

12

UNIDENTIFIED FEMALE:

And so I asked her if

13

I could (inaudible).

14

probably sell it (inaudible) or something.

15

how about I just over (inaudible).

She said they’re going to
I said,

16

(Inaudible background conversations.)

17

UNIDENTIFIED FEMALE:

Did I (inaudible)?

18

UNIDENTIFIED FEMALE:

Oh, God, no.

19

UNIDENTIFIED FEMALE:

Okay.

20

UNIDENTIFIED FEMALE:

And knowing

21

(inaudible) I mean, the bottom line -- I do bank

22

foreclosures.

23

is now, it’s a matter of what they’ve paid -- not what

24

they’ve paid, what (inaudible).

25

The bottom line is the way the market

(Inaudible background conversations.)
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1

(Pause.)

2

(Inaudible background conversations.)

3
4

UNIDENTIFIED FEMALE:

(Inaudible) big

5

things.

6

have 5,000 foreclosures all in the United States and

7

then they’re selling them to other companies before

8

they even (inaudible).

They’re selling huge packages.

9

(Inaudible background conversations.)

10
11

UNIDENTIFIED MALE:
guarantees are in here.

12
13

Like they may

There’s an outline.

The

Dates and location.

UNIDENTIFIED FEMALE:

If I can have you guys

come (inaudible).

14

(Inaudible background conversations.)

15

UNIDENTIFIED MALE:

There you go, man.

16

UNIDENTIFIED MALE:

Thanks.

17

UNIDENTIFIED MALE:

Good luck to you.

18

(Inaudible background conversations.)

19

MS. HOWE:

20

UNIDENTIFIED FEMALE:

21

MS. HOWE:

22

UNIDENTIFIED FEMALE:

23

MS. HOWE:

24

UNIDENTIFIED FEMALE:

25

MS. HOWE:

Hi.
Hi.

I have a question.
Sure.

So I can’t sign up today.
Okay.

For various reasons.

But I did
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Would this -- the three-day --

2

UNIDENTIFIED FEMALE:

3

MS. HOWE:

4

UNIDENTIFIED FEMALE:

5

MS. HOWE:

Mm-hmm.

I’m sorry.
You’re all right.

If I -- if I have the -- you

6

know, if -- because me and my husband have an

7

understanding, I can’t spend so much money without

8

talking to him first.

9

UNIDENTIFIED FEMALE:

10

MS. HOWE:

Right.

So if I was going to go do that

11

and say go to another -- another three-day course at

12

another time --

13

UNIDENTIFIED FEMALE:

14

MS. HOWE:

Mm-hmm.

-- like where do I need to go?

I

15

didn’t catch that part about where I would need to go

16

to be able to register for a three-day.

17

UNIDENTIFIED FEMALE:

18

back to another one of these.

19

MS. HOWE:

20

UNIDENTIFIED FEMALE:

21

Another -Out four to six

months.

22

MS. HOWE:

23

UNIDENTIFIED FEMALE:

24

MS. HOWE:

25

You would have to come

Okay.
Yeah.

So it would be -- I’d have to

come back to another live -- the training --
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UNIDENTIFIED FEMALE:

2

MS. HOWE:

3

7/26/2018
Yeah.

-- in order to be able to

register.

4

UNIDENTIFIED FEMALE:

5

MS. HOWE:

6

UNIDENTIFIED FEMALE:

7

MS. HOWE:

To get the discount.

To get the discount.

Okay.

Yes.

So unless I come to

8

(inaudible) then that’s when it’s the 5 -- the 599 or

9

whatever it was?

10
11

UNIDENTIFIED FEMALE:

Right, $6,000

basically.

12

MS. HOWE:

13

UNIDENTIFIED FEMALE:

14

MS. HOWE:

Okay.
Yeah.

And then if, for some reason,

15

that’s the way I end up going, do I just go to the

16

same website I registered on for this?

17
18

UNIDENTIFIED FEMALE:

You can go to that.

On that pamphlet, there’s a number in there as well.

19

MS. HOWE:

20

UNIDENTIFIED FEMALE:

Okay.
But do not spend

21

$6,000 when you know you can get it for much, much

22

less.

23
24

MS. HOWE:

Right.

Well, see, I just happen

to be in the area today for this event.

25

UNIDENTIFIED FEMALE:

Okay.
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1
2

MS. HOWE:

So that’s -- I decided to give

you -- I’m not from this area, so --

3

UNIDENTIFIED FEMALE:

4

MS. HOWE:

5

three-day would be -UNIDENTIFIED FEMALE:

7

MS. HOWE:

8

UNIDENTIFIED FEMALE:

Where are you from?

I’m in Maryland.
Okay.

We’re up there

all the time.

10

MS. HOWE:

11

UNIDENTIFIED FEMALE:

12

Oh.

-- for me to come back for the

6

9

7/26/2018

So -- okay.

So I’ll keep --

So look for us up at

home, yeah.

13

MS. HOWE:

14

UNIDENTIFIED FEMALE:

Will do.
Just jump on the

15

website and track the calendar and you’ll see when

16

we’re back in the area.

17

MS. HOWE:

18

UNIDENTIFIED FEMALE:

19

MS. HOWE:

20

Okay.

Great.

So it changes every so

often then?

21

UNIDENTIFIED FEMALE:

22

MS. HOWE:

23

Oh, yeah, yeah.

Because last time I looked, there

wasn’t one up there.

24
25

Okay?

UNIDENTIFIED FEMALE:

When like -- so if

you’re in Maryland, you’re home, and you look it up,
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it should populate when we’re in that area.

2

MS. HOWE:

3

UNIDENTIFIED FEMALE:

4

MS. HOWE:

5

UNIDENTIFIED FEMALE:

Okay.
When we are.

Right.
Yeah.

If not, just

6

give them a call can say when are you going to be in

7

Maryland again.

8

MS. HOWE:

9

UNIDENTIFIED FEMALE:

Okay.
You know.

10

MS. HOWE:

11

UNIDENTIFIED FEMALE:

12

MS. HOWE:

13

UNIDENTIFIED FEMALE:

14

(Inaudible background conversations.)

15

UNIDENTIFIED FEMALE:

I love your necklace.

16

UNIDENTIFIED FEMALE:

Oh, thank you.

17

UNIDENTIFIED FEMALE:

Yeah, I’ve got one

19

UNIDENTIFIED FEMALE:

Yeah (inaudible).

20

UNIDENTIFIED FEMALE:

So what are you

18

21

All right, thank you.
They’ll let you know.

Thank you.
Great.

similar.

thinking of all this?

22

MS. HOWE:

23

UNIDENTIFIED FEMALE:

I’m reserving judgment.
Yeah, that’s

24

(inaudible).

25

expecting -- I mean, I don’t mean it arrogantly, but I

I was curious mainly because I was
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know most of the stuff he said.

2

UNIDENTIFIED FEMALE:

Yeah.

3

UNIDENTIFIED FEMALE:

I was looking for

4

renovations.

5
6

UNIDENTIFIED FEMALE:

I know, I was excited

about that part.

7

UNIDENTIFIED FEMALE:

That was the whole

8

idea of -- you know, like right now grays are in,

9

whites are in, quartz is in.

10

MS. HOWE:

I understand.

Rules of

11

Renovation, I kind of thought the same thing.

12

going to have more of a --

13
14

UNIDENTIFIED FEMALE:

It was

Truthfully, I think it

was very deceiving and I probably will tell them that.

15

UNIDENTIFIED FEMALE:

But you know what, the

16

more houses I see, the more it bothers me that they

17

all look alike.

And that’s --

18

UNIDENTIFIED FEMALE:

(Inaudible) Florida.

19

UNIDENTIFIED FEMALE:

Yeah.

20

UNIDENTIFIED FEMALE:

You know, where you

21

are, like I’m from Michigan originally.

22

UNIDENTIFIED FEMALE:

Yeah.

23

UNIDENTIFIED FEMALE:

They didn’t build 50

24

properties the same.

25

They built more --

UNIDENTIFIED FEMALE:

I mean the decorating,
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1

though.
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Everybody’s using the same tiles --

2

UNIDENTIFIED FEMALE:

Oh, yes, right.

3

UNIDENTIFIED FEMALE:

-- the same colors,

4

gray and white (inaudible).

5
6

UNIDENTIFIED FEMALE:

But that’s so huge

right now.

7

UNIDENTIFIED FEMALE:

It’s nice, but --

8

UNIDENTIFIED FEMALE:

I know.

9

I’m with you.

But that is the big thing.

10

UNIDENTIFIED FEMALE:

Yeah.

11

UNIDENTIFIED FEMALE:

Where I live in Vero

12

Point, I looked at a house and I didn’t get it, but

13

they bought -- they got a pretty good deal on it and

14

then they did everything, opened up the kitchen --

15

UNIDENTIFIED FEMALE:

Yeah.

16

UNIDENTIFIED FEMALE:

-- did the -- oh,

17

what’s it called -- like the terrazzo flooring.

18

UNIDENTIFIED FEMALE:

Yeah.

19

UNIDENTIFIED FEMALE:

They did all the

20

whites and grays.

21

appliances.

22

like that.

23

the color.

Quartz.

Stainless steel

But that is in, but maybe (inaudible)
Maybe they get in and they want to change

24

UNIDENTIFIED FEMALE:

Yeah, right.

25

UNIDENTIFIED FEMALE:

But it’s -- everything
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1

7/26/2018
is trendy.

2

UNIDENTIFIED FEMALE:

Yeah.

3

UNIDENTIFIED FEMALE:

(Inaudible) beiges,

4

all that, black appliances.

5

cyclical.

So, you know, things go

6

UNIDENTIFIED FEMALE:

Yeah.

7

UNIDENTIFIED FEMALE:

But, anyways, so --

8

UNIDENTIFIED FEMALE:

(Inaudible).

9

You

know, I’m certainly glad that I didn’t try getting in

10

real estate many years ago, but I had a long career

11

and --

12

UNIDENTIFIED FEMALE:

What were you doing?

13

UNIDENTIFIED FEMALE:

I was a cop.

14

UNIDENTIFIED FEMALE:

Oh, wow, that’s --

15

that’s a challenging --

16
17

UNIDENTIFIED FEMALE:
interesting.

Oh, it was so

But, yes, challenging and --

18

UNIDENTIFIED FEMALE:

Wow, dangerous.

19

UNIDENTIFIED FEMALE:

I was (inaudible).

20

UNIDENTIFIED FEMALE:

(Inaudible) these

22

UNIDENTIFIED FEMALE:

Yeah, you kind of --

23

oh, I’m so glad I’m not in it.

24

UNIDENTIFIED FEMALE:

No kidding.

25

UNIDENTIFIED FEMALE:

There’s so much

21

days.
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1

hostility.

2

7/26/2018
People just don’t understand.

UNIDENTIFIED FEMALE:

3

even imagine.

4

gosh.

I do.

I mean, I can’t

I respect you for even doing it.

My

5

UNIDENTIFIED FEMALE:

Thank you.

6

UNIDENTIFIED FEMALE:

I’m on crime watch in

7

my neighborhood, so it’s unbelievable what’s going on.

8

I mean, I live right here around the corner from the

9

beach and we have an intercoastal community where

10

there’s houses, condos, villas.

11

UNIDENTIFIED FEMALE:

Yeah.

12

UNIDENTIFIED FEMALE:

I mean, we have break-

13

ins in cars.

14

UNIDENTIFIED FEMALE:

Yep.

15

UNIDENTIFIED FEMALE:

We have -- during the

16

day, going up and taking cars out of the garages --

17

you probably know all this.

18

UNIDENTIFIED FEMALE:

Yeah.

19

UNIDENTIFIED FEMALE:

I mean, I’m like a

20

detective because if I see anybody out of the

21

ordinary, I’ve got my phone (inaudible) and I’m

22

snapping it.

23

MS. HOWE:

24

UNIDENTIFIED FEMALE:

25

Taking pictures, yeah.
Well, I mean, you

know, when I moved here in ‘78 from Michigan, you
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1

could leave your door open.

2

world.

3

Seminole, Largo, the beaches, it’s just changed.

I mean, it’s just not the

I don’t care where you go, Bel Air, St. Pete,

4

UNIDENTIFIED FEMALE:

Yes.

5

UNIDENTIFIED FEMALE:

You know, and --

6

UNIDENTIFIED FEMALE:

It is.

7

(inaudible).

8
9
10

That’s the

UNIDENTIFIED FEMALE:

It’s just sad.

But

it’s be aware of it and then -- I mean, I would never
go to bed without locking my car and go to sleep.

11

UNIDENTIFIED FEMALE:

Right.

12

UNIDENTIFIED FEMALE:

Locking my house up.

13

UNIDENTIFIED FEMALE:

Right.

14

UNIDENTIFIED FEMALE:

I mean, I leave the

15

radio on, the TV.

16

UNIDENTIFIED FEMALE:

Yeah.

17

UNIDENTIFIED FEMALE:

I’m like, I want to

18

make sure somebody knows we’re there, you know.

19

UNIDENTIFIED FEMALE:

Yeah, right.

20

UNIDENTIFIED FEMALE:

So I guess it’s

21

probably a good thing you retired from it then.

22

UNIDENTIFIED FEMALE:

Yeah.

23

UNIDENTIFIED FEMALE:

Well --

24

UNIDENTIFIED FEMALE:

I was tired.

25

It’s a

young person’s job.
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1

UNIDENTIFIED FEMALE:

7/26/2018
Well, you look like --

2

you look obviously fit enough and young enough that

3

you could have.

But, wow, the stress now.

4

UNIDENTIFIED FEMALE:

Yeah, that’s it.

5

UNIDENTIFIED FEMALE:

Yeah.

6

UNIDENTIFIED FEMALE:

I just couldn’t take

7

it any more.

8

I just --

UNIDENTIFIED FEMALE:

How long did you --

10

UNIDENTIFIED FEMALE:

Just 23 years.

11

UNIDENTIFIED FEMALE:

Oh.

9

12

were you?

Well, at least,

hey, you probably get a decent pension out of it.

13

UNIDENTIFIED FEMALE:

Enough to get by on.

14

UNIDENTIFIED FEMALE:

Right.

15

UNIDENTIFIED FEMALE:

I’m going to have to

16

supplement it, so --

17
18

UNIDENTIFIED FEMALE:

Do a part-time thing,

UNIDENTIFIED FEMALE:

Yeah.

yeah.

19

(Inaudible)

20

boy, it would have been good to learn some things in

21

real estate (inaudible).

22

UNIDENTIFIED FEMALE:

I personally was not

23

very happy about this and I personally think $2,000 is

24

a lot.

25

people -- you don’t have -- it doesn’t matter if you

And I’d love to see where he’s got all these
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1

have bad credit?

7/26/2018
I mean, how realistic is that?

2

UNIDENTIFIED FEMALE:

Yeah.

3

UNIDENTIFIED FEMALE:

I mean, because I know

4

there’s investors right now, one of the clubs that I’m

5

involved with, that they will lend money and that --

6

you know, they want to make money.

7

percent, 13 percent.

8

property, decide what they’re going to do.

Most of it’s 12

But they have to look at the

9

UNIDENTIFIED FEMALE:

Yeah.

10

UNIDENTIFIED FEMALE:

And, I mean, being --

11

you know, oh, you’re going to make 50, you’re going to

12

make 100, you know, that’s a little far-fetched.

13

did one -- the last one I did was over in Largo and I

14

made probably -- I cleared maybe 30,000, which is

15

good.

I

16

UNIDENTIFIED FEMALE:

Yeah, yeah.

17

UNIDENTIFIED FEMALE:

I’m not complaining.

18

But, you know, working 10 to 20 hours, I mean, come

19

on.

20

someone that’s really good at renovating and they know

21

all their stuff.

You’ve got to find the property.

Then if you get

22

UNIDENTIFIED FEMALE:

Yeah.

23

UNIDENTIFIED FEMALE:

But, okay, you’re the

24

one that’s got to go get the paint, you’re the one

25

that’s got to go find the right size vanity.

You got
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1

7/26/2018
to decide what carpet you’re going to get.

2

UNIDENTIFIED FEMALE:

Wow.

3

UNIDENTIFIED FEMALE:

I mean, he’s extremely

4

exaggerating this one.

5

UNIDENTIFIED FEMALE:

Yeah.

6

UNIDENTIFIED FEMALE:

He’s a great salesman

7

and a speaker.

8
9

UNIDENTIFIED FEMALE:

Yeah, yeah, he’s a

good speaker.

10

UNIDENTIFIED FEMALE:

But, you know, I mean,

11

I think most people, unless they’ve never done it,

12

it’s -- you know, I just shoot straight from the hip,

13

tell it like it is.

14

UNIDENTIFIED FEMALE:

Yeah.

15

UNIDENTIFIED FEMALE:

I mean, I just can’t

16

falsify information.

17

UNIDENTIFIED FEMALE:

Right.

18

UNIDENTIFIED FEMALE:

Because not only that,

19

you never know, one deal it might be -- I had that

20

happen where it was steel plumbing.

21

big deal because now everything is PVC.

22

the plumbing out of that house that was the steel and

23

that was done before or what if -- there’s still

24

places now where there was Chinese drywall.

25

there’s a lot of things.

Well, that’s a
Getting all

I mean,
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1
2

UNIDENTIFIED FEMALE:

7/26/2018
I know.

It makes it

scary to even just buy a personal home (inaudible).

3

UNIDENTIFIED FEMALE:

4

scary, but know all the facts.

5

UNIDENTIFIED FEMALE:

Yeah.

6

UNIDENTIFIED FEMALE:

Number one, don’t buy

7

Well, it shouldn’t be

anything unless you get a full home inspection.

8

UNIDENTIFIED FEMALE:

Right.

9

UNIDENTIFIED FEMALE:

I would never buy

11

UNIDENTIFIED FEMALE:

Right.

12

UNIDENTIFIED FEMALE:

And then you have

10

13

anything.

negotiating.

14

UNIDENTIFIED FEMALE:

I’ve done it.

15

UNIDENTIFIED FEMALE:

You did?

16

UNIDENTIFIED FEMALE:

Yes.

17

UNIDENTIFIED FEMALE:

You bought something

18

without an inspection?

19

UNIDENTIFIED FEMALE:

It worked out okay

20

because I had friends that could repair the damage

21

(inaudible).

22

UNIDENTIFIED FEMALE:

(Inaudible).

23

UNIDENTIFIED FEMALE:

(Inaudible).

24

UNIDENTIFIED FEMALE:

Well, they (inaudible)

25

Yeah.

-- oh, was it?
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1

UNIDENTIFIED FEMALE:

Yeah.

2

UNIDENTIFIED FEMALE:

That’s like what we

3

see on TV, what’s that -- what’s the other -- the two

4

guys, the brothers, where they’re like, oh, come on

5

home now, we’ve got a problem.

6

UNIDENTIFIED FEMALE:

7

MS. HOWE:

8

UNIDENTIFIED FEMALE:

9
10

Oh, I don’t know.

Bless you.

HGTV, the Property Brothers.

Excuse me.

It’s on

And they’ll renovate the

house and -- anyway.

11

UNIDENTIFIED FEMALE:

Oh, yeah.

12

UNIDENTIFIED FEMALE:

(Inaudible) give me

13

your email.

14
15

UNIDENTIFIED FEMALE:
you.

I’ll keep this card.

Yes, I can give it to

Thank you.

16

(Inaudible background conversations.)

17

MARK CHAPMAN:

All right, welcome back.

18

They have cookies?

19

Okay, welcome back.

20

good thing.

21

three-day?

22

I’m so proud of you.

23

only got the tip of the iceberg here today.

24

three-day class is going to knock you out.

25

(Inaudible) I like your style.
We (inaudible) that’s always a

How many of you are joining us for the
Where are you?

Many millionaires.

You have (inaudible).

Man,

You’ve
That

A friend of mine is here, his name is Grant
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1

Walton.

2

recently, it was only available to the big banks and

3

insurance companies.

4

with this where individuals can do it.

5

doing it myself for years.

6

your money in between the flips and really put your

7

money to work for you instead of the lousy rate we’re

8

getting at the bank, which is a joke.

He has a very unique niche.

9

Hilary has put together a system
I’ve been

It’s a great place to park

So if you would do me the favor, put your

10

hands together for Grant Walton.

11

with him.

Enjoy your half-hour

(Inaudible).

12

(Applause.)

13

GRANT WALTON:

14

Up until

Thanks, Mark.

Guys, keep it going for Mark.

Appreciate it.

He did a great job.

15

MARK CHAPMAN:

Thanks.

16

GRANT WALTON:

One of my good friends and

17

mentors.

Appreciate you, Mark.

18

Good afternoon.

19

AUDIENCE:

20

GRANT WALTON:

Good afternoon.
How’s everybody doing?

It’s

21

so good to have you back.

22

We sure appreciate you.

23

valuable.

24

want to, first of all, give love to the three-day

25

students.

Thanks for sticking around.

We know your time is very

We really appreciate you being here.

Congratulations.

I

I’m going to give you
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1

love right now.

2

class.

3

with you.

4

about, so it’s going to be valuable.

5

learn something, right.

I’m excited for you.

Be a sponge.

6

7/26/2018
Get to the

Absorb what we’re going to share

There may be some stuff that you don’t know
You always can

So, please, I was part of that incredible

7

opportunity many years ago and now I’m part of

8

Hilary’s power team.

9

So I’m pretty fortunate.

Once again, I’m going to share something

10

that’s unique.

11

lien investing.

12

you can get involved without having to go to auctions,

13

go to sheriff’s sales and not be a professional

14

researcher, okay?

15

taken that out of it.

16

It’s been around forever.

It is tax

We’re going to show you really how

All the tough stuff.

We’ve kind of

But I want to share with you something very

17

important.

18

property free and clear, watch this, with no liens,

19

squatters, home loans, no mortgages, and pick them up

20

anywhere between 50 to 5,000 or more?

21

interested in something like that?

22

How many of you would like to buy a

That’s what we do.

Anybody

We’re very fortunate

23

because we understood there’s a niche market here.

24

Unless you’re a bank, a hedge fund, multi-multi-

25

millionaire, an insurance company, it’s tough to
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1

compete in this market.

2

you, the lesser multi-multi-millionaire I am, you

3

can’t compete.

4

And I’ll just be honest with

So let me just show you how you can.

I’m

5

going to get into this.

6

investment that really is immune to -- this is

7

important -- global crisis and market changes, right?

8

What I want you to understand is back in ‘08, thank

9

goodness I had this, right.

I’m going to talk about an

A lot of people got hurt.

10

A lot of people had some issues.

11

we’re in this arena now and it’s really changed my

12

life and my family’s life.

13

grandkids.

14

It’s very fortunate

I have five kids and three

Thank goodness.

Tax lien investing has been around for over

15

200 years.

16

billion a year.

17

players -- we don’t even scratch the surface on the

18

potential and the properties that we’re able to

19

obtain.

20

They’re sold, just so you know, at $6
We don’t even -- and we’re big

Now, who else is buying up America?

21

Everyone but us it seems like because America’s on

22

sale, right?

23

AUDIENCE:

24

GRANT WALTON:

25

countries.

Foreign.
Foreign companies, so foreign

You know, let me tell you why.

Everyone
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1

this is not -- I repeat -- not a three-day class; this

2

is done from your home at your kitchen table in your

3

pajamas.

4

because Hilary invited me to come out because this is

5

one of her ways that she likes to obtain properties.

6

And I’ll show you how you can profit when you profit

7

from your three-day class, students.

8

want to put the money where it’s going to grow at its

9

most potential.

10

I’ll explain why I’m here today with you

You’re going to

Anyone think that’s kind of cool.

Three things will happen today.

This will

11

have to make sense to you.

12

logical decision, something you (inaudible) ABC123,

13

right.

14

to excite you.

15

got a few of you.

It will have to be a

And then the third thing, which I like, it has

16

Is anybody excited so far?

Okay, I’ve

Thank you.

So I’m going to move quick, I’m going to be

17

very efficient.

18

lien investing definition is there.

19

position lien placed on a property due to delinquent

20

property taxes, just so you know the importance of

21

being in the first position.

22

We’re going to get this going.

Tax

It’s a first

All right, let’s kind of talk about the

23

quick agenda.

24

going to be important to me.

25

like to have additional streams of income?

How to create passive income, that’s
How many of you would
Mark
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1

talked about that.

2

7/26/2018
I love that he shares that.

To (inaudible) real estate, it is definitely

3

way to acquire properties.

4

really does it for you.

5

time, effort, energy.

6

the researchers.

7

every property we purchase.

8

We purchase the liens.

9

then we’re going to show you how to (inaudible)

10

And then a system that

We know it takes a lot of

It’s very cumbersome.

We are

We vet and do the due diligence on
We’re talking the liens.

Let’s talk about that.

And

employees (inaudible) you will be a partner with us.

11

And I want to talk about options.

Now, when

12

it comes to tax lien investing, there’s only two

13

options, folks.

Only two options.

14

the simplicity.

Option number one is you have to pay

15

your property taxes.

16

in Florida, this is a $200,000 home, they have to pay

17

the county government because why?

18

roads, schools, hospitals, police, fire, teachers’

19

salaries.

This is why I love

So this county government here

They need the

They need to pay all that.

20

AUDIENCE:

21

GRANT WALTON:

Is that right?

Right.
Everyone understand that?

A

22

very basic -- bless you.

23

with you is when they don’t pay, this is when the

24

lien, which is a legal binding document, gets attached

25

to the property.

And what I want to share

Now, that’s how they recouped their
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1

7/26/2018
investments, right, their money, the counties, okay?

2

Now, you, my good friends here, you’re here

3

for a reason.

4

want to share with you is you have now the option in

5

Florida -- I don’t know if you knew this -- to obtain

6

a legal binding document called the tax lien

7

certificate and get a guaranteed 18 percent, state

8

mandated 18 percent on your money here in Florida.

9

Does anyone think that’s kind of nice?

Nothing happens by accident.

What I

Because we

10

kind of know what’s going on with the market and we

11

like the roller coaster -- I don’t know if you do or

12

not -- and we know what your banks do and CDs are just

13

as bad.

14

potential.

So what I want to do is help you achieve this

15

Now, let me ask this question.

If you were

16

able to invest $2,000 to be the controller of a

17

$200,000 fair market value home, how many of you think

18

that would be a good transaction just from the

19

numbers?

20

never going to raise their hands?

21

troublemakers.

Okay, most of you, good.

22

(Laughter.)

23

GRANT WALTON:

And how many is
Let’s see the

I’m just kidding, just

24

kidding.

25

This is something I’ve been doing for seven years.

But just so you know, this is the real deal.
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1

The company’s been doing it for just over 12 years.

2

We know that the average individual -- I’m not saying

3

anybody here is average -- but the average

4

individuals, they don’t know how to acquire this kind

5

of return with a guarantee behind it.

6

guarantee, back by real estate, okay?

7

Here’s what happens.

8

where are you again?

9

is your first name?

Three-day students,

I want to see you.

10

BRADLEY:

11

GRANT WALTON:

12

BRADLEY:

13

GRANT WALTON:

14

State mandated

Okay, what

Bradley.
Bradley?

Yes, sir.
Congratulations again on the

three-day class, Bradley.

15

BRADLEY:

16

GRANT WALTON:

Thank you.
I’m really excited for you.

17

Let me just kind of put this in your head.

18

realizes this makes sense to him.

19

a good transaction and it’s a very logical decision.

20

He also got a little excited about it.

21

Bradley do?

22

table and he decides, you know, I want to pick this

23

property up.

24

value home, and he knew the date before he invested

25

one penny when he would be paid back, the percentage

Bradley

He realizes this is

So what does

Bradley’s at his home at his kitchen

It’s $2,000, it’s a $200,000 fair market
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1

he would get paid back, the growth, and this is what’s

2

exciting.

3

and he has a time frame.

4

lien that’s already past expiration, you can.

5

redemption period.

6

three years.

He now realizes this will come back to him
If you want to buy a tax
It’s a

We work with properties up to

That’s all we deal with, okay?

7

And what we want to show you is if you want

8

a property in the next 30 days, we’ll show you how to

9

grab that and typically have many of those available.

10

Now, Bradley, here’s what happens.

You

11

invested your money.

12

county received their money.

13

here in Florida -- this is Broward County, by the way,

14

they now send you a check within ten business days of

15

your original principal, plus you just made an 18

16

percent profit, and this particular transaction is

17

complete.

You now got paid back.

The

The county government

Do you like that, Bradley?

18

BRADLEY:

19

GRANT WALTON:

Yes.
Okay, thank you.

So does

20

anyone else like that?

21

tax lien investing with having the best returns and

22

the safest investment.

23

Okay, good, good.

So this is

This is why I’m here.

Now, what I want to show you is my favorite

24

option.

25

lien -- let’s say it’s two years and it’s going to

My favorite option is when you can pick up a
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1

expire within 30 to 90 days.

2

like.

3

What happens when they don’t pay the bill?

4

good friends, have a choice.

5

Some of them are a little more expensive, but it’s

6

okay because my return is even greater.

Why?

7

Those are the ones I

Because I end up getting the property.

Okay, watch this.

You, my

You can pick those.

Bradley, let’s use him

8

with the same example.

9

property free and clear of all liens (inaudible)

Bradley now receives the

10

mortgage, because he is the -- watch this -- the first

11

position lienholder.

12

power of that?

13

it for a minute.

Does everyone understand the

I want to make sure that kind of sinks
Marinate on that.

14

AUDIENCE:

15

GRANT WALTON:

(Inaudible).
Yeah.

So no mortgage, no

16

liens, no squatters.

17

company -- watch this -- we’re able to invest in

18

companies.

19

We go to troubled banks.

20

banks.

21

is they have, you know, books -- their books are out

22

of whack just to put it simply.

23

they won’t get federal funding if they have a problem.

24

So every day they’re getting fined, okay?

Let me tell you why.

We, as a

I’m going to kind of connect the dots now.
We meet with these troubled

You know what the problem with a troubled bank

25

And what happens,

What we do is we go in and kind of give them
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1

a little bit of room.

2

whole inventory.

3

inventory, so we get rid of that crap.

4

business writeoff.

5

inventory, they give us a massive discount.

6

this.

7

always worried about how much we’re making.

8

okay.

We, in most cases, buy the

Now, there’s a lot of crap in that

And when you buy that whole

This is how we get paid.

9

It’s called a

Watch

Some people are
But it’s

Bradley, he paid 2,000 today retail.

10

what (inaudible) go for.

11

anywhere near 2,000 yesterday.

12

AUDIENCE:

13

GRANT WALTON:

That’s

We, the company, did not pay
Are you with me?

Mm-hmm.
So what happens is we have

14

over almost 14,000 students now.

15

14,000 students like Bradley buying from us on a

16

monthly, weekly, daily basis, so we recoup our money.

17

We make more money from that many students on a

18

regular basis.

19

are making a fortune.

20

nonprofit organization?

21

Bradley -- we have

Let me just be transparent here.

We

Did I tell you we’re not a
Is that okay?

Yeah.

So what I want to share with you is, does

22

this make sense to you?

23

and we made money with this in the same breath, is

24

that a win-win?

25

AUDIENCE:

If you made money with this

Yep.

Yeah.
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So we kind of figured

2

that out thankfully 12 -- just over 12 years ago,

3

right?

4

Bradley is excited because he can do three things.

5

can either sell it, rent it or even live in it.

6

anyone want to have a property that you could stay in

7

with no mortgage on it?

8

just telling you, you can pick it up for just the back

9

taxes.

So we’ve been perfecting along this way.

10

It’s an option.

He

Would

Because I’m

Let me just make sure you connect this dot.

11

What happens if the mortgage on this property is

12

$345,000 and the value is 200?

13

off.

14

their properties, there are no mortgage on those

15

properties, 30 percent.

16

thing.

17

that have no mortgage.

The bank writes it

You know, 30 percent of banks, there are --

We have that inventory, same

You can choose from one of these properties

18
19

Now,

Let me give you an example.

If they don’t

pay the mortgage, what else are they not paying?

20

AUDIENCE:

21

GRANT WALTON:

Taxes.

22

just kind of made sense.

23

agreement, okay?

24

to your portfolio.

25

There it is.

I hope that

So that’s why we’re in this

So it’s another way for you to add

Now, let’s talk about this.

A tax lien
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investment of $5,000, I love this example.

2

bank give you 6 percent?

3

generous, right?

4

AUDIENCE:

5

GRANT WALTON:

Will the

That’s -- if so, that’s

Yeah.
We know a bank will never

6

give you 6 percent.

7

at, .009?

8

find it ironic, why is there always a bowl of suckers

9

at every bank?

What’s your banking (inaudible)

Isn’t that insulting?

10

(Laughter.)

11

GRANT WALTON:

12

terrible joke.

13

But what’s (inaudible)?

Sorry.

You know, I always

I know that’s a

It’s a terrible joke.

14

AUDIENCE:

15

GRANT WALTON:

(Inaudible).

(Inaudible).
He said it, I didn’t say it.

16

Now, listen, 6 percent on a $5,000 investment 30 days

17

later, that’s disgusting, 29,000.

18

have that money (inaudible) 30 years.

19

Now, I’d rather

Let’s talk about Arizona.

Make sense?

I love Arizona.

20

In fact, I have to share a quick story.

21

$500 (inaudible) property in Arizona, it was actually

22

a dirt lot.

23

development.

24

what happened.

25

on that thing was too high, it was upside down.

$5,000 --

It was an empty lot next to a
It was valued at about $42,000.

Watch

They didn’t pay because the mortgage
So

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Indian Rocks, FL
March 22, 2018

EX 1, p. 131

Case 2:19-cv-00713-DAK-EJF Document 12 Filed 09/30/19 Page 133 of 155

132

80322zur_rules

1

they let it go.

2

what’s exciting.

3

about -- for a $13,500 profit.

4

was around 14,000.

5

rid of it in 14 days.

6

turnaround?

The bank wrote it off.

Now, here’s

The individual then sold it for

Does anyone want a 14-day

AUDIENCE:

8

GRANT WALTON:
just one example.

So 13 -- I think it

So out of those $500 -- and he got

7

9

7/26/2018

Yeah.
So he got -- now, this is

So you, from your home -- hold on a

10

second.

11

these leads at your leisure, kitchen table, at your

12

time frame.

You from your home will be able to purchase

13

What I’m going to do is make sure everyone

14

understands this because if I start taking -- I love

15

that you’re interested, but if I start taking comments

16

and questions, we’ll be here until midnight.

17

anyone want to stay that late?

18

segue right into probably your questions, okay, and

19

answer.

20

more (inaudible) questions, write them down.

So let me just -- I’ll

Let me just get through this.

21

Does

If there’s any

Now, 30 years later on a 16 percent return,

22

that’s over 400,000, a little better than 6 percent.

23

Florida, we know Florida is 18 percent.

24

700.

25

highest return?

That’s over

Does anyone know the state that gives you the
Any guesses?
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AUDIENCE:

2

GRANT WALTON:

3

7/26/2018
Maybe Nevada.

Texas.

Starts with a T, ends with

(inaudible).

4

AUDIENCE:

5

GRANT WALTON:

Texas.
Texas.

You (inaudible) want

6

to write this down for any students especially because

7

this is what you’re going to want to talk to your

8

portfolio manager about.

9

months growth.

It’s 25 percent every six

That’s a guaranteed percentage.

10

That’s 50 percent a year.

11

percent?

12

Texas 25 percent over 30 years, that’s over four

13

million.

14

Anyone -- anyone want 50

Good, good, kind of a silly question, right?

Now, let me ask this question.

Does this

15

number make sense to you?

16

between this one and this one?

17

know you’re thinking the math, here’s the difference.

18

It’s what you know about tax liens and what you do not

19

know about tax liens.

20

What’s the difference
I’ll tell you what, I

Can I just tell you as someone who has been

21

taught through the ropes and learned from millionaires

22

-- now, I may not be the wealthiest man in the world,

23

but when you rub elbows with millionaires on a regular

24

basis, you learn something from them.

25

AUDIENCE:

Mm-hmm.

Am I right?

Yeah.
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So I’d rather learn from a

2

multi-millionaire who’s done it before me, who taught

3

me the way, then my broke family and neighbors, right?

4

I love my family and neighbors, don’t get me wrong.

5

love them.

6

here, this is just information for all you fine folks.

7

Thanks for being here, by the way.

8

I love it.

9

I

But let me just give a kind of perspective

Gorgeous Florida,

But I want to share with you that this is an

10

option for you to invest your money, and I’m going to

11

help you do that if you want the help.

12

want to do is jump into this and we’re going to wrap

13

up (inaudible).

14

Now, what I

Transfer money out of 401(k)s.

By the way,

15

who has any retirement of some sort, 401(k), 403?

16

wants (inaudible).

17

are, I don’t want him to know.

Very good, thank you.

18

(Laughter.)

19

GRANT WALTON:

It’s okay.

Who

Some people

You do want me to

20

know you have money, let me tell you why.

21

give this example of a 401(k) and this is someone who

22

was in the corporate world for years, did extremely

23

well in this.

24

you, how about we transfer -- don’t be scared of that

25

-- we move those monies without penalty.

That’s why I’m here.

Let me just

But let me tell

Who thinks
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1

that’s wonderful?

2

people not wanting to touch their money.

3

charged 50, 60, sometimes 80 percent.

4

the money.

5

That’s the biggest problem with
They get

Yes.

By moving

So, listen, no penalties and we grow your

6

money on an average of 22 to 24 percent every single

7

year.

Anybody interested in that?

8

Good.

So just pay close attention to what I’m sharing

9

with you and we’ll get you taken care of.

10

(Inaudible).

We know this is autopilot system.

We know

11

that people want something simple.

12

simple, we want it easy.

13

you off.

14

this is just my call to action.

15

makes sense to you, it’s logical, if it excites any of

16

you or any part of you, do something, okay?

17

something about it.

18

Right?

We want it

We know banks are ripping

They give you point zero zero nothing and
You know, if this

Do

Okay, let me just tell you who we are,

19

again.

20

us a little endorsement.

21

okay?

22

(inaudible) really appreciate that.

23

of an open checkbook, all right?

24

article said about the hedge funds.

25

scooping up personal tax liens at a quick pace.

This is Fortune Magazine.

They kind of give

I represent a hedge fund,

I’m part of the incredible individuals
They give us kind

And here’s what this
Hedge funds are
It’s
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1

a gold rush by (inaudible) money pools.

2

sure you understand who we are again.

3

company, we go out to troubled banks, to auctions,

4

private sales, and we help these individuals, these

5

companies, and we write one big check for the whole

6

inventory.

7

do is we allow you to buy a lien that’s only 500

8

bucks.

9

an action, sheriff’s sale or trying to be a

10

We get a big discount.

Let me make

We, the

And then what we

You can buy a lien for 500 instead of going to

professional researcher.

11

Does this make sense to you right now?

12

AUDIENCE:

13

GRANT WALTON:

Yes.
Okay.

What I want it to do

14

is make sense because it won’t mean anything to you if

15

it doesn’t make sense.

16

you, especially my three-day students -- by the way,

17

for taking action first, we know when you do this

18

together, you’re going to maximize your profits.

19

that make sense?

20

We know that.

We know that

Let me throw this out at you.

Does

What if we

21

could show you -- it’s about five properties.

22

not in your backyard.

23

you’ve got to think out of the box.

24

properties valued at over 1.3 and change -- 1.3

25

million and you can pick them all up for around just

It’s okay, though.

They’re

Remember,

There are five
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1

over $10,000.

2

investment?

So would that be a smart math

3

AUDIENCE:

4

GRANT WALTON:

5

Yeah.
Just from the math

standpoint.

6

AUDIENCE:

7

GRANT WALTON:

8

7/26/2018

Yes.
Russ is one of the ones

(inaudible).

9

AUDIENCE:

(Inaudible).

10

(Laughter.)

11

GRANT WALTON:

So let me share something

12

with you.

13

the company tax lien buyers club.

14

something very valuable for you.

15

you understand this is not our law, this is not our

16

rule, this is not what we made up.

17

folks.

18

and binding for you.

19

the claim of any person whose property is encumbered

20

by the tax lien, and let’s talk about this part, over

21

the claim of any holder.

We want to do
We want to make sure

This is tax code,

The tax lien takes priority over

Stop for a moment.

What’s a holder?
bank.

We --

Rest assured, this is something that is legal

22
23

Let me make sure you get this right.

The mortgage company, the

So is it Mena?

24

MENA:

25

GRANT WALTON:

Yes.
(Inaudible) that name, yes,
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1

Mena.

2

And, Mena, the mortgage on there -- because guess what

3

-- we did the vetting, the due diligence, we know

4

there’s no liens, squatters, mortgage.

5

there’s no toxic waste facility down the street.

6

Everyone with me?

7

spend one penny.

8

know?

So, Mena, let’s say you invest in a property.

9

We know all these things before you
Is that a valuable thing for you to

AUDIENCE:

10

We know

Yes.

GRANT WALTON:

So, Mena, she said that --

11

she said, hey, I’ve got a property that has a

12

mortgage.

13

bank wants to get rid of Mena, what do they have to

14

do?

Who cares?

So if the mortgage company, the

15

AUDIENCE:

16

GRANT WALTON:

Pay the tax lien.
They have to pay her.

Do I

17

care as an investor whether I get paid from a bank or

18

the county?

Is everyone with me on that?

19

AUDIENCE:

20

GRANT WALTON:

Yes.

No.

We don’t care.

Money is

21

money.

22

don’t want to get paid from somebody -- some company.

23

You want to get paid from a corporation, from a

24

(inaudible).

I’d rather get paid from someone.

25

And you

All right, let’s talk about this.

You know,
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1

some people say, you know, Grant, gosh, can I do this

2

on my own?

3

can go to sheriff’s sales, you can become a

4

professional researcher.

5

consuming.

6

what you need, an hour a week?

7

more time to do it, you’re going to make more money.

8

You with me?

9

You betcha.

You can go to auction, you

It’s cumbersome, it’s time-

Who has about an hour a week, which is
Okay.

If you have

Okay.

So some people say, I can do this on my own.

10

Yes, you can.

11

individuals that have came to me, they said it.

12

Grant, I had to go and get this list from the county.

13

This is a county list from Broward County.

14

read that?

15

it now?

This is what happened to one of the

Let me blow it up for you.

16

(Laughter.)

17

GRANT WALTON:

Can you

Can you read

Kind of a joke, right?

18

Listen to me, though, this poor kid -- because he

19

brought all this to me.

20

sharing this with me so I can now share it in my

21

slides.

22

This is lot numbers, plot numbers, parcel numbers.

23

It’s every number but an address, right?

24

ended up finding something, he didn’t know what he

25

bought, and guess what he bought?

I’m like, well, thank you for

He said, Grant, I couldn’t understand this.

So he -- he

This piece of crap.
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1

AUDIENCE:

2

GRANT WALTON:

7/26/2018
Oooh.
(Inaudible) problem?

3

waste, it’s worthless, right?

4

this is something you won’t ever find in our

5

inventory.

6

the crap and we’ve vetted everything we want.

7

that make sense to you?

Are you with me?

8

AUDIENCE:

9

GRANT WALTON:

It’s a

So just as an example,

Because we got rid of
Does

Yeah.
But listen, if you don’t want

10

the 18 percent or 50 percent or 60, whatever, we’ll do

11

it.

12

selling in the tax lien investing arena.

13

worry about us.

We have a whole division that does buying and

14

So don’t

We’re doing extremely well.

So what qualifies a property?

Let’s just

15

make this very simple for you.

16

properties -- and they’ll be emailed to you directly

17

in your email.

18

them to you.

19

here’s liens, and you want one a day, ten a day.

20

We’ll email them to you, vetting completed, pictures

21

included.

22

When you look at these

Did you hear what I said?

We email

You want a property that’s $1,000,

Everyone with me?
You now choose whether it’s a sellable or

23

rentable property.

24

investor.

25

Who likes that?

Two choices as an

We like that.
You’re going to now look at this portfolio.
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1

This kid -- I call him a kid because he was 28 years

2

old.

3

this for a second.

4

his retirement because he had nothing looking at him

5

future-wise.

6

amount, I wanted to do something.

7

penalty.

This kid, he moved his retirement -- listen to

8

I’m so excited for him.

He moved

And he said, I have just over this
He did without a

He now acquired five properties in

9

Connecticut.

This is 18 percent growth in

10

Connecticut.

Let me ask this silly question.

11

column lower than this column?

12

(Laughter.)

13

GRANT WALTON:

14

Is this

Russ, come on, give us an

answer.

15

(Laughter.)

16

GRANT WALTON:

17

with you, brother.

18

this.
(Laughter.)

20

GRANT WALTON:
Where was I?

22

Squirrel.

23

I’m just teasing

We’re going to go golfing after

19

21

Thanks.

Anyways, sidetracked, sorry.

I’m like ADHD.

I’m all over the place.

(Inaudible) so he moved his -- (inaudible).

24

So he moved his money -- I’m almost done.

25

his money without a penalty.

He moved

He picked up five
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1

properties.

And I show you -- notice -- see up here

2

option two.

I show you option two because what will

3

happen in option two, my favorite, you acquire the

4

property.

5
6

Now, would any of you like to have one of
these properties just in your portfolio?

7

AUDIENCE:

8

GRANT WALTON:

9

ended up with?

Yes.
Which one do you think he

Just guess.

10

AUDIENCE:

11

GRANT WALTON:

I want you to guess.

The bottom one, Cambridge.
She’s thinking the bottom

12

one.

13

Which one do you think he ended up with?

Okay, what else?

14

AUDIENCE:

15

GRANT WALTON:

Anyone else have a guess?

The middle one.
Let me give you the answer.

16

He got the top one.

17

mortgage, no liens, no squatter.

18

(Inaudible).

Free and clear, no

Now, can this kid do something with this

19

property?

20

in Connecticut.

Let’s look at it.

352 Vine Street.

352 Vine Street.

21

AUDIENCE:

22

GRANT WALTON:

Whoa.

It’s

Hell of a value.

Hmm.

He was ecstatic.

Ecstatic.

23

After he talked (inaudible) he let me know about it.

24

I’m like, good job, good job.

25

sell it or rent it.

He had two options,

You know, he sold it.

Let me
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1

tell you what he did.

2

ugly bushes because we taught him, you’re not going to

3

do anything but wholesale.

4

you’re not going to Connecticut.

5

over the phone, over the computer with the contract.

6

Everyone with me?

7

He said I’m not touching those

You live here in Florida,
This was all done

So what he was able to do was instead of

8

touching these stupid bushes -- he didn’t trim them --

9

he -- listen, he said, I want to go ahead and get rid

10

of it and I -- we taught him this and this is what I

11

taught him.

He (inaudible) a bargain basement drop

12

the price.

Can I just make sure you understand this

13

point?

14

(inaudible).

15

close?

16

man.

17

want to sell this thing for what he did, 129-9.

18

that kind of a sexy number?

19

me that’s not a good deal for a like-minded investor.

Do not get greedy, okay?

Who wants a 14-day turnaround cash buyer

(Inaudible).

How about it takes 21 days?

What if it did take 90 days?

20

AUDIENCE:

21

GRANT WALTON:

22

I don’t care.

But was that low?

Oh,
I

Is
Tell

Sure.
Is that a good deal for a

like-minded investor?

23

AUDIENCE:

24

GRANT WALTON:

25

Just get rid of this

Oh, yeah.

Yeah.

What is that like-minded

investor going to keep doing?

(Inaudible) let’s say
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1

he did this property and then he said, hey, thanks for

2

that (inaudible) deal, you got any more?

3

keep calling Oscar and every week he’s going to say,

4

Oscar, you got any more properties.

5

going to have a portfolio of properties.

6

say this one expires next week, next month or next

7

year.

Which one do you want?

8
9

And he’ll

And Oscar is
And he’ll

Right?

This is the value of being part of a club
that buys property liens and deeds that are available

10

for you because we don’t want you to become a

11

researcher, going to auctions or sheriff’s sales.

12

know it’s cumbersome, we know it’s tough, all right?

13

We

Now, I love this because I want to make sure

14

you understand what’s included and what you’re going

15

to get when we’re done.

16

website today.

17

password.

18

certificate lists right now to go shopping.

19

simple training videos.

20

is?

21

watch this video first.

22

Who thinks this is way too easy and too good to be

23

true?

Number one, access to our

You’re going to get a username and

You’re going to have downloadable

Can I tell you how simple it

The video -- the stream will pop up.

24

(Laughter.)

25

GRANT WALTON:

Access

It will say

Am I making this too easy?

Good.

Because it is.

It
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1

really is.

2

why.

3

would you stay here five minutes?

7/26/2018
We did it as designed.

Let me tell you

If I made this hard impossible for you to do,

4

AUDIENCE:

5

GRANT WALTON:

No.
You wouldn’t.

It’s -- you

6

would think I’m crazy.

7

make this simple for all of you.

8

man.

9

very learned here, you’re very intelligent.

We know that, so we want to
I’m a very learned

Some of you I’m sure -- all of you are probably
We don’t

10

want to make this -- some people overthink this.

11

I tell you?

12

are extremely (inaudible).

13

Some of you overthink this because you

Portfolio manager.

This is my favorite

14

right here.

15

will be the one to walk you through step by step

16

holding your hand.

17

to us.

Why?

18

money.

Valuable asset.

19

Listen to this.

Your portfolio manager

Who likes that?

That’s important

Because when we make money, you make

Let’s jump on.

Here’s what you get.

20

start to finish, maximize your profits.

21

investment return.

22

billionaires do.

23

Can

VIP

High

This is what the millionaires and

High investment returns.

Full service.

Let me through this at you.

24

Tell me if you want this.

25

down and make a note of it and talk to your portfolio

It’s up to you.

Write it
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1

manager.

2

redemption period.

3

back taxes and they already have a cash flow coming

4

in.

5

talk to your portfolio manager.
Anyone interested in those?

They’re

available, okay?

8
9

You can pick them up for just the

If you’re interested in that, write that down and

6
7

These are properties already past the

And then, look, I don’t hold -- we don’t
hold anyone hostage.

If you ever want your money

10

back, I don’t care, we’re going to give you your money

11

back, okay?

12

How to start this?

What’s going to happen?

13

In a minute, you’re going to go back and enroll in the

14

program.

15

Number three, look at tax lien deeds available know

16

for you.

17

this, everyone.

18

Call them first thing tomorrow.

19

know that, wow, this is real, Grant told me the exact

20

thing that they’re telling him -- telling you.

21

Number two, immediate access to our website.

Call your portfolio manager.

Make a note of

Don’t wait for them to call you.
I want you guys to

Five, the next few days, let’s purchase a

22

couple tax liens.

23

sense?

24

the properties.

I want this one.

25

or 500 or 5,000.

I don’t care.

Get your feet wet.

Does that make

Know that, wow, this email came to me, here’s
It’s only 50 bucks

Find one that you
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1

like that makes sense to you.

2

you with that.

3

digit returns.

4

7/26/2018
They’re going to help

And then let’s start making double-

I’m done.

I want to share this.

This

5

(inaudible) is amazing.

6

the last six months.

7

redemption check.

8

three checks in the next six months just coming to you

9

as cash flow?

He’s received his third

He said it’s so easy.

Who wants

Could anyone use the extra money right

10

now in this room?

11

are you crazy?

And if you don’t raise your hand,

No, I’m just teasing.

12

(Laughter.)

13

GRANT WALTON:

14

Eldridge, he’s been with us

Who likes this?

Is this a good thing or not?

Are you guys getting this?

15

AUDIENCE:

16

GRANT WALTON:

Does this kind of make sense?

17

GRANT WALTON:

Yeah.

18

GRANT WALTON:

Let me wrap this up.

Yeah.

Yes.

We’re

19

done.

Retail price is 5,000 if you don’t do anything

20

today.

I discounted it at 1,597 if you didn’t go to

21

the three-day class.

22

that down.

23

for those who just do this stand-alone.

24

If you don’t want to go to a three-day class, it’s

25

okay.

Three-day students, don’t write

That’s not your price.

This is the price
It’s okay.

We have this done from your home at your
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1

kitchen table.

2

That’s fine.

3

7/26/2018
I have a lot of people do that.

But let me tell you why we give you a

4

hell -- a heck of a deal for doing both.

5

to give you all this, quick start packet, online

6

training, portfolio manager -- did I emphasize how

7

important that is to you?

8

way, my portfolio manager is Beverly.

9

closest friends.

We’re going

Very important.

By the

She’s one of my

It’s kind of weird that you become

10

close friends with people that make you money.

11

that kind of cool?

12

Okay.

Isn’t

Investor forum, like-minded

13

individuals, pick their brains, see what they just

14

did, talk to them.

15

not known to the public, it’s just (inaudible).

16

is not known to the public.

17

We’ve gone and did the vetting.

18

work, so we’re not going to let anyone just grab that.

19

We’re going to let you, our partners.

20

Exclusive property lists, this is
This

This is your access only.
We did all the hard

Okay?

Now, this is huge, this is the price for two

21

people.

22

you see that, health finance portfolio.

23

isn’t crazy.

24

$10,000 right now at your disposal.

25

finance it at zero percent interest?

Buy one, get one free.

Health finance -- did
Tell me this

Let’s say you don’t have the full
How about we
Anybody
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1

7/26/2018
interested?

2

(Inaudible) do a little more for you?

Yes,

3

I can.

4

and they find a tax lien or deed and then they saw one

5

the next day -- oh, wait a minute, I want that one

6

instead of this one, can I get my money back?

7

you can.

8

sense?

9

that’s going to be on the back table for you.

Buyback guarantee.

We know students get in

And go buy that one then.

Yes,

Does that make

That’s just one of our generous guarantees

10

And then I love this, 90-day property

11

guarantee.

12

definition.

13

saying basically you’re going to get a property from

14

us in 90 days to sell or rent.

15

interested or not, it’s (inaudible).

16

I’m going to explain what that is here in
I absolutely love that one.

That’s

And if you’re

I’m going to give a big discount to my real

17

estate three-day students.

18

two memberships.

19

That’s doing business, the cost of doing business.

20

I’m going to give you a big discount there.

21

want to make sure you understand what we’re going to

22

do for you and the bonuses are very simple, buy one,

23

get one free bonus.

24

then let’s wrap this up.

25

You’re only pay 997 for

That’s 500 each.

I love this.

That’s nothing.

Also, I

Use our money.

Here’s what I want to tell you.

So

And

I love when
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1

you can buy ten tax liens from us.

2

take 90 days.

3

okay?

4

know when you do that, buy ten tax liens, tell me if

5

this is not a pretty incredible ratio, you will -- did

6

you hear what I just said -- you will get a property

7

in your name one out of ten.

8

like that (inaudible)?

We know it doesn’t

It takes about 90 minutes, honestly,

You can buy ten tax liens in 90 minutes.

9

Guaranteed.

All right, let’s wrap up.

We

Does anyone

Tony Robbins said

10

stop being afraid of what could go wrong and start

11

being excited about what could go right.

12

this man.

13

It’s the start that stops you.

14

you’re not going to get anything.

15

sense?

16

before me.

And I love

It is always the start that stops you.
You don’t do anything,
Does that make

I’ve learned from those who have done it

17

Let’s wrap this up.

I’m done.

What I’m

18

going to do is I’m going to help -- did you guys have

19

enough forms for all my three-days students?

20

Rich.

Three-day students, I’m going to do you a

21

favor.

I’m going to get you back there first.

22

going to get your tips, your bags, you’re going to get

23

your username and password from me.

24

students, I’m going to give you some instruction.

25

Don’t leave without getting my personal email.

Thanks,

You’re

Three-day

Okay?
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1

7/26/2018
I want to be a resource for you, okay?

2

So everyone else stay seated.

Three-day

3

students, do me a favor.

4

for me, three-day students, yeah, we’re just going to

5

have you go back because we’re done.

6

this is it.

7

three-day students, yeah, go back and get your bags,

8

Oscar and your friend there, and so just -- everyone,

9

give them a round of applause, our newest millionaires

10

Gather your things, stand up

I’m going to --

I’m going to put the music on.

But

here in Florida, yeah, working with us.

11

(Applause.)

12

GRANT WALTON:

Congratulations.

Go back and

13

get your bags, get your three-day pass and also get

14

your username and password from me.

15

give it to you.

16

come talk to me, I’ve got questions for you.

17

congratulations, gentlemen.

18

your three-day pass and your tax lien program.

We’re going to

And those who are sticking around,
Yeah,

Go back there and get

19

Russ, thank you for being here.

20

You guys, give yourselves a round of

21

applause.

22

really do.

23

music on.

24

to help people get enrolled, okay?

25

Come on.

I really appreciate you.

It means a lot to me.

I

I’m going to put

I’m going to answer questions.

I’m going

(Inaudible background conversations.)
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1

(Music playing.)

2

GRANT WALTON:

3

7/26/2018

Come on back, guys.

I’m

going to help you get (inaudible).

4

MS. HOWE:

5

(Inaudible background conversations.)

6

MS. HOWE:

7

in the back corner.

Do you know where a trash can is?

Oh, I see one.

It’s back there

Thanks.

8

(Inaudible background conversations.)

9

GRANT WALTON:

10

here?

Can I help you guys over

Any questions?

11

(Inaudible background conversations.)

12

GRANT WALTON:

Here’s the -- here’s the

13

problem.

14

(inaudible) and I hate to say that to you, but that’s

15

the -- that’s the (inaudible).

I can’t give that out unless you’re part of

16

(Inaudible background conversations.)

17

MS. HOWE:

18

I don’t know.

I’m getting ready

to ask.

19

UNIDENTIFIED FEMALE:

20

MS. HOWE:

21

(Inaudible background conversations.)

22

MS. HOWE:

Huh?

I said I’m getting ready to ask.

I have a question.

When I

23

registered, I had gotten an email saying something

24

about getting a book.

25

UNIDENTIFIED MALE:

Yeah, it’s a
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1

downloadable book and it’s down there.

2

MS. HOWE:

3

UNIDENTIFIED MALE:

4

7/26/2018

Oh, so (inaudible).

Okay.

(Inaudible) drawing for

the iPad.

5

MS. HOWE:

6

UNIDENTIFIED MALE:

7

(Inaudible background conversations.)

8

MS. HOWE:

9

Okay.

So I think -(Inaudible).

This is Amber Howe.

It is now

2:30, and this concludes the taping.

10

(The recording was concluded.)

11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
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_ REE FREE WORKSHOP

3
4

MS. BAZAN:

So this is Maria Bazan.

I am an

5

honors paralegal from the Federal Trade Commission.

6

Today’s date is Wednesday, April 11, 2018, and it’s

7

11:39 a.m.

8
9

I’m currently at the Sheraton at Pentagon
City, located at 900 South Orme Street in Arlington,

10

Virginia.

11

Elevated workshop doing an undercover recording as

12

I will be attending a free Real Estate

.

I will also be -- I will also be doing

13

an undercover purchase for the Accelerator Three-Day

14

workshop.

15

12:00 p.m.

This workshop today is set to begin at

16

Thanks.

17

(Mingling and background conversations upon

18

entry.)

19

UNIDENTIFIED REPRESENTATIVE:

20

grab a seat here for just a few minutes.

21

at noon.

22
23

UNIDENTIFIED REPRESENTATIVE:

We’ll start

Hi, just fill

this out, and the two of you together (inaudible).

24
25

Just that, and

UNIDENTIFIED REPRESENTATIVE:

Seventeen more

minutes.

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Pentagon City, VA
April 11, 2018

EX 2, p. 4

Case 2:19-cv-00713-DAK-EJF Document 12-1 Filed 09/30/19 Page 6 of 135
5
1

MS.

:

Hi, I’m

2

UNIDENTIFIED REPRESENTATIVE:

3

sign in right there.

4

MS. BAZAN:

5

UNIDENTIFIED REPRESENTATIVE:

.
Okay, just

Sure.
You can use

6

that table right there to sign in if you’re here for

7

the real estate meeting.

8

MS. BAZAN:

9

UNIDENTIFIED REPRESENTATIVE:

10

Thank you.
You’re

welcome.

11

MS. BAZAN:

12

(Mingling and background conversations upon

13

entry.)

14
15

I just ...

UNIDENTIFIED REPRESENTATIVE:

Well, we’re

going to be in that room in another 15 minutes.

16

MS. BAZAN:

17

(Mingling and background conversations upon

18
19
20

Thank you.

entry.)
FEMALE CONSUMER:

to get here as I thought it would.

21

MS. BAZAN:

22

FEMALE CONSUMER:

23
24
25

It didn’t take us as long

It did not.
Is it okay to go in and

sit down, or -MS. BAZAN:

No, they said we can -- they

weren’t going to open the room yet.
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FEMALE CONSUMER:

2

MS. BAZAN:

3

(Pause.)

4

(Background conversations and mingling.)

5

(Simultaneous conversations.)

6

FEMALE CONSUMER:

7

UNIDENTIFIED REPRESENTATIVE:

8

(Background conversations and mingling.)

9

UNIDENTIFIED REPRESENTATIVE:

10

Oh.

Just maybe another ten minutes.

So it’s 11:57.
Come on in.

How you doing?

Thanks for coming.

11

Come on in, folks, if you’ll go right up the

12

middle aisle, Ron’s going to help everybody get

13

seated.

14

We’re going to go (inaudible).
RON:

Pads and pens on the seat, and if

15

you’re real good, some cookies.

16

all the way down, sir.

17

chair.

Go ahead and slide

We’re going to fill up every

18

MALE:

You are, huh?

19

RON:

20

MALE:

21

(Background conversations and mingling.)

22

RON:

23

(Music and chatter.)

24

RON:

25

(Music and chatter.)

All the way down, all down here.
Okay.

Two all the way down.

No extra charge or tipping allowed.
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1

FEMALE CONSUMER:

2

(Music and chatter.)

3

UNIDENTIFIED REPRESENTATIVE:

4

Sure.

Give me one second.

Well, how’s

everybody doing today?

5

AUDIENCE:

Good.

6

UNIDENTIFIED REPRESENTATIVE:

7

RICH DAVIS:

Excellent.

Excellent.

My name’s Rich

8

Davis.

On behalf of Christina and Tarek, I’d like to

9

welcome you all to my real estate event.

I do have a

10

couple of items of business I need to go over before

11

we do begin.

12

we’d appreciate it if you’d take that out and turn it

13

off or at least put it on mute for us.

14

And first, if you have a cell phone,

Also, if you have any questions during the

15

presentation, we ask that you (inaudible) pad of paper

16

there in front of you.

17

very end of the meeting.

18

your questions at the very end, and the reason we do

19

it that way is if we took questions during the

20

presentation, we could be here until about midnight.

21

Is there anybody that wants to stay to midnight?

22

see any hands.

23

Save those questions for the
We’ll be glad to answer all

Okay, good, I love you guys.

24

all be on the same page.

25

parts to the presentation.

Do I

Perfect, we’ll

We’re going to have two
The first part is on how
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1

to making money flipping homes.

2

way to make money in real estate.

3

a ten-minute break.

4

that break.

5

It’s a very lucrative
And then take about

Make sure you come back after

We’ve got -- how many of you would like to

6

make 15 percent to 50 percent on your money every year

7

backed by the government?

8

pretty good deal?

9

and we’ll teach you how to do that.

Does that sound like a

Stick around for the second part

10

And due to copyright laws, we don’t allow

11

any photography or recording during the meeting, so

12

please keep your cell phones down.

13

you some gifts.

14

the back table at the very end of the meeting.

15

good?

16

And we did promise

We’re going to have those gifts at
Sound

Okay, having said that, a little bit -- bit

17

about our first instructor, Steve.

He’s a good friend

18

of mine that I’ve known for a long time.

He’s been a

19

real estate investor for about 20 years.

He actually

20

does the training or the instruction on the big stage

21

for Christina and Tarek.

22

Toronto for 10 or 15,000 people on stage with Pitbull

23

and Sylvester Stallone.

24

(inaudible) he’s even done stuff with Tony Robbins.

25

So we’re really lucky to have him with us today.

Just last week, he was in

So he’s up there with the
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But, anyhow, I’m going to have Christina and

2

Tarek via video to introduce him, okay?

3

this going.

4

(Video played as follows.)

5

TAREK:

6

CHRISTINA:

7

I’m Tarek El Moussa.

And I’m Christina El Moussa.

Thank you for coming to this free event today.

8
9

Hey, everyone.

So let’s get

TAREK:

You’ve seen us on TV flipping

houses, and that’s how we’ve made our living.

People

10

are always asking, what is our secret to flipping

11

houses.

12

we created the real estate investing program to flip

13

homes like we do in your market.

And that’s a great question, and that’s why

14

CHRISTINA:

15

life is going to throw at you.

16

something that we believe in and help get -- other

17

people get where they’re going.

18

dedicated to this business and also making sure that

19

our kids have the best life possible.

20

TAREK:

As you know, you never know what
We wanted to build

We are 100 percent

We’ve been able to meet a lot of

21

successful students, and there’s nothing more

22

gratifying than watching these people use our system,

23

making a profit, and flipping houses.

24
25

CHRISTINA:

And it will happen for you, too.

Stay focused; work hard; and make it happen for

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Pentagon City, VA
April 11, 2018

EX 2, p. 9

Case 2:19-cv-00713-DAK-EJF Document 12-1 Filed 09/30/19 Page 11 of 135
10
1

yourself like we did.

2

TAREK:

We couldn’t have made the system

3

work without our team of experts.

4

to show you exactly what we do to flip houses and make

5

a profit.

6

CHRISTINA:

They’re here today

Listen to our team and take

7

notes and imagine what life could be like if you put

8

in the hard work.

9

you up any longer.

10
11

TAREK:

All right, everyone, we won’t hold

Please put your hands together and

give them a huge warm welcome.

12

(Applause.)

13

STEVE:

How you doing, folks?

14

well, thanks for that forced applause.

15

that.

16

(inaudible) this much time.

17

into it?

18

get started.

19

This is not a business opportunity.

20

estate been around?

21

AUDIENCE:

22

STEVE:

All right,
Appreciate

I’ve got about this much information

Okay.

Should we just jump right

I do have a disclaimer here before we

We’re not attorneys; we’re not CPAs.
How long has real

Forever.

Forever.

It’s older than dirt.

23

the testimonials you see up here are Tarek and

24

Christina’s and no one’s been paid for those

25

testimonials.

All

So we got a real small group in here,

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Pentagon City, VA
April 11, 2018

EX 2, p. 10

Case 2:19-cv-00713-DAK-EJF Document 12-1 Filed 09/30/19 Page 12 of 135
11
1

so I can kind of cater this to you guys, because

2

what you see on TV is not the easiest way to make

3

money in real estate.

4

to learn how to flip houses right here in Arlington in

5

the next 60, 90 days using very little of your money

6

or credit?

7
8

Okay.

So how many guys came out here

How many of you guys came out for

some remodeling and interior design tips?

9

Okay.

Anybody ever bought a house from the

10

seventies with the shag carpet and the popcorn ceiling

11

and the yellow countertops and you went in and gutted

12

it and you put all the bells and whistles and you sold

13

it for a profit?

14

doing that?

15

folks.

16

Anybody?

Anybody interested in

Yeah, everybody has to put their hand up,

Arlington, I’m from this area.

I’m going to

17

get to my background here in a second, but I wanted to

18

be here because I grew up in Virginia all my life.

19

But, folks, Arlington, Loudoun County, Fairfax, Prince

20

William, is one of the hottest real estate markets in

21

the country, folks.

22

like a $500,000 house, three bedroom, two bath, put

23

all the bells and whistles, we’re going to make that

24

thing pop, we’re going to list it with a professional

25

realtor.

So if I take -- let’s just take

We’re not going to sell it at wholesale
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price; we’re going to sell it at?

2

AUDIENCE:

3

STEVE:

Retail.

Retail.

Very good.

Because every

4

business there’s a wholesale and a retail.

5

average profit margin’s about 20 percent.

6

$500,000 property, I expect to walk away with how

7

much?

8

AUDIENCE:

9

STEVE:

The
So on a

100.

$100,000 on one check.

Can anybody

10

tell me the average income for two people working in

11

Arlington all year long at that J O B that stands for

12

what?

13

AUDIENCE:

14

STEVE:

15

right.

Just over broke.

Just over broke, that’s exactly

Is it Ken?

16

AUDIENCE:

17

STEVE:

Yes.

Yeah, that’s exactly right.

18

(Inaudible) tell me, folks, this is one of the hottest

19

income areas.

20

States, the average income for two people working is

21

only 65,000.

22

here than two people working all year long at that J O

23

B, because I’m going to teach you guys how to make a

24

profit, okay?

25

It’s about 101,000.

In the United

You can make as much on one house flip

Anybody want to make a skill or business up
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and do it full-time, real estate full-time?

2

of you?

A couple

Awesome.

3

All right, anybody want to generate passive

4

income?

5

up.

Okay, you guys are already putting two hands

What’s passive income?

6

AUDIENCE:

7

STEVE:

(Inaudible).

Yeah, income you ain’t got to work

8

for, James.

You have two types of income.

There’s

9

earned income when you go work for your money, that’s

10

the highest taxed income.

11

residual income, money coming in, James, whether you

12

get out of bed or not, and that’s less taxed.

13

And then there’s passive

Now, anybody in here pretty smart?

You got

14

a bunch of college degrees?

15

paying job?

16

job, but you want to start with part-time business as

17

a backup plan?

18
19

You got a nice, high-

There’s nothing wrong with liking your

Anybody?

Does anybody in here want to fire their
boss?

Yeah, I hated my boss.

20

Just to get a feel for my audience, how many

21

guys in here have never, ever flipped a house or

22

property?

23

Oh, that’s the majority of you.
Anybody own rental property?

24

a huge rental guy.

25

apartment building is better.

Awesome.

I’m

The house is good, but a 12-unit
Would you agree with
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that?

2

AUDIENCE:

3

STEVE:

Yes.

Would you guys agree with that?

4

Because if you’re renting a house and the tenant moves

5

out, who’s paying the mortgage?

6

And I like buying around college towns.

7

Texas A&M, College Station, Texas?

8

AUDIENCE:

9

STEVE:

Anybody know where Texas is?

$900 a bedroom.

11

in every single month?
AUDIENCE:

13

STEVE:

15

and apartments?

I get

So on a three-bedroom, what’s coming

12

not.

(Inaudible)

Yeah.

10

14

HIP National Bank.

2,700.

2,700, whether I get out of bed or

And do you think I’m managing all of my houses
Who’s managing them?

16

AUDIENCE:

17

STEVE:

Property.

Property manager.

Pay the 8 to 10

18

percent and free up 100 percent of your time.

19

Amen?

20

AUDIENCE:

21

STEVE:

Amen?

Amen.

But I think all of us like an extra

22

5-, 10,000 coming in every month.

The horror stories

23

you hear from tenants, okay, are people trying to

24

manage their own stuff.

25

professionals, because we all want mailbox money, at

We need to hire
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least I do.

2

Any brokers, agents, realtors in here?

Oh,

3

wow.

4

long time ago.

5

show?

6

anyway, you might as well think big.

7

remodel a house, break out a video camera, submit it

8

to HGTV, DIY Network.

9

out there as an entrepreneur.

10

Anybody got their own real estate TV

Not yet?

Hey, if you got to be thinking
Next time you

Okay, we have to plant seeds
Would you guys agree

with that?

11
12

Yeah, I used to work for RE/MAX/Century 21 a

If you don’t plant any seeds out there, are
you going to make any extra money?

13

AUDIENCE:

14

STEVE:

No.

Absolutely not.

Now, let me tell

15

you a little bit about myself.

16

care anything about me.

17

and Christina, but the biggest challenge me and Tarek

18

and Christina have is getting people to actually

19

believe that they can go out and flip a house.

20

Because if you don’t believe you could do it, is it

21

ever going to happen?

22

AUDIENCE:

23

STEVE:

I know you guys don’t

All you care about is Tarek

No.

And even the great Henry Ford said,

24

whether you think you can or think you can’t, you’re

25

what?
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AUDIENCE:

2

STEVE:

Right.

You’re right.

Folks, whether you

3

think you can or think you can’t with anything, you’re

4

right.

5

inspiration here because a lot of people like playing

6

the victim role.

7

The Millionaire Next Door?

8

Ninety percent of all millionaires started with

9

nothing, folks.

So I’m going to give you guys some hope and

And has anybody ever read the book
The Millionaire Next Door?

Only 10 percent inherited their

10

wealth.

11

inspiration because you have to believe you can do

12

this.

13

So I’m going to give you guys some hope and

Twenty-two years ago, I was bankrupt,

14

divorced, and living in my pickup truck in Houston,

15

Texas, because, guys, if you can’t pay the bills, what

16

are some of the women going to do?

17

AUDIENCE:

18

STEVE:

Leave.

I said some of them.

Okay?

I

19

couldn’t pay the bills, so she found another guy that

20

could.

21

foreclosed on.

22

old, I was living in my pickup.

23

what am I going to do?

24
25

And I went into depression.

I got my house

I filed bankruptcy, and at 26 years
I said, great, now

Well, I had worked in a lumber yard, local
lumber.

And a lot of the rich people are in real
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estate, and I heard nine out of ten millionaires made

2

their money in real estate or had real estate in their

3

portfolio.

4

event just like you’re out here today, in Houston.

5

And the speaker got us all excited, how to make money

6

without money or credit.

7

real estate training program to partner with us, which

8

I needed.

9
10

So over 22 years ago, I attended a free

They offered a three-day

There was just one problem.

Who knows what

that problem is?

11

AUDIENCE:

12

STEVE:

(Inaudible).

Yeah, they wanted $3,000 for the

13

training.

14

worth it, but it was about 2,900 more than I had at

15

the time.

16

take care of your kids.

17

here that take care of their kids?

18

This was back in 1994.

It was definitely

Now, God bless you mothers in here that
Do I have any good mothers in
Just two of you?

I called my mom, I said, Mom, I got my house

19

foreclosed on, I filed bankruptcy, and I’m living in

20

my fricking pickup truck.

21

estate thing.

22

money out?

23

her, she finally gave in, gave me her credit card.

24

And to make a long story short, I didn’t know anything

25

about real estate, folks, because I went to -- I went

I know I can do this real

Can you please, please, please put the

Well, after about three hours of begging
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1

to high school in the eighties, and when you were good

2

in sports in the eighties, they just passed you

3

through.

4

That was me, okay?
I went to the training.

5

doing is not what you see on TV.

6

these junk houses.

7

the deals here, okay?

8

houses, and I didn’t fix them up.

9

who?

10

What I started
I started finding

I’m going to teach you how to find
I started finding these junk
I passed them on to

Investors and landlords, okay.

I got my little

$10-, $15-, $20-, 30-000 up front.

11

Then I started doing rehab.

Then I got into

12

mobile home parks, RV parks, apartment buildings.

13

Rich mentioned this.

14

to working on Wall Street in New York for a real

15

estate billionaire.

16

thousands of people just like me started with no

17

money, no credit, can you guys do real estate?

18

And

I went from living on the street

So if I can do real estate and

(Inaudible).

A lot of people can relate to

19

me.

If I got a (inaudible) I got a Ph.D., I got a

20

master’s degree, and my parents are millionaires, is

21

that reality for most of us?

22

AUDIENCE:

23

STEVE:

24

to want it.

25

to want it.

No.

Absolutely not, folks, but you got

Would you guys agree with that?

You got
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1

And I raised my son in a high-rise, anyway,

2

you can see the bottom of the pool (inaudible) nothing

3

about me.

4

necessarily my passion anymore.

5

a lot of money.

6

helping regular people make money in real estate

7

because I’m living proof that anybody can do this

8

business once you get educated.

9

with that?

10

My passion, folks -- real estate is not

Christina.

12

with Pitbull.

13

My passion is getting on stage and

All right.

11

Real estate makes me

Would you guys agree

All right, here’s me and

Here’s me and Tarek.

Here’s me right here

Anyway, enough about me.

Let’s start taking some notes here, folks.

14

So why real estate?

15

millionaires around the world made their money in real

16

estate and have real estate in their portfolio?

17

you guys know that?

18

roof over their head?

19

AUDIENCE:

20

STEVE:

Did you guys know nine out of ten

Did

Does the human race always need a
Hello?
Yes.

Okay, so this is not a stock tip I’m

21

giving you.

It’s not a business opportunity.

22

not multilevel marketing.

23

How long has real estate been around?

24

AUDIENCE:

25

STEVE:

It’s

It’s not the next pet rock.

Forever.

Forever.

And is the land real
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1

estate?

2

AUDIENCE:

3

STEVE:

4

AUDIENCE:

5

STEVE:

Yep.

Is the air real estate?
Yep.

Yeah, there’s still air rights in

6

L.A., Chicago, and New York.

7

look at this.

8

the world made their money in real estate or have real

9

estate in their portfolio, the human race will always

10

need a roof over their head, so the product is always

11

going to be in demand.

12

air is real estate.

13

flip here than two people all year long.

14

something you got to take a look at.

15

So I want you guys to

If nine out of ten millionaires around

The land is real estate; the

You can make as much on one house
This is

And I had one student that came in here and

16

said, Steve, I’m just not passionate about real

17

estate.

18

you just need to be intelligent.

19

passionate about real estate.

20

stick in the real estate.

21

make 3-, 4-, 500,000, and take that money and follow

22

what’s in your heart.

23

I said, sir, you don’t need to be passionate;
You don’t need to be

You don’t even need to

Flip three or four houses;

Folks, if you’re having dreams and things

24

are constantly, you know, thinking about you’re

25

passionate about something, maybe you need to follow

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Pentagon City, VA
April 11, 2018

EX 2, p. 20

Case 2:19-cv-00713-DAK-EJF Document 12-1 Filed 09/30/19 Page 22 of 135
21
1

what’s in your heart and get the negative people out

2

of your life.

3

Amen?

We want to be around people that are lifting

4

you up and not tearing you down, which reminds me,

5

this student that came out, here’s the musician.

6

don’t know how many musicians in here.

7

the bank because he wanted to build his own music

8

studio.

9

very good, so what did the bank say about giving him

He was an entrepreneur.

I

But he went to

His credit wasn’t

10

the money for a music studio?

Yeah, there’s your

11

lollipop; there’s the front door right there, okay?

12

He watches Tarek and Christina on TV; came to one of

13

these free seminars.

14

real estate.

15

you think he did with the money?

He didn’t know anything about

And after five successful flips, what do

16

AUDIENCE:

17

STEVE:

Opened his own studio.

He built his own music studio,

18

folks, okay?

And, folks, Toys R Us went out of

19

business, and they’re predicting the next ten years

20

robots are going to be taking a lot of people’s jobs.

21

So the good thing about real estate, you know,

22

healthcare, technology, that’s going to be around

23

forever.

Would you guys agree with that?

24

AUDIENCE:

25

STEVE:

Yeah.

I’m going to show each of you the
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1

fastest way.

I know this area very good.

2

Manassas.

3

Haymarket?

4

used to have a condo in Ashburn across from Redskins

5

Park.

6

want you guys to write this down.

7

turn a profit right here is wholesale.

8

write down wholesale.

Anybody know where Bull Run Mountain is in
I lived there.

Sterling, Tysons Corner, I

I know this area very well.

9

I lived in

The fastest -- I
The fastest way to
I want you to

Whose phone’s going off?

10

Hey, Ron?

11

All right, wholesale, you guys got that?

12

And then I want you guys to write down retail.

13

going to go through Tarek and Christina’s seven-step

14

formula with you guys because there’s seven steps you

15

have to follow, okay?

16

I’m

And let me tell you why I’m here, folks.

I

17

know you guys want to hear it on the East Coast.

18

just want to hear it the way it is.

19

watch our TV show?

20

to these real estate TV shows?

21

It’s a lot more fun making money than being on TV, I

22

promise you that.

23

You

How many guys

How many of you guys are addicted
Yeah, they are fun.

But Tarek and Christina have been on TV

24

forever.

They still work together.

In fact, I was

25

just with them for two weeks in Ontario.

They’re
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1

going to be with me next week in L.A., okay?

2

building a team here in Virginia.

3

Loudon County is still the most expensive county in

4

the country, isn’t it?

5

was, okay?

6

They’re

This is one --

The last time I checked it

Folks, this is a very, very hot market up

7

here, okay?

8

all the deals, okay, because most people are on the

9

MLS and at the auctions.

10

that?

And we’re going to teach you how to find

Would you guys agree with

What’s the MLS?

11

AUDIENCE:

12

STEVE:

Multiple listing service.

Multiple listing service.

Okay, I’m

13

not going to say there’s no deals on MLS because I

14

know we got some realtors in here, and I was a realtor

15

forever.

16

people looking for a piece of real estate contact a

17

realtor or broker and they get on their computer at

18

the multiple listing service and pull all those leads

19

out of their computer?

20

find real estate deals?

21

everybody’s doing, you got to do the?

But would you guys agree with me, most

22

AUDIENCE:

23

STEVE:

Isn’t that how most people
Well, if that’s what

Opposite.

Opposite.

So we’re going to get

24

into probate and out-of-town owners here in a second.

25

We’re going to teach you how to find all the great
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1

deals here before everybody else.

2

find them.

3

they have over 100 of them, are going to fund all of

4

your purchases, all of your renovation, regardless of

5

your credit or your background.

6

you’re bankrupt.

7

has everything to do with the equity in the property.

8
9
10

You’re going to

Tarek and Christina’s lending partners,

We don’t care if

It has nothing to do with you.

It

Now, I’m just going to use 500,000 because
it’s an easy number.

If the house is worth 500,000

ARV -- what does that stand for?

11

AUDIENCE:

12

STEVE:

(Inaudible).

After repaired value or after retail

13

value, and Tarek and Christina’s money partners give

14

you 350,000 to buy and renovate it and you skip town

15

and leave them hanging, what’s still there for them to

16

recoup?

17

AUDIENCE:

18

STEVE:

(Inaudible).

The equity.

Okay?

How many guys in

19

here appreciate all your deals are going to get funded

20

from Tarek and Christina’s lending partners and

21

renovation, regardless of your credit?

22

guys aren’t getting this.

23

you to go to your bank when I’m done speaking and say,

24

yeah, I just went to a real estate seminar for these

25

people that are on TV, and they told me I could buy

Some of you

I tell you what.

I want
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1

real estate so you guys had to check my credit.

2

What’s the bank going to tell you?

3

AUDIENCE:

4

STEVE:

(Inaudible).

Here’s your lollipop; here’s the

5

front door right there.

Because at the bank, it’s all

6

about your credit and your W-2, but with Tarek and

7

Christina, it’s about the equity in the property,

8

folks.

Okay?

9

We can’t find all the deals in Canada, we

10

can’t find all the good deals in the United States,

11

in the Caribbean, so we invite people out to these

12

free seminars that are interested in Tarek and

13

Christina, interested in interior design, interested

14

in fixing houses up and flipping them, okay?

15

find them; the lending partners find them; you keep

16

100 percent of the profit, and they’re going to pick

17

up a couple of points on the loan.

18

you a video here in a second, okay?

19

excited about that?

20

this.

21

And you

I’m going to play
How many guys are

Some of you guys aren’t getting

How many guys in here have never, ever

22

bought a real estate investment property?

That’s why

23

y’all aren’t excited.

24

a $500,000 property and you go to the bank to get the

25

money, a local bank, how much money you got to put

Those of you that have, you get
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1

out?

2

Twenty percent minimum.
Let me see if I can get you guys a little

3

more excited in here.

This gets you a $500,000 house

4

(inaudible) Bank of America, Chase minimum, you have

5

to put 20 percent down.

6

30, 35, so you’ve got to write a check for $100,000

7

just for the down payment.

8

a 650, 680 credit score, somewhere around there, they

9

got to verify income for two years.

For commercial property, it’s

I’m not done yet.

And if it needs

10

100,000 in repairs, you got to have that.

11

to pay the bills that (inaudible).

12

(inaudible).

13

You got

And you got

And it

And I was just in Orange County two weeks

14

ago.

Anybody from California?

15

average sales price is just for a regular house in

16

Orange County, California?

17

AUDIENCE:

18

STEVE:

19

AUDIENCE:

20

STEVE:

What do you think the

650.

Yeah, about 800.
Oh.

So on $800,000, they have to write a

21

check for 160,000, okay?

22

okay, you find them, you keep a 100 percent profit and

23

you pick up a couple points on the loan and we make

24

money together?

25

AUDIENCE:

It is okay, you find them,

Yeah.
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1

STEVE:

Awesome, okay?

But in order to do

2

that, you have to be professionally trained.

3

cannot teach you how to find all the deals, how to

4

inspect all the deals, how to get all the money, and

5

how to get it all sold in an hour and a half.

6

guys agree with that?

7

Folks, I

Do you

You guys agree with that?

So Tarek and Christina are flying your team

8

up here, so let’s just get this out of the way,

9

because that’s why we’re here, because I got a lot to

10

teach you.

Let’s write these dates down.

11

are lucky.

You didn’t have to drive very far.

12

April 20th, 21st, and 22nd.

13

Dulles, at the airport.

14

Saturday are typically 9:00 to 5:00 and then we’ll let

15

you out early on Sunday.

16

You guys
It’s

It’s going to be in

Okay, the times Friday and

Now, literally just last night, out of five

17

people, out of like only 50 in the room sign up.

18

half of them couldn’t make the payments.

19

want to (inaudible) I’m going to challenge each of you

20

in here to -- you have to make sacrifices.

21

how many days are there in a year?

22

AUDIENCE:

23

STEVE:

And

So if you

Because

365.

365.

Take three days out of your

24

life.

And if you’re getting married or you’re already

25

going on vacation and you have some plans and you want
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1

to be part of their team, you can see the team in the

2

back.

3

Philadelphia coming up, okay, but it won’t be here.

4

Okay?

5

I got another date in Maryland and in

So, again, April 20th, 21st, and 22nd.

The

6

times are 9:00 to 5:00 Friday and Saturday; we’ll let

7

you out early on Sunday.

8

I gave you the times.

9

Christina charge for their training?

10

AUDIENCE:

11

STEVE:

12

(inaudible).

Do you think Tarek and

Yes.

It’s quiet in here.

You guys will learn from

You guys work for free?

13

AUDIENCE:

14

STEVE:

15

Now I gave you the dates and

No.

I know it seems like it.

You guys

work for free?

16

AUDIENCE:

17

STEVE:

No.

Absolutely not.

I guess we could

18

teach it for free, but one thing we’ve learned is

19

people don’t value what they don’t pay for.

20

to teach people for free, they’re lazy, they quit,

21

they don’t do anything.

22

teachers have always told us, hey, if you’re serious,

23

put some skin in the game.

24

going to make you put the money up to show that you’re

25

what?

You try

And parents, coaches,

So Tarek and Christina are
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1

AUDIENCE:

2

STEVE:

Serious.

Serious.

But they’re also going to

3

guarantee your success.

I have two guarantees.

The

4

first guarantee is from our lending partners, that

5

state you go out and do a wholesale deal, you do a

6

wholesale deal in a couple of weeks, folks, so I’m not

7

talking about buying it and rehabbing it.

8

go out and do the deal after you’re professionally

9

trained and in three months, give us a testimonial,

Okay?

You

10

because if I stick your picture up there, it helps us,

11

you’re going to get your money back.

12

and Christina give you an offer.

13

least $6,000 in six months with their system, they

14

give you your money back.

15

And then Tarek

If you don’t make at

Folks, we can’t find all the deals in

16

Canada, the United States, and we’re in Puerto Rico,

17

also.

18

Like I said, I won’t repeat myself, but, you know,

19

it’s got to feel right in here.

20

these free seminars that are interested in making

21

money.

22

money together.

23

So we invite people out to these free seminars.

We invite people to

You find them, they fund them, we all make
Okay?

If it feels right in your heart and if it

24

feels right in your head, that means your short- and

25

long-term goals, you join the team.

If it’s not for
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1

you, that’s okay.

Opportunity doesn’t go away; it

2

just goes to who?

The next person over in Leesburg,

3

Tysons Corner, I mean, okay, it just goes to the next

4

person.

5

for coming out.

6

be the trained eyes and ears in this area.

7

them, they fund them, and we all make money together.

8

Okay?

9
10

We’ve got some great gifts for you.

Thanks

But we’re looking for people that can
You find

I’m not here selling any books and tapes.
(Inaudible) we didn’t make tapes anymore.

11

DVDs, CDs?

Am I up here selling books and CDs?

Their

12

partner -- Tarek and Christina’s lending partners are

13

(inaudible).

14

selling you something and saying good luck and

15

somebody helping you because when you make money, who

16

else makes money?

17

(inaudible) no high-pressure sales whatsoever.

18

makes sense to you, you move forward.

19

Hello?

There’s a difference between somebody

Hello?

20

AUDIENCE:

21

STEVE:

They make money, okay?

If it

Sound good?

Yeah.

I’m going to need a lot more energy.

22

I was just with Pitbull and all of -- a scene of

23

15,000 people in Toronto, so I’m going to need a

24

little bit more energy in here.

25

So

All right, now, let’s talk about the
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1

funding.

This is what holds most people back.

2

you’re blessed in here financially, I had at least 15

3

people in Orange County who said, Steve, I ain’t

4

signing up for Tarek and Christina’s program because

5

of the money; the reason we signed up is because every

6

time we talk to a broker or realtor -- Orange County

7

is a hot market just like this market -- every time we

8

talk to a broker or realtor, we go over to the

9

property and there’s seven other investors already

10

there and bidding on the property.

11

way on how to find the deals.

12

We need another

Okay?

So no proof of income.

13

No credit required.

14

do as many loans as possible.

15

letter?

16

knows?

Love that.

No job verification.
No monthly fees.

AUDIENCE:

18

STEVE:

You

And what’s a POF

Where are my realtors at?

17

And if

Or anybody that

Proof of funding.

Proof of funds.

I used to get so

19

frustrated when I was a realtor.

You realtors in here

20

appreciate this.

21

and say, yes, they have the money, right?

22

tell me what?

23

houses for the week, get all excited on Friday when we

24

get to write a contract to try to get me a commission

25

check and they tell me what?

I would meet with buyers on Monday

Oh, yeah, yeah, yeah.

And they’d

Showing them 500
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1

AUDIENCE:

2

STEVE:

No money.

They ain’t got (inaudible); I ain’t

3

got no money, Gary.

Folks, the realtors work very

4

hard for their money, okay?

5

business.

6

you’re not preapproved.

7

comps.

It’s a very competitive

They’re not going to work with you if
They don’t get paid for

What are comps or comparables?

8

AUDIENCE:

9

STEVE:

Comparables.

I used to get that all the time when

10

I was a realtor, okay (inaudible) I need a comp.

11

don’t get paid for comps.

12

something?

13

going to explain it.

14

you’re going to get a list of over 100 of Tarek and

15

Christina’s trusted lending partners that are going to

16

fund all your deals for the rest of your life, if you

17

need them.

18

I

Why don’t you buy

So just write this down real quick.

I’m

In the three-day training,

Some of you in here might be wealthy and

19

don’t need them.

20

And then they’re going to get also a proof of funds

21

letter, folks.

22

with you unless you’re not preapproved.

23

with me?

24
25

You’ve just come for the education.

The realtors are not going to work
Everybody

All right.
So let me play this video and then we’re

going to talk about it.

This is huge.

Oh, real
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1

quick.

Please don’t come up to me when I’m done

2

speaking and say, Steve, I can’t make that three-day

3

workshop, I’m not willing to invest in my education, I

4

already know how to do real estate here in Virginia,

5

but can you give me a list of Tarek and Christina’s

6

lending partners that will fund all my deals without

7

my credit.

8

money in real estate because they get emotionally?

9

That ain’t happening.

AUDIENCE:

10

STEVE:

Most people lose

Involved.

Involved, yes.

(Inaudible).

Just

11

real quick, how many guys in here know what the

12

biggest obstacle (inaudible) like me?

All y’all just

13

lost money, every one of you in here.

Absolutely not.

14

That was the mistake I made.

15

Sheets in the old (inaudible)?

16

It was my fault.

17

500,000 and your house is 700,000, people can afford a

18

700,000 house ain’t going to live in a 500,000

19

neighborhood.

20

Anybody remember Carlton
I’m not blaming him.

Folks, if the neighborhood is

You just lost 200 grand.

And here’s another thing.

When we start

21

remodeling the house, what’s the very first thing you

22

got to do?

23

learn.

(Inaudible).

That’s what we’re here to

What’s -- kitchen?

24

AUDIENCE:

25

STEVE:

What else?

Kitchen, bathrooms.

Bathroom.
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AUDIENCE:

2

STEVE:

3

AUDIENCE:

4

STEVE:

5

AUDIENCE:

6

STEVE:

Exterior.

Exterior.
Master bedroom.

Master bedroom.

(Inaudible).

(Inaudible).

The first thing you better remodel

7

is the foundation.

The first thing you better look at

8

is the foundation, because if it’s got a cracked slab

9

or if it’s on blocks and beams and it’s like this

10

(demonstrating) and your remodeling the house, is that

11

better?

12

And here’s another mistake I made, folks.

I

13

mean, you have to be professionally trained.

14

you ever start a business without being professionally

15

trained?

16

said 90 percent of all businesses fail in the first

17

year.

18

knowledge.

19

house?

Two of you said no.

Would

That’s why Bloomberg

It’s not lack of the cash flow; it’s lack of
What are the two most important rooms in a

20

AUDIENCE:

21

STEVE:

Kitchen and bathroom.

Yep, kitchen and bathroom.

So my

22

(inaudible) is the kitchen, so my very first rehab

23

(inaudible) Carlton Sheets, I didn’t go to the three-

24

day -- I didn’t know any better.

25

into this business with looks and taste.

I thought I could go
Wrong.

I
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1

got one of those generators so I could get

2

electricity.

3

whistles.

4

with that kitchen.

5

I went in, I put all the bells and

I made that kitchen pop.

I was in love

And then I found out the electrical wasn’t

6

up to code.

So what did I have to do?

7

out.

8

talk about that you have to know.

9

got to do the foundation, we got to do the roof before

So, folks, there’s certain steps we’re going to

10

we do anything.

11

Does that make sense?

12
13

Rip it all

It doesn’t -- we

And then all the mechanical systems.
All right.

But let’s take some notes here because you
guys are going to appreciate this.

14

(Video played as follows.)

15

NARRATOR:

You’re probably here because you

16

know people are making money in real estate and you

17

want to get in on the action.

18

seen them on TV, maybe even friends or relatives.

19

You’re as smart and capable as they are.

20

what we know, there are probably two things holding

21

you back.

22

to know what they know.

23

to start in order to access the money you’ll need.

24

Either way, we can help.

25

You’ve read about them,

Based on

First, you lack the experience or education
Or you’re just not sure where

Our three-day investment accelerator will
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1

teach you to leverage cutting-edge real estate

2

strategies to generate profits repeatedly.

3

grant you access to our network of lenders and private

4

investors who are always looking to lend capital on

5

sound real estate deals.

And we’ll

6

Many hard money lenders require you to pay

7

the down payment, rehab costs, and closing costs out

8

of pocket or up-front.

9

lenders that will allow you to finance closing costs

10

and fees into the deal and will finance between 80 to

11

100 percent of the rehab.

12

if you use our lending sources, you could be required

13

to come in with as little as half of what a

14

traditional hard money lender typically requires.

15

We have relationships with

What this means to you is

Our (inaudible) over 100 lenders operating

16

across all 50 states in the U.S., as well as Canada

17

and the Caribbean.

18

this elite group by graduating from the three-day real

19

estate investment accelerator.

20

yourself why do these lenders want to work with me.

21

The answer is simple.

22

professionals are smart, savvy, and have their eyes on

23

the prize.

24

they trust to make solid, low-risk deals with high

25

potential for return.

And you could get easy access to

You may be asking

These high-powered

They (inaudible) investment people who
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1

By the end of our three-day investment

2

accelerator, graduates will have the knowledge,

3

expertise, and training to put together sound,

4

effective loan packages that are custom-tailored to

5

appeal to the right lending solutions to fit your

6

needs.

7

do to make sure your deals are profitable and

8

attractive to lenders, whether you’re wholesaling,

9

flipping, or acquiring income-producing properties.

We will teach you what to do and what not to

10

Our lenders lend in any market for qualifying deals,

11

allowing you to take quick advantage of opportunities.

12

Another major benefit, our providers are

13

highly skilled and disciplined professionals who act

14

as a second set of eyes, analyzing your transactions,

15

giving you the added security that you’re making a

16

wise investment.

17

investment accelerator also get unlimited access to

18

the funding hotline for deal analysis, optimized loan

19

placement, expedited processing, and answers to all

20

your questions.

21

30 days.

Graduates of our three-day

Closing typically takes place within

22

And the best part, funding fees are only 4

23

to 6 percent, with average annualized interest of 10

24

to 11 percent.

25

qualify for 100 percent financing.

Certain types of transactions may even
Plus, based on the
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1

sheer volume of transactions we process, we’re able to

2

pass our preferential rates on to you.

3

these are paid at closing, not up-front.

4

truly white-glove service with no hidden fees.

5

And, remember,
This is

Accessing our investor network is just one

6

of the many powerful and proven strategies you will

7

learn at the three-day accelerator workshop.

8

enrolled in the investment accelerator today.

So get

(End of video.)

9
10

STEVE:

All right, let’s talk about this.

11

Let’s take some notes because this is -- besides the

12

education, this is huge.

13

“wholesale” first.

14

example I’m going to teach you where they just put the

15

money up for an hour so you can turn around and sell

16

it here.

17

percent of whatever money.

18

here in a second, this will be 500, we’re going to get

19

it for 350.

20

hour so you can sell it for 400 over here.

21

do 2 percent or $2,000 minimum.

22

So I want you to write down

Wholesale.

And that’s the first

On a wholesale deal, they charge you 2
An example I’m going to do

They’re going to put up the 350 for an
So on 350,

(Inaudible).

Anybody (inaudible) this?

Hello?

Okay, so,

23

on a wholesale deal, on a wholesale, what’s going to

24

happen is we’re going to put a house under contract,

25

and we’re going to sell it to investors and landlords,
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1

but we have to buy it first.

2

contracts.

3

anymore.

(Inaudible) signing

Title companies aren’t going for that

4

Okay?
So on a wholesale, it makes sense for about

5

five minutes.

6

Now, let’s go to the video.

7

they charge you?

8

Wholesale -- in every business, is there a wholesaler?

9

I don’t want to get anybody confused here.

10

They’re going to charge you 2 percent.

That’s retail, so write down retail.

People

wholesale food?

11

AUDIENCE:

12

STEVE:

13

From the video, what did

Yes.

Furniture?

Cars?

In every

business, there’s a wholesaler and a?

14

AUDIENCE:

15

STEVE:

Retailer.

Retailer.

So if you want to get a

16

good deal on a TV, in retail, they charge 4 to 6

17

percent.

18

because that’s the average time our students flip is

19

four to six months.

20

month.

21

that’s what?

22

months, that’s?

And the reason we put 4 to 6 percent,

So if you don’t sell the house for a year,
Twelve percent.

23

AUDIENCE:

24

STEVE:

25

So they charge you 1 percent a

If you sell it in six

Six.

Six percent.

I don’t want to get

anybody confused on the math here because this is
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1

huge.

It’ll make sense here in a second.

2

wholesale deal, meaning you take a house that needs

3

repairs, we need the money to buy it because we don’t

4

already have it sold to buyers.

5

for an hour so you can sell it over here.

6

you 2 percent on whatever money they give you.

7

it’s 100,000, they’re going to charge you two grand.

8

Everybody with me on this?

9

But on a

They put the money up
They charge
So if

On the rehabs, okay, we need the money for

10

the rehabs, they charge you 1 percent a month.

11

you get it done in three months, it’s 3 percent.

12

Everybody with me?

13

better than hard-money lenders.

14

So if

A lot better than the banks and

Now, you might have saw if you needed money

15

to buy it and fix it, they charge 10, 11 percent

16

interest.

17

off and your credit’s not very good.

18

that have good credit in here, the average rate is 7

19

percent, if you want to write that down.

20

or 11 percent.

21

see -- because if you need the money to buy it and

22

renovate it, you got to pay interest.

23

interest on borrowed money.

24
25

That is just for those of you that start
But those of you

It’s not 10

I don’t want you guys -- if you guys

You got to pay

Everybody with me?

But those of you that have good credit in
here, I want you to say, Steve, I have good credit, I
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1

pay my bills on time, I got to pay 10, 11 percent

2

interest?

3

of you that don’t have good credit, like me when I

4

started, it’s not based on your credit; it’s based on

5

the equity of the property.

6

Absolutely not.

It’s (inaudible).

Now I’ve just confused everybody.

Those

We good?

7

How many of you guys got it?

8

with me here.

9

How many of you guys in here aren’t going to raise

10

Let me -- (inaudible)

How many of you guys didn’t get it?

your hand no matter what I say?

11

Let me back up here.

On a wholesale deal,

12

it’s going to make more sense in five minutes, folks.

13

On a wholesale deal, they charge you 2 percent of

14

whatever money they loan.

15

loan it for an hour.

16

$2,000 minimum because, believe it or not, folks, you

17

go to Mobile, Alabama or you go to some other place,

18

you can buy a house for 50-, 60,000, believe it or

19

not.

20

that 2,000 (inaudible).

21

And they’re only going to

You see what I’m saying?

Everybody with me on that?

For a

But that’s where

And if you’re going to do what we do on TV,

22

buy it and fix it up, not only do they give you the

23

money to buy it, they give you the money to?

24

AUDIENCE:

25

STEVE:

Make repairs.

Renovate it.

They charge you 1
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1

percent per month.

2

put 40 -- did you guys see the video said 4 to 6

3

percent?

4

average time our students do a flip is four to six

5

months.

6

need more clarification, I’ll be in the back to give

7

clarification, but I don’t want anybody confused about

8

the money.

9

And our average -- the reason we

The reason they put that because the

And those of you that signed up here and that

Everybody with me on this?
AUDIENCE:

10

STEVE:

Yeah.

Now, did you guys see we have a

11

second pair of professional eyes looking at all your

12

deals?

13

that, because unfortunately most people lose money in

14

real estate.

15

beginner; she’s kicking butt now -- but she said,

16

Steve, I submitted my offers to Tarek and Christina’s

17

lending partners.

18

that they’re required; they turned me down.

19

them how great the property looked.

20

Did you guys see that?

I have one student -- she was a

I knew it didn’t meet the margins
I told

Do they care how great the property looks?

21

What do they care about?

22

money.

23

You’re going to want

If they’re going to make

Okay?
Now, let’s talk about wholesale.

All

24

this is going to make sense here.

Those of you that

25

have never, ever maybe bought a house and fixed it up
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1

and went through the whole process, or those of you

2

that just need some quick cash in here, I’m talking

3

about a couple weeks quick cash, I want you to do

4

wholesale.

5

Those of you that have a little experience

6

in here, and we’ve got some realtors and we’ve got

7

some people that have remodeled a house, I would jump

8

right into what we do on TV because that’s the most

9

lucrative, unless you need some quick cash, because

10

you guys understand, if you buy a house, fix it up, it

11

might be four, six, seven months before you get paid.

12

You guys with me on this?

13

get paid in a couple weeks.

14

On a wholesale deal, you

Now let me prove to my (inaudible) this is

15

perfectly legal all over the world before I go through

16

this example because you are going to be shocked when

17

you (inaudible) pay for because every single company

18

in the world that sells you something does exactly

19

what I’m getting ready to teach you, but you’re

20

probably not aware of it.

21

with Bank of America or any bank and six months later

22

you get a letter from Wells Fargo or any bank that

23

says this, your loan has been assigned or sold to this

24

bank, you need to start paying us now?

25

happened to in here?

Anybody ever got a loan

Who’s that

Yeah, everybody in the room.
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1

That’s exactly what the banks do.

The banks

2

signed us up for a loan, and they assigned or sell

3

that loan to who?

4

that’s not all who does it.

5

I want you to look at your paperwork, because, folks,

6

the more you learn, you more you earn.

7

Somebody else, another bank.

But

When you get home today,

I want you to look at your (inaudible).

8

That’s going to say Bank of America and/or assigns.

9

Look at that car you bought.

It’s going to say Toyota

10

and/or assigns.

11

Apple computer and/or assigns.

12

in the world that sells you something says (inaudible)

13

or whoever they sell the loan to or assign it.

14

Everybody with me?

15

same thing.

16

Ashley Furniture and/or assigns.
Every single company

So we’re going to do the exact

This side of the room, you guys can be my

17

sellers.

This side of the room, you guys can be my

18

buyers.

19

realtor that’s going to fix houses up, the two things

20

that we constantly need is good inventory.

21

guys agree with that?

22

90 cents on the dollar.

23

we need the money to buy and rent (inaudible).

24

guys with me on this?

25

a successful investor is you need to know how to find

As a professional investor, as a professional

Would you

Not a house that we can buy for
We need good inventory, and
You

Those are the two keys of being
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1

them and you need money to buy and rent big.

2

I’m going to give you one technique.

We did

3

bring the troubled -- I did bring the troubled bank

4

list with me today.

In the United States, it’s this

5

big (demonstrating).

How many banks do you think in

6

Virginia and West Virginia or Maryland are in trouble?

7

(Inaudible).

8

to convince them to sell us their house.

9

is about four or five hours a week, okay?

10

Folks, we are not calling sellers trying
Okay?

This

We just go look at trash buyer, trash

11

houses, and then those of you that get signed up with

12

us, we already have the buyers.

13

buyers here, folks.

14

out and find the deals.

15

how to find the deals, we’re going to give you money

16

to buy and to renovate them, and then we already have

17

the buyers.

18

second.

19

We have the cash

We just need people that will go
So not only will we teach you

It’s going to make sense here in a

Let me just go over a couple techniques that

20

are not on the MLS, okay?

Would you guys agree with

21

me, there’s tens of millions of dollars in free and

22

clear real estate in Virginia that the kids inherit

23

from their parents free and clear from probate?

24

you guys agree with that?

25

lot of these houses are outdated, they’re from the

Would

Would you guys agree with a

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Pentagon City, VA
April 11, 2018

EX 2, p. 45

Case 2:19-cv-00713-DAK-EJF Document 12-1 Filed 09/30/19 Page 47 of 135
46
1

‘70s and the ‘80s, and when I was a realtor, if you

2

were going to list your property on me, it better have

3

all the what?

4

AUDIENCE:

5

STEVE:

(Inaudible).

I tell you what, I need everybody to

6

stand up for a second.

7

up, up, up.

8

to be.

9

Up, up, up, up,

(Inaudible) repeat after me.

AUDIENCE:

10

STEVE:

11

AUDIENCE:

12

STEVE:

13

AUDIENCE:

14

STEVE:

15

(Inaudible).

I’m going

I’m going to be.

Tarek and Christina’s.
Tarek and Christina’s.

Next real estate millionaire.
Next real estate millionaire.

Now, let’s all give ourselves a

round of applause.

16

(Cheers and applause.)

17

STEVE:

All right.

Is everybody awake now?

18

All right, you guys can sit back down.

19

much.

20

Thank you very

You guys got the blood flowing a little bit?

21

Sorry.

I just worked with Tony Robbins, too, so I’m

22

all into -- Tony Robbins is.

23

positive energy.

24

Anybody (Inaudible) The Secret in here, watch the

25

movie The Secret?

Folks, it’s all about

Would you guys agree with that?

(Inaudible) I’m going to encourage
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1

you real quick, folks.

2

book The Secret or the movie The Secret.

3

most powerful law in the universe?

4

AUDIENCE:

5

STEVE:

All of you need to get the
What’s the

(Inaudible).

The law of (inaudible).

So if you

6

have negative thoughts and you send those negative

7

thoughts out into the universe, what’s going to happen

8

to you?

9

AUDIENCE:

10

STEVE:

(Inaudible).

Okay.

Let me prove my point.

Have

11

you ever had a bad experience with somebody, said,

12

man, I hope I never run into that person again or see

13

that person again, and what happens.

14

AUDIENCE:

15

STEVE:

(Inaudible).

You see them every time.

Because

16

your thought motion is telling yourself what you don’t

17

want to happen in your life, and that’s what’s being

18

attracted back to you.

19

we --

20

AUDIENCE:

21

STEVE:

We have to tell ourself what

Want.

-- want to happen in life, and those

22

of you who read the book, The Secret, you back me up

23

with this, I’m going to show how powerful your mind

24

is.

25

nice restaurant, before you leave your house, I want

The next time you take your family out to that
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1

you to start visualizing that perfect parking space by

2

the restaurant front door, where you can leave your

3

house and nine times out of ten, when we get there,

4

guess what?

5

think like what?

6

parking spot.

7

those of you that have to use the restroom here in a

8

second, here’s what you’re going to be thinking, man,

9

I hope there’s nobody in the restroom, it’s going to

10

be packed.

11

It’s going to be there, but most of us
Man, I ain’t never going to find a

And I guarantee you real quick, folks,

Okay?
Quit telling yourself what you don’t want to

12

happen.

We need to tell ourself what we do want to

13

happen.

Okay?

14

(Inaudible) get off track here.

Okay?

Folks, just real quick, people beat

15

themselves up, okay?

16

done in the past.

17

the first day of the rest of your life.

18

guys agree with that?

19

you’re worthy, you have to feel like you deserve this

20

or it’s never going to come your way.

21

It doesn’t matter what you’ve

We’ve all made mistakes.

Today is

Would you

But you have to feel like

Look at this example.

I’ll quit preaching.

22

Would you guys agree that a lot of these kids that

23

inherit these houses don’t have the money to update

24

them to today’s standards, because I was a realtor,

25

I’m going to go up there and say you need to fix this,
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1

this, this, this, and this so I can sell that for full

2

retail value.

3

kids don’t have the money?

4

that?

Would you guys agree with me a lot of

5

AUDIENCE:

6

STEVE:

Would you guys agree with

Yes.

And a lot of kids do have the money,

7

but from our experience, let’s say it needs 50,000 to

8

renovate this house, and let’s say the kids do have

9

the 50,000.

A lot of kids think this way.

Nah, I’m

10

not going to take my hard-earned 50,000 that I saved

11

up and dump it into a house I got free and clear and

12

hope I get it back.

13

doesn’t mean you’re going to get it back.

14

don’t want to manage the contractors.

15

don’t want to pay the utility bills and taxes and

16

insurance every month.

17

a year before it’s sold.

18

it as is.

19

Just because you put the money in
Maybe they

Maybe they

Maybe they don’t want to wait
They’re willing just to sell

That’s one way.
Here’s another great way.

Out-of-town

20

owners.

You guys know there are people who own

21

property here that live in Houston where I live, live

22

in Chicago, New York?

23

that owns property in any county that receive their

24

tax bill outside of that county.

25

write this down, too, in a hot market (inaudible) need

We can get a list of everybody

I also want you to
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1

time, I’m going to go to this.

2

the houses for rent, okay?

3

to make money with houses for rent.

4

All right.

I want you to get all

I’m going to show you how

(Inaudible) way behind here.

5

This side of the room has to be sellers; this side of

6

the room has to be my buyers.

7

that’s worth 500,000 ARV.

8

inherited it free and clear.

9

you.

Let’s take a house

Let’s say you kids
It’s all free money to

You either don’t have the money to fix it up or

10

maybe you have the money and say I’m going to leave my

11

money in the bank, I’m going to sell this as is, let

12

me just unload it.

13

Everybody with me?

Let’s say you’re willing to take 350,000

14

cash.

The first thing I’m going to do is sign a

15

contract to buy it for 350,000.

16

option to buy it, do I have an option to sell it?

17

Because you’re not selling the house what are you

18

selling?

19

AUDIENCE:

20

STEVE:

Now that I have an

(Inaudible).

Paperwork.

It’s going to make sense

21

here in a second.

You buy it (inaudible) you’re the

22

wealthy people in Arlington.

23

millionaires made their money in real estate.

24

know the human race will always need a roof over their

25

head, so the product’s always going to be in demand

You know nine out of ten
You
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1

for the rest of our life.

2

any more land.

3

the good deals like me, or maybe you’re just busy

4

running your own business.

5

You know they’re not making

But maybe you don’t know how to find

I bring you a $500,000 property that needs

6

just a few thousand repairs for 400.

7

good deal?

8

working here?

9

What’s the average income for two people

AUDIENCE:

10

STEVE:

(Inaudible).

101.

How much equity is in this

11

deal minus the few thousand repairs?

12

with me?

500.

Everybody

I got a contract to buy it for?

13

AUDIENCE:

14

STEVE:

15

Is that a pretty

350.

350.

I have a contract to sell it

for?

16

AUDIENCE:

17

STEVE:

400.

400.

Everybody with me.

The

18

problem with most people is they can’t write a check

19

for 350 for an hour so they can turn around and sell

20

it here for 400 and get that profit.

21

agree with that?

22

lending partners come in.

23

a wholesale deal, what do they charge you?

24

percent.

25

We’re selling the house as is.

Would you guys

That’s where Tarek and Christina’s
If you go to your notes, on
Two

And there’s no realtor commission on this.
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1

Folks, those of you -- it’s going to make

2

sense here in a second.

3

thing.

4

find all the properties, and all you do is punch in

5

the zip code and it gives you all the cash buyers

6

here.

7

ain’t got the buyer because all you’re doing is paying

8

bills every month.

9

Hello?

10

This is the most powerful

This is proprietary, property finder.

These

It doesn’t do any good to get a house if you

Are you guys with me on this?

So on a wholesale deal, we’re selling it as

11

is, where do you have the cash buyers?

12

commission.

13

definitely list it with a realtor at full value.

14

what is 2 percent of 350?

15

$350,000 regardless of your credit, background

16

(inaudible) check because they could care less because

17

we already have it sold for 400.

18

is 7 grand, 7,000, okay.

19

closing costs, too, isn’t there?

20

get the seller to pay the title and insurance, but

21

let’s just say there’s 3,000 in closing costs.

22

They’ll go through all the legal-schmegal stuff in the

23

three days, okay?

24
25

So there’s no

But when we buy them and fix them up, we
So

They’re going to give you

Two percent of 350

And there’s going to be
I’m going to try to

I’m limited on time here.

So let’s just say

3,000, so we’re going to take off ten.

So the
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1

difference between these two is 50, right?

2

They’re going to take the 7; we’ll say there’s 3,000

3

closing cost, just to make it easier.

4

and you just made how much?

5

AUDIENCE:

6

STEVE:

7

fix the house up?

8

credit?

9

Two of you?

350, 450.

Take out ten,

40.

A $40,000 check up-front.
Use any of your money?

Is it on your credit report?

Did you

And your

Are you happy?

Are they happy?

10

AUDIENCE:

11

STEVE:

Yes.

The lending partners put the money

12

up for an hour and made 7 grand like that, times

13

thousands of transactions in Canada, the United

14

States, and the Caribbean.

15

the deals all over the place.

16

them.

17

They take out a little sliver for putting the money

18

up.

They fund them.

Folks, we can’t find all
We need you to find

You make a 100 percent profit.

It’s all about volume.

19

Now, we already have the buyers, but those

20

of you that are skeptical in here that say, well,

21

Steve, what happens if I sign a contract for 350 here

22

and I can’t find this buyer over here?

23

happen.

24

here, okay?

25

words, you’re saying, Steve, I got $2 in the bank; my

That won’t

Let’s just say you can’t find a buyer over
Everybody with me on that?

In other
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1

credit score is a 3.

I can’t get a reaction out of

2

you.

3

works.

4

let’s say we can’t find this buyer over here -- sorry.

5

We’re stuck with the property, right?

I’m going to (inaudible).

6

I know (inaudible)

You’re stuck with the property, right?

And

How do you legally back out of a real estate

7

contract all over the world?

8

Subject to?

9

Folks, all real estate contracts are unilateral, which

10

means the seller has to sell, but the buyer has a what

11

to buy?

12

Inspection.

Subject to financing.

Subject to appraisal.

Yeah, somebody said it.

An option to buy.

Everybody with me on this?

Don’t -- this is

13

not complicated.

14

$5,000 truck as is and selling it for 10.

15

nothing more than buying antique furniture for 5 and

16

selling it for 20.

17

every business, there’s a wholesale and a retail.

18

We’re just taking a house that needs repairs.

19

not going to fix it up.

20

an investor and a landlord.

21

more money than you, but they have more what?

22

time, might not get paid for eight months.

23

your check for how much?

24

This works.

25

This is nothing more than buying a
This is

Do not make this complicated.

In

You’re

You’re going to pass it on to
They’re going to make

Forty?

Risk,

You got

You do and I do.

Now, can you do this with a car?
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1

AUDIENCE:

2

STEVE:

3

Yes.

Anything.

truck guy?

4

AUDIENCE:

5

STEVE:

A car guy.

Car?

Let’s say Kerry’s got an older

6

Mercedes.

7

Kerry got himself in a bind.

8

right away.

9

Mercedes?

10

Let’s say it’s worth $10,000, and let’s say

Now that I have an option to buy the

Mercedes, do I have an option to sell it?
AUDIENCE:

12

STEVE:

Yes.

I’m not selling the Mercedes.

What

am I selling?

14

AUDIENCE:

15

STEVE:

16

He needs 5,000 cash

Can I sign a contract to buy Kerry’s

11

13

Are you a car guy or a

craigslist.

The contract.

The contract.

Is that still alive?

17

(Laughter.)

18

STEVE:

Put it out on
(Inaudible).

Put an ad on craigslist that says

19

owner motivated, Mercedes worth 10, asking 7.

20

just made 2,000 on a car you don’t even own by selling

21

your?

22

home today, after you sign up with Tarek and

23

Christina’s team, look at anything you’ve ever bought

24

and it’s got the company name and/or assigned, and/or

25

affiliates, and/or this, and/or that.

Option.

You

Folks, just go look -- when you get

You guys with
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1

me on this?

2

Now, who wants to think big like me?
We never even left Houston.

Watch

3

this.

We never even left

4

Houston.

5

-- I love it in that area.

6

million, and it’s (inaudible) 24,000 a month.

7

owner’s 72 years old and he’s got health problems.

8

We’re not taking advantage of him.

9

40 years.

10

last week.

11

Now that you have an option to buy the mobile home

12

park in Atlanta, you have an option to sell it?

Mobile home park outside of Atlanta, Georgia
They’re priced at 1.3

He made a killing on it.

The

He’s owned it for
He needs 800,000

Signed the contract to buy it for 800,000.

13

AUDIENCE:

14

STEVE:

15

are you selling?

Yep.

You’re not selling the park; what

16

AUDIENCE:

17

STEVE:

Option.

Option.

Call up the buyers.

What

18

do you have for buyers?

We’re going to talk about

19

that here in about two seconds.

20

got a mobile home park outside Atlanta.

21

appraisal in hand for 1.3. million.

22

cash flow of 24,000 a month.

23

What do you think the wealthy people are going to do?

24

It’s worth 1.3 million.

25

over it.

Hi, this is Steve, I
I have an

It’s currently

I just want 875 for it.

They’re going to jump all

You just made 75,000 on a mobile home park
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1

you don’t even own.

2

You’re stuck, aren’t you?

3

AUDIENCE:

4

STEVE:

5

AUDIENCE:

6

STEVE:

What happens if you can’t sell?

Nope.

How do you get out?
72.

That’s going to be the quickest for

7

all of you to make money in here.

We’re going to show

8

you how to get a great deal that needs repairs and

9

pass it on to somebody else.

It just gets them --

10

don’t you guys just want to check up front first?

11

Hello?

12

AUDIENCE:

13

STEVE:

14

Yes.

Because you guys aren’t going to

believe a damn thing I say until when?

15

AUDIENCE:

16

STEVE:

(Inaudible).

Until you see the bank account

17

(inaudible).

18

until my very first deal I made 7 grand, and I

19

remember looking at that check saying, is this legal?

20

That’s what I thought, too.

21

believe I made $7,000 (inaudible).

22
23

I didn’t believe anything my mentor said

I mean, I couldn’t

All right, now let’s go through retail.
What did we just talk about?

24

AUDIENCE:

25

STEVE:

Wholesale.

Wholesale, thank you.

Is it Ian?

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Pentagon City, VA
April 11, 2018

EX 2, p. 57

Case 2:19-cv-00713-DAK-EJF Document 12-1 Filed 09/30/19 Page 59 of 135
58
1

AUDIENCE:

2

STEVE:

(Inaudible).

(Inaudible).
Anya?

Oh, I like that.

3

that a family name?

Okay.

4

retailing.

5

expect as a professional investor is how much?

6

I tell you?

7

fix it up, we’re going to list it with Kerry, a

8

professional realtor -- you still charging half a

9

percent?

Is

Let’s talk about

Now, the average profit margin that we
What’d

When we retail a house, I mean buy it,

10

AUDIENCE:

11

STEVE:

No (inaudible).

Average profit margin is 20 percent,

12

folks.

Now (inaudible) in L.A. and Orange County

13

where the average sales price is a million, but they

14

get 10 percent, it’d be a $100,000 check.

15

okay, too?

16

you to make at least 20 percent.

17

Hello?

Is that

But (inaudible) 4, 5, 600, I want

Number one, everybody does real estate

18

backwards.

Everybody buys the house; they start

19

renovating and hope they can find number one.

20

foolish.

21

you’re remodeling a house, what is it costing you

22

every month?

We already have number one.

23

AUDIENCE:

24

STEVE:

25

AUDIENCE:

That is

Folks, when

(Inaudible).

Time?

What type of money?

Utilities.
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1

STEVE:

2

AUDIENCE:

3

STEVE:

4

AUDIENCE:

5

STEVE:

6

Utilities?
Interest.

Interest.
Mortgage and --

Taxes, insurance, hiccup money.

What’s hiccup money?

7

AUDIENCE:

8

STEVE:

9

There we go, utilities.

(Inaudible).

And it always does.

Folks, what

most people do is buy a house, they start -- paying

10

utilities, taxes, the insurance, all up-front, that’s

11

foolish.

12

costs 1,000 a month?

13

bucks right there.

14

What if it’s on the market a year and it
You just (inaudible) 12,000

We already have number one, folks.

This is

15

the most powerful thing -- and Tarek and Christina,

16

and I’ve worked for a lot of companies, no one has

17

been as involved as they are.

18

just with us in Ontario; I’m going to be with them

19

next week in Westlake Village in L.A. area.

20

folks, all you do, you’re going to get this here when

21

you sign up, okay?

22

buyers and the property today.

23

if you don’t have the cash buyers.

24
25

Like I said, they were

But,

And you can start pulling up the
It doesn’t do any good

Now, those of you that are not going to
join our team here today -- I don’t know why you
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1

wouldn’t -- we -- you need to build up 20 to 25 cash

2

buyers first.

3

joining the team, you need to build up the cash buyers

4

first.

5

we already have the buyers.

Okay, so those of you that aren’t

6

Those of you guys joining the team as a bonus,

All right, number two, how to find the right

7

deals.

Folks, we get a lot of our deals from probate,

8

out-of-town owners.

9

condemned houses.

We get the evictions, the
I have the troubled bank list with

10

me.

Folks, let’s not make this complicated.

11

go to a three-day training, get trained, and just go

12

look at trashed, vacant houses and figure out the

13

repairs?

14

AUDIENCE:

15

STEVE:

16

AUDIENCE:

17

STEVE:

Can you

(Inaudible).

Hello?
Yes.

That’s what we need you to do.

18

Let’s not make this complicated.

19

troubled bank list, and where a lot of people make the

20

mistake is Bank of America and Chase, Wells Fargo are

21

not discounting their properties like they used to.

22

They all got bailed out with stimulus money, didn’t

23

they?

24

AUDIENCE:

25

STEVE:

I brought the

Mm-hmm.

I’m still making my stimulus check.
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1

You guys got your stimulus check yet?

It must have

2

got lost in the mail.

3

and then Tarek and Christina’s team is going to teach

4

you.

5

bank, and we know when the bank’s month-end and

6

quarter-end is, because you guys know, when a bank

7

takes back a property it’s a liability.

8

guys know this.

We deal with the smaller banks,

We know where the board of directors is at the

9

I hope you

It’s not an asset.

Just look at the thousands of banks,

10

Countrywide, all the banks that went under in 2007 and

11

2008, because banks have credit scores just like us.

12

And if they have a bad credit score, they have to shut

13

down.

14

before the board of directors meeting.

15

do that?

16

directors looking at what?

17

their books, okay?

18

So what we do is we go in and make the offers
Why would you

Because they don’t want the board of
All the liabilities on

Number three, most professional investors

19

only know how to make one offer, and your realtor is

20

probably (inaudible).

Where are my realtors at again?

21

A couple of realtors.

You get all the low-ball

22

offers, don’t you?

23

offers, and I know you’re supposed to present all

24

offers by (inaudible) right to the trash can.

25

Hello?

When I got one of those

Watch this, folks.

I’ll just use $100,000
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1

because it’s an easy number.

2

port-a-potty for 100,000.

3

100,000 and it needs a few thousand in repairs, a

4

professional investor like Tarek and Christina or like

5

myself is going to come in at 60,000 or lower.

6

guys with me on this?

7

I know you can’t buy a

If the house is worth

You

When you pay cash for something, you got to

8

get a good deal.

So let’s say this again.

As a

9

professional investor, if the house is worth 100,000

10

and needs a few thousand in repairs, we’re going to

11

come in at 60,000 or lower.

12

that’s all they know how to make an offer.

13

all the people that owe 65, 70, 75, 80, 85, 90, 110 on

14

the property?

15

people don’t know how too make multiple offers.

16

make seven offers on every house.

17

many deals.

18

That’s how most people --

What about all those people?

What about

Most
We

That’s how we do so

I’ll give you five offers right now.

Would you guys agree with me if you knew how

19

to make four or five offers on every house that would

20

separate you from all the competition with investors

21

just making low-ball offers?

22

with that?

23

because you cannot make a cash offer for every

24

property, folks.

25

their house free and clear.

Absolutely.

Would you guys agree

So let’s write down five,

Only 30 percent of homeowners own
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1
2

Number one, cash.

Does it have to be your

cash?

3

AUDIENCE:

4

STEVE:

No.

Nope.

Those of you guys signing up,

5

all your bills are funded for you.

We just need you

6

to find one.

7

option to buy, just like 80 percent of the cars are

8

sold today?

9

world are sold just like this.

Number two, could you lease it with an

Folks, 80 percent of the cars in the
You make a down

10

payment, you make a monthly payment over three years

11

to pay the car or do what with it?

12

Give it back.

Here’s how I got my start in commercial

13

property.

I still got a license.

14

property listed -- a commercial property, because I

15

quickly realized ten doors are better than one.

16

was a property listed with RE/MAX for 1.3 million.

17

said for sale or for?

18

AUDIENCE:

19

STEVE:

There was a

There
It

Lease.

Lease.

Anytime it says for sale or

20

lease, they might be open to, so I leased that

21

commercial building with an option to buy.

22

believe it or not, 20 percent of the airplanes are

23

sold leased with an option to buy.

24

cash, lease option.

25

if there’s a loan on there, you got to go the Dodd-

And

All right?

Could you owner-finance it?

So
Even
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1

Frank Act.

2

Folks, did you guys know you could pay the

3

owner every month?

4

pay the owner every single month, okay?

5

in here have never amortized a loan?

6

I’m going to ask you guys questions.

7

Did you guys know that?

You can

How many guys

Just one of you.

How many of you guys have amortized a loan?

8

I don’t want you to do it right now.

9

how much the banks make, don’t you?

You guys know
You go to -- I

10

don’t want you to do it right now, but when you go

11

home, I want you to Google amortization schedule and

12

punch in $500,000 loan at 6 percent interest for 30

13

years.

14

About 20 million?

What are you going to pay the bank back?
Something like that?

15

AUDIENCE:

16

STEVE:

(Inaudible).

Folks, you get a $500,000 --

17

depending on your interest rate, you’re going to pay

18

at least double.

19

Watch this.

20

pay them over 30 years; they’re going to make 500,000

21

off of each and every one of you over 30 years.

22

I figured that out, I said I want to be the bank.

23

Sometimes it’s three times more.

You go to the bank and get 500,000; you

So cash, lease option, owner-financed.

When

If

24

they didn’t take that offer, and I was a realtor, I

25

just listed the property for sale, or you could do an
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1

exchange.

Would you guys agree if you know how to

2

make four or five offers on all Loudoun County,

3

Alexandria, Fairfax County that you’re going to

4

separate yourself from all the competition out there?

5

Would you guys agree with that?

6

AUDIENCE:

7

STEVE:

8

And we’re going to talk a little bit about

9

(inaudible).

Yes.

Absolutely.

Okay?

Number four, most people make this

10

mistake.

Folks, number one, we have to look at the

11

foundation, and foundation is the key to everything,

12

because if you have cracks in the sheetrock like that,

13

is that good?

What does that tell you?

14

AUDIENCE:

15

STEVE:

16

The foundation.

Yeah, foundation, very good.

Is it

Brian?

17

AUDIENCE:

18

STEVE:

Brian.

Yeah, what a lot of investors do is

19

they hide it in the corner, though, so you don’t know

20

what you’re looking for.

21

the doors and windows, because if you have cracks

22

coming down like that, that’s not good.

23

of -- what type of foundations are there?

24
25

Slab.

So be very careful around

Concrete slab.

that are on blocks and beams.

And what type
Anybody?

Then you got houses

And on the East Coast,
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1

there’s a lot of basements, because obviously, folks,

2

if the house is on blocks and beams or a raised

3

foundation, all you got to do is pick it up, replace

4

everything, and set it back down.

5

cracked slab, what do you got to do?

You got to take

6

a jet cam and go down into the slab.

It could cost

7

5,000; it could cost 50,000.

8
9
10

(inaudible) houses, the second thing you better look
at is what?
AUDIENCE:

12

STEVE:

The roof.

The roof.

And the third thing?

The

mistake I made?

14

AUDIENCE:

15

STEVE:

16

You guys with me?

So if they’re going to teach you how to

11

13

But if it’s got a

Plumbing.

Electrical.

Electrical, Janice.

What else?

What else?

17

AUDIENCE:

18

STEVE:

(Inaudible).

Central heat and air.

And on the

19

East Coast, we have boilers.

And if it’s the country,

20

you better look at?

We got to look at all

21

those systems.

22

step how to make that -- that house pop, okay?

23

Septic.

So they’re going to teach you step by

We already talked about those of you that

24

are not signing up, you have to put down 20 percent,

25

minimum.

And once you get eight, ten loans on your
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1

credit report, the bank’s going to cut you off.

2

on commercial property, it’s 30, 35.

3

that are joining our program, the funding is available

4

for the rest of your life.

5

for whatever reason, you got to put -- and, folks, you

6

cannot do this business cheaper than we can teach you,

7

because the cost is less than $2,000.

8
9

And

So those of you

Those of you that are not,

Unbelievable.

Folks, even if you could buy a $10,000 house
here, which you can’t, you go to Bank of America, you

10

got to put $2,000 down, 20 percent.

11

me on this?

12

what we can teach it.

13

Are you guys with

You cannot do this business cheaper than

An exit strategy, close, and then sell

14

(inaudible).

Now, watch this.

15

guys have seen these people on TV, Chi-Town Flip.

16

They came to a free seminar like this and they jumped

17

up and took what?

18

AUDIENCE:

19

STEVE:

20

what do you get?

I don’t know if you

Action.

Action.

So if you do nothing today,

21

AUDIENCE:

Nothing.

22

STEVE:

23

joined the team.

24

500,000.

25

house, what it looked like there.

Absolutely nothing, okay?

They

Bryan and Maira, they’ve done over

They’re from the Chicago area.

Look at this

(Inaudible) anybody
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1

seen Chi-Town Flip on HGTV?

2

get into real estate, I mean, the sky is the limit on

3

what you can do as far as you can be a speaker, you

4

can get -- have your own TV show.

5

unbelievable opportunity, and that’s what they did.

6

Folks, the -- when you

I mean, it’s

Look at all these testimonials we have, just

7

regular people.

Susan, she was just trying to take

8

care of her kids, a divorced mom, three kids.

9

received funding from the funding team.

I

They helped

10

me (inaudible) really great to work with (inaudible)

11

made a $50,000 profit.

12

Christine, 60; Sharon, 38, 61-4.

I pulled

13

one from Virginia that I knew for sure.

14

definitely up here, 65,000, in Richmond or something.

15

It’s

I’m on to my next project, which is a new

16

build.

17

and the training I received allowed me to follow my

18

dream, $35,000 profit.

19

And we were under way.

I was born to do this,

Frank here, didn’t know anything about real

20

estate.

He was struggling with his business.

The

21

formula they have here is a blueprint about how to do

22

the deals (inaudible) from beginning to the end.

23

encouraging to know I can take (inaudible) be able to

24

make this work.

25

owner.

It’s

Before real estate, I was a business

We have any business owners in here?
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1

Okay.

How many of you guys believe in

2

multiple streams of income, because how many of you

3

guys have multiple streams of bills?

4

streams of bills, you need multiple streams of income.

5

One of the first things you picked up for 235, watch

6

this.

7

the 235.

8

put the 100,000 and listed it with a care realtor here

9

for 490, professional realtor, mad a net profit of 131

10
11

You got multiple

Tarek and Christina’s lending partners put up
He put 100,000 into it, okay?

100 -- so he

on one deal.
Now, a lot of people say this guy got lucky

12

to be a millionaire in nine months.

That might be

13

true, but one thing they’re going to teach you is

14

emerging markets.

What’s emerging markets?

15

AUDIENCE:

16

STEVE:

(Inaudible).

Yep, yep.

Things are just shooting

17

up in equity.

18

estate all over the country right here on your

19

computer, don’t you?

20

nowadays, we’re going to encourage you.

21

friends and family around the country, have them

22

looking for deals for you also, because all those

23

deals will be funded.

24
25

And, folks, you know you can buy real

Hello?

With the internet
You got

He didn’t know anything about real estate.
It’s been nine months since I purchased my first
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1

property.

2

commercial ones, and 20 acres of raw land for

3

residential development.

4

and I’m bringing in $4,000 a month from my rentals.

5

Not too bad in nine months.

6

make 4,000 a month.

7

butt.

8
9

I now own five rental properties, two

My net worth is 1.2 million,

Most people don’t even

This kid right here is kicking

Billy here, five -- when he started with us
a year and a half ago -- and this is where I want most

10

of you guys to start.

11

finding junk houses and what is he doing?

12

AUDIENCE:

13

STEVE:

He’s down in Florida, he’s

(Inaudible).

Yep, just selling them as is to

14

investors and landlords.

Twenty-two-year-old kid.

15

Don’t tell me you can’t do this.

16

Jose from (inaudible) 19.

17

All right, let me tell you a little bit

18

about the three-day training.

But let’s just write

19

this down so you guys can see the value because a lot

20

of you guys in here are probably doing what I did when

21

I went to my seminar.

22

lot of you guys are thinking right now, yeah, how much

23

is it going to?

I was just, what’s the cost?

A

Hello?

24

AUDIENCE:

25

STEVE:

Cost.

Cost me.

The wealthy people say,
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1

how much is going to?

2

AUDIENCE:

3

STEVE:

Make me.

Make me.

I want -- I want you to --

4

I want to do a paradigm shift here and not focus on

5

the cost of things because let me tell you the cost of

6

doing nothing.

7

nothing.

8

is sad.

9

make more, people make less.

Let me teach you the cost of doing

This is the government’s statistics, and it
The average income, medium family, people
The average income for

10

two people working in the United States is 65,000.

11

It’s 101 here.

12

What do you think the average income is for

13

people on Social Security all year long in the United

14

States?

15

Anybody?

16

average income for people on Social Security.

17

live on 18,000 a year?

Don’t forget about the South and the Midwest.
It’s about 1,500 bucks, 18,000 a year is the

18

AUDIENCE:

19

STEVE:

(Inaudible).

I can’t live on 18,000 a month.

20

guys with me on this?

21

just raised the retirement age last year?

22

know that?

23

AUDIENCE:

24

STEVE:

25

Can you

You

Okay, do you guys know they
Do you guys

Nope.

Did you guys know that?

Did you

know it’s 107 now?
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1

(Laughter.)

2

STEVE:

3

Well, it will be.

Sixty-seven, and

it’s going up to what?

4

AUDIENCE:

5

STEVE:

Seventy.

Seventy.

Watch.

And this is sad,

6

this is why we’re out here doing something about it.

7

It’s my passion to help you people.

8

United States Government says about Americans turning

9

65.

Here’s what the

Ninety percent of all American turning 65 are

10

either dead or dead broke.

11

we’ve had some here, at least I have, okay?

12

that sad?

13

Isn’t that sad?

And let me prove my point.

I mean,
Isn’t

The senior

14

citizens working at Walmart wearing the paper hats,

15

are they there because they want to be there or

16

because they have to be there?

17

AUDIENCE:

18

STEVE:

They have to be.

They have to.

These are good

19

people, folks.

These aren’t bad people.

These are

20

hard-working people that care about other people, but

21

they believe a lie.

22

get a good job, and Social Security’s going to take

23

care of you.

Go to school, get good grades,

Who’s going to take care of you?

24

AUDIENCE:

25

STEVE:

(Inaudible).

You’re going to take care of
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1

yourselves, folks, okay?

2

much, okay, but you have to take action.

3

share a quote from Warren Buffet, one of the richest

4

people in the world, and he’s so right, and he’s going

5

to be right about some of you in here today, just

6

unfortunately.

7

stops people.

8

I believe in this program so

It’s unfortunate.

At least

It’s the start that

I want you to think about that.

Start a

9

diet, start exercise, the start of a business

10

relationship or a partnership with Tarek and

11

Christina’s going to stop you, the start of -- I got

12

to go to three-day training?

13

here is $100,000.

14

Folks, the average flip

I mean, don’t get mad at me.

If you’re not

15

willing to invest in your education and go to a three-

16

day training, maybe this isn’t for you.

17

get mad at me here.

18

And I’m sure you guys have been to New York before,

19

right?

20

were saying, I ain’t paying $60 a day to park in the

21

city.

22

then.

23

I mean, don’t

Are you guys with me on this?

We had the training in New York City.

People

I guess you don’t want to make 100,000 a flip,

I mean, don’t get mad at me here, but isn’t

24

it funny how people bitch and complain about the

25

things that they don’t have and not want to do

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Pentagon City, VA
April 11, 2018

EX 2, p. 73

Case 2:19-cv-00713-DAK-EJF Document 12-1 Filed 09/30/19 Page 75 of 135
74
1

anything about it?

And is money important?

2

AUDIENCE:

3

STEVE:

4

Of course.

Okay, what’s the number one cause of

divorce?

5

AUDIENCE:

6

STEVE:

Money.

Yeah, it cost me two of them before

7

I got started in real estate.

8

cause of stress?

9

AUDIENCE:

10

STEVE:

11

health problems?

What’s the number one

Money.

What’s the number one cause of

12

AUDIENCE:

13

STEVE:

Money.

Yeah.

Now -- and, folks, it’s not

14

about getting rich so you think you’re better

15

(inaudible) it’s about taking care of your family.

16

That’s what it’s all about, it’s about taking care of

17

your family.

18

okay?

19

And if you can do one, you can do two,

So let me tell you about this class.

Get

20

your notebook and just write this down.

21

you the regular price and then the early bird should

22

get the what?

23

AUDIENCE:

24

STEVE:

25

Let me give

(Inaudible).

The worm.

Because, folks, if you

don’t know how to spot an opportunity and jump, how
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1

are you going to be able to jump on a house?

2

had -- I had a small group in Winchester.

3

big group in Tysons Corner coming up.

4

couples back there before I even finished here

5

yesterday in Winchester.

6

because people always sign up and I just want to know.

7

I was the first one back there signing up.

8

I didn’t have the money, but I was back there

9

(inaudible) $100.

10

And I’ve

We got a

I had three

And I asked one couple,

Of course,

I asked one couple, I said, why did you and

11

your wife go back and sign up before everybody else?

12

He said, Steve, me and my wife have been trying to do

13

real estate here in Winchester.

14

about $150,000 -- it’s lot cheaper than doing this

15

here.

16

For the last two years.

17

They’ve (inaudible) auction and MLS trying to find

18

good deals.

19

We’ve been looking at

We looked at about $150,000, $200,000 property.
We finally found one.

We found a property for 150, okay, wasn’t

20

anything special.

We went down to Bank of America.

21

We’ve been loan customers for 17 years, and they told

22

us that if we wanted 150,000, we had (inaudible) much

23

money.

24

AUDIENCE:

25

STEVE:

(Inaudible).

Twenty percent, which is 30 grand.
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1

And then the wife said, Steve, if me and my husband

2

could save 15,000 a year with our savings, which we

3

can’t, it would take two years to save up 30,000.

4

don’t have the money to fix it up and pay the bills

5

every month.

6

partners are going to fund it, why (inaudible)?

7

mean, they got it.

8
9

We

If Tarek and Christina’s lending
I

Does that make sense?

So let’s just write this down, and then
those of you guys that take action in here, I’m going

10

to give you a huge bonus, because the early bird

11

should get the worm.

12

training.

So three days of professional

And the dates again are?

13

AUDIENCE:

14

STEVE:

15

AUDIENCE:

16

STEVE:

(Inaudible).

Anybody?
April --

April 20th, 21st, and 22nd.

If you

17

can’t make those dates, what are you going to do?

18

Walk out the door?

19

AUDIENCE:

20

STEVE:

Sign up for another one.

Sign up for another one.

Okay.

21

Three days of professional training, ongoing support.

22

You’re going to get a list of 100 of Tarek and

23

Christina’s trusted lending partners in the three-day

24

training that will fund all of your deals, folks.

25

It’s not based on your credit; it’s based on the
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1

equity.

2

in the class.

3

their money.

4

unless you’re preapproved.

5

preapproval letter, and you need to show that to start

6

working with the realtors.

7

You’re going to get a proof of funds letter
Folks, our realtors work very hard for
They’re not going to work with you
You’re going to get the

Okay?

You’re going to get two guarantees.

8

Everything is guaranteed in writing.

You’re going to

9

get one guarantee from our lending partners to say you

10

go out and do a deal in three months, and you can do a

11

wholesale deal as is, just selling it, if you did it

12

early, you made 40 grand, okay, give us a testimonial,

13

and you’re going to get your money back.

14

Tarek and Christina have a guarantee that states after

15

you’re professionally trained, so if you can’t join us

16

in a couple weeks, go to the next training, the three-

17

and six-month guarantees start when you are

18

professionally trained.

19

in six months, you’re going to get your money back,

20

okay?

And then

You don’t make at least 6,000

21

Let me give you the regular price.

Let’s

22

just write this down, and then they’re going to make a

23

discount.

24

it’s 6,000 a person.

25

what you’re going to learn here.

Regular price, you just called the office,
Okay.

Let me at least teach you
Financial freedom
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1

plan, this is one thing the students really, really

2

like, is early in the weekend, someone on Tarek and

3

Christina’s team is going to sit -- personally sit

4

down with you and your family and put a goal to get

5

you out of debt, put a game plan to get you out of

6

debt, because debt messes with your mind.

7

Now, you’re going to take a big bag of Tarek

8

and Christina’s information home with you, okay?

We

9

want you to watch the DVD first.

10

up, I know this area very well.

11

see me.

12

deal done here right away because I’m going to need

13

you out driving around.

14

do this real quick.

15

Okay?

Those of you signing
I want you to come

16

I’m going to show you how to get your first

I’m going to show you how to

Are you guys with me on this?

We need you to bring in your -- two or three

17

of your goals because they’re going to sit down and

18

put a plan to get you out of debt, because even

19

mortgage debt messes with people’s mind.

20

the free-market, non-MLS properties.

21

say there’s no deals on MLS because I know I got some

22

good realtors in here, but the majority of people who

23

are on the MLS and the auction, and you got to do the

24

opposite.

25

Where to buy

I’m not going to

Investment funding, regardless of your
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1

credit and your financial situation -- I don’t care if

2

you’re bankrupt -- it has nothing to do with you; it

3

has everything to do with the equity in the property.

4

And then they’re going to teach you, because

5

we’re going to encourage you to get rental property,

6

too, because you can make a lot of money flipping

7

houses (inaudible).

8

and again and again.

What?

And you got to do it again

Okay?

9

Profit from foreclosures, folks, this is --

10

it might sound like a lot (inaudible) and I’m talking

11

100 miles an hour, because I’m trying to cram all this

12

information in.

13

going to teach you everything they can because when

14

you make money, who else makes money?

In the three-day training, they’re

15

AUDIENCE:

16

STEVE:

(Inaudible).

But I already have the troubled bank

17

list.

They’re going to cover that with you in class.

18

We just need someone -- how many of you guys agree

19

most Americans are lazy?

20

go look at the houses and make a list of repairs.

21

you do that?

We just need people who will
Can

Hello?

22

AUDIENCE:

23

STEVE:

Yes.

Distressed lenders and sellers, flip

24

(inaudible) fix up, okay, wholesale, finding your

25

local deals.

What are REOs?
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1

AUDIENCE:

2

STEVE:

Real estate only.

Real estate only.

Here’s another

3

thing.

I didn’t have time to get into this, folks,

4

but leased options, I want you to get all the property

5

for rent.

6

here.

7

your money away in rent.

8

here?

9

grand a month, at least, right?

At least two grand a

10

month here, for a decent place.

You pay 2,000 a month

11

times 12 months, you just gave me 24,000 a year.

12

live in my house ten years, you just paid me $240,000.

13

Thank you very much.

I want to help -- there’s two of you in

I want to help those of you that are throwing
What’s the average rent up

$10,000 a month, something like that?

14

Two

You

Those of you that just want to own your

15

home, I want you to get all the houses for rent.

16

of them, condos, all of them.

17

you get confused here, just remember the cars.

18

you lease that house with an option to buy?

19

you have an option to buy the house, do you have an

20

option to sell it?

21

All

Could you -- anytime
Could

Now that

Folks, you can pay the owner every month.

22

Now, you’re not going to get it here in an hour, but

23

they’re going to teach you how to own your own

24

property.

25

here, could you do this?

And those of you that are landlords in
Could you lease a house with
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1

an option to buy, stick a tenant in there, the tenant

2

pays you, you pay the owner, and you make money on a

3

house you don’t even own.

4

You could do that.

You could lease it with an option to buy it

5

here, put this out on craigslist.

No banks, no credit

6

check, low down, low monthly payment, own your own

7

home without going to the bank.

8

it that?

9

the owner.

Anybody want to call

Phone’s going to blow up.

I get paid the down payment, monthly

10

payment, and back-end sales price.

11

three times.

12

You pay me; I pay

I can get paid

That’s not going to make sense here in two

13

seconds, okay?

14

for.

15

want to own your own home.

16

you can give the owner exactly what they want, 500, as

17

long as you pick the terms.

18

That’s what the three-day training is

You can also owner-finance it, those of you that
If the house is worth 500,

You guys with me on this?

The house is 500,000, and you’re just going

19

to pay the owner and you’re living there?

What

20

matters to you is getting in with little to no money

21

down and low payments.

22

about all that, but this is a lot more than just fix

23

and flip or just sell as is.

24

nice houses that have no equity, and everybody’s

25

offering 60 cents on (inaudible) we can take all the

Now, I don’t have time to talk

You can work with the
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1

properties that are leveraged at 70 percent or higher

2

and do all lease options and owner finance.

3

The marketing, they’re going to teach you

4

the marketing.

We’re not licking -- you’re not going

5

to be sitting at home licking stamps and postcards.

6

What?

7

out-of-town owners, the evictions, the probate, the

8

condemned houses, the pre-foreclosure, divorces,

9

vacant, for rent, so on and so forth.

Here’s what we do, we get a list of all the

We get somebody

10

like Vistaprint to mail the cards for you.

11

not “I buy house -- I buy houses quick.”

12

guys seen these yellow signs?

13

afford a sign; he’s going to buy my house?

14

And it’s
Have you

This guy can’t even

Tarek and Christina, okay, their team is

15

going to teach you to market, and your phone is going

16

to blow up.

17

phone calls.

18

You can’t be taking the phone calls.

19

What are VAs?

And I don’t even want you taking the
A lot of you guys are working very hard.

20

AUDIENCE:

21

STEVE:

We hire VAs.

Virtual assistants.

Yep, very -- yeah, Brian, very good.

22

Virtual assistants.

They take all the phone calls for

23

you.

24

financing, lease option, or if you’re a realtor,

25

listing or exchanging.

They find out if they’re open to cash, owner

If they are, those leads are
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1

sent to you and you get to go look at houses.

2

where you need to spend your time, looking at houses.

3

All right.

That’s

Now, before I do this, I want to

4

give those of you -- because I can’t do this for

5

everybody.

6

opportunity and they can what, jump.

7

you’re driving down the street and you see a house

8

worth 500 and the owner will take 350, what do you do?

9

You put it under contract right there, as long as you

We want people that can spot an
Because when

10

can legally back out?

11

now what if this were (inaudible).

12

later.

13

bought the house, picked up my check and spent it and

14

you’re still thinking about it.

15

got to jump.

16

Or do you go home in paralysis,
Go back a month

What if you go back a month later?

I already

You got to jump.

You

All right.

Real quick.

If I had -- just write this

17

down.

Those of you that are (inaudible) what did I

18

tell you the market price was?

19

AUDIENCE:

20

STEVE:

Six grand.

$6,000 a person.

They’re going to

21

discount that 4,000.

So write down $1,997.

And

22

that’s going to be for two of you, not just one of

23

you.

24

In fact, I’ll go through all the details here at the

25

very end, the guarantees and everything, but let me

And your partner’s getting all kinds of bonuses.
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1

just tell you what it is because I want to see who can

2

jump, okay?

3

I had someone sitting where Jalen is way

4

back when, and they just stood up and said, I don’t

5

care if my neighbors (inaudible) they don’t pay my

6

bills.

7

the back here to see who joins Tarek and Christina’s

8

team.

9

pay your bills?

A lot of you guys are going to be looking in

Let me ask you a question.

Does your neighbors

Your neighbors pay your bills?

10

Here’s what your neighbor’s doing.

11

grand, I spend two grand on a suit.

12

put 50,000 in my pocket when he was that cocky.

13

just had to figure out what the guy did for a living.

14

(Inaudible) two
It sure didn’t
I

So when I was done speaking, I went back

15

there to the back.

16

living?

17

said, how can we help you out?

18

sitting right here where Janice is.

19

the way.

20

the whole damn time.

21

I said, sir, what do you do for a

He said, Steve, I own 560 apartment units.

She wasn’t.

I

And I had a lady
You did great, by

She was rolling her eyes at me

Right when he said that, he ran -- she ran

22

straight to the back and said, sir, are you telling me

23

you own 560 apartment units?

24

lottery?

25

to accumulate these properties.

What’d you do, win the

And he said, no, ma’am, I worked very hard
And she just had a
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1

little sassy attitude, well, if you’re so successful,

2

why do you need Tarek and Christina’s training?

3

loved his response.

4

this way.

5

go to Tarek and Christina’s training and they teach me

6

how to do things what?
AUDIENCE:

8

STEVE:

9

And most wealthy people think

He said, ma’am, I’m not proud.

7

And I

If I could

Better.

Better, faster, more efficient, I

could use their money, why wouldn’t I go?

So let me

10

ask you a question.

11

apartment units and is still willing to invest in

12

their education, should you?

13

folks.

14

Somebody that already owns 560

Should you?

Absolutely,

In fact, I had a lady yesterday sitting

15

right here in Winchester, and they just stood up and

16

said, wait a minute, Steve, let me see if I get this

17

right.

18

professionally trained and I give you a testimonial

19

and I get my money back?

20

6,000 in six months, I get my money back?

21

And that’s in writing?

22

Christina’s lending partners are going to loan me

23

money, after everything I’ve been through in my life

24

the last five years?

25

who wouldn’t do this?

I do a deal in three months after I’m

Yes, ma’am.

Yes, ma’am.

I don’t make
Yes, ma’am.

And Tarek and

She said this is a no-brainer,
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1

And she just jumped up when I was speaking,

2

came back here, grabbed one of these forms, and I’m

3

going to do something special here.

4

front with you from the start.

5

call the office, it’s $6,000 a person, you get the

6

property finder (inaudible) buyers, no monthly fees or

7

anything like that, three days of training from

8

$5,000.

9

I was totally up-

I told you you just

We discounted that to 1,997.
But here’s what Tarek and Christina are

10

going to do.

11

second person for free.

12

here with you and want to split that cost, you can do

13

that.

14

Corner, I need to know if you’re bringing somebody

15

with you or splitting the cost, because if you don’t

16

want the $2,000 seat, I’ll give it to somebody else.

17

So if you know you’re going to bring somebody, you

18

just put your name right here, you put your partner’s

19

name right here.

20

They’re going to allow you to bring a
So if you brought somebody

I’m meeting a lot of people in Leesburg, Tysons

I had a lady yesterday didn’t know who she

21

was bringing, and you can just put TBD, to be

22

determined, because not only has Christina and Tarek

23

authorized me to give you a seat for free, but your

24

partner has access to the money, too.

25

So not only can you get the money, but your
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1

partner gets the money.

2

guys to have two deals going at one time, and that’s

3

not all.

I’m going to go through this here in a

4

second.

I just wanted to give those of you a head

5

start who want to get started.

6

into all the Tony Robbins NLP stuff, but what you

7

(inaudible) makes a huge difference, not if you or

8

your partner do a deal in three months, but?

9

AUDIENCE:

10

STEVE:

I’m going to encourage you

I’m not going to get

When.

Very good, when.

You or your

11

partner do a deal in three months, give us a

12

testimonial, you’re going to get your money back.

13

you or your partner don’t make 6,000 in six months,

14

you’re going to get your money back.

15

benefit us?

16

How does it benefit us?

17

pay for this room today, I’ll tell you that right now.

18

If

How does this

This will change your life, obviously.
Your two grand didn’t even

How does this benefit us?

They get 4 to 6

You guys with me on this?

They made money,

19

percent.

20

too.

21

action, you’re going to get this property and find it

22

right here.

23

you punch this in right away, you start finding all

24

the properties and all the cash buyers by zip code we

25

pull up for you.

And those of you who know how to jump and take

We got the code for you right here.

When
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1

So I’m opening enrollment right now.

I’m

2

going to be done in about five minutes, so you -- if

3

it makes sense in your heart, if it makes sense in

4

your head to meet your short and long-term goals, go

5

back and sign up.

6

just go back and you get a two-for-one special.

7

And I can’t do this for everybody, so if you want

8

something, go get it.

9

Here’s Tarek and Christina’s team,
Okay?

Okay?

Now I’ll go through into detail what this is

10

all about.

The three-day training, access to funding

11

forever, step-by-step system, the DVDs.

12

$6,000 a person.

13

be for two of you.

14

mentioned to you.

15

months, and that starts after you’re professionally

16

trained.

17

back.

I told you

They discount that, 1,997.

That’ll

And here are the guarantees that I
Do a deal in the first three

Give us a testimonial, you get your money

18

I also have a six-month guarantee, after you

19

apply the strategy learned in your three-day training,

20

if you do not earn 6,000 or more, you’re going to get

21

your money back.

22

Okay?

(Inaudible).

Folks, if all this program did for you and

23

your family is you went out there, you found a junk

24

house, you got on the computer with our information

25

and you found a buyer, and you flipped it, and you
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1

made 40,000 like you did earlier in the next three

2

months, would it be worth it to invest in your

3

education?

4

AUDIENCE:

5

STEVE:

6

AUDIENCE:

7

STEVE:

Yes.

One of you said yes?
Yeah.

If all this program did was help you

8

guys own your own home, those of you that are throwing

9

your money away in rent, own your own home through a

10

lease option or an owner finance, would it be worth

11

you investing in your education?

12

Absolutely.

And then those of you that just want to get

13

properties at 50, 100,000 in sweat equity in them, you

14

got to put sweat equity, ones that need repairs, okay,

15

would it be worth you investing in your education?

16

Absolutely, okay.

17

Now, we’re going to take a ten-minute break.

18

Do not leave, okay?

19

for Tarek and Christina’s program, they guarantee you

20

in writing you’re going to make money.

21

to be able to take that money now and get at least an

22

18 percent return on it?

23

can keep the .009 the CDs are paying here, okay?

24
25

Those of you that are signing up

Would you like

All right, the rest of you

So those of you, stick around, and we’ve got
some bonuses.

But real quick, how many of you guys
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1

are excited about this?

2

How many of you still a little scared?

3

to death.

4

something like you’ve never had, you’ll have to do

5

something you’ve never done.

6

it, folks.

7

Are you excited about it?

Most people are scared.

I was scared

Folks, if you want

But you have to embrace

So I’m going to get everybody to stand up

8

real quick, okay?

I’m going to encourage all of you

9

to follow me in the back.

And if you’ve got issues

10

with dates, money, or just questions, I’ll be back

11

(inaudible) aren’t listening to you.

12

came out here (inaudible) walk out the door, nothing’s

13

going to change in your life.

14

with that?

15

All right.

But all you guys

Would you guys agree

Let me get everybody in the

16

back.

17

talk to us, if you’ve got issues with dates or money

18

or any real estate questions for me, you got to follow

19

me (inaudible).

20
21

If you’re generally interested, come back and

All right, just come on back here.
(inaudible).

22

You guys, come on back.

(Inaudible).

23

Thanks, Steve, for flying all the way up

24

here from Houston and giving me this opportunity on

25

Christina’s team (inaudible).

Whoo-hoo, yeah!
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1

(Mingling and background conversations.)

2

UNIDENTIFIED REPRESENTATIVE:

(Inaudible) so

3

that means that somebody has the ability to go ahead

4

and take advantage of what Steve just described, sign

5

up, and then over the next 12 months (inaudible)

6

scheduled (inaudible) next six weeks schedule.

7

good news is is you’ll see us through -- through here

8

(inaudible) in the Maryland area, but in this area,

9

Virginia/Maryland (inaudible).

So the

Does that concern you?

10

FEMALE CONSUMER:

11

(Mingling and background conversations.)

12

UNIDENTIFIED REPRESENTATIVE:

13

Yeah.

How would you

know (inaudible).

14

FEMALE CONSUMER:

Yeah.

15

UNIDENTIFIED REPRESENTATIVE:

(Inaudible)

16

here’s -- here’s the thing.

This area (inaudible)

17

we’re here (inaudible) coming back to these areas

18

(inaudible) easily find (inaudible).

19

(Mingling and background conversations.)

20

UNIDENTIFIED REPRESENTATIVE:

21

correct.

22

Marriott.

That’s

Yeah, you’re talking the 21st (inaudible)

23

(Mingling and background conversations.)

24

UNIDENTIFIED REPRESENTATIVE:

25

FEMALE CONSUMER:

Question?

Yeah, so we’re interested
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1

in going to one of the programs, but we don’t know if

2

we can necessarily make it on the weekend that they

3

said for Dulles.

4
5

UNIDENTIFIED REPRESENTATIVE:
the two grand?

6

FEMALE CONSUMER:

7

UNIDENTIFIED REPRESENTATIVE:

8

Do you have

We could.
You could come

up with that?

9

FEMALE CONSUMER:

But -- if we pay before

10

the program today, would we be able to switch out to a

11

different day, a different location?

12
13

UNIDENTIFIED REPRESENTATIVE:

You can have

up to a year to attend.

14

FEMALE CONSUMER:

Okay.

15

UNIDENTIFIED REPRESENTATIVE:

And you can go

16

to Baltimore, you can go to San Diego, Philadelphia,

17

you know.

18

FEMALE CONSUMER:

We were just -- we were

19

just curious because it’s one of those things where we

20

think we can make the date, but just in case we can’t,

21

we don’t want to spend --

22

UNIDENTIFIED REPRESENTATIVE:

Well, sign up

23

for that date, then if you can’t make it, just let

24

them know, and we’ll get you another one.

25

FEMALE CONSUMER:

Okay.

Do you guys already
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1

have the --

2
3

UNIDENTIFIED REPRESENTATIVE:
all the time.

Most people that have $2,000 are busy.

4

FEMALE CONSUMER:

5

UNIDENTIFIED REPRESENTATIVE:

6

Yeah.
Funny how that

works.

7

FEMALE CONSUMER:

8

the dates for the other --

9
10

That happens

Do you guys already have

UNIDENTIFIED REPRESENTATIVE:

Yeah, I just

don’t have them right here in front of me.

11

FEMALE CONSUMER:

Okay.

12

FEMALE CONSUMER:

We can just fill this out.

13

FEMALE CONSUMER:

(Inaudible) step over to

14

the side.

15

UNIDENTIFIED REPRESENTATIVE:

Yeah.

16

(Mingling and background conversations.)

17

FEMALE CONSUMER:

Within three business

18

days, you may cancel this transaction without any

19

penalty, obligation withing three business days from

20

the date of (inaudible).

21

(inaudible).

22

FEMALE CONSUMER:

23

okay, so this one.

24

here.

25

Canceling property -- cancel

This is also on the --

There’s so many documents in

(Mingling and background conversations.)
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1

STEVE:

Yeah, a question, if you want to

2

show up for this event, when you just call the office,

3

it’s 6,000 a person.

4

and you don’t get the buyers (inaudible).

5

You don’t get the guarantees,

Well, you’ll -- you’ll be invited.

I would

6

stick around, at least you get some free gifts at the

7

end, but don’t call the office.

8

office, it’s 6,000 a person.

9

guarantees, because the office (inaudible)

If you call the

There’s no -- those

10

presentation, if you have to think about it, you’re

11

going to pay 6,000 more because we know in real

12

estate, if you go look at one of the houses and you

13

have to think about it for three weeks (inaudible)

14

that can pull the trigger.

15

pressure sales because by law you have three days to

16

get your money back.

17
18

And there’s no high-

(Inaudible) call the office.

I don’t bite.

Come talk to me.

How are

you.

19

Mm-hmm.

20

Oh, yeah.

21

You do any lease options --

22

FEMALE CONSUMER:

23

UNIDENTIFIED FEMALE REPRESENTATIVE:

24
25

Yeah.

It’s nice to meet you.

Thank you.
This is

for over at the TBD?
FEMALE CONSUMER:

Yeah, I would -- that’s
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1

what I would (inaudible).

2
3

FEMALE CONSUMER:

Could you hold this while

I get a credit card?

4

FEMALE CONSUMER:

Yes, I can do that.

5

FEMALE CONSUMER:

Thank you.

6

(Pause.)

7

FEMALE CONSUMER:

Oh, okay.

8

FEMALE CONSUMER:

Thank you.

9

UNIDENTIFIED REPRESENTATIVE:

10

fill that out right here.

Go ahead and

Oh, you got it?

11

FEMALE CONSUMER:

Okay.

12

UNIDENTIFIED REPRESENTATIVE:

Yeah, put the

13

number there, and then sign and date it there.

14

then sign at the bottom but don’t date it yet.

15

All right,

16

MS. BAZAN:

17

UNIDENTIFIED REPRESENTATIVE:

, I’m looking upside down.
Yeah,

18

(Inaudible) right there.

19

down there?
MS. BAZAN:

21

UNIDENTIFIED REPRESENTATIVE:

25

Okay.

Yeah.
Thanks.

Today

is the 11th, by the way.

23
24

.

Can you sign and date it

20

22

And

MS. BAZAN:

Okay, thank you.

It was well to

ask that.
UNIDENTIFIED REPRESENTATIVE:

Looks like
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1
2
3
4
5
6

(inaudible) kind of shiny there.
MS. BAZAN:

And then we were talking earlier

with the -UNIDENTIFIED FEMALE REPRESENTATIVE:
approval code would be the number on the back.
UNIDENTIFIED REPRESENTATIVE:

7

(inaudible) but don’t put on this.

8

it to run it.

9

I’ve got it.

10
11
12

So the

Yeah.

Yeah

I just -- I need

Nobody -- nobody -- I don’t need it.
Don’t put it on there.

It’s not good to

have it on stuff like this.
MS. BAZAN:

No.

So we were talking with the

gentleman just a few minutes ago.

13

UNIDENTIFIED REPRESENTATIVE:

14

MS. BAZAN:

Yeah.

And he mentioned that

15

(inaudible) happens and these dates don’t work that we

16

could essentially go for one of the other --

17
18

UNIDENTIFIED REPRESENTATIVE:

You can go to

any one in the future.

19

FEMALE CONSUMER:

Okay.

20

UNIDENTIFIED REPRESENTATIVE:

21

MS. BAZAN:

22

those dates for the three-day?

Wherever.

And then where would we find

23

UNIDENTIFIED REPRESENTATIVE:

24

office will be the one that helps you with that.

25

MS. BAZAN:

Shane from our

Okay.
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1

UNIDENTIFIED REPRESENTATIVE:

You’ll get a

2

welcome call the first part of next week.

3

by then there’s going to be a problem, tell them.

4

They will then go over the different dates coming up

5

in the next three or four weeks.

6

MS. BAZAN:

7

UNIDENTIFIED REPRESENTATIVE:

If you know

Okay.
If those don’t

8

work, the next week, they get five more classes

9

(inaudible) and these (inaudible) and they try to get

10

you in as soon as possible --

11

MS. BAZAN:

12

UNIDENTIFIED REPRESENTATIVE:

13

Okay.
-- but Shane

will help you with this.

14

MS. BAZAN:

Okay.

15

FEMALE CONSUMER:

16

UNIDENTIFIED REPRESENTATIVE:

17

MS. BAZAN:

Okay.
Okay?

We were just checking because I

18

didn’t remember seeing anything like that on the

19

website, so --

20
21

FEMALE CONSUMER:

Yeah, we just saw the free

events.

22

UNIDENTIFIED REPRESENTATIVE:

Yeah, yeah.

23

Well, that’s stuff that we don’t tell -- you know, get

24

out to anybody because you have to actually pay to go

25

to it.

So once you’re part of our team, then Shane’s
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1

the one that handles that --

2

FEMALE CONSUMER:

3

UNIDENTIFIED REPRESENTATIVE:

4

Okay.

out, okay?

5

FEMALE CONSUMER:

6

MS. BAZAN:

7

UNIDENTIFIED REPRESENTATIVE:

8

You got it.

9

is paid in full.

10
11

-- helps you

Okay.

Thank you so much.
Thank you.

Okay, let me give you this.

FEMALE CONSUMER:

All right?
Okay, this

So there’s another

document here.

12

UNIDENTIFIED REPRESENTATIVE:

Yeah, you have

13

three -- we always give three-day right of recision if

14

something comes up and you go, ugh, you know, we don’t

15

people to go, oh, I don’t want to do -- if you don’t

16

want to do it, three days gives you plenty of time to

17

say, okay, you can call and we’ll just give you your

18

money back.

19

or -- my wife actually came to one of these by

20

herself, came home, and she spent -- she spent a

21

couple grand, and I said, what?

22

know, I’m doing it with or without you, do you want to

23

go?

But we don’t want to cause any divorces

And she goes, you

24

And she goes I want -- I always wanted to do

25

it, I watch those TV shows, it doesn’t look that hard.
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1

And I was (inaudible) okay, so I went with her, it was

2

the best thing we ever did.

3

flipping.

4

I do -- I do this stuff, too, so...

5

She loves it.

MS. BAZAN:

She’s addicted to

And I go along with her, but

Well, at least (inaudible) good.

6

My sister, her and her husband, he showed up one day

7

after he bought a tractor.

8

UNIDENTIFIED REPRESENTATIVE:

9

FEMALE CONSUMER:

10

Oh.

We now have to have -- we

now have to agree on spending that kind of money.

11

MS. BAZAN:

I can imagine.

12

UNIDENTIFIED REPRESENTATIVE:

13

FEMALE CONSUMER:

(Inaudible).

They don’t -- what’s

14

happening is they live on, like, you know, half an

15

acre of land, and he bought a giant tractor.

16
17

UNIDENTIFIED REPRESENTATIVE:

Where -- where

at?

18

FEMALE CONSUMER:

In Tennessee.

19

UNIDENTIFIED REPRESENTATIVE:

Oh, wow.

20

Yeah, you can -- it’s a little cheaper out there to

21

buy that kind of stuff.

22

expensive.

(Inaudible) little more

23

FEMALE CONSUMER:

24

UNIDENTIFIED REPRESENTATIVE:

25

your receipt there.

Yeah.
Okay, that is

This is your ticket for two right
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1

here.

2

FEMALE CONSUMER:

Okay.

3

UNIDENTIFIED REPRESENTATIVE:

These are the

4

guarantees.

Now, if there’s a problem with that, just

5

let them know when they call you next week.

6

FEMALE CONSUMER:

Okay.

7

UNIDENTIFIED REPRESENTATIVE:

There’s also a

8

number here that you can call if you find out sooner,

9

but you should get the call.

If not, call them, and

10

they’ll help you on that, so...

11

MS. BAZAN:

12
13
14

would be Shane?

And you said the person calling

Shawn?

UNIDENTIFIED REPRESENTATIVE:

Well, Shane is

the one that handles all the open tickets.

15

FEMALE CONSUMER:

Okay.

16

MS. BAZAN:

17

UNIDENTIFIED REPRESENTATIVE:

Okay.
He may or may

18

not call you initially.

It might be somebody else in

19

our office, but they do a welcome call, you know, in

20

case there’s any problems with the dates or anything,

21

they’ll help with that.

22

MS. BAZAN:

23

UNIDENTIFIED REPRESENTATIVE:

24
25

Okay.
If there’s a

problem, Shane will then take over.
FEMALE CONSUMER:

Okay.
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1

UNIDENTIFIED REPRESENTATIVE:

2

FEMALE CONSUMER:

3

MS. BAZAN:

4

UNIDENTIFIED REPRESENTATIVE:

Okay.

Thank you.

Thank you.
There you go.

5

Okay, take a couple more minute break, and we’ll start

6

up in just a minute, okay?

Congratulations.

7

(Mingling and background conversations.)

8

MS. BAZAN:

9

there.

I think it was little tickets in

Can I see?

10

FEMALE CONSUMER:

Yeah, go for it.

11

(Mingling and background conversations.)

12

STEVE:

All right, let’s get this second

13

part started.

14

first two rows.

15

public speaking before, but it’s not any fun to speak

16

to an empty chair.

17

I’ve only got a couple bonuses for the
I don’t know if anybody’s done any

What’s up, dude?

Appreciate that.

All right, we congratulate those of you that

18

got started.

19

Warren Buffet says, so congratulations.

20

still thinking about it in here, there’s no high-

21

pressure sales.

22

done.

23

It’s the start that stops you, like
If you’re

You can still sign up when Gabby is

So would you guys mind moving up a little

24

bit?

Is that okay?

We only got enough bonuses for

25

the first, I guess, three rows.
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1

MS. BAZAN:

2

STEVE:

3

going to get Gabby up here.

4

up for Tarek and Christina’s program, you are

5

guaranteed in writing that you are going to make

6

money, so we can take that money and get 18 to 50

7

percent return.

8

bank’s paying you .00-nada, and I’m telling you you

9

can get 20, 18, 50 percent, this is the United States

10

tax code.

11

open mind.

Oh, thank you.

Appreciate that.

All right, I’m

Those of you that signed

Keep an open mind because when the

It’s been around for 200 years, so keep an
And I’m going to get -- you ready, Gab?

12

GABBY:

Yeah.

13

STEVE:

We can get Gabby up here.

14

give Gabby a little bit of love?

15

Arlington, Virginia.

So can we

Welcome to

16

(Applause.)

17

STEVE:

(Inaudible).

18

GABBY:

All right, good afternoon, everyone.

19

AUDIENCE:

20

GABBY:

Afternoon.

All right.

Got any current military

21

or former military in the room?

22

me.

23

No?

Wow, that shocks

Okay.
For those of you going to the three-day

24

training class, congratulations.

25

be a life-changing experience.

I know it’s going to
How do I know?

I was
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1

in a very similar seat that you’re sitting in 16 years

2

ago.

3

it will do for you and your family.

So I know what it’s done for me, and I know what

4

Real quick, anybody actually has heard of

5

tax liens and tax deeds before?

6

invested in them?

No?

7

AUDIENCE:

8

GABBY:

9

Okay.

Why not?

Have you ever

What stopped you?

I just didn’t (inaudible).

How to actually go about doing it?

I get that a lot.

That’s number one.

Some people

10

will say money, but typically -- because tax liens

11

really don’t cost a lot; they just don’t know how to

12

go about doing it.

13

ahead and shed some light on that for you today.

14

All right?

So hopefully I can go

So what really is a tax lien?

A tax lien’s

15

simple.

16

on a property when the homeowner does not pay their

17

property taxes.

18

over a couple of models with you, and I know some of

19

you probably going to ask, well, hey, what about

20

whether or not the home actually has a mortgage

21

attached to it.

22

It is an actual lien that is actually placed

Plain and simple.

So I’m going to go

I’m going to talk about that as well.

So I’m actually going ahead.
Why DC?

The model is

23

based off of DC.

Because DC has one of the

24

highest double-digit rate returns in the country.

25

They actually have an 18 percent guaranteed rate of
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1

return on your money.

2

have been utilizing your money for, to actually bring

3

(inaudible) in tax liens and tax deeds and giving you

4

a very minuscule percentage of what they make.

5

right?

6

This is actually what the banks

So let’s get into it.

So right here at

7

home, fair market value is 200,000.

8

follow so far?

9

on that home are 2,000.

Yep?

All right.

All

Does everybody

The property taxes

Now, the homeowner is

10

required to pay those taxes to the county government.

11

Why does the county rely on this money?

12

to take a guess?

13

AUDIENCE:

14

GABBY:

Anybody want

For roads.

For roads, schools, fire department,

15

police department, basically the infrastructure.

16

what came about a little over 200 years ago, the

17

Federal Government said, you know what, we’re going to

18

have to go ahead and put something in place so that

19

the county government can go ahead and guarantee that

20

money coming in.

21

put a mandate saying, hey, you know what, based on a

22

specific state, you’re going to get a guaranteed rate

23

of return of anywhere from 16 to 25 percent, depending

24

on the state.

25

So

So a little over 200 years ago, they

And the reason for that is so that the
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1

county government can go ahead and utilize those funds

2

right away.

3

property taxes, what ends up happening is the county

4

then in turn will go ahead and place a lien on the

5

property.

6

come in.

7

go ahead and pay the $2,000, all right, but you’re not

8

going to do that for free, right?

You’re going to

9

want a return on your investment.

Everybody follow?

So when the homeowner does not pay the

Okay?

This is where you, the investor,

You come in play and you say, okay, I will

10

So because of that, you’re going to go ahead

11

and write a check to the county government for $2,000.

12

In this specific case, you’re going to get a state

13

mandate of 18 percent return on your money.

14

happens?

15

county.

16

a certificate stating that you put up the $2,000.

17

That certificate states also that you are in first

18

position on that property.

19

that $2,000 and that 18 percent, the county in return

20

is going to go ahead and give you the 2,000 plus the

21

18 percent rate of return on your money.

So what

You go ahead and give the $2,000 to the
The county is going to go ahead and give you

22

So when the homeowner pays

Now, who here would go ahead and invest

23

$2,000 knowing they’re going to get an 18 percent rate

24

of return on their money on top of that?

25

All right.

Why haven’t you done it?

Anybody?

It’s been there
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1

for everybody to go ahead and take advantage of, all

2

right?

3

about doing it.

Most people, they just don’t know how to go

4

All right?

So anybody in here wonder what happens when

5

the homeowner does not pay the back taxes?

6

ever wonder that?

7

does not pay the back taxes, which is the 2,000 plus

8

18 percent, the county then goes ahead and acquires

9

that property.

Very simple.

When the homeowner

But the county is not in the business

10

of real estate.

11

and selling real estate, are they?

12

Anybody

They’re not in the business of buying
No.

So, now, because you actually went ahead and

13

you paid the $2,000, all right, they did not pay the

14

$2,000 plus 18 percent.

15

are still first position, right?

16

position lien holder.

17

turn happens is you end up getting that property free

18

and clear.

19

that you went ahead and paid in back taxes.

20

right?

21

What ends up happening?

You

You are the first

Does everybody follow?

What in

You end up getting it just for the $2,000
All

Now, last night I had somebody go, Gabby,

22

what if they have a mortgage.

Folks, you’re first

23

position (inaudible).

24

two, three, four, five, six mortgages on that

25

property.

It doesn’t matter if they have

It doesn’t matter if there’s an IRS lien on
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1

that property.

2

first position lien holder.

3

with the property free and clear.

4

sense?

5

Those liens get wiped away.

Who likes that?

You are

Therefore, you end up
Does that make

All right?

Anybody ever heard of the term “buying real

6

estate for pennies on the dollar?”

7

how the wealthy do it.

8

The wealthy and the banks have been doing this for

9

over 200 years, and they were using your money to do

10

it.

Right?

This is

This is how the banks do it.

All right?

11

So let’s take a look at this.

Now, who’s

12

going to the three-day training class?

13

your hands real quick.

14

you.

15

training class, at the class, we’re going to teach you

16

how to generate, how to create your buyer list.

17

You’re going to have access to that today.

18

actually gave you that when you enrolled, but let me

19

show you how that’s going to work, how that affects

20

your business.

21

real estate investment business.

22

All right.

Let me see

I know there’s a couple of

If you’re going to the three-day

Steve

And when I mean business, I mean your
Okay?

So let’s say we went ahead and put up the

23

$2,000 for that tax lien.

Okay?

But Lee also has her

24

buyer’s list.

25

and actually will go ahead and do an assignment of

She has investors that she goes ahead
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1

contract or flip that property to.

2

everybody follow?

3

other investor, is

4

says, hey,

5

$200,000.

6

have $100,000 in equity if you do the deal.

7

would you buy that house knowing you can make 100

8

grand?

9

So that business partner, that
.

So Lee goes to

and

, I have a house that is worth
I will sell it to you for $100,000.

MS. BAZAN:

10

All right,

You
,

Absolutely.

GABBY:

All right.

Lee, would you sell that

?

All right.

So Lee just made a

11

house to

12

profit of $98,000.

13

that property.

14

this is how the rich continue to stay rich.

15

doing the three-day class, you definitely want to add

16

this to your arsenal.

17

Why?

And she never actually closed on

Who likes that?

All right.

Folks,
If you’re

Because let’s say once you do your

18

first flip, I want you to take anywhere from 15 to 20

19

percent of your gain and put it into tax liens, allow

20

your money to work for you.

21

parking their money somewhere, knowing they’re going

22

to get a guaranteed rate of return of anywhere from 16

23

to 25 percent?

24

right?

25

working that brain.

Who here would be okay

Just let the money do the work.

Stop working so hard for your money.

All

Stop

Anybody just sick and tired of
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1

being sick and tired in here?

2

with you.

3

All right.

I was there over 16 years ago.

I agree
All right?

So let’s take a look at this, folks.
$5,000.

Let’s

4

say you invest $5,000.

Anybody ever heard of

5

the term “compound interest?”

6

interest is how the banks continue to make money hand

7

over fist, okay?

8

compound interest, let’s say you take $5,000, you

9

invest in the state of Arizona.

Yeah?

Compound

So by utilizing the power of

Arizona has a

10

guaranteed rate of return of 16 percent.

11

your money to grow for 30 years in the state of

12

Arizona, just continuously allowing it to compound,

13

you’re going to end up with a little over $429,000.

14

So you allow

Do I have anybody that’s retired in the

15

room?

16

retirement a little bit better now?

17

all you did was start with $5,000.

18

start with $5,000.

19

right?

20

starting out with.

21

okay?

22

No?

Can you see retirement, planning for
All right, and
Maybe you don’t

Maybe you start with $1,000, all

Or whatever it is that you feel comfortable
It’s the start that stops you,

Washington, DC.

Washington, DC is going to

23

pay you a guaranteed rate of return of 18 percent,

24

folks.

25

be worth a little over $716,000.

So that same $5,000, in 30 years, is going to
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1
2

AUDIENCE:

What state has the highest rate

of return?

3

GABBY:
On page 5.

I’m getting to that.

4

bro.

5

you’re thinking.

6

here born in the state of Texas, by chance?

7

any of you ever heard this?

8

Texas?

9

(Inaudible).

10

Calm down.

I’m on page 3,

That’s good, I like that

You’re thinking.

No?

Have

Everything’s bigger in

Okay, so are their taxes.

All right.

Do I have anybody

Oh, here it is.

So the state of Texas is

11

actually going to go ahead and pay 25 percent;

12

however, the difference is Arizona and DC, they’ll do

13

it on an annual basis.

14

will do it every six months.

15

every six months.

16

right.

17

The state of Texas actually
So that’s 25 percent

Who likes that rate of return?

All

Very sweet.
So your $5,000 invested in the state of

18

Texas, in 30 years is going to be worth just a little

19

over 4 million.

20

don’t get started in tax liens because they don’t

21

truly understand how it works, all right?

22

are, we’re the Tax Lien Buyers Club.

23

things.

24

own, or we’re also giving you live inventory by

25

becoming a member that you can go ahead and purchase

All right?

Now, most people, they

So what we

We do two

We’re going to teach you how to do it on your
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1

tax liens and tax deeds that we already have in our

2

inventory.

3

But the main reason why people fail and the

4

main reason why people stay away from tax liens is

5

because they do not want to deal with the counties and

6

the banks.

7

auctions once a year.

8

to the counties themselves, we actually go to the

9

banks, and we say, you know what, we want a whole lot

All right?

So certain states will hold
So what we do, we actually go

10

of tax liens that you have in your books.

11

do is we go ahead and write you a check.

12

they give us an allotment of tax liens.

13

to pick and choose which ones they give us.

14

So what we
In return,
We don’t get

So now this is where we come in.

Okay?
We

15

actually filter through all of those tax liens that we

16

get from all the states, all right?

17

that become available to you fall under one of two

18

criteria, all right?

19

what those criterias are.

20

either one of those two, we do not make them available

21

to you.

22

Why?

And then the ones

And I’m going to share with you
If they do not fall in

Because we want you to be successful.

23

We don’t want you to be investing in a lemon, so to

24

speak.

25

Does that make sense?

All right.

So let’s take a look.

What are the other
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1

things you can go ahead and put your money into?

2

can go ahead and put your money into a savings

3

account, right?

4

in savings accounts?

5

Pretty much?

6

Anybody know what a CD stands for?

And what are banks paying these days

AUDIENCE:

8

GABBY:
Janet.

.0000 percent of what, nothing?

Or you can go ahead and put it in a CD.

7

9

You

Certificate of depreciation.

You nailed it right on the head,

Certificate of depreciation, because the

10

longer you actually have it in there, it’s really not

11

gaining much for you, but inflation continues going.

12

It just doesn’t keep up with inflation.

13

make sense?

14

Does that

So what ends up happening is the money that

15

people actually have in CDs, the bank can use that any

16

way they want, right, because it’s locked in for a

17

certain period of time.

18

that term ends, what happens?

19

Why?

20

they’re going to penalize you for pulling your own

21

money out, because you can’t -- they cannot use it.

22

All right?

23

If you take it out before
You get penalized.

Because now they can’t use your money.

So

They’re actually utilizing that money to

24

invest in tax liens and tax deeds.

So they’re

25

actually getting 16 to 25 rate or return, and they’re
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1

paying you a measly 2 percent.

Does that make anybody

2

just a little bit angry in here?

3

everybody angry in here.

4

what, start playing the game that they play.

5

same strategies that they’re doing with your money.

6

Take control of your money, because who cares more

7

about your money more than you?

8

kids.

It should make

I tell everybody, you know
Do the

Other than maybe your

9

Nobody really, right?
So if there’s anybody in here had a 401(k)

10

or mutual fund by chance?

Yeah?

If you have a 401(k)

11

then you have a mutual fund inside your 401(k).

12

is for certain.

13

to match and mirror what’s going on in the market, so

14

when the market goes up, your mutual fund is going up,

15

right?

16

funds are going down.

That

Now, mutual funds were also designed

17

When the market’s going down, your mutual

But when it’s going down, are you still

18

paying your commissions and fees to the brokerage?

19

Yes.

20

money.

21

high.

22

a little over 400 points.

23

today.

24
25

So you’re okay paying somebody to lose your
All right?

The market is still at an all-time

It actually had a really good rally yesterday,
I haven’t looked at it

But do you think a major correction is going
to take place within the next year or two?

I believe

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Pentagon City, VA
April 11, 2018

EX 2, p. 113

Case 2:19-cv-00713-DAK-EJF Document 12-1 Filed 09/30/19 Page 115 of 135
114
1

so.

Okay, once that correction hits, most people are

2

going to lose anywhere from 35 to 50 percent of their

3

portfolio on the next correction.

4

withstand a 35 to a 50 percent loss in your

5

portfolios?

6

all right?

7

No.

Can any of you

Even if you could, you shouldn’t,

So what most of us investors have done,

8

we’ve pulled some of our money out of mutual funds and

9

401(k)s and we reinvested it in tax liens.

Now, when

10

you become a member, folks, here today, you’re taking

11

this with you.

12

ID and password.

13

It gives you immediate access to our inventory, okay?

14

So you can start investing in tax liens as early as

15

today if you wanted to.

16

In here, you have your temporary user
What that does, it gives two things.

All right?

All the education is done online, so you do

17

not have to attend another live training class.

18

can do it in the comfort of your own home.

19

videos.

20

All right?

21

it’s probably going to take you 20, 30 minutes a week

22

to start investing in tax liens.

Each video is 20 minutes long.

23

You

It’s 25

That’s it.

And once you actually have it down pat,

Also, you’re going to get your own personal

24

portfolio manager.

25

guide you.

The portfolio manager is there to

They’re also there to ask you a series of
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1

questions, questions such as is there a specific state

2

you want to invest in, a specific state you don’t want

3

to invest in.

They can even dial it down as far as a

4

county, okay?

Now, some states have a one-year, two-

5

year, even a three-year redemption period.

6

Okay?

So when you talk to your portfolio manager,

7

you can say, hey, you know what, I just want to have

8

the list of the tax liens that are going to redeem

9

over the next 90 days.

That way, you’re not tying up

10

your money for a long period of time, okay?

Because

11

one of two things is going to happen within 90 days,

12

right?

13

the guaranteed rate of return, or you’re going to end

14

up getting the deed to that property.

15

here is okay investing their money for 90 days and

16

getting one of those two?

Either, A, you’re going to get your money plus

All right?

All right?

Who

Okay.

17

Now, once they compile all that information,

18

what they’re going to do is they’re going to compile a

19

specific list, a customized list, based on what we

20

have in our inventory for you specifically.

21

nobody else is going to have because it’s customized

22

just for you, all right?

23

a month, month and a half from now, two months down

24

the road, you don’t change your criteria, because you

25

can.

This list

Now, not to say -- let’s say

So what will happen is your portfolio manager
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1

will just go ahead and change the criteria and just

2

make it a bigger list for you.

3

Okay?

Now, I’m going to send it to the exclusive

4

marketplace.

5

like Costco or Sam’s Club or anything like that?

6

right, so we’re very similar to that.

7

for a membership.

8

inventory that you can actually literally pick and

9

choose where you invest.

10

Does anybody here have a membership to
All

You’re paying

That membership is getting you live

All right?

We’re also going to teach you how to do it

11

on your own.

12

Amazon?

13

can invest utilizing the Tax Lien Buyers Club system.

14

It’s as simple as you look at the property, click on

15

it, invest.

16

then and there, with your name on it, saying that you

17

actually are now the first lien holder on that

18

property.

19

Now, anybody here ever buy something off

All right, if you can buy off of Amazon, you

You get to download the certificate right

Okay?
Everything is software-based.

Everything is

20

online.

Again, you do not have to attend a training

21

class.

22

training class, this will not be taught at the

23

classes, completely separate strategy.

24

say, if you’re going to the class, add this to your

25

arsenal because you can just go ahead and take 15, 20

And for those of you going to the three-day

That’s why I
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1

percent of what you make, park it, put it in tax liens

2

and just let your money work for you.

3

Okay?

Remember when I was saying in order for that

4

tax lien, in order for that property to become

5

available to you, remember it has to fall into two

6

criterias, right?

7

the two are these.

8

they have to be rentable.

9

end up getting the deed, you know that you can either

Everybody remember I said that?

So

They either have to be sellable or
If in the event that you

10

sell the property or you can rent the property out.

11

Why is that important to you?

12

had students that have come through the system that

13

have tried to do it on their own.

14

their money.

15

property, but when it came out for them to go ahead

16

and take a look at what that property was, this was

17

one of our students.

18

Very simple.

We have

They’ve invested

They’ve ended up getting the deed to the

They ended up investing and getting the deed

19

to this mess.

20

go ahead and knock that down, clear it out, and sell

21

it as vacant land.

22

little bit of a profit, but they also incurred an

23

additional cost because all of that cost money to

24

clear out.

25

All right?

It cost them more money to

All right?

Now, they did make a

Does everybody follow?
By becoming a member, by having access to
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1

our live inventory, our inventory that if you end up

2

getting the deed, that will not happen to you.

3

right?

4

actually go through everything that we get from the

5

banks and the counties because do you think some of

6

these might be in that allotment that they gave us?

7

Trust me, they are.

8

those available to you because we shouldn’t have to

9

deal with that mess.

That will not happen to you.

All

That’s why we

We just don’t give those and make

We’ll deal with it.

All right.

10

We have power teams that we can go ahead and just go

11

ahead and get rid of those properties to other

12

investors and let them deal with the mess.

13

Okay?

Now, the beautiful part of the Tax Lien

14

Buyers Club is this.

15

I won’t call it the Tri-State, which is -- it’s DC,

16

Virginia, and Maryland, all right?

17

live here, does not mean you cannot invest in other

18

states.

19

the deed to a property, all right, and you do not want

20

to hold onto that property, you want to sell that

21

property, all you have to do is talk to your portfolio

22

manager.

23

Okay?

Just because you live here in --

Just because you

In the event that you end up getting

We already have attorneys.

We already have

24

agents on our power team.

All right?

They will get

25

you in contact with them.

Now, obviously, they’re not
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1

going to do it for free.

2

commission, but the good thing about that is you do

3

not pay that commission and fee until after you sell

4

the property.

5

to fork up any money.

6

They’re going to charge

Does that make sense?

You never have

Okay.

So, again, you get access to the website

7

today.

The certificates are completely downloadable.

8

I mentioned 25 training videos.

9

long, not like -- not very long at all.

They’re 20 minutes
Calendar

10

events, these are special here.

11

all the time, so when you become a member, when you

12

become a student of the Tax Lien Buyers Club, you’re

13

going to get notifications as to where they’re

14

actually going to hold these events.

15

day events.

16

All right, if you can get to one, great; if not,

17

that’s fine.

18

They do not happen

These are two-

They’re done on Saturday and Sundays.

They’re not mandatory.

Okay?

Truly is VIP, the white-glove service, and I

19

always say it’s a true turnkey investment.

Does

20

anybody want to know what your investment is to become

21

a member of the Tax Lien Buyers Club?

22

ahead and write this down.

23

$1,597.

24

gives you your live portfolio manager as well.

25

truly is a turnkey investment.

All right.

It’s, 1,597.

That’s

That gives you access to our inventory.

Why?

Go

It
And it

Because you get
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1

access to the inventory right now.

2

in the tax liens right now.

3

portfolio manager, within 90 days, you’re going to

4

start seeing a profit.

5

You get to invest

And once you talk to your

Okay?

There is only one other true turnkey

6

business that I know of that’s out there, and it’s

7

called McDonald’s.

8

is this.

9

this is not the portion you maybe can borrow -- this

The only drawback with McDonald’s

Does anybody know how much liquid cash --

10

is what you have to have liquid in your account.

11

much do you think you have to have today to open up

12

one McDonald’s, in liquid cash?

13

AUDIENCE:

14

GABBY:

15

AUDIENCE:

16

GABBY:

17

AUDIENCE:

18

GABBY:

19

How

(Inaudible).

How much?
(Inaudible).

How much?
About a million.

About a million?

It’s a little bit

more.

20

AUDIENCE:

21

GABBY:

(Inaudible).

$2.8 million on average to open up

22

one McDonald’s today.

Do you know how long it takes

23

on average for that one McDonald’s to actually break

24

even?

25

many years?

This is before you even make a profit.

How
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1

AUDIENCE:

2

GABBY:

Ten.

Close, eight years.

It takes eight

3

years for one McDonald’s today to actually start

4

showing a profit.

5

have.

6

a profit, that’s way too long.

7

me, I want to get in, get out, and get paid right now,

8

okay?

9

years.

I don’t care how much money you

To wait eight years before I could start seeing
If any of you are like

10

I do not want to tie my money up for eight
All right?
So remember when I said that your portfolio

11

manager is going to go ahead and customize and specify

12

a specific list for each and every one of you?

13

is what it’s going to look like.

14

Broward County.

This

This happens to be

Anybody know where that is?

15

AUDIENCE:

16

GABBY:

Miami.

Yeah, South Florida.

All right,

17

you’ll notice that it has three pages here.

18

the three pages scare you because you’ll go through

19

those three pages in a matter of 30 minutes.

20

right?

21

$20.

22

little under $6,500.

23

for everybody, okay?

24
25

Don’t let

All

You’ll notice that we have tax liens as low as
Does everybody see that?

And as high as just a

So there’s tax liens available

In fact, I want you all to write this down.
I want you to write down the number 10, because the
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1

number 10 is critical to your success.

For every 10

2

tax liens that you invest through our inventory, one

3

of those should redeem into a deed; the other nine,

4

you’re going to get your redemption check, which is

5

the money you put up plus your guaranteed rate of

6

return.

7

back and the double-digit rate of return, nine out of

8

ten times, and one out of ten times you’re going to

9

get the property?

10

Who here is okay with getting their money

Who likes that?

All right?

So does anybody here want to hear what my

11

strategy is?

When I get my list from my portfolio

12

manager?

13

the one that has the highest investment dollar figure,

14

too.

15

to be your strategy.

16

The likelihood of the homeowner going to allow to

17

actually then lose that property is very slim.

18

right?

19

the 6,500 plus the guaranteed rate of return.

I always look at the list, and I look for

This is my strategy.

20

It doesn’t mean it’s going

The reason for that is this.

They’re going to find a way to come up with

The state of Florida gets 18 percent like

21

DC.

22

return.

23

going to make a profit of $1,200?

24

that’s everybody in the room.

25

All

So out of 6,500, it’s almost a 1,200 rate or
Who here would invest 6,500, knowing they’re
All right?

I hope

Now, we do the due diligence for you
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1

already.

2

to Florida, take a look at the property.

3

Everything is done for you.

4

the house to be on that list, it has to be either

5

rentable or sellable, right?

6

Everybody see the average here?

7

account number associated to that.

8

that?

9

You don’t have to go get on a plane, go fly
No.

Remember, in order for

So take a look at this.
And then there’s an
Does everybody see

All right.
All you’re going to do is hover your mouse

10

over that, just go ahead and click on it, and it’s

11

going to give you a picture of that property.

12

right?

13

lien right there, knowing, one, you’re going to get

14

your double-digit rate of return, or if the homeowner

15

does not pay, you end up getting that property?

16

would do that deal?

17

right?

18

All

Now, who here would invest $6,500 in that tax

Let me see your hands.

Who

All

All right.
So let’s take a look at that.

You invest a

19

little bit under $6,500.

The assessed value of that

20

property is a little over 308.

21

the property.

22

want to go ahead and sell it right away.

23

portfolio manager.

24

the agent there.

25

another investor that will go ahead and take the

So let’s say you get

You do not want to hold onto it.

You

Talk to your

They’ll get you in contact with
The agent will say, okay, I found
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1

property off your hands; however, they’re only going

2

to give you about $175- to $190,000.

3

go ahead and flip that property to another investor

4

for 175?

5

All right?

Absolutely.

Who here would

All right.

Always leave some meat on the bone for your

6

investor.

Why?

Because if you try to sell them this

7

property for full assessed value and they don’t have

8

enough to make a profit, I promise you, that’ll be the

9

last deal you ever do with that investor.

All right?

10

If you take care of them, if you allow them to have

11

enough meat on that bone, believe you me, who do you

12

think they’re going to call when they need to do their

13

next project?

14

You.

All right?

But let’s take a look.

Here we have

15

Eldridge.

16

Buyers Club for about six months now.

17

third redemption check, and it’s totally easy money.

18

I appreciate all the help and support the club

19

provides me.

20

Eldridge says I’ve been with the Tax Lien
I received my

Now, folks, you have your portfolio manager.

21

You also have the support hotline.

22

questions as you’re learning, give us a call.

23

know.

24

become successful, okay?

25

So if you have any

We want to walk you through it.

Let us

We want you to

Now, does everybody remember that number I
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1

had you write down?

2

I have you write that down?

3

liens you invest through our inventory, one of those

4

is going to redeem into a deed, right?

5

have Brett and Pam, and they did just that.

6

invested in ten tax liens.

7

100 -- it was $4,545, just a little over $4,500.

8

However, their profit on those ten tax

9

The number 10?

liens, folks, was 177,000.

All right.

Why’d

Because for every ten tax

So here we
They

Their total investment was

Why?

Because one of those

10

actually -- they got the deed; they flipped it to

11

another investor.

12

over and over again, knowing that you could invest

13

$4,500 and make, on average, 177?

14

All right.

15

Who here would do that over and

Who would do it?

Folks, that’s the power of the Tax Lien

16

Buyers Club.

17

bonuses here in just a few minutes because your action

18

says you’re in a seminar setting.

19

your membership was?

20

the phone or online, it is $5,000, okay?

21

not get the bonuses that I’m going to give you here

22

today.

23

Okay?

I am going to give you all some

How much did I say

1,597, right?

If you do it over
And you do

Okay?
So let’s take a look.

Bonus number one.

24

I’m going to allow -- I’m going to go ahead and give

25

you a second membership for free.

So that’s 1,597 for
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1

two people, folks.

2

You each have your own portfolio manager.

3

have your own customized list.

All right?

4

it harder than it needs to be.

It’s only $800 per

5

person, all right?

6

Two people.

That’s $800 apiece.
You each
Don’t make

And I do say it’s for you and your spouse.

7

Anybody here not have a spouse, by chance?

All right.

8

If you don’t have a spouse, it could be for you or

9

your business partner.

And it doesn’t matter whether

10

your business partner is rich, okay?

11

the banks and the wealthy are the top two that

12

actually invest in tax liens, right?

13

countries do you think are the number one and number

14

two countries that actually invest in U.S. tax liens?

15

Take a guess.

16

AUDIENCE:

17

GABBY:

18

number one.

What two

(Inaudible) China.

China is number one.

China is

Who do you think number two is?

19

AUDIENCE:

20

GABBY:

21

I mentioned that

get that a lot.

Russia.

I get that a lot.

It’s not them.

I

Our neighbors up north.

22

AUDIENCE:

23

GABBY:

Canada.

Canada.

China and Canada are the

24

number one and number two countries that invest in

25

U.S. tax liens.

Why?

Because they know they’re
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1

getting a double-digit guaranteed rate of return.

2

if not, they end up getting the property.

3

you what, that kills me because we’re allowing other

4

people to come in and invest in our own backyard, and

5

people that should be doing it aren’t doing it.

6

Because they’re like, oh, it’s too good to be true.

7

Well, it’s only too good to be true if you don’t put

8

action -- if you don’t put your foot out there and

9

start doing it.

10

Or,

And I tell

Why?

All right?

So it’s time for all of you to actually

11

start investing in your own back yards.

12

going to be the first bonus.

13

So that’s

Bonus number two is this, in the event that

14

you do invest in a tax lien from our inventory, if

15

within 30 days something comes up and you need that

16

money for something, it doesn’t matter what, let us

17

know.

18

lien from you for what you paid, no questions asked.

19

We just make it available again for another member.

20

No harm, no foul.

21

We will actually go ahead and buy back that tax

Fair enough?

All right.

And then this one I love.
I’ll read it to you.

This

22

one’s brand spanking new.

So

23

here it says, “If an advanced education training

24

student participates in the Tax Lien Buyers Club

25

training program and follows the Tax Lien Buyers Club
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1

system without receiving a tax lien within 90 days of

2

the date of enrollment” -- which is today -- “then the

3

student may purchase one deeded property from our

4

inventory.”

5

What does that mean?

6

tax liens in the next 90 days.

7

apiece.

8

of those actually turns into a deeded property, we

9

open up our books to you.

That’s $200, right?

So you invest in ten
They could be $20

If within 90 days none

You get to pick and choose

10

which property you want.

All you do is pay back taxes

11

on that, and we hand you the deed.

12

So if all you did was invest 1,597, all you

13

got was that one property, is that a good investment,

14

yes or no?

15

AUDIENCE:

16

GABBY:

Yes.

Absolutely.

It really is.

So, folks, it truly is

17

a no-brainer.

1,597 for two people,

18

and you get access starting today.

19

you can start making money starting today.

20

There’s no excuse.

21

ahead and you call the office (inaudible) remind you,

22

it is 4,997, right?

23

the inventory.

24

portfolio manager.

25

partner.

All right?

And

All right?

Now, I did mention that if you go

Okay.

You get direct access to

You get your own debt (inaudible)
That’s for both you and your

You have the support hotline.

And
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1

everything is done online.

2

you’ll be able to see the videos.

3

So as soon as you log in,

Now, in the upper, right-hand corner, it’s

4

going to say “click on this first.”

5

navigate through the website, that’s it.

6

1,597.

It’s just how to
Okay?

That’s a 68 percent discount.

Okay?

7

Now, who here, again, is going to the three-day

8

training class?

9

you’re going to the three-day class, the team actually

Let me see your hands.

10

has your books for the three-day class.

11

ahead and start heading back there.

12

everybody else while you’re doing that.

13

your arsenal.

14

you an additional discount.

15

the three-day class, it’s only 997.

16

that gives you access starting today.

17

Okay?

Why?

All right, if

You can go

I’ll talk to
Add this to

Because I’m going to give
For those of you going to
All right, 997,

So with that being said, folks, go ahead and

18

head to the back.

19

training, for the three-day training class.

20

this started.

21

team.

22

Club as well.

23

questions that you have (inaudible).

Also get

If you have any questions, talk to the

They know, they are part of the Tax Lien Buyers

24
25

Get your kit for the real estate

I’ll also stay up here and answer any

So with that being said, thank you for
staying.

Thanks for listening to me and Steve.

Enjoy
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1

your day, and be careful driving home.

2

(Applause.)

3

(Music.)

4

FEMALE CONSUMER:

5

Thank you.

Do you want me to carry

that stuff for you?

6

(Mingling and background conversations.)

7

UNIDENTIFIED REPRESENTATIVE:

8
9

coming over with us?
FEMALE CONSUMER:

We are.

10

UNIDENTIFIED REPRESENTATIVE:

11

FEMALE CONSUMER:

12

UNIDENTIFIED REPRESENTATIVE:

13

15

UNIDENTIFIED REPRESENTATIVE:

16

going to do the tax liens, too, right?
FEMALE CONSUMER:

We did.

20

FEMALE CONSUMER:

21

UNIDENTIFIED REPRESENTATIVE:

24
25

You’re

credit card, actually.
UNIDENTIFIED REPRESENTATIVE:

23

Okay.

No, I think I maxed out my

19

22

I thought you

were -- you’ve already got your thing, didn’t you?
FEMALE CONSUMER:

18

Are you?

Yep.

14

17

You ladies

get your materials here.

Oh, okay.

Next time.
Well, let me

Here’s your gift for coming.

FEMALE CONSUMER:

Is this for both of us?

Oh, thank you.
UNIDENTIFIED REPRESENTATIVE:

Your drawing
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1

and the -- I didn’t put any drawing cards.

2

down there.

3

The downloadable books, the video.

4

On the back of the manual is about any kind of real

5

estate contract you could think of doing.

Would you grab a couple of those, Dani?
There’s a manual.

6

FEMALE CONSUMER:

7

MS. BAZAN:

8

UNIDENTIFIED REPRESENTATIVE:

9

They’re

Okay.

Okay.
Okay?

And if

you ran into a deal this week, you wanted to make an

10

offer, you could print the offer for them off of there

11

and just fill in the blanks.

12

FEMALE CONSUMER:

13

UNIDENTIFIED REPRESENTATIVE:

14

Okay.
And that’s a

binding contract.

15

MS. BAZAN:

And then --

16

UNIDENTIFIED REPRESENTATIVE:

And then this

17

-- you log in to this, and this will show you who’s

18

paying cash, cash buyers in this area in your zip

19

code, whatever zip code you’re living in.

20

FEMALE CONSUMER:

Okay.

21

MS. BAZAN:

22

for me plus my plus-one, or --

So are these materials useful

23

UNIDENTIFIED REPRESENTATIVE:

24

MS. BAZAN:

25

intertwined, it’s not an issue.

Yeah.

Okay, so, like, it can be
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1

UNIDENTIFIED REPRESENTATIVE:

2

MS. BAZAN:

3

UNIDENTIFIED REPRESENTATIVE:

4

Okay.

MS. BAZAN:

6

UNIDENTIFIED REPRESENTATIVE:

Okay.

MS. BAZAN:

9

FEMALE CONSUMER:

Thank you so much.
Thank you.

10

MS. BAZAN:

11

UNIDENTIFIED REPRESENTATIVE:

Have a great day.

12

anything get in the way now.

13

make this one.
FEMALE CONSUMER:

15

UNIDENTIFIED REPRESENTATIVE:

Yes.

MS. BAZAN:

It’s one of those things, better

be prepared.

19

UNIDENTIFIED REPRESENTATIVE:

20

FEMALE CONSUMER:

21

UNIDENTIFIED REPRESENTATIVE:

23

But maybe not.

If at all possible, it’s right here.

17

22

Don’t let

You’re going to try to

14

18

And welcome

aboard.

8

16

You just share

that login information.

5

7

Right.

Yeah.

Yeah.

Thank you.
Hey, best of

luck.
MS. BAZAN:

Thanks.

You, too.

MS. BAZAN:

So it is now 3:30 p.m.

24
25

The
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1

seminar has concluded, and we will stop the recording

2

here.

3

(The recording was concluded.)

4
5
6
7
8
9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
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4
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5
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7
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8
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10
11
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12
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13
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4
1

P R O C E E D I N G S

2

-

3

2018_6_12 UC Recording

4

-

MR. DANDASHLY:

-

-

-

My name is Yasser Dandashly.

5

I’m an investigator with the Federal Trade Commission.

6

I’m here at the Domain Hotel at 1085 East El Camino Real

7

Road in Sunnyvale, California, zip code 94087.

8

is June 12th, 2018, and the time is approximately 5:44

9

p.m.

The date

10
11
12

MR. DANDASHLY:
invested --

13
14

I’m here for the real estate

UNIDENTIFIED MALE:

Come on up, man.

doing?

15

MR. DANDASHLY:

16

UNIDENTIFIED MALE:

First name?

17

MR. DANDASHLY:

.

18

Good, how are you?

UNIDENTIFIED MALE:

20

MR. DANDASHLY:

21

UNIDENTIFIED MALE:

, or --

(Inaudible) -- yup.
All right.

If you’d like

to take a flyer there.

23

MR. DANDASHLY:

24

UNIDENTIFIED MALE:

25

I registered online

today.

19

22

How you

Do y’all have a bathroom?
Yeah.

If you just go right

down this hall, it will be straight down.

Here you go,
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1

.

We’ll open the doors at 6:00, so just hang tight.

2

(Pause.)

3

GRANT:

4

MR. DANDASHLY:

5

GRANT:

What’s up?
Hey, how you doing?

Better now.

Isn’t that funny how when

6

you have to go to the bathroom and you’re walking to the

7

restroom, that’s when it gets worse.

8

MR. DANDASHLY:

9

GRANT:

10

Yeah.

Take (inaudible) what is that.

here for the real estate thing?

11

MR. DANDASHLY:

12

GRANT:

13

MR. DANDASHLY:

14

GRANT:

15

MR. DANDASHLY:

16

GRANT:

17

MR. DANDASHLY:

18

GRANT:

19

MR. DANDASHLY:

20

(Music playing.)

21

UNIDENTIFIED MALE:

22

Welcome.

Yeah.

(Inaudible).
(Inaudible).

(Inaudible).
You’re attending.

No, I’m one of the speakers
Oh, awesome.

I’ll see you in there.
All right.

(Inaudible) come on back.

How’s everybody doing today?

23

UNIDENTIFIED FEMALE:

24

UNIDENTIFIED MALE:

25

You

one more time.

Great, hi.
All right.

Let me try that

How’s everybody doing today?
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6
1

AUDIENCE:

Great.

2

UNIDENTIFIED MALE:

All right.

I know some of

3

you just got off of work, but, hey, we appreciate you

4

guys coming out.

5

(inaudible) here.

6

right on up the middle, fill up every seat from front to

7

back.

8

(inaudible).

9

middle (inaudible).

As you see, there’s a lot of
Can you do me a favor going inside, go

And we’ll get on (inaudible).

And I want them to

So just like a (inaudible) right on up the
All right?

If you haven’t been

10

checked in, follow these folks right on up the middle.

11

Come on in.

12

(Pause.)

13

UNIDENTIFIED MALE:

14

middle and (inaudible).

Up the middle, up the

Come on up.

15

(Music playing.)

16

(Inaudible chatter.)

17

UNIDENTIFIED MALE:

18

Come on up, folks.

All right.

Are you guys

ready to get started?

19

UNIDENTIFIED FEMALE:

20

UNIDENTIFIED MALE:

Yes.
All right.

Come on, guys.

21

We’ve got to try that one more time.

We’ve come a long

22

way to see you guys.

23

off from work, but just let’s have some fun tonight.

24

we’re here, let’s have some fun either way.

25

ready to get started today?

I know some of us, like I said, got
So

Are you guys
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1

AUDIENCE:

Yes.

2

UNIDENTIFIED MALE:

All right.

Like I

3

mentioned outside, we have Tarek and Christina.

4

folks.

5

brought two top wealth-building instructors for you

6

today.

7

Thanks for coming out.

Welcome,

Tarek and Christina has

Our first instructor, if you want to write his

8

name down, his name is Skylar Tomen (phonetic).

9

Tomen comes to you with a little bit of 15 years of

10

experience, folks.

11

strategies in your own back yard.

12

lots of great notes.

13

Skylar

He’s here to talk about some
So make sure you take

There’s going to be two parts to our

14

presentation.

15

have a small intermission, then we’ll have Grant Walton

16

come up.

17

(inaudible) doing for over 200 years that you might not

18

have heard of.

19

presentations.

20

First will be Skylar, after that we’ll

Grant is here to talk about a strategy that

So make sure you stick around for both

They are designed to answer all questions,

21

folks.

22

presentation, you guys met the team.

23

investors and we’re here to answer any questions you guys

24

have.

25

If you do have a question throughout the
We’re active

Also, to keep the presentation at flow and
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1

we’re not here til midnight tonight, cell phones, we all

2

have them, can’t live without them.

3

second, put yours on the silent mode.

4

take a phone call, folks, just go ahead and step out on

5

the side like that and respect everybody’s time.

6

Let’s take a brief
If you do need to

And then, last but not least, for copyright

7

reasons, no passing out business cards, recording or

8

taking pictures.

9

On that note, folks, I’d like to get started.

10

If you guys can help me welcome our first present, Skylar

11

Tomen, folks.

12

(Applause.)

13

SKYLAR TOMEN:

14

doing today?

15

doing?

All right.

Appreciate that.

16

AUDIENCE:

17

SKYLAR TOMEN:

How’s everybody

All right, folks.

How we

All right.
That wasn’t too bad for 6:00 on

18

a Tuesday, right?

19

and myself and our entire organization, I hope you’re

20

happy to see me.

21

and I’ll be working with you.

22

Well, on behalf of Tarek and Christina

As Jose mentioned, my name is Skylar

Now, before we do get started, I do want to

23

make sure that we’re all in the right room.

You know,

24

funny story, last time I was teaching this class, a

25

gentleman sitting right up front -- Jason, right?

About
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1

an hour and half into the presentation, a gentleman

2

sitting right up front where Jason is sitting raises his

3

hand, he looks at me and says, Skylar, this is fantastic,

4

but what does this have to do with airplanes?

5

the wrong room for an hour and a half.

6

UNIDENTIFIED FEMALE:

7

SKYLAR TOMEN:

8

He was in

Oh, my God.

He was, like, two doors down

from his room he was supposed to be in.

9

So that being said, folks, we know what tonight

10

is about.

11

investing in real estate right here in your back yard.

12

So, in fact, let’s go ahead and start there.

13

How many of you are currently investing in real estate

14

right now by raise of hand?

15

It’s about learning how to make money

We got five, six, seven.

How many of you are

16

here because you’re serious about investing in real

17

estate in the coming year by raise of hand?

18

hope that was everyone else, right?

19

your hand in one of those questions, how many of you

20

won’t raise your hand no matter what I ask by raise of

21

hand?

22

I’m going to

If you didn’t raise

I want to make sure we get you to participate.
That being said, folks, whatever it was that

23

brought you here tonight, I do want to congratulate you,

24

first of all, on being here.

25

obviously there are a lot of people in this area -- a lot

See, what we know is
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1

more people in this area than what we have in this small

2

room that would love to have the opportunity that you’re

3

going to have.

4

make money investing in real estate, but obviously

5

they’re not here and you are.

6

They’d love to be able to learn how to

In fact, how many of you feel like you should

7

be rewarded financially just for showing up?

8

that be nice.

9

does it, Walter?

Wouldn’t

Unfortunately life doesn’t work that way,
Right?

10

I’m going to be sharing with you, though, folks

11

a very simple system that I’ve learned to implement in my

12

business.

13

to share with you the system and how, if you learn the

14

system and you implement the system, how that system can

15

make you a lot of money investing in real estate.

16

would that be good?

It’s been a lot of fun doing that.

I’m going

Now,

Yes?

17

GROUP:

Yes.

18

SKYLAR TOMEN:

Okay, good.

That being said,

19

folks, according to my watch we’ve got about -- we’ve got

20

two parts of the presentation.

21

that.

22

that Tarek and Christina have utilized themselves, and

23

then we have thousands of our students all across the

24

country to be able to learn and how to utilize to be able

25

to make a tremendous amount of profit investing in real

I know we talked about

So I’m going to be sharing with you the system
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1

estate.

2

Have you guys heard of Entrepreneur Magazine

3

before?

4

important as you and I is having a 401(k) or an IRA that

5

all of us should be investing in real estate as well.

6

Yes?

Entrepreneur Magazine says that just as

And when you look right now at the profits that

7

are being made across the country by the educated

8

investors, you realize that this is a gold mine.

9

lot of you are really missing out on this gold mine,

And a

10

right?

11

estate yet.

12

when you know where the gold is, you don’t worry about

13

the price of the shovel.

14

Right?

15

and a whole lot more, right?

16

A lot of you said you hadn’t invested in real
A good friend of mine actually told me that

Do you agree with that one?

Because the gold can obviously pay for the shovel

Average profit last year alone on a flip was

17

about $68,000, which, by the way, represents a 50 percent

18

-- just under a 50 percent ROI.

19

ROI stands for?

20

UNIDENTIFIED MALE:

21

SKYLAR TOMEN:

22

right.

23

takes money to what --

Does everybody know what

Return on investment.

Return on investment.

Exactly

So we obviously know that in business that it

24

GROUP:

To make money.

25

SKYLAR TOMEN:

To make money, right.

But it’s
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1

not the investment.

2

determine if it’s a good investment or not.

3
4

It’s the return.

And that’s how we

So what comes first, the return or the
investment?

5

UNIDENTIFIED FEMALE:

6

SKYLAR TOMEN:

The investment.

The investment, right?

Most

7

people never make the investment, so they never get to

8

experience the return.

9

good ROI?

Is 50 percent, is that a pretty

10

UNIDENTIFIED FEMALE:

11

SKYLAR TOMEN:

12

like, I’m doing better.

13

year on a 401(k) or an IRA was about 4 to 6 percent.

14

obviously as we all know, savings accounts are doing a

15

lot better than that.

16

doing a whole lot worse, right?

17

about a quarter of 1 percent.

18

bit of an upgrade, yes?

19
20

Oh, yeah.

Some of you are looking at me
Folks, national average last

No, right?

And

They’re obviously
Savings accounts are

So 50 percent is a little

Right?

Now, keep in mind, though, that’s not 50
percent over a year.

That’s 50 percent for what?

21

UNIDENTIFIED MALE:

22

SKYLAR TOMEN:

Per deal.

Per transaction, per flip.

23

Right?

Right now our students in this area, it’s taking

24

about 90 days or less to be able to do a flip, which

25

means that if you’re only working one at a time, you
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1

don’t have multiple projects going on, you’re just doing

2

one at a time, then that means that you could do four of

3

those in a year.

4

under that 50 percent gives you about a 200 percent net

5

ROI over the course of a year.

Yes?

Four then multiplied by just

6

And by the way, folks, listen, I don’t care if

7

you’re really conservative about that number right there

8

and if you cut that number in half.

9

would love to be able to make an additional $34,000 that

How many of you

10

you made part-time this next year from doing one flip?

11

Do I have any hands on that?

12

absolutely love about real estate, folks.

13

make you more than a lot of people make in a year of

14

working 40, 50, 60 hours a week to be able to do that.

15

That’s what I absolutely love about real estate.

16

Absolutely.

That’s what I
One deal can

So I’m going to introduce you today to what we

17

call your wheel of wealth.

18

the TV game show, right?

19

implies luck, but luck won’t sustain you.

20

having multiple streams of income, that will sustain you.

21

Not the Wheel of Fortune like
Because obviously fortune

How many of you, by the way, believe in having

22

multiple streams of income?

23

multiple streams of bills?

24

to have multiple streams of income, right?

25

But by you

How many of you have
So it makes good sense, then,

By the way, most -- most individuals, they have
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1

one stream of income.

Right?

They have a job or a

2

business.

3

income, is a job or a business, could you lose that job

4

or business tomorrow?

Now, by the way, if that’s your only stream of

5

UNIDENTIFIED FEMALE:

6

SKYLAR TOMEN:

Yes.

And I’m not saying it’s going to

7

happen.

8

that’s your only source of income, then you’re stuck.

9

See, but by adding real estate as an additional stream of

10

I’m just simply saying that you could.

income, now we’re not putting all of our eggs into what?

11

UNIDENTIFIED FEMALE:

12

SKYLAR TOMEN:

13

If

One basket.

Into one basket.

See, we’re

able to now minimize our risk.

14

Now, I want to be very clear because sometimes

15

when I teach this class, people will come up to me and

16

say, Skylar, this is all fantastic, but the reason why

17

I’m not investing in real estate is because it’s too

18

risky.

19

life.

Folks, there’s risk in everything that we do in
Yes?

20

UNIDENTIFIED FEMALE:

21

SKYLAR TOMEN:

Mm-hmm.

I mean, you coming out here

22

tonight, driving here and getting in your car in

23

California especially, right, a lot of risk involved in

24

you doing that.

25

But one of the best ways that we can very
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1

quickly minimize risk is through education.

2

learn how to be able to drive that car, how to function,

3

how to be able to know the rules of the road and then

4

it’s not as risky.

5

you know what the risk is going in, you’re able to

6

minimize the risk so that way you don’t take any

7

unnecessariness.

8
9

Right?

Same thing with real estate.

You

When

So I’m going to be very clear about this,
folks.

I’ve been to a few classes like these myself.

10

I’ve sat in chairs very similar to yours throughout the

11

years.

12

couple of things that I didn’t like, the presenters did

13

in front of them.

14

here and they only tell you what they think that you want

15

to hear and not what you need to hear to be successful.

16

You know what I’m talking about?

17

they make it sound like the world is full of rainbows and

18

unicorns and that there’s no risk and everyone makes a

19

whole lot of money.

20

When I’ve been in your seats, though, there’s a

One of the things, they just got up

They get up here and

That’s not life, right?

Because in life

21

there’s risk in everything that we do.

22

of you are willing to take some risk?

23

Okay, good.

24

anything, if we do nothing, we’re going to get --

25

Right?

In fact, how many
Raise your hand.

Because if we’re unwilling to do

UNIDENTIFIED FEMALE:

Nothing.
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1
2

SKYLAR TOMEN:

-- nothing, right?

I think

that’s kind of the only guarantee that we have in life.

3

So, listen, I’m going to shoot you straight

4

here tonight.

5

I’m going to tell you exactly how this business works.

6

will illustrate to you where the risk is in this

7

business.

8

can help you to minimize the risk by learning the right

9

system to be able to get the results not only once, but

10

I’m going to be very up front with you.

But I’m also going to share with you how we

time and time again repeatedly.

11

Right?

So I’m going to dive right in.

So we’ve got a

12

lot to cover, only a short period of time to be able to

13

do that.

14

I do want to go over our agenda for tonight.

15

going to have two parts to the presentations.

16

portion obviously is my portion of the presentation.

17

portion will last about 90 minutes.

18

I

So, real quick, I know Jose mentioned this, but
So we’re
The first
My

And, by the way, while 90 minutes may sound

19

like a lot of time, how many of you realize that it’s not

20

possible for me to teach you everything that you need to

21

know to be successful investing in real estate today in

22

only 90 minutes.

23

How many of you realize that?

Okay, good.

If you’re not raising your hand, I

24

appreciate your confidence.

Unfortunately it’s just not

25

possible to teach everything in 90 minutes.
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1

Tonight, folks, this is more of just an

2

overview to show you how we can help you get up and

3

running making money by investing in real estate.

4

for those of you who are serious about this, if you like

5

what I share with you, I’m going to give you an

6

opportunity to be able to join our team, really allow us

7

to train and simplify this process for you, even give you

8

access to a lot of the resources and finances and funding

9

that we’ve developed over the years to be able to help

10

you do this business with no money out of your own

11

pocket.

12

And

Okay?
When I get done doing that, by the way, we’ve

13

got to cover a lot of things.

14

the three things that you need to be successful investing

15

in real estate right here in your back yard.

16

to introduce you to the seven-step process that we’ve

17

developed in doing real estate to be able to help you do

18

a successful real estate transaction, regardless, by the

19

way, if you’ve done a deal in the past or if you haven’t.

20

I’m going to share with you how we can help every single

21

one of you do a deal, your first or your next deal, in

22

the next 45 to 60 days with no money out of your own

23

pocket.

24
25

We’re going to talk about

I’m going

By the way, how many of you like the sound of
that by raise of hand?

Okay, good.

Right?

So write
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1

down these three letters, by the way.

Write down O-P-M.

2

OPM, not opium.

3

opium, great, we’re going to feel fantastic no matter

4

what happens.

One time I said opium and somebody said,

No, I said, OPM, which stands for what?

5

UNIDENTIFIED MALE:

6

SKYLAR TOMEN:

Other people’s money.

Other people’s money.

Right.

7

When I first say it, it sounds like a little bit funky.

8

Most of you have probably seen a TV show before called

9

the Shark Tank.

You guys seen that show?

On the Shark

10

Tank, we know the whole premise of that show is you got

11

business owners who are going asking for money to fund

12

their business and grow their business.

13

Right?

Now, why would these business -- why would

14

these sharks, these investors, why would they want to

15

fund these businesses?

Why would they do that?

16

UNIDENTIFIED MALE:

17

SKYLAR TOMEN:

Yeah.

(Inaudible).
It’s not because out of

18

the goodness of their heart, right, Walter?

19

believe the idea.

20

better return on their money.

21

they’re looking for a better return.

22

remember, it’s not the investment, it’s the return.

23

Right?

24
25

Right?

They

They like it and they’re looking for a
So they have money, and
But you have to

So what we’ve done on the real estate side is
that we’ve developed a network of lenders and investors,
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1

over 1,000 lenders and investors, who have access to a

2

tremendous amount of capital who want to fund good, solid

3

real estate transactions.

4

So plain and simply, why would they want to

5

fund your deals?

Because you’ve learned our system and

6

they believe and they trust in our system, and they know

7

that by investing in real estate they’re able to make a

8

better return on their money, which, by the way, them

9

funding your real estate transaction.

Now that gives you

10

the ability to go out and to do a deal where otherwise

11

you couldn’t have done that deal.

12

you the ability to make more money, which is a win

13

situation for you.

14

Yes?

And that gives

And by them funding you a deal, it gets them a

15

better return on their money than if they put it in the

16

stock market or savings account.

17

more money.

18

By the way, how many of you see that as a win-

19

win situation?

20

obviously what business is about.

21

So they’re able to make

How many see that as a win-win?

That’s

So I’m going to share with you how you can get

22

access to that network of lenders to be able to fund your

23

real estate transactions whether you’ve got one or 20

24

going on at the same time.

25

long as they are good deals that can make everyone money.

They’ll fund all of them as
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1

Okay?

2

Then when we get to that point, we’re going to

3

take a short break.

4

anywhere.

5

for you guys to be able to join Tarek and Christina’s

6

team for those of you who are serious about making money

7

investing in real estate.

8
9

Now, during that break, don’t go

This will be the opportunity during that break

You’ll also during that break -- like I said,
it’s only going to be about 10 minutes.

We’re going to

10

get back from that break.

11

because then Tarek and Christina have brought out Grant

12

Walton.

13

share with you a strategy that’s been around for over 200

14

years that the wealthy have been using to increase their

15

wealth every single year by getting returns of anywhere

16

between 18 to 50 percent guaranteed returns on their

17

money backed by real estate and secured by the

18

government.

19

want to miss out on that section.

20

time, by the way, he goes a lot faster than I do.

21

much shorter presentation.

22

the time that I take with you.

23

As I said, don’t go anywhere

Grant’s a good friend of mine.

He’s going to

So don’t go anywhere because you will not
It’s fantastic.

His
It’s a

It goes about a quarter of
Okay?

So then when he is all done, then we’ll have --

24

obviously that will be the end of the class.

And at that

25

point in time, we have some free materials, some free
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1

gifts that they promised you just for coming out here

2

tonight.

3

And, by the way, why do you think that we wait

4

until the end of the class to give you those free gifts?

5

UNIDENTIFIED FEMALE:

So you stay.

6

SKYLAR TOMEN:

We want you to stay

7

around.

8

it’s the what?

9

Yeah.

Listen, folks, again, it’s not the investment,

UNIDENTIFIED FEMALE:

10

SKYLAR TOMEN:

Return.

It’s the return.

You’ve

11

invested some of your time to be here tonight.

12

want to make sure that you get the biggest and best

13

return on your investment with the education that we have

14

to share with you.

15

for all that, and we’ll have those free gifts.

16

So we

So make sure that you stick around
Okay?

Like I said, a lot of information to share.

17

let’s go ahead and dive right in.

18

success.

19

you to write them down and then I’m going to cycle back

20

around.

21

each one explaining in a little bit more detail.

So

22

So, three keys to your

Let’s go through these one, two, three.

I want

I’m going to spend a little bit more time on
Okay?

So the first key to your success is you being

23

able to find the right deal.

By the way, there is a

24

difference between a deal and the right deal.

25

There’s a difference between a deal and a right deal.

Right?
So
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1

we’re going to talk about how you can find the right

2

deal, the best deal right here, right now, in this area.

3

The second key to your success is that once

4

you’ve found the deal, now you need to be able to get the

5

money together to be able to purchase that property.

6

By the way, do you find a deal and it’s a good

7

deal, but you don’t have the money to purchase that

8

property?

9

(Inaudible replies.)

10
11

What’s going to happen?

SKYLAR TOMEN:

Yeah, you’re going to miss out.

But what’s going to happen with the deal?

12

UNIDENTIFIED MALE:

13

SKYLAR TOMEN:

(Inaudible) someone else.

It’s going to go to someone

14

else, exactly right.

15

doesn’t matter who it is that gets to make money on the

16

deal.

17

deal is going to go to the person with the right

18

knowledge and the capital to be able to purchase it.

19

that’s you, then you make money.

20

then they’re going to make money.

21

is money to be made in real estate.

22

here tonight.

23

See, folks, with real estate, it

The property doesn’t care.

What matters is the

If

If it’s someone else,
So we know that there
That’s why you’re

Yes?

How many, by the way, realize that there will

24

be people making money in real estate, investors right

25

here in this area, in the next six days or less?

How
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1

many of you realize that right now?

2

Okay, absolutely.

3

by raise of hand?

4

everybody.

5

because we know that people are making money in real

6

estate.

7

tonight.

8

spending this time with us.

9

to be made.

10

Okay.

How many of you realize that

That was -- you said it was

So I hope the reason why we’re here is

Right?

That’s the reason why you’re here

That’s the reason why you came here and you’re
We know that there’s money

The question is not are there deals out there.

11

The question is how can you be the one to find the deal

12

and get the money to be able to purchase it so you can be

13

the one making money.

14

we solve both of those problems for you right here

15

tonight and how you can get access to the funding and the

16

right knowledge to be able to find the right property.

17

So I’m going to share with you how

And then the third key is that once you found

18

the deal, you funded it, now you need to be able to apply

19

your exit strategy, realize your profit, and then what do

20

you need to do?

21

UNIDENTIFIED MALE:

22

SKYLAR TOMEN:
Rinse and repeat.

Do it again.

Do it again, exactly right.

23

Right?

Now, I know most of you are

24

like, Skylar, I didn’t come here to just do this over and

25

over again.

We came here because we want to make money,
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1

because what do we want to do with that money?

2

UNIDENTIFIED FEMALE:

3

SKYLAR TOMEN:

Reinvest it.

You guys are so nice.

Everybody

4

said, reinvest it.

That’s not the real reason what we

5

want to do with the money.

6

right, Josh.

7

that you make and put it away, right?

8

what, you can’t take it with us when you leave this

9

earth.

Nobody came here to take all the profit
Because, guess

Egyptians tried and they figured it out, right?

10

We can’t take it with us.

11

take all of it.

12

you make and blow it.

13

We want to spend it, exactly

So take some -- I’m not saying

Absolutely.

Take some of the money that

Enjoy the fruits of your labor.

By the way, when you enjoy your money, guess

14

what that does for you?

It encourages you to go out and

15

to do it again.

So take some of the money you

16

make and go out and enjoy it.

17

some of that money and reinvest it.

18

reinvest it, that’s what Grant’s going to talk about with

19

you, once you make that money, what do you do with it to

20

be able to do that?

21

Right?

But, yes, absolutely, take
And where you

It’s also my pleasure here tonight to share

22

with you the fastest and the most effective way for every

23

single one of you to do a deal -- as I said, your first

24

deal -- in the next 45 to 60 days with no money out of

25

your own pocket.

The fastest, most effective way to turn
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1

a profit in this market right here, right now.

2

So let’s go ahead and dive in.

3

about finding.

4

write this down.

5

made in the find.

6

It’s realized when you sell it.

7

find.

8
9

Okay?

Let’s talk

First of all, folks, I want everyone to
Money is made in the find.

Money is

Now, money is realized when you close.
But it’s made in the

Now, the average investor out there, they think
that money is made when?

10

UNIDENTIFIED MALE:

11

SKYLAR TOMEN:

When they sell it.

When they sell it, when they

12

close.

13

does -- by the way, let’s just talk about this.

14

average investor, they will go to a real estate agent,

15

and their real estate agent will find them a deal on the

16

MLS.

17

room.

18

But what that means is what the average investor
The

I know we got a couple real estate agents in the
MLS means what?

Multiple listing service.

Okay.

Now, that is what we would consider the market.

19

Once it’s on the MLS, anybody and everybody can get

20

access to that deal.

21

as everyone else, you’re going to have to deal with a lot

22

of competition.

23

If you’re fishing in the same pond

How many of you would love to be 10 steps ahead

24

of every other investor out there?

25

on that one?

Absolutely.

Do I have any hands

If I can get you 10 steps
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1

ahead of your competition, then that means that you’re

2

getting deals before they even know about it.

3

are you actually selling some of these deals to?

4

investors, right?

5

when you find it earlier, you’re able to make even more

6

money.

7

Okay.

And who
Those

So you’re making money faster.

And

So I’m going to share with you what our

8

students are doing right now, because only about 15

9

percent of the deals that our students are doing in this

10

area come from the MLS.

11

be asking right now is what?

12

percent come from, exactly right.

13

So the question that you should
Where do the other 85

So I’m getting a little bit ahead of myself,

14

but write down these two words.

15

market.

Write down the shadow

The shadow market.

16

Now, the shadow market is anywhere finding

17

property or finding deals before it gets to the MLS.

18

Right now our students in this area are using about 25

19

percent off-market strategies to be able to find deals

20

before it gets to the MLS.

21

By the way, I just want to address this.

I

22

always get asked this question at the end of the class,

23

so let’s just address it right now.

24

Skylar, do I need to be a real estate agent or have a

25

license to invest into real estate?

The question goes,

The answer to that
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1

question is what?

2

GROUP:

No.

3

SKYLAR TOMEN:

No, you do not.

Real estate

4

licensing laws are very clear.

5

someone else in a transaction, you have to have a

6

license.

7

don’t need a license.

8

representing?

9

If you’re representing yourself, however, you
As an investor, who are you

UNIDENTIFIED MALE:

10

If you are representing

SKYLAR TOMEN:

Yourself.

Yourself.

Right?

So you don’t

11

need a license.

12

Never once had a real estate license, nor will I never

13

have one.

14

I’ve been in this for almost 15 years.

Now, that doesn’t mean that we don’t use real

15

estate agents, that they’re not a valuable part of our

16

team.

17

estate agents right now by raise of hand?

18

few.

19

agents, let me remind you of the disclosure laws.

20

somebody asks you if you’re a real estate agent, what do

21

you have to disclose?

22

In fact, let me ask you, how many of you are real
We’ve got a

Now, let me just make sure on this one, real estate
When

That you are a real estate agent.

So how many of you are real estate agents, by

23

raise of hand?

Okay, good.

24

have about five, six of them.

25

to this class?

Why?

Just making sure.

We do

Why do those agents come

Because of the fact that most of
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1

them are tired of seeing the investors make this much and

2

them making this much.

3

they’re looking to be able to get into that.

4

Does that make sense, right?

So

Now, that being said, doesn’t mean that you

5

can’t still be an agent.

6

taught everybody from all different walks of life on how

7

to be able to make money as an investor.

8

going to teach you exactly how that works.

9

We talk to agents, brokers,

And so we’re

The 25 off-market strategies, we’re finding

10

deals before they even get to the MLS.

11

investor, though, they are getting deals off the MLS,

12

which means that they’re paying at or very close to fair

13

market value for that property.

14

is that while they are holding onto that property that

15

the market does what?

16

UNIDENTIFIED MALE:

17

SKYLAR TOMEN:

The average

And what they’re hoping

Goes up.

That it goes up.

By the way, if

18

that’s the only way you’re making money, that is not

19

investing.

20

the exact same thing as going down to the casino and

21

saying I’m going to bet $500 that this little white ball

22

will land on a red number.

23

any control over where that ball lands.

24

sense?

25

That’s speculating.

That’s gambling.

It could.

It’s

But we don’t have
Does that make

So in -- we make money in the find.

Being that
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1

if the market goes up, then what just happened?

2

UNIDENTIFIED FEMALE:

3

SKYLAR TOMEN:

(Inaudible).

Yeah, it’s a bonus.

It’s the

4

cherry on top.

5

planning on.

6

have.

7

you’re still making money.

8

market goes flat, then we’re still able to make money.

That’s okay.

That’s a good problem to

But if the market goes down, then, guess what,

9
10

You made more money than you were

And that’s okay.

And if the

By the way, will the real estate market go up?
Will the real estate market go down?

11

GROUP:

Yes.

12

SKYLAR TOMEN:

13

GROUP:

14

SKYLAR TOMEN:

Will it go flat?

Yes.
Yeah.

We don’t have any control

15

over that.

So we need to be able to make money in the

16

find so that way regardless of what the market does that

17

we’re able to be secure and be able to make money.

Okay?

18

So, like I said, I’m going to share with you

19

the shadow market and how that works, how you can find

20

the right deals.

21

be had just right here in Sunnyvale.

22

where we are now?

Right now there are plenty of deals to

23

UNIDENTIFIED FEMALE:

24

SKYLAR TOMEN:

25

Right?

Is that

Mm-hmm.

Right in Sunnyvale right now,

there’s -- I think it was -- this morning when I looked,
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1

there was about 30 to 40 properties in foreclosure.

2

There was about 70 properties in some stage of pre-

3

foreclosure.

We’re going to talk about that.

4

short sales.

There’s REOs.

5

able to find deals.

6

those with you here tonight.

7

There’s

Lots of different ways to be

We’re going to talk about some of

The second step, then, is that once you have

8

found the deal, now you need to be able to get the

9

funding together to purchase the property.

Now, as you

10

can obviously see, there are many different ways for you

11

to be able to fund a real estate transaction.

12

use your own money.

13

use your own credit, go to the bank.

14

You have your own credit.

You can
You can

By the way, when you go to a bank and you go to

15

get a loan for a property, you realize that you don’t

16

even have to have a property that you’re looking at and

17

they will tell you yes or no, we’ll give you a loan.

18

Because the bank is going to look at you and your credit

19

score and your ability to repay the loan.

20

property is a bad property that’s not going to make you

21

money when you flip it, the bank doesn’t care as long as

22

you have the ability to pay back that loan.

23

Which is why I don’t necessarily -- I have my own money,

24

I have my own credit, I don’t necessarily think that

25

that’s the best utilization of your money and your

If the

Right?
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1

credit.

2

So that’s where other people’s money comes into

3

it, and that’s where specifically our network of private

4

investors and lenders come in.

5

bit about how that works.

6

benefits, and I think what a lot of you came here to

7

learn, is how you can do these deals with no money out of

8

your own pocket.

9

So let me talk a little

Because one of the big

So let’s talk about how this works.

So, by the way, how many have seen Tarek and

10

Christina’s show in the past by raise of hand?

11

That’s most of you.

12

the show and if you’ve seen the show, you’ll have seen on

13

there a gentleman that goes by the name of -- or goes by

14

the name, that’s his name -- Pete.

15

Pete DuBois.

16

and Christina first did their very first deal, they went

17

out to a bunch of friends and family members and tried to

18

raise money.

19

obviously friends and family, typically not the best way

20

to be able to fund your business.

Right?

Okay.

So if you would, if you remember in

You’ve seen Pete,

So Pete was initially when Tarek

They had all told them no, right, because

21

But they went to and they finally got Pete.

22

Pete gave them the money to be able to do their first

23

deal.

Now Pete’s a partner, he’s on the show all the

24

time.

But since then obviously we’ve done a lot of

25

deals.

Right?

We’re doing over 100 deals a year right

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555
Free Workshop - Sunnyvale, CA
June 12, 2018

EX 3, p. 31

Case 2:19-cv-00713-DAK-EJF Document 12-2 Filed 09/30/19 Page 33 of 154

32
1

now.

So because of the volume of deals that we’re doing

2

and because of the publicity, that attracts a lot of

3

money to these deals.

4

So we’ve developed a network of over 1,000

5

lenders and investors.

Now, I’m going to be very clear

6

about this network.

7

lenders.

8

down the street where if you don’t pay him back,

9

Franklin, what’s he going to do to you?

10

UNIDENTIFIED MALE:

11

SKYLAR TOMEN:

Folks, these are not hard money

This is not loan sharks.

Right?

This is not Guido

Break your kneecaps.

Break your kneecaps, exactly

12

right.

That’s not how this works.

These are

13

private investors and lenders.

14

investment group called Blackstone or Oppenheimer?

15

Right?

16

investment groups, hedge fund groups.

17

actually, they own or they sit on the board of pretty

18

much every bank that you and I have ever heard of.

19

Right?

Anybody ever heard of an

20

So these are some of the largest investors and
Blackstone,

So these are some of the investors in our

21

network.

22

want to fund good, solid real estate transactions.

23

These are individuals with a lot of money who

Now, the question always is, well, why would

24

they want to fund our deals?

25

goodness of their heart.

Again, it’s not out of the

It’s because they have money.
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1

They know our system works.

2

you on the system, then by virtue of you learning the

3

system from us and through Tarek and Christina’s system,

4

now they’re willing to fund your deals.

5

And then once we’ve trained

And what that does for you, by the way, is it

6

gives you the ability to be able to make more money in a

7

whole lot less time, and it gives you a second set of

8

eyes on every single deal that you do.

9

why this is important, especially as a beginner, is that

And the reason

10

sometimes we might miss a number when we’re running our

11

numbers.

12

We might forget something or miss something.
So what happens is that for every deal that you

13

do, we’re going to train them how to find the deals and

14

how to submit them for funding.

15

you submitted them, then our lending team, they go

16

through and they look at it.

17

they’re going to say -- for example, Walter, right?

18

let’s say we train Walter.

19

He submits it to them.

20

Walter, no, we’re not going to fund this deal.

Once you found them and

If it’s a bad deal, what
So

Walter goes and finds a deal.

If they come back and say,

21

Ultimately was that a good thing for Walter?

22

UNIDENTIFIED MALE:

23

SKYLAR TOMEN:

They did you a favor.

Yeah, they did you a favor.

24

Now, a knee-jerk reaction at first is, well, no, that’s

25

not a good thing because I’m not making any money.

But
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1

what they just prevented, as Walter said, they did you a

2

favor because what did they just prevent?

3

money.

4

From losing

By the way, if you don’t know what you’re doing

5

in real estate, can you lose a tremendous amount of

6

money?

7

GROUP:

8

SKYLAR TOMEN:

9

Yes.
My brother, my older brother,

invested in real estate with very, very limited

10

knowledge, did a couple of deals, made money.

11

that he did, he lost $350,000.

12

talking about, having that second set of eyes, what that

13

does is that makes sure that they know what a good deal

14

is and they know what a good deal is not.

15

Right?

Third deal

So what I’m

Like I said, a bank doesn’t care about the

16

deal.

They care about you.

17

don’t care about your credit.

18

job history.

19

the deal.

20

fund it.

21

Our lending partners, they
They don’t care about your

All that they care about is the what?

Is

If the deal is a good deal, then they will

By the way, if it’s a good deal at $100,000 or

22

a good deal at a million dollars, they’ll fund it.

If

23

it’s residential, commercial, doesn’t matter.

24

it’s a good deal, then they’re going to fund that deal

25

for you.

As long as

And if it’s one good deal, 20 good deals, as I
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1

said, they’ll fund all of them.

2

How many of you would love to be able to have

3

access to a lending partner like that by raise of hand?

4

Right.

5

bit of an exercise with you.

6

not going to do jumping jacks.

7

exercise.

Incredibly powerful.

8
9

So I want to do a little
Okay?

Don’t worry, we’re

It’s not that kind of an

I want real quick everybody on the paper that
you have in front of you, I want you to write down a

10

number.

And the number I want you to write down is that

11

if money is no longer an option for you, no longer an

12

issue because you have access to millions of dollars of

13

capital to fund your deals, and you’ve learned 25

14

different ways to find the right property and you have

15

access to capital, how many deals do you feel like you

16

could do in the next 12 months if money is no longer an

17

option for you?

18

Write that down.

Now, this could be a one, it could be 100.

19

Doesn’t matter what the number is.

This is going to be

20

your goal.

21

if we don’t have a goal, we don’t even know what the next

22

step is.

23

have -- you wrote down a number.

24

is I want to spend the rest of the time and I want to

25

show you what it’s going to take on your part to be able

Now, goal setting is very important because

Does that make sense?

Right?

So now you all

Now what I want to do
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1
2

to do that number of deals that you wrote down.
By the way, will there be a time requirement on

3

your part to be able to make money in real estate?

4

Please say yes.

5

UNIDENTIFIED FEMALE:

6

SKYLAR TOMEN:

Yes.

Absolutely.

Folks, I want to be

7

very clear about this.

This is not join our team, go

8

home and then you don’t have to do anything and then $100

9

bills start raining down from the ceiling.

10

UNIDENTIFIED FEMALE:

11

SKYLAR TOMEN:

Nice.

Dang it, right.

Somebody would

12

be like, I’m in the wrong room.

The point is, folks,

13

those don’t exist.

14

And a system does help you get from point A, where you

15

are now, to point B of where you want to be a whole lot

16

faster than you could on your own by going out and trying

17

to figure things out through trial and error.

18

is join our team, learn our system, but then you still

19

have to do what?

This is a business.

20

UNIDENTIFIED FEMALE:

21

SKYLAR TOMEN:

It’s a system.

But this

The work.

The work, right.

And I’m not

22

talking 40, 50, 60 hours a week.

A lot of our students

23

are spending anywhere from eight to 10 hours a week and

24

getting above average results.

25

recipe, you’re able to get the results a whole lot

Because once you know the
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1

faster.

Does that make sense?

2

So I’m going to introduce you to that recipe

3

and show you how it’s going to work.

4

target and I’m going to share with you exactly what it’s

5

going to take in order for you to be able to make and do

6

the number of deals that you wrote down.

7

But now you have a

So let’s go ahead and talk about how this

8

works.

So this is a deal that one of our students did.

9

Her name is Lisa.

Lisa came to this class, had never

10

done real estate prior to this class, joined our team 25

11

days after we trained her.

12

training if that’s something you care to do in a moment.

13

I’m going to talk about

Twenty-five days after we trained her, she went

14

out and she got this property under contract.

15

made 10 offers and she got this one property under

16

contract.

17

numbers very, very well.

18

to one ratio.

19

to one ratio, meaning that for every 10 offers that you

20

make, that should result in you getting what?

Now, we know our numbers and we know our
In our system, we work on a 10

Write down that -- write that down.

21

GROUP:

22

SKYLAR TOMEN:

Ten

A property.
One profitable deal that you can

23

now close on and make money on.

24

moment ago you all wrote down a number.

25

Now, she

UNIDENTIFIED FEMALE:

By the way, just a
Yes?

Yes.
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1

SKYLAR TOMEN:

So if you wrote down, for

2

example, let’s say the number four, that you wanted to do

3

four deals in the next 12 months, how many offers would

4

you have to make in the next 12 months and do four deals?

5

UNIDENTIFIED FEMALE:

6

SKYLAR TOMEN:

7

UNIDENTIFIED FEMALE:

8

SKYLAR TOMEN:

9

Not 400 --

you one deal.

11

four deals.

12

Forty.

Forty, exactly.

make sure our numbers are right.

10

Four hundred.

Forty.

Guys, I want to
Ten offers gets

So four times 10 would be 40 offers to get

By the way, some of you realize this, that when

13

you’re first learning how to do something, there’s a

14

little bit of a learning curve.

15

do it once, though, what happens the second and third

16

time?

17

UNIDENTIFIED FEMALE:

18

SKYLAR TOMEN:

19

UNIDENTIFIED FEMALE:

20

SKYLAR TOMEN:

Yeah, right?

Once you

It’s easier.

It’s a little bit easier, right?
Sure.

Because you’ve done it, you’ve

21

built some muscle memory, you’ve proven that you can do

22

it, and that built some confidence.

23

the next one, it’s a little bit faster.

You go out and do

24

What happens the 40th time?

25

UNIDENTIFIED FEMALE:

Much easier.
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1

SKYLAR TOMEN:

Yeah, it’s like breathing at

2

that point, right?

3

So in the beginning there’s a learning curve.

4

personally, because of how long I’ve been doing this, I

5

could make 40 offers from home in a matter of a few

6

hours.

7

access to at our disposal, we can make 40 offers in a

8

matter of a few hours.

9

Repetition is the mother of skill.
Now, me

With the technology and the tools that we have

But as a beginner, it’s probably a little bit

10

unrealistic to think that you’re going to be able to

11

duplicate what I’ve done in a matter of days.

12

make sense?

13

Does that

Right?

So, in the beginning, to make 40 offers, that

14

would take anywhere from about 15 to maybe 20 hours over

15

the next 12 months for you to submit 40 offers.

16

investment here would be what?

17

UNIDENTIFIED FEMALE:

18

SKYLAR TOMEN:

19

So the

Time.

Time of 15 to 20 hours.

What

would the return be?

20

UNIDENTIFIED FEMALE:

21

SKYLAR TOMEN:

(Inaudible).

Four profitable deals, right?

22

Four profitable deals that you can make money on.

23

the return worth the investment, yes or no?

24

UNIDENTIFIED MALE:

25

SKYLAR TOMEN:

So is

Yes.

Absolutely, right.

And even if
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1

you’re making half of the national average at $34,000 --

2

the national average is 68, if you made half, which would

3

be 34, times that by four, that means that you’re making

4

a pretty decent amount of money over the next 12 months.

5

Okay?

6

So, again, it’s not the investment, it’s the

7

return.

So it will take about 15 to 20 hours to make 40

8

offers.

So she got it under contract for $136,500.

9

Rehab costs were $10,500.

10

And the comps were $190,000 to

$210,000.

11

Now, raise your hand if you know what comps

12

are.

Raise your hand if you do not know what comps are.

13

Okay.

14

way of saying comparables.

15

ways -- not the only way -- but it’s one of the ways that

16

we accurately determine the value of the property that

17

we’re making an offer on.

18

So let’s talk about this.

So comps is a shortened

Comparables is one of the

So let me give you a couple of characteristics

19

that we are looking for in comps.

So write these down.

20

First of all, we want to have at least three properties

21

that have recently sold that are similar.

22

about similarities here a second.

23

properties that are recently sold, not that are on the

24

market.

25

Sometimes people will list their property for here, but

I’m talking

But it has to be

Agents, you know this and can attest to this.
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1

then they sell it down here.

2
3

Right?

We don’t care what they want for their
property.

We care what they --

4

UNIDENTIFIED FEMALE:

5

SKYLAR TOMEN:

What they sold.

-- got, what they actually sold

6

it for, right?

7

the value of the property that we’re making an offer on.

8
9

Because that’s going to help us determine

So three properties that have recently sold,
and the similarities are as follows:

We want them to be

10

within about a half a mile of the property that we are

11

offering on.

12

we’re offering on.

13

the same square footage, plus or minus 100 square feet.

14

Nowhere above or below that, plus or minus 100 square

15

feet.

16

condition.

17

apples, not apples to oranges.

About a half a mile of the property that
We want to have them be within about

And we do want them to be in the same general

18

See, this way we’re comparing apples to
Okay?

Now, again, forgive me, this is one of the

19

tools in our tool belt that we use to determine value of

20

properties.

21

can’t teach you everything in (inaudible).

22

It’s not the only tool.

But as I said, I
Okay?

Now, by the way, rehab costs on this were

23

$10,500.

Now, some of -- a lot of times people will come

24

in and say, what happens if the rehab costs end up coming

25

in above that?

Okay.

Because one of the things that we
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1

teach you in our system is that you make the offer first,

2

you get it under contract first, and then you double-

3

check your numbers.

4

Now, why do we do that?

5

UNIDENTIFIED FEMALE:

6
7

To make sure you get the

-SKYLAR TOMEN:

Yeah, make sure you get the

8

property, right?

When you have it under contract, you

9

now control that property.

Meaning that if even four or

10

five other investors come in and make an offer, the only

11

way that they can actually get that deal is if you decide

12

to do what?

13

UNIDENTIFIED MALE:

14

SKYLAR TOMEN:

(Inaudible).

You decide to move on.

Right?

15

You decide to not exercise your option to be able to

16

purchase that property.

17

utilize as a member of our program -- and Lisa did this

18

as well -- is she used our contracts.

19

we have in there what is called a 10-day contingent

20

clause, which means that she has the ability to have a

21

contractor after she had it under contract, mind you.

22

She had a contractor go out and verify and double-check

23

her numbers.

24
25

So one of the things that we

In our contracts,

By the way, could it have happened that the
contractor goes in there, looks at the property and says,
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1

no, there’s foundational issues.

2

$10,500, it’s now going to be $100,000.

3

happen?

4

GROUP:

5

SKYLAR TOMEN:

It’s not going to be

Yes.
Yes.

Now, if you watch the TV

6

shows, you think it happens every time.

7

happen every time.

8

sense, right?

9

Could that

That’s just good TV.

It doesn’t
Does that make

But the point is that if it did happen, because

10

she used our contacts and it has the right subject to’s,

11

the right escape clauses, what could she have done?

12

could have gone out of the deal, got any money back that

13

she may have put into the deal, and moved on.

14

and then not losing any money, but losing a little bit of

15

time.

16

our competition.

She

And not --

But this way, as I said, we’re 10 steps ahead of

17

See, the average investor, they will first

18

verify their numbers and then they make the offer.

19

by that time for them it’s too late because we already

20

have it under contract.

21

raise of hand?

22

But

How many follow that logic by

Very good.

By the way, how many of you value learning from

23

someone with experience?

24

All right.

25

that.

How many of you value that?

Absolutely me personally, I absolutely love

I’d rather take experience than like an outdated
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1

textbook any day of the week.

2

UNIDENTIFIED FEMALE:

3

SKYLAR TOMEN:

Right?
Mm-hmm.

So that’s one of the things that

4

you get when you’re a member of our program.

Actually

5

one of the bonuses that we’re going to give you.

6

talk about that here in a moment -- is that we give you

7

access to a CD-rom that has over 1,000 contracts, forms,

8

and as well a script for qualifying your real estate

9

agents, your mortgage brokers, all these people, so that

I’ll

10

way you’re actually using what we’re using in the shows

11

and in actually doing this business to be able to help

12

you duplicate what we’re doing.

13
14

Okay?

Now, the comps are $190,000 to $210,000.

By

the way, could she make some money on this deal?

15

UNIDENTIFIED FEMALE:

16

UNIDENTIFIED MALE:

17

SKYLAR TOMEN:

Mm-hmm.
Definitely.

Yeah, absolutely.

Okay.

So

18

let’s not talk about this as Lisa’s deal.

19

deal, okay?

20

$136,500.

21

about how you can make some money here.

22

strategies that we’re going to talk about right now.

23

This is your

You got it under contract then for how much?
Comps are $190,000 to $210,000.

Let’s talk

There’s three

The first one is you buy it -- you buy it, you

24

fix it up and you flip it.

Rehab, right?

Now, if you’ve

25

obviously watched the TV shows, a lot of you have, this
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1

is the sexy aspect of real estate.

2

will tune in and watch TV, and the reason why they enjoy

3

it is because you’re taking an ugly house and you’re

4

turning it into a beautiful house and you’re improving

5

the value.

6

profit margins that you could make in real estate -- in

7

residential real estate.

8

now in this area anywhere from $60,000 to upwards of

9

$150,000 per flip, per transaction they do.

10
11

This is what people

This is where you will make the largest

Our students are making right

It will make you the largest profit margins,
but it will also take you the most what?

12

UNIDENTIFIED MALE:

13

SKYLAR TOMEN:

Time.

The most time to be able to make

14

that money.

So you just need to understand where your

15

time situation is right now.

16

full-time job or two jobs or your business, whatever it

17

is.

18

sense?

19

third exit strategy.

20

effective way for every single one of you to do deals,

21

which will make you less than the rehabs but you’re able

22

to do it in a whole lot less time.

23

start out with a couple of those.

Maybe you’re working a

Maybe this isn’t where you start.
Right?

Does that make

Maybe -- I’m going to introduce you to a
As I said, the fastest, most

Okay?

So maybe you

24

Now, when we do a rehab, I want to be very

25

clear about this, we’re not going into the property,
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1

swinging the hammer.

2

ourselves.

3

work yourself by raise of hand?

4

in the right room for this, right?

5

We’re not doing all the work

How many of you like not having to do the
Okay, good.

We’re all

The reason why I say this is because there’s a

6

brokeism out there -- I call it a brokeism.

7

goes like this:

8

must do it what?

9

GROUP:

10

The brokeism

If you want something done right, you

Yourself.

SKYLAR TOMEN:

Yourself.

That is not true.

11

You want something done right, hire the best person that

12

will do it right in the fastest time, and then you’re

13

able to spend more of your time doing what you want to do

14

with the people you want to spend that time with.

15

follow me on this, right?

16

UNIDENTIFIED FEMALE:

17

SKYLAR TOMEN:

You

Mm-hmm.

So -- but keep in mind, if you

18

want to do a part of it, you want to do some of the work,

19

you definitely can.

20

My oldest, she’s nine.

21

boys.

22

know what I’m talking about, right?

23

wall down, guess what, it’s a great exert of energy, get

24

the wall down, and then everybody else comes in, they

25

take care of it all and then we go and we play.

My wife and I, we’ve got three kids.
We’ve got one girl and then two

They are all really, really good on demo day.

You

And we need this

Right?
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1

So the point is that you don’t do any work that

2

you don’t want to do.

3

words down.

4

many of you realize, by the way, that your success will

5

not just be determined by you, but by the people you

6

surround yourself with?

7

You have -- and write these two

Write down power team.

Power team.

You realize that, yes?

How

Right?

So John Paul Getty, one of my favorite quotes

8

by him is he said that I would rather have 1 percent f

9

the efforts of 100 people than 100 percent of my own

10

efforts.

11

right people around you, have them do the work, you spend

12

your time working on your business and not in your

13

business, you’re able to do a lot more deals in a lot

14

less time.

15

He was talking about (inaudible).

Get the

Okay?
So, again, like I said, that’s what we love

16

about those rehabs.

17

because you’re making a large sum of capital, large

18

profit.

19

of people make working 40, 50, 60 hours a week, 50 weeks

20

a year.

21

you money once.

22

what do you have to do?

23

You have to go find another deal, do the rehab, sell it,

24

do all that all over again.

25

By the way, I love the rehabs

As I said, one deal can make you more than a lot

All right?

But you do a deal once and it makes

If you want to make that money again,
You have to rinse and repeat.

How many of you would love to have a few
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1

thousand dollars coming in every month residually?

2

(inaudible) right?

3

exit strategy, which is you keep it and rent it, a rental

4

property.

5

pays you every single month for the rest of your life,

6

your children’s life and your grandchildren’s life.

7

Now

So that’s where we come to the second

Do a deal once, plant that seed once and it

Some of you came here tonight because you’re

8

not just wanting to make money for yourself, but you’re

9

wanting to leave a legacy for our family.

10

What’s the

best legacy we can leave?

11

UNIDENTIFIED FEMALE:

12

SKYLAR TOMEN:

Money.

Not just money.

If you leave

13

them $15 million and they don’t know what to do with it,

14

what’s going to happen?

15

UNIDENTIFIED MALE:

16

SKYLAR TOMEN:

Spend it.

Yeah, it will be a great party.

17

You wished you would have stuck around for it, right?

18

But the point is that the best legacy we can leave is the

19

knowledge in how to duplicate what we’ve created.

20

So that’s what I absolutely love about this, is you teach

21

them how to be able to do it and they can duplicate it

22

over and over again.

23

Right?

Now, some of you are looking at me like,

24

Skylar, I don’t want to be a landlord.

I don’t want to

25

deal with tenants and toilets, because one of them is
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1

always broke.

2

later.

3

Somebody will catch that joke a little bit

The point is this, folks:

In that type of

4

definition, I don’t want to be a landlord, either.

5

don’t want to have to deal with the midnight phone calls

6

saying the toilet is broken and it’s a plunger that can

7

fix the problem.

8
9

I

You following this, right?

This is why we utilize in our power team a
company which is a property management company.

Some of

10

you are familiar with this.

11

down.

12

everything for you.

13

property, they fix it.

14

it.

15

10 percent of your rents.

16

month in rent, you’re paying $100 -- I don’t know about

17

you, but I’d rather have $900 and my time than $1,000 and

18

have to deal with those midnight phone calls.

19

of you follow my thought process there, right?

20

If you’re not, write that

Property management company.

They handle

If there’s something broken in the
If there’s a vacancy, they fill

Typically, industry average, they only charge about
So if you’re charging $1,000 a

How many

So, again, do less, you’re able to make more,

21

let other people do that work.

22

improving the economy across the United States because

23

you’re creating work and jobs for other people, right?

24

Which is a win-win there.

25

By the way, then you’re

And the third strategy, the fastest and most
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1

effective way for you to be able to make money is what is

2

called a wholesale transaction.

3

transaction is often sometimes referred to as an ABC

4

transaction, meaning there are three parties involved.

5

Party A, Party B and Party C.

6

Now, a wholesale

So let’s talk about how a wholesale transaction

7

works, especially because, as I said, this the fastest,

8

most effective way to do real estate today in the market.

9

This is where most of you will (inaudible).

10

So let’s

talk about how this works.

11

So Franklin here, I’m just going to pick on

12

Franklin some more.

So, Franklin, let’s say he is our

13

cash buyer.

14

has a business, he may have -- that makes him a lot of

15

money.

16

makes a really good living wage, has some money that they

17

want to invest to get a better return than putting it in

18

a savings account or 401(k).

Franklin is someone in this area who maybe

He may be a doctor, an attorney, someone who

19

By the way, are there people in this area that

20

have money and are looking to get better returns, yes or

21

no?

Are there people that meet that criteria, yes or no?

22

GROUP:

Yes.

23

SKYLAR TOMEN:

Absolutely.

How many of you

24

would love to know who every single one of them are by

25

name?

Okay.

And I’m going to show you how we can find
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1

out who every single cash buyer is in this and any market

2

across the United States, and know exactly what they’re

3

purchasing.

4

So we can talk about that in a second.

But Franklin is our cash buyer.

He has money.

5

He doesn’t have the knowledge of the time to be able to

6

to go out and find these deals.

7

in.

8

for how much?

Okay?

9

That’s where you come

You find this deal, you got it under contract

UNIDENTIFIED MALE:

One thirty six.

10

SKYLAR TOMEN:

One thirty six, five hundred;

11

currently worth at least how much?

12

least 190, okay?

13

Franklin.

14

By the way, can Franklin make money here?

15

UNIDENTIFIED FEMALE:

16

SKYLAR TOMEN:

At least 190.

At

So we’re going to sell it here to

We’re going to sell it Franklin for $160,000.

Yes.

Yeah, absolutely.

He can just

17

take it, turn it around, list it on the MLS.

They’re

18

probably going to list it for 210, maybe drop the price a

19

couple times, sell it for somewhere around 190 to 200,

20

somewhere around there.

21

money that way.

He can keep it and rent it.

22

it and flip it.

Multiple ways that he can make money.

He can sell it and make some
He can fix

23

So let’s talk about how this works.

Friday

24

morning at 9:00 a.m. you close with your seller and you

25

buy it for $136,500.

Later on that same day, or within
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1

the next three days, you then sell it to Franklin and

2

Franklin buys it from you for $160,000.

3

closing costs and paying the fees back, the funding back,

4

the $136,500, plus the fees to borrow that money for the

5

short time, you’re walking out of there with a check for

6

about $15,000, maybe $20,000.

7

And after

How long did it take you to do that deal?

One

8

to three days of closing and then some time of finding

9

the property and getting it to Franklin and setting all

10

that up.

11

Right?

12

How many of you like that type of a deal?

Now, again, you’re not going to make the

13

$60,000 to $150,000 that you’d make if you did a buy, fix

14

and flip.

15

frame so you can do a lot more of it.

16

a deal, we’re looking for quantity.

17

But you’re doing this in a much shorter time
So on this type of
Right?

Do I have any sports fans, baseball fans, in

18

here, by raise of hand?

19

us.

20

use, then, right?

21

baseball, you know that there’s a thing called a base

22

hit.

23

to get you an immediate point.

24

hits than the other, then typically you’re going to end

25

up wining the game.

Okay, good.

Right?

I’m the only one.

Okay, two of

Maybe this isn’t the best analogy to
But if you’re familiar at all with

Base hit is not a home run.

It’s not going

But if you get more base

You follow me on this, right?

You
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1

guys see where I’m going here?

2

This, a wholesale transaction, is what we would

3

consider a base hit.

It’s not a home run.

You’re not

4

making $60,000, $150,000, you’re not making a million

5

dollars on one deal.

6

And how many times could you do a deal just like that

7

over and over again?

8

So it’s those base hits that will eventually win the

9

game.

But you’re making $15,000, $20,000.

Do you see where I’m going, right?

And (inaudible) with that some of these home runs,

10

some of these rehabs, these buy, fix and flips, and

11

that’s where you’re able to make a lot of money, have

12

multiple streams of income within your real estate

13

business.

14

Now, I know the question a lot of people have,

15

and I can see that some of you guys are, well, Skylar,

16

that’s great, but what if I can’t find Franklin.

17

I can’t find my cash buyer?

18

majority of these investors out there, they go and they

19

buy the property first and then they go and try to find

20

who?

21

Right?

22

ways.

23

after you cross the street?

24

right?

25

What if

By the way, the vast

They try to find the buyer.

That’s backwards.

When we cross the street, we don’t look both
When’s the best time to look both ways, before or
You follow me on this,

What we want to do is we want to build our cash
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1

buyers list first.

In fact, in just a moment I’m going

2

to introduce you to the seven steps of our system.

3

Everyone write down step number one.

4

buyers list.

5

meaning that before you ever go and look for a single

6

property, you already know Franklin.

7

looking for.

8

property.

9

You know it’s a three bedroom/two bathroom, a two

That’s step one.

Build your cash

We start with Franklin,

You know what he is

You know how much he wants to invest in

You know what neighborhoods he’s looking for.

10

bedroom/one bathroom, you know all of this information

11

before you ever go and find the property.

12

not driving up and down a bunch of neighborhoods

13

aimlessly.

14

is looking for.

15

And now you’re

You’re looking specifically for what Franklin

But it’s not just Franklin that we have.
We’ve got Mike.

16

got Franklin.

17

got Jim.

18

on our list.

19

all of them at the same time and you say, here’s the

20

property, here’s the numbers, here’s the pictures, here’s

21

all the information.

22

property, meet me Thursday at 9:00 a.m.

23

shows up at that property, what are they interested in?

We’ve got Jean.

We’ve got Moon.

We’ve

We’ve

We’ve got multiple cash buyers

And what you do is you send one e-mail to

If you’re interested in buying this

24

UNIDENTIFIED MALE:

25

SKYLAR TOMEN:

Everyone who

(Inaudible).

That property, buying that
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1

property.

That’s a pretty good group of people that you

2

want at that property right now.

3

going to go and they’re going to look at the property,

4

they’re going to verify all the numbers that you sent

5

them.

6

around right then and there and you sell it.

7

sell it?

Right?

So they’re

If they like the property, you gather them all

8

UNIDENTIFIED MALE:

9

SKYLAR TOMEN:

How do you

Auction.

Auction, exactly right.

Exactly

10

right.

Now, it’s funny because a lot of times people say

11

the first person who pays you, the first person that was

12

there.

13

how much they’re willing to pay for this property.

14

The only person who knows how much they’re willing to pay

15

for that property is who?

No, you don’t do that.

16

UNIDENTIFIED MALE:

17

SKYLAR TOMEN:
Right?

Because you don’t know
True?

Them.

The buyer.
You cannot spend someone

18

else’s money.

They’re in control of exactly how

19

much they spend.

20

and you gather everybody around and you say, okay, here’s

21

the property, we’re going to start the bidding at

22

$160,000.

23

here, yes?

24

put it together.

25

$15,000 on a transaction like this.

So what you do is you have an auction

Why $160,000?

You need to make some money

And you found the property, you did this, you
So you should make at least about
So you sell it
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1

$160,000 so that after all those fees you’re going to

2

still walk away with a $15,000 profit.

3

You start the bidding at $160,000.

Franklin

4

says I like the property, I’ll give you $160,000.

Walter

5

says I like it so much I’ll give you $165,000, $167,000,

6

so on and so forth.

7

the purchase price, what are they bidding up?

Every time now that someone bids up

8

UNIDENTIFIED FEMALE:

9

SKYLAR TOMEN:

Your profit.

Your profit.

It’s a little bit

10

better than an eBay auction style, right?

11

have those every single day.

12

multiple times a day.

13

you’ve got eight cash buyers all around, how many of them

14

will win that property?

We want to go to it

And, by the way, in an auction, if

15

UNIDENTIFIED MALE:

16

SKYLAR TOMEN:

17

We want to

One.

One.
What do you do with the

other seven?

18

UNIDENTIFIED MALE:

19

SKYLAR TOMEN:

Yeah.

(Inaudible).
You say, hey, you know

20

what, listen, I know you couldn’t get this deal,

21

Franklin, but, you know, actually I’ve got this other

22

property over here; why don’t we go over and check this

23

one out, right, or come over tomorrow and do that.

24

Right?

25

first dip.

And so obviously that’s not going to be your
You follow me on this, right?

It’s going to
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1

take some time building this up.

2

But what this does for you now is that you’ve

3

got these cash buyers.

They all want a property, but

4

they didn’t win that one.

5

another property.

6

deal and they’re looking for another deal, who are they

7

going to call?

So now you just get them

And then once they get done with that

8

UNIDENTIFIED MALE:

9

SKYLAR TOMEN:

You.

Yeah, not ghost busters.

You,

10

right?

11

property.

12

able to make more money off of the same individual and

13

you will do that multiple times.

14

They’re going to come back to you and buy another
And that gets you repeat business where you’re

So let me show you what Lisa did.

As I said,

15

25 days after we trained her, never having done real

16

estate before and not a dime came out of her own pocket.

17

Let me show you how this works.

18

$136,000, sold it in one day.

19

it in one day?

20

UNIDENTIFIED MALE:

21

SKYLAR TOMEN:

So she found a property,
Why was she able to sell

She had a cash buyer.

She had her cash buyers first,

22

exactly right.

She followed the recipe, right?

What I

23

love about this business, folks, is this is a recipe.

24

What I’m sharing with you here today, what Tarek and

25

Christina have developed, is a recipe for success in real
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1

estate.

2

can just get all the ingredients together and try to

3

figure it out and make some horrible tasting cookies and

4

eventually you can figure it out.

5

recipe from someone who knows what they’re doing and

6

follow the recipe, and you’re going to get your result a

7

whole lot faster.

8
9

If you want to make cookies, you can go and you

Yes?

Or you can just get a

Right?

So we’ve developed this recipe and we’re giving
you that recipe.

This is exactly what she did.

10

followed the recipe.

11

just did what we told her to do.

12

list first.

She just

She didn’t reinvent the wheel.

Build the cash buyers

13

Why was she able to sell it for $203,000?

14

UNIDENTIFIED MALE:

15
16
17

She

Comparable to the

(inaudible).
SKYLAR TOMEN:

Well, not only that, but how did

she sell it?

18

UNIDENTIFIED FEMALE:

19

SKYLAR TOMEN:

The highest bidder.

Auction, exactly right.

The

20

highest bidder.

21

this property, they’re probably not just going to turn

22

around and sell it as is.

23

margin for them.

24

little bit higher, that’s not a big enough profit margin.

25

Now, obviously the person who bought

There’s not enough of a profit

Even if they sold it for $210,000 or a

What are they probably going to do with it?
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1

UNIDENTIFIED FEMALE:

2

SKYLAR TOMEN:

Rehab it.

Do the rehab, right.

They

3

increase the condition, they better the condition of the

4

property, increase the value, they increase how much they

5

can sell it for.

6

sell it to the first person to give me $160,000 or

7

$170,000, she would have never known that they would have

8

gone up to $203,700.

But if she would have just said, I’ll

9

So after closing costs and real estate agent

10

commissions, because the buyer that she sold it to did

11

use a real estate agent.

12

into effect, any consideration.

13

was $42,424.90.

14

folks.

But how many of you would love to be in her

15

shoes?

What about one of her shoes?

16

make a pretty big difference, impact, on your financial

17

bottom line this year?

So we have to take those costs

Now, she’s not breaking the bank here,

Right?

Would that

Yes or no?

18

UNIDENTIFIED FEMALE:

19

SKYLAR TOMEN:

20

Her total profit to her

Mm-hmm.

Absolutely.

By the way, will

that change your life?

21

UNIDENTIFIED FEMALE:

22

SKYLAR TOMEN:

23

UNIDENTIFIED FEMALE:

24

SKYLAR TOMEN:

25

UNIDENTIFIED FEMALE:

Yes.

No.
Well --

It will change this year.
It helps.
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1

SKYLAR TOMEN:

It helps for sure, right?

And

2

I’m not going to turn -- I’m not going to turn up my nose

3

at any type of profit.

4

this.

But I want to be very clear about

Doing something once will never change your life.

5

UNIDENTIFIED FEMALE:

6

SKYLAR TOMEN:

7

It’s the ability for you to be

able to do it what?

8

UNIDENTIFIED MALE:

9

SKYLAR TOMEN:

10

Of course.

Again.

Over and over again.

You do a

deal like that once, how many would you do in a year?

11

UNIDENTIFIED FEMALE:

12

SKYLAR TOMEN:

(Inaudible).

As many as you could possibly

13

find, right?

I’m going to introduce you to a gentleman

14

who actually become a really good friend of mine.

15

name is Billy.

16

class.

17

working a night shift job making about $10 an hour.

18

came to this class with his dad.

19

Two years later, he just closed on deal number 29.

Billy was 22 when he came into this

He was attending a community college and was

20

UNIDENTIFIED FEMALE:

21

SKYLAR TOMEN:

22

old.

He

He joined our team.

Wow.

In two years.

Twenty-four years

Is that pretty good?

23

UNIDENTIFIED FEMALE:

24

SKYLAR TOMEN:

25

His

Wow.

That’s fantastic.

What I’m

showing you is that once you prove that -- once you prove
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1

that you can do it, what does that do?

2

confidence.

3

We can’t create confidence out of thin air.

4

confidence through achieving something.

5

That builds your

Confidence comes through achievement, right?
We create

So in the beginning, what we’re saying to you

6

is let our confidence spill over on you.

7

you.

8

with the right cash buyers, with the right funding, teach

9

you how to find the deals.

Let us show you how to do this.

Let us train

Let us set you up

And then once you do it, you

10

prove you can do it, that builds confidence and then you

11

go out and do it again and again and again.

12

is quite literally our success.

13

how that works in a moment.

14

Your success

I’m going to show you

Right?

So let me show you a little bit about what

15

makes this obviously different.

16

know how to find the best deals right here in this area

17

using 25 off-market strategies to be able to find real

18

estate before the average investor is finding that deal.

19

First of all is that we

By the way, when it comes to finding deals in

20

real estate before anybody else and doing things that

21

nobody else is doing, that is not illegal like it is in

22

the stock market.

23

things that other people don’t know, you can go to jail

24

for that, yes?

25

right?

Right?

The stock market, if you know

Martha Stewart is a good example of that,

That’s a long time ago, it’s still kind of --
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1

it’s still a valid point.

2

Right?

In real estate, if you know things and you’re

3

doing things that other people are not doing, that’s not

4

illegal.

5

above and ahead of your competition so that you’re able

6

to make money where they’re not able to make money.

7

That’s good business.

This is how you stay

By the way, earlier I had you write down the

8

three keys to your success.

9

strategies.

Key number three was exit

Next to exit strategy, I need you to write

10

down the number four.

For every single deal that we do

11

in this or in any area, we need to have at least four

12

exit strategies that will work for that deal or else we

13

don’t do the deal.

14

Right now in this area, our students are using

15

eight different exit strategies to be able to make money

16

in real estate right now.

17

for every deal that we do, but we have to have at least

18

how many?

Now, not all eight will work

19

UNIDENTIFIED FEMALE:

20

SKYLAR TOMEN:

Four.

At least four.

The average

21

investor knows of two ways, maybe three, to be able to

22

make money in real estate.

23

eight different ways.

24

every deal that comes your way, where the average

25

investor will pass up on that deal, what can you now do?

We’re going to teach you

The nice thing about that is that
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1

You can make money where they passed up on that deal,

2

right?

3

out of lemons and how to be able to make money where

4

others don’t see how they can make money.

5

So we’re going to show you how to make lemonade

Right?

So we know how to find the best deals right

6

here in this area.

7

do our deals, which builds in that additional security

8

net.

9

it’s going to make money or else we don’t do the deal.

10

We use other people’s money then to

Because we know before we get into the deal that

Right?

11

By having that second set of eyes, if they come

12

back and say yes, we’ll fund that deal, now you know that

13

you’re safe and you’re going to make money on that deal.

14

They fund it, you make money.

15

And then, number three, is that once you learn

16

our system, you already have your cash buyers in place

17

before you even buy the property, before you even make an

18

offer on a property.

19

Let me ask you.

If you already have a list of

20

cash buyers that are all interested in buying property

21

from you, and you have access to millions of dollars in

22

funding sitting on the sideline, waiting for you to be

23

able to fund deals -- and we teach you how to fund these

24

deals -- will that build confidence on your part for you

25

to be able to go out and make offers.

Yes or no?
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1

UNIDENTIFIED FEMALE:

2

SKYLAR TOMEN:

Yes.

Absolutely.

And you making

3

offers is what your success relies upon.

4

going to be very clear about this, folks.

5

you 25 different off-market strategies to find deals, we

6

give you access to millions of dollars in funding and you

7

have a list of cash buyers ready to go, but you never

8

make a single offer on property, how much money will you

9

make?

10

UNIDENTIFIED MALE:

11

UNIDENTIFIED FEMALE:

12

SKYLAR TOMEN:

Because I’m
If we teach

Zero.
Zero.

Zero dollars.

We’ve taken care

13

of the rest of that.

14

the offers so that that way you can make money.

15

We just need you to go out and make
Right?

So now let me -- like I said, let me show you

16

how the system works and how we teach you on the system,

17

because, like I said, I can’t teach you everything in 90

18

minutes.

19

very phenomenal training program where we’re going to

20

invite you to come back to a three-day workshop where we

21

can spend some more one-on-one time with you individually

22

and really show you how our system works, and then you

23

immediately get access to our funding as well as the cash

24

buyers.

25

So Tarek and Christina have developed a very,

So let me give you the information so that way
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1

you can make an educated business decision.

2

you don’t know the information, you can’t make a business

3

decision.

4

show you how it’s going to work.

5

Yes?

So let me give you the information and

So we’re going to invite you to attend a three-

6

day workshop.

7

these dates down.

8

23rd and 24th.

9

a Friday, Saturday and Sunday.

10

The dates on that workshop -- and write
Dates on that workshop are June 22nd,

The 22nd, 23rd and 24th of June.

That is

Friday, Saturday, Sunday.

By the way, what Friday, Saturday, Sunday is that?

11

UNIDENTIFIED FEMALE:

12

SKYLAR TOMEN:

13

Because if

following one.

Two weeks.

Right?

Not this coming one, the
By the way, is that pretty quick?

14

UNIDENTIFIED FEMALE:

Yes.

15

SKYLAR TOMEN:

Some of you are like,

16

that’s too quick.

17

money, folks?

18

soon as possible.

19

Yeah.

How soon do you want to start making

Yesterday is a good answer, right?

As

So what we know is that the more time that goes

20

between you learning and you doing, the less chances you

21

have of success.

22

day training so soon after this class is because then

23

we’re building momentum.

24

you on everything we just talked about.

25

into it in more detail and actually show you the 25

So the reason why we have this three-

We’re going to have to retrain
We’re able to go
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1

different strategies, show you how to find the deals,

2

submit the offers, so that way you can actually start

3

making money in real estate very, very quickly.

4

All right.

5

the times down.

6

and Saturday.

7

bit early.

8

the latest.

9

Sunday.

10

Okay?

The times in that workshop -- write

Nine a.m. to about 5:30 p.m. on Friday
Sunday we do get you out of there a little

On Sunday we’ll wrap up by 2:00 or 3:00 at
On Sunday, still starting at 9:00 a.m. on

So 9:00 to 5:30 on Friday and Saturday, 9:00 to

11

about 3:00 on Sunday.

12

Jose.

13

And that is in a place called San

Do you know the way?
By the way, folks, how many of you realize that

14

we will never create a perfect date, location or time

15

that works for everyone.

16

That’s not going to happen.

17

that if you’re serious enough about something that you

18

make the time available.

19

How many of you realize that?
But we said before, though,

Folks, we’re going to be very clear on this,

20

right?

21

time for that, what are they actually saying?

22
23
24
25

If somebody ever says to you I don’t have the

UNIDENTIFIED MALE:

They don’t want to make

time.
SKYLAR TOMEN:
time, exactly.

They don’t want to make the

We always have other things going on in
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1

our lives.

2

we’re serious about it.

3

We just sacrifice.

We make sacrifices if

So if -- let me be very clear about this.

Some

4

of you are saying, well, Skylar, I have to work.

5

sick, call in dead.

6

folks, but, here, let me be very clear about this.

7

you’re serious about making money in real estate as an

8

investor, there’s nowhere else you can be those three

9

days that could have a bigger impact on your life

10

Call in

I know I’m making a joke out of it,
If

financially than at that workshop that weekend.

11

And if you’re serious about this, you’ll make

12

the time available, you’ll go to the workshop, and that

13

will make all the difference on where you end up in the

14

next two years.

15
16

Right?

Now, by the way, do you think that we charge
for that training?

17

UNIDENTIFIED MALE:

No.

18

UNIDENTIFIED MALE:

Yes.

19

SKYLAR TOMEN:

Yes, we do.

I guess we could do

20

it for free, but what we found, and Tarek and Christina

21

found, is that people typically only value what they

22

invest their time and their money into.

23

In fact, I was just reading the other day on a

24

USA Today, there was an article about college tuition

25

that said that fewer parents today are paying for their
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1

kids to go to college.

The reason why -- one of the

2

reasons why the article said they’re doing that is

3

because what they found is that if mom and dad are

4

footing the bill, then the kids typically don’t take it

5

seriously as if they’re having to pay their own way.

6

Right?

7

time and money into.

8

So, again, we typically value what we invest our

So here’s how this works.

Anytime outside of

9

this classroom here tonight, you can pick up the phone

10

and you can call our office and you can join our team.

11

Anytime.

12

or whatever works best for you.

13

investment.

14

of $5,997, which, by the way, is a very creative way of

15

saying $6,000.

16

We’re a business.

So we want your business now

Write this down.

Yes?

It’s a one-time
It’s a one-time investment

So let’s call it $6,000.

I’m going to share with you in a moment why

17

it’s worth 10 times that amount.

18

in business it does take money to what?

19

UNIDENTIFIED FEMALE:

20

SKYLAR TOMEN:

But as we said before,

To make money.

To make money.

But look at it

21

this way, folks.

What if all this class did for you is

22

you went to that training, you got up and running and you

23

did one deal in the next 12 months and you made half the

24

national average.

25

that worth a one-time investment of $6,000 to then make

You only made $36,000 -- $34,000.

Was
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1

$34,000.

Yes or no?

Absolutely.

2

that once, do you think you’re going to stop there?

3

UNIDENTIFIED FEMALE:

4

SKYLAR TOMEN:

You do a deal like

No.

Will you stop there?

Probably

5

not, right?

You go out and do it again and again, right?

6

So, again, it’s not the investment, it’s the return.

7

That’s how we determine a good investment.

8

Folks, let’s be very clear about this.

9

thousand dollars to have access to millions of dollars in

10

funding to be able to fund your deals.

11

itself is worth a whole lot more than $6,000.

12

how much money can that make you?

13

right?

14

Six

That in and of
Because

You follow me on this,

Now, when you do join our team here tonight, we

15

do give you some significant discounts.

16

quite a few different bonuses.

17

that we know our system works, we’re confident in our

18

system.

19

our system works.

20

the system or not?

21

We give you

And because of the fact

Listen, we know that real estate works.

We know

The only question is, will you work

And because of the fact that we are confident

22

in our system, we’re willing to give you not only one but

23

two 100 percent money-back guarantees around your success

24

with this program.

25

where our mouth is.

So we’re willing to put our money
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1

And before I get into exactly how that works,

2

let me ask you, why do you think that we do this?

3

think we say, any time you’re ready, pick up the phone

4

and call us, it’s $6,000, we’ll take good care of you.

5

But if you join our team here tonight, we’re going to

6

give you discounts, bonuses, and we’re going to put

7

guarantees around your success.

8
9

UNIDENTIFIED FEMALE:

Why do

Why would we do that?
Because you’re going to

make money.

10

SKYLAR TOMEN:

Yeah, absolutely, right.

We’re

11

all going to make money, absolutely right.

12

what we’re looking to create.

We’re looking to separate

13

the serious from the curious.

Urgency, motivation,

14

whatever it is.

15

Look at this way, folks.

And that’s

Chances are that if

16

you don’t do it tonight, when are you likely going to do

17

it?

18

UNIDENTIFIED FEMALE:

19

SKYLAR TOMEN:

Never.

Most likely never.

What we know

20

is it’s the start that stops most people.

What we know

21

is that if all this does, by us giving you discounts,

22

bonuses and guarantees, if all that does is that helps

23

you join our team here tonight, then you go to the

24

workshop sooner, you’re making money faster, and then

25

we’re all able to make money a whole lot faster together.
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1

Then we could possibly someday or possibly never.

2

many of you follow that logic by raise of hand, right?

3

So keep that in mind.

4

business.

5

everyone involved.

6

How

We’re doing this because we’re a

We want to create a win-win situation for

So the first thing that we do is that we do

7

provide you a significant discount.

We bring that down

8

from the one-time investment of $6,000 investment to a

9

one-time investment -- write it down -- $1,997, which, by

10

the way, is a very creative way of saying $2,000.

11

So let’s call it $2,000.

12

Right?

Now, I’m going to talk about all the other

13

bonuses and all the other bonuses that we’re going to

14

provide to you when you do join our team here tonight.

15

But let me talk about how those guarantees work.

16

the only way that you will ever know if our system will

17

work for you is if you do what?

18

UNIDENTIFIED MALE:

19

SKYLAR TOMEN:

Because

Try it.

If you try it.

I mean, the only

20

way you’ll ever know if it’s going to work for you or not

21

is if you try it.

22

Right?

So here’s how the first guarantee works.

First

23

guarantee goes like this:

Join our team here today, go

24

to the workshop, try it, for the next six months.

25

way, folks, can we agree that if after six months of you

By the
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1

trying this system, if you haven’t made money yet, can we

2

agree that maybe real estate is just not for you?

3

that fair?

4

UNIDENTIFIED FEMALE:

5

SKYLAR TOMEN:

Right?

Is

Uh-huh.
Six months is a pretty

6

good period of time to be able to figure out if something

7

is going to work.

8

not working for us, it’s not working for our funding

9

team.

10

And if it’s not working for you, it’s

So here’s what we do.

Join our team here

11

today.

Try it for the next six months.

12

made at least three times your initial investment, which

13

would be $6,000 in six months, if you haven’t made at

14

least $6,000 then we will refund your $2,000 right back

15

to you.

16

You tried it.

If you haven’t

It didn’t work for you.

17

okay.

18

that we regret more so than things that we do.

19

tried, it didn’t work for you, that’s okay.

20

that $2,000 back.

That’s

I believe in life it’s the things that we don’t do

21

So you

We give you

By the way, when we refund you that $2,000 if

22

that happens for you, we will then kick you out of the

23

program.

24

distance.

25

working for us, it’s not worth it to prolong it.

We’ll continue to love you, but just from a
Understand, it’s not working for you, it’s not
Is that
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1

fair?

2

it’s going to work is if you try it.

3

work, you’ll get your money back.

4

though, you made money on the deals and you’re making

5

money.

6

Yes?

Because the only way you’ll ever know if
And if it doesn’t

If it does work,

By the way, let me ask you this:

How many of

7

you feel like with the right training, access to millions

8

of dollars in capital, that you can go out there and

9

create success in real estate and do a deal in the next

10

90 days or less.

11

of you feel like you could do that?

12

mind, keep your hand.

13

hands are up.

14

Let me see by raise of hand.

How many

But if you don’t

I want to get an idea how many

Okay, good.

So here’s what we’re going to do.

15

We’re going to incentivize you to create success.

16

how the second guarantee works.

17

today, go to the workshop and do a deal.

18

days or less, provide us with documentation of that deal,

19

and then we will send you a check for $1,997.

20
21

And in nine

for how much?
UNIDENTIFIED FEMALE:

23

SKYLAR TOMEN:

25

Join our team here

At that point, you just got all the education

22

24

Here’s

Free.

Well, better than free because

you made money on the deal.

Yes?

UNIDENTIFIED FEMALE:

Yep.
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1

SKYLAR TOMEN:

Plus you got the education and

2

the funding.

Nobody can take that away from you.

3

can use that for the rest of your life.

4

ability to go out and do it over and over again.

5

you’re getting your $2,000 back.

6

Is that fair?

7

UNIDENTIFIED FEMALE:

8

SKYLAR TOMEN:

9

You

And you have the
So

Yeah.

By the way, folks, anybody in

here go through any type of education after high school?

10

Any type of college?

And so those of you who went to

11

college, when you graduated from college, this is what

12

your university did for you.

Yes?

13

UNIDENTIFIED FEMALE:

14

SKYLAR TOMEN:

15

back.

16

tuition.

Mm-hmm.

They gave you all your tuition

No, some of you are like, I’m still paying back my

17

Right?
The point is the reason why they didn’t, guys,

18

is because they’re just an educational organization.

19

We’re not.

20

money and our students make money because of the lending

21

partners and all the rest of it.

22

create success.

23

you the $2,000 back.

24

deals.

25

We make money.

We’re doing deals.

We make

So we want you to

If it works for you, fantastic.

We give

Let us continue to do more and more

If it doesn’t work for you, we still give you
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1

$2,000 back.

This really is a no-lose situation as long

2

as you try it.

3

back.

4

back.

You try and it works, you get your money

You try and it doesn’t, you still get your $2,000

5

Is that fair?

6

UNIDENTIFIED MALE:

7

SKYLAR TOMEN:

Sure.

Some of you are looking at me

8

like, this happens to you every day of the week.

Right?

9

It’s very rare that you find an opportunity where if it

10

does work, you get your money back; if it doesn’t, you

11

still get your money back.

12

Right?

Now, what I want you to do is I want you to sit

13

back and relax and evaluate the opportunity you have

14

before you.

15

make a whole lot more than $2,000, then climb aboard,

16

join our team and let us help you do exactly that.

17

if you don’t, don’t do it.

18

Listen, if you see yourself being able to

And

And that’s okay.

How many of you appreciate my candor?

I’m not

19

going to wait until the end (inaudible) in your seat,

20

that’s how I prefer (inaudible).

21

So, like I said, we’ve helped thousands of

22

students all across the country to be able to create

23

success in real estate.

24

folks.

25

work for you as long as you’re willing to learn the

Could we help you?

We all know that real estate works.

Absolutely,
And it can
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1

system and (inaudible).

2

Frank, one of our students, his first deal that

3

he did made him a net profit of $131,000.

4

I’m obviously not saying that your first deal is going to

5

make you $131,000.

6

Could you do even more than that?

But, by the way, could you do that?

7

UNIDENTIFIED FEMALE:

8

SKYLAR TOMEN:

9

UNIDENTIFIED FEMALE:

10

Now, listen,

SKYLAR TOMEN:

Yes.

What about less?
Yes.

See, folks, the dollar amount is

11

irrelevant.

The fact of the matter is that you did

12

something, and something is better than what?

13

UNIDENTIFIED FEMALE:

14

SKYLAR TOMEN:

Nothing.

Nothing.

By the way, if Frank

15

never did another deal in his life, was that worth $2,000

16

and three days of his time?

17

UNIDENTIFIED FEMALE:

18

SKYLAR TOMEN:

Sure.

Absolutely.
Would you?

But do you think

19

that he stopped there?

20

once, you continue to do that over and over again.

21

Right?

22

I was a business owner.

23

anything else.

24

used that as a reason to do it.

25

available to learn the system and to do the work.

I love what he says.

No.

Once you do that

He says, before real estate

There wasn’t much time to do

But he didn’t use that as an excuse.
Right?

He

To make the time
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1

So let’s talk a little bit more about the

2

funding, because, as I said, one of the big benefits that

3

you get when you join our team is access to millions of

4

dollars in capital for you to be able to go out and start

5

doing the deals.

6

So let’s talk about how the funding works and

7

the fees associated with the funding.

8

we don’t do the deal unless we’re making a whole lot more

9

than the fees.

10
11

Right?

Because obviously

That’s kind of common sense.

So

let’s talk about it.
So, first of all, at the training we’re going

12

to teach you on how to find and submit the right offers.

13

Let me have you write down two sets of numbers.

14

So if the property that you are making an offer on is

15

currently worth less than $100,000 -- you’re not going to

16

run into that too much, I know, but I have to give you

17

the numbers.

18

there must be a $20,000 equity or profit margin involved

19

for you in order for our funding team to fund that deal.

20

Right?

So if it’s worth $100,000 or less, then

So if the property was $100,000, you need to be

21

able to get it at a $20,000 discount, which means the

22

most you could offer on that property would be how much?

23

UNIDENTIFIED MALE:

24

SKYLAR TOMEN:

25

Eighty.

Eighty or less, right?

So if

it’s worth $80,000, then $60,000 and so on and so forth.
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1

Okay?

Now, if it’s worth $100,000 or more, then there

2

must be a 20 percent equity or profit margin involved for

3

our funding team to fund it or else they won’t fund the

4

deal.

5

So if the property is currently worth $200,000,

6

then 20 percent of $200,000 would be $40,000, means that

7

the most that you could offer on that property would be

8

how much?

9
10

UNIDENTIFIED MALE:
SKYLAR TOMEN:

One-sixty.

One-sixty.

Okay.

So, again, at

11

least a 20 percent discount for how much you get it under

12

contract for and what it’s currently worth.

13

Okay?

Now, I want you to watch this video real quick.

14

I’m going to show you this video.

15

going to talk about a couple things about the funding.

16

As I said, it’s the deal that qualifies, it’s not you.

17

It doesn’t matter if you have a credit score of five.

18

you’re familiar at all with credit scores, five is a very

19

bad credit score.

20

five, they’ll still fund the deal.

21

about you, your job history, your credit.

22

matters is what?

23

property that qualifies it, not you.

24
25

Right?

Oh, by the way, we’re

If

If you have a credit score of
It doesn’t matter

It’s the deal, right?

All that
It’s the

Okay?

And, as I said, whether it’s one good deal or
10 good deals, they’ll fund all of them one at a time.
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1

There’s no ceiling.

2

$100,000, they’ll fund the deal as long as it’s a good

3

deal.

4

If it’s a million dollars or

Now, I want you to watch this video.

It’s

5

going to talk about the fees associated with the funding.

6

You’re going to be very pleasantly surprised by how those

7

fees work because of the network that we’ve developed and

8

how big of a discount we get.

9

two fees that they’re going to mention.

10

So watch these.

There’s

I need you to

take notes on these two fees.

11

So the first one, I’m going to tell you right

12

now, is a flat fee.

13

Annualized fee will only come into play when you buy, fix

14

and flip, rehab, or if you’re doing a buy and hold rental

15

property.

16

going to come into play on a wholesale transaction.

17

The second one is an annualized fee.

The other one, the flat fee, that’s what’s

Now, I want you to take notes on this because

18

I’m going to come back up.

19

some scenarios on numbers on the deal, and then you’re

20

going to be able to see how this is going to work and how

21

much money that this funding can make you.

22

Okay?

So two fees, one is a flat fee and one is an

23

annualized fee.

24

going to that point.

25

We’re going to run through

VIDEO:

Right?

Take some notes and then we’re

You’re probably here because you know
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1

people are making money in real estate and you want to

2

get in on the action.

3

on TV.

4

as smart and capable as they are.

5

there are probably two things holding you back.

6

You’ve read about them, seen them

Maybe they’re even friends or relatives.

You’re

Based on what we know,

First, you lack the experience or education to

7

know what they know, or you’re just not sure where to

8

start in order to access the money.

9

help.

10

Either way, we can

Our three-day investment accelerator will teach

11

you the leverage, cutting edge real estate strategies to

12

generate profits repeatedly.

13

to our network of lenders and private investors who are

14

always looking to lend capital on sound real estate

15

deals.

16

And we’ll grant you access

Many hard money lenders require you to pay the

17

down payment, rehab costs and closing costs out of pocket

18

or up front.

19

will allow you to finance closing costs and fees into the

20

deal, and will finance between 80 to 100 percent of the

21

rehab.

22

We have relationships with lenders that

What this means to you is if you use our

23

(inaudible) sources, you could be required to come in

24

with as little as half of what a traditional hard money

25

lender typically requires.
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1

Our network of over 100 lenders operate across

2

all 50 states in the U.S., as well as Canada and the

3

Caribbean, and you can get easy access to this elite

4

group by graduating from the three-day real estate

5

investment accelerator.

6

You may be asking yourself why these lenders

7

want to work with me.

The answer is simple.

These high

8

powered professionals are smart, savvy and have their

9

eyes on the prize.

They will invest in people they trust

10

to make solid (inaudible) deals with high potential for

11

return.

12

By the end of our three-day investment

13

accelerator, graduates will have the knowledge, expertise

14

and training to put together sound, effective loan

15

packages that are custom tailored to appeal to the right

16

lending solutions to fit your needs.

17

We will teach you what to do and what not to do

18

to make sure your deals are profitable and attractive to

19

lenders.

20

acquiring income-producing properties, our lenders lend

21

in any market for qualified deals, allowing you to take

22

quick advantage of opportunities.

Whether you’re wholesaling, flipping or

23

Another major benefit, our providers are highly

24

skilled and disciplined professionals who act as a second

25

set of eyes analyzing your transactions, giving you the
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1

added security that you’re making a wise investment.

2

Graduates of our three-day investment

3

accelerator also give unlimited access to the funding

4

hotline for dealer analysis, optimized (inaudible)

5

placement, expedited processing and answers to all your

6

questions.

7

Closing typically takes place within 30 days.

8

And the best part, funding fees are only 4 to 6 percent,

9

with average annualized interest of 10 to 11 percent.

10

Certain types of transactions can even qualify for 100

11

percent financing.

12

transactions we process, we’re able to pass our

13

preferential rates on to you.

14

paid at closing, not up front.

15

service with no hidden fees.

16

Plus, based on the sheer volume of

And, remember, fees are
This is truly white glove

Accessing our investor network is just one of

17

the many powerful and proven strategies you will learn at

18

the three-day accelerator workshop.

19

the investment accelerator today.

20

SKYLAR TOMEN:

21

So get enrolled in

Anybody think they can draw that

fast?

22

UNIDENTIFIED FEMALE:

No.

23

SKYLAR TOMEN:

24

So a couple things about the fees.

25

are paid when?

Pretty impressive, right?

Okay.

First of all, fees
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1

UNIDENTIFIED MALE:

2

SKYLAR TOMEN:

At closing.

At closing.

Okay?

So let’s

3

talk about that.

4

they mentioned.

5

much?

6

into effect when you’re doing a wholesale transaction.

7

We’ll talk more about that in a second.

8
9

First of all, two different fees that
The first fee was a flat fee of how

Four to six percent.

And so that’s going to come

The second fee that they mentioned, the
annualized fee was --

10

UNIDENTIFIED MALE:

11

SKYLAR TOMEN:

Eleven.

-- 10 to 11.

Like I said,

12

you’re not going to have to worry about that too much

13

unless you’re doing a buy, fix and flip or you’re doing a

14

rental property with just some simple numbers on this.

15

Let’s just -- let’s overinflate the number.

16

it a 12 percent annualized fee.

17

would equal out to be 1 percent per month.

18

Let’s call

That would mean -- that
Right?

So at 12 percent, if you’re only keeping the

19

money, though, for three months, you’re only going to pay

20

back 3 percent because you did buy, fix and flip and took

21

90 days to be able to do it.

22

the loan amount plus 3 percent on that type of a deal.

23
24
25

So you’re going to pay back

By the way, rehab costs.

Will they fund rehab

costs as well?
UNIDENTIFIED MALE:

Eighty percent to 100.
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1

SKYLAR TOMEN:

2

absolutely.

3

percent.

Eighty to 100 percent,

It depends on the deal.

Eighty to 100

What about closing costs?

4

UNIDENTIFIED MALE:

5

SKYLAR TOMEN:

At the end.

Yes, absolutely.

Right?

So a

6

lot of these deals, you can get in with no money out of

7

your own pocket.

8

transactions.

9

work.

Specifically these wholesale

So let’s talk about how this is going to

Right?

10

Now, I know we’re talking about some numbers

11

right now.

And sometimes when we talk about numbers,

12

especially like the 6:00 session, sometimes we start to

13

get a little bit bogged down.

14

for me real quick?

15

this.

So can everybody do this

Can everybody raise your hand on

Can everybody say yes?

16

UNIDENTIFIED FEMALE:

17

SKYLAR TOMEN:

Yes.

Okay, good.

I’m not doing any

18

public speaking.

19

right.

20

sure that this numbers part is very, very easy to

21

understand because the numbers are pretty simple and we

22

understand how this works.

23

It’s no fun to speak to a wall.

All

So give me a little bit of love and we’ll make

Okay?

So let’s talk about it.

Let’s say the property

24

is currently worth $400,000.

Right?

Let’s say you get

25

it under contract then for, let’s call it, $320,000.
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1

First of all, does that meet the criteria for our

2

lending?

3

UNIDENTIFIED MALE:

4

SKYLAR TOMEN:

Yes.

Yes, it does because that’s at

5

least 20 percent discount.

6

contract for $320,000, it’s currently worth $400,000.

7

You then sell it to your cash buyer, which we’re going to

8

use Walter over here.

9

going to sell it to him for let’s call it $360,000.

10

Okay?

11

borrowing $320,000.

12

Right?

So you get it under

Walter is our cash buyer.

You’re

So $360,000 is what you’re selling it for, you’re
Okay?

Now, let’s get out some calculators on your

13

phones real quick.

We’re going to run some numbers.

14

the way, if numbers or math makes you nervous, then guess

15

what?

16

does a cell phone have on it?

Every single one of us has a cell phone.

17

UNIDENTIFIED FEMALE:

18

SKYLAR TOMEN:

By

What

A calculator.

Calculator.

19

for you, okay?

20

this, it would be 4 percent.

21

charge you would be on the funded amount, not the sale

22

price.

Okay?

So take -- real quick.

This will do it all

But the 4 percent that they

So take $300,000 -- I’m sorry, $320 --

23

UNIDENTIFIED FEMALE:

24

SKYLAR TOMEN:

25

So on a deal like

$320.

-- $320.

Take $320,000 and

multiply that by 4 percent, gives you a few of how much?
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1

UNIDENTIFIED FEMALE:

2

SKYLAR TOMEN:

Twelve thousand.

Twelve thousand, eight hundred.

3

Right?

Twelve thousand, eight hundred.

4

selling it to Walter for how much?

5

UNIDENTIFIED MALE:

6

SKYLAR TOMEN:

Now, you’re

Three-sixty.

Three-sixty.

Now, let me ask

7

you real quick.

By raise of hand, how many of you invest

8

$12,000 -- let’s just call it $13,000 -- how many of you

9

by raise of hand want to invest $13,000 to make $40,000?

10

That wasn’t everybody.

11

to make $50,000?

12

we’re comfortable with.

13

not your $13,000.

How many want to invest $16,000

I can bring this to whatever number
Right?

But, remember, that’s

Because fees are paid when?

14

UNIDENTIFIED MALE:

15

SKYLAR TOMEN:

At closing.

At closing.

Meaning that when

16

you close, the $320,000 goes back to the funding

17

department, the funding company, the investor, plus that

18

$13,000, and then what is left over comes to you, which

19

on a deal like that would be about $26,000.

20

closing costs would be incorporated in the funding as

21

well.

22

Because

Now, again, $26,000, you’re not breaking the

23

bank.

But how long did it take you to make that $26,000?

24

One to three days in funding and then a couple weeks

25

maybe of finding the property, getting it to your cash
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1

buyer.

As long as you have your list of cash buyers

2

first, this goes very, very quickly.

3

How many of you are really starting to like

4

this by raise of hand?

5

see why so many people are able to make money in real

6

estate.

7
8

Right.

Now you’re starting to

By the way, is it possible for one person to do
every single deal that there is in this market?

9

UNIDENTIFIED FEMALE:

10

SKYLAR TOMEN:

No.

No.
Absolutely not.

Okay.

11

Sometimes people say, well, Skylar, if there’s going to

12

be, you know, 20 of us, 30 of us, at that training, won’t

13

there be too much saturation.

14

question is what?

15

too many -- there’s so many deals out there.

16

might not -- you might be investing here, you might be

17

investing in San Jose, you might be investing in Palo

18

Alto.

19

in.

20

other.

21

because there’s so many deals out there when you know how

22

to find them that we’re not running into each other and

23

there’s not a scarcity, there’s an abundance of deals for

24

those who know how to find them.

25

The answer to that

No, there’s no such thing as having
And you

You’ve got lots of different areas you can invest
It’s very rare that you’re going to bump into each
And even if we do, guess what?

It doesn’t matter

Okay?

Now, by the way, how many of you are really
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1

liking that funding partner and feel like that could make

2

you some money right there, by raise of hand?

3

So, like I said, we’re going to show you how to be able

4

to find these deals.

5

already got the funding to be able to start purchasing

6

those.

7

Right.

But once you find the deals, you’ve

Remember, it’s not just residential deals.

8

Wally took this and did some commercial deals as well.

9

really liked what he said after our training.

I

He said

10

that in nine months since I purchased my first property,

11

I now own five rental properties, two commercial lots and

12

20 acres of raw land for residential development.

13

obviously whatever you want to do, there’s a way to be

14

able to make real estate work for that.

15

So

He says, my net worth is over $1.2 million, and

16

he’s bringing in $4,000 a month with his rentals.

17

that a pretty good nine months?

18

UNIDENTIFIED FEMALE:

19

SKYLAR TOMEN:

Was

Yeah.

Yeah, absolutely.

Right?

Once

20

you understand where you are going to be in the next

21

year, two years, could be completely different than where

22

you are right now, not only by what you learn but by the

23

actions that you take.

24

deals, you’re able to make money where otherwise you

25

couldn’t have because you have the knowledge and you took

You make the right offers on the
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1

action on that.

2

I absolutely love what Wally said.

He said, I

3

had plenty of excuses, but I chose not to use any of

4

them.

5

successful.

6

giving you at that training, is the confidence to go out

7

and make offers.

8

you’re able to start making money.

And the training gave me the confidence to be

9

As I said, confidence, that’s what we’re

Because once you make offers, now
Okay?

So let’s talk about the seven steps for your

10

success and to be able to do a deal in the next 90 days

11

or less.

12

deal in the next 90 days or less?

13

do a deal, the faster you do what?

By the way, why is our goal for you to do a

14

UNIDENTIFIED FEMALE:

15

SKYLAR TOMEN:

Because the faster you

(Inaudible).

You do the next deal, right?

16

That’s why we incentivize you by saying, listen, join our

17

team here today, invest that $2,000 and do a deal in 90

18

days or less and we give you that $2,000 back so that you

19

continue to do more deals.

20

Right?

So here’s how this works.

By the way, if that

21

makes you nervous, you having profit on it for your first

22

deal in the next 90 days or less, then that’s even more

23

reason to educate, not speculate.

24

who’s doing it so that way you know what you’re doing is

25

the right thing to do at the right time.

Learn from someone

Okay?
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1

So, step number one we already talked about,

2

which is create your cash buyers list.

3

cash buyers list.

4

We start with the

Now, let’s talk about how you build your list

5

of cash buyers.

Now, in a moment we’re going to wrap up

6

this portion of the training.

7

take that break.

8

That’s when Grant’s going to come back up and he’s going

9

to share with you once you do a deal and you make

Remember, we’re going to

Don’t go anywhere during that break.

10

$30,000, $40,000, $50,000 on a deal, what do you do with

11

some of that money?

12

it.

13

that money?

14

get on that money 18 to 50 percent return.

Yes, we blow it.

But we need to reinvest it.

15

We enjoy some of

Where do we reinvest

That’s what he’s going to talk about, how to

Because, by the way, if our lending team is

16

funding your deals, you don’t need to take your money and

17

put it back into your deals.

18

the deals?

19

deal so you don’t need to take your money and put it back

20

into the deal.

21

put that money to be able to make even better rates of

22

return.

23

Yes?

The lending team, right?

Because who’s funding
So they’ll fund the

So Grant is going to show you where to

In fact, Grant just walked in.

24

just have you stand up.

25

around here, guys.

Grant, can I

Everybody real quick, come

Everybody (inaudible) and say hi,
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1

Grant.

Everybody say, hi, Grant.

2

GROUP:

Hi, Grant.

3

SKYLAR TOMEN:

There we go.

All right,

4

perfect.

5

here when we take that break.

6

(inaudible) sharing with you is how you can compound your

7

returns together and make even more money.

8

So, Grant, as I said, Grant is going to come up

9

Don’t go anywhere because

Now, during that break, that’s when you have
the opportunity to be able to join our team.

In your

10

folder that we’re going to set you up with, you have both

11

of those guarantees.

12

They’re activated.

13

deal in 90 days, get your $2,000 back.

14

in six months, still get your $2,000 back.

15

They’ve already been signed.
They’re ready to go.

Remember, do a
Don’t do a deal

The other thing that you’re going to get in

16

there is access to a software program that we’ve

17

developed.

18

the way, everyone write down the name of the software

19

program.

20

Finder, F-i-n-d-e-r, Lite, L-i-t-e.

21

Here’s how this works.

22

Here’s how the software program works.

By

It’s called Prop Finder -- Prop as in property,
So Prop Finder Lite.

By the way, on yours you’ll have a little

23

activation code.

The team is in the back right now

24

activating these for you so that they are active and

25

ready for you and your partner to use.
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1

By the way, how many of you, by the way, would

2

love to be able to go to that training, get access to all

3

this information and the funding and everything else and

4

be able to bring a guest with you for free and have them

5

get access to the same information?

6

would bring a guest if you could?

7

Okay, good.

How many of you

Now, in a moment, one of the steps

8

-- one of the bonuses that we do provide to you is that

9

we do allow you to bring a guest with you.

Your guest

10

gets access to the funding.

11

training, the contracts, as well as the software.

12

it’s not one person for $2,000, it’s two, and that

13

includes everything that you’re going to get access to as

14

well.

15

They get access to the
So now

Okay?
So here’s how the Prop Finder software works.

16

You type in -- once you have gone on and you’ve logged

17

in, you then -- it will give you a map and you type in

18

the zip code or the city and state, however you want to

19

look for it, of where you want to look for your cash

20

buyers.

21

how many cash buyers there are right now in that market

22

anywhere across the United States.

23

You hit enter, and then it will pull up exactly

Right here in Sunnyvale, there’s over 1,200

24

cash buyers.

Now, cash buyers, by the way, these aren’t

25

people who say I have money and I want to invest.

These
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1

are people that are already buying homes in cash right

2

here in Sunnyvale.

3

San Jose, over 12,000 cash buyers.

As I said,

4

we’re going to show you how to be able to do that.

5

Right?

6

doesn’t just give you the number of cash buyers, it tells

7

you who they are.

8

tells you how much they bought the property for.

9

sold it, it tells you how much they sold it for.

10

So immediately you have access to all that.

It

It tells you what they purchased.

It

If they

So, you know, all this information, you don’t

11

even need to call them and ask them what they’re looking

12

for, where they’re buying and all that.

13

So two things to look for -- to look for when

14

you’re building your cash buyers list.

15

you that are serous about joining our team, I need you to

16

write this down because we’re going to build our cash

17

buyers list and then go out and start making some offers.

18

So write these two things down.

19

Now, for those of

Number one is you’re looking for anyone that is

20

purchasing homes under a business entity.

21

buying under an LLC, an LP, a corporation, sole

22

proprietorship, anything like that, that means that

23

they’re doing this as a business, and as a business they

24

probably want more investments.

25

If they’re

Okay?

The second thing you’re looking for is anybody
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1

who has purchased more than one property in the last

2

year.

3

probably want?

Because if they bought more than one, what do they

4

UNIDENTIFIED FEMALE:

5

SKYLAR TOMEN:

More.

More, right?

So now you know

6

who they are, what they’re buying, how much they’re

7

buying, and now at the workshop then we’re going to show

8

you the 25 different ways to find the deal.

9

to that specific area that they’re looking for, at the

You then go

10

price range that they’re looking for.

11

and then you find a deal that they’re already looking

12

for.

13

buyer immediately.

14

You find a deal

So when you send them an e-mail, you’ve got that

By the way, how many of you like that we’ve

15

created a software program like that to be able to help

16

you actually do this business?

17

Again, it’s not just education.

18

with the education.

19

money.

20

By raise of hand, right?
It’s the right tools

That’s what makes you a lot of

Okay?
So the second step, that is once you’ve created

21

your cash buyers list, now you need to find the right

22

deals.

23

heard me say, I mentioned a couple different ways.

24

of the ways you may have heard was a pre-foreclosure.

25

you have a question, write it down.

Now, one of the things that some of you may have
One
If

I’m not going to
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1

stop to answer questions.

Or you can add it in the back

2

(inaudible) ask the team.

But during that break, I can

3

answer questions for you individually.

4

(Inaudible).

You might have heard me say pre-

5

foreclosure.

Now, we’ve all probably heard of a

6

foreclosure.

Once a notice of default has been filed,

7

anybody and everybody gets access to that.

8

record.

9

That’s public

By the way, when you’re making an offer on a

10

foreclosure, you’re making an offer to the bank.

11

beginner, who do you typically not want to make an offer

12

to?

13

UNIDENTIFIED FEMALE:

14

SKYLAR TOMEN:

15

As a

The bank.

The bank.

Right?

So -- but

when you’re working in a pre-foreclosure stage --

16

UNIDENTIFIED FEMALE:

17

SKYLAR TOMEN:

It’s the owner.

-- that’s still the homeowner.

18

So you’re making an offer with the homeowner.

19

going to show you at a workshop how to find these pre-

20

foreclosures, how to contact them, what to say, so that

21

way you’re able to help somebody in a tough situation get

22

into a better situation, and then you’re able to make

23

some money at the same time.

24
25

We’re

How many like the idea of being able to help
someone and make money at the same time?

Right?

That’s
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1

what real estate is.

2

we solve problems.

3

how to become really good problem solvers in the realm of

4

real estate.

5

We’re just teaching at the workshop

Okay?

So find the right deal, 25 different ways.

6

Off-market.

7

do that.

8
9

As an investor, we make money when

We’re going to teach you how to be able to

Step number three, then, is run the numbers.
Run the numbers.

Now, when it comes to running numbers,

10

this is simple third grade math.

11

What we just did there, by the way, multiplication,

12

that’s it.

13

subtraction, multiplication, that’s all.

14

if you’re still nervous about numbers, we all have a

15

calculator on our phones.

16

Okay?

17

Addition, subtraction.

That’s exactly how it is.

Addition,
And at the end

It does that all for you.

So we’re going to show you how to do that, by

18

the way.

19

room.

20

numbers so that way you get some hands-on repetition and

21

understanding so that way you’re able to -- if you make a

22

mistake, you make a mistake in a closed environment where

23

you’re not losing money on a deal.

24

repetition, the mother skill, make sure you have that.

25

We don’t just teach you from the front of the

We actually give you opportunities to run some

Right?

So

Then step number four is make your offer.

Not
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1

just the offer, but make the right offer.

2

that I have the number 25.

3

notes.

4

step number four of make the right offer, and then I want

5

you to all eyes on me for a moment because this is really

6

important.

7

Now, next to

(Inaudible) ask about taking

I want you to write down the number 25 next to

What we’re asking for you to do is that over

8

the next six months, we want you to make 25 offers.

9

Twenty-five offers in how long?

10

UNIDENTIFIED FEMALE:

11

SKYLAR TOMEN:

Six months.

Six months.

By the way,

12

following our system, how many deals should that get you

13

if you make 25 offers?

14

UNIDENTIFIED FEMALE:

15

SKYLAR TOMEN:

Two and a half.

Some of you said two and a half.

16

There’s no such thing as half a deal.

Two to three,

17

right?

18

we’re so confident in that 10 to 1 ratio that if after

19

you’ve made your first 10 offers, if you haven’t made

20

money yet, then what we’re asking you to do, it’s

21

actually on this -- on that guarantee.

22

you the first guarantee, don’t do a deal in six months.

23

If you go to that training and you never make a single

24

offer, you won’t make any money.

25

system didn’t work, that’s because you didn’t work the

So anywhere between two to three.

By the way,

Remember I told

That’s not because the
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1

system.

is that fair?

2

GROUP:

Yes.

3

SKYLAR TOMEN:

So all that we’re asking is that

4

you try.

5

you made offers.

6

you’ve made, if you haven’t made money yet, then pick up

7

the phone and call our office and then we will together,

8

with you, we will write the next 15 offers together to

9

ensure that you do start seeing some results.

10

And how you prove to us that you tried is that
So if after your first 10 offers that

So we don’t just train you at the workshop.

11

But we do support you afterwards and give you customer

12

service and support not only for you but for your guests

13

as well.

14

you, but we support you afterwards?

15

How many of you like that we don’t just train
Right?

One question can be the difference between

16

making money and leaving money on the table.

17

leave money on the table.

18

which is why if after you’ve done 10 offers you haven’t

19

made money, we’ll write the next 15 together to ensure

20

that you start seeing some results.

21

is our success.

22

it works for all of us.

23

So don’t

We know the system works,

Because your success

The faster you achieve that, the faster

Step number five, then, is get the financing

24

and the funding for the deal.

25

hangup for a lot of people.

Normally this is a big
But when you’re a member of
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1

our program, who’s going to fund your deals?

2

UNIDENTIFIED MALE:

3

SKYLAR TOMEN:

(Inaudible).

Our lending team.

As long as

4

it’s a good deal, they’ll fund the deal.

5

a very, very simple step.

6

it to them, and they come back and they say, yep, it’s

7

good to go, you have that second set of eyes to make sure

8

that it’s the right deal.

9

So this becomes

You find the deal, you submit

Step number six, then, is applying the right

10

exit strategy.

11

work per deal?

We need to have at least how many that

12

UNIDENTIFIED MALE:

13

UNIDENTIFIED FEMALE:

Four.

14

SKYLAR TOMEN:

Right?

Four.

Four.

There’s eight to

15

choose from, but we need at least four on every single

16

deal.

17

enjoy it, blow it, spend some of it, and then take the

18

rest and reinvest it.

19

share with you how to make that 18 to 50 percent returns

20

and how to be able to do that guaranteed by the

21

government and secured back by real estate.

Step number seven, then, close, make your money,

22

So, remember, we’re going to take that break.

23

Do not go anywhere.

24

All right?

25

And like I said, Grant is going to

You don’t want to miss out on that.

So, now one last thing about the funding.

I
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1

know the video talked about this, but let’s just be very

2

clear.

3

attending that three-day training.

The only way you get access to the funding is by

4

Now, when you join our team here today, that is

5

one of the benefits that you get access to, but we don’t

6

give you access to it until after the training.

7

we do that?

8

team, they know our system.

9

you learn the system, then they will allow you and then

10

Why do

Because the lending partners, the lending
They trust our system.

Once

we allow you to be able to get access to the funding.

11

If we haven’t trained you on how to find the

12

right deals and submit the deals, then you’re going to be

13

finding deals that aren’t good deals, wasting your time,

14

and then you’re going to be submitting deals to them that

15

aren’t good deals that’s wasting their time.

16

our most valuable and precious resource.

17

waste it.

18

thing to do and we’re getting the results repeatedly.

19

Okay?

So time is

So let’s not

20

Let’s make sure that what we do is the right

Like I said, you get access to it after the

21

training.

22

join our team here today is you get access to it, but you

23

can start utilizing it after we trained you on the

24

system.

25

But one of the benefits that you get when you

Okay?
Now, one last thing I want you to write down
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1

with the funding is that we do provide to you what is

2

called a POF letter.

3

Write that down.

4

does is that tells the seller.

5

Mark’s property, if Mark has three other offers on his

6

property and I come in at offer number four, my offer

7

with that proof of funds letter says to Mark that even

8

though I’m offering him $300,000, I’m not waiting for

9

contingent upon bank financing or bank approval.

A POF stands for proof of funds.

A proof of funds letter.

What that

So if I’m offering on

It

10

tells Mark that I legitimately have access to in cash

11

that $300,000 that I’m offering him on his property.

12

that means that I just went from the bottom to the what?

13

UNIDENTIFIED FEMALE:

14

SKYLAR TOMEN:

So

Top.

To the top.

Because we’ve all

15

heard the saying before that cash is what?

16

So even though we may not be 10 steps ahead of -- on

17

every single deal that we do, our offers are stronger

18

because of how we structure those offers.

19

make money where the others are not able to do that.

20

then you’re going to have your competition saying, hey,

21

how did you get that deal, I made the offer first?

22

it’s because of how you submitted that offer and having

23

access to that proof of funds letter.

24
25

King, right?

We’re able to
And

Well,

Okay?

So on every single deal that you make an offer
on, you will have a proof of funds letter which tells the
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1

seller you legitimately have access to cash and that you

2

can close quickly.

3

top, it puts you on (inaudible).

4

So that puts you in the top -- on

Now, remember, it’s not just single family

5

homes.

There are multi-family homes, apartment units.

6

How many of you kind of get excited when we start talking

7

about bigger deals or multi-family homes by raise of

8

hand?

9

this one is don’t be afraid of the bigger deals.

Very good, right?

The big thing I’ll tell you on
They’re

10

bigger dollar figures, but there’s also more zeroes

11

involved on your profit that you make, and it takes about

12

the same amount of time.

13

Right?

So the nice thing about an apartment complex is

14

that you do a deal once and it pays you eight different

15

ways on that apartment complex instead of one home paying

16

you once.

Does that make sense?

17

UNIDENTIFIED FEMALE:

18

SKYLAR TOMEN:

Right?
Yes.

Multiple streams of income off

19

of one purchase, you’re able to do this.

Remember, our

20

lending team will fund on apartment complexes,

21

commercial.

22

class like this and he joined our team.

23

talking about the funding and everything, he’s like, this

24

is a no-brainer.

25

just stood up and went to the back, got himself

We had a gentleman one time who came to a
Once we were

He didn’t wait until it was done.

He
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1

registered.

2

him.

3

know, what do you do right now?

4

investing in real estate right now.

5

over 560 apartment units.

6

great.

7

next step?

And when I was talking to him, I said, hey, you
And he said, I’m already
He said he owned

And I said, okay, fantastic,

What are you looking to do next?

8
9

I got a chance during the break to talk to

What’s your

And there was a lady who was standing by who
overheard us and she came up and said, hang on a second.

10

You said that you have over 560 apartment units?

And he

11

says, yes, you know, I’ve done really well.

12

older gentleman.

13

whole life.

14

why do you need Tarek and Christina?

15

their training?

16

man.

17

because I’ve done well doesn’t mean I can’t do what?

He’s an

He’s like, I’ve been building this my

And she says, well, if you’ve done so well,
Why do you need

Why do you need their team?

I absolutely love what he said.

18

UNIDENTIFIED FEMALE:

19

SKYLAR TOMEN:

Very humble

He said, just

Better.

Better.
Like, there’s no

20

ceiling with what you can do in real estate, right?

21

Whether it’s you want to do one or two deals a year or

22

you want to do hundreds of deals a year.

23

ceiling.

24

you can do as many as you like to be able to do it.

25

long as you can find the deals, you have the funding and

There’s no

Once you learn how to do it and you repeat it,
As
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1

the cash buyers to be able to do it.

2

All right?

But I love what he said after that.

He says,

3

and now I don’t have to use my own money.

4

bought those 560 apartments by actually using my own

5

capital, my own credit, and now he’s utilizing ours to be

6

able to help him do it faster.

7

somebody get from here to here, can we help you get

8

started and start making money?

9

right.

10

Because I

So if we can help

Yes or no?

Absolutely,

Like I said, no ceiling involved in real estate.

That’s what I absolutely love about this.

11

Right?

Now, remember one thing about this workshop,

12

it’s a very, very different classroom style environment.

13

We don’t jam pack you in there like a bunch of sardines

14

where you’re taking notes on your lap.

15

table in front of you.

16

the table.

17

through some numbers.

18

opportunity to run numbers and really, really break

19

things down, take things very, very slowly during that

20

three days so you understand how the system works, how

21

you find these deals and how to submit them for the

22

funding.

23

You’ve got a

You’ve got room to spread out on

It’s a work station.

We’re going to be going

You’re going to have the

You get that hands-on training.
By the way, how many of you like that it’s a

24

hands-on training and not just information?

25

absolutely huge for me, right?

Right?

It’s

I’m a big hands-on type
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1

of guy, right.

2

So let me show you how that works.

And I told you about Billy before.

Twenty-two

3

years old, never done real estate before.

4

later, pulls up deal number 29.

5

sent us this e-mail.

6

than half my yearly salary in a couple of months doing

7

what I want to do on my time and that was it.

8

hooked.

9

Two years

After his first deal, he

He says, I realize I just made more

I was

This was the answer to our problems.
There’s a ripple effect.

It didn’t just change

10

Billy’s life.

It also changed his family’s.

His little

11

brother right here, John.

12

said, me and Johnny Boy closed this morning celebrating

13

his first deal.

14

that pretty good?

John is 19 years old.

He

Seventeen thousand dollars at 19.

15

UNIDENTIFIED FEMALE:

16

SKYLAR TOMEN:

Is

Oh, yeah.

Folks, $17,000 is good for a 50-

17

year-old made part-time, right?

18

once you do it once, that gives you the ability to do it

19

again and again.

20

The point is is that

Last year, Billy’s whole family, they quit

21

their job and they’re all investing in real estate full-

22

time because they were making more in their real estate

23

business than they were working their jobs.

24

we talk about legacy, this is what that has the ability

25

to do.

Right?

When

And he did that in two years, right?
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1

Now, I’m going to play a little video.

Billy

2

in progress through some of -- a property that he’s

3

doing.

4

had never done real estate before.

5

how far he’s come.

6

do all of this from start to finish.

7

Watch this.

BILLY:

I think it’s really fantastic.

He

Two years later, see

And, remember, we taught him how to

(On video):

Check this out.

We were able to do 10

8

deals last year, which was huge.

9

figures.

We made over six

So roughly, if I broke it down, you know, a

10

little over $10,000 a month.

11

under contract.

12

that we’re selling that had already been rehabbed, one

13

that we actually own that we’re in the process of

14

starting the rehab, and three others that I’m closing on

15

in the next 60 days.

16

I have five properties

So I’m in the process of closing one

UNIDENTIFIED MALE:

(On video):

Okay.

So

17

another day here at Key Lane (phonetic).

18

progress that we’re making on the wall.

19

laundry room here because this was all in the bedroom an

20

it was ugly.

21

by making a laundry room and a closet here, because it

22

was just the studio house.

23

This is the
We enclosed this

So we added some value to the property now

And then in the little spare bedroom, we’re

24

adding a closet.

25

working.

We’ve got the handyman here, Cliff,

And that’s going to add some value because now
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1

we can market the house two bedroom, one bath.

2

BILLY:

(On video):

I would (inaudible) in

3

August and was so excited and worked up, and there’s so

4

much positive ways to do many different avenues in real

5

estate.

6

or you can wholesale a property.

7

interests me.

You know, there’s buy and holds or fix and flips

8
9

And it all really

So -- and the last closing we had was actually
September.

So after I had seen you guys last.

And

10

September was the best month we’ve ever had.

11

five deals and we made about $60,000 in the month of

12

September.

13

We closed

So that was really exciting.
As an entire team, we’ve come a long way, you

14

know.

Some of my partners were a little reluctant to do

15

certain things or a little hesitant to make certain moves

16

just because we were scared.

17

when we get educated, the more and more confidence we

18

built.

19
20

SKYLAR TOMEN:

We were fearful.

And then

The more we get educated, the

more what?

21

UNIDENTIFIED FEMALE:

22

SKYLAR TOMEN:

Confidence.

The more confidence we build.

23

How many of you value and believe in education, per se?

24

Right?

25

through education.

Absolutely.

Confidence, that’s what comes
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1
2

Two years later, the month of September, how
much did they do in the month of September?

3

UNIDENTIFIED FEMALE:

4

SKYLAR TOMEN:

5

month.

Right?

Sixty thousand.

Sixty thousand dollars in one

Is that pretty good for a 24-year-old?

6

UNIDENTIFIED FEMALE:

7

SKYLAR TOMEN:

Oh, yeah.

That’s fantastic.

And, like I

8

said, two years.

How many of you realize, by the way,

9

that the next two years of your life will come and go

10

regardless of what you decided to do here tonight.

11

many of you will realize that?

12

you will make a decision to join Tarek and Christina’s

13

team, and that one decision right there can have a huge

14

impact like it did for Billy on where you end up in the

15

next two years.

16

It will happen.

How

Some of

Right?

In fact, Tarek and Christina have asked me to

17

provide for those of you who are serious about this, like

18

I said, we’re not looking to work with everybody who

19

comes to classes like this.

20

those of you who are serious about this, who knows that

21

there’s money to be made in real estate and you want

22

legitimate, professional help in making that money and

23

learning how to be able to do this and who are serious

24

about working with us.

25

We’re looking to work with

Because what we found is that we have to
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1

constantly and continually motivate someone, that no

2

matter how great the education and the tools and system

3

are, that’s not going to create success.

4

someone that is motivated and you combine that with the

5

right education and the right tools, that’s the perfect

6

recipe for success.

7

But if you find

So we’re committed to your success.

The

8

question is, are you committed to your own?

Because if

9

you are, then you combine that with the education and you

10

go out and make offers, and that’s what allows you to be

11

able to create success in this real estate business.

12

So we do have some additional bonuses that

13

Tarek and Christina have asked me to provide to those of

14

you who are serious about this.

15

these for the front of the room.

16

everybody who comes to class like this.

17

we have to do this on a first-come/first-served basis.

18

I’m not going to cover
We can’t do these for

But let me ask you this:

So I hate to say

How many of you would

19

love to be a part of Tarek and Christina and have access

20

to millions of dollars in capital and be able to bring a

21

guest with you to that workshop?

22

your hand up high and keep your hand up.

23

your hand up.

24

Let me get a count while your hands are up there.

25

Don’t do this.

Okay.

By raise of hand, raise
Okay?

Keep

I want to see your hand.

That’s quite a few of you.

So if your
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1

hand’s up, go ahead and stand up.

2

up, stand up.

3

up, here’s what I’m going to have you do.

4

permission to get a head start on your success.

5

in the back, they have those additional bonuses, both of

6

the guarantees and access to the funding.

7

(Inaudible).

Okay?

Okay.

If your hand’s

So if you’re standing
You have my
The team

So grab your stuff right now and head to the

8

back of the room and talk to our team and let us help you

9

get started making money in real estate instead of just

10

talking about making money as an investor, right?

11

can talk about making money or you can make money.

12

us help you get started.

13

You
Let

So, like I said, grab your stuff right now,

14

head to the back of the room and let us help you get

15

started.

16

Okay?
Now, for everybody who’s sitting down, folks,

17

join me real quick in giving them a round of applause.

18

It takes some courage to get (inaudible) right.

19

believe the early bird is going to get the worm, and so

20

we have to reward those of you who (inaudible).

21
22

I

Now, for everybody else, let me ask you this:
Let me ask you (inaudible).

23

UNIDENTIFIED MALE:

(Inaudible).

24

(Inaudible conversation.)

25

UNIDENTIFIED MALE:

How are you?

(Inaudible) with your
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1

California laws.

Right?

So as long as you disclose and

2

over-disclose (inaudible).

3

to be with (inaudible).

I’m not (inaudible).

4

UNIDENTIFIED FEMALE:

5

UNIDENTIFIED MALE:

6

I used

Yeah, yeah.
Yeah.

We can go through

the 31 touch program --

7

UNIDENTIFIED FEMALE:

8

UNIDENTIFIED MALE:

9

SKYLAR TOMEN:

Yeah.
-- (inaudible).

Come on back and let us help you

10

get started, folks.

If you’re just waiting to get

11

registered, there’s a form out here, you can sit down and

12

fill out.

Go ahead (inaudible).

13

UNIDENTIFIED MALE:

14

SKYLAR TOMEN:

15

coming up.

16
17
18

Yep.

Don’t go anywhere.

Jack is

(Inaudible).
MR. DANDASHLY:

The dates, are those the only

dates?
UNIDENTIFIED MALE:

Right now it is.

But if

19

you join today, you still get the discounted rate.

20

You’ve got a year to use it.

21

you out a welcome e-mail and they’ll give you the

22

alternative dates.

23
24
25

MR. DANDASHLY:

Next Tuesday they’ll send

Because I wanted to go with my

girl, but she’s in D.C.
UNIDENTIFIED MALE:

Uh-huh.

And we have
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1

trainings out there as well.

2
3
4
5

MR. DANDASHLY:

Do you -- do you have a type

of -UNIDENTIFIED MALE:

MR. DANDASHLY:

7

UNIDENTIFIED MALE:

8

MR. DANDASHLY:

10

By Tuesday.
Uh-huh.

I’m sorry.

So are you saying

there is one?
UNIDENTIFIED MALE:

You have to sign up, but

11

there is -- we do them in Virginia.

12

Baltimore right by that area.

We were just out in

13

MR. DANDASHLY:

14

UNIDENTIFIED MALE:

15

We have like 17 (inaudible).

16

(Inaudible).

17

you finish up (inaudible).

18

connections, we have a big network of people.

19

-- it’s ongoing.

20

over I think eight years.

21

Yeah,

they would have that by Tuesday morning.

6

9

I don’t right here.

(Inaudible).
Yeah, we do them all over.
We have a list.

The shortage of inventory (inaudible) once
With our brand and with our
It’s just

They’ve been in our system for, like,

SKYLAR TOMEN:

22

(inaudible).

23

investment is today --

(Inaudible) everywhere.
Six thousand dollars

That’s what I said (inaudible).

24

MR. DANDASHLY:

(Inaudible).

25

SKYLAR TOMEN:

Oh, cool, yeah.

Today’s

We’ve got --
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1

we’ve got a class coming up.

2

UNIDENTIFIED MALE:

3

SKYLAR TOMEN:

(Inaudible).

So how did -- so we’ve got a

4

couple people that are (inaudible).

Right?

Because they

5

don’t give us that information.

6

here in this area.

7

(inaudible) they put open ticket on it, and then on --

8

today is Tuesday.

9

they’d give you a list of everywhere across the United

They just give us right

But what happens is that if your

So by Thursday they’d call you and

10

States -- D.C., Virginia, all around that area.

11

just pick a date, location and time (inaudible).

12

MR. DANDASHLY:

13

SKYLAR TOMEN:

And you

You’re sure (inaudible).
Yes, absolutely.

We’re in D.C.,

14

in that area all the time.

We’ve got D.C., you’ve got

15

Baltimore, you’ve got Northern Virginia.

16

of places all right around there.

17

there’s going to be someone in that area in the next six

18

weeks max, six to eight weeks max.

19

MR. DANDASHLY:

20

SKYLAR TOMEN:

You’ve got lots

So my guess is that

(Inaudible).
Like I said -- and, by the way,

21

because of the fact they’re calling you on Thursday, if

22

they’ve got a date that works for you and they just

23

say --

24

MR. DANDASHLY:

(Inaudible).

25

SKYLAR TOMEN:

-- (inaudible).
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1

MR. DANDASHLY:

2

SKYLAR TOMEN:
(Inaudible).

(Inaudible).
No, absolutely, yeah.

3

you.

4

to look at the dates and --

I get

So that way you get the opportunity

5

MR. DANDASHLY:

So when do I get (inaudible).

6

SKYLAR TOMEN:

You get them by Thursday at the

7

latest.

8

us until Thursday just because it’s --

9
10
11

Most likely tomorrow, but I’m just saying give

MR. DANDASHLY:

And that will be e-mailed to

you?
SKYLAR TOMEN:

No.

They’ll call you.

And then

12

they can e-mail you the list and you just pick one.

13

(Inaudible).

14
15
16

MR. DANDASHLY:

You don’t have that list

(inaudible).
SKYLAR TOMEN:

They don’t give that to us.

17

office has all that stuff.

18

write out open tickets and they just figure out a date

19

that works for you.

20

an open ticket --

Okay?

21

MR. DANDASHLY:

22

SKYLAR TOMEN:

23

The

That’s why I said, we just

You wanna do that.

I’ll try

(Inaudible).
Okay, yeah.

If you need to

(inaudible) ticket and that will give (inaudible).

24

MR. DANDASHLY:

25

SKYLAR TOMEN:

(Inaudible).
It could just be anywhere.
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1

MR. DANDASHLY:

2

SKYLAR TOMEN:

Anywhere.
Yeah, that means anywhere across

3

the United States, and it gives you 12 months to be able

4

to (inaudible).

5

be six to eight weeks.

6
7

Like I said, most likely it will

UNIDENTIFIED MALE:

(Inaudible) training.

(Inaudible).

8
9

Yep.

SKYLAR TOMEN:
tomorrow?

Yeah.

Yeah, for sure.

You just want to call

So when you register here

10

today -- let me just get a pen right now.

11

register, you can call back tomorrow because they -- Jose

12

will enter in all this stuff so that they’ll know first

13

thing in the morning that you’ve registered, and then

14

they can give you the location.

15

even have to wait for them to call you.

16

call them (inaudible).

Yep.

17

MR. DANDASHLY:

18

SKYLAR TOMEN:

19

here, open ticket.

20

call them tomorrow.

21
22

25

So that way you don’t
You can just

Do you want to do that?

Yeah.
So I’m just going to write on

And then, like I said, yeah, you just
Now we’re good to go.

UNIDENTIFIED MALE:

Okay, man.

I just had one more

question (inaudible).

23
24

When you

UNIDENTIFIED MALE:

Oh, thank you.

Appreciate

it.
SKYLAR TOMEN:

Yes?
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1

UNIDENTIFIED MALE:

What’s up?

2

UNIDENTIFIED MALE:

The -- the (inaudible).

3

UNIDENTIFIED MALE:

(Inaudible).

Gives you the

4

names, phone numbers, all the contact information, what

5

they have and what --

6

UNIDENTIFIED MALE:

7

education.

8

get.

9

want to do that.
UNIDENTIFIED MALE:
information, names.

12
13

They are searching --

UNIDENTIFIED MALE:

But over time you may

UNIDENTIFIED MALE:

That’s why you want

(inaudible).

16

That’s why (inaudible).

UNIDENTIFIED MALE:

17

funding.

18

this already.

19

there’s always other costs.

20

trained on different things.

21

this.

22
23
24
25

This is full contact

want --

14
15

I -- but you -- whatever he said to her, you

But just like anything, they do offer more if you

10
11

But they do offer other

But you get access to the

You’re an agent so you already know a lot of
But just like anything, with real estate
Right?

You have to get

It’s the same thing with

(Inaudible).
UNIDENTIFIED MALE:

(Inaudible) specifically,

UNIDENTIFIED MALE:

Let’s say you want to

right?

(inaudible.)
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1

UNIDENTIFIED MALE:

You know, that kind of

2

stuff.

3

step, learn how to do something after this period of

4

time, you can (inaudible).

5

you have access to all the money.

6

deals.

7

that’s concerned.

8
9

If you want somebody to walk you through step by

Does that make sense?

But

You have access to the

You have access to buyers, everything as far as

But I’m not going to lie to you.
do offer other things.

I mean, they

So --

10

UNIDENTIFIED MALE:

(Inaudible) information.

11

UNIDENTIFIED MALE:

Here’s all the guarantees.

12

The information on the three-day workshop.

13

next session, make sure you come up and grab one of those

14

(inaudible).

15

UNIDENTIFIED MALE:

After this

Well, I (inaudible).

16

need a packet (inaudible).

17

(inaudible) or look at it, or --

You

You need a packet to

18

UNIDENTIFIED MALE:

You ready, sir?

19

UNIDENTIFIED MALE:

Yep.

20

UNIDENTIFIED MALE:

Just fill that out there

21

for me, sir.

No, I’ll ring it through for you.

22

and date it right there.

23

Are you ready, sir?

24

MR. DANDASHLY:

25

UNIDENTIFIED MALE:

Sign it

Are you ready?

Do I get a copy?
Yep.
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1

UNIDENTIFIED MALE:

You guys have a question?

2

UNIDENTIFIED MALE:

Yeah.

3

UNIDENTIFIED FEMALE:

4

We have a couple

questions.

5

UNIDENTIFIED MALE:

6

(Inaudible conversations.)

7

MR. DANDASHLY:

8

UNIDENTIFIED MALE:

10

MR. DANDASHLY:

Yep.

I can call tomorrow and they’ll

e-mail me the --

12
13

He was telling me I (inaudible)

open ticket.

9

11

Come up.

UNIDENTIFIED MALE:
on the (inaudible).

14

Yep, yep, yep.

You’ll be

One second.

UNIDENTIFIED MALE:

Here’s your card back.

15

Here’s your receipt.

16

Information on the three-day training, your guarantees.

17

After Grant goes, make sure you come up and grab me.

18

I’ll have the kit for you to take home as well.

19

Congrats.

20
21
22

The number is right there.

UNIDENTIFIED MALE:

Thank you.

you ready, sir?
UNIDENTIFIED MALE:

Well, I just wanted to

23

(inaudible) three-day training.

24

training programs (inaudible).

25

I’m sorry, are

UNIDENTIFIED MALE:

Do they have other

They do.

(Inaudible) they
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1

do offer (inaudible).

2
3

(Inaudible conversation between Mr. Dandashly
and Unidentified Female.)

4

SKYLAR TOMEN:
Come on back in.

All right, folks.

Okay.

Come

5

on up.

If we could real quick, before

6

we get too comfortable in our chairs, if you’re in these

7

back couple of rows, if you wouldn’t mind coming in and

8

kind of filling these up here.

9

done any public speaking before?

How many of you have ever
It is no fun to talk to

10

a bunch of empty chairs.

It is not fun to do that one.

11

Yeah, it’s like this.

12

free (inaudible) extra leg room up here.

13

on up.

So come on up here.

You’ve got
Right?

So come

14

Listen, folks, have you enjoyed it so far?

15

GROUP:

16

SKYLAR TOMEN:

Yes.
Good.

I’m glad to hear

17

somebody.

Folks, we’re going to keep it going, keep it

18

educational.

19

share with you a phenomenal strategy.

20

person in the country that teaches this subject.

21

Everything that I know about it, I’ve actually learned

22

from this gentleman right here.

And as I said, Grant is going to come to
He is the best

23

Now, I don’t want to steal any of his thunder,

24

but can you join me in making some thunder and bring him

25

up here.
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1

(Applause.)

2

GRANT:

3

a great job.

4

evening.

Guys, keep it going for Skylar.

Come on.

(Inaudible) mentors.

5

UNIDENTIFIED FEMALE:

Good evening.

6

UNIDENTIFIED FEMALE:

Hello.

7

GRANT:

Good

And good evening to the rest of you.

8

Hey, it’s so good to have you here.

9

enriching information I’m going to share with you

10

He did

I have some life-

briefly.

11

I just have to tell you, first of all, I want

12

to congratulate three-day students.

13

you?

Am I excited for

Come on, let me give you some love here.

14

(Applause.)

15

GRANT:

Yeah --

Three-day students, let me tell you why

16

I’m excited for you.

17

Absorb what we’re going to teach you.

18

fortunate to go through that myself several years ago.

19

And, guess what?

20

power team.

21

Get to the class.

Be a sponge.
I was very

Now I’m part of Christina and Tarek’s

Pretty cool.

So what I want to share with you is, listen,

22

there’s so many ways to make money.

But we’re going to

23

show you really the most wealthy -- what the most wealthy

24

have been doing for years.

25

companies.

Banks, hedge funds, insurance

I represent a hedge fund.

Now, this is not
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1

the three-day class.

This won’t be taught or offered at

2

the three-day class.

This is done from your home, at

3

your kitchen table in your pajamas.

4

You with me?

And this is something where it’s a perfect

5

marriage -- this is why I’m here -- it’s a perfect

6

marriage for the three-day students, because when you

7

profit, where do you put your profits?

8

let me just throw out an example.

9

seven properties just under about $8,000 you paid for

10

them, an they value over $1.5 million just for those

11

seven properties.

12

They’re not here in California, but they’re all around

13

the country, Arizona and Florida to be specific.

14

interested?

15

Yeah.

We reinvest.

And

What if you could find

And they’re all around the country.

Anybody

So what we’ll do is show you those

16

options where you can put your money when you make more

17

money.

Does it take money to make money?

18

UNIDENTIFIED FEMALE:

19

GRANT:

Okay.

20

today.

21

That’s my responsibility.

22

you.

So three things will happen

Number one, this has to make sense to you.
Number two, this has to excite

Anyone excited so far?

23

UNIDENTIFIED FEMALE:

24

GRANT:

25

Yes.

Good.

Yes.

Three of you.

Okay, good.

And

then, number three, this has to be very, very important.
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1

This has to be something that is logical, something that

2

completely makes sense so they connect.

3

types, I met John, okay.

4

you want step by step.

5

You engineer

You guys are analytical, right?
I love that, man.

So what I want to do is I want to make sure

6

this makes sense to you.

Does that make sense?

7

Let’s get into this.

8

first of all, I love these folks.

9

the most?

Okay.

Let’s kind of share with you -Guess which one I love

I’ve been doing this with them for years.

10

Let me give you a little tip, though.

How

11

about if anybody wants to grab a property free and clear,

12

no liens, squatters, loans, mortgages attached, that you

13

can pick these up anywhere from $100 to $5,000 or better,

14

free and clear, and you do what you want with the

15

property.

Who likes that?

16

UNIDENTIFIED FEMALE:

Yeah.

17

UNIDENTIFIED FEMALE:

Yeah.

18

GRANT:

19

money with this.

20

name, you got a paycheck coming in paying something,

21

start this way.

22

day class, this is perfect.

23

to do both because you want to maximize your profits.

24

I’m just guessing.

25

with what you’re making?

Yeah.

See, you don’t need a lot of

If you’ve got $100 bucks a week to your

Some of you who aren’t doing the three-

Right?

Three-day students, you want

You want to make more money
Okay.
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1

I’ll show you how to do that.

2

knee.

It’s a football knee, by the way.

3

college football at UNLV.

4

So, sorry.

I’ve got a bum

5

I played

Anyone know UNLV?

It’s sore.

I’m going to be limping around here.
All right.

Tax lien investing.

First of all,

6

this has been around for 250 years.

7

sold and bought at $6 billion a year.

8

you believe this or not, it doesn’t matter because it’s

9

proven.

10

All right?

They’re

So whether any of

It’s been working for that many years and it’s

been around and it’s available.

11

Guess who’s buying up America?
Right?

Other

12

countries.

Guess who else is buying up America?

13

Banks.

14

So they take your money, they invest it in tax liens.

15

You guys didn’t know.

16

make 18 to 50 percent growth and give you back point

17

nothing.

What’s your bank giving you right now, .00-nada?

They invest it in tax liens and

Right?

18

All right.

19

stands for?

20

stand for?

Does anyone even know what a CD

What’s a CD stand for nowadays?

21

UNIDENTIFIED FEMALE:

22

GRANT:

23

CD is?

What’s a CD

Point nothing.

What’s a C -- does anyone know what a

What the hell?

What’s a CD stand for?

24

UNIDENTIFIED FEMALE:

25

GRANT:

Certificate of deposit.

Certificate of disappointment.

You’re
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1

close.

2

to 1.4.

Listen, CDs nowadays, I just looked it up, 1.35
Is that a good return?

Please tell me now.

3

GROUP:

No.

4

GRANT:

Look, if you put five grand into a

5

five-year CD, quickly, let me tell you this.

6

five-year CD, five years later it’s $5,075, and then they

7

tax you.

8

UNIDENTIFIED FEMALE:

9

GRANT:

Horrible.

10

buying up tax liens?

11

York Life?

Horrible.

Thank you.

So, who else is

Insurance companies.

12

UNIDENTIFIED FEMALE:

13

GRANT:

Five years,

You know New

Yeah.

New York Life has been for the last 100

14

years buying tax liens.

Why?

Why do they take their

15

customers’ premiums and make more money?

16

thrives.

So the company

Am I right?

17

UNIDENTIFIED FEMALE:

18

GRANT:

Yep.

Takes money to make money.

19

wealthy keep doing?

20

wealthier.

What do the

Making more money, getting

21

UNIDENTIFIED FEMALE:

22

GRANT:

Mm-hmm.

Listen, I didn’t know this strategy

23

until seven years ago.

I’ve been doing real estate for

24

about 22 years.

25

years ago took me to another level financially.

This last strategy I found out seven
I’m very
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1

fortunate to be here.

I’m thankful for Christina and

2

Tarek because I learned some things I didn’t know.

3

really did.

4

new?

I

Does anyone think they can learn something

5

UNIDENTIFIED FEMALE:

6

GRANT:

Yeah.

Did anyone know they can invest and

7

make an average of 18 to 22 percent guaranteed every

8

single year backed by real estate?

9

that?

If you didn’t know that, then you better stay

10

here, pay attention, get involved.

11

you something else.

12

money.

13

Did you not know

Because let me tell

Hedge funds are making a lot of

Right?
So here’s what we do.

Fortune Magazine brags

14

about us for a second.

15

Hedge funds are scooping up personal tax liens at a quick

16

pace.

17

million worth of tax liens in Ohio.

18

give you a couple reasons.

19

your money.

20

Who knows what CAP rate is?

21

properties?

22
23

Fortune Magazine states this:

You’re dang right we are.

We just bought $18
Why Ohio?

Let me

Eighteen percent growth on

Second reason, CAP rate, 25 to 50 percent.
Those -- who owns rental

Good.

So that’s the profit you’re going to make on
rental properties.

Who likes that?

24

UNIDENTIFIED FEMALE:

25

GRANT:

Yeah.

Folks, let me tell you something.

We
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1

went out and bought in bulk.

2

troubled banks?

Right.

3

troubled banks.

I was explaining this to the couple

4

earlier.

5

Did Skyler talk about

Okay.

Here’s what happens with

Troubled banks, when they have their books out

6

of whack, they get fined daily.

7

Here’s what happens.

8

if their books are out of whack.

9

They have to have a certain ratio.

10

Did anyone know that?

They also don’t get Federal funding
Do you understand?

So here’s what happens.

Right?
We, the company, we go

11

in and have a private meeting with these banks.

12

talking Wells Fargo, Chase, Bank of America.

13

about all these troubled banks, right?

14

right?

I’m talking

Mom and pops,

Who’s with me?

15

We have meetings with them.

We buy in bulk.

16

We buy in most cases their whole inventory.

17

we get a discount.

18

price from us.

19

price of that lien.

20

yesterday.

21

I’m not

By doing so,

You’ll buy a lien today at retail

There’s no mark-up.

You pay the retail

We, the company, didn’t pay retail

You with me?
So everyone always asks us, how do we make

22

money?

I always say, well, why do you worry about how

23

much we’re making?

24

Right.

25

I’m smiling and I’m going to tell you how we make money.

How much should you be making?

Let’s make you money.

But I’m nice about it and
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1

Ready?

We recoup our investment, we make more,

2

and I’ve got about over 14,000 students buying from us on

3

a monthly, weekly, daily basis.

4

load.

Are you with me?

5
6

We’re not a non-profit organization.

Everyone

okay with that?

7

UNIDENTIFIED FEMALE:

8

GRANT:

9

We are making a boat

Right.

If you make money, we make money.

Is

that a win-win?

10

UNIDENTIFIED FEMALE:

11

GRANT:

12

UNIDENTIFIED FEMALE:

13

GRANT:

Yes.

Who likes that?

Good, good.

Not everyone raises their

14

hands, though.

15

definition.

16

First position lien placed on a property due to

17

delinquent property taxes.

18

It’s amazing.

Everyone.

It’s okay.

Here’s the

I’m just going to give it to you official.

Let me tell you that there’s only two choices.

19

Two options when it comes to tax lien investing.

Number

20

one option, here’s how it works.

21

property taxes?

22

county government.

23

they need the money?

24

for the roads, schools, hospitals, police, fire, teacher

25

salaries.

Why do people pay their

Well, we know because it has to fund the
Why does the county government think
Because they need the money to pay

Does everyone follow that?
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1

UNIDENTIFIED FEMALE:

2

GRANT:

3

down.

Yes.

Am I going too fast?

If I am, slow me

Everyone okay?

4

UNIDENTIFIED FEMALE:

5

GRANT:

Okay.

We’re good.

Because I’m quick.

6

be done in 20 minutes.

7

When they don’t pay their bill, a lien is attached to the

8

house or the property.

9

Watch this.

I’m going to

You with me?

UNIDENTIFIED FEMALE:

10

GRANT:

This is so powerful.

Yes.

You, my friends, you know have an

11

option to pick up that lien that’s in Florida and you

12

live here in -- hey, Jose -- Jose, can you fix the -- if

13

I go back here, kind of -- the knobs, whatever.

14

sound system, whatever the hell it is.

15

stuff.

16

So here’s what’s exciting.

The

You do that

The $2,000 lien,

17

you are at your kitchen table, in your pajamas at your

18

house.

19

now for a property that’s valued at $200,000 in Florida.

20

Now, you’re the controller of this property.

21

own the property.

22

the difference?

Thank you.

And the $2,000, you can spend right

You own the lien.

23

UNIDENTIFIED FEMALE:

24

GRANT:

25

you don’t

Do you understand

Mm-hmm.

You own the lien, not the property.

Here’s what’s exciting about that.

Are there any -- are
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1

there any control freaks in the audience?

2

amazing.

3

going to love this.

4

first and foremost?

So for you control freaks, watch this, you’re
Because what has to be satisfied

5

UNIDENTIFIED MALE:

6

GRANT:

The lien.

The lien has to be paid.

7

students, where are you?

8

Where are you?

9

Admit it, it’s

Three-day

I want to see your hands.

What’s your first name?

UNIDENTIFIED FEMALE:

10

GRANT:

11

three-day class.

Alayna.

Alayna.

Alayna, congratulations on the

Man, am I excited for you.

12

UNIDENTIFIED FEMALE:

13

GRANT:

Thank you.

Probably more so than you are because I

14

know what you’re going to be in store for.

Okay?

Been

15

there, done that, life is really good for the Walton

16

family.

17

So watch this.

Alayna, smart business woman

18

you are, you saw this opportunity.

19

makes sense, it’s logical and it excited you.

20

right?

21

control, be the first position lien on a $200,000 home

22

that’s in Florida -- who wants a beachfront property --

23

and all of a sudden she says, I want that property

24

because why?

25

Florida that she is going to not only for sure get her

You said, Grant, this

And you saw a $2,000 investment.

Am I

You said, I can

It’s guaranteed, state-mandated law by
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1

money back, but she’s going to make an 18 percent return.

2

She knows this before she makes the decision.

3

that?

4

UNIDENTIFIED FEMALE:

5

GRANT:

Who likes

Yep.

Folks, this is why I do this.

I take

6

the money I have and make more with it by doing this.

7

Does that make sense?

8

UNIDENTIFIED FEMALE:

9

GRANT:

10

Mm-hmm.

That’s why they put me out here.

Alayna, congratulations.

11

ALAYNA:

12

GRANT:

Thank you.
What happens, they pay it.

She knew

13

the date when they would pay her and she knew how much

14

she would get paid before she spent a penny.

15

that?

16

UNIDENTIFIED FEMALE:

17

GRANT:

Good.

Who likes

Yeah.

All of a sudden, Alayna, they

18

pay you, and guess what happens?

19

gets their money because they got their money plus a

20

penalty -- you with me?

21

business days -- follow this, folks.

22

Ten business days, she gets a check for her original

23

principal of $2,000, she makes an 18 percent profit, and

24

this transaction is complete.

25

The county government

And now Alayna, within 10

UNIDENTIFIED FEMALE:

This is not hard.

Do you like that?
I love it.
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1

GRANT:

Does anyone else like that?

2

UNIDENTIFIED FEMALE:

3

GRANT:

Okay.

We all love it.

So what I want to make sure you

4

understand is this is available for everybody.

5

other states that pay out better returns than 18 percent.

6

Iowa is 24 percent.

7

Twenty-five percent in farmland property.

8
9

There’s

Chicago, Illinois is 36 percent.

This is not my law.
is not the company’s law.

This is not my rule.

This is tax code.

This

The tax

10

lien takes priority over the claim of any person.

11

property is encumbered by the tax lien and over the claim

12

of any holder.

13

let’s say Alayna knew there was a bank on the property.

14

So what if the bank wants Alayna out of the picture?

15

What do they have to do?

Stop, what’s a holder?

16

ALAYNA:

17

GRANT:

The bank.

This

So

Buy me out.
Pay her.

Do I care as an investor,

18

does Alayna care as an investor, whether we get paid by

19

the bank or get paid by the county government?

20

ALAYNA:

21

GRANT:

No.
Do you understand?

22

checks no matter what?

23

anyone think that’s wonderful?

24

UNIDENTIFIED FEMALE:

25

GRANT:

You get those

This is guaranteed law.

Does

Yeah.

My hell, folks.

Are you awake here?
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1

Come on.

2

second option.

3

me tell you why it’s my favorite option.

4

already jumped ahead.

5

Win-win.

Okay.

Now, let’s just talk about the

By the way, it’s my favorite option.

Let

I think Walter

I love that he said that.

You can pick up the properties at the end of

6

the redemption period.

Let me tell you what I do.

7

is what I do as a professional.

8

liens that’s at the end of redemption period.

9

define redemption period for some of you.

This

You can buy property
Let me

Redemption

10

period is the time frame the property owner has to pay

11

their back taxes.

12

You with me?

Okay.

So what I do is I find properties that are not

13

expiring of the time frame, and it’s usually 30 to 90

14

days left.

15

mortgage on this property is 325 but it’s only valued at

16

200, and they walked away and didn’t pay the mortgage,

17

what else did they not pay?

Now, let me ask this simple question:

18

UNIDENTIFIED MALE:

19

UNIDENTIFIED FEMALE:

20

GRANT:

If the

The taxes.

The taxes.

The taxes.
Did I connect the dots?

21

They didn’t pay the mortgage, so they don’t pay the

22

taxes.

23

UNIDENTIFIED FEMALE:

24

GRANT:

25

I know.

Oh, my God.

This is like -- when I heard

this seven years ago, I’m like, ahhhhhh.
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1

UNIDENTIFIED FEMALE:

2

GRANT:

Yeah.

(Inaudible).

That’s what I said.

But first I was skeptical.

That’s what

3

I said.

4

skeptics out there.

5

believe a word I’m saying.

6

know why I don’t care whether any of you do this or not?

7

You already paid me a stupid amount of money to be here

8

for the week.

9

They’re out there.

Right?

They don’t

I don’t care.

Because you

Thank you, Christina and Tarek.

Watch this, watch this.

10

Sorry, I’ve got (inaudible).

11

I?

12

of redemption period?

Oh, 30 days.

You have your

I love this one.

It’s like 12 -- where was

Who wants to buy properties at the end

13

UNIDENTIFIED FEMALE:

Yes.

14

GRANT:

They didn’t pay the

15

Because why?

mortgage, they didn’t pay the --

16

UNIDENTIFIED FEMALE:

Tax.

17

UNIDENTIFIED FEMALE:

Taxes.

18

GRANT:
Watch this.

You guys are connecting, man.

Right

19

on.

So, Alayna, let’s use you as an example

20

again.

21

my gosh, I want this property, it’s in Florida, it’s

22

valued at 200.

23

didn’t pay the lien.

24

property.

25

she’s the first position lien on the property.

Alayna, smart business woman, she realizes, oh,

She can pick it up for $2,000.
Watch this:

They

She acquires the

Why does she acquire the property?

Because
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1

Some people say, Grant, why don’t you do it all

2

yourselves?

Guess what?

We do.

3

division buying and selling liens, guys.

4

billion sold a year.

5

surface.

6

don’t think we’re not doing this.

7

you because I want more than 14,000 students buying from

8

us on a daily basis so we make more money than you.

9

that okay?

There’s six

We’re never going to scratch the

And we’re the big players in the game.

10

UNIDENTIFIED FEMALE:

11

GRANT:

12

We have a whole

So

We’re just offering

Is

Yeah.

Alayna, I almost sound like I’m mad.

I’m not mad.

13

UNIDENTIFIED FEMALE:

That smile is not mad.

14

GRANT:

I’m happy for you guys.

I’m not mad.

15

Sometimes it just doesn’t sink in and I’m like, ugghh, I

16

can’t believe you don’t understand this.

17

Alayna, you get the property free and clear, no

18

liens, no squatters, no mortgage.

You have two choices.

19

You can sell it or rent it.

20

about your buyers.

21

create yourself?

22

of the day, the day tips are done.

23

of the day -- first day, second part of the class, you’re

24

going to learn this.

25

Hell, you’ve got a property.

First choice, let’s talk

Remember the list you’re going to
The first day of the class, second part

Fabulous.

Students, first part

You have your buyers.

Now you hit 200.

What do
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1

you do?

Call one of your buyers.

2

a list.

Right?

3

Hell, send 10 of them

And get a bidding war going.

You know what I do?

I get rid of it quickly.

4

Who wants some quick cash within 21 days?

5

Seriously.

6

I’m going to get rid of it quickly and I just want a cash

7

buyer only.

8

you very much?

9

Let’s sell it for -- sorry, $50,000.

Done, 21 days.

Does that buyer say, thank

UNIDENTIFIED FEMALE:

10
11

Okay.

GRANT:

Come on.

Yes.

If you’re the buyer, would you take the

damn property, $50,000 for 200 value?

12

UNIDENTIFIED FEMALE:

13

GRANT:

14

UNIDENTIFIED FEMALE:

15

GRANT:

16

UNIDENTIFIED FEMALE:

17

GRANT:

Yes or yes?

Yes.

Did Alayna make some money?
Yes.

Is that a win-win?
Yes.

And, guess what, we made money, too,

18

because I got 14,000 students buying from me like this on

19

a daily basis.

20

UNIDENTIFIED FEMALE:

21

GRANT:

Non-stop.

We’re happy.

We’re all happy, right?

22

Okay.

Now, what else can you do?

23

bet you can.

24

property management company.

25

I know Skyler talked about it.

Can you rent it?

YOU

How about we turn it over to the right
Give them 8 to 10 percent.
I’m usually 8 to 10
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1

percent.

2

deal with the two T’s.

3

and toilets.

4

You know why?

Because I’m like him, I don’t
I’ve got a real story.

Tenants

Here’s a real story about the toilets.

My

5

second story home in Las Vegas flooding.

6

Who do they call first thing in the morning, 3:00 in the

7

morning?

8

and do because they don’t want to hire anybody to do it,

9

they want to do it all themselves?

The landlord.

Second story.

What does a landlord run over

10

right?

11

3:00 in the morning and go clean up crap and pull out

12

this Barbie doll out of the toilet.

13

I want to save money.

So I go do it myself,

True story.

Yeah, I want to wake up at

It still makes me mad thinking I

14

had to do that.

Listen, would you rather -- would you

15

rather get monthly statements and a check from all your

16

properties around the country and not deal with the crap?

17

Yes or yes?

18

UNIDENTIFIED FEMALE:

19

GRANT:

20

UNIDENTIFIED FEMALE:

21

GRANT:

Yes.

Is that good or good?

Cha-ching.

Better.
You are going to be

22

introduced to our property management companies around

23

the country that are part of our power team.

24

students, pay attention to this.

25

a landlord.

Three-day

You are not going to be

If you think you want to be a landlord, then
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1

you’re not doing it right.

2

now being honest.

I’m just telling you right

Would you rather work smart than hard?

3

UNIDENTIFIED FEMALE:

4

GRANT:

Yes.

Or do you want to keep working hard and

5

do everything yourself?

6

people don’t do that.

7

I’ve never seen a wealthy individual out there mowing a

8

lawn in his three-piece -- you know, $3,000 suit.

9

right?

10

Come on.

You know wealthy

Am I right?

Come on.

They don’t.

Am I

Or cleaning up the freaking crap in the toilet.

But you know what, I had to.

11

All right.

That’s who we are.

12

Buyer’s Club.

13

properties.

14

buy in bulk from the troubled banks.

15

on-one sittings with these banks.

16

wars.

17

just picking whatever we want.

18

their whole inventory.

Tax Lien

Here’s what -- here’s what qualifies the
Everyone, remember what I said.

We go and

We have these one-

These are not bidding

We are not bidding with everybody else.

19

We are

And in most cases, we buy

Here’s what we look at to do the vetting and

20

due diligence.

We make sure the property is either

21

rentable or sellable, or sellable or rentable.

22

follow me?

23

UNIDENTIFIED FEMALE:

Mm-hmm.

24

UNIDENTIFIED FEMALE:

Yes.

25

GRANT:

All right.

Do you

Now, that’s our
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1

qualification.

Let me tell you what we do.

2

house, make sure there’s no liens, squatters, loans.

3

there’s a loan, we know about it.

4

toxic waste facility down the street.

5

no homeowner association liens.

6

UNIDENTIFIED FEMALE:

7

GRANT:

We vet the
If

Make sure there’s no
Make sure there’s

Do you follow me?
Yes.

We make sure all these things are not

8

on there, and we vet those and do the due diligence.

9

do all the heavy lifting and hard work on your behalf.

We

10

Because I’ll be extremely honest and frank here.

11

ready for this?

12

you’re just sitting in the audience because you’re bored

13

tonight, you cannot compete in this industry.

14

with me?

15

You

Unless you’re a multi-millionaire and

Did that wake up anybody?

Are you

I hope that doesn’t

16

scare anybody.

If you’re a multi-millionaire, you’re

17

here because you’re bored.

18

something.

19

to make certain that you find the right deals to invest

20

in.

Am I right?

You have to do

What I’m going to share with you is you have

Does that make sense?

21

So follow what the wealthy have been doing for

22

years because none of you probably knew about this, I’m

23

guessing.

24

is show you that you can grab properties that have a

25

compounding interest.

Most people don’t, okay?

What I’m going to do

Who wants to leave a legacy for
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1

their kids or grandkids?

2

UNIDENTIFIED FEMALE:

3

GRANT:

Right?

Yeah.

I have for my kids.

4

-- I have five kids and three grandkids.

5

UNIDENTIFIED FEMALE:

6

GRANT:

I’ve left

Oh, nice.

Thank you, thank you.

I’ve left trust

7

funds for all of them until they’re all dead with all

8

kinds of instructions.

9

got to do this.

You got to go to college by 25, I

But, guess what, they’re all going to

10

make a ton of money and they’re going to say, thanks,

11

dad; thanks, poppa.

Right?

12

UNIDENTIFIED FEMALE:

13

GRANT:

14

Yes.

That’s what I want to leave, a legacy.

Look, you think real estate is going to go away tomorrow?

15

UNIDENTIFIED FEMALE:

16

GRANT:

No.

No.

It is very important to have real

17

estate.

Live in a property, right?

18

folks, you’re either living under a highway or living

19

under a house.

20

important nowadays.

21

things in life.

22

Do you understand me?

I mean, because,

Am I right?

Traditional.

Real estate is

One of the essential

Do you get 6 percent from a bank?

23

No.

We know what your bank is giving you.

24

insulting.

25

years -- I’m sorry, $5,000 for 30 years, that’s $30,000.

Let’s say this:

It’s

If you get 6 percent, five
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1

Now, Barry, that’s disgusting return on your investment.

2

Am I right?

3

UNIDENTIFIED FEMALE:

4

GRANT:

Mm-hmm.

Arizona is only 16 percent, but that’s

5

$429,000.

Florida, we know is 18 percent.

6

percent.

7

change.

8

highest return?

9

It starts with a T and ends with an -exas.

Connecticut is 18 percent.

That’s 700 and

Does anyone know the state that gives you the
I didn’t say it earlier.

10

Texas?

John, you’re the man.

11

five percent every six months.

12

Ohio is 18

Isn’t that crazy?

Any guesses?
Who said

Write this down.

Twenty-

That’s 50 percent a year.

Think what that is, almost

13

$4 million.

14

the things in front of you, you had the properties to

15

pick from, you had the money to invest.

16

it’s $100 a week or more.

17

yes, 25 percent every six months.

18

access our website.

19
20

Let me ask this question:

If you had all

I don’t care if

You -- all you have to do -All you have to do is

You can access that today.

Folks, the three-day class, when is it, a week
or two?

21

UNIDENTIFIED FEMALE:

22

GRANT:

Two weeks.

Two weeks.
Three-day students, we tell

23

you to get on the website, get your access to your

24

certificates now.

25

easy.

Get training videos.

These are so

There’s 25 videos, about 15-20 minutes each.

It’s
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1

not hard.

The first video is going to say watch this

2

video first.

3

me tell you something.

4

user-friendly, you wouldn’t stay here five minutes.

5

right?

I know, I’m making it sound silly, but let
If we didn’t make this easy and

6

UNIDENTIFIED FEMALE:

Yes.

7

UNIDENTIFIED FEMALE:

Yeah.

8

GRANT:

9

Am I

Unless you’re waiting for those free

gifts, because those will sure put some money in your

10

pocket.

11

of them in my bag, I think.

12

them away to my friends and neighbors.

13

They’re incredible.

I love them.

I got like 10

Little speakers.

I give

What I want to make sure happens is you watch

14

the videos.

Make it simple.

15

would do this.

If we made it hard, no one

Why do we make it easy?

16

UNIDENTIFIED FEMALE:

17

GRANT:
Okay, good.

So --

We make money.

-- we make more money quicker.

Right?

18

Okay.

Portfolio manager, you’ll have access

19

to them.

20

has six in Arizona and three in Florida, all from -- all

21

from --

This guy -- I’m almost done now.

22

UNIDENTIFIED FEMALE:

23

GRANT:

24

Here it is.

25

pretty cool.

Home.

Mike Jackson

His pajamas.

I need someone to say something.

He bought six tax liens.

Okay.

Tell me if this is

What do you think of his portfolio?

Let’s
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1

see, we got six, this column.

2

this column?

3

UNIDENTIFIED FEMALE:

4

GRANT:

5

$1.5 portfolio.

Okay.

Is this column lower than

Yes.

So he spent about $2,300 for a

Who thinks that’s a fabulous deal?

6

UNIDENTIFIED FEMALE:

That is.

7

UNIDENTIFIED FEMALE:

Oh, yeah.

8

GRANT:

9

UNIDENTIFIED FEMALE:

10

GRANT:

Was that smart on his behalf?
Yes.

Guess what he did?

He lived in Ohio.

He didn’t live in

11

Arizona.

So he said, I want to buy

12

these six properties.

13

to the portfolio manager.

14

these all vetted, due diligence completed, with pictures.

15

Even some of them had 3-D.

16

decision before he spent the money.

17

fabulous?

He’s got about $2,500.

He talked

The portfolio manager sent

And he saw them and he made a

18

UNIDENTIFIED FEMALE:

19

GRANT:

Who thinks that’s

Absolutely.

So when he saw the deal and he saw that

20

made sense to him because math always tells the truth.

21

Are you with me?

22

UNIDENTIFIED FEMALE:

23

GRANT:

Yes.

Folks, I’m just bringing this to you as

24

an option for you to make more money.

Once again,

25

whether you do or not, it doesn’t matter to me because
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1

we’re doing fine.

2

as a realistic option.

3

sky.

4

their bill?

5

property, he sold it in 21 days, I believe it was just

6

under, for about $15,500.

7

kid’s investment?

Okay?

What I want you to do is look at this
Don’t think this is pie in the

Because, guess which one ended up not paying
So for $576, a $77,000 and change valued

Is that a good return on this

8

UNIDENTIFIED FEMALE:

9

GRANT:

Yes or yes?

10

UNIDENTIFIED FEMALE:

11

GRANT:

12

Yes.

Yes.

How many of those do you want to do

every 21 days?

13

UNIDENTIFIED FEMALE:

14

GRANT:

15

attention to me.

16

first 90 days.

A lot of them.

So three-day students, pay close
You’re going to make a profit your

Am I right?

17

UNIDENTIFIED FEMALE:

18

GRANT:

19

UNIDENTIFIED FEMALE:

20

GRANT:

Yes.

What’s your goal?
Make a profit.

Profit your first 90 days.

21

hell, you get your money back.

22

UNIDENTIFIED FEMALE:

23

GRANT:

Because,

Right?
Yeah.

When you make your money, you make your

24

profit, what are you going to do?

You’re going to go

25

shopping in the proprietary information that we have
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1

access to, that you don’t have access to, and you’re

2

going to be able to pick whatever properties you want

3

anywhere in the country.

4

what, pick them up.

5

them, you decide.

6

Valuable?

And then, guess

If you want to rent them or sell

Who likes those options as an investor?

7

Who wants to build their cash flow?

8

residual income?

9

money.

I do.

Who wants to have a

Reoccurring income.

I call it mailbox

That’s doing what you have to do by letting

10

others take care of your properties and not spend the

11

time being a landlord.

Do you understand the value?

12

UNIDENTIFIED FEMALE:

13

GRANT:

Mm-hmm.

Because you’ve got to change your

14

thinking.

Stop thinking like a consumer and start

15

thinking like a wealthy person.

16

how much does this cost me?

17

say?

18

Do you see the difference?

19

a wealthy person?

Consumers always say,

What does a wealthy person

How much am I going to make?

Does that make sense?

Are you a consumer or are you

Which one do you want to be?

20

UNIDENTIFIED FEMALE:

21

GRANT:

You decide.

Wealthy.
I don’t need you to tell

22

me now, but thank you, I know you guys.

23

ones responding.

24

they get extra gifts over here, okay?

My only response.

25

Just teasing the rest of you.

You’ll get your

Thank you so much.

Relax.

You’re my only

Trevor, make sure
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1

free gifts.

2

This kid, love him.

He has three checks came,

3

his third redemption check came to him, last six months.

4

This is all he wanted to do is just have money come in on

5

a regular basis.

6

really liked.

7

$6,400 and change.

8

than this?

9

Here’s one of his properties that he

He picked this one up, the lien, for
It’s $308.

UNIDENTIFIED FEMALE:

Question:

10

GRANT:

Okay.

Yes.

Much.

Math tells the truth, right?

11

that a good-looking home in Florida?

12

did.

13

was going to get paid.

14

money back, plus he made 18 percent.

15

checks that he just received was $1,164.

16

receive those checks on a regular basis?

17

UNIDENTIFIED FEMALE:

18

GRANT:

19

to be comfortable monthly?

20

numbers.

He knew the expiration date was coming.
So guess what?

He knew he

He got paid his
One of those three
Who wants to

Sure do.

How many $1,164 checks would you need
Come on, give me some

How many would you need to be comfortable?
UNIDENTIFIED FEMALE:

Twelve.

22

UNIDENTIFIED FEMALE:

Ten.

23

GRANT:

25

Is

So here’s what he

21

24

Is this lower

Ten.

that’s a great number.

That’s a great number.

Yeah,

How many -- how many, 15, 20?

UNIDENTIFIED MALE:

Thirty.
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1

GRANT:

Right.

Do you see where I’m going with

2

this, folks?

3

Three-day students, pay close attention.

4

finished your investing.

5

investing for you and do both programs.

6

Christina and Tarek’s suggestion.

7

Once again, this is the full package.

You need to complete your
My suggestion.

Those who don’t go to the three-day class, do

8

something.

9

Relax, okay.

Guess what, it doesn’t cost $2,000 either.
How do I start?

You go back, sign up,

10

you’re enrolled.

11

as long as it’s a good-looking kid.

12

the website.

13

available now, right now for you.

14

manager.

15

couple tax liens.

16

You have not

Credit card, check, cash, first born,
Immediate access to

Look at the tax liens and deeds now
Talk to your portfolio

Hell, you can do that by tomorrow.

Buy a

Get your feet wet, right?

Listen, here’s what I tell everyone.
You follow me?

Ready?

17

Trust but verify.

Trust but verify.

Go

18

to your website, talk to your portfolio manager, watch

19

some videos and have them send you the liens that you

20

want to spend money on.

21

-- tell your portfolio manager what you want, and they

22

send them to your e-mail.

23

Look them up on your phone.

I just -- I just got back --

24

I’m kind of jetlagged still.

I just got back from a 10-

25

day Mediterranean cruise.

Whether it’s $100 or more, send

Does everyone understand that?

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555
Free Workshop - Sunnyvale, CA
June 12, 2018

EX 3, p. 146

Case 2:19-cv-00713-DAK-EJF Document 12-2 Filed 09/30/19 Page 148 of 154

147
1

UNIDENTIFIED FEMALE:

2

GRANT:

Yeah.

Oh, nice.

The Norwegian, Epic.

3

amazing.

4

Rome, Italy, France, Barcelona, Spain, blah, blah, blah,

5

right?

6

Sixty-five hundred passengers.

It was

We went to

Hey, what I’m trying to say is, I wrote that

7

trip off.

8

and I did business while I was on the cruise.

9

accountant said that’s a business write-off.

10
11

I took my brothers and two of my best friends,
Sorry, my
Okay?

It

was.
And that’s what you can do when you know how to

12

set things up.

13

going to learn how to protect your money, asset

14

protection.

15

businesses and entities.

16

You’re going to learn how to find the best properties.

17

You’re going to have the money to buy the properties.

18

You’re going to have new buyers.

19

list of properties, hell, you can go to and find right

20

now at your fingertips.

21

what else you’re looking for.

22

I’m just giving it to you in a nutshell.

23

All right?

Three-day students, you’re

You’re going to learn how to set up your

Okay.

Everyone understand that?

You’re going to have a

I don’t know what else is --

We’re done.

That’s your full package.

I sell this for $5,000 for

24

people who are procrastinators.

Anyone a procrastinator?

25

And the rest of you just thinking of raising your hands.
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1

You know, I’ve never met a wealthy procrastinator.

2

know why?

3

on logical information because they’re excited about it,

4

because the numbers make sense.

5

folks, I’m not charging you $5,000.

6

quick start packet, online training, portfolio manager

7

access, watch this.

8

and you’re going to get help finding your portfolio,

9

financing your portfolio.

Because they’re decisive.

They make decisions

And you would think -You’re going to get

You’re going to get for two people

10

Remember?

11

that?

12

at zero percent interest?

Remember that $6,400 lien.

What if you didn’t have the full amount for

What if we financed the majority of that for you
Who likes me now?

13

UNIDENTIFIED FEMALE:

14

GRANT:

I love you.

I mean, guys, really.

15

We’re going to help you finance it.

16

for two.

17

password in here.

18

and password is in here right now.

19

form, okay?

20

that pops up is what did I tell you?

21

first.

22

You

See?

Thank you.

This is the price

Look, you’re going to get a username and
It’s going to be real easy.

It’s inside this

You’re going to access it.

Okay.

Username

The first thing

Watch this video

Is the bank going to -- I mean, a

23

county, are they going to buy your tax liens back from

24

you?

25

UNIDENTIFIED FEMALE:

No.
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1

GRANT:

What if we buy your tax liens back from

2

you for the first 30 days?

3

some students go, hey, I want to buy this one new, I

4

don’t have the money for it, so just give me my money

5

back so I can get that one.

6

happens, right?

7

money back.

Who likes that?

I’ve had

They say, yeah.

Something comes up, oh, I need that

Okay, we’ll give it back to you.

8

Guys, who does that as a company?

9

UNIDENTIFIED FEMALE:

10

Or life

GRANT:

Nobody.

Nobody.

You know why we do this?

11

Because we don’t have to force you to do this.

12

have to make you do this.

13

right move and making the right decision because it’s

14

logical.

15

All right.

We don’t

This is a choice of making the

Let’s wrap this up.

Three-day

16

students, I told you it didn’t cost $2,000.

In fact,

17

three-day students, that’s not your number.

Don’t write

18

that down.

19

three-day class.

20

only for those who don’t do the three-day class.

21

This is the number for those who don’t do the
$1,597 for two memberships.

I’m also going to throw in this.

This is
Okay?

I don’t know

22

why Christina and Tarek were doing this, but I think it’s

23

pretty generous and I was really shocked.

24

out with this.

25

10 tax liens in the next 90 days, it doesn’t take 90

This is brand new.

They just came

We know when you buy
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1

days.

2

It takes 90 minutes.
When you buy 10 tax liens, you’re going to get

3

one out of 10 that you can sell or rent.

4

Guaranteed, you’re going to buy tax liens, you’re going

5

to get 10 of them, and one of those you can rent or sell

6

right now and make a profit.

7

are, you’re more than welcome to go back and sign up.

8
9
10

Who likes that?

What did they do?

Anybody interested?

If you

They bought 10 tax liens.

love Brent and Pam, spent $4,500, they made a nice profit
of $177,000.

Is that a good return?

11

UNIDENTIFIED FEMALE:

Yes.

12

UNIDENTIFIED FEMALE:

Yes.

13

GRANT:

14

UNIDENTIFIED FEMALE:

Yes.

15

UNIDENTIFIED FEMALE:

Uh-huh.

16

GRANT:

Yes or yes?

Let’s wrap this up.

You don’t have to

17

be -- you don’t have to be great to get started, but you

18

need to start to be what?

19

UNIDENTIFIED FEMALE:

Great.

20

UNIDENTIFIED FEMALE:

Great.

21

GRANT:

Am I right?

Who said that?

Warren

22

Buffet, one of the wealthiest, best investors I’ve ever

23

known in my life.

24

one?

25

I

Anyone want to argue with me on that

Of course not, right?
That’s the price for my three-day students.
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1

You know why?

Because we like you better.

That’s a

2

joke.

3

But we really do, kind of.

4

students, do me a favor.

5

memberships.

6

together, share one, if you’re here together and give one

7

to a loved one, a family member.

8

wives, business partners, whoever you are, if you’re

9

together as a couple or whatever, partnership, keep --

Some of you don’t get my jokes, but that’s funny.
No, I’m teasing.

Three-day

It’s only $997 for two

This is where I tell you.

Right?

Whoever is

Your husband,

10

yeah, keep one for yourself, use as a membership, and

11

then give one to someone you love.

12

So before I end this, everyone stay seated.

13

I’m going to do a favor for the three-day students.

14

Three-day students, because I’m done.

15

just going to be music.

16

me.

17

this way, come this way, follow right down the hallway.

18

Are you with her?

19

because we’re done.

20

get your kit, get your visitor passwords, get your bags

21

from your (inaudible).

22

goodbye to me because I’m going to give you my personal

23

e-mail.

24
25

The next slide is

Three-day students, stand up for

Three-day students only.

Three-day students.

You guys can go in together.

Come

Yeah,

I want you to go back in the back,

And don’t leave without saying

Every one of you who join, okay?
So head back to the back right now.

the three-day students.

Yep, just

Congratulations, three-day
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1

students.

2

manager, information (inaudible).

3

this.

4

Whoever wants a tax lien in the next 90 days, we’ll show

5

you how to grab one.

6

going to help you get enrolled.

7

(Inaudible) -- go back to the back, portfolio
So the next slide is

Whoever else wants a three-day (inaudible).

I’m done.

I (inaudible).

I’m

My three-day students, always sign up for this.

8

If you don’t, we’ll charge you $5,000 next week or the

9

next (inaudible).

10

I recommend you do it now.

It’s $997.

That’s (inaudible).

11

UNIDENTIFIED MALE:

Awesome.

12

UNIDENTIFIED MALE:

Do you want to add this

13
14
15
16

right here for $997?
GRANT:

(Inaudible).

Stand up.

Stand up.

Get

off your assets and do something.
UNIDENTIFIED MALE:

You have your Getting

17

Started DVD, your real estate book and then your property

18

finder, and then all the free deals.

19

GRANT:

I’m serious.

20

You’re my first (inaudible).

21

(inaudible).

All right.

22

(Seminar concluded.)

23

MR. DANDASHLY:

24
25

Come on (inaudible).
Any questions

The time is approximately 8:38

p.m., and this concludes the recording.
(The recording was concluded.)
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1

P R O C E E D I N G S

2

-

-

3

-

-

-

WS600156

4

MS. BARKER:

Good morning.

5

UNIDENTIFIED MALE:

6

(Background chatter upon entry and sign-up.)

7

DENNIS:

Good morning.

Okay, everybody, real fast, now

8

(inaudible) we’re going to go in and (inaudible).

9

How’s everybody doing today?

10

Welcome.

Pretty good?

On behalf of Christina and Tarek,

11

I want to welcome you all out for (inaudible) here.

12

Just quickly, before we go in, I wanted to introduce

13

the teams that you’re going to be working with.

14

Everybody’s met Taylor out here, okay?

15

and I’m Dennis.

16

and help you any way that we can.

17

This is Todd

We’re here to answer your questions

Now, with that, we’re going to ask for your

18

help because, you know, with traffic and everything,

19

the lights, holiday, whatever, people do get here a

20

little late, so as we go in, let’s fill up every

21

chair, left to right, front to back.

22

back sections for the VLPs or those that are very late

23

people, okay?

24

some fun, and...

25

We’ll save our

So with that, let’s go in, let’s have

(Background chatter and music upon entry and

Free Workshop - Norcross, GA
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1

seating.)

2

TODD:

3

this afternoon?

Let’s get started.

4

AUDIENCE:

5

TODD:

How’s everybody

Good.

Wonderful.

Glad to see you.

On

6

behalf of Tarek and Christina, welcome to Real Estate

7

Elevated.

8

else today.

9

learning how to make money investing in real estate,

10

We know you could be doing almost anything
Thanks for being here.

You guys are here

yes?

11

AUDIENCE:

12

TODD:

13

AUDIENCE:

14

TODD:

Right.

We’re all in the right room?
Yeah.

Awesome.

I ask that important

15

question early because that’s what we’re going to talk

16

about the whole time.

17

money in real estate, right?

18

Christina’s system.

19

over the years.

20

do, okay?

21

You guys want to make some
This is Tarek and

You guys have seen their success

Let us show you how to do what they

It’s not rocket science.
So I’m going to do some introductions, some

22

housekeeping, get it out of your way and let the

23

meeting go, but I’ll go over a couple things with you

24

real quick.

25

Fair enough?

Awesome.

We’re glad you’re here.

Free Workshop - Norcross, GA
December 18, 2018
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1

your chair.

2

fashioned way.

3

questions down.

4

hard to go all different directions for individual

5

questions, know that, but write them down.

6

important to us; they’re important to you.

7

We’re going to take notes the oldI’m going to have you write your
Not that large of a group, but it’s

We met you in the hall.

They’re

We can stay as long

8

as you need.

9

something answered immediately, just head to the back

10

table.

11

Taylor here.

12

here.

We can talk at break, but if you need

I’m Todd; you met Dennis.

And we’ve got

We’ve got Steve here and we’ve got Grant

We all do this.

13

So know that it’s just hard to stop for

14

questions.

15

it.

16

for you.

17

silent, put them on off, put them on vibrate.

18

going to try and minimize the distractions.

19

no audio recording, picture taking, and that kind of

20

thing.

21

get a text message, we’ll just have you step out in

22

the foyer, help us out with that.

23

great meeting.

24
25

Don’t feel bad.

We want to get through

We’ve got about a couple hours’ of information
Along the same lines, put your phones on

If you get a phone call, we get it.

We’re
There’s

If you

And we’ll have a

All the housekeeping being done, you’ve got
a water station over here.

Free Workshop - Norcross, GA
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1

restrooms out there.

2

for both of our presenters today.

3

instructor, I’ll talk a little bit about, and then

4

we’ll get to the main session here in a moment.

5

Steven John’s here for you.

6

place, the right time.

You got Tarek and Christina’s

7

number one instructor.

You happy about that?

8

Awesome.

9

to go about an hour and a half.

Your first

sessions.

11

eight minutes.

But

You guys, the right

So take advantage of that.

10

12

We’ve got two sessions, so stay

But he’s going

So we’ve got two

We’ll take a short intermission in about
Don’t leave; come back in.

How many of you would like to learn how to

13

get double-digit, interest-free returns on your money

14

guaranteed by government?

15

It is fantastic.

16

He’ll go about 35 minutes at the end.

17

with him, and then he’s got that big piece of the

18

second part of our financial freedom (inaudible) how

19

to build a (inaudible) with real estate, too.

20

-- both pieces are great, so stay for those.

21

Yes?

(Inaudible) question.

I’ve got Grant (inaudible) here.
We’ll wrap up

So it’s

As far as that, we do the gifts at the end.

22

I’ve got all that information for you, so why do we do

23

that?

24

we’ve got great things for you, but I’m going to let

25

Tarek and Christina actually pump him up a little bit

So you stay and hang out with us.
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1

more to introduce him, but a little bit about Steven.

2

You guys, like I said, right place, right time, you

3

really don’t know.

4

15,000 people with Magic Johnson and Daymond John.

5

this is -- this is your trainer here.

6

is a guy that knows the business.

7

years in real estate investing and education

8

experience.

9

help you take advantage of that, too, at the break, so

10

He just came off speaking with

So you guys are in the right spot.

We’ll

let’s start this video, and we’ll get going.
(Video played as follows.)

12

TAREK EL MOUSSA:

Hey, everyone.

I’m Tarek

El Moussa.

14

CHRISTINA EL MOUSSA:

15

Moussa.

16

today.

17

This is -- this

He’s got over 25

11

13

So

And I’m Christina El

Thank you for coming to this free event

TAREK EL MOUSSA:

You’ve seen us on TV

18

flipping houses, and that’s how we’ve made our living.

19

People are always asking, what is our secret to

20

flipping houses.

21

that’s why we created the real estate investing

22

program to flip homes like we do in your market.

And that’s a great question, and

23

CHRISTINA EL MOUSSA:

24

know what life is going to throw at you.

25

build something that we believe in and help get --
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1

other people get where they’re going.

2

percent dedicated to this business and also making

3

sure that our kids have the best life possible.

4

TAREK EL MOUSSA:

We are 100

We’ve been able to meet a

5

lot of successful students, and there’s nothing more

6

gratifying than watching these people use our system,

7

making a profit, and flipping houses.

8
9
10
11

CHRISTINA EL MOUSSA:
you, too.

And it will happen for

Stay focused; work hard; and make it happen

for yourself like we did.
TAREK EL MOUSSA:

We couldn’t have made the

12

system work without our team of experts.

13

today to show you exactly what we do to flip houses

14

and make a profit.

15

CHRISTINA EL MOUSSA:

They’re here

Listen to our team,

16

take notes, and imagine what life could be like if you

17

put in the hard work.

18

hold you up any longer.

19
20

All right, everyone, we won’t

TAREK EL MOUSSA:

Please put your hands

together and give them a huge warm welcome.

21

(Video concluded.)

22

(Applause.)

23

STEVEN:

All right, guys, thanks for that

24

forced applause.

25

guys came out here today to learn how to make extra
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1

money to take care of your family?

2

would be a good start to this class by giving you a

3

chance to win some money.

4

AUDIENCE:

5

STEVEN:

And I thought it

How does that sound?

Yeah.

Let’s do it.

I’ve picked up three winning

6

lottery tickets on the way over here, and I went all

7

out.

8

going to give you a chance to win up to a million

9

dollars.

I spent 30 bucks on these things, okay?

I’m

I’m going to ask three questions regarding

10

real estate, and the first hand I see, I’m going to

11

call on.

12

questions on the board, and the first hand I see, I’m

13

going to call on.

14

you guys ready?

15
16

So there again, I’m going to put three

And we’re going to start easy.
Here we go.

(Inaudible) the first hand I see.

OPM.

First hand I saw.

17

CYNTHIA:

18

STEVEN:

Other people’s money.
Other people’s money.

19

name?

20

(Inaudible) who knows.

21

So

What’s your

Cynthia, I hope you win a million bucks.

Just write that down.

22

people’s money.

23

money to invest in real estate?

OPM stands for other

Is it okay to use other people’s

24

AUDIENCE:

25

STEVEN:
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December 18, 2018

Yes.
Absolutely, and I don’t know how

EX 4, p. 10

Case 2:19-cv-00713-DAK-EJF Document 12-3 Filed 09/30/19 Page 12 of 149
11
1

much you guys know about Tarek and Christina, but they

2

were dead broke.

3

friends and family to do their flip, their first flip

4

in Santa Ana, it made 34,000, and the majority of

5

investors out there use private money to buy houses

6

and private money to fix it up.

7
8

They had to borrow money from

All right, next question.
get a little bit harder.

9

AUDIENCE:

10

STEVEN:

11

AUDIENCE:

12

STEVEN:

13

What’s your name?

14

MATTHEW:

15

STEVEN:

They’re going to

The first hand I see.

REO.

Return on investment.
No, I think you’re thinking of ROI.
Real estate owned?
Real estate owned, very good.

Matthew.
Matthew, very good.

I hope you win

16

a million bucks.

17

why we’re here, to learn.

18

owned or a bank-owned property.

19

takes back the deed on a house, and if you guys

20

remember, in 2007 and 2008, there were billions of

21

foreclosures out there and thousands of banks got shut

22

down, even Countrywide, because when a bank takes back

23

the property, is that an asset or a liability to the

24

bank?

25

So let’s write that down.

AUDIENCE:

Free Workshop - Norcross, GA
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1

STEVEN:

It’s a liability.

There’s still a

2

great opportunity to pick up properties for 50, 60

3

cents on the dollar in this hot, hot, hot Atlanta

4

market; however, not on the MLS.

5

AUDIENCE:

6

STEVEN:

What’s the MLS?

Multiple listing.
Yeah, it’s the multiple listing

7

service that’s a great tool for realtors to use to

8

sell houses (inaudible) people that are going to live

9

there, but it’s not necessarily a great tool to pick

10

up properties for 50, 60 cents on the dollar.

11

and Christina have identified five hot niches, post

12

this recession, how to find these great deals,

13

because, folks, 99 percent of all the foreclosures go

14

like this.

15

they list it with a realtor.

16

from the bank before they even hit the multiple

17

listing service.

18
19

Tarek

The bank takes back the property, and then
We get them directly

All right, last shot here to try to win a
million.

ARV.

20

GREG:

21

STEVEN:

22

GREG:

23

STEVEN:

After repair value.
Very good.

What’s your name?

Greg.
I hope you win a million bucks,

24

Greg.

There you go.

25

bigger than my legs.
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1

stands for after repair value or after renovation

2

value.

3

do on TV, we want to buy houses, fix them up, put all

4

the bells and whistles, make those things pop, list it

5

with a professional realtor, they’re not going to sell

6

it at wholesale price, they’re going to sell it at?

If your goal is to do what Tarek and Christina

7

AUDIENCE:

Retail.

8

AUDIENCE:

Market price.

9

STEVEN:

Yeah, the market or retail.

The

10

most important number is what that house is going to

11

be worth after it’s all fixed up.

12

house is going to sell for 200 and it sells for 170,

13

uh-oh.

14

them up, put all the bells and whistles, make those

15

things pop like Christina does, list it with a

16

professional superstar realtor, someone who’s going to

17

live there, the most important number is the ARV.

18

So, folks, if your goal is to buy houses, fix

And how do we get that number?

19

this is a participative workshop?

20

it out.

21

AUDIENCE:

22

STEVEN:

23

AUDIENCE:

24

STEVEN:

25

If you say the

Did I say

Yeah, you can yell

Based on comps.
Comps, and what are comps?
Comparable.
Yeah, comparables, folks.

You

cannot go by Zillow, Redfin, Trulia, the tax
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1

appraisal, folks.

2

that house is worth after it’s fixed up, very good.

3

All right?

4

The most important number is what

Now, let me get a feel for my audience in

5

here, okay?

6

How many guys would consider yourself full-time real

7

estate investors now, you make the majority of money

8

flipping houses like we do on TV?

9

bit.

10
11

So I’m kind of kicking this to you, guys.

(Inaudible) little

Anybody own rental property in here, even if
it’s just one?

Okay, four or five of you.

12

Any brokers, realtors in here?

13

to work for Century 21 and RE/MAX a long time ago.

14

was a terrible realtor, by the way.

15

you guys in here would consider yourself brand new,

16

never, ever flipped a house for a profit?

17

that’s the majority of you.

18

lean that way here a little bit to you guys.

19

Yeah, I used
I

And how many of

Oh, wow,

Okay, well, I’ll kind of

Now, I’m going to go ahead and start

20

teaching you guys right away, so let’s take some notes

21

in here, because most people do not know how to fix up

22

a house.

23

real estate education company a few years ago,

24

because, folks, most people do not know how to fix up

25

a house.

The reason Tarek and Christina started this

And let’s talk about this.
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1

After the location, location, location, good

2

schools, good shopping, good amenities, you’re at the

3

house, what’s the very first thing you better look at

4

or start fixing?

5

AUDIENCE:

Curb appeal.

6

AUDIENCE:

The front.

7

STEVEN:

8

AUDIENCE:

9

STEVEN:

10

Somebody said it.

11

SHANIVA:

12

STEVEN:

13

SHANIVA:

14

STEVEN:

Curb appeal?

Front?

The kitchen.
Kitchen.

I haven’t heard it yet.

(Inaudible).
Very good.

What’s your name?

Shaniva (phonetic).
Shaniva, very good.

Folks, if you

15

want to build a skyscraper that’s going to go a

16

thousand feet up in the air, the very first thing you

17

better look at is what?

18

AUDIENCE:

19

STEVEN:

The foundation.
The foundation.

Most people fix up

20

a house, and if it’s got a cracked slab, you’ve got to

21

redo the whole house, folks.

22

is the foundation, so let’s talk about what type of

23

foundations are out there.

The most important thing

24

What type of foundations are out there?

25

AUDIENCE:
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2

STEVEN:

So you’ve got slab, concrete slab.

What else?

3

AUDIENCE:

4

STEVEN:

(Inaudible).
Yep, basement and crawlspaces.

5

Folks, if the (inaudible) sheetrock in here, but if

6

the sheetrock has cracks in it like that, is that

7

good?

8

AUDIENCE:

9

STEVEN:

10

AUDIENCE:

11

STEVEN:

(Inaudible).
What does that tell you?
(Inaudible).
It’s got a lot of settlement.

What

12

a lot of (inaudible) do is they hide it in the corner

13

so you know what you’re looking for, folks.

14

is not going to approve anybody to get a loan if the

15

foundation is cracked.

16

blocks and beams, all you got to do is pick the house

17

up, replace everything and set it back down.

18

it’s got a cracked slab, what do you got to do?

19

got to bust the slab up.

20

could cost 50,000.

Now, obviously, if it’s on

You

So number one is the foundation.

Number two is the?

22

AUDIENCE:

23

STEVEN:

25

But if

It could cost 5,000 or it

21

24

The bank

Roof.
The roof.

And what type of roofs

are out there?
AUDIENCE:
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1

STEVEN:

Shingles, and you got -- you got

2

the 20-year and you got the dimensional shingles that

3

are 25, 30 that look -- that look a lot better.

4

else?

5

AUDIENCE:

6

STEVEN:

7

AUDIENCE:

8

STEVEN:

9

AUDIENCE:

10

STEVEN:

What

Tile.
Tile.
Slate.
Slate.
Metal.
Metal.

Anybody have a metal roof

11

in here?

Okay, a lot of people like those.

12

right.

13

learn this business from books and tapes, folks.

14

got to be professionally trained.

15

most important rooms in a house?

Now, here’s the mistake I made.

All

You cannot
You

What are the two

16

TRACEY:

The kitchen.

17

STEVEN:

Yeah, kitchen and bathroom.

Very

18

good, Tracey.

For my very first rehab, not knowing

19

any better, getting those -- get-rich-quick programs,

20

late-night TV, anybody remember Carlton Sheets?

21

AUDIENCE:

22

STEVEN:

Mm-hmm.
And I’m not blaming him.

It was my

23

fault.

From my perspective, the most important room

24

in a house is the kitchen because that’s what most

25

people see first.
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1

knowing any better, I got one of those generators so I

2

could get electricity to the house.

3

bells and whistles, and I made that kitchen pop, and

4

then I found out the electrical wasn’t up to?

5

AUDIENCE:

6

STEVEN:

7

AUDIENCE:

8

STEVEN:

9

Code.
So what did I have to do?
Rip (inaudible).
Rip it all out.

is the electrical.
AUDIENCE:

11

STEVEN:

12

Central heat and --

13

AUDIENCE:

14

STEVEN:

Plumbing.
The plumbing.

If you’re out in the

country, you better check?
AUDIENCE:

17

STEVEN:
systems, folks.

Septic.
Septic, all the boilers, all the

Okay, so your number one is the?

19

AUDIENCE:

20

STEVEN:

21

AUDIENCE:

22

STEVEN:

Foundation.
Foundation.

Number two?

Roof.
Number three?

23

all mechanical systems.

24

house look pretty.

25

Keep it coming.

Oh, yeah, HVAC.
-- air.

16

18

So the third thing

What else?

10

15

I put all the

All mechanical --

Now, let’s start making the

Number one, what do we have up here?
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1

AUDIENCE:

2

STEVEN:

Curb appeal.
Curb appeal.

Folks, if your goal

3

is to buy the houses, fix them up, and flip them, like

4

we do on TV, which I’m going to encourage you to do,

5

you can make almost as much in one house, flip here as

6

people working all year long.

7

Number one, folks, the curb appeal.

The

8

buyer has to be motivated even to get out of the car

9

to look at the inside of the house.

What most people

10

do when they start remodeling a house they throw all

11

the trash where?

12

AUDIENCE:

13

STEVEN:

14

AUDIENCE:

16

STEVEN:

So what do we want on the

(Inaudible).
Landscaping, fresh, you don’t want

a busted-up driveway.

18

AUDIENCE:

19

STEVEN:

20

Outside.

curb appeal?

15

17

Out front.

You want a nice driveway.
Fresh paint.

Fresh paint, clean, fresh, tight.

Would you guys agree with that?

21

AUDIENCE:

22

STEVEN:

Mm-hmm.
Now, number two, entryway.

I know

23

this is common sense, but I can’t tell you how many

24

houses I walk in and you walk in, and what’s right

25

there?
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1

AUDIENCE:

2

STEVEN:

3

AUDIENCE:

5

STEVEN:
house.

When you walk

The house.
Yeah, I want to see the whole

Would you guys agree with that?

7

AUDIENCE:

8

STEVEN:

9

A wall, a stairway.

in a house, what do you want to see besides the ocean?

4

6

A wall.

Yes.
Any of you want to walk into a

house and see the whole house or maybe see a French

10

door, something like that?

11

a stairway clutter there.

You definitely don’t want
Okay?

12

Now, number three, the walls.

13

talking about a rental property, because a rental

14

property, just throw whatever you want on the walls.

15

But we’re talking making these houses pop.

16

want --

17

AUDIENCE:

18

STEVEN:

We’re not

Do you

(Inaudible).
-- you guys want to paint the walls

19

and the trim the same color, or do you paint the walls

20

one color and the trim semi-gloss so it pops?

21

AUDIENCE:

22

STEVEN:

23

AUDIENCE:

24

STEVEN:

25

AUDIENCE:
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1
2

STEVEN:

Yeah, you want to make it pop.

Christina’s all about pop, pop, pop.

3

All right, number four, what about the

4

floors?

5

you want maybe hardwood floors throughout the entire

6

house and then carpet in the bedrooms?

7

want maybe just flooring throughout the entire house?

8

How many of you in here are going to raise your hand

9

no matter what I say?

10

(Laughter.)

11

STEVEN:

12

You guys want to make -- how many guys think

kitchen?

AUDIENCE:

14

STEVEN:

Granite countertops.
Granite countertops?

Are you going

to put granite countertops in a rental property?

16

AUDIENCE:

No.

17

AUDIENCE:

Cabinets.

18

STEVEN:

19

AUDIENCE:

20

STEVEN:

21

Now, what about the

What do we want in the kitchen?

13

15

(Inaudible).

How many guys

Lots of cabinets.

What else?

Stainless steel appliance.
Yep, stainless steel appliances.

What else?

22

AUDIENCE:

23

STEVEN:

24

AUDIENCE:

25

STEVEN:
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1

heated floors?

2

AUDIENCE:

3

STEVEN:

No.
What if you have extra money to

4

spend in a house, where are you going to put it at?

5

Kitchen and?

6

AUDIENCE:

7

STEVEN:

Bath.
Now, the bathrooms.

I’ve been

8

doing real estate forever.

9

houses from the ‘60s and ‘70s with carpet in the
Remember this?

You guys remember the

10

bathrooms?

11

What do you want in the bathrooms?

12

AUDIENCE:

13

STEVEN:

14

Tile.
Yeah, last night (inaudible)

said -- somebody said a toilet, yeah.

15

(Laughter.)

16

STEVEN:

17

But tile it up.

What else do you

want?

18

AUDIENCE:

19

STEVEN:

20

Whoever thought of that?

out here.

A walk-in shower.
Walk-in shower?

You guys help me

I know this stuff.

21

AUDIENCE:

22

STEVEN:

23

AUDIENCE:

24

STEVEN:

25

AUDIENCE:
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1

STEVEN:

2

AUDIENCE:

3

STEVEN:

4

Closets.

Lighting, yep.

Heated flooring.
Flooring (inaudible) down in the

south, don’t we?

5

AUDIENCE:

6

STEVEN:

Yes.
The more the better?

Now, just

7

because the garage is enclosed for a family room or an

8

extra bedroom, does that mean it’s going to sell for

9

more?

10

AUDIENCE:

11

STEVEN:

No.
Not necessarily, because somebody

12

looking for a two-car garage, that’s not going to

13

appeal to them, but somebody looking for a bigger

14

family, that would appeal to them.

15

agree with that?

Would you guys

Depends on the buyer.

16

Now, natural light.

17

AUDIENCE:

18

STEVEN:

What’s an open concept?

(Inaudible).
Like no walls.

Have any of you

19

guys ever walked in a house, feel like you’re in a

20

maze?

21

AUDIENCE:

22

STEVEN:

Yes.
And then research, we have to do

23

our research, folks, because Georgia along with seven

24

other states in the United States don’t even have to

25

disclose if somebody got murdered in the house unless
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1

you ask.

I’d want to know that.

2

AUDIENCE:

3

STEVEN:

4

AUDIENCE:

5

STEVEN:

6

on the price.

Wouldn’t you?
Yes.
Somebody said last night it depends

You guys want to have some fun in here?

7

AUDIENCE:

8

STEVEN:

9

Yeah.

Yeah.
Let’s have some fun in here, okay?

Let’s say the property is worth 200,000.

It doesn’t

10

need any repairs whatsoever.

You can get it for

11

100,000.

12

years, but you know somebody got murdered in the

13

house.

You have to move your family there for two

14

AUDIENCE:

15

STEVEN:

No.
How many of you guys would move in

16

the property?

Oh, crap.

17

little mystique about it, going I don’t know?

18

then some of you say, a deal’s a deal, buddy.

19

AUDIENCE:

20

STEVEN:

21

How many of you guys have a
And

Yeah.
So we need to do our research.

Would you guys agree with that?

22

AUDIENCE:

23

STEVEN:

24

AUDIENCE:

25

STEVEN:
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1

need to go out there during the day and?

2

AUDIENCE:

3

STEVEN:

Night.
We need to check out the crime

4

rates.

5

dump your money into a property, then find out it’s

6

not an area where people want to live.

7

sense?

8
9

We need to do all that.

You don’t want to

Does that make

We got to do our research.
All right, let me tell you a little bit

about myself.

I know you guys don’t care when you

10

think about me.

11

Christina, but the biggest challenge we have is

12

getting people to believe that they can actually do

13

this.

14

over 25 years, houses, multifamily and commercial,

15

mobile home parks, RV parks, have multiple businesses.

16

All you care about is Tarek and

So real quick, I’ve been doing real estate for

How many of you guys believe in multiple

17

streams of income?

Because how many of you have

18

multiple streams of bills?

19

(Laughter.)

20

STEVEN:

(Inaudible) and Christina have a

21

little girl named (inaudible) and I’m not showing you

22

this to impress you (inaudible) look, I would have

23

never thought at the age of 17 years old living on the

24

street basically in Houston that I’d be on the stage

25

with Sylvester Stallone, A-Rod, Daymond John, Pitbull,
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1

here’s me right here.

And then like Todd said, I was

2

just with Christina, speaking to 15,000 people with

3

Magic Johnson.

4

you.

5

guys some hope.

I’m not telling you this to impress

I got a (inaudible) story, I want to give you

6

How many of you know who Pitbull is?

7

AUDIENCE:

8

STEVEN:

9

there I am.

(Inaudible).
Talk about nerve-wracking here.

I’m going to get on the stage, and then

10

right after me, he gets on the stage.

11

then Magic Johnson.

12

impress you; I’m trying to give you some hope.

13
14

Pitbull.

I’m not telling you this to

Millionaire Next Door”?
AUDIENCE:

16

STEVEN:

Yes.
Ninety percent of all millionaires

17

started with nothing.

18

some hope in here.

19

what are some of the women going to do out there?

And I’m going to give you guys

Guys, if you can’t pay the bills,

20

AUDIENCE:

21

STEVEN:

22

(Laughter.)

23

STEVEN:

25

And

Has anybody ever read the book “The

15

24

So

Leave you.
Yeah, leave, Matthew, yeah.

I couldn’t pay the bills, so my

wife found another guy that could pay the bills.
(Laughter.)
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1

STEVEN:

I went into a depression.

I got my

2

house foreclosed on, I filed bankruptcy, and at 25

3

years old, I was living in my pickup truck in Houston,

4

Texas.

5

do?

6

making about six bucks an hour.

7

I built a relationship with this multimillionaire that

8

kept coming into the lumberyard.

I said, great, now what the hell am I going to

The year was 1992.

9

I was working in a lumberyard
My life sucked.

And

And he said, Steve, the quickest way for you

10

to make 30, 40, 50 a pop is to do real estate.

11

said, I don’t have any money or credit.

12

seminar just like this in Houston, back in 1992.

13

speaker got us all excited on how to make money

14

without money or credit.

15

real estate training program to partner with us, which

16

I desperately needed somebody to hold my hand.

17

was just one problem.

18

what that problem is?

19

AUDIENCE:

20

STEVEN:

I

I attended a
The

They offered a three-day

One big problem.

There

Who knows

Money.
Yeah, they wanted $3,000 for the

21

training, and this was in 1992.

22

worth it, but it was about 2,900 more than I had at

23

the time.

24

(Laughter.)

25

STEVEN:
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1

care -- taking care of your kids.

2

mothers in here that take care of their kids?

3

two of you?

4

(Laughter.)

5

STEVEN:

Do I have any good
Just

I called -- I called my mom, and I

6

said, Mom, I got my house foreclosed on, I filed

7

bankruptcy, I’m living in my fricking pickup truck.

8

know I can do this real estate thing.

9

please, please put the money up.

Can you please,

Well, after about

10

three hours of begging her, she finally gave in, and

11

that’s how I got my start, folks.

12

I

Please understand 90 percent of all

13

millionaires started with nothing.

14

guys some hope.

15

rest of your life.

16

beat yourself up over the past.

17

yourself and believe in yourself.

I want to give you

Life -- today’s the first day of the

18

AUDIENCE:

19

STEVEN:

Everybody makes mistakes.

Don’t

You have to love
Amen?

Amen.
All right.

Now, let me teach you

20

some wealth principles here before we do the real

21

estate because all successful people follow the exact

22

same system, folks.

23

in your heart and faith that you can make money in

24

real estate.

25

money in real estate, is it ever going to happen?

Number one, you have to believe

And if you don’t believe you can make
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1

AUDIENCE:

2

STEVEN:

No.
And even the great Henry Ford said,

3

whether you think you can or think you can’t, you’re

4

what?

5

AUDIENCE:

6

STEVEN:

Right.
You’re right.

Whether you think

7

you can or think you can’t with anything, folks, you

8

are right.

9

wealthy.

Number two, you have to think like the
If you’ve never made 100,000 a year in your

10

life and you’d like to, you have to start thinking

11

like somebody that makes 8,300 a month.

12

that is multiple streams of income.

13

And a lot of

Okay, and this is probably the most

14

important thing other than educating yourself.

15

please understand everybody goes through bad things.

16

I mean, even as (inaudible) as Pitbull is, he was

17

hooked on cocaine, living on the street in Miami.

18

Anybody know who Daymond John is from Shark Tank?

19

had $40 to his name when he started FUBU.

20

Folks,

He

Folks, please understand, most people go

21

through bad things in their life, but it’s the people

22

that can pick themselves up, no matter how horrific

23

something happened in their life, that can move

24

forward, that separate themselves from the pack.

25

not how you start; it’s how you?
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1

AUDIENCE:

2

STEVEN:

3

Finish.
Finish.

to keep moving forward.

4

AUDIENCE:

5

STEVEN:

If you have faith, you got

Are you guys with me on this?

Yes.
And number four, you have to take

6

action, but only when it makes logical sense to and

7

excites you.

8

nothing.

9

here?

And let me tell you the cost of doing

This is sad.

Do I have anybody retired in

Does anybody want to guess what the average

10

income is for people on Social Security in the United

11

States monthly?

12

AUDIENCE:

13

STEVEN:

(Various answers at once).
Twelve hundred bucks.

The average

14

income for people on Social Security monthly in the

15

United States is 1,200 bucks.

16

just raised the retirement age last year, don’t you?

17

Did you guys know that?

18

AUDIENCE:

19

STEVEN:

20

(Laughter.)

21

STEVEN:

22

67.

No.
Do you know it’s 97 now?

Fricking might as well be.

It’s

It went from 65 to 67, and it’s going up to 70.

23

AUDIENCE:

24

STEVEN:

25

Do you guys know they

Wow.
Folks, people start working at 18

years old, and they get a measly 1,300 a month.
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1

cannot rely on Social Security.

2

with that?

3

AUDIENCE:

4

STEVEN:

Would you guys agree

Yes.
All right.

Let’s get into today’s

5

session (inaudible) have two sections.

We’re going to

6

tell you exactly why we’re here, and (inaudible) is.

7

I hope you guys appreciate that.

8

real estate?

9

millionaires around the world made their money in real

So why invest in

Did you guys know nine out of ten

10

estate or they have real estate in their portfolio?

11

The human race will always need a place to live.

12

Would you guys agree with that?

13

AUDIENCE:

14

STEVEN:

15

AUDIENCE:

16

STEVEN:

Yes.
You guys agree with that?
Yes.
So I’m not giving you a stock tip.

17

This is not a business opportunity.

18

multilevel marketing.

19

rock.

It’s not

And it’s not connected to pet

How long has real estate been around?

20

AUDIENCE:

21

STEVEN:

22

AUDIENCE:

23

STEVEN:

24

AUDIENCE:

25

STEVEN:
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1

L.A., and New York.

2

want; it’s not a desire.

3

AUDIENCE:

4

STEVEN:

And, folks, real estate is not a
What is it?

It’s a need.
It’s a need.

The fact of the

5

matter is you either have a roof over your head or you

6

have a highway over your head.

7

this?

8

AUDIENCE:

9

STEVEN:

You guys with me on

Mm-hmm.
And watch this.

You’ve got all

10

your numbers here, it’s an awesome market, that’s why

11

we’re here.

12

country.

13

household income for two people working in the Atlanta

14

metro area all year long with that J O B that stands

15

for what?

It’s one of the hottest markets in the

Can anybody tell me the average median

16

AUDIENCE:

17

STEVEN:

Just over broke.
Yeah, he said it, just over broke,

18

which is exactly (inaudible) just over broke.

Now,

19

there are people who make more and there are people

20

who make less.

21

two people working here?

What’s the median household income for

22

AUDIENCE:

23

STEVEN:

24

AUDIENCE:

25

STEVEN:
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1

working, it’s 77,000.

Now, let’s take a $200,000

2

property -- you guys are up 13 percent in one year,

3

okay?

4

cheaper than that, but let’s just take a $200,000

5

property.

We’re going to put all the bells and

6

whistles.

We’re going to make that thing pop.

7

going to list it with a professional superstar realtor

8

who’s not going to sell it at wholesale price who will

9

sell it at?

Let’s take a $200,000 -- I know we get things

10

AUDIENCE:

11

STEVEN:

We’re

Market.
Market or retail to someone who’s

12

going to live there.

13

here is about 25 percent.

14

50,000 per flip.

15

house flip here than two people working all year long

16

at that J O B.

17

need to make extra money to take care of your family?

18

What do most people do?

So 25 percent of 200,000 is

You can make almost as much on one

Because what do most people do if you

19

AUDIENCE:

20

STEVEN:

21

The average profit margin up

Get a part-time job.
They get a part-time job.

Would

you guys agree with that?

22

AUDIENCE:

23

STEVEN:

Yes.
So watch this.

Let’s say you’re

24

working 40 hours a week now, plus commute, and the

25

traffic around here is great.
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(Laughter.)

2

STEVEN:

And I live in Houston, it’s not

3

that bad.

Forty hours now plus commute.

Let’s say

4

you can work an extra 20 hours at a part-time job to

5

make ends meet for you and your family, so now you’re

6

working 60 hours a week plus commute.

7

you’re getting paid $20 an hour at that part-time job.

8

Whoo-hoo, I’m rich.

9

is 400 extra a week.

And let’s say

$20 an hour times 20 extra hours
They’re going to take at least

10

100 out in taxes, now you’ve made $300 extra a week,

11

so now you’re working 60 hours a week.

12

You do that for the whole month, back and

13

forth, back and forth, back and forth, back and forth,

14

for $300 times four weeks is how much?

15

doesn’t even pay rent up here in a nice place.

16

hard to get ahead in life with that (inaudible).

17

Would you guys agree with that?

18

AUDIENCE:

19

STEVEN:

20

AUDIENCE:

21

STEVEN:

$1,200 measly
It’s

Yes.
Would you guys agree with that?
Yes.
So I’m going to introduce you to

22

Tarek and Christina, the program about partnering with

23

them and their lending partners, and I want to teach

24

you three things real quick.

25

down.

You want to write these

What I’m about to teach you, I’m going to prove
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1

here today even if you got paid $100 an hour, it ain’t

2

worth your time.

3

Number one, wealthy people focus on making a

4

profit or making a commission; everybody else focuses

5

on picking up a paycheck.

6

making a profit or commission, a realtor sold your

7

house making a 10,000-buck commission.

8

investor.

9

flipped a car and made 10 grand.

Wealthy people, folks, are

I’m an

I flipped the house and made 50,000.
I flipped some

10

furniture and made 5 grand.

11

here today, even if you get paid $100 an hour, it

12

ain’t worth your time.

13

making a profit or making a commission.

14

else focuses on picking up a paycheck.

15

I

And I’m going to prove

So wealthy people focus on

Number two, cash flow.

Everybody

Folks, I hated my

16

boss, but I was scared to piss him off because if I

17

got fired I couldn’t pay my bills and take care of my

18

family.

19

have one income with their job, and you can’t say

20

what’s on your mind, and you think the bosses are

21

assholes, okay, we’ve brown-nosed to get to the top.

22

I mean, I know those people work hard, okay?

23

you’re tied to that one person.

24

on this?

25

And most people are in this situation they

AUDIENCE:
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1

STEVEN:

We got to get some other income

2

coming, even if it’s just 500 here, 600 here, 400

3

here, we have to get multiple streams of income coming

4

in.

You cannot rely on one job.

5

And number three, wealthy people focus on

6

equity.

Equity is simply the difference between what

7

the property is worth and what you owe on it.

8

let’s take a property worth 200,000 ARV.

9

that stand for?

10

AUDIENCE:

11

STEVEN:

What does

After repaired value.
After repaired value.

12

say we get it for 100.

13

get these deals, folks.

14

they’re not at the auction.

15

is.

16

So

And let’s

I’m going to show you how to
They’re not on the MLS;
That’s where everybody

The property’s worth 200; you get it for

17

100.

That’s 100,000 in equity or potential profit for

18

you and your family.

19

working at 77 -- and that 77,000 is gross.

20

net income.

21

out of that 77, you’re down to 50,000 for two people,

22

25,000 a person net.

23

One deal.

That’s more than two people
It’s not

So you take the 20 to 30 percent right

24

AUDIENCE:

25

STEVEN:
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1

why we’re here real quick, okay?

How many of you guys

2

watch our TV show?

3

addicted to these house-flipping TV shows?

Oh, how many of you guys are

4

(Laughter.)

5

STEVEN:

Yeah, you are?

(Inaudible) one

6

making money being on TV, I promise you that.

But

7

Tarek and Christina have been on TV for over eight

8

years, and do I have any Christina fans in here?

9

She’s got a new show coming out in January, do you

10

guys know, January, February?

11

where she takes seven homeowners in California and she

12

goes in and does all the interior design, that type of

13

thing.

14

Christina on the Coast,

Any Tarek fans in here?

Yeah, I was just

15

with him.

16

bunch of houses.

17

this year in Orange County, one of the hottest markets

18

in the country, because we know how to find the deals.

19

Okay?

20

He’s flipped over -- he’s still flipping a
He’s flipped over 100 houses just

Now, Tarek and Christina, they got private

21

money for their first deal, their flip, and let me

22

tell you what they have in store for you.

23

Christina have arranged for their lending partners to

24

fund up to 100 percent of all the properties that you

25

buy, 100 percent of the rehab.
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they’re going to take out 4 to 6 percent for giving

2

you the money, regardless of your credit or your

3

background.

4

why somebody would give you money without credit.

5

some of you guys will leave here saying, look, Steve,

6

I’ve been to the bank before, here’s what they tell

7

me.

8

door right there; okay?

Now, this has to make sense in your heart
And

Here’s your lollipop, buddy; there’s the front

9

(Laughter.)

10

STEVEN:

This has to make sense to you.

If

11

the house is worth 200,000 ARV -- what does that stand

12

for?

13

AUDIENCE:

14

STEVEN:

After repaired value.
After repaired value.

And Tarek

15

and Christina’s lending partners give you 100,000 to

16

buy and renovate it and you skip town and leave them

17

hanging, what’s still there for them to recoup?

18

AUDIENCE:

19

STEVEN:

The house.
The house.

This has to make sense

20

in your heart why somebody would give you money.

The

21

property’s worth -- without credit.

22

worth 200,000; they give you 100,000.

23

paying them, they -- the lenders made 100,000 by you

24

not paying them.

25

you 100.

The property’s
And if you quit

The property’s worth 200; they gave

Does that make sense?
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AUDIENCE:

2

STEVEN:

Yes.
Okay?

How many of you guys

3

appreciate that Tarek and Christina’s lending partners

4

are going to fund 100 percent of the properties you

5

buy and the rehab regardless of your credit or your

6

background, and when you sell it, they’re going to

7

take out 4 to 6 percent at the end.

8

AUDIENCE:

9

STEVEN:

(Inaudible).
Is this on?

10

(Laughter.)

11

STEVEN:

12

(Laughter.)

13

STEVEN:

Is this on?

Hello?

Well, let me see if I can get you

14

guys a little bit more excited in here, because we get

15

this (inaudible) all the time.

16

people on TV flipping houses, making all that money, I

17

know people that reno property and the realtors and

18

the property manager deals with the tenants, and they

19

don’t even have to do anything, and (inaudible).

20

That’s all true, but how many guys in here have never

21

bought a real estate investment property before?

22

Man, I see all those

That’s why you guys aren’t excited.

Those

23

of us that know better in here, let’s say you just

24

want to buy one fix-and-flip like we do on TV or you

25

just want to buy one rental property so you can get
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1

some cash flow coming in, and you go to -- let’s say

2

to the local bank and you need 200,000, how much money

3

do you have to put down minimum?

4

AUDIENCE:

5

STEVEN:

Twenty percent.
Twenty percent, and a lot of banks

6

are going to 30 percent now.

7

is what?

8

AUDIENCE:

9

STEVEN:

And commercial property

Fifty.
A lot.

10

AUDIENCE:

11

STEVEN:

Yeah.
At least 40 percent.

So watch

12

this.

On a $200,000 property, you go to a bank, you

13

got to write a check for $40,000 just for the down

14

payment.

And there are closing costs?

15

AUDIENCE:

16

STEVEN:

Yes.
You got to have a 650, 680 credit

17

score, somewhere around in there.

18

verify your income for two years, and if it needs

19

20,000 to fix it up, you got to have that.

20

do you got to pay every single month until that sucker

21

sells?

22

AUDIENCE:

23

STEVEN:

Now, what

Mortgage.
Yeah, the mortgage.

24

with Christina in San Francisco.

25

California here?
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average sales price is on a house in San Francisco,

2

LA, San Diego, or Orange County?

3

AUDIENCE:

4

STEVEN:

5

(Numerous answers at once.)
Yeah, yeah, you know.

What’s your

name?

6

THERESE:

Therese.

7

STEVEN:

8

she’s from there.

9

to buy one house, they got to write a check for

Yeah, Therese, yeah, she knows,
A million bucks.

10

200,000.

11

weeks ago.

12

condor or a townhome, is 2.9 million.

So if they want

And I was just in Vancouver, Canada a couple
The average sales price on a house, not a

13

AUDIENCE:

14

STEVEN:

Ooh.
So on a $300,000 [sic] property,

15

they got to write a check for 600,000.

Folks, Tarek

16

and Christina believe and we believe that everybody

17

should have the opportunity to invest in real estate

18

just not the wealthy people, and they’re going to make

19

money, too.

20

profits, and they’re going to take out 4 to 6 percent

21

at the end.

22

going to play a video, okay, but basically our lending

23

partners are a partner with you.

24

interest in you doing well because when you make

25

money, who else makes money?

You’re going to keep 100 percent of all

I’m going to walk you through this.
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1

AUDIENCE:

2

STEVEN:

You do.
The lending partners.

Now, I’m

3

going to pour my heart and soul into the next 30, 45

4

minutes and give you everything I’ve got, but how many

5

guys agree I cannot teach you how to be an

6

entrepreneur and a real estate investor in 45 minutes?

7

Okay, so hang on, let me get through this.

8

have a question, go to the back, okay?

9

here.

10

If you

Real quick

I’m probably going to answer it here.
Real quick, so I’m going to pour my heart

11

and soul into this, but if you came out here today to

12

learn how to flip houses, if you came out here today

13

to see if you can get a property for you to live in,

14

because I don’t want you guys renting anymore, even if

15

you’re paying $1,000 a month, me as your landlord, you

16

pay me 12,000 for the year if you stay in my house ten

17

years, which most people do because people don’t like

18

change, you just paid me $120,000, thank you very

19

much.

20

I’m going to go through three case studies

21

with you of students.

I’ve got a teacher that got

22

fired.

23

policeman in LA, they just got their own TV show, Chi-

24

Town Flip, just regular people out there that didn’t

25

know anything about real estate, okay?

I’m going to show you her deal.
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So let me tell you why we’re here.

Tarek

2

and Christina are building a team up here.

This is

3

one of the hottest real estate markets in the country,

4

and I’m sure my realtors here, you’re up 12.1 percent

5

in just one year, okay, and the future looks very good

6

up here.

7

said, 99 percent of all foreclosures go just like

8

this.

9

with a realtor; and now everybody knows about it.

We have a lot of properties, okay, like I

The bank takes back the property; they list it

10

get them directly from the bank.

11

here.

12

We

We have properties

A lot of these properties are vacant,

13

they’re trashed, you don’t need to be a salesperson.

14

We need boots on the ground, people that can inspect

15

these houses and report back to us.

16

percent; they’re going to take out 4 to 6 percent.

17

I’m going to play a video here in a second.

18

You keep 100

So if you came out here today to get funding

19

for your real estate regardless of your credit, you

20

came out here to learn real estate investing and you

21

want to partner with the lending partners, the next

22

logical step would be to join us in the three-day

23

training.

24

we’re here, okay, and I just say it the way it is

25

because Christina sent me here to weed you guys out.

So let me just tell you right up-front why
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1

We’re looking for people that are serious, okay?

2

So let me tell you everything you’re

3

getting, and you want to write all this down, right in

4

front, and I do have it here on the board at the end.

5

There’s no surprises with me.

6

been to any seminars before in your life?

7

thing that always pisses me off, the speaker speaks

8

for about three hours, gets you all excited, and then

9

they drop a bomb at the end.

Now, how many guys have
Yeah, one

Are you guys with me on

10

this?

11

up front from the start so we can all relax in here.

12

So I’m going to tell you why we’re here right

Now, Tarek and Christina are flying their

13

team up here, so let’s just write these dates down, to

14

do three days of professional training.

15

21st, 22nd, and 23rd, which is next Friday, Saturday,

16

and Sunday.

17

9:00 to 5:00, and I know they’re going to let you out

18

real early on Sunday.

19

It’s December

The time is typically Friday and Saturday

Now, I was just with Christina, and she

20

said, look, Steve, our team’s going to be there, the

21

resources are going to be there.

22

clear their schedule, but I am here to tell you if you

23

-- by the time I’m done here, if it feels right in

24

your heart, if it feels right in your head, and you

25

want to work with us after this seminar and there’s no
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1

way in hell you can make these dates, just write open

2

ticket right now.

3

Okay?

Write open ticket.

You have a whole year to attend any of these

4

events.

You guys with me on this?

5

the whole weekend, that’s okay.

6

that’s where you meet the team, get a list of

7

properties, the funding, those types of things.

8
9

If you can’t make

The three days,

Okay?

Now, let me tell you the people we do not
work with.

I had a guy last night in Beaufort, came

10

up to me, he said are you the speaker?

11

He had two kids with him.

12

dad and I have two young kids, I grew up in a broken

13

home, okay, I want to give my kids everything that I

14

didn’t have in life.

15

do and I’ll make the sacrifice.

16

dates right here, here’s what he said, uh, I got to go

17

to a buddy’s barbecue that Friday.

18

AUDIENCE:

19

STEVEN:

I said, yeah.

He goes, look, I’m a single

You let me know what I need to
And when I gave the

Ooh.
If a buddy’s barbecue is more

20

important than taking care of your family, this

21

probably isn’t for you.

22

right.

23

make those dates, just write open ticket, see the team

24

in the back, and we’ll get you started, okay?

25

Does that make sense?

All

So three days of the training, if you cannot

Six months of support afterwards from Tarek
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1

and Christina’s team.

So we have a vested interest in

2

you doing well.

3

their money.

4

of Tarek and Christina’s lending partners in class

5

that will fund 100 percent of the real estate you buy,

6

fund 100 percent of the rehab, regardless of your

7

credit or your background.

8

they’re going to take out 4 to 6 percent.

9

to play a video here in about five minutes.

I’m going to show you how they make

You’re going to get a list of over 100

And when you sell it,
I’m going
You have

10

those lending partners forever, because money likes

11

making?

12

AUDIENCE:

13

STEVEN:

14

rich individuals.

15

money lenders, just rich individuals that make a lot

16

of money, and I’m going to show you how much money

17

they make by loaning money to you, by giving you the

18

opportunity to invest in real estate where most people

19

can’t invest in real estate.

20

Money.
Money.

A lot of these are just

They’re not banks, they’re not hard

You’re also going to get this.
Christina is a superstar.

I tell you

21

what.

I’ve been doing real

22

estate since the ‘90s.

23

like this.

24

city in the United States.

25

Let’s say those of you who say, oh, I’ll kind of go

I’ve never, ever seen anything

We actually have the cash buyers in every
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1

through this on my own, you know, I don’t need any

2

help, that’s how I ended up in my truck, FYI.

3

that cocky guy.

4

to hurt you; it’s what you?

I was

It’s not what you know that’s going

5

AUDIENCE:

6

STEVEN:

Don’t know.
Don’t know.

Let’s say you go down

7

to Bank of America and you need 200,000, minimum you

8

have to put down 40,000, and have good credit.

9

of America will give you $160,000 loan.

Bank

They’re going

10

to record a lien at the courthouse, and that’s a legal

11

instrument that the bank can foreclose if you do not

12

pay them.

13

Well, here, all you do is you type in the

14

zip code, any city in the United States, it taps into

15

the local courthouse, and every time a real estate

16

transaction takes place where there’s no lien

17

recorded, then it’s going to be paid what?

18

AUDIENCE:

Cash.

19

STEVEN:

20

estate backwards.

21

and hope they can find a buyer.

22

find the buyer?

23

these are investors that are looking to do the fix-

24

and-flip like we do on TV, where they’re looking for

25

long-term rental property, and they either do not know

Cash.

Folks, everybody does real

They buy a house, they fix it up
What if you can’t

We already have the buyers.
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how to find the good deals like us because they’re on

2

the MLS or the auction.

3

I’m not going to say there’s no deals on the

4

MLS, because I was a realtor, but that’s where the

5

majority of people are looking on the MLS, okay?

6

they’re lazy.

They just want people bringing good

7

deals.

These cash buyers are investors,

8

they’re fix-and-flippers, and they’re also looking for

9

rental property, okay?

10

Okay?

Or

So you got the cash buyers, we

get that.

11

Oh, just real quick, do you think Tarek and

12

Christina charge for their training and have access to

13

all this?

This is when it always gets quiet.

14

(Laughter.)

15

STEVEN:

16

Yeah, you guys don’t work for free,

do you?

17

AUDIENCE:

18

STEVEN:

Right.
I know it seems like it sometimes,

19

but I guess we could teach you for free, but one thing

20

we’ve learned is people don’t value what they don’t

21

pay for.

22

lazy and they quit, they don’t do anything.

23

parents, coaches, teachers will say if you’re serious,

24

put some skin in the game.

25

I tried to teach people for free, they’re

Are you guys with me on this?
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doing is you’re investing in your education, and you

2

cannot do this business cheaper than we can teach it,

3

and I’ll prove that.

4

With that being said, Tarek and Christina

5

are going to give you two guarantees in writing.

6

There they are.

7

going to get a three-month guarantee that states after

8

you are professionally trained, go out and do a deal

9

within three months, give us a testimonial, our

You want to write these down.

You’re

10

lending partner’s going to give you your money back.

11

And that starts when you’re trained, okay, when you go

12

to the training.

13

So if you guys can join us next weekend,

14

looking forward to working with you.

15

into January or February, just go back there and get

16

signed up, see Todd and Dennis and the team, you take

17

all the materials home, and the office will call you

18

tomorrow with all the upcoming dates.

19

You got to get

You also have a six-month guarantee that

20

says this.

You will flip one house in the next six

21

months with us minimum or they’re going to give your

22

money back.

23

write this down.

24

go out and make at least ten offers with our help.

25

Out of those ten offers, we’re going to guarantee

And there’s one condition, if you want to
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1

you’re going to get at least one deal.

2

we’re going to continue working with you.

3

don’t make any money, they’re going to give your money

4

back, period.

5

If you don’t,
If you

Now, let me tell you how long it will take

6

you to make ten offers.

It won’t take long at all,

7

because, folks, a lot of these houses are -- we’re not

8

calling people on CraigsList, hey, dude, you selling

9

your house?

We’re not putting the yellow signs out to

10

say I buy houses.

11

mean, this guy can’t even afford a sign and he’s going

12

to buy my house.

13

Have you guys seen this crap?

I

Remember I already told you we have the

14

properties, folks, okay?

15

trashed and they’re vacant, okay?

16

the ground to go look and make a list of the good, the

17

bad, and the ugly.

18

you want to write this down, and I do have this all on

19

the board at the end, but there’s no surprises with

20

me.

21

A lot of these houses are
We need boots on

So it will take you anywhere -- if

It will -- after your training, it will take

22

anywhere from ten hours to 40 hours in the next six

23

months to make ten offers.

24

through the realtor.

25

paperwork; they can face the rejection.

Free Workshop - Norcross, GA
December 18, 2018

And we usually make that

But we get them to do the
We really

EX 4, p. 50

Case 2:19-cv-00713-DAK-EJF Document 12-3 Filed 09/30/19 Page 52 of 149
51
1

just need people looking at these properties.

2

So let me recap what you’re getting, and

3

then I’m going to tell you what the cost is right up

4

front.

5

much it’s going to cost me; you got to look at how

6

much is it going to?

And, folks, folks, please don’t look at how

7

AUDIENCE:

8

STEVEN:

9

AUDIENCE:

10

STEVEN:

Make me.
How much is it going to?
Make me.
Make me.

I already told you the

11

cost of doing nothing is 1,200 a month in Social

12

Security.

13

turning 67 years old working at Walmart wearing a

14

paper hat, making 1,200 a month, than I would

15

investing in my education that 90 percent of the world

16

made their money in and the human race will need a

17

place to live.

18

Just real quick, I would have more fear

Okay?

So three days of professional training.

If

19

you can’t make all of that, that’s okay, that’s where

20

you’re going to meet the team.

21

list of lending partners, the foreclosure list, the

22

cash buyers list.

23

You’re going to get a

That’s where you’re going to go.

Six months of support afterwards, and a lot

24

of people say, well, Steve, what happens after the six

25

months.

You have the lending partners forever.
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1

you’ll see from the video they will fund (inaudible)

2

deals forever.

3

partners.

4

That’s what you need, the lending

It doesn’t do any good to learn real estate

5

if you don’t have the money to fund it.

Now,

6

hopefully, you guys are seeing right -- seeing this,

7

that not only are Tarek and Christina going to give

8

you a professional education that made them so

9

successful and she’s got another TV show and they’ve

10

got all this other stuff coming on, but their lending

11

partners provide the money for you to implement that

12

system.

13

support, a list of over 100 of their lending partners.

14

You’re also going to get a POF letter in class.

15

realtors, what’s a POF letter?

So three days of training, six months of

16

AUDIENCE:

Proof of funds.

17

AUDIENCE:

Proof of funds.

18

STEVEN:

Proof of funds, folks.

My

The

19

realtors work very, very hard for their money.

That

20

is a cutthroat business.

21

the licenses, but they just give everybody a license.

22

And you realtors need to appreciate, because I was a

23

terrible realtor.

24

was Monday, and I’d say you guys got the money to buy

25

a house, right?

I wish they could just cap

I was meeting with the buyers, it

And they’d say, oh, yeah, yeah, yeah,
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1

yeah.

Show them about 300 houses for the week, get

2

all excited, on Friday, they tried to write a contract

3

(inaudible) commission check, and the buyers tell me

4

(inaudible).

5

realtors going to work with you if you’re not

6

preapproved?

They ain’t got no money, man.

7

AUDIENCE:

8

STEVEN:

9

AUDIENCE:

10

STEVEN:

11

get paid for comps.

12

AUDIENCE:

No.
Hello?
No.
Absolutely not, folks.

13

the room is approved.

14

approved.

15

Are the

They don’t

What are comps?
Comparables, okay.

Everybody in

Well, Steve, I thought you’re

You’re going to see from the video, okay?
So three days of training, six months’

16

support, the lending partners, the proof of funds

17

letter, you’re going to get the cash buyers list.

18

This is not software; it’s not a subscription.

19

There’s no monthly fee; there’s no catch; there’s no

20

angle.

21

surprised, oh, it’s free for three months and then you

22

have to pay -- absolutely not.

23

that taps into every single courthouse in the United

24

States and pulls up the cash buyers so you can sell

25

the properties faster and our lenders can get their

You’re not going to go back there and be
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1

money back.

2

Now, what you’re going to see from the video

3

is they fund in Canada, the United States, and the

4

Caribbean.

5

mislead anybody.

6

Canada.

7

cannot get the cash buyers.

8

the United States because Canadian privacy laws are a

9

lot stricter than they are in the U.S.

Anybody from Canada here?

Okay, I don’t

We cannot get the cash buyers in

So if you’re going to invest in Canada, we

10

It’s just every city in

You’re also going to get a three-month and

11

six-month guarantee.

So let me -- you guys are

12

investing in yourselves.

13

don’t you?

You guys understand that,

Hello?

14

AUDIENCE:

15

STEVEN:

16

have two prices.

17

price.

Yeah.
You’re investing in yourself.

So I

Number one, the procrastinator

18

(Laughter.)

19

STEVEN:

Those of you that are going to pray

20

about it, you got to think about it, you got to talk

21

to your spouse, you know, you didn’t procrastinate to

22

come out here; don’t procrastinate to change your

23

life.

24

the office.

25

every penny.

Okay?

After I get done speaking here, you call
It’s $5,997 a person, 6 grand, worth
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1

Because, folks, you can’t do this business

2

cheaper than we can teach it because even if you could

3

get a $30,000 property here in a good neighborhood,

4

which you can’t, you still got to put 6 grand down,

5

have good credit, have the money to fix it up, sell it

6

and so forth.

7

it feels right in your head here today and you want to

8

join our team, Tarek and Christina have authorized me

9

to drop that -- you want to write this down -- to

If it feels right in your heart, and if

10

$1,997, 2 grand.

I’m not going to wait until the end

11

to tell you it’s for two people.

12

you right now, it’s for two people.

I’m going to tell

13

And I’m not -- I don’t have to do this, but

14

I’ve been doing this for small crowds, and I was just

15

with Christina speaking to 15,000 people, I couldn’t

16

do this, those of you that take action first, you were

17

here early bird, okay, I have my contact information

18

back there.

19

Okay?

So let me recap real quick.

And this is for

20

two of you, and I had two realtors last night in

21

Beaufort had to call their husbands to make sure this

22

was okay, so we could clarify this.

23

bringing somebody with you, both you and your partner

24

get three days of training and six months of support,

25

the cash buyers list, the list of lenders, and the
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1

proof of funds letter, and the guarantee.

2

So if you or your partner after you’re

3

trained (inaudible) three months, gives the

4

testimonial, you’ll get your money back.

5

your partner don’t do a deal in six months, you get

6

your money back.

7

the lending partners, because unfortunately this is

8

what happens when people start making money, they

9

start fighting.

10

If you or

And both you and your partner get

Are you guys with me on this?

11

and your partner have (inaudible).

12

on a credit card.

13

AUDIENCE:

14

STEVEN:

So both you

Most people put it

OPM stands for what?
Other people’s money.
Other people’s money, so it costs

15

you 50, 60 -- $60 a month.

16

people who go down to Walmart and buy a $2,000 big-

17

screen TV.

18

I was totally up front with you.

19

your heart, in your head, you can go back to the back.

20

Last night, I had seven people back there --

But there it is.

Okay?

And I know a lot of

Hope you guys appreciate
If it feels right in

21

I had a lot more people -- I had seven people back

22

there.

23

birds go and say, look, this is a no-brainer.

24

going to put the money up without my credit, and

25

they’re going to guarantee I’m going to make money in

Every seminar I give, I always have early
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1

six months, this is a no-brainer.

2

So if it feels right in your heart and your

3

head and you want to take advantage of this

4

opportunity right now -- do I have some contact cards

5

back there, Todd?

6

TODD:

7

STEVEN:

Yes, you do.
I have a couple left?

Okay, so

8

those of you that want to be early birds, you’re going

9

to get my contact information.

I got another bonus

10

back there.

Those of you that want to hear the whole

11

presentation out, you can hear the whole presentation

12

out.

Fair enough?

13

How many of you guys appreciate I was being

14

totally up front with you from the start?

There it

15

is.

16

do this, you are nuts, but it has to make sense to

17

you.

18

don’t want to get you all excited (inaudible) so the

19

first few that go back to the back, I’ve got my

20

contact information.

Okay, I can tell you all day long, if you don’t

And like I said, I don’t have to do this, but I

21

At any point in time, just go back to the

22

back and get signed up.

If you want to hear the whole

23

thing, you can hear the whole thing out.

24

started.

25

principles here.

So let’s get

All right, let’s write down some wealth
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1

business in the world, there’s a wholesaler and a?

2

Somebody said it.

3

AUDIENCE:

4

STEVEN:

Retailer.
Retailer.

Folks, every business in

5

the world -- I love people who take action -- every

6

business in the world there’s a wholesaler that

7

wholesales goods and services to another wholesaler,

8

and then they sell to the general public at?

9

AUDIENCE:

10

STEVEN:

Retail.
Retail.

The quickest way for you

11

to make money for you and your family is not what we

12

do on TV.

13

We’re going to buy it as is, and then we’re going to

14

sell it as is to another investor and a landlord and

15

get the check up front.

16

living paycheck to paycheck, those of you that need

17

some money in the next 30, 45 days, or those of you in

18

here that aren’t going to believe a damn thing I say

19

until the money’s in your bank account, wholesale.

20

It’s to take a house that needs repairs.

So those of you that are

And do not make this complicated.

This is

21

nothing more than taking a $20,000 Chevy pickup truck,

22

the owner got himself in a bind, he needs 10,000, we

23

buy it as is for 10,000, we throw an ad on CraigsList,

24

owner-motivated Chevy truck worth 20, asking 16, make

25

a quick 6,000 like that.

Free Workshop - Norcross, GA
December 18, 2018

This is nothing more than

EX 4, p. 58

Case 2:19-cv-00713-DAK-EJF Document 12-3 Filed 09/30/19 Page 60 of 149
59
1

you finding antique furniture that’s worth 20; you got

2

it for 8; and you sold it for 7.

3

and we’re selling cheap, okay?

4

We’re buying cheap

Now, the next business, what you see on TV.

5

Those of you that are not in a bind for money, okay,

6

you’re not living paycheck to paycheck, you’re doing

7

okay, well financially.

8

congratulate you.

9

use Tarek and Christina’s lending partner’s money to

Number one, I want to

What I would recommend you do is

10

buy on.

11

money to fix it up; list it with a professional

12

realtor who’s going to sell to someone who’s going to

13

live there, and the average profit margin up here is

14

20, 25 percent.

15

percent is $30,000 paycheck.

16

this?

17

worth your time.

18

Use Tarek and Christina lending partner’s

So even on $150,000 property, 20
Are you guys with me on

Even if you got paid $100 an hour, it’s not

And then we’re going to talk about cash flow

19

rental properties.

Folks, if you’re like me, if you

20

want to leave a legacy for your kids or grandkids, you

21

can’t leave a job.

22

your 2,000, folks, even if you just bought one house,

23

is it worth it?

Watch this.

Let me just show what

Hello?

24

AUDIENCE:

25

STEVEN:
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1

worth 200,000 right now, and you go back and look at

2

some of the credit cards that cost you, like 50, 60

3

bucks a month, okay?

4

that house is still only worth 200,000.

5

you that’s impossible.

6

(inaudible) down.

7

United States when they retire have a 200,000 net

8

worth?

9

bought one property, and they will fund a property for

10

And let’s say 30 years from now
I can tell

Real estate always goes up

How many people do you think in the

Very small percentage, folks, if you just

you to live in as long as it has equity, okay?

11

All right.

Now I’m going to play you a

12

video here in a second, and then I’m going to walk you

13

through three case studies of all students that didn’t

14

know anything about real estate, and I’m going to show

15

you unemployed -- a teacher that lost her job.

16

was living off of credit cards for four months, got a

17

duplex 100 percent financed with that equity.

18

She

I’m going to show you a policeman that was

19

working in Los Angeles.

20

show.

21

regular -- I’m going to show you a single mom that

22

made 50,000 in 83 days.

23

that are making a lot of money in real estate.

24
25

They just got their own TV

And I’m going to show you a couple other

Just regular people out there

(Inaudible) here, I knew that there was
going to make money in real estate, not using your own
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1

money, you -- we don’t have any, but I just didn’t

2

know how to do it.

3

private lenders (inaudible) to help fund one

4

(inaudible) price plus three.

5

not, okay, Steve, so they’ll buy the house, then I got

6

to use my money to fix it and pay the bills.

7

Absolutely not.

8
9

She has come here with a group of

Now, folks, this is

It’s 100 percent.

So our students will have lifetime access to
our group of private monies, because remember, a lot

10

of these are just rich individuals.

11

anything about your credit.

12

the equity.

13

estate deals up to 100 percent of profit deals,

14

including the rehab for unlimited amounts regardless

15

of your income, assets, or credit score.

16

is you have to go to the three-day training.

17

They don’t care

All they care about is

Who can provide (inaudible) through real

All we ask

Folks, if you cannot make next weekend, just

18

put open ticket.

19

of these.

20

last night that could not make the dates because they

21

went back and signed up.

22

after sign-ups, they’ll give you all those dates.

23

You have a whole year to attend any

I’ve had at least five people in Beaufort

You can call the office

And, folks, the three, six months guarantee

24

starts after training.

25

they take the materials home and they start finding
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1

deals, and if you can’t make the January, you can

2

bring those properties in as January.

3

months to sell and get your money back.

4

make sense?

5

You got six
Does that

All right, so I’m going to play this video

6

real quick.

7

studies.

I’m going to walk you through these case

8

(Video played as follows.)

9

NARRATOR:

You’re probably here because you

10

know people are making money in real estate and you

11

want to get in on the action.

12

seen them on TV, maybe even friends or relatives.

13

You’re as smart and capable as they are.

14

what we know, there are probably two things holding

15

you back.

16

to know what they know.

17

to start in order to access the money you’ll need.

18

Either way, we can help.

19

You’ve read about them,

Based on

First, you need the experience or education
Or you’re just not sure where

Our three-day investment accelerator will

20

teach you to leverage cutting-edge real estate

21

strategies to generate profits repeatedly.

22

grant you access to our network of lenders and private

23

investors who are always looking to lend capital on

24

sound real estate deals.

25

And we’ll

Many hard money lenders require you to pay
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1

the down payment, rehab costs, and closing costs out

2

of pocket or up-front.

3

lenders that will allow you to finance closing costs

4

and fees into the deal and will finance between 80 to

5

100 percent of the rehab.

6

if you use our lending sources, you could be required

7

to come in with as little as half of what a

8

traditional hard money lender typically requires.

9

We have relationships with

What this means to you is

Our (inaudible) over 100 lenders operating

10

across all 50 states in the U.S., as well as Canada

11

and the Caribbean.

12

this elite group by graduating from the three-day real

13

estate investment accelerator.

14

yourself why do these lenders want to work with me.

15

The answer is simple.

16

professionals are smart, savvy, and have their eyes on

17

the prize.

18

they trust to make solid, low-risk deals with high

19

potential for return.

20

And you could get easy access to

You may be asking

These high-powered

They (inaudible) investment people who

By the end of our three-day investment

21

accelerator, graduates will have the knowledge,

22

expertise, and training to put together sound,

23

effective loan packages that are custom-tailored to

24

appeal to the right lending solutions to fit your

25

needs.

We will teach you what to do and what not to
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1

do to make sure your deals are profitable and

2

attractive to lenders, whether you’re wholesaling,

3

flipping, or acquiring income-producing properties.

4

Our lenders lend in any market for qualified deals,

5

allowing you to take quick advantage of opportunities.

6

Another major benefit, our providers are

7

highly skilled and disciplined professionals who act

8

as a second set of eyes, analyzing your transactions,

9

giving you the added security that you’re making a

10

wise investment.

Graduates of our three-day

11

investment accelerator also get unlimited access to

12

the funding hotline for deal analysis, optimized loan

13

placement, expedited processing, and answers to all

14

your questions.

15

30 days.

Closing typically takes place within

16

And the best part, funding fees are only 4

17

to 6 percent, with average annualized interest of 10

18

to 11 percent.

19

qualify for 100 percent financing.

20

sheer volume of transactions we process, we’re able to

21

pass our preferential rates on to you.

22

these are paid at closing, not up-front.

23

truly white-glove service with no hidden fees.

24
25

Certain types of transactions may even
Plus, based on the

And, remember,
This is

Accessing our investor network is just one
of the many powerful and proven strategies you will
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1

learn at the three-day accelerator workshop.

2

enrolled in the investment accelerator today.

3

(Video concluded.)

4

STEVEN:

All right.

So get

Let’s get started here.

5

I want to congratulate a couple of you who got

6

started.

7

let me go through this.

8

make sure we’re all on the same page, we’re all about

9

being compliant and transparent in everything we do.

10

Looking forward to working with you.

But

Tarek and Christina want to

As a company, we provide educational

11

products and training.

We do not offer any tax,

12

accounting, or financial, legal advice.

13

need a real estate license to be a real estate

14

investor.

15

anything, you have an option to?

You do not

Folks, if you have an option to buy

16

Somebody said it.

17

AUDIENCE:

18

STEVEN:

Sell it.
Sell it.

All the banks are

19

manipulators.

Let me ask you a question.

20

ever had a loan with Bank of America or any bank and

21

then six months later you get a letter, Wells Fargo or

22

any bank that says this, yeah, your loan has been

23

assigned or sold to this bank, and you start paying

24

us?

25

do it, is they sign us up for a loan, and they assign

Yeah, half the room.
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1

or sell that loan to another bank.

2

How many of you guys heard the more you

3

learn, the more you earn?

4

feature some of our top students who have shared their

5

success with us.

6

do not apply the strategies employed by these students

7

and therefore do not experience the success.

8

just with Christina, and this guy said this jokingly,

9

well, Steve, I guess people think they just go home

10

and sit on the couch and money’s just going to roll

11

in.

12

the type of person that values education, you’d rather

13

invest 2,000 in yourself than go down to Walmart and

14

buy a big-screen TV, and you can do this, one, two,

15

three, four, five, you’re going to be very successful

16

in real estate, opposed to people that can’t get off

17

the couch.

18

make an effort in the next six months and go out there

19

and make those ten offers, we are going to guarantee

20

you are going to get at least one.

21

make an effort.

22

This presentation may

Some people attend our training and

That’s not reality.

I was

I will tell you, if you’re

And we have guarantees, as long as you

You just have to

Now, I’m going to go through one testimonial

23

here, and then I’m going to walk you through a

24

wholesale deal, those of you who make some quick cash,

25

a fix-and-flip deal, and then I’m going -- a duplex
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1

rental property.

2

ask people, hey, Todd, I usually ask people why did

3

you guys come out here today to make money because

4

your “why” has to be bigger than your fear, your self-

5

doubts, and your excuses.

6

want to get rich, it ain’t never going to happen.

7

if your “why” is I want another Corvette, it’s never

8

going to happen.

9

Real quick, Susan here.

I usually

If your “why” is I just
And

So when I asked the question, Susan stood up

10

and said, Steve, the reason I’m here, I’m a single

11

mom, I have a two-year-old girl, every morning on the

12

way to work I drop off my girl at the babysitter and I

13

just sit there and bawl.

14

so I can stay home with my two-year-old girl.

15

a good reason?

16

AUDIENCE:

17

STEVEN:

18

AUDIENCE:

19

STEVEN:

I want a home-based business
Is that

Yes.
Is that a good reason?
Yes.
Not that I want to go on vacation

20

or get clothes.

Now, real estate are just a number,

21

so if you want to write this down -- you don’t have

22

to.

23

first week out of training, she made ten offers.

24

Because you, folks, all you’re doing is looking at the

25

houses, okay?

She didn’t know anything about real estate.

The

She made ten offers, like we taught
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1

her, and she got this property here.

2

from the funding team, they helped her run the numbers

3

(inaudible).

4

Received funding

She made a $50,000 profit on her first deal.

5

It took 83 days.

6

actually still had a student loan that she paid off.

7

She paid off two credit cards, and she took $10,000

8

and she put it in a college fund for her two-year-old

9

girl.

10

She took that money, and she

Making a profit, not picking up a paycheck.
Now, I’m going to walk you through these

11

techniques real quick, so I’m going to walk you

12

through a wholesaling.

13

with wholesaling, okay?

14

did.

15

make, you know, some quick money.

16

rich-quick program, folks.

17

program is all about flip a couple houses, pay some

18

debt off, hold onto the next one for some long-term

19

passive income, flip a couple houses, make some cash,

20

hold onto one.

21

Most of our students start
That’s what Gina and John

They were a little skeptical.

They wanted to
This is not a get-

Tarek and Christina’s

Okay?

So Gina and John, they wanted to do

22

wholesale, so (inaudible).

23

it is to adapt and have multiple streams of income.

24

After the training, we closed three properties and

25

made more than we’d made in our full-time jobs.
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1

a fact that over 75 percent of the people that are

2

wealthy use real estate to get (inaudible) now, and

3

then just one more (inaudible) talking about leaving a

4

legacy.

5

She didn’t know anything about real estate.

6

I wholesaled my first two properties within a couple

7

weeks of the class and made 15 and 19.

8

picked up some rentals with positive cash flow.

9

Without the training I received, I would have never

I’ve also

10

ventured out.

This allowed me to build a portfolio

11

and a legacy that I can leave to my children.

12

Watch how simple this is.

Let’s take some

13

notes.

14

trained.

15

wealth in the world is real estate if you know what

16

you’re doing.

17
18

This is not complicated at all once you’re
Everybody knows the quickest way to build

So I want you to write down ARV, and what
does that stand for?

19

AUDIENCE:

20

STEVEN:

21

AUDIENCE:

22

STEVEN:

(Inaudible).
After repaired?
Value.
Value.

200,000.

Look, I know some

23

of you guys are disappointed because you, you know,

24

even if you bring somebody here with you it’s 1,000.

25

I was the same way.
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1

borrow, don’t steal.

2

If you want it bad enough, you’ll make it happen.

3

Are you guys with me on this?

So the property is worth 200,000 ARV.

Step

4

number one, we’re going to take that bank foreclosure

5

list and look at these vacant properties.

6

one, we need you to make a list of the good, the bad,

7

and the?

8

AUDIENCE:

9

STEVEN:

Step number

Ugly.
The ugly, which you’ll be taught in

10

class, okay?

11

to get rid of this popcorn ceiling, need some curb

12

appeal.

13

is something like black mold, a cracked slab, and we

14

are not comfortable, we will get a professional

15

inspector to inspect it.

16

the title company, and that will be taken out at the

17

end.

18

I got to get rid of the shag carpet, got

That’s what you’ll be taught in class.

If it

They’ll drop off the bill to

And we also, real quick, folks, is to get

19

title insurance.

20

is?

Anybody know what title insurance

21

AUDIENCE:

22

STEVEN:

Yes.

(Inaudible).

Will protect -- yeah, it will

23

protect -- folks, you can’t trust people.

24

go, oh, I don’t have no lien on there.

25

insurance is, it guarantees that the title is
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1

(inaudible) to the sovereignty of the soil, so if a

2

lost heir or sibling tries to claim interest, they

3

can’t.

4

Folks, you can’t trust people, okay?

5

don’t -- I don’t have a loan on it.

6

an IRS lien on it.

7

There might be a mechanic’s lien.

8

title insurance on every property to protect our

9

investment.

10

They might have

They might have a second lien.
So we purchase

That’s just common -- are you guys

getting this?

11

Oh, I

Fine.

So number one, you’re going to go look at

12

the property and make a list of the good, the bad, and

13

the ugly.

14

Now, this is something -- we know the banks are

15

motivated, folks.

16

Bank of America, and Wells Fargo.

17

out by the government stimulus money.

18

waiting on my stimulus check.

19

Step two, we’re going to make an offer.

Don’t waste your time with Chase,

You guys got yours yet?

They all got bailed
We’re still

It got lost in the

20

mail.

We’re going to offer this motivated bank

21

100,000 cash, and they’re going to take it because,

22

folks, we know when the board of directors meetings

23

are because, folks, if the bank has too many

24

liabilities on their books, they lose their charter

25

and the government shuts them down, just like
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1

Countrywide.

2

Now, we’re going to sign an agreement, and

3

we can work all this through our good realtors, okay,

4

who are holding your hand, because I’m going to show

5

you how much money they make.

6

interest in you doing well.

7

But we have a vested

Now, this is what’s cool.

Step four, now

8

this does not do it by county, it does it by zip code.

9

You’re going to have access to the cash buyers, like I

10

think four or five of you already signed up.

You’re

11

going to have access to the cash buyer -- folks, this

12

is worth 2 grand alone because the reality, this is

13

what most people do, buy a house, fix it up, and try

14

to find a buyer.

15

for 1,000 for two, three months?

16

Hello?

What if you got to make a payment

17

AUDIENCE:

18

STEVEN:

19

AUDIENCE:

20

STEVEN:

Is that possible?

Yeah.
You’re waiting for that sell.
(Inaudible).
You can’t give it back because it

21

will ruin your credit for seven to ten years.

22

you’re going to simply type in the zip code, where

23

you’ll set all this up online.

24

in the zip code.

25

courthouse and pull those cash buyers up -- their
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1

name, email, and phone number.

We’re going to show

2

the property one time, that’s it.

3

If you don’t like people, if you don’t like

4

talking to people, you don’t even like being in here,

5

because there’s people in here right now, okay, you

6

can have your realtor do the open house.

7

going to email all of these cash buyers that somebody

8

will be there, let’s say Saturday from 12:00 to 3:00,

9

and this is a hot, hot, hot market and a hot deal.

But we are

10

what’s going to happen Saturday from 12:00 to 3:00?

11

Hello?

12

AUDIENCE:

13

STEVEN:

(Inaudible).
It’s a great deal, so what’s going

14

to happen Saturday -- that rich people that can just

15

write a check and pay cash, what’s going to happen?

16

AUDIENCE:

17

STEVEN:

18

(Inaudible).
People are going to show up, and

that’s going to create a little bit of a?

19

AUDIENCE:

20

STEVEN:

21

So

(Inaudible).
Buzz?

It’s going to go to the

highest?

22

AUDIENCE:

23

STEVEN:

Bidder.
Bidder.

Let’s say the highest

24

bidder on this property worth 200,000 -- it doesn’t

25

need any repairs -- the highest bidder is 125.
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1

that a good deal?

2

AUDIENCE:

3

STEVEN:

4

AUDIENCE:

5

STEVEN:

6

worth 200.

AUDIENCE:

8

STEVEN:

10

Is that a good deal?
(Inaudible).
I just told you.

The property’s

Can you guys hear me?

7

9

No.

highest bid is 125.

Yeah.
The property’s worth 200, and the
Is that a good deal for the

buyer?

11

AUDIENCE:

12

STEVEN:

Yes.
Absolutely.

Folks, that’s 75,000

13

in equity, the average income for two people working

14

here is 77.

15

retire.

I know you want to flip one house and

Are you guys with me on this?

16

AUDIENCE:

17

STEVEN:

Yes.
Now, would it be smart to get 3,000

18

nonrefundable earnest money from the buyer in case

19

they decide to back out on you?

20

AUDIENCE:

21

STEVEN:

Say yes, Steve.

Yes.
Am I the only one in here that’s

22

ever signed a contract and then you could never get a

23

hold of the buyer?

24

thanks for your 3 grand.

Next!

25

We don’t play that game.

If I -- if you sign a
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1

contract with me, you’re going to give me 3,000

2

nonrefundable earnest money.

3

Everybody with me?

Now watch the magic.

I got a signed

4

contract to buy for 100,000 cash with a motivated

5

bank.

6

an investor.

7

closing, we’re going to close this at the title

8

company or the attorney’s office.

9

closing, $100,000 is going to be wired to the title

I got a signed contract to sell it for 125 with
Everybody with me?

Now, on the day of

On the day of the

10

company or the attorney’s office from Tarek and

11

Christina’s lending partners because we already have

12

it sold for 125.

13

charge in fees?

And from the video, what do they

14

AUDIENCE:

15

STEVEN:

(Inaudible).
Four to 6 percent.

So let’s look

16

at this worst case scenario.

17

case scenario, 6 percent.

18

Six percent of 100 is 6,000; the difference between

19

125 and 100 is 25,000 profit.

20

out 6 grand for giving you the money, and you just

21

made how much?

22

AUDIENCE:

23

STEVEN:

24
25

Well, let’s say worst

So what’s -- it’s easy.

They’re going to take

Nineteen.
$19,000 profit.

Did you fix the

house up?
AUDIENCE:
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1

STEVEN:

2

AUDIENCE:

3

STEVEN:

4

report?

Did you (inaudible) your money?
No.
Credit?

Is it on your credit

Are you happy?

5

AUDIENCE:

Yeah.

6

STEVEN:

7

AUDIENCE:

8

(Laughter.)

9

STEVEN:

Two of you?
Yeah.

Are the lending partners happy?

10

They put up money for an hour; made 6 grand like that,

11

times thousands of transactions in Canada, the United

12

States, and the Caribbean.

13

19 grand now?

14

AUDIENCE:

15

STEVEN:

16

What can you do with that

Reinvest it.
Reinvest it.

Or more importantly,

what do you want to do with the 19 grand?

17

AUDIENCE:

18

STEVEN:

Pay the bills.
That’s what I’m looking for, pay

19

some damn debt off.

20

Debt messes with people’s minds, you guys agree with

21

that?

22

AUDIENCE:

23

STEVEN:

Are you guys with me on this?

Yeah.
I was so much in debt before I got

24

in real estate, I had to get on high blood pressure

25

medicine at 26 years old before I got into real
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1

estate.

2

guys with me on this?

3

flipping a car.

4

furniture, anything, all we do is buy it cheap and

5

sell it cheap.

6

Debt messes with people’s minds.

Are you

This is nothing more than

If you’ve ever flipped a car,

Now, those of you that are skeptical in

7

here, those of you that are unlucky in here,

8

everything you do goes bad, you say, well, Steve, what

9

happens if I’m at the title company, the 100,000 comes

10

in, an hour later, I go to another room and it’s

11

called a double close.

12

investor doesn’t show up.

13

AUDIENCE:

14

STEVEN:

I go in another room, and this
Could that happen?

Yeah.
Yeah, anything could happen.

How

15

many of you guys think that’s good if they don’t show

16

up?

17

you in here still aren’t going to raise your hand no

18

matter what the hell I say?

How many of you guys think it’s bad?

19

(Laughter.)

20

AUDIENCE:

21

STEVEN:

(Inaudible).
Thank you.

22

thanks for your 3 grand, buddy.

23

on this?

24

AUDIENCE:

25

STEVEN:

Free Workshop - Norcross, GA
December 18, 2018

How many of

Yes.

Number one,

Are you guys with me

Who am I thankful for?
What’s the property worth?

EX 4, p. 77

Case 2:19-cv-00713-DAK-EJF Document 12-3 Filed 09/30/19 Page 79 of 149
78
1

AUDIENCE:

2

STEVEN:

3

AUDIENCE:

4

STEVEN:

200.
200, and we got it for?
100.
100.

That’s $100,000 in potential

5

equity for you and your family.

The average income

6

for two people around here is 77,000.

7

with me on this?

8

one, I can guarantee you’re not going to believe

9

anything -- I didn’t believe anything, and I was a

Now, what you could do is, number

10

skeptical person.

11

good to be true, yada, yada, yada.

12

didn’t believe until when?

13

AUDIENCE:

14

STEVEN:

15

Are you guys

I sat in here and, oh, this is too
I did all that.

I

You got paid.
When I got paid.

Are you guys with

me on this?

16

AUDIENCE:

17

STEVEN:

Yeah.
I can promise you this.

In this

18

hot, hot Atlanta market, all of those investors that

19

showed up Saturday that did not get the winning bid of

20

a house that’s worth 200 for 125 and somebody else got

21

it, I can guarantee you (inaudible) you or your

22

realtor, you better call me if you get another deal

23

like this.

24
25

So what could you do?
What else could you do?

Next!
Could you decide to

fix it up and flip it like we do on TV?
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1

you move into the property?

Yeah.

2

for a rental?

3

the number of student -- new students coming through

4

our program, the very first property they invest in is

5

the house for you to live in.

6

credit.

7

bought one house, folks, okay, that would be for --

8

for putting in 2,000, that would be cheaper than you

9

renting.

What’s funny, in the last six months,

They don’t check your

It’s based on the equity.

10

Could you have it

So even if you

All right, now, I got a (inaudible).

You’re

11

going to love this story.

12

money in here and you’re not in a bind for money, but

13

you would like a nice check for three to four months,

14

I would recommend using the lending partner’s money to

15

buy and fix it up, list it with a professional realtor

16

and you get that big check.

17

Now, those of you that have

You’ll love this story.

I don’t know if you recognize this from TV.

18

Policeman, Bryan.

He was a patrolman in the LA area

19

(inaudible) area.

His wife, Maira, stay-at-home mom,

20

two young kids.

21

husband was not going to make it home every single day

22

and be a father to their kids because he was a

23

patrolman.

24

loved Tarek and Christina, came out to this free

25

event, and they wanted to get started, but $2,000 was

Maira was always worried that her

Well, they watched the TV show, okay,
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1

a lot of money for a policeman, okay?

2

Bottom line, they put out a couple credit

3

cards and made it happen.

4

the things that they do in life; they regret the

5

things that they don’t do.

6

turning 80 years old and saying I wish I would have

7

done this and I wish I had of done that.

8
9

Folks, people don’t regret

I don’t want you to be

Policeman, he didn’t know anything about
real estate.

They built up a multi-million-dollar

10

portfolio in LA County because the whole key is,

11

folks, we know how to find the deals and we have

12

access to the money.

13

roots in Chicago, Cook County, and they just got their

14

own TV show, Chi-Town Flip.

15

Chicago?

16

Christina’s students, and here’s what they had to say.

They moved back home to their

Anybody seen it, out of

This policeman, who are Tarek and

17

The biggest thing for us was doing this

18

right.

We decided to do exactly what the program told

19

us, so if it failed, we (inaudible) program.

20

didn’t have the money for ourselves but it worked.

21

flipped our first house in 90 days and our investors

22

were super happy, making great money (inaudible) he

23

retired from the police force.

24
25

We
We

Okay, we go through their flipping
checklist.

Now, obviously, those of you that are
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1

going through the three-day training -- Dennis, do I

2

still have some contact cards back there?

3

DENNIS:

Yes.

4

STEVEN:

Okay.

Yes, we do.
Those of you guys going to

5

the three-day training, this will be broken down, but

6

if I have any analytical people in here, any engineers

7

or very smart people, I know what you want, you just

8

want a step-by-step-by-step plan, and that’s what we

9

have for you.

If you decide to become a new student

10

in here, all of you are going to get the cash buyers

11

list.

12

They buy a house; they fix it up and hope they can

13

find number one.

14

You’re making payments on a vacant house.

Folks, everybody does real estate backwards.

15

What if you can’t find number one?

Number two, we know how to find the best

16

properties in this market and every market in the

17

country.

18

niches post this recession in 2007, 2008 that most

19

investors, attorneys, realtors know nothing about.

20

Now, let me give you a couple other ways.

21

Tarek and Christina have identified five top

All we’ve talked about is bank-owned

22

property.

Does anybody die in Georgia?

One laugh at

23

that.

24

without you guys.

25

of dollars in Georgia of kids that inherited their

That’s all right, I’m going to have fun with or
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1

parents’ property free and clear.

2

houses are from the ‘70s and ‘80s and are outdated,

3

and when I was a realtor, people listed their property

4

with me, they better have all the what?

5

whistles.

6

A lot of these

Bells and

A lot of kids don’t have the money, and a

7

lot of kids think this way.

Man, I worked pretty damn

8

hard for that 30,000.

9

earned money and dump it into mom and dad’s place that

Why am I going to take my hard-

10

I got free and clear and hope I get my money out?

11

Just because you put the money in doesn’t mean you’re

12

going to get it out.

13

the contractors, pay the bills; they just want a check

14

free and clear.

15

Maybe they don’t want to manage

Here’s what I want you to do.

I want you to

16

go to some of the lower-class neighborhoods and drive

17

around.

18

to here; 17 newspapers in the driveway; 15 telephone

19

books on the front porch.

20

the neighborhoods -- and what they’re going to teach

21

you in class, those of you joining us, is our bird dog

22

system.

23

while you’re at work.

24

where all the vacant houses are; they know everybody

25

getting foreclosed on; they’re like the hair stylists.

There are vacant houses everywhere.

Grass up

If you go real slow through

We have other people find these properties
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1

They know everything.

2

Watch this.

They’re going to teach you this

3

in our class our bird dog system.

The mailmen and

4

women.

5

what I said.

6

investor.

7

tell you what, you’re driving around all day long, why

8

don’t you write down the vacant houses, for sale by

9

owners, for rent, hey, anybody you know who’s selling

Every time I see a mailman or woman, here’s
Hi, my name is Steve, I’m a real estate

I buy houses and clean up the community.

I

10

a property, you let me know, and when I buy, I’ll give

11

you 1,000 bucks.

12

All the utility workers know the utility’s

13

off in town.

14

all the people that don’t have their utilities on?

15

And if I buy the house, I’ll give you 1,000 bucks.

16

Hey, buddy, can you give me a list of

All the Dish and DirecTV people know if

17

people move and out.

18

you in the class is our bird dog system, because I

19

know you guys are working hard to take care of your

20

family.

21

deals for you.

22

So what they’re going to teach

While you’re working, people are finding

Let me just ask you this question.

They

23

only get paid after you get paid.

24

that 19,000 that you just made -- and, folks, I know

25

I’m talking fast here -- all you did is you looked at

Free Workshop - Norcross, GA
December 18, 2018

So when you make

EX 4, p. 83

Case 2:19-cv-00713-DAK-EJF Document 12-3 Filed 09/30/19 Page 85 of 149
84
1

the house, it needs carpet and paint, you open the

2

house Saturday, people are drooling over it, and you

3

just went to the title company.

4

You made 19,000.

5

giving a mail woman 1,000 bucks that brought you the

6

deal?

Are you going to have a problem

You have a problem with that?

7

AUDIENCE:

8

STEVEN:

9

That’s all you did.

We only made 18?

No.
Man, you guys are already greedy on

me and you haven’t even made any damn money yet.

10

I ain’t paying no damn $1,000 out of my money.

11

a lot of money.

12

(Laughter.)

13

STEVEN:

the mail woman didn’t bring you the deal.

15

guys with me on this?
AUDIENCE:

17

STEVEN:

That’s

You would have never made the 19 if

14

16

Man,

Are you

Yeah.
Greedy (inaudible).

I also want

18

you to get all the properties for rent because here’s

19

one thing that no real estate company teaches.

20

know, they all ask me to speak for them.

21

offers on every property, up to five offers.

22

cannot make a cash offer on every property.

23

powerful this is.

24

houses in nice neighborhoods that are available for

25

rent.

I

We make five
You
Watch how

I want you to go get all the nice

We go after the for-rent property.
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1

Could I lease your house with an option to

2

buy?

Just real quick, folks, 90 percent of all the

3

cars in the world are sold just like this.

4

down payment; you make a monthly payment; you have

5

three years to buy the car or do what with it?

6

AUDIENCE:

7

STEVEN:

8

to-own furniture?

9

AUDIENCE:

10

STEVEN:

11

AUDIENCE:

12

STEVEN:

13

AUDIENCE:

14

STEVEN:

You make a

(Inaudible).
Give it back.

Do they have rent-

Yeah.
TVs?
Yeah.
Cars?
Yes.
Thirty percent of the airplanes are

15

sold lease with an option to buy.

16

the properties for rent.

17

an option to buy, but I got an option to buy and I got

18

an option to?

19

AUDIENCE:

20

STEVEN:

Folks, we take all

I’ve leased your house with

Sell it.
Sell it.

If I got an option to

21

buy, I got an option to put a tenant in it and the

22

tenant can pay me and I can pay you.

23

option to buy, can I move my family in there?

24

Because, folks, here’s reality.

25

100 and they owe 90 on it, they’re not going to take
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1

your $60,000 offer.

2

your terms.

3

But we can pay them $100,000 on

Are you guys with me on this?

Those of you who sign up, I want to give you

4

my business card so I’ll be -- you know, I’ll be able

5

to help you out.

6

(inaudible) five minutes.

7

are not good at math.

8

times, and I went to high school in the ‘80s, and when

9

you were good at sports in the ‘80s, they just passed

Number three, folks, I got to
Number three, most people

I know I failed out of it two

10

you through.

11

just plug that in and it shoots out the right offer

12

for you so you don’t have to worry about the math.

13

So you’re going to get a formula.

You

I already told you that Tarek and Christina

14

are going to guarantee as long as you make an effort

15

and go out in the next six months and make those

16

offers, you’re going to get at least one.

17

they’re going to give you your 1,997 back.

18

five -- hey, Greg, can you shut that door?

19

(Inaudible).

20

If not,
Number

Number five, you’re going to get a list of

21

over 100 of Tarek and Christina’s lending partners in

22

class, and they will fund your deals forever because

23

money likes making money.

24

here financially, you can use your own money.

25

in Vancouver, Canada a couple of weeks ago, and I had
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1

at least ten people come up to me and said, we signed

2

up -- and that’s where the average sales price is 2.9

3

million.

4

forward to working with you, Steve.

5

for the money, we got plenty of money -- I hate when

6

people say that -- I never -- I never forget me living

7

in my truck.

8

time we talk to an investor, a realtor with a good

9

investment opportunity, we get over to the house and

10

We signed up for the program, looking
We didn’t sign up

The reason we signed up is because every

there’s five already -- investors already there.

11

So if you’re blessed in here financially,

12

number one, I want to congratulate you.

You can use

13

your own money.

14

The fact of the matter is the majority of students are

15

using that money because it’s not on their credit.

16

And then we have to teach the right renovations.

17

You’re going to lose more than 2,000, folks, doing

18

like fixing the kitchen up, the bathroom.

19

a cracked slab, guess what, you got to redo the whole

20

thing.

21

going to teach you how to make that house pop.

22

then exit strategy.

23

into it, they don’t know how to?

You can just come for the system.

If it’s got

If it’s got black mold, asbestos -- so they’re

24

AUDIENCE:

25

STEVEN:
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1

show you these (inaudible) we got thousands.

2

don’t get on TV, this system works, folks.

3

(Inaudible) any business owners in here?

4

frustrated business owner.

5

business.

6

it consumed most of my time.

7

here, 131.

8
9

Yeah, we

Frank was a

He was about to lose his

Before real estate, I was a business owner,
His first deal, right

Inspirational story here.

Teachers.

She

admitted to us four months prior to attending this

10

event she lost her job as a teacher.

11

doing budget cuts, and she could not get a teacher

12

job.

13

TV, they came out to this free event, they said, well,

14

we’re teachers, we value education, we feel we’re just

15

as smart as the average person, but 1,997 was a lot of

16

money at the time, so they’d been living off of credit

17

cards for four months.

18

The county was

Well, they (inaudible) Tarek and Christina on

Bottom line, they made it happen.

Because,

19

folks, don’t get mad in here.

Talk is cheap.

Talk is

20

cheap.

21

people have fear.

22

have that “why.”

23

you’re doing it for your wife, you’re doing it for

24

church or charity, there’s got to be a bigger “why”

25

that’s going to get you going.

People talk a good game, but, you know, most
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1

Now, since she did not have a job and they

2

were in massive credit card debt, which technique

3

worked best for them?

4

AUDIENCE:

5

STEVEN:

(Inaudible).
Thank you.

Wholesale.

So this was their second deal.

They did

6

wholesale.

Their very

7

first deal, they took that bank list they gave at

8

class.

9

They put it under contract.

They went out and looked at the property.
They sold it to another

10

investor in our network that wanted to do the buy, fix

11

up, and flip.

12

of money for a teacher.

13

period, okay?

14

got their head above water.

15

teaching.

16

Got a check for 21,000.

That’s a lot

Well, that’s a lot of money,

They paid off their credit card debt,
She did not go back to

This was their second deal, which is a

17

duplex.

18

Now, they initially were just going to sell this as is

19

to that same investor and just get a wholesale check

20

up front, but after talking to Tarek and Christina’s

21

support team, we encouraged them to look at this as a

22

long-term rental.

23

job, this duplex was funded 100 percent because it

24

had?

25

How many of you went for the duplex?

AUDIENCE:
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1

STEVEN:

Yeah, somebody said it, equity.

2

Now, I know a lot of you guys are new, but we have

3

PITI, principal, interest, taxes, and insurance.

4

always have the realtors manage our properties.

5

know you guys are in here saying, well, Steve, I can

6

save $182 a month if I manage the tenants myself.

7

Absolutely not.

8

than 182 bucks.

9

We
I

Everyone in here of you is worth more

Make a note, since it is a duplex

10

(inaudible) common utilities for the laundry room, so

11

all in (inaudible) 1,155.

12

in this property that are paying 2,275.

13

teachers, didn’t know anything about real estate, the

14

property manager is wiring 1,120 in their account

15

month after month after month.

16

income or passive income?

17

AUDIENCE:

18

STEVEN:

The realtor got two tenants
And now these

And is that earned

Passive.
So it’s less taxed.

Now, we went

19

back and asked these teachers to figure the time that

20

they had invested in this deal so we could get their

21

written authorization testimony to use in this class.

22

I’m not going to mislead you.

23

property up.

24

couple of appliances, and the realtor got the tenant

25

in there.

They did not fix the

All that needed was a paint job and a

I want to (inaudible) they said 16 hours of
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1

their time.

2

everyday life that work 16 hours one time and they get

3

a check deposited in their account, $1,100, every

4

month?

5

down.

6

How many people do you know in your

And the value’s going up and the debt’s going

All right, I got to hurry.

We don’t have

7

time to go through all this.

Now, real quick, you

8

guys going to take this packet home with you here.

9

Christina wants you to go through this right here.

10

Read this, get you started.

11

in your one, two, and three, your goals.

12

is going to call you in the next day or two, okay?

13

And if you want to know what those open ticket is, I

14

know a couple of you did open tickets, you can call

15

the office after you sign up and they’ll give you all

16

the other days.

17

get into this.

18

We do need you to bring
The office

It’s going to be January before you

But we do need you to bring your goals in

19

because someone on Tarek and Christina’s team is going

20

to sit down with you and your family during the three

21

days and put a step-by-step game plan to get you out

22

of debt, even (inaudible).

23
24
25

I’ll be giving you my contact info back
there, folks.

We’ve got to hurry here.

All right, I already gave you the dates.
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1

What are the dates again?

2

AUDIENCE:

3

STEVEN:

(Inaudible).
If you can’t make the dates, you’re

4

just going to walk out the door and say this ain’t for

5

me?

6

going to do?

Hello?

If you can’t make the dates, what are you

7

AUDIENCE:

8

STEVEN:

9

Open ticket.
Open ticket, yeah, folks.

want a better 2019, when does that start?

If you

Right now

10

those of you who’ve got to call your spouse, you

11

already know what they’re going to say.

12

with me on this?

13

present.

14

Okay.

Are you guys

This is your Christmas

All right, we do have the second session

15

coming up.

Do not leave.

16

joining Tarek and Christina and us, looking forward to

17

working with you.

18

you’re going to make money with their system in the

19

next six months.

20

you your money back.

21

money and get 18 or 25 percent return on that money?

22

Anybody?

They guarantee you in writing that

If you don’t, they’re going to give

23

AUDIENCE:

24

STEVEN:

25

Those of you that are

Would you like to take that

Yes.
All right, the rest of you, keep

your money in the bank and you get .009.
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1

stand for?

2

AUDIENCE:

3

STEVEN:

4

Certificate of deposit.
Certificate of depression,

certificate of disappointment.

5

(Laughter.)

6

STEVEN:

7

Folks, if your money’s in the bank,

you are losing money.

8

AUDIENCE:

9

STEVEN:

Are you guys with me on this?
Yes.

And I just see he just walked in,

10

can we give Grant a little bit of love?

11

him a little bit more love than that?

12

(Applause.)

13

STEVEN:

Can we give

So stick around, what he’s got to

14

say.

15

joining our team, I don’t know why you wouldn’t, or

16

not interested in (inaudible) I don’t know why you

17

wouldn’t, still stick around.

18

the free gifts that we promised you, the downloadable

19

books, everything we promised you.

20
21

And then those of you that are not interested in

You’re going to get all

Now, why are we waiting to hand the gifts
out?

22

AUDIENCE:

23

STEVEN:

(Inaudible).
I knew we have a smart group in

24

here.

All right, I’m going to share my quote -- my

25

favorite quote in the entire world right here.
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1

think we can all learn from Warren Buffett.

2

guys agree with that?

3

AUDIENCE:

4

STEVEN:

Would you

Yeah.
Here’s my favorite quote in the

5

entire world, and you guys probably agree with it but

6

you won’t do anything about it.

7

stops people.

8

making a commitment and clearing your schedule, okay,

9

the next couple of months, is going to stop you from

It’s the start that

The start of you going back there and

10

unbelievable wealth in real estate, not only for

11

yourself, but for your family.

12

house using their money, folks, it’s worth it.

If you just bought one

13

The start of a diet or exercise stops people

14

from feeling the best they’ve ever felt in their life.

15

It’s all about how you feel about yourself.

16

anybody ever read the book “The Secret” or watched the

17

movie “The Secret”?

18

AUDIENCE:

19

STEVEN:

Yes.
Yeah, thanks to real estate, I’ve

20

been on stage with the author many times.

21

most powerful law in the entire universe?

22

AUDIENCE:

23

STEVEN:

Does

What’s the

Law of attraction.
Yeah, law of attraction.

So if

24

you’re throwing negative stuff out there, what’s

25

coming back to you?
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1

AUDIENCE:

2

STEVEN:

(Inaudible).
What about positive stuff?

And let

3

me prove my point.

4

road in Georgia, right?

5

street, okay, somebody runs you off the road and say,

6

man, I hope I never run into that idiot again, loser.

7

And what usually happens?

8

AUDIENCE:

9

STEVEN:

I know no one runs you off the
Anybody driving down the

(Inaudible).
You run into him again, that’s

10

exactly right.

Because, folks, here’s why.

11

telling yourself what you don’t want to happen in your

12

life, and you’re throwing that out into the universe,

13

and that’s what’s being attracted back to you.

14

have to tell ourself what we --

15

AUDIENCE:

16

STEVEN:

You’re

(Inaudible).
-- do want.

Does that make sense?

17

And let me prove my point.

18

use the bathroom here in a second when we take a

19

break, here’s what you’re going to be thinking.

20

I hope there’s nobody in the bathroom.

21

be packed.

22

to happen.

23

We

Those of you that have to

Man,

It’s going to

Quit telling yourself what you don’t want

And let me prove my point real quick, those

24

of you that read the book “The Secret,” let me show

25

you how powerful your mind is, folks.
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1

you take your family out to eat at a restaurant,

2

before you leave your house, I want you to start

3

visualizing that perfect parking space by the

4

restaurant front door before you leave your house, and

5

nine times out of ten, when you get to the restaurant,

6

guess what, it’s going to be there.

7

think like what, I ain’t never going to find a damn

8

spot.

9

But most of us

(Laughter.)

10

STEVEN:

If you think that way, you’re going

11

to park a mile away.

All right, let’s wrap this up.

12

Let’s focus on return on investment.

Here’s

13

everything I told you guys up front.

I hope you guys

14

appreciate I was totally up front with you from the

15

start.

16

access to funding forever, step-by-step system.

17

got to be at least 18 years old to sign a contract.

18

had a 15-year-old in Raleigh last week tried to sign

19

up.

20

contract.

Three-day real estate investor workshop,
You
I

You got to be at least 18 years old to sign a

21

Networking opportunities, six months of

22

support.

A lot of people say what happens after the

23

six months, I already told you you have the lending

24

partners forever.

25

funding sheet in class.
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1

based on the property, not on you.

2

The cash buyers list is worth 2 grand right

3

here alone.

4

payments on a vacant house if you don’t have buyers.

5

There’s no monthly fee.

6

There’s no catch; there’s no angle.

7

tool that taps into the courthouse and pulls those

8

cash buyers up so you can sell the properties faster

9

and our lending partners can get their money back.

10

You’re going to be making more 2,000

There’s no subscription.
It’s simply a

I already told you, the procrastinator price

11

was 6 grand.

You sign up here, it’s 2,000.

I already

12

told you that’s for two people.

13

up 1,000 and your partner puts up 1,000, you get this

14

whole program for less than 1,000 bucks.

So if you want to put

15

And here are the two guarantees in writing.

16

Now, this has to make sense in your heart and in your

17

head.

18

How does this benefit our lending partners?

19

4 to 6 percent off of every deal in the world.

20

you guys with us on this?

How does this benefit the lending partners?

21

They get
Are

Now, the 100,000 they gave you, they made

22

6,000.

That might not seem like a lot of money, but

23

what is 4 to 6 percent of a million, 2 million, 3

24

million?

25

guarantee your success and here are the guarantees in

It adds up quick.
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1
2

writing.
Number one, you bought that class like that

3

single mom did of that two-year-old girl and you go

4

out and do a deal, either you or your partner, in the

5

next three months, they’re going to give you your

6

money back.

7

when our lending partners put up the 100,000 for you

8

guys because you had it sold for 125 and they charged

9

you 6,000, so they made 6 and you made 19?

10

Now, this has to make sense.

Remember

You guys

remember that?

11

AUDIENCE:

12

STEVEN:

Yes.
They’re saying you do one of those

13

deals, next three months, give us a testimonial,

14

they’re going to give you your money back, because

15

they know and we know you’re a go-getter, you’re a

16

lifetime customer.

17

already said this, so I won’t repeat myself, but all

18

you did is look up a house.

19

people (inaudible) and you went to the title company

20

with us holding your hand.

I know I’m talking faster, and I

You opened the house, the

That’s all you did.

21

And then the six-month guarantee.

22

that Tarek and Christina just started this.

23

kind of the ultimate safety net, and these are only

24

available in this class.

25

you’re going to pay 6,000 a person, but this is
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1

available to those of you that made a commitment, came

2

out here, found parking, and listened to me for an

3

hour and a half, but here it is.

4

You will close your profitable deal within

5

six months after you attend the class or we’ll refund

6

100 percent of your tuition.

7

You guys go out and have to make how many offers?

8

AUDIENCE:

9

STEVEN:

What’s the condition?

Ten.
Ten?

We know you’re going to --

10

out of ten, you’re going to get one.

How long is that

11

going to take you?

12

going to continue working with you.

13

any money, you’re going to get your money back.

14

that fair?

About 10 to 40 hours.

They’re

If you don’t make
Is

Is that fair?

15

AUDIENCE:

16

STEVEN:

Yes.
Because, folks, I can impress you

17

with all the celebrities.

18

here like on that wholesale deal, if you just do this,

19

one, two, three, four, five, you’re going to get a

20

paycheck; however, Tarek and Christina do not want

21

anybody to get hurt financially.

22

out for you and your family, as long as you make an

23

effort, they’re going to give you your money back,

24

okay?

25

I can tell all of you in

If it does not work

Now, I’m going to ask one question and then
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1

we’re going to wrap this up.

2

the audience.

3

How many of you still haven’t raised your hand?

4

Let me get a feel for

How many of you guys are liking this?

How many of you guys appreciate the

5

opportunity that Tarek and Christina have presented to

6

you?

7

professional education, not only are they going to

8

give you a list of all their lending partners to fund

9

all your deals plus to rehab regardless of your

Not only are they going to give you a

10

credit, not only are they going to give you the cash

11

buyers list so you have the buyers, but they are going

12

to guarantee that you or your partner closes a deal

13

within three months, you get your money back or you

14

and your partner don’t do the deal in six months, if

15

you want to make five offers and your partner makes

16

five offers, that includes the ten right there.

17

How many guys at least appreciate the offer

18

that they’re presenting here to you guys?

19

(Inaudible).

20

hands up, stand up.

21

for you.

22

Put the hands up.

I tell you what,

I’m going to do something special

Hands up, stand up.
Okay, real quick, I’m going to do something

23

special for you guys.

24

(inaudible).

25

you got this bonus.

If you guys want to follow me

You guys already got signed up here and
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1

I’m going to go unlock the door and let’s get out

2

(inaudible).

3

(Laughter.)

4

STEVEN:

Those of you that already know

5

(inaudible) want to get started, wherever you see a

6

form, just grab a form and (inaudible).

7

So real quick, I need one name here, one

8

name here (inaudible) do not know (inaudible) just put

9

to be determined.

We do need you to start this quick

10

start packet right here, and all of you guys will get

11

my contact information.

12

or money (inaudible) questions, ask us.

13

If you have issues with dates

All of you guys came out here for a reason.

14

You didn’t procrastinate for coming out here.

15

procrastinate to take it to the next level and take

16

care of your family.

17

opportunity right there.

18

started?

19

then I will take some questions up here.

20

time is it right now?

21

Fair enough?

Don’t

So here’s the

You guys ready to get

And I’m going to get some music going, and
Now, what

Okay, I want everybody back in their seats

22

in about ten minutes.

So we’ll take a quick break,

23

and then as long as you guys sign up, please come see

24

me and you’ll get my contact information.

25

All right.

Sound good?

Let me get some music going, and then I’ll
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1

take people’s questions.

2

UNIDENTIFIED MALE:

3

the heat work in this place?

I got a question.

4

(Background chatter and music.)

5

GRANT:

-- all right.

Does

Listen, let me just

6

tell you, we’re going to kind of stay in the real

7

estate investing arena, but we’re going to kind of

8

change gears.

9

be available and open for all of you who want to still

10

do it after I’m done, please, I would encourage you --

11

extremely encourage you to do it, and if it’s

12

something you can do, and if it’s something you really

13

want to have a passion about and create more wealth,

14

okay?

15

The three-day class is going to still

Now, what I’m going to do is kind of

16

(inaudible) now, what I’m going to do is kind of make

17

sure you understand MSIs.

18

Of course, I mean, Steve talked about it.

19

what MSIs are?

20

probably a good note to take down.

21

of income.

22

wealth-building strategy in the last 50 years of the

23

wealthy.

24
25

Anyone know what MSIs are?
Anyone know

Okay, write this down, another -- it’s
Multiple streams

Multiple streams of income, greatest

I mean, my gosh, you got multiple streams of
bills, right?

Would you like to have multiple streams
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1

of income?

Okay.

2

into this.

First of all, what I’m going to talk about

3

is a proven system mandated by the government, backed

4

by real estate, and guess what, here’s what’s

5

exciting, this is something you can do from your home,

6

your kitchen table, in your pajamas.

7

not a (inaudible).

8
9
10

So let me kind of go ahead and get

(Inaudible) is

Now, of course, I love these two people,
Christina and Tarek.

They’re friends of mine.

Which

one do you think I like the most?

11

(Laughter.)

12

GRANT:

She’s a sweetheart, yeah.

So I just

13

wanted to share that with you, make sure you know that

14

-- who I am and where I come from.

15

sure you understand this is what we’re going to talk

16

about for the next 25 minutes-ish.

17

quick.

18

does.

19

of you have ever invested in tax liens in your life?

20

Okay, looks like nobody, okay.

21

But I want to make

I’m going to go

I’m about a fraction of the time that Steve
So, once again, tax lien investing.

How many

So what I’m going to do is show you how --

22

what the billionaires, millionaires, hedge funds, the

23

insurance companies, and large banks (inaudible) you

24

know all these money, millions of dollars worth of

25

money, guess what they’re doing with it.
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1

buying up tax liens.

2

liens?

3

America is on sale.

4

Okay.

5

Guess who else is buying up tax

Other countries.

Guess -- guess why.

Because

Does everyone understand that?

How many of you -- let me just ask this

6

quick question.

Ready?

Pay close attention to this.

7

How many of you if you knew you could grow your money

8

at an 18 percent average every single year would want

9

to participate in that kind of deal to grow your

10

money?

How many?

11

hands.

Okay, because does that make sense to you?

12

I want to just see, just from

What I’m going to do today is make sure

13

everyone understands this.

14

you.

15

excite you.

16

students, are you excited?

17

on, I want to hear you.

18

show me your hands.

19

I want to -- you’re spread out all over the audience.

20

Okay.

21

This has to make sense to

It has to be a logical decision, and it has to
You with me?

All right.

Three-day

Give me some love.

Come

Are you excited, three --

Where are the three-day students?

Well, I’m excited for you.

I hope you --

22

we’re probably more excited than you are right now.

23

You’re, like (inaudible).

24

about it, I’m going to talk about the definition of

25

tax lien investing, because the first position lien
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1

placed on a property due to delinquent property taxes.

2

Now, everyone understands why tax is (inaudible).

3

Let’s talk about it.

4

But before I get there, I want to tell you

5

that I’ve been very fortunate over the years to have

6

been surrounded by some extremely wealthy and

7

successful individuals, and they have taught me

8

something.

9

what wealthy people are doing and follow what they’re

10

doing.

11

They said, Grant, you need to listen to

You understand?
I don’t want to listen to somebody who’s

12

broke and complains about money all the time because

13

what’s going to happen?

14

and complaining about money all the time, right?

15

you want to surround yourself with those positive

16

influences and those who have money (inaudible) has

17

done it before you.

18

standpoint of just bringing that to your attention?

19

Okay.

20

I’ll probably end up broke
So

Does that make sense just from a

So billionaires, millionaires are talking

21

about tax lien investing in (inaudible) magazine.

22

This is Barron’s Magazine.

23

publication.

In fact, I want to read the third part

24

(inaudible).

Tax liens are simply the safest and most

25

lucrative investing strategy you’ll find in America
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1

today.

What are the two positive words?

2

AUDIENCE:

3

GRANT:

Safe and lucrative.

Safe and lucrative.

Am I right?

4

Okay.

Your bank (inaudible) .00-nothing, we know

5

that.

We know CDs are disgusting.

6

out CDs, you know, stand for what?

7

disappointment, right?

We already found
Certificate of

Everyone understand that?

8

Okay, so we don’t want to leave our money --

9

you know, if you have money in a -- who has retirement

10

right now?

Show me.

Come on, show me, I’m not going

11

to steal it.

12

you.

13

for you.

14

monies, it’s called transfer without of penalty, and

15

grow it at 18 percent or higher every year, would that

16

be something you might look at?

You’re like (inaudible).

That’s good.

Yeah, a lot of

Let me tell you why that’s good

If I could show you a way to move those

17

Is that a yes or a yes?

18

AUDIENCE:

19

STEVEN:

Yes.
Okay, good, good, good, good, good.

20

Okay.

So let’s kind of get into this.

This is why

21

we’re here.

22

doing this for nine years now.

23

has -- how am I going to say this humbly?

24

has grown considerably over the last nine years.

25

I just share that with you?

They consider me an expert.
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1

I love being on big stages.

This is my

2

smallest crowd I’ve ever spoke to, unlike Steve.

3

share those audiences with him, with Pitbull,

4

Sylvester Stallone, Tony Robbins.

5

to know, Steve understands real estate like I

6

understand it.

7

to make sure I connect the dots.

Three-day students,

8

you know why you’re here, right?

You joined.

9

nothing that happens by accident right?

10

I

But I just want you

I want everyone to do why we’re here

There’s

Some of you -- who was forced to come?

It’s

11

okay, when I was at my first session, I was forced to

12

come.

13

going to go real quick now.

14

choices, two options.

15

one, you have to pay the property taxes.

16

a home in Florida, it’s a 200,000 fair market value

17

home.

18

just to the county government.

19

county government.

But let’s talk about tax lien options.
Ready?

I’m

There’s only two

Tax lien investing.

The first
Now, this is

They have to pay for their 2,000 property tax
Why?

To fund the

Does everyone understand that?

20

AUDIENCE:

21

GRANT:

Yes.

All right.

So we’ll fund the county

22

government.

They have to go ahead and do that, so let

23

me just break this down for you.

When they pay the

24

county government, it does what?

Funds the county --

25

schools, hospitals, police, fire, roads.
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1

everyone understand that?

Okay.

2

I’m going to connect the dots here.

3

what happens when they don’t pay their taxes?

4

AUDIENCE:

5

STEVEN:

Now,

(Inaudible).
This is where the law has been in

6

place for over 200 years.

A lien is attached to that

7

property.

8

the county government is going to get their money.

9

Did you hear me?

Are you with me?

10

AUDIENCE:

11

GRANT:

Because no matter what,

Yeah.

What does the county need first and

12

foremost?

Money to fund their county.

13

all makes sense to you.

14

attention to this.

15

that happens by accident.

16

reason, especially those who joined the three-day

17

class.

18

something, maybe this could be what you’re looking

19

for.

20

kitchen table.

All right?

So I hope this

Now, pay

You’re here and there’s nothing
I believe you’re here for a

Those of you that are still searching for

Okay?

And this is done from home at your
It’s not a three-day.

21

Now, when you have an option to spend $2,000

22

to have a home that’s guaranteed state-mandated return

23

of 18 percent, and you’re backed by this $200,000

24

property, how many of you think investing $2,000 to

25

have this property as an investment is a good
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1

investment?

2

Raise your hands.

Okay, good, good.

Those of you who didn’t raise your hands,

3

let me explain something.

4

investment, just so you understand.

5

explain something to you.

So now we have a tax lien

6

certificate.

Three-day students over

7

here.

Is anyone over here three-day students on this

8

side?

Wow, just the right side of the room?

9

three-day students over there on the right side of the

Watch this.

That’s a hell of an

10

room, raise your hands again.

11

dear?

12

BRIANNA:

13

GRANT:

14

BRIANNA:

15

GRANT:

Okay?

So let me

Okay,

What’s your first name,

Brianna (phonetic).
Brielle?
Brianna.
Brianna.

Brianna, first of all,

16

congratulations on the three-day class.

I’m extremely

17

excited for you.

18

for a second.

19

that $2,000 to invest in a $200,00 fair market value

20

property is a good deal.

21

let me just ask you.

So, Brianna, let’s talk about this

Let’s say Brianna, first of all, sees

22

BRIANNA:

23

GRANT:

24

answer, everyone.

25

invests $2,000.

So, Brianna, first of all,

Is that a good deal?
Yeah.

Okay, so Brianna said the right
It’s yes.

Okay.

So Brianna now

Now, let’s say Brianna’s money came
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1

from your bank account.

2

from under your mattress or buried in your back yard

3

or from a retirement account or from a flip that you

4

didn’t make, right?

5

quick wholesale flips?

6

to $12,000, quick wholesales, right?

7

Let’s -- okay, maybe it came

What did Steve talk about on your
You know, $3- to $8- to $10-

Quick deals, quick cash, let’s get those

8

deals done.

Well, when you make one of those happen

9

for you, where do you want to put your money?

Bless

10

you.

11

money in something like this.

12

this isn’t Florida.

13

$2,000, wherever it comes from, pay attention to this,

14

everyone, she knew going into this property, everyone,

15

there was no liens, squatters, or mortgages attached.

16

She knew that she would get a guaranteed 18 percent

17

return, and she also knew the exact date when she

18

would receive that money and the return back on her

19

investment.

20

We’re going to show you where to invest your
Now, here in Georgia,

Now follow me.

You invest

Who likes that information knowing before

21

you do anything?

You have that information.

22

some of you are going to go, Grant, this sounds too

23

good.

24

into your head to tell you not to do something.

25

okay.

It’s okay.

That’s okay.
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1

But, Brianna, check it out.

She invests

2

$2,000 to be the first position lienholder because she

3

receives this top document.

4

certificate.

5

doesn’t own the property; she owns the?

6

you, you guys.

7

It’s called a tax lien

It’s a legal binding document.
Lien.

She
Thank

So what I’m trying to do is make sure you

8

understand the basics.

9

that?

So does everyone understand

She owns the rights to this property.

It’s

10

called the lien.

Okay, now here’s what’s exciting.

11

She now realizes that they pay, so when she gets paid,

12

here’s what’s exciting, she now receives from the

13

county government the check for her original

14

investment of $2,000, an 18 percent profit on her

15

(inaudible) and this transaction is complete.

16

like that, Brianna?

17

Does everyone else like that?

18

AUDIENCE:

19

GRANT:

Do you

Yes.

Okay.

Remember, I don’t care if you

20

have $20 to your name or $2,000 or more.

21

invest in tax liens that fit your budget.

22

to give you more details about all this here in just a

23

second.

24
25

Now, let me show you this.
exciting.

You can
I’m going

This is what’s

My option two is my favorite, and let me
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1

explain why.

2

the favorites of those who have been doing tax liens

3

for quite some time, because here’s why.

4

redemption period on every tax lien.

5

that for you.

6

owners have to pay their back taxes.

7

Okay.

8
9

Option two is considered really one of

There’s a

Let me define

That is the time frame the property
Are you with me?

You can invest in the property liens anytime
during zero days in the beginning, middle, or end, or

10

anywhere in between.

11

well, they might have a three-year time frame on them.

12

That’s okay.

13

back with compounding interest.

14

Some liens you can buy for $60,

You’re still going to get your money

Now, here’s what’s exciting.

I’ll show you

15

how to buy liens at the end of the redemption period.

16

Now, this is an option where (inaudible) so let’s say

17

there’s 30 to 90 days left on the time frame.

18

let’s just use Brianna’s example, right, of the $2,000

19

investment.

20

take a mortgage in the last year, and the last 30 to

21

90 days is coming up, what else have they not paid if

22

they haven’t paid the mortgage?

Follow me, everybody.

23

AUDIENCE:

24

GRANT:

25

So if they had to

The property taxes.

The property taxes.

connect the dots for some of you?
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1

attention to this.

This is what’s exciting.

2

percent of properties nationwide, there’s no mortgage.

3

Thirty percent of properties in our inventory have no

4

mortgage attached.

5

knew this.

6

you, Tracey, all of you can do this.

7

this.

8

of redemption.

9

they haven’t paid the taxes, what’s the likelihood of

So Brianna has this option, she

So check this out, and Evan and all of
Pay attention to

So let’s say she invests her money at the end
If they haven’t paid that mortgage and

10

paying it at the last 30 to 90 days?

11

unlikely.

12

Thirty

Probably

Okay, so this is where we (inaudible).

Now,

13

because they didn’t pay the bill, what does she end up

14

with?

15

Because she’s the first position lienholder.

16

understand?

17

with the property because she’s the first position

18

lienholder on this property for $2,000.

19

understand that’s how powerful that is?

20

She acquires the property (inaudible) why?
Did you

That’s the only reason why she ended up

Does everyone

Okay, now, here’s what I love about tax lien

21

investing, and this is where none of you raised your

22

hand.

23

you’re a multi, multimillionaire, and you’re sitting

24

in the audience and you’re just bored today, you

25

cannot compete in this arena.

Listen, and don’t take this wrong, but unless
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1

you?

2

Don’t take that wrong, but I’m just being

3

honest.

Here’s why I’m here.

4

compete with millionaires and billionaires

5

(inaudible).

6

themselves.

7

keep getting wealthier?

8
9

We want to help you

It’s a secret the wealthy have kept to
You understand?

Why do you think they

So here’s what’s exciting.
the property.

Watch this everyone.

Brianna now has
Free and clear,

10

no liens, no squatters, no mortgages.

11

to yourself, there’s no way in heck, I can’t believe

12

that, that -- he’s full of it.

13

Someone’s thinking that.

14

You know why?

You’re thinking

Come on, right?

Because you didn’t know you

15

could buy a lien and have this type of money.

16

Background.

17

exciting.

18

Brianna.

19

She didn’t find this because she was a professional

20

researcher online with Google.

21

any other way other than through our inventory and our

22

portfolio manager who works with her hand by -- hand

23

in hand, step by step.

24
25

Am I right?

You didn’t find this through an auction,
She didn’t find this through a short sale.

Watch this.
love this.

Okay, so here’s what’s

She didn’t find this

This is where you’re going to

She now picks up a property free and
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1

clear.

What can she do with it?

Three options.

2

Ready?

She can sell it; she can rent it; or she can

3

live in it.

Am I right?

4

AUDIENCE:

5

GRANT:

Yeah.

Who would like to live in a property

6

free and clear with no mortgage?

Some of you may

7

already have a mortgage free and clear, that’s good.

8

I do, several, but that’s okay.

9

property you can just rent out and make a steady cash

Who wants to have a

10

flow and not have a mortgage on it?

11

would that help your retirement?

12

sucker for $1,800 on the market all day long.

13

Florida, and that’d be an $1,800 profit.

14

Would that be --

You could rent this
It’s in

Who could use an extra 1,800 every single

15

month for the rest of your life?

16

month.

17

what I teach.

18

can afford.

19

fact that Christina and Tarek saw the vision in our

20

company.

21

We’re two incredible companies under one umbrella.

22

Does everyone understand that?

23

we’re like a marriage made in heaven.

24

relationship.

25

That’s 1,800 a

Okay, you already own the property.

So here’s

I teach people to buy liens that they
Here’s why I love what I do.

I love the

We’re separate. Everyone understand this?

We partnership, and
A perfect

Who knows, anybody (inaudible).

I’m still looking for (inaudible).
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1

(inaudible) money, 23 years of marriage but we

2

divorced and I’m celebrating.

3

about a month.

4

celebration.

5

Sorry.

I went to Rome for

Rome, France, Italy, kind of a cool
Anyway, that’s too much information.

6

(Laughter.)

7

GRANT:

I get sidetracked.

8

All right, where were we?

9

(Inaudible) hey, check it out.

(Inaudible).

Oh, yeah (inaudible).
I want you guys to

10

remember, you can buy liens at the beginning, middle,

11

or end of redemption.

12

can buy liens with whatever monies you have.

13

want to start at $60 a paycheck, start at $60 a

14

paycheck.

15

You can buy liens anytime.

Are you with me?

If you

Okay.

So here’s what’s exciting.

You can buy

16

liens from us at the (inaudible) completed.

17

to be completed.

18

street, et cetera.

19

find properties anyone in the country, the market

20

analysis has been completed.

21

this is the heavy lifting that we have done as the

22

company.

They got

There’s no toxic waste down the
You guys understand that?

You can

This is the research,

Do you understand that?

23

Bless you.

24

You can also pick up millions of dollars

25

You

worth of inventory from us anywhere.
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1

why.

We just spent $18 million in Ohio.

2

Eighteen percent return.

3

return.

4

state.

Why Ohio?

Connecticut, 18 percent

Georgia, 20 percent return.

It’s a deed

We’ll explain that (inaudible).

5

It’s like a hybrid real estate if any

6

(inaudible).

7

percent.

8

guess at the state that gives you the highest return?

9

Illinois is 36 percent.

AUDIENCE:

10
11

Okay, so check it out.

GRANT:

Iowa, 24

Does anyone have a

California.

It starts with a T, ends with an S

(inaudible).

12

AUDIENCE:

13

GRANT:

Texas.

That’s my only funny joke.

14

Okay?

15

to remember this, 25 percent every six months.

16

Twenty-five percent every six months.

17

they -- let’s say you invest your money and you have

18

(inaudible) for six months.

19

property owners can (inaudible).

20

can extend that time frame one more six-month period.

21

So let’s say your money is left there for a year.

22

many of you have left your money in a bank or a

23

retirement or something for a year or longer?

24

on, see, most of you, okay.

25

Texas.

Texas.

Write this down, you’re going to want

So let’s say

Now, here’s what the
The property owners

How

Come

So let’s say it’s there for a year, you’re
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1

going to make 50 percent on your money, right?

2

Twenty-five percent times two is what?

3

Is that a good return?

4

the wealthy keep getting wealthier?

5

these principles.

6

Fifty percent.

Okay, so (inaudible) why does
Because they know

They understand things.

Okay?

Now, let’s break it down for you.

I’m going

7

to make sure you pick properties that fit your budget.

8

This is what I love about what I do.

9

average, ordinary person to be able to afford tax

We want the

10

liens.

Who wants a better retirement than they have

11

today?

Who wants a retirement that they don’t have,

12

right?

I mean, who wants to make more money?

13

the goal.

14

attention to detail does for you, because, remember,

15

you’ve never done this before.

16

This is the focus.

So let me explain.

This is

This is what our -- our

Some of you are probably

17

thinking, Grant, if this is so dang good, why don’t

18

you do it all yourself, right?

19

say, Grant, how do you guys make money?

20

And some of you also

Can I explain both of them to you?

Okay,

21

here’s my (inaudible).

We’re a tax lien buyers club.

22

We’re a club.

23

Anyone -- that means we have a lot of money.

24

me explain something to you.

25

invites from most banks, from counties, sheriff’s

We have quite a bit of liquidity.
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1

sales, auctions.

And when I say private invite, I’m

2

saying we’re the only ones there bidding.

3

So here’s what we do.

We go in.

And in

4

most cases, we buy the whole inventory, thus, 18

5

million in Ohio.

6

out.

7

sense to you.

8

it’s called (inaudible) the wholesalers, we’re like a

9

Costco (inaudible) for tax liens.

10

You hear me?

Okay.

So check this

This is where you’re going to say this makes
So when we purchase in a large volume,

So here’s what we do.

Right?
We buy in large

11

volume, and we end up with a discount.

12

understand that?

13

we teach everyone something that’s very powerful.

14

learned this many years ago.

15

today or not, this will help you in your future.

16

would recommend taking this note down.

17

phrase you’re going to want to learn and memorize.

18

Ready?

19

All right.

Do you

Now, we -- this is where
I

Whether you join us
So I

This is a

The money is always paid in when you buy.

20

The money is always paid in the buy.

21

Now, what does that mean?

22

our money with that 18 million purchase.

23

lien, we didn’t pay $2,000 yesterday for that lien.

24

Are you with me?

25

us, it’s only retail price.
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1

or raising the price on that.

2

for what the county government needs.

3

You understand me?

She pays retail price

Well, we already bought

4

it and made the money on the buy.

5

that?

6

about 15,000 students buying from us on a daily,

7

weekly, monthly basis.

8

money, because I’m up here to tell you.

9

nonprofit organization.

10

Does everyone get

Okay, and that’s how we make our money.

I have

We’re making a crapload of
We’re not a

If you -- let me ask this question.

If you

11

make money with our portfolio manager, and their only

12

focus is to help you make money, and then they make

13

money, because that’s their focus, is that a win-win?

14

Yes or yes?

15

AUDIENCE:

16

GRANT:

Yes.

Okay.

Does that make sense just

17

from a business standpoint?

18

Grant, do it all yourself.

19

that.

20

I’d rather have 100 people make me money on a regular

21

basis than one person.

22

Some people are going,
Nope.

We don’t want to do

We’re an educational company, and here’s why.

All right.

Does that make sense?
You guys are getting this.

23

are my favorite crowd, let me tell you right now.

24

I tell you right now?

25

you’re -- you’re excited.
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1

kidding, just kidding.

2

So what qualifies the properties?

This is

3

what I love about what we do.

We buy in bulk.

4

the whole inventory because that’s part of the deal.

5

So we’ll buy their whole inventory.

6

everything a viable property?

7

you have two qualifying factors.

8

rentable or sellable, sellable or rentable.

9

with me?

No.

Well, is
So this is where

It has to be
Are you

All the other stuff is called business

10

writeoff.

11

of money, you’re going to have a lot of rivals.

12

that make sense?

13

probably understand that, okay.

14

We buy

Does that make sense?

When you make a lot
Does

I hope some of you business owners

So that’s a very important fact.

But let’s

15

just give you a quick snapshot, and I’m already way

16

past halfway.

17

investment, 30 years, the power of compound interest,

18

this is powerful.

19

you 2 percent.

20

for a bank, right?

21

We know it’s around .009, right?

22

Really, I’m almost done.

So 5,000

Let’s say a bank’s going to give

Please tell me that’s pretty generous
Is that not generous with a bank?
We know that.

So let’s say you invest that $5,000, 30

23

years, don’t touch it, don’t look at it, don’t even

24

think about it, and then 30 years later, you get a

25

nice little profit of 3 grand.
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1

Please, right?

Am I right?

2

AUDIENCE:

3

GRANT:

Yeah.

Yeah, just being transparent here.

4

Florida, 18 percent, 700 and change.

5

more sense?

6

numbers?

7

Arizona, Florida, Connecticut, Iowa, Illinois.

8

understand me?

9

Does that make

Do you see the contrast in just the

Okay, good.

That’s -- that’s why we like
Do you

Deed state Georgia, okay?

All right.

Let’s wrap this up.

Access to

10

our website today, you’re going to get today what’s

11

included, certificate downloads.

12

videos.

13

They’re about 15, 20 minutes long.

14

Once again, this is done from your home, at your pace,

15

at your leisure.

16

we have a portfolio manager that wants to make you

17

money.

18

I love this.

You’re going to get

This is like 25 videos.
Very educational.

Why do we connect the dots?

Because

Their number-one focus is to make you money.

19

Is that an important factor?

That’s -- that’s called

20

we’re going to hold your hand.

21

lifetime.

22

to this.

23

Why?

24

forever.

25

you pass away (inaudible) to your children.

And this is a

This is not just six months.

Pay attention

They’re going to hold your hand forever.

Because you’re going to keep making money
Who wants to keep making money?
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1

real estate does that.

2

Does everyone understand that?

Who wants to leave a legacy for their kids

3

and grandkids?

Right?

You know, someone states to

4

me, Grant, money’s not everything.

5

part, I just completely disagree with that, but can I

6

just ask this question?

7

a little easier?

8

Steve says (inaudible) I freaking love that, man.

9

He said, you know, would you rather be happy and

You know, in

Does money make things just

That’s all I wanted.

Does it --

10

broke -- I mean depressed and broke and have no money,

11

I mean a lot of money and be happy, have a lot of

12

(inaudible) right?

13

So I’m happy because I have a lot of money,

14

but I’m impressed (inaudible) but it’s nice, it helps

15

things go a little easier.

16

I love that, that he said that.

17

be successful, surround yourself with successful

18

people, and if you do what they do.

19

broke, surround yourself with broke people and do what

20

they do.

21

(Inaudible) again.

22

Does that make sense?

So

Okay, if you want to

If you want to be

Does that make complete sense, right?

Count them down, write this up (inaudible).

23

He bought nine tax liens in Arizona (inaudible).

He

24

came up to me afterwards so fired -- so excited, in

25

the audience.

He said, Grant, please tell me, like
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1

there was a secret.

2

to do to be successful.

3

Buy ten tax liens as soon as possible.

4

to this.

5

Buy ten tax liens as soon as possible because we’re

6

going to promise you one out of ten.

7

what I just said?

8

that you can sell (inaudible).

9

He goes, tell me what do I have
Guess what I told him to do?
Pay attention

Some of you are going to write this down.

Who just heard

You’re going to get one out of ten
Who likes that?

Good (inaudible) thank you.

10

Six -- six tax liens.

And I love this.

Out

11

of the six, pay attention to this, one of them --

12

well, first, let me ask this question (inaudible).

13

invested -- who has a retirement again?

14

had only enough -- just over $5,000 in his retirement.

15

That’s all he had.

16

And he said I’m going to do this without penalty, he

17

pulled it out.

18

the story.

19

(inaudible).

20

Does math always tell the truth?

21

tell the truth?

Show me.

He
He

So he pulled out half of it, okay?

Pay attention to this.

And he told me

So I’m going to ask this question
Is this number smaller than this number?

22

AUDIENCE:

23

GRANT:

Does math always

Yes.

So who cares what I say?

You don’t

24

have to believe a word I say, okay, or any of us.

25

Math always tells the truth.
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1

You can’t get stuck with something bad.

Does anyone

2

want to know the worst case scenario when it comes to

3

tax lien investing?

4

AUDIENCE:

5

GRANT:

Anyone want to know?
Yes.

That you don’t do it, you don’t

6

invest.

Do you want to know the second worst case

7

scenario?

8

you invested, plus you’re making a double-digit

9

return.

Ready?

You get your full money back that

Did you hear what I just said?

That is an

10

absolute, take-it-to-the-bank guarantee all day long.

11

Did you hear what I just said?

12
13

This kid ended up with a property free and
clear to his name.

14

AUDIENCE:

15

GRANT:

(Inaudible).

See this property?

They didn’t --

16

he didn’t -- they didn’t pay the back taxes.

17

got his money back (inaudible).

18

they don’t pay the bill (inaudible)?

19

up with?

The house.

20

DOUGLAS:

21

GRANT:

22

But what happens when
What do you end

What’s your first name?
Douglas.

Douglas, congratulations

(inaudible).

23

DOUGLAS:

24

GRANT:

25

So he

attention to this.
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1

(inaudible).

2

property.

3

anybody use some extra cash (inaudible) like pushing

4

(inaudible)?

5

And let’s say he (inaudible) with this

Sell it, rent it, or live in it.

Raise your hand.

Let’s say Douglas wants to just get rid of

6

this, just do a quick wholesale.

7

deal?

8
9

Can

How about a $12,500

It takes about 14 days to get a check.
Douglas, would that help you out?

So right

out of the tax (inaudible) system, you found this

10

property, you went ahead and (inaudible) expired, you

11

got the deal, you went ahead and sold it in 14 days,

12

made $12,500.

13

that’s a good deal?

14

Is that a good day?

Anybody else think

That’s what this kid did.

Out of his $576 investment on this one

15

property, he made $12,500.

16

investment?

17

full-time investor who wants to do this (inaudible).

18

Because, listen, you can do this part-time and make

19

more full-time than most people do in full-time hours.

20

So when you start making part-time, full-time income,

21

working part-time, you’re going to know what to do and

22

when to fire your boss.

23

Was that a good

What does he do full-time now??

He’s a

Do you understand that?

All right, let’s wrap up (inaudible).

So

24

let’s say who has at least 60 bucks to their name?

25

Come on (inaudible).

Free Workshop - Norcross, GA
December 18, 2018

If you don’t have 60 bucks

EX 4, p. 126

Case 2:19-cv-00713-DAK-EJF Document 12-3 Filed 09/30/19 Page 128 of 149
127
1

(inaudible) talk to Dennis.

2

(Laughter.)

3

GRANT:

Sixty bucks, 77,000.

What’s the

4

likelihood of them paying that off?

5

right?

6

This is Broward County, Florida.

7

just said?

8

time frame because I keep buying every paycheck a $60

9

lien?

Who cares, right?

Pretty high,

I’m making 18 percent.
Did you hear what I

What if I had 100 of those over a short

Do you understand the pros of compounding

10

interest?

Who wants to have the money grow bigger

11

than it is right now?

12

Yes or yes?

13

AUDIENCE:

14

GRANT:

You want double-digit returns?

Yes.

And, you guys, a lot (inaudible) if

15

you paid attention, and who’s excited?

16

positive energy?

17

positive in here?

18

Who’s feeling it?

Is this

Who’s feeling

Yes, whoo, love you guys.

All right, let me wrap this up.

19

are just too excited.

Okay, ready?

20

at this one, 6,400, 308 value.

21

the question:

22

number?

23

just butcher your name.

You guys

This guy -- look

All right, let’s ask

Is this number smaller than this

(Inaudible) completed.

24

Z:

25

GRANT:

Is it -- I’m going to

You can call me Z.
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1

Let’s say you have money in your retirement.

2

say it was in the bank, let’s say it was under the

3

mattress, let’s say it was buried in your back yard.

4

Let’s say it came in from one of your flips because

5

you’re doing the three-day class.

6

a quick little wholesale deal and you make $8,000.

7

Let’s

Let’s say you make

So you say, oh, I’ll take six of that and

8

invest it in this tax lien.

9

would he do that?

But why would he -- why

Let me ask this question.

Why

10

would anybody do that and invest $6,000 in this deal?

11

It’s Florida, remember?

12

AUDIENCE:

13

GRANT:

14

AUDIENCE:

15

GRANT:

Why?

Eighteen percent.

Because he’s going to make how much?
Eighteen.

Okay, pay attention to this.

This

16

is where I’m excited.

17

he’s going to get his money back, his 6,400, Z, and

18

he’s going to make $1,164 and change.

19

smart investment just from a business standpoint?

20

yes or yes.

21

AUDIENCE:

22

GRANT:

He knows going in in one year

Was that a
Say

Yes.

It is, right?

It’s a smart

23

investment.

I don’t have to twist your arm, I don’t

24

have to force you, I don’t have to make you do

25

anything.

What did you do?

Free Workshop - Norcross, GA
December 18, 2018

You saw the options.

EX 4, p. 128

Case 2:19-cv-00713-DAK-EJF Document 12-3 Filed 09/30/19 Page 130 of 149
129
1

This is what’s going to happen.

2

You’re going to be at your computer, on the phone with

3

the portfolio manager.

4

through step by step what’s going to happen.

5

Pay attention.

This -- I’m going to walk you

You’re going to talk to them, and they’re

6

going to say, why, what are you looking for?

And then

7

you’ll tell them what you’re looking for.

8

going to send in your email all these properties that

9

are (inaudible) due diligence accomplished, no tax

And they’re

10

lien, no liens, squatters, if there’s a mortgage,

11

you’ll know about it.

12

And you’re going to have to have sent your

13

email.

Pictures, too.

All verification qualified to

14

look at that property.

And then you’re going to make

15

an informed business decision on what makes sense for

16

you and your household.

17

more clear and transparent than that.

Who likes that?

I can’t be

Am I right?

18

All right, now, Z, check this out.

Z, let

19

me just ask this question and I’m saying it for all of

20

you, too.

21

the $6,400?

22

than your appetite -- what if your appetite’s bigger

23

than your (inaudible) phrases, right?

24

like, wow, I want this but I only have this much,

25

right?

What if you don’t have the full amount of
What if your eyes are a little bigger
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1

What if we financed the majority of that

2

$6,400 for you at 0 percent interest?

3

now?

4

made the money.

5

we already make our money back.

6

Do you understand why we do that?

7

Yeah.

Why do we do that?

Who likes me

Because we already

When you buy that lien back from us,
We’re okay with that.

We’re not dreaming; we just want to make

8

more money.

9

club?

Why do I want you to be a part of my

Because I want you to invest in our inventory

10

so we can make more money and so you can make money.

11

Does that make sense?

12

AUDIENCE:

13

GRANT:

14

clear than that.

15

you’re going to go back,

16

enrollment, fill out one form, piece of paper.

17

going to have immediate access to the website.

18
19

Yes.

Go on, tell me, I can’t be more
Now, let’s talk about this.

I know

you’re going to go to
You’re

Hey, Dennis, can you hold that up for me?
don’t have a tax lien kit (inaudible).

20

Everyone turn your head.

Dennis is holding

21

this beautiful kit you’re going to receive today.

22

has your user name and a password’s inside there.

23

Okay?

24
25

I

It

(Inaudible) you’re going to choose liens and
deeds right now that are available.
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1

call and talk to a portfolio manager.

They’re

2

probably going to call you before you call them in

3

most cases.

4

manager.

5

few days, you’re going to buy a lien that fits your

6

budget.

7

you through the scenario.

8

doing when they get started.

9

started now making money?

So you’re going to talk to a portfolio

Then, what’s going to happen is in the next

Does that make sense?

10

AUDIENCE:

11

GRANT:

So I’m just walking

This is what our student is
Who would like to get

Say yes or yes.

Yes.

That’s three of you.

Start making

12

that double-digit return (inaudible).

13

retail price.

14

today, the next (inaudible) next week, that’s probably

15

(inaudible).

16

going to give you all of this today, the packet

17

(inaudible) portfolio manager (inaudible) exclusive

18

property list.

19

to give it to you for two people.

20

help finance that portfolio because 6,400 (inaudible).

21

That’s the

It’s 5 grand if you don’t (inaudible)

I give you a special loan today, I’m

But check this one out.

We’re going

We’re also going to

And we’re going to give you -- this is what

22

I’m going to let the team talk to you about, this is

23

pretty generous, we’re going to go ahead and give you

24

your money back in your first 30 days (inaudible).

25

The price I’m going to show next is for
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1

those who don’t do the three-day class.

2

want to do this standalone or on your own, that’s your

3

(inaudible) while you’re traveling, you’re on vacation

4

(inaudible) because you’re doing the business on your

5

vacation.

6

it’s called research (inaudible).

It’s never called vacation, by the way;

7

(Laughter.)

8

GRANT:

9

So if you

So the 1,597 is for two memberships.

That’s for two people.

I get people that want to do

10

this just exclusively and they don’t want to go to the

11

three-day class.

12

standalone.

13

three-day class (inaudible) for two memberships.

14

it’s 747 bucks, whatever it is, for each person, two

15

people.

16

You’re more than welcome to do this

It’s 1,597 if you don’t want to go to the

Did everyone understand that?

So

Okay.

Now, I’ve got a really special offer,

17

though, for three-day students.

I’m going to reserve

18

that for you (inaudible) enrollment because we want to

19

(inaudible).

20

(Inaudible).

That was supposed to be a joke.

21

(Laughter.)

22

AUDIENCE:

That’s okay.

A property

23

guarantee (inaudible).

24

what I like about this (inaudible).

25

tax liens, we know the way to make sure that you have
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1

lifetime tax liens, within 90 days (inaudible) you can

2

spend about five to six hours one afternoon and buy

3

ten tax liens.

4

Okay?

5

buy one (inaudible) buying ten tax liens, one out of

6

ten will (inaudible).

7

rent it, or live in it.

8
9

It doesn’t take you (inaudible).

But we’re giving you 90 days.

We know when you

What does that mean?

Sell it,

You with me?

That’s better than a money-back guarantee.
Do you understand what I just said (inaudible)?

If

10

you get a property and you sell (inaudible) who likes

11

that?

12

AUDIENCE:

13

GRANT:

Yep.

Thank you.

They did the same thing.

14

They said, Grant, we have a small retirement.

15

an engineer, had a (inaudible) retirement from this

16

company he was working for.

17

supplement my retirement.

18

feel that way.

And what did I tell him?

19

ten tax liens.

He went out and bought ten tax liens

20

and (inaudible).

21

grand.

22

that’s a good return on investment?

23

He said I want to
I know some of you might

He spent 4,554.

I said buy

Okay, just under 5

And he (inaudible) to 177,000.

Now (inaudible).

He was

Who thinks

So what I’m going to do is

24

three-day students, we’re going to help you, we’re

25

going to kind of get you going first.
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1

get your kits, you’re going to get all your packets,

2

everything you need from the first one and this one.

3

And we’re also going to give you a substantial

4

discount.

5

Three-day students I need you to do me a

6

favor.

Stand up for me, three-day students.

7

just the three-day students.

8

hold onto your stuff, grab your stuff, come back with

9

me.

Congratulations, Z.

10

Just three-day students.

11

these guys out?

Stand --

Stand up for me.

Yeah,

Come on with me, Brianna.
(Inaudible) can you help

12

We’ve got Taylor, we’ve got Todd.

13

(Inaudible) guys, here’s the prize, I’m going to tell

14

you what it is.

15

708.

16

(inaudible) with the three-day class.

17

to give you the first option to have that.

18

just for you, only 997 to get another 600 off

19

(inaudible).

20

don’t leave (inaudible).

21

excited for you.

22

It’s only 997, not 1,600, not 1,500,

So it’s 997 for two memberships, and you guys
I just wanted

So congratulations, you guys.

This is

Hey,

Congratulations, okay?

I’m

All right, everybody else, pay attention up

23

here.

Now, there’s a few reasons why some people

24

aren’t running back there doing something.

I don’t

25

know what those reasons are.

Maybe it’s
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the money.

2

know if we can help you or not, right?

3

knowledge, come talk to me or talk to the team.

4

the majority of our three-day students, when they

5

enrolled in the first program, they do the second

6

program.

7

right?

8

that?

9

If that’s the case, come talk to us.

We

If it’s
But

If it’s money stopping you, come talk to me,
Let’s help you.

Does everyone understand

All right, you guys have been fabulous.

10

me a favor.

Everyone stand up for me.

11

Come on, everyone stand up.

12

yourselves a round of applause for just being here.

13

All right, thank you.

14

talk to me if you have any questions and stuff you

15

guys get going.

16

much.

Stand up.

All right, now give

And then come and see me and

You guys were fabulous.

Thank you so

17

Well, guess what, come talk to me.

18

(Background chatter and music.)

19

UNIDENTIFIED FEMALE (On phone):

20

Do

Hi, Josh.

It’s me.

21

I’m good.

22

Sure.

23

Sure.

24

Hey.

25

Well, I need to know whether or not I can
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1

make a purchase.

2
3

I’d like to try to work that out, but I
wanted to know what my options are.

4

Yes.

5

I’m not quite sure.

6

I can go and check it out, but I

7

(inaudible).

8

(Background chatter.)

9

MS. BARKER: (On phone):

Yeah.

10

Yeah.

11

(Background chatter.)

12

MS. BARKER:

13

Give me another 15 seconds.

14

(Inaudible).

15

No, I’ve explained that my credit card is

Give me another 15 seconds.

16

(inaudible) and that we’re hoping to make a payment on

17

it so that we could do the purchase (inaudible) might

18

take a day.

19

right now.

20

way I can go back and try to negotiate.

21

wanted to know, you know, if I’m put on the spot, I

22

didn’t want to walk away and feel (inaudible) we

23

missed an opportunity.

So that’s what I’m -- I’m asking for
I wanted to leave to touch base so that
But also

24

Yeah.

25

So the -- the discount price that they’re
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1

talking about is 1,597 for the three-day, and then

2

there’s an additional package of tax lien purchases

3

that you can purchase for $997.

4

Okay.

5

Well, hold on, wrong -- I was on the wrong

6

page.

Doo-doo-doo.

I -- I think you are right with

7

that.

But I’ve written a lot of notes here.

8

that’s right, they talk about it -- that’s where they

9

talk about (inaudible) stuff.

Oh,

10

Yes, 1,997.

11

A lot of it was implied, so I would say

12

strongly suggested, but no exact figure, so they

13

(inaudible) they made, you know, X amount of dollars,

14

wouldn’t it be great if you could (inaudible).

15

That was suggested (inaudible) but not --

16

not brought up to the point where I knew where it was

17

going.

18

No, no, the primary discussions were the 100

19

percent financing of your -- of your purchases

20

(inaudible).

21

Ten to 40.

Well, 10 to 40 hours is what

22

they said would yield me the amount of time to

23

facilitate a (inaudible) purchase.

24

I don’t want to steer you wrong.

25

that it was -- questions were asked but I would have
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1

to refer to stuff for me to unequivocally say that the

2

statement, but I’m very familiar with that concept.

3

It has -- and they’ve got one going on at

4

6:00.

I have, like, you know (inaudible) before I

5

need to make my way back, yeah.

6

Yeah.

7

Yeah, that’s -- that’s what I was going to

8

work on, but I wanted to touch base.

9
10

Yeah, I’m going to go talk to them, and then
I’ll call you back.

11

It’s...

12

And I’ve been walking outside.

13

No, but I can.

14

Yeah, it’s still going.

15

Not a problem.

16

(Call ended.)

17

(Background chatter and music.)

18

TODD:

Thanks.

Bye.

-- research is all done (inaudible).

19

So our guarantee to you is you buy a tax lien, it’s

20

either sellable or rentable.

21

guarantee.

22

the county on your own, that is not guaranteed.

23

That’s what I’m saying.

24

get a crack house, you could get -- that’s a tax lien.

25

From us, we cherry pick.

And that’s the

If it is not -- oh, so you do it through
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1

getting to get the best ones.

To work with the

2

counties that are friendly.

3

for you.

4

time and money for you to learn it.

5

you’re buying, that kind of stuff.

6

-- it’s a short track to the success because we’ve

7

done all the heavy lifting.

8

we’ve researched them all, we’re holding you up to

9

come in and invest on this level, even if you don’t

That’s a learning curve

It’s not that you can’t do it, but it takes
That’s what
So it’s -- it’s a

We’ve bought them all,

10

know how.

11

one, you’ll either get your money back plus interest

12

or that property.

And that’s from the county.

13

not even from us.

That’s just the law.

14

like it.

15

I’ll be right there.

16

And then we give guarantees that if you buy

That’s

That’s why we

So I’m just going to answer her question and

MS. BARKER:

So they took my papers.

I was

17

trying to get a hold of my husband to make sure we

18

have --

19
20

TODD:

Did they throw them away?

just kidding you.

21

MS. BARKER:

22

TODD:

23

you want to do?

24
25

No, I’m

I hope not.

I’ve got them here probably.

MS. BARKER:

What

We -- so our (inaudible) little

topped off, and we’re hoping to make a payment to be
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1

able to --

2

TODD:

3

MS. BARKER:

4

TODD:

5

MS. BARKER:

6

Okay.

Yeah.

TODD:

8

MS. BARKER:

10

How much time you need?
Could I -- could I email you

TODD:

Don’t even need an email.

this together, sure.

13

form out, you said?

14

MS. BARKER:

15

TODD:

16

MS. BARKER:

17

TODD:

Yeah, did you already fill the

I -- some of it, yeah.

You don’t still have it?

That’s --

No, it’s -- yeah.

I’m looking for

MS. BARKER:

.

Is it under

Yes.

.

I think I got

through the street part of that.

21

TODD:

I know Taylor had a couple over here.

22

And, see, I’m listening.

23

--

25

I can put

your name?

19

24

Would that be --

can we do a 24-hour --

12

20

But we’re waiting for it

guys with my credit card tomorrow?

11

18

Yeah.

to kick back and say that it’s going through.

7

9

-- pay for the seminar.

If you want to holler at me

UNIDENTIFIED MALE:

Yeah, yeah, yeah, yeah.

I have a --
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1

TODD:

2

UNIDENTIFIED MALE:

3

Unless you want me to

tell you, I have to --

4
5

Just questions, let me know.

TODD:
get lunch.

I’m not in a hurry.

I just want to

I have another meeting tonight at 6:00.

6

UNIDENTIFIED MALE:

7

TODD:

Oh.

You’re not going to break my heart.

8

If you want to come back and sit and listen one more

9

time.

10

UNIDENTIFIED MALE:

11

TODD:

12

UNIDENTIFIED MALE:

13

It’s exactly the same, exactly.
Okay.

Let me see if I

get to talk to (inaudible).

14

TODD:

15

UNIDENTIFIED MALE:

16

Oh, okay.

Okay.
I’m in the first

position.

17

TODD:

Okay.

18

UNIDENTIFIED MALE:

Or second.

But if I’m

19

not, try to follow this, what’s it going to be?

20

that going to (inaudible).

21

TODD:

22

want to own.

23

saying?

24
25

You don’t want to own.

Is

You don’t

That’s your goal, is that what you’re

UNIDENTIFIED MALE:

Okay, but my money will

be --
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1

TODD:

Ninety-five percent of tax liens that

2

you own will never become your property; 95 -- 97

3

percent.

4

get the home after a lien is actually pretty rare.

5

You’re not going through the neighborhoods and picking

6

up liens and saying I got everybody’s houses.

7

that make sense?

8

quite work like that.

9

To go through the foreclosure process and

Does

Because it doesn’t -- it doesn’t

I’ll tell you how it does work.

If you did,

10

they’d all have to pay you or they’d lose their house,

11

yes, and you’ll get a little bit of money from the

12

interest.

13

knowing that 97 percent of the time, almost 100 --

14

you’re not going to get the house; you’re going to get

15

your investment plus interest on the lien, and that’s

16

guaranteed by law.

That’s guaranteed every -- every time.

But

That’s why we say it’s so safe.

17

UNIDENTIFIED MALE:

18

TODD:

Oh.

It’s so lucrative.

It’s why the

19

banks do it, and they haven’t told anybody about it

20

for years and years and years.

21

(inaudible) give us less than 1 percent and go and

22

invest in tax liens in Texas at 25 percent.

23

go into any city in this country, who has the biggest

24

buildings and the newest?

25

now.

They take your

The bank.

When you

People hate it

We’re sick of it.
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1

Banks is -- a personal opinion aside, the

2

reason bitcoin is so big is that we hate banks.

3

hate someone telling us and making money, first they

4

use our money, it’s (inaudible) so that’s what’s

5

changing.

6

liens in a lot of states on your own.

7

the only one still that you as an individual can’t buy

8

a tax lien; you have to come in as a group, in a

9

block.

Twenty years ago, you couldn’t buy tax

10

UNIDENTIFIED MALE:

11

TODD:

12

14

TODD:

(Inaudible).

I have the meeting this

evening.
MS. BARKER:

18

TODD:

Yeah.

If you want to call me and not come

back, that’s fine.

20

MS. BARKER:

21

TODD:

22

Sorry, I’m so used to just

writing it down and I’m not telling it --

17

19

Oh.

So these kind of things.

MS. BARKER:

15
16

Connecticut’s

We do it as a hedge fund, and then we

break them all up.

13

We

Okay.

I would need a signature.

It’s not

an obligation.

23

MS. BARKER:

24

TODD:

25

MS. BARKER:

Okay.

It just allows me to process it --
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1

credit card now --

2

TODD:

3

MS. BARKER:

4

No, ma’am.

you --

5

TODD:

6

MS. BARKER:

7

TODD:

(Inaudible).

give you my number.

9

right?

10

MS. BARKER:

11

TODD:
(inaudible).

Okay.

That’s what I’m going to say.

8

12

-- or can I sign and then give

You guys get (inaudible) folder,

Right.

Yes.
Let me get you this

Twelve --

13

MS. BARKER:

14

UNIDENTIFIED MALE:

15

MS. BARKER:

16

TODD:

17

MS. BARKER:

18

UNIDENTIFIED MALE:

19

MS. BARKER:

20
21

I’ll

Twelve something.
2012, yeah.

Twelve-12?

Start singing, right?
Well, we’re not there yet.
No, no.

Except people -- that’s

tomorrow.
TODD:

It’s close.

I know, I’ve been

22

hearing songs in the back of my head starting.

23

right, let me give you this one.

24

(inaudible) this means (inaudible).

25

you’re -- tonight, you don’t have to attend the
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1

meeting.

2

of here.

If you want to sneak in, we’ll get you out

3

MS. BARKER:

4

TODD:

5

Give me a call.

MS. BARKER:

7

TODD:

Okay.

And then -- but this is the cash

buyers list.

9

MS. BARKER:

10

TODD:

Okay.

You don’t have to come back and see

11

me.

12

You guys will be all set.

13
14
15
16

You want to do this on the phone, you can do it.

MS. BARKER:

Okay, great.

All right.

Thank

you so much.
TODD:
guarantees.

Locked in the two for one and the

If you have any questions on the phone --

17

MS. BARKER:

18

TODD:

19

MS. BARKER:

20

TODD:

21

MS. BARKER:

22

TODD:

23

I’m Todd

(inaudible).

6

8

Okay.

Great.

-- call our...

Yeah.

Thank you so much.
I’m excited for you.
Thank you.

So what’d you think?

Did that make

things a little more sense?

24

UNIDENTIFIED MALE:

25

TODD:

(Inaudible).

Yes, for the three (inaudible).
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1
2

MS. BARKER:

This is Christine Barker. I

3

just attended the real estate -- real estate, shoot --

4

it is the Elevated program, which was a four-hour

5

seminar.

6

attended.

I attended as

.

Undercover

7
8

MS. BARKER (On phone):

9

Yes.

Hi, so we’re good.

10

It’s up to you.

11

Yeah, it’s -- there’s a lot that they --

12

that gets (inaudible) so it’s difficult to

13

differentiate, you know, the statements.

14

I can -- I can absolutely give you a call

15

once I head out, which would give me a little bit more

16

freedom, but what I -- what I needed to know is what

17

absolutely has to be contained in the preamble.

18
19

It’s still running, yeah.

That way, it can

be attached to the same file.

20

Okay.

21

Because I didn’t know if it needed to be

22
23
24
25

contained in the same file.
Oh, okay, well, then I can -- I could record
-- come back and record it.
I could come back and record it, and that
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1

way to make sure it has everything.

2

Oh, well, okay.

3

Well, yeah, because the

only thing is my -- what I’m saying right now.

4

Gotcha.

5

All right.

6

You’re spot on with that.

7

Okay, hold on.

8

(The recording was concluded.)

Well, then, I will...

9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
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1

P R O C E E D I N G S

2

-

-

-

-

TREY STINNETT -- REE SEMINAR VOL. 1

3
4

-

MS. BAZAN: This is Maria Bazan. I'm an honors

5

paralegal from the Federal Trade Commission. Today's

6

date is Friday, April 20, 2018, and it's 8:35 a.m.

7

I'm currently at the Washington Dulles Airport

8

Marriott, located at 45020 Aviation Drive in Dulles,

9

Virginia. I will be -- I will be attending the Real

10

Estate Elevated's three-day real estate workshop,

11

doing an undercover recording as

12

is the first day of the seminar, and the first session

13

is scheduled to start at 9:00 a.m.

14

. Today

AMBER GUZMAN: -- have a seat right over here.

15

(Inaudible.) Brian and Carrie, awesome. Amber, nice

16

to meet you. If you two would just start filling

17

out -- you can fill out the same sheet here. Are you

18

here for the real estate (inaudible)?

19

MS. BAZAN: Yes, I am.

20

AMBER GUZMAN: Come on over --

21

MS. BAZAN: Thank you.

22

AMBER GUZMAN: -- and you can fill this out

23

also. What's your name?

24

MS. BAZAN:

25

AMBER GUZMAN: Sally?

.
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1

MS. BAZAN:

.

2

AMBER GUZMAN: Oh,

3

MS. BAZAN: Nice to meet you, Amber.

4

AMBER GUZMAN: Okay. I am going to bring a

5

sign-in sheet over here for you guys, and we'll get

6

some name tags, and you can both fill out that sheet,

7

signatures on the bottom, and you can just do this one

8

side, unless you're going to have a guest with you?

9

MS. BAZAN: Oh, no. I'm by myself.

. Amber.

10

AMBER GUZMAN: Okay.

11

MS. BAZAN: Thank you.

12

AMBER GUZMAN: Take your time.

13

And is your last name Shaw?

14

AUDIENCE: No.

15

AMBER GUZMAN: No? All right.

16

AUDIENCE: (Inaudible).

17

AUDIENCE: (Inaudible) know all my information.

18

AUDIENCE: Basically, yeah.

19

AUDIENCE: Oh, please.

20

AMBER GUZMAN:

21

, if you will sign your

signature right above your name here.

22

MS. BAZAN: Yes.

23

AMBER GUZMAN: And, Carrie -- oh, there you

24
25

are, Carrie and Brian.
BRIAN: Yes, ma'am.
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AMBER GUZMAN: All right. If you will just

1
2

sign your signature right above your name here.

3

AUDIENCE: How you doing?

4

AUDIENCE: Good. How you doing?

5

AUDIENCE: Wonderful.

6

(Off-mic conversation.)

7

AMBER GUZMAN: Hello, good morning.

8

AUDIENCE: How are you?

9

AMBER GUZMAN: I am great. How are you?

10

What's your name?

11

BRENDA: Brenda Bligh (phonetic).

12

AMBER GUZMAN: Brenda, Amber. Nice to meet

13

you.

14

BRENDA: Nice to meet you.

15

AUDIENCE: Hi, Brenda.

16

AMBER GUZMAN: Would you like to take a seat

17

here?

18

BRENDA: Yeah, okay.

19

AMBER GUZMAN: Yeah. We have got a student

20

information sheet here, just get a little bit more

21

comfortable.

22

BRENDA: Um-hum, sure.

23

AMBER GUZMAN: Here's that.

24

BRENDA: Thank you.

25

AMBER GUZMAN: Then Kyle over here is going to
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1

snap a photo of you before you head into the room.

2

(Music/off mic conversation.)

3

MS. BAZAN: Kyle?

4

KYLE: Pleasure to meet you. Are you ready for

5

your picture?
MS. BAZAN: Sure. Had I known I was taking a

6
7

picture, I would have dressed a little bit nicer.
KYLE: Oh, come on. All right, one, two -- are

8
9

you here by yourself?

10

MS. BAZAN: Yeah.

11

KYLE: Before I take your picture, you are more

12

than welcome --

13

MS. BAZAN: Thanks.

14

KYLE: (Inaudible).

15

MS. BAZAN: Oh, no, I'm good. Thank you.

16

(Off-mic conversation.)

17

AUDIENCE: We are going to go through that.

18

AUDIENCE: Oh, the one you had given?

19

AUDIENCE: No, we are going to go through this

20
21

one.
AUDIENCE: We'll make sure you're in a good

22

place. I'll make sure you're in a good place. Yeah,

23

we are going to start from the beginning (inaudible),

24

so you're in good hands. We have everything set up

25

for this weekend.
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1

Hi, I'm Derrick.

2

MS. BAZAN: Hi, I'm

3

DERRICK: Nice to meet you.

4

UNIDENTIFIED SPEAKER: I'm sorry. You said

5

.

your name was Derrick?

6

DERRICK: Derrick, yes.

7

UNIDENTIFIED SPEAKER: Okay. Why aren't you

8
9

wearing your name tag?
DERRICK: (Inaudible). We don't get name tags.

10

We're not special like you. Maybe we want to see if

11

you can remember our name, too. What was my name?

12

UNIDENTIFIED SPEAKER: Derrick.

13

DERRICK: Derrick. How do you think it's

14

spelled?

15

UNIDENTIFIED SPEAKER: D E R E K.

16

DERRICK: Almost.

17

MS. BAZAN: Is there a C in there?

18

DERRICK: There is a C in there.

19

AUDIENCE: D E R E C K?

20

DERRICK: And maybe another R.

21

AUDIENCE: D E R R E C K?

22

DERRICK: There is only one E in there, too.

23

There's only one E in there.

24

UNIDENTIFIED SPEAKER: D E R R C K?

25

DERRICK: D E R R I C K.
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1
2
3

UNIDENTIFIED SPEAKER: That's an unusual
spelling.
DERRICK: Really? That's how they spell it in

4

the dictionary. Most people don't know that that's a

5

word. It's from the oil industry, like the oil

6

derricks.

7
8
9
10
11
12
13
14

UNIDENTIFIED SPEAKER: And what is it? It's a
noun then.
DERRICK: Yeah, it's a structure that they use
in oil (inaudible).
UNIDENTIFIED SPEAKER: Okay. No, I didn't know
that. See, I'm already learning something.
DERRICK: You're already learning. You're
already learning, see?

15

How are you? I'm Derrick.

16

TERRENCE: I'm Terrence.

17

DERRICK: Terrence, good meeting you. You all

18

from the area? Are you all from this area?

19

TERRENCE: About an hour away, yeah.

20

DERRICK: An hour away?

21

TERRENCE: Yeah. (Inaudible).

22

DERRICK: Where are you from?

23

MS. BAZAN: So, I'm from Minnesota, but --

24

well, not Minnesota. My family is in Minnesota. I am

25

couch-surfing with a friend right now.
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1

DERRICK: Oh, really?

2

MS. BAZAN: While I find somewhat -- something

3
4
5

to do, a job.
DERRICK: Yeah? How did you hear about -- how
did you hear about us?

6

MS. BAZAN: Ah, I saw you guys on Facebook.

7

DERRICK: Oh, cool.

8

MS. BAZAN: Give it a nod.

9

DERRICK: There you go. That works.

10

TERRENCE: That's how I heard about it,

11

companies I've gone to, like real estate trading

12

companies, that's where --

13

DERRICK: That's cool. Are you already doing

14

real estate right now or are you just looking to get

15

started?

16

MS. BAZAN: I'm just looking to get started.

17

DERRICK: Just looking to get started?

18

MS. BAZAN: Yeah.

19

DERRICK: Cool. No bad habits to break. I

20

like that.

21

MS. BAZAN: Nice.

22

DERRICK: A lot of people come in here with

23

like an ego sometimes. A lot of people come in with

24

an ego thinking they bought their house and they sold

25

it a couple years later and they made some money, and
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1

they think they've flipped houses before, but those

2

are harder to train than someone with no experience.

3

So what do you want to gain out of this?

4

MS. BAZAN: I'm just looking for something --

5

I'm just looking for a job I enjoy, but I can also

6

live off of. I'm still kind of figuring things out.

7

DERRICK: Yeah, (inaudible). Well, water,

8

food, shelter, the three necessities, so you're in a

9

good industry. You're in a good industry for sure.

10
11
12

MS. BAZAN: Hopefully I will get a lot out of
this today.
DERRICK: Oh, you will. You will. It's not a

13

matter of if. You will. Just take a ton of notes

14

(inaudible). (Inaudible) doing very well (inaudible)

15

single-family home (inaudible).

16

MS. BAZAN: Okay.

17

DERRICK: So if you have any questions, you can

18

talk to one of us, you know, myself, Trey, Colin,

19

Jessica, (inaudible).

20

MS. BAZAN: Thank you.

21

DERRICK: Just take a ton of notes. You are

22

going to meet a ton of people this weekend, you know,

23

just make sure you're around the right people

24

(inaudible).

25

MS. BAZAN: Thanks. I appreciate that.
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1

(Music/off-mic conversation.)

2

AMBER GUZMAN: Lisa?

3

LISA: Yes.

4

AMBER GUZMAN: I've heard about you already.

5

My name's Amber.

6

LISA: Nice to meet you.

7

AMBER GUZMAN: I am (inaudible) just a moment.

8
9

This is for you, though, Lisa.
(Music/off-mic conversation.)

10

MS. BAZAN: Okay.

11

UNIDENTIFIED SPEAKER: (Inaudible.)

12

MS. BAZAN: Okay.

13

MICHELLE: Michelle.

14

UNIDENTIFIED SPEAKER: (Inaudible.)

15

MICHELLE: Oh, okay. Are you here by yourself?

16

UNIDENTIFIED SPEAKER: (Inaudible).

17

TIFFANY: Tiffany. Do you live here?

18

MS. BAZAN: I'm just here staying with a

19

friend. I don't technically reside here.

20

TIFFANY: Where are you from?

21

MS. BAZAN: So my family's in (inaudible), but

22

I've moved all over.

23

TIFFANY: You sound like an Army brat.

24

MS. BAZAN: Yeah.

25

TIFFANY: Do you plan on settling here?
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1

MS. BAZAN: Ah, if I find a decent job or way

2

to pay for this that's not couch-surfing.

3

(Inaudible). D.C. is an expensive city.

4

TIFFANY: (Inaudible).

5

MS. BAZAN: Hopefully this will work out.

6

TIFFANY: (Inaudible).

7

MS. BAZAN: I wish you all the best.

8

TIFFANY: Thank you. You, also.

9

MS. BAZAN: Thank you.

10

TIFFANY: Did you happen to catch anywhere in

11

any of the emails about how long it will last today?

12

I didn't see an ending time.

13
14

MS. BAZAN: I think I read somewhere it was
from 9 to 5.

15

TIFFANY: I sort of thought that. (Inaudible).

16

MS. BAZAN: It's a bit intimidating being here

17

all day from 9 to 5. It's like a regular job almost.

18

TIFFANY: Yeah. (Inaudible).

19

TREY STINNETT: If you will grab your seats, we

20

are going to start in two minutes.

21

(Music/off-mic conversation.)

22

UNIDENTIFIED SPEAKER: Looks like we've got a

23

couple people in the hallway. I'll give them a couple

24

more seconds.

25

(Music/off-mic conversation.)
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1

TREY STINNETT: So I was talking to my team a

2

little bit this morning, and apparently there's a

3

little bit of a rumor going around this room that a

4

couple of you came out here with the intention to

5

learn how to make some money. How many of you would

6

say you came out here to learn how to make some money

7

this weekend?

8

(Show of hands.)

9

TREY STINNETT: Okay. I did not come all the

10

way out here and leave my business and my family

11

behind for three days to teach a bunch of random

12

people how to make "some money." Tarek asked me to

13

come out here to teach you his system of real estate

14

investing so you can make a ton of money, so you can

15

get out there and buy the fancy house or the nice car,

16

travel around the world, or play with your friends and

17

family, or maybe just provide for the people you love;

18

for some of you just to be able to know, step by step

19

by step, what you need to do to be able to create

20

wealth. Whatever your reason, this business is not a

21

business where you make some money. You either make a

22

ton of money or you don't do this business.

23

So I am going to ask this question again. How

24

many of you are willing to make this weekend an

25

opportunity to learn how to make a ton of money in
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1

this business? Can I get hands up on that?

2

(Show of hands.)

3

TREY STINNETT: All right. Looking for 100

4

percent, perfect. Okay, now you're my class.
My name is Trey Stinnett, if you want to write

5
6

that down, it's on the board up there. Welcome to

7

Tarek and Christina's three-day real estate

8

accelerator. Before we dive in, a couple of you this

9

morning were asking me about being able to work with

10

Tarek and Christina directly for Summit events and

11

stuff like that. I get it, everybody wants to meet a

12

celebrity and work with the best. This is the basic

13

training here. So, yes, they do have that stuff. My

14

request is if you want to know more about that, use

15

outside class time, breaks, things like that. My job

16

is to get you guys in to real estate, do the 101 level

17

here.

18

Okay. So as I mentioned, my name is Trey

19

Stinnett. I've been in real estate now for 13 years.

20

I've actually had some people tell me I look kind of

21

young. I'm actually 53 years old. I use Oil of Olay.

22

I'm kidding. I started when I was 20, came to one of

23

these classes in college, and it changed my life,

24

because they gave me a business model that I could use

25

to make money, and I had never seen anything like that
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1

before.
I was washing cars, making almost nothing, and

2
3

I had one thing for sure when I showed up in this

4

class, and that was ambition. I knew for sure that I

5

wanted to be a successful real estate investor, and

6

that was the only thing that I had. I didn't know

7

anything else about real estate. So it's interesting

8

that I got started in this industry exactly the same

9

way as many of you will, sitting in one of these

10

rooms. In fact, I sat right there where you're

11

sitting, in the third row.
And I've made millions of dollars in real

12
13

estate. In fact, our first year and a half, I hit a

14

million dollars. By year three, I hit a hundred

15

rental doors. I made a ton of money. You guys have

16

heard this before. Real estate has made more

17

millionaires than any other business, right? Ninety

18

percent of millionaires made their money in real

19

estate.

20

Do you guys know what businesses cause the most

21

bankruptcies? Real estate. The exact same one. In

22

2008, I lost a bunch of money. I didn't lose

23

everything, but after that and the subsequent death of

24

my dad a couple years later, I began to have to put

25

everything back together on my own. And I did that,
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1

and I rebuilt my wealth, and my wife and I now live in

2

Austin. We have rebuilt our wealth, and we get to

3

live a lifestyle that, frankly, none of my friends and

4

family even dreamed of when I was a kid.
And I've got two little girls, and I don't have

5
6

to worry about their futures. And I don't say any of

7

that to impress you, simply to impress upon you what's

8

possible if you choose to go down this road and become

9

a real estate investor. It is a little bit different

10

from having a job or even running a small business,

11

because it can pay you without you having to show up

12

and work.
That being said, would you rather learn from

13
14

somebody who made a bunch of money or somebody who

15

lost a bunch of money? How about both, right? So it

16

gives me an interesting perspective this weekend to

17

help you guys not go down, make the same mistakes that

18

I did, while at the same time getting the right things

19

right.

20

So the way that Tarek and Christina put this

21

thing together, I will be kind of your main presenter

22

this weekend; however, did you guys get a chance to

23

meet Kyle, Amber, and Derrick out there? They are

24

also real estate investors. Every single one of us

25

are a product of this exact industry right here, not
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just real estate, but the seminars themselves. We

2

went to events like this to learn how to get into this

3

game. So very powerful stuff, and you will learn a

4

lot this weekend.

5

With that said, let's go to (inaudible). What

6

is the first thing that you have to know before you

7

can build a house? What's the first thing you've got

8

to know? And just throw the answer out to me.

9
10
11

UNIDENTIFIED SPEAKER: The market?
TREY STINNETT: The market? Not yet. That's
not the first thing.

12

UNIDENTIFIED SPEAKER: Okay.

13

TREY STINNETT: (Inaudible). What's the first

14

thing you've got to know?

15

UNIDENTIFIED SPEAKER: Budget.

16

TREY STINNETT: Budget's important, not the

17

first, though. What's the first thing?

18

UNIDENTIFIED SPEAKER: Profitable?

19

TREY STINNETT: Is it profitable is the

20

question, right? If it's not profitable, don't do it.

21

That's not the first question, though that's probably

22

what I would have said when I got started.

23

UNIDENTIFIED SPEAKER: Source of funds?

24

TREY STINNETT: Where's my money going to come

25

from? Also a very important question, but not the
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1

first one. Please write this down. The first thing

2

you must know before you can flip a house, ARV. ARV,

3

it stands for after-repair value, so the most

4

important or the first number that you have to know in

5

any transaction that you're flipping; however, it is

6

often overlooked by many realtors. It is often

7

overlooked by many potential investors because they go

8

in asking the wrong question, which is, how much is

9

this seller asking for it?

10

ARV -- after what value, by the way?

11

UNIDENTIFIED SPEAKER: After repair.

12

TREY STINNETT: Repair, you got it, which means

13

it's going to be at what point in the deal that it's

14

worth this amount?

15

UNIDENTIFIED SPEAKER: The end?

16

TREY STINNETT: At the very end. So I'm a very

17

avid writer. I would highly recommend books. I'll

18

mention many of them this weekend. One of them is The

19

Selling Habits of Highly Effective People by Stephen

20

R. Covey. Who's read that book already? A couple of

21

you here? Fantastic read if you haven't read it yet.

22

One of the things he talks about as one of the

23

habits of the (inaudible) is beginning with the end in

24

mind. So we start with the end, beginning with what

25

we're going to sell it for at the end, and then we
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1

back up from there to figure out what we do next.

2

This is very different from what a lot of people do,

3

where they start with what is the seller asking, okay,

4

let's see what I can negotiate it for, okay, let me do

5

some rehab, and they end up with a deal that's not

6

making them any money. So a lot of times you will

7

hear that.

8
9

The reason ARV is so important is because we
follow a creed in our business. This is the

10

investor's creed right here. Safety, speed, and

11

money. I would recommend that you write that down,

12

safety, speed, and money, three things in a very

13

specific order.

14

Number one, safety. How many of you think it

15

would be a good idea that your first real estate

16

investment be a safety investment? Would that be a

17

pretty good idea, by a show of hands?

18

(Show of hands.)

19

TREY STINNETT: I would say that's probably a

20

great idea. Some people make the mistake of not

21

putting safety first because they put money first,

22

okay? Safety is very important. This is the reason

23

why we go in ARV. A lot of times you'll hear realtors

24

talk about something called FMV. How many know what

25

FMV stands for?
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UNIDENTIFIED SPEAKER: Fair market?

2

TREY STINNETT: Fair market value. Fair market

3

value. Okay. If you just wrote down fair market

4

value, please go ahead and draw a line through it,

5

because we're not going to use that, okay? What does

6

fair market value mean? What does that mean?

7

UNIDENTIFIED SPEAKER: What it could sell for.

8

UNIDENTIFIED SPEAKER: Yeah, you know, a

9
10
11
12

comparable value for similar homes in that
marketplace.
TREY STINNETT: Okay, that could be a way of
reaching it.

13

UNIDENTIFIED SPEAKER: Yeah.

14

TREY STINNETT: Right? So fair market value is

15

what a willing buyer is willing to pay and what a

16

willing seller is willing to take, right? Can we all

17

agree with that definition? Right? At what point do

18

you actually know that number?

19

UNIDENTIFIED SPEAKER: Closing.

20

TREY STINNETT: At the closing. So anybody

21

that tries to pretend they know what FMV is before

22

closing is usually a realtor trying to make a

23

commission, okay? Now, I'm not saying that there's a

24

problem with realtors. I use them in my business, but

25

you have to understand where people -- where they're
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kind of -- where they are going to make their money

2

from, so to speak, right?
So understanding that and positioning yourself

3
4

to ask the right questions make it a little bit

5

differently. Fair market value, I can't know that

6

number until the end of the deal. So I may use that

7

number this weekend, but I'll never use it in a flip.

8

Fair market value, at best, is a number that I might

9

use in rentals, which we will get into tomorrow.

10

How many people, by the way, are interested in

11

the flipping side of this business? Who wants to flip

12

houses?

13

(Show of hands.)

14

TREY STINNETT: Most of you. How many of you

15

are interested in the cash flow or rentals, maybe some

16

commercial properties or multifamily?

17

(Show of hands.)

18

TREY STINNETT: Okay, cool. I do both of

19

those. In fact, what I do most of these days is

20

lending, which is a third type, which we will talk

21

about on Sunday.

22

All right, number two is speed. Number two is

23

speed. Anybody know how long it takes to flip a

24

house, on average?

25

UNIDENTIFIED SPEAKER: Three to six months.
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TREY STINNETT: Ninety days should be your

2

target, okay? Now, we might be off our target a

3

little bit. If you're flipping right here, your days

4

on market is a little bit longer, but there are

5

certain pockets and areas that do move a little more

6

quickly. I've been talking to many of you this

7

morning. Some of you are from Maryland, some of you

8

are from D.C., some of you are from Virginia, some of

9

you are from Pennsylvania, so luckily for you, what

10

I'm going to be teaching works in all of those areas;

11

however, the numbers will be a little bit different.

12

So I'll be teaching you how to look at your specific

13

market rather than giving you market data. Does that

14

make sense?

15

So I can tell you you have 99 days on market

16

here and you have a $257,000 ARV here, but that's not

17

going to be the same in different areas. So I'm going

18

to teach you how to find those answers. But speed is

19

very important for a couple of reasons. The first

20

reason, does the market shift in real estate? It goes

21

up and it goes down. The market cycle in real estate

22

can be anywhere between three to six months, so

23

basically that means it's not the stock market, it

24

doesn't move up and down every day, but it will move

25

up and down over a period of months.
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1

Typically it goes up in the summer, and it gets

2

a little bit softer in the winters, then up in the

3

summers again, but a lot of people say, oh, so I

4

should just do real estate in the summer? No. Then

5

you're sitting the bench half the year. So it's just

6

a different approach to the business, but speed is

7

important for a couple of reasons.

8
9
10

How many of you believe that it's important to
have mentors in your life? Some of you guys have had
mentors maybe?

11

(Show of hands.)

12

TREY STINNETT: What's the value of a mentor?

13

UNIDENTIFIED SPEAKER: Helps avoid mistakes.

14
15
16

Guidance.
TREY STINNETT: Help you avoid mistakes, can
give you guidance.

17

UNIDENTIFIED SPEAKER: Yeah.

18

TREY STINNETT: So I believe that having

19

mentors is important because when I was about 18 years

20

old, I read a book called Rich Dad, Poor Dad. Has

21

anybody here read that book? And that book, I learned

22

a lot of lessons in there, and I noticed something.

23

He talked about real estate, and he talked about

24

mentors.

25

And then I read another book, Seven Habits of
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1

Highly Effective People, which I already mentioned,

2

How to Win Friends and Influence People, Sales Dogs,

3

Cash Flow Quadrant. You name it, if there was a

4

business book or a money/mind-set book out there, I

5

was going to listen to it, I was going to read it, I

6

was going to find a way to consume it.

7

The reason I did is I figured something out

8

early in my life, and that was the more you learn, the

9

more you earn. And so I knew I wanted to be in real

10

estate, so I was, like, I've got to go find a mentor.

11

I went to my dad and I was, like, hey, can you mentor

12

me in real estate? He goes, I know nothing about it.

13

I was like, okay, do you know anybody that knows

14

anything about real estate?

15

My dad was an auto mechanic, fixed cars.

16

That's what I grew up around. And so when I was

17

probably 18, 19 years old, I listened to those books,

18

playing this board game called Cash Flow, and all this

19

stuff, and I wanted to get in real estate. And he

20

said, well, there's this guy at the Chamber named Dan

21

Johnson, and he's a real estate investor; you should

22

go to talk to him.

23

So I go to the Chamber of Commerce, and I walk

24

up to this guy -- by the way, do you know the best way

25

to get somebody to not be your mentor? Ask them,
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1

right? So I walked up to Dan. He looked like Colonel

2

Sanders, the belly, the goatee, the white hair, the

3

whole nine yards. And I said, I hear you're a real

4

estate investor. He goes, I am. I said, would you be

5

my mentor? He looks me dead in the eye and goes, that

6

sounds like a job I don't get paid for.

7

And I was like, okay, can I take you to lunch?

8

He goes, gotta eat. I thought he didn't have to eat

9

very much. I said, okay, let's go. We went to this

10

crappy little restaurant called Peppers, and in that

11

area, in that city, that was like the place where busy

12

people go. It was a crappy restaurant.

13
14

I could only afford to buy one meal, so whose
meal did I buy?

15

UNIDENTIFIED SPEAKER: His.

16

TREY STINNETT: You got it. So I bought his

17

meal. He asked me if I was going to eat. I told him

18

I already ate before I got there. That was not true,

19

but they gave us free rolls and water, so I was okay.

20

And this is what he taught me during that one meeting

21

that he gave me.

22

One of the things he said to me is he said,

23

would you be willing to borrow money to do this

24

business? Actually, the first question he asked me,

25

he goes, what money are you going to invest? Because
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I was going to be a real estate investor. And I said,

2

I don't have any money. He goes, would you be willing

3

to borrow? I said, I'm hoping that's -- there are

4

people out there that will lend it to me.

5

He goes, there are. In our industry, there's a

6

lot of money that very wealthy people have. They want

7

to put it in play. They are more than happy to let

8

you use their money to go invest. I was like, really?

9

That's exciting. He goes, what interest rate would

10
11

you be willing to pay?
Now, you have got to understand, I'm like 20

12

years old at the time. I don't know anything about

13

interest rates, real estate, nothing. So the only

14

thing I could think of, what I had seen my parents had

15

a 4 percent -- 4 1/2 percent mortgage. So I just told

16

him 4 1/2 percent, and he laughed in my face. He told

17

me, he goes, you're not going to get money in this

18

industry for less than 12 percent. I said, 12

19

percent? That's usury. He told me, he goes, no,

20

that's the cost of doing business.

21

He taught me a very important lesson that day.

22

He taught me that in order to build something that

23

you've never built before, sometimes you have to go

24

get things you never had before, and those things

25

sometimes cost you money. Here's the way he put it.
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He goes, are you planning on doing flips? I

2

said yes. He goes, what kind of flips are you going

3

to do? I said single-family house. He goes, do you

4

think that single-family houses require granite

5

countertops? Do you think they require shingles and

6

carpet and paint? I said, of course. He goes, do you

7

have to pay for those things? I said yes. He goes,

8

how much do you pay for them? I said, I don't know,

9

whatever the price is for those things. He goes, the

10

price for money; the price for shingles, the price for

11

wood, it's all the price for doing your deal. He's

12

like, you just consider that part of the cost.

13

He goes, a couple years down the road, you may

14

be able to get your interest rates down to what you're

15

talking about. He goes, but when you start this

16

business, you have to be willing to pay whatever it

17

takes for you to get to where you want to be. I think

18

you understand what I'm talking about right now, okay?

19

And so he says to me, he goes, and you're going

20

to have to make those payments every month. So this

21

is the reason why speed is so important, because every

22

single month, I'm shelling out 1 percent of that

23

property's value every month. This is why speed is

24

more important, necessarily, than money.

25

You know, I have had some conversations with
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people that have come out here before, and they say,

2

well, you know, I worked on a deal and it made me 150

3

or 250 thousand dollars. I said, oh, my goodness,

4

that's a really good rev. What kind of deal was it?

5

Commercial? They said residential. Then I get

6

suspicious. I'd say, how did you do that? They said,

7

well, it was a multimillion dollar flip that took me

8

18 months to do. Well, that doesn't meet the speed

9

requirement, right? So speed is important for a

10

couple of reasons.
One, because it costs me money every single

11
12

month if I'm using somebody else's money. And the

13

second reason is because the market shifts. If the

14

market moves downward while I'm in the middle of a

15

deal, if it's a three-month deal, it's not going to

16

move enough to cost me money, but if it goes down over

17

six months, nine months, 12 months, by the time I

18

sell, that can be a problem. This is why we follow

19

this creed. Safety comes first, speed comes second --

20

and speed is, in fact, a type of safety -- and then

21

third, it's got to make money, okay?
Anybody in here an interior designer or

22
23

contractor or you look forward to doing that kind of

24

stuff?

25

(Show of hands.)
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TREY STINNETT: Okay. It's fun to do, but it

2

needs to be your third priority or your, like, fifth

3

priority, okay? Number one, it must make money. If

4

it doesn't make money, why are you doing it? And so I

5

have had some people come out to these events before

6

and go, I'm an interior designer; I want to make

7

beautiful homes. Then they don't make any money on

8

their deals because they are focused on making it

9

beautiful, and they get emotionally involved in the

10

aesthetics of the house and they don't see the numbers

11

or the forest, so to speak, for the trees. So safety,

12

speed, and then, finally, money. It must make money,

13

but that is not our first criteria.

14

All right. So why is this important? I was

15

one of many people in 2007 who did not follow the

16

investor's creed. I made a bunch of money, and then I

17

put a bunch of that money into preconstruction, new

18

builds, and the market shifted on me. Ooh. When the

19

market shifted, I learned what it was like to owe a

20

bank money for a house that was never built and a

21

builder who went bankrupt. That was fun. So to avoid

22

those pitfalls, now we move according to the safety,

23

speed, and money rules, and that's the way I will be

24

teaching it to you guys this weekend.

25

Now, one perspective is, when it comes to real
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estate, is that you do not make your money when you

2

sell. If you don't make it when you sell, when do you

3

make the money? You make the money when you buy, when

4

you buy. What do I mean by that? What is money?

5

What's money?

6

UNIDENTIFIED SPEAKER: A tool.

7

TREY STINNETT: A tool, okay? Is money dollar

8

bills? Is that a type of money? Is money in your

9

bank account money?

10

UNIDENTIFIED SPEAKER: Equity.

11

TREY STINNETT: Equity in a property is money,

12

okay? So this is going to be a shift for you, is

13

thinking about money as something other than that

14

stuff in your bank account, because for the most part

15

most of us are raised, we go to school, we get good

16

grades, and if we can, we go to college so we can go

17

out and get a good what?

18

UNIDENTIFIED SPEAKER: Job.

19

TREY STINNETT: A good job. And then what is a

20

job? What does a job even stand for? (Inaudible).

21

J-O-B, just over broke, right? And the problem is is

22

that you basically get paid the value that you're

23

creating for the company, whether or not that is the

24

most value you are personally capable of creating in

25

this world or not.
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In other words, most of you are underpaid, but

2

you are not underpaid for the role you're in. You're

3

just in the wrong role. So you have got to shift into

4

something that pays you what you're freaking worth.

5

And so the problem is when we go out and we get these

6

jobs and they didn't teach us how to start businesses;

7

they didn't teach us how to be able to have and manage

8

our investments. They taught me four years of

9

Spanish. I don't remember any of it. They didn't

10
11

teach me one year of money, not one class.
Did anybody here get taught how to invest in

12

real estate when you were in high school, stocks,

13

manage credit card debt, any of this stuff that we

14

need to know how to do as adults? No, right? So

15

we're left to kind of figure that out on our own.

16

So I congratulate you for even being here

17

because most people don't do this stuff. Most people

18

on a Friday are out doing what? Working, right? Or

19

maybe they're retired or whatever, but they're not

20

here. They're not investing in themselves, which is

21

something you guys are doing.

22

So the shift you have to make is to understand

23

that you make your money when you buy, which means,

24

rule number one -- please go ahead and open your

25

spiral notebook to the inside page, it's blank, and
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1

it's a good place to go ahead and write your name in

2

case you accidentally leave them in the room. On that

3

first page, please write, "Rule Number 1 of real

4

estate: Never pay retail." Never pay retail. What

5

does that mean?

6

It means, well, if you go down and ask a

7

realtor, hey, I want to find a property at $350,000,

8

something like that, what kind of neighborhood are

9

they going to take you to? Properties at 375 to 400,

10

right. So they're always going to take you to a

11

little bit above what your price range is. So when I

12

say never pay retail, I'm talking about buying stuff

13

with equity in it. When I buy property below its

14

current value, when did I make the money?

15

UNIDENTIFIED SPEAKER: When you bought it.

16

TREY STINNETT: The moment I bought it. Now,

17

when I sell it might be when I collect dollars to my

18

bank account, but the money was made when I bought it

19

right, meaning if you buy it wrong, there's not

20

really -- you can't cut corners to somehow make up for

21

lost time, okay? You have got to do the deals the

22

right way. So do it the right way, you will make

23

money, and we've talked about FMV.

24

All right. So how do I establish my

25

after-repair value on a property? How do I come up
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1

with my ARV?

2

UNIDENTIFIED SPEAKER: CMA?

3

TREY STINNETT: What does CMA stand for?

4

UNIDENTIFIED SPEAKER: Comparative market

5
6
7

analysis.
TREY STINNETT: Comparative market analysis.
What is a comparative or a comparable property?

8

UNIDENTIFIED SPEAKER: (Inaudible).

9

TREY STINNETT: All right. Let's do it one by

10

one. So what makes a property a comparable property?

11

So let's go ahead and draw a map here -- and just a

12

little disclaimer for the weekend. I've been doing

13

this for a while, so sometimes it goes smoothly, and

14

sometimes I'm also like ADD, so I chase a squirrel or

15

I forget what I'm talking about or I'll sputter or do

16

something stupid, but -- I'm a real estate investor,

17

not really a public speaker, but they gave me a tie

18

and told me to wear it, so I'm good.

19

So what was I talking about? I was talking

20

about ARV. So let's say that I bought a piece of

21

property that I found that I think is a good deal.

22

It's for sale, it's right here (indicating), and I

23

pull comps. "Comps" stands for comparable -- please

24

write this down -- sales, not comparable listings. So

25

if you're going off of Zillow's "Zestimate" or Trulia
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1

or something like that, a lot of times the number

2

you're getting is what properties are going for, not

3

what they went for.
The number that's the most important to me is

4
5

the property's value when it actually sold. That

6

makes sense, doesn't it, because if it hasn't sold,

7

then I don't have my safety, which is the first part

8

of my investor's creed.
So let's say I have this house here. I go down

9
10

to a realtor and I say, I need to pull some comparable

11

sales. Can you show me houses that have sold in the

12

area around the one that I want to buy? He goes,

13

sure. There's this house here, this house here, and

14

pulls up a map with all of these little houses on

15

there that have sold, and I've got to distill which of

16

these are actually going to have a similar property

17

value to that green one. That's what running comps

18

is.

19

So in order to do that, I am going to have to

20

look at a couple of different characteristics. You

21

mentioned one of them, is square footage. So you'll

22

see me this weekend put a little square with a line

23

through it. That is the international symbol for

24

square footage. How close do the square feet of my

25

property need to be? I'll just go ahead and write it
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1

out. How close do the square feet have to be?

2

UNIDENTIFIED SPEAKER: Pretty close.

3

TREY STINNETT: As close as possible, okay?

4

One hundred square feet, I want it that tight, okay?

5

So please write in your notes around 100 square feet.

6

So that means if I've got a subject property at 1700

7

square feet, how big can I compare to?

8

UNIDENTIFIED SPEAKER: 1800 square feet.

9

TREY STINNETT: 1800. And how low can I go?

10

UNIDENTIFIED SPEAKER: 1600.

11

TREY STINNETT: Sixteen. So it's about a

12

200-foot spread, but I'm going to go into the square

13

footage, okay?
Number two, what else? What else goes into

14
15

comps?

16

UNIDENTIFIED SPEAKER: (Inaudible).

17

UNIDENTIFIED SPEAKER: How many bedrooms and

18

bathrooms it has.

19

TREY STINNETT: Bedrooms and bathrooms, okay.

20

UNIDENTIFIED SPEAKER: Yeah, bedrooms.

21

TREY STINNETT: How close is that going to be?

22

UNIDENTIFIED SPEAKER: Close.

23

UNIDENTIFIED SPEAKER: Exactly the same.

24

TREY STINNETT: You want it the same. You want

25

it to be the same. The one exception I will make here
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is let's say I've got a three-bed/two-bath house, and

2

I find a comp that is a three-bed/1 1/2-bath. Is that

3

still two toilets? Is it still two mirrors? Okay,

4

anybody here ever have a teen-aged daughter or a

5

teen-aged sister, okay? You know what bathrooms are

6

for in the mornings, right? They're not for boys.
My sister would not let me in the bathroom. So

7
8

that extra bathroom might make a big difference to a

9

family, okay, and maybe not so the tub or the shower,

10

okay? And you say, well, there's no way those are

11

going to be worth the same. You're correct, but is a

12

3/2 going to be worth at least as much, or more, than

13

a 3/1 1/2? Yes.

14

So am I still covered by the investor's creed,

15

part one, safety? Yes. But I wouldn't compare it to,

16

say, a 3/2 1/2, because now that's a whole bathroom.

17

Even though it may not have the toilet or -- it may

18

not have the shower, it still has the toilet, the

19

sink, and the mirror. Does that make sense to you

20

guys?

21

UNIDENTIFIED SPEAKER: Um-hum.

22

TREY STINNETT: So we are still going to go on

23

the safety realm, so 100 square feet, and it has to be

24

the same or within half a bath down, half a bath down.

25

What else?
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UNIDENTIFIED SPEAKER: Year built.

2

TREY STINNETT: Okay, age, so the year the

3

property was built. How recently does the property

4

that I'm looking at have to be compared to the one

5

that I'm buying or the ones that have sold?

6

UNIDENTIFIED SPEAKER: Within five years.

7

TREY STINNETT: What's that?

8

UNIDENTIFIED SPEAKER: Within five years.

9

TREY STINNETT: Within five would be wonderful.

10

We would go up to ten.

11

UNIDENTIFIED SPEAKER: Um-hum.

12

TREY STINNETT: Okay. So with Tarek and

13

Christina's formula, we go up to ten years, ten years

14

up, ten years down, with the one exception being if

15

it's before 1950, they're all the same, okay? So 1920

16

built, 1910 built, 1948 built, I comp them all the

17

same.

18

Let me ask you this: Do you think that no

19

matter what year it was built, if it was built before

20

1950, does it need new electricity, new wiring, new

21

plumbing? It basically needs a new inside. So no

22

matter how you look at it, they all comp out the same.

23

And back then, they didn't do track housing,

24

boom-boom-boom-boom-boom, right? Every house was a

25

custom-built house. So it's a little bit different
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comping on the older side of it. So when it's before

2

1950, we'll go all the way back; however, after 1950,

3

it has to be within ten years, all right?

4

What else?

5

UNIDENTIFIED SPEAKER: Lot size.

6

TREY STINNETT: Lot size will factor into it if

7

it is an abnormally large lot; otherwise, we're just

8

comping the house. So we will leave that one off, but

9

here's what I do if there's a large lot, and that is

10

that I will comp the acreage value on top of the

11

house, so I will do them separately. Otherwise, it's

12

very difficult to find one that has the same square

13

footage on the acreage.

14

What else?

15

UNIDENTIFIED SPEAKER: When it was sold.

16

UNIDENTIFIED SPEAKER: (Inaudible).

17

TREY STINNETT: What's that?

18

UNIDENTIFIED SPEAKER: When it was sold.

19

TREY STINNETT: When it was sold? Okay, so

20

this would be what I call recency. How recently does

21

it have to have sold?

22

UNIDENTIFIED SPEAKER: Within a year.

23

TREY STINNETT: That's too far. How long did I

24
25

say is your target for a flip?
UNIDENTIFIED SPEAKER: Sixty to 90 days.
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TREY STINNETT: Ninety days, right? So I want

1
2

to go with 90 days, because that's my target for my

3

flip. If I am going to be exiting within 90, then I

4

can really only go back 90 to figure out what have

5

properties in the last three months gone on, okay?
Now, I will -- if I can't find within 90, I

6
7

will go out to six months, but I'd rather not. When I

8

say I would rather not, what I mean is if I've got

9

enough comps at 90 days, I am not going to pull

10

anything in past 90 even if it makes my numbers look

11

better, because remember, the investor's creed is what

12

first?

13

UNIDENTIFIED SPEAKER: Safety.

14

TREY STINNETT: Safety, okay. So I want to

15

know the most recent numbers because that's the safest

16

number, okay?

17

What else?

18

UNIDENTIFIED SPEAKER: Amenities, like garage.

19

TREY STINNETT: Okay, amenities, garage, things

20

like that, and that would fall under condition, okay?

21

What's the condition of the home? What condition do I

22

want my property to be in?

23

UNIDENTIFIED SPEAKER: Livable.

24

TREY STINNETT: Okay. So I'm buying this

25

property, and I'm trying to figure out what will the
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1

property be worth at what point in my deal?

2

UNIDENTIFIED SPEAKER: At the end.

3

TREY STINNETT: At the end. ARV stands for

4

after what?

5

UNIDENTIFIED SPEAKER: Repair.

6

TREY STINNETT: Repair. So what do my comps

7

need to be?

8

UNIDENTIFIED SPEAKER: After repair work.

9

TREY STINNETT: After repair. In other words,

10

all of my comps need to be rehabbed houses or at least

11

updated. What's the difference between rehabbed and

12

updated?

13

UNIDENTIFIED SPEAKER: Rehabbed means

14

(inaudible), you know, a lot of mechanical --

15

TREY STINNETT: A lot more work in a rehab,

16

yeah. So the way I think of it is this. Updating is

17

like, I don't know, you go get your face done, okay,

18

cosmetics, maybe you get a little augmentation or

19

whatever, okay? Rehab is Lindsay Lohan. It's a whole

20

other conversation. Two completely different worlds.

21

But at the end of the day, when a homeowner is

22

looking to buy a house, they want something that is --

23

that feels new, that's nice. They can't quite afford

24

a new home. They want something that has the granite

25

countertops, the stainless steel appliances, the
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1

backsplashes, the ceramic tile. They don't want to

2

see wood paneling, popcorn ceilings, and anything with

3

gold plating on it anywhere in the house. Are we

4

clear on that?

5

Okay, so that's updating. Rehabbing, you're

6

taking down walls and stuff. So I ideally like rehabs

7

because that's what I'm going to be doing. I'm not

8

just going to go in and update a house. Lipstick on

9

the pig is not my approach, okay? For that reason, I

10
11

want it to be a rehab house.
What else? What are we missing? One, two,

12

three, four, five -- one more. I think someone

13

actually said it.

14

UNIDENTIFIED SPEAKER: Location?

15

TREY STINNETT: Location. Location. Okay, how

16

close does it need to be?

17

UNIDENTIFIED SPEAKER: (Inaudible).

18

TREY STINNETT: Same neighborhood. Same hood,

19

all right? We have got to be smart about this.

20

Sometimes properties aren't always in a neighborhood,

21

right? Sometimes they're separated and out on a

22

county road or something like that, and so in those

23

examples, I will go to -- so this is a less or equal

24

to -- 0.5 miles. So I will go up to half a mile to

25

establish my location, all right?
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We have got to use a little common sense here.

1
2

Let's say that this is my map of all the properties,

3

and my realtor sends me over these comps, and I go

4

ahead and I draw my half-mile, and my half-mile goes

5

right here, across here, through here. All right. So

6

how many have we eliminated?

7

UNIDENTIFIED SPEAKER: Five.

8

TREY STINNETT: Five, okay. So right out of

9

the gate we already know, based solely on location,

10

these guys are not going to be comps to where we want

11

to go. That leaves us one, two, three, four, five.

12

There's still, like, five left or six left, okay, but

13

what happens if I've got, let's say, one of these guys

14

here? What's that?

15

UNIDENTIFIED SPEAKER: A railroad track.

16

TREY STINNETT: A poorly drawn railroad track,

17

yes. That's what it is. So let's say I've got a

18

railroad track there. Are those going to still be

19

comps?

20

UNIDENTIFIED SPEAKER: Un-huh.

21

TREY STINNETT: No. Why? Because they're on

22

the --

23

UNIDENTIFIED SPEAKER: Other side of the --

24

TREY STINNETT: -- other side of the tracks.

25

It could be a nicer neighborhood, could be a less nice
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1

neighborhood. Whether it's train tracks or it's a

2

large road, a four-lane highway, or maybe even like a

3

superhighway, something like that, that could

4

completely change the energy of an area. Can we all

5

agree with that?

6

UNIDENTIFIED SPEAKER: Um-hum.

7

TREY STINNETT: I live in Austin, Texas, as I

8

mentioned earlier, and we have a road that cuts

9

through the middle of our city called I-35. It

10

happens to connect Mexico to Canada. It's kind of a

11

big thing. That being said, if you have a house on

12

the west side and a house on the east side, you could

13

probably, if you had a pretty good arm, throw a

14

baseball from one and hit the other one. The

15

difference, though, on the exact same house is

16

$100,000 because of one road, okay, east versus west.

17

And so that's going to be part of what you

18

understand in this business, is that if there's a

19

commercial development, if there's any sort of

20

separation of the energy from one neighborhood to the

21

next, that will cut off a half-mile response. So now

22

we've boiled this down to one, two, three, four

23

potential properties, okay?

24
25

Now, let's say that among these, the properties
are, I don't know, 200 and -- let's say this one's
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1

260, this one is 270, this one is 265, this one is

2

280, this one is 2 -- oh, that's on the wrong side,

3

all right, so -- all right. So I've got myself one,

4

two, three, four properties. How do I figure out what

5

mine's worth when they're that different in price?

6

Add them up and divide it by four. What do we call

7

that?

8

UNIDENTIFIED SPEAKER: Averages.

9

TREY STINNETT: Average. Okay, so we are going

10

to take the average of these four properties. Now,

11

some people will argue with me on that. They'll say,

12

well, hold on a second, Trey, my appraiser said that

13

they based the property's value on the price per

14

square foot. Why aren't you doing price per square

15

foot? Because I'm not selling houses to appraisers.

16

Who buys houses? Homeowners. When a homeowner

17

walks into a house, do they walk in going, what is

18

this per square foot, or do they walk in asking, how

19

much is this house? They're asking how much the house

20

is. So when they go out that day to look at

21

properties in that neighborhood that they're

22

interested in, because it's in the right school

23

district, it's the right number of bedrooms,

24

everything else meets their criteria -- in fact,

25

homeowners aren't even actually looking at the price
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1

of the house. I mean, what are they actually basing

2

their purchase off of?

3

UNIDENTIFIED SPEAKER: (Inaudible).

4

TREY STINNETT: The mortgage payment. Can I

5

afford the mortgage payment, right? If you get my

6

interest down an extra 1 percent, I'll pay you an

7

extra hundred grand for your property. They're not

8

looking at -- they're price-flexible. Their monthly

9

payment is what they're looking at, because they are

10
11

going to finance the house 99 percent of the time.
So for that reason, I want to think from their

12

perspective. They are going to walk into the house

13

and they are going to want to buy based on a price for

14

the house, not a price per square foot. And the

15

reason why this is so important -- and Tarek talks

16

about this all the time -- is a lot of new investors

17

will make the mistake of thinking, because of price

18

per square foot, that they can go add square footage

19

to a house and make more money that way; go spend $50

20

and make back a hundred.

21

Unfortunately, unless you're adding a bedroom,

22

that's not going to happen, okay, in which case you're

23

not getting the money back from adding square feet.

24

What are you getting your money back from? Adding a

25

bedroom, right? So now you're in a different
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1

classification. Now you're in a 4/2 situation or a

2

4/3, something like that.

3

Is this kind of making sense for you guys? Are

4

you following me? I know it's early on a Friday

5

morning.

6

Okay. So several things that go into our ARV.

7

Here's an example of a house here. This is actually

8

one of my students, Brian, one of his deals. I'll

9

show you guys my deals throughout the weekend as well,

10

but I find it to be more powerful when I show you your

11

own deals. You guys are good with that?

12

I love when I have a student that sends me an

13

email with pictures of houses and flips they did. In

14

fact, how many of you think it would be cool with me

15

presenting one of your deals up here in the next few

16

months? Wouldn't that be kind of cool?

17

So this is one of Brian's deals. He's out in

18

St. Louis, Missouri, and I'm going to go ahead and

19

show you guys some before pictures. You can kind of

20

see it, the screen's kind of washed out, but those

21

floors, they are hardwood floors. They are real wood.

22

They just kind of are scuffed up and stuff. So what

23

will you do with those floors?

24

UNIDENTIFIED SPEAKER: Put on a new finish.

25

TREY STINNETT: Are you going to pull them out?
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1

Are you going to carpet over them? Man, nothing blows

2

my mind more than when I buy a house and I pull carpet

3

up and there's wood under it. I'm, like, what were

4

you thinking, man? You are correct. I am going to

5

refinish them, all right? So buff them down, put on

6

new polish, refinish them.

7

The walls need to be painted in this house. In

8

fact, how many houses -- how many of our houses do you

9

think we paint?

10

UNIDENTIFIED SPEAKER: All of them.

11

TREY STINNETT: Every single one of them, bar

12

none, no exception. It's one of those things, you're

13

like, yeah, well, the house was painted by the

14

homeowner six months ago or whatever. That's

15

irrelevant, man. Did you ever buy or go shopping for

16

a new car? You hop in the car, what's the first thing

17

you notice?

18

UNIDENTIFIED SPEAKER: New car smell.

19

UNIDENTIFIED SPEAKER: The smell.

20

TREY STINNETT: New car smell, right? You hop

21

in a used car, there's no new car smell, unless they

22

sprayed, like, headache-inducing chemical stuff,

23

right? But there's no new car smell. Now, you don't

24

necessarily hop into a used car and go, where's the

25

new car smell? It's one of those things that you only
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notice when it's there.
When you go into a house that's been freshly

2
3

painted, you notice. You know there's a certain look

4

to it. The paint looks clean. The whites are

5

brighter when they are first painted than they are

6

later on after they have had some time on them, and

7

you smell it.

8

So you know Home Depot makes a special type of

9

paint you can use when you're pregnant. It has like a

10

lower VO2 on it. Don't use that crap, okay? It's not

11

stinky enough. You want to use the smelliest paint

12

you can, so when people walk in the house, they get

13

that new house smell, all right, and there's a certain

14

feel to it. So we paint 100 percent of our houses

15

inside and out, okay? Obviously we don't paint the

16

outside of the house if it's brick, but if it is a

17

house that requires paint, paint it.
The bathroom, what are you going to change

18
19

here?

20

UNIDENTIFIED SPEAKER: (Inaudible).

21

TREY STINNETT: Everything. Come on, you got

22

to save some money, you want to replace that shower

23

curtain? There's one thing in a bathroom I will keep.

24

UNIDENTIFIED SPEAKER: The vanity.

25

TREY STINNETT: Nope.
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UNIDENTIFIED SPEAKER: The toilet.

2

TREY STINNETT: Not the toilet, man, not the

3

sink. Anybody ever try to take a cast-iron tub out of

4

a house --

5

UNIDENTIFIED SPEAKER: Heavy.

6

TREY STINNETT: -- in one piece? Good luck.

7

It always comes out in multiple pieces or it bangs up

8

the walls on its way out. At the end of the day, it's

9

going to cost you less money to reglaze that tub than

10

it would to try and pull it out or replace it, and the

11

good news is, as far as design trends go right now,

12

nobody's taking the tubs out. So it still looks like

13

a perfectly rehabbed house even with the old tub in

14

there; however, that surround's got to go, okay? We

15

have got to put in tiles and things like that.

16

All right. So let's go ahead and keep rocking

17

on that deal. Does that look a little bit nicer, by

18

the way?

19

UNIDENTIFIED SPEAKER: Oh, yeah.

20

TREY STINNETT: Yeah, a wee bit. This is

21

another one of Brian's deals. What stands out?

22

UNIDENTIFIED SPEAKER: (Inaudible).

23

UNIDENTIFIED SPEAKER: (Inaudible).

24

TREY STINNETT: Staging. What is staging?

25

UNIDENTIFIED SPEAKER: Four pillows and -For The Record, Inc.
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TREY STINNETT: Yeah, when you put stuff in the

1
2

house, beds and things like that. So not typically

3

something that you would sell, but why do we stage

4

houses?
UNIDENTIFIED SPEAKER: To make people relate to

5
6

them.
TREY STINNETT: Yeah, because it feels more

7
8

like a home, right? So when you go looking for a

9

property online and you're clicking through all the

10

available houses that meet your criteria, you don't

11

want to see just a bunch of empty shelves. It doesn't

12

give it that luxe and that sex appeal, right?
However, when somebody actually walks out and

13
14

goes through a house, do you think they're normally,

15

like, trying to go around furniture and stuff like

16

that or do you think they want to walk through and

17

say, okay, that's where I'm putting the armoire,

18

that's where I'm going to put, you know, Edie's

19

bedroom, and this is where I'm going to do that, and

20

they're actually specifically looking at what they

21

want to do with their own stuff. So how do we handle

22

that?

23

I think it's possible as a teacher that I

24

sometimes learn from my students. So I learned this

25

from Brian. This is kind of fun, one of the reasons I
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love coming out here and doing this. So he in his

2

first year did 40 flips.

3

UNIDENTIFIED SPEAKER: Ooh.

4

TREY STINNETT: 4-0, 40. Is that pretty good?

5

UNIDENTIFIED SPEAKER: Yeah.

6

TREY STINNETT: Yeah. That's like top probably

7

5 percent of house flippers out there, 40 deals his

8

first year. And he told me, he goes, you know, when

9

you're doing 40 deals, you don't want to buy 40 beds,

10

50 beds, you know, all these different sizes. So he

11

will actually completely stage the property, have

12

professional photos taken, and then take all of the

13

staging stuff out and go to the next house and do it

14

again, because if you're doing 40 houses in one year,

15

do you think you're juggling more than one at a time?

16

Yeah, he's juggling about eight to ten properties at

17

any one time, okay?

18

Now, that's a business. That's not a real

19

estate investor kind of hobbyist on the side, dipping

20

their toes in the water, seeing what works. That's a

21

guy that made this a serious thing, and he literally

22

has a storage facility where he keeps all of his

23

different staging equipment, and then his contractors

24

will come and they'll get it and they'll put it into

25

the house. Then they'll arrange it for those folks.
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 52

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 54 of 417
53
1

So if you go on MLS in St. Louis, you'll see

2

this same bed in, like, four different houses. It's

3

kind of hilarious, but no one really notices that,

4

because they're in different models of houses and

5

different sizes and stuff like that.

6

So this is a final little twist there. I did

7

have a student once say, I know a way to save more

8

money; you can photoshop everything in. Guys, can

9

people tell when you photoshop something? Yes, they

10

can. Okay, we're not quite to that level of CGI yet.

11

If you can, you shouldn't be in real estate. You

12

should be in Hollywood or something, okay?

13
14

Uh-oh, that was in the back over here, big
trouble, but --

15

UNIDENTIFIED SPEAKER: It's not mine.

16

TREY STINNETT: Oh, it's not yours, okay.

17

You'll notice kind of -- you can't really see

18

it in the light. Can you guys see the dimension on

19

that door? So it's not a flat-panel door. So we

20

don't use the flat-panel doors. That, again, dates

21

the property. Having the dimension on the doors, it

22

doesn't make them necessarily that expensive. A lot

23

of them are still very hollow, but they work.

24
25

The staging here is done really well. You can
stage it yourself, you can hire somebody to stage it,
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that's completely up to you, the way you want to do

2

that. I would hire somebody. I'm just -- I don't

3

have the mind, just walking through a property, just

4

to visualize it and make it happen. If you can do

5

that -- Brian can do that because he's fabulous with

6

that kind of stuff. You will always notice it's one

7

of Brian's deals because you'll see, like -- what is

8

that, leopard? zebra?
UNIDENTIFIED SPEAKER: Oh, yeah.

9

TREY STINNETT: There's always some sort of

10
11

zebra in there or something like that.
Okay. So you'll notice the granite

12
13

countertops, glass backsplash, hardwood floors or

14

ceramic tile. Even though this isn't a huge house,

15

it's a level one rehab, even on our level ones, we

16

still do granite. So there's not going to be a

17

Formica house. There is not going to be using cruddy

18

materials, because at the end of the day, we're

19

selling these houses to homeowners, and we want to be

20

proud of the work that we're doing. Does that make

21

sense?

22
23

So the way this number penciled out is it was a
$55,000 purchase price. Is that pretty cheap?

24

UNIDENTIFIED SPEAKER: Yeah.

25

TREY STINNETT: Is that a crappy house or a
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2
3
4

different part of the country?
UNIDENTIFIED SPEAKER: Different part of the
country.
TREY STINNETT: Different part of the country.

5

So this weekend I will show you some deals that are

6

numbers that you would find around here, but I'll also

7

show you some deals that might be a little bit lower,

8

a little bit higher. This property had a 17-5 repair

9

budget, 2,500 in carrying costs, 75K all-in. He sold

10

it for 115, a nice little tidy profit, and 90 days,

11

key to key.

12

What's "key to key" mean?

13

UNIDENTIFIED SPEAKER: (Inaudible).

14

TREY STINNETT: Closing to closing, right? So

15

when you go to closing and you buy the property, you

16

get a key. When you go to closing and you sell the

17

property, you give a key. So key to key, 90 days,

18

made a profit of 40K. How many of you would be okay

19

with a $40,000 profit on your next flip?

20

UNIDENTIFIED SPEAKER: Yeah.

21

TREY STINNETT: You all right with that? So

22

that's a pretty average flip, $40,000. You can get

23

higher than that in your market, but you have just got

24

to remember that ARVs are different in different parts

25

of the country. This is $115,000 house. Out here,
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2

this house would probably be about 230K.
Anybody know what the median house price is

3

in -- where I live in Austin? About 360, a little bit

4

higher than here. Anybody know what it is in Los

5

Angeles? 580. Anybody know what it is in San

6

Francisco, the same house? 1.2. A house you pay 270

7

for here, they get 1.2 for in San Francisco. The

8

difference is their median household income is, like,

9

118,000. They make a little bit more money out there.

10

That's supply and demand.

11

So different real estate in different parts of

12

the country. You could make more money in your market

13

than you can in other areas, which is great, and you

14

may say, well, man, I would love to get 20 percent of

15

a San Francisco flip. Yeah, but it might take you

16

nine months, all right, because it's a lot easier to

17

find a buyer at 270 than it is to find a buyer at a

18

million bucks. So we will talk about that a little

19

bit more throughout the weekend as well.

20

The reason ARV is so important is it puts you

21

in control, it gives you a competitive edge, and

22

you're not just dependent on realtors to give you your

23

information.

24
25

All right. A couple quick reminders, guys.
Number one, they brought out these little noisemakers,
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a glass screen, whatever. What do we call these?

2

UNIDENTIFIED SPEAKER: Cell phones.

3

TREY STINNETT: Cell phones. On the side,

4

you'll find a little button that allows you to put it

5

on vibrate. If you would take this moment right now

6

to go ahead and put your phone on vibrate, I would

7

appreciate it, or silent or turn it off. I do realize

8

that many of you are business owners. If you have to

9

take a phone call or a text message, please step

10
11

outside the room to do so.
A couple reasons for that. First, one I

12

already covered. I have ADD, so if something happens,

13

I'm going to chase that squirrel, I promise you. It

14

will happen multiple times this weekend. The second

15

reason, obviously, why do we put our phones on vibrate

16

at events like this?

17

UNIDENTIFIED SPEAKER: Respect.

18

UNIDENTIFIED SPEAKER: Less distraction.

19

TREY STINNETT: Because it feels good when it

20

goes off, man, obviously. So put it on vibrate, stick

21

it onto your lap, and we'll all enjoy it, okay?

22

So, number two, no recording devices. I see a

23

couple of laptops out. That's technically not allowed

24

here. I'm going to not care. You guys do what you

25

got to do. Just no recording on that. If you're fine
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with that, we're good. Cell phones also have

2

recorders on it. None of that. I used to say record

3

this event because you are going to learn a bunch and

4

I want you to take away as much as you can, and then

5

we found one of our events on YouTube.

6

UNIDENTIFIED SPEAKER: Oh.

7

TREY STINNETT: So one bad apple ruins it for

8

the bunch. Is it fair to you guys to pay two grand to

9

be here and somebody else get this stuff for free on

10

the internet for nothing? No, not to mention I'm

11

going to teach you stuff that is absolutely legal to

12

do here in this area that you can't do in other areas

13

of the country, like, say, for example, a lease option

14

in Texas. The way I'm going to teach you this weekend

15

doesn't work in Texas. So what if somebody on YouTube

16

was in Texas and listened to that audio and then went

17

and did something wrong and they get in trouble and

18

they could sue who at any time?

19

UNIDENTIFIED SPEAKER: You.

20

TREY STINNETT: Yeah. So, please, no

21
22

recording.
Number three, questions. No questions all

23

three days. Number four -- sorry. So I do have to

24

definitely answer your questions. If you guys have

25

questions, let me know. Here's how I'd like to handle
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it. In a room this size, as you can imagine, if every

2

one of you were given 20 minutes to ask a question, I

3

wouldn't say anything all day and we would be here

4

until midnight. So for that reason, here's how I

5

would like to handle it.

6

If you have a question, please raise your hand.

7

Wait for me to call on you. Some people go, like,

8

hey, Trey, I -- and I'm, like, raise your hand.

9

You're, like, I did. That doesn't count, okay? You

10

have to actually wait, and here's the reason for that.

11

One, the ADD thing, but two is I'm probably about to

12

answer your question anyway because I just opened a

13

Pandora's box that I'm then going to close; however,

14

if I don't answer your question and I haven't called

15

on you, please write your question down in case I

16

missed it.

17

If I do call on you, please keep your question

18

germane to the subject at hand. In other words, if

19

we're talking about flips, don't ask a question about

20

rentals. We will get to the rental section when we

21

do. If your question is about a specific deal or your

22

personal situation or something like that that's not

23

necessarily going to help the whole class, then please

24

save those for the breaks, and I'm more than happy to

25

sit down with you.
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I know a couple of you already have deals

2

you're working on. I told you I'm happy to look over

3

those deals with you. So is Kyle. He will look at

4

them as well. He's my business partner in Austin.

5

How many of you met Kyle this morning?

6

(Show of hands.)

7

TREY STINNETT: Back there, that's Kyle. So

8

Kyle's my business partner in Austin, Texas. He's an

9

incredible real estate investor. He can look at your

10

deals. Derrick also, we're doing some stuff with him

11

right now. Amber is really good at real estate, too.

12

All of us can look at your deals. So bring your stuff

13

in. We're happy to look at it, happy to answer your

14

questions. My only request is that you just keep them

15

subject to what we're talking about.

16

Next, no soliciting. I know this would never

17

happen in D.C., but every now and then I have somebody

18

that comes out to my event and they've got a special

19

gogi berry juice that will kill cancer and fix your

20

knees or they've got prepaid meal services or they're

21

a wholesaler or they're a realtor and they think,

22

well, man, two grand's cheap for me to come out here

23

and find a bunch of clients.

24
25

Guys, did you come here to learn or to buy
something from the person sitting next to you?
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UNIDENTIFIED SPEAKER: To learn.

2

TREY STINNETT: To learn. And I used to not

3

care about this. In fact, I used to have you guys

4

create a class list so you could all keep in touch

5

with each other. I now do not even allow a class

6

list, and the reason is because I had a lady -- you

7

guys are a pretty young class, I don't see anybody in

8

their seventies -- but we had a lady in her seventies

9

in my class. Her husband had passed away. She had

10

350K to her name. She made a class list. I didn't

11

care.

12

She called the company complaining about six

13

months later that she had given about half of that

14

money to a guy she had met in the class to do a deal

15

and has not heard from him since, okay? So I don't

16

want you guys to be suspicious of each other or

17

whatever. I want you to get along this weekend, but

18

is it safe and fair for me to just not allow

19

networking at this event?

20

Okay. Now, at our higher levels and stuff, we

21

don't care, but at this level, it's because I

22

understand two grand is a commitment, but it's not too

23

much for somebody to come to just want to sell

24

something, okay? So that being said, I don't think

25

any of you are going to do that, so we're good. If we
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do see business cards passed or anything like that, we

2

may ask you to leave.

3

Next, one book. You guys all have one of these

4

on your desk. It looks like this. Inside of here is

5

a lot of good information on real estate. Do you

6

think you should probably read this at some point?

7

Awesome. Do you think it would be pretty boring if I

8

sat here and read you a book for three days?

9
10

UNIDENTIFIED SPEAKER: No.
TREY STINNETT: It would be. I'm not going to

11

read you this book for three days, okay? I will

12

reference the material in here. I'll tell you what

13

page to turn to. I am going to bounce around. I am

14

not going to go page by page by page, because I wasn't

15

in charge of the order that this goes in, and I was in

16

charge of the order that this goes in.

17

So I made this flow the way that I believe will

18

give you the best results out of this weekend, but we

19

will bounce around in here. The stuff that I don't

20

cover, make sure you read it at some point, okay? But

21

you've all got those, which is great.

22
23

Next, bring a partner. How many of you are
here solo this weekend? Who's solo?

24

(Show of hands.)

25

TREY STINNETT: Okay. And how many of you,
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your spouse is not here?

2

(Show of hands.)

3

TREY STINNETT: Okay. Do you think that it's

4

possible that two months from now you might have a

5

deal on your plate, and you're about to sign on a loan

6

for $400,000 or something, and your spouse might go,

7

what you doing? They might want to understand why

8

you're about to sign on that loan, okay? It's

9

important that they have your back in this business.

10

Now, I'm not asking you to necessarily make

11

your spouse your business partner. I know that's not

12

exactly the perfect situation for everybody. That

13

being said, though, they need to be able to have your

14

back, and if they're not here learning what you're

15

learning, they don't understand the reasoning behind

16

what you're doing. Even though they may not be

17

involved in the business, they absolutely will be into

18

your business when it comes time for you to start

19

making those offers.

20

So I highly recommend that you bring your

21

spouse tomorrow, or if you have a business partner or

22

somebody who's going to be funding your deals and

23

they're not here, they need to know what you know. I

24

would also recommend bringing them tomorrow, okay?

25

Let me be clear about this. I'm not telling
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you to bring your whole Sunday school class tomorrow,

2

okay? If you left your spouse at home, though, I will

3

make some extra seats available for those people.

4

Just let Kyle know before you leave today that you

5

will be bringing somebody tomorrow, and we will pencil

6

them in, okay? Those are all my reminders for the

7

weekend. So let's keep rolling.

8
9

A question for you guys. Why are you here?
Why did you guys come here?

10

UNIDENTIFIED SPEAKER: Make a lot of money.

11

TREY STINNETT: I like that answer, make a lot

12

of money. All right, what else?

13

UNIDENTIFIED SPEAKER: To learn.

14

TREY STINNETT: To learn some stuff. It's

15

probably a good idea to learn. How many of you value

16

education?

17

(Show of hands.)

18

TREY STINNETT: Okay. How many of you also

19

understand that a lot of the education in this country

20

isn't that valuable, right? In fact, we're right here

21

in the center of the -- of the political sphere itself

22

where a lot of those ideas are handed down from on

23

high to what we should be doing in our local areas. I

24

would say that the educational system in this country

25

does little more than teach people how to read, write,
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and do a little bit of math, at the end of the day a

2

bunch of memorization of facts that have nothing to do

3

with what we need once we become adults.
Now, you can get upset about that, you can make

4
5

your life a campaign to fix that, or you can simply

6

change it in your own life and the people that are

7

around you. I believe that the most impact that we

8

can make as individuals is in the lives of the people

9

that we actually have interaction with, much more so

10

than trying to go and get Congress to change

11

something, because you guys know better than anybody

12

else how hard it is to do that.
So I find a lot of people come here for

13
14

different reasons. On page 5, I've listed out a few

15

of them. Number one, you get out of bad debt. How

16

many people would love to pay off all of your credit

17

cards in the next year or all of your bad debt?
To secure your future. How many of you came

18
19

here because maybe what you're doing right now does

20

not have the perfect retirement plan for you? Anybody

21

need to create your own retirement? Quite a few. How

22

many of you would like to retire in the next five

23

years?

24

How old are you?

25

UNIDENTIFIED SPEAKER: Twenty-one.
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TREY STINNETT: Why did you have to think about

1
2

it? So you want to retire at 25?
UNIDENTIFIED SPEAKER: Oh, I want -- yeah,

3
4
5
6

yeah.
TREY STINNETT: It's okay to say yes. Just say
yes, Gary.

7

UNIDENTIFIED SPEAKER: Yes.

8

TREY STINNETT: So I had a student -- he wasn't

9

one of my students. He was actually a student at the

10

same time I was, and he was at the time, I think, 26,

11

and he retired at 29. So I've seen people retire in

12

their twenties from this. Very rare, but pretty cool

13

to watch that happen.

14

By the way, I notice you guys are pretty young.

15

How many of you in here are under the age of 40?

16

Okay, if your hand wasn't up, don't worry about it,

17

but if your hand wasn't up, I have a question for you.

18

How much do you wish you were in this room at their

19

age? So those who are under 40, please pay attention

20

to that, all right? There's people in here that wish

21

they would have been in the spot you're in right now.

22

Whatever your reason for being here is

23

different from the person next to you, but the fact

24

that you're here means something about you that the

25

rest of our society doesn't really get, which is that
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if you want to have a different future, you have to

2

take control of it. No one else is going to give it

3

to you, right?

4

Number three, get out of the rat race. Who

5

wants to fire their boss? Anyone want to do that?

6

That's a good idea. Anybody here self-employed?

7

Self-employed people, you need to fire your bosses,

8

okay? You guys have the worst boss of all. Can you

9

call in sick if you're self-employed? Yes, he knows

10

if you're lying, man.

11

My dad was self-employed, so I was -- I was

12

raised by an auto mechanic. He fixed cars himself.

13

He owned the building that he fixed the cars in, and

14

everybody around us seemed to think he was super

15

successful, but in the family, we knew the truth. We

16

knew he had to take out loans to be able to just pay

17

employees sometimes. We knew that the car that he,

18

you know, was driving was older than the cars that he

19

was fixing. And then I watched that my whole life,

20

and we came to this class to fix that, to get him out

21

of that job, and for me -- to be able to give me a

22

brighter future than the direction that I was headed.

23

All right. Improve your lifestyle, who wants

24

to get the nice car, the fancy clothes, stuff like

25

that? You would be okay with that? Nothing wrong
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with lifestyle improvement.
And then, finally, who wants to be a

2
3

money-making machine? Yeah, I love that stuff.
Okay, so these are the reasons that people tell

4
5

us that they come out to these events. We know

6

there's four imperatives. Number one, within two

7

years, you double your income. Doubling your income

8

allows you to be able to quit your job without

9

noticing it.
Number two, pay off consumer debt. Notice that

10
11

I put the word "consumer" there. Why did I do that?
UNIDENTIFIED SPEAKER: Because you're not going

12
13

to pay your mortgage -TREY STINNETT: Is there more than one type of

14
15

debt?

16

UNIDENTIFIED SPEAKER: Yes.

17

TREY STINNETT: Do you think that there might

18

be debt involved in our business?

19

UNIDENTIFIED SPEAKER: Yes.

20

UNIDENTIFIED SPEAKER: Yes.

21

TREY STINNETT: Any business that is successful

22

uses debt to do so, because debt, although it is a

23

four-letter word to consumers, to business owners,

24

debt is the only way we're able to build anything.

25

They call this loans. They call it financing.
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Sometimes you can do fundraising, that's another

2

option besides debt, but if you do fundraising, who do

3

you now have to work for? Your investors. So no

4

matter what, if you have some debt, it's going to be

5

part of this game, but you want to have the right

6

type, not consumer debt.

7

Have $200,000 liquid within 24 months. Now

8

some of you may look at that in a room this size in

9

this part of the country and think, "I've already got

10

200 grand." Good for you. Add a zero, okay? Because

11

I've seen it, man. Sometimes people come out to

12

events like this and they go, I've got more money than

13

everybody in here. First of all, you don't, but even

14

if you did, are you where you could be? I know you're

15

not because you're sitting in this room. You want

16

something more. You want to create something bigger.

17

I have had people walk into my rooms, they've

18

already got 10 million bucks. I've had people come in

19

here and they're in a thousand departments, and they

20

still want to learn the way Tarek and Christina do

21

real estate, because they know -- because all

22

successful people know this -- you never stop

23

learning. You never get to a point where, oh, I've

24

got it figured out.

25

The biggest thing that I have to overcome with
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people that come into my rooms -- I can -- you give me

2

somebody that they want to make money, I can help

3

them. You give me somebody that they've made some

4

money, but they want to find a new way to do it, I can

5

help them. But you give me a complacent person who

6

thinks they've got it all figured out, and I just want

7

to know why they even showed up, because at the end of

8

the day, you can either have me go or you can make

9

some money. You've got to choose which one of those

10
11

it's going to be.
So these are the reasons we see most people

12

come out here, to develop seven to nine sources of

13

income. You guys are familiar with the concept of

14

multiple streams of income? How many of you are

15

familiar with the concept of multiple teams of income?

16

Ask any successful person. I don't mean, like, your

17

neighbor that makes 200 grand a year. I mean a truly

18

successful person who could walk away from their

19

business and it operates while they're gone, and they

20

will tell you that there's no such thing as multiple

21

streams without multiple teams.

22

UNIDENTIFIED SPEAKER: Um-hum.

23

TREY STINNETT: Someone has to look after your

24

investments. Someone has to make sure that they're

25

still growing. It's not set it and forget it. I'm
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not going to teach you how to build a rotisserie

2

chicken this weekend. I'm teaching a real estate

3

investment business, okay? So for that reason,

4

there's going to be multiple teams. You have to have

5

the right people in there.

6

I want to remind you guys, this is a workshop,

7

so I need to address this right now. I am going to be

8

up here talking for eight hours today, and then I am

9

going to get up and do it for eight hours tomorrow.

10

And then I'm crazy, so guess what I'm going to do

11

Sunday? I'm going to get up and do it again. If you

12

guys don't respond to me, this is going to be the

13

worst weekend of my life, okay? So far, you have been

14

pretty good, and I like that, but this is not a class.

15

This is a workshop, which means you have got to do

16

what?

17

UNIDENTIFIED SPEAKER: Interact.

18

TREY STINNETT: Work. Work, okay? Now, you

19

have probably heard of this before. This is the

20

(inaudible). We retain about 10 percent of what we

21

read, we retain about 20 percent of what we hear,

22

about 30 percent of what we see, but we retain 90

23

percent of what we do. How many of you have done this

24

in life, that you have learned best by doing? Full

25

immersion, right?
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Now, I'm not going to be able to take you guys,

2

like, through a house this weekend, to go look at

3

different things and run numbers and -- it's not going

4

to be like that, but I'm going to try and simulate

5

that as much as I can this weekend. I am going to

6

throw stuff at you. I want you to run the numbers.

7

Sometimes I am going to confuse you on purpose because

8

I want you to know that that's what it's going to be

9

like when you're out there. You are not going to

10

always have all the information perfectly laid out for

11

you on a piece of paper and say, here, do the math.

12

That being said, though, if you think the

13

person next to you is faster with a calculator than

14

you are, sometimes people start to get a little lazy.

15

Oh, he'll run the numbers. Run them anyway, even if

16

you're not the first person to the punch, because it

17

doesn't matter if you're first. What matters is if

18

you last. Does that make sense? That's what you do

19

on the deal, having the numbers and making the money,

20

and that requires you to work this. So participate

21

and you will get more out of it. In fact, the more

22

you put in, the more you what?

23

UNIDENTIFIED SPEAKER: Get out of it.

24

TREY STINNETT: The more you get out of it.

25

Do you guys know who that is right there? If
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you don't know who that is, that is a really weird

2

picture. That is Tony Robbins. So Tony Robbins --

3

has anybody been to a UPW or one of his events before?

4

UNIDENTIFIED SPEAKER: I'm going.

5

TREY STINNETT: You're going? You're going to

6

Chicago?
UNIDENTIFIED SPEAKER: No, we are going in

7
8

August. He's coming here.
TREY STINNETT: Oh, in D.C.? That will be

9
10

cool.

11

UNIDENTIFIED SPEAKER: Yeah.

12

TREY STINNETT: I highly recommend it. You

13

guys should go to one of his events, maybe soon. So I

14

went out to one of Tony's events. This was three

15

years ago, and I was sitting in the audience. Now, if

16

you have not been to one of his events, 10,000 people

17

show up, all right? And if you sit in the very back,

18

like nosebleeds, it's like a $500 ticket, and if you

19

sit in the very front, it's, like, a $3,000 ticket.

20

And then when you get there, they're like, all

21

right, here's your front-row seat, and there's 20

22

seats in front of you. And you're, like, who are

23

those for? It's his special group, called Platinum

24

Partners. It's $75,000 a year for the membership.

25

And so I'm at this event and I'm sitting up
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front. I paid to sit in the front seats because I'm a

2

sucker for that kind of stuff, man. I wanted to be

3

around those people. Just think about it, just the

4

fact that every person that was sitting in a seat

5

around me paid $75,000 to be in those seats, who am I

6

sitting next to?

7

UNIDENTIFIED SPEAKER: Winners.

8

TREY STINNETT: People that have money. I like

9

that word, "winners." People that could invest

10

possibly in real estate deals. I saw it as a

11

networking opportunity. So I'm sitting there. I

12

spent all this money to be there, and he asks this

13

question. He goes, what would your life be like if

14

you don't change something? Five years from now, what

15

will life look like if you don't do anything

16

different? Ten years from now, what will life look

17

like if you don't do anything different?

18

And everybody in the back of the room is like,

19

oh, my God, life will be horrible. And as you come

20

back towards the front of that room, there's a

21

different energy. People are kind of like -- well,

22

I'm sitting there kind of like that would be kind of

23

okay, right? And I was doing that, too, kind of

24

shrugging, but then I realized something. I don't

25

want to be like all these people. I don't want to
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shrug whenever somebody on that stage asks me,

2

obviously, why I'm not making a change in my life.

3

I spent thousands of dollars to sit here. Am I

4

going to sit here and think, oh, I'm better than all

5

these people because they have less than me or am I

6

going to make this an opportunity to actually change

7

my life?

8
9

So he made the request. He said, if you want
to get the most out of this event, he goes, you have

10

to play full out. And I made the decision in that

11

moment that I would be the craziest person in this

12

entire area where I was sitting, and I would play full

13

out. You know what was funny? The people around me

14

started getting inspired to do the same thing, and

15

they stopped crossing their arms and thinking that

16

they had it all figured out, because they saw somebody

17

else among them that wasn't too good to be

18

participating.

19

And what I learned from that experience, I got

20

way more out of it because I was willing to say, okay,

21

what would happen if I don't change anything in ten

22

years, if I am in the same place ten years from now,

23

20 years from now, and I haven't grown? Maybe I'll

24

have the same amount of money and I'll be able to have

25

a comfortable lifestyle, but whose lives will I not
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have affected because I didn't do more, because I

2

didn't play more, I didn't create more?

3

And I made a huge shift in my mind-set to play

4

full out in every aspect of my life, and it's been

5

pretty great for years since then. So I highly

6

recommend that you guys participate and get the most

7

out of just being here.

8
9

All right. So let's dive in and talk about a
little game. You guys have probably played this one

10

before. It's called Monopoly. Who here has played

11

the Monopoly game?

12

UNIDENTIFIED SPEAKER: Not lately.

13

TREY STINNETT: What's the point of the game?

14

UNIDENTIFIED SPEAKER: Get all the money.

15

TREY STINNETT: Make the most money. Get the

16

most (inaudible), right?

17

UNIDENTIFIED SPEAKER: Crush your opponent.

18

TREY STINNETT: What's that?

19

UNIDENTIFIED SPEAKER: Crush your opponent.

20

TREY STINNETT: Crush your opponents is one way

21

to play it, right? It's wealth accumulation, right?

22

UNIDENTIFIED SPEAKER: Yeah.

23

TREY STINNETT: So -- and the fastest way to

24
25

accumulate wealth in that game is to buy what?
UNIDENTIFIED SPEAKER: Properties.
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TREY STINNETT: Property. In fact, you can

2

take three little green houses and turn it in for a

3

red hotel. That's talking about turning flips into

4

cash flow. That's a strategy we'll talk about

5

tomorrow. So that is the game of money, and we're

6

going to play the game of money here, too, only it's

7

going to be real money in the real world, not that

8

funny money, which I guess technically all of our

9

money is kind of funny money in life, but you get the

10
11

point.
So Monopoly, if you are going to play any board

12

game, you are going to sit down and you want to win

13

that game, what's the first thing you have to know to

14

be able to play the game?

15

UNIDENTIFIED SPEAKER: The rules.

16

TREY STINNETT: The rules of the game. What

17

are the rules? How do I play this game? Welcome to

18

the game of money, the game of real estate, okay?

19

There are rules to this game.

20

Now, if I sat down across from you and we both

21

know the rules of Monopoly, but I've been playing

22

Monopoly every single day for the last 13 years, who's

23

going to win?

24

UNIDENTIFIED SPEAKER: You.

25

TREY STINNETT: Why? Because I have the best
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strategy. It doesn't matter who knows the rules,

2

okay? This is the reason why so many realtors come

3

out to these events, and I love having them. I use

4

realtors in my business, okay? However, my realtors

5

come to this event and they'll show me a property and

6

they'll say, Trey, the reason I'm here, man, I'm tired

7

of working for tips. Anybody know the percentage that

8

a realtor gets on a closing if it had a broker? They

9

get 1 1/2 percent. You know what the investors get?

10

20. It's a huge difference, okay? And so for that

11

reason, a lot of realtors come out and say I want to

12

do that game, too.

13

What it comes down to is not just knowing the

14

laws, okay? It's knowing the rules of the game, okay,

15

and then ultimately having the most strategies. But I

16

was reading a book recently by Jordan Peterson, Twelve

17

Rules for Living or Twelve Rules of Life, something

18

like that. Has anybody read that book?

19

So at the beginning he talked about lobsters,

20

okay? And the lobster kingdom is not that different

21

from the human kingdom. The biggest lobster wins.

22

They will get into these little battles, and whoever

23

the most triumphant lobster is will get all of the

24

real estate to himself. Everybody else has to scurry

25

on to their little holes, and, of course, the big
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lobster gets all the ladies.
And there is, however, one situation where a

2
3

smaller lobster could take down the bigger one, and

4

that's by teaming up with other lobsters. If you've

5

got two medium-size lobsters, he can take down that

6

kingpin lobster any time. So it doesn't matter how

7

long somebody's been playing the game, how many

8

strategies they know. What do you think trumps

9

everything else? Teamwork. When you have alliances,

10

when you are doing business with people who are

11

already in the business, you make money faster than

12

everybody else.
You see, nothing blows my mind more than when

13
14

two broke people come together and they say, hey,

15

let's go start a business together. I'm broke, you're

16

broke, we'll make money together. What? Neither one

17

of you are in the world's wealth stream.
So imagine this. There's a stream of wealth

18
19

flowing through the world. It's called $7 trillion a

20

day. That's how much money shifts hands every single

21

day.

22

UNIDENTIFIED SPEAKER: Wow.

23

TREY STINNETT: We think of wealth as this

24

stuff in people's bank accounts. Wealth is how much

25

of that 7 trillion is moving every day that you can
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1
2

reach out and grab.
And the 7 trillion is moving over here, and if

3

you're over here trying to build a business with your

4

broke friends and selling stuff to your broke friends

5

that don't have any money to buy anything but also

6

aren't in the stream of wealth, what's going to

7

happen? You're going to dig a hole, and maybe you

8

will go get some water and fill it up, get some water

9

and fill it up. That's not living, man. That's just

10
11

filling a hole up with water.
Your goal is to not try and recreate or

12

reinvent the wheel. It's simply to devise a business

13

that allows you to stick a little sieve up there into

14

that stream and just have it pour into your life. In

15

other words, cash is not king. Cash flow is. If you

16

don't have money coming in every month, I don't care

17

if you have got 50 bucks in your bank account or

18

you've got $5 million in your bank account, that money

19

will run out.

20

UNIDENTIFIED SPEAKER: Um-hum.

21

TREY STINNETT: It's about having it coming in,

22

and we create that by building alliances with people

23

that are constantly in the business of making money

24

and creating wealth.

25

Does anybody know where money comes from?
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1

Other people's bank accounts, always. Every dollar

2

that's ever come into your bank account came from

3

somebody else's. So if you're not interfacing with

4

other people and you're not bringing other people into

5

your world, into your business, the money's not going

6

to make its way to you, and understanding that allows

7

us to be able to be more successful.

8
9

So you've got to know the rules of the game.
Rule number one in the game of money, rule number one

10

is what you believe about money becomes your reality

11

about money. What you believe about money becomes

12

your reality about money. Can we all agree that we

13

may have been taught some stuff in our life about

14

money that's not very helpful?

15

UNIDENTIFIED SPEAKER: Yeah.

16

TREY STINNETT: How many of you have parents

17

who -- I know you all have parents. How many of you

18

had parents who maybe what they believed about money

19

has not served you as an adult, okay? What I call

20

these things are what we call money blocks. More than

21

anything else -- and we'll get into strategies and

22

stuff this weekend -- but more than anything else,

23

guys, if I can't get between here and here, you're

24

never going to make the money, because it's the

25

mind-set of millionaires, it's the mind-set of wealth
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1

producers that really matters the most.
So let me ask you a guys a question. What are

2
3

some of the -- don't pardon my French -- some of the

4

bullshit that we've been taught about money since we

5

were kids? What are some of the things you've heard?

6

UNIDENTIFIED SPEAKER: Save, save, save.

7

TREY STINNETT: You've got to save, save, save,

8

save, save. What interest rate do you get when you

9

save?

10

UNIDENTIFIED SPEAKER: Nothing.

11

TREY STINNETT: Negative 3 percent. Who's the

12

chairman of the Federal Reserve now? It's not even

13

Yellen anymore. I forget.
Okay, what else? What's some other stuff

14
15

you've learned?
UNIDENTIFIED SPEAKER: It's the root of all

16
17
18

evil.
TREY STINNETT: Money is the root of all evil.

19

Who heard that twice every Sunday, right? First of

20

all, that's not even the right quote from the book,

21

right? It's the love of money that's the root of all

22

evil, okay? But money is evil. How many of you think

23

Mother Theresa didn't have any money? Mother Teresa

24

controlled billions. Without the money, she couldn't

25

have made an impact. In fact, last I checked, every
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single NGO, every single charitable organization,

2

every single church needs what to survive?

3

UNIDENTIFIED SPEAKER: Money.

4

TREY STINNETT: Money. I love what Will Smith

5

says about money. He says money does not make you a

6

better person or a worse person; it simply simplifies

7

who you already are. So if you are a good person with

8

money, you are going to be a great person with money.

9

If you're a bad person with money, maybe not so much.

10

In fact, how many of you right now, if you had

11

a bunch of money, you might use at least some of it to

12

help some other people? So money's not the root of

13

all evil. Greed might be. Doing it for the wrong

14

reasons might be. Love might be, loving money, but

15

that's different. We need money in order to be able

16

to help the people around us, to be able to change

17

lives.

18
19

What else? What else do we hear about money,
simply as beliefs?

20

UNIDENTIFIED SPEAKER: Invest.

21

TREY STINNETT: What's that?

22

UNIDENTIFIED SPEAKER: Invest.

23

TREY STINNETT: Invest? That's a good belief

24
25

about money. What's (inaudible)?
UNIDENTIFIED SPEAKER: People who have money
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 83

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 85 of 417
84
1

steal, lie, cheat.

2

TREY STINNETT: Okay, yeah. Yeah, that people

3

with money are bad people, right? The only way to get

4

money -- my wife was raised that way. We always talk

5

about our money blocks. It's funny, she was raised in

6

a world where if you had money, you were -- like you

7

said, would lie, cheat, steal and whatever, that

8

stuff, right, because the only way to get money --

9

that is a scarcity mentality. That is a belief that

10

there is a single pie that you are trying to get a

11

piece of. That is not what wealth looks like.

12

Wealth is an ever-expanding river. The money

13

comes in as more people create and innovate, right?

14

But coming in from a direction of, well, everybody

15

that has money is a bad person, what does that mean

16

for you? It validates that you're a good person for

17

having no money. What do people that are desperate

18

for cash do? Good things or bad things?

19

UNIDENTIFIED SPEAKER: Bad things.

20

TREY STINNETT: Sometimes they do some pretty

21

bad stuff to be able to get the money they need. In

22

fact, crime goes up during recessions. When times are

23

good and money is strong, people do the good things.

24

What else is something we hear?

25

UNIDENTIFIED SPEAKER: The rich get richer.
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TREY STINNETT: The rich get richer, the poor

1
2

get poorer. The middle class struggle in debt, right?

3

It is true that the rich get richer, but can the poor

4

become rich? In the United States of America, they

5

sure as hell can, right? That is one thing I'm proud

6

to say because I live in this country.
You ever hear this one, money doesn't grow

7
8
9

on -UNIDENTIFIED SPEAKER: -- on trees.

10

TREY STINNETT: Man, my dad used to say that

11

all the time. Shut the door, you're letting the air

12

out. Money doesn't grow on trees. And I'm, like, it

13

is made of paper. Anybody who says money doesn't grow

14

on trees has never been to Colorado, okay? Money is

15

growing on trees like crazy out there right now. Real

16

estate prices are going up, if you know what I'm

17

talking about.

18

UNIDENTIFIED SPEAKER: Yes.

19

TREY STINNETT: Money grows on trees. Tell a

20

farmer money doesn't grow on trees. Tell somebody

21

that picks apples off the tree that money doesn't grow

22

on trees. When my dad said money doesn't grow on

23

trees, what was he really saying? Money does not

24

replace itself, and that's because he was over here

25

digging a hole, trying to work a job -- he owned the
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business, but it was still a job -- and fill that

2

thing up with water. So to him, yeah, you put the

3

water in there, it doesn't replace itself. When you

4

drink from a river, is the water still there? Does it

5

replace itself?

6

UNIDENTIFIED SPEAKER: Yep.

7

TREY STINNETT: Constantly. Money does grow on

8

trees if you plant the right seeds. Real estate is

9

the right seed. Every single month, somebody is going

10

to pay me rent, and I can spend every dollar that I

11

make this month, and guess what's going to happen on

12

the 1st of next month? I'm going to be waiting two

13

more days for my tenants to pay me late, but what's

14

going to happen on the 3rd of next month, right? I'm

15

going to get my money, okay? Money grows on trees

16

when we put ourselves downstream of money.

17

So you all think about these throughout the

18

weekend as well. There's a lot of things that we've

19

been taught about money, and they don't even apply to

20

reality. And it's not just what our parents taught us

21

or what our church has taught us. It's what the media

22

teaches us, too. Turn on the TV, and you see people

23

that are bled out, have all this money and all this

24

wealth, and then at the same time, when the commercial

25

break comes out, they're teaching you the opposite.
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Think about this. When's the last time you saw

1
2

a movie where the rich guy was the good guy? He's

3

always, like, this evil rich guy up in his ivory

4

tower, and then, like, you have the good guy who's,

5

like, the broke cop who, like, saves the day and makes

6

off with the girl. Tell me one time in real life

7

where the broke guy gets the girl. It doesn't happen.

8

Just look across the street at Pennsylvania Avenue,

9

right? Money does something with the ladies, all

10
11

right?
So what is -- all these things that we've been

12

taught about money, none of them really apply to us.

13

So we have to shift our mind-set before we even talk

14

about the actual real estate strategies, because if

15

we're not approaching the money the same way that a

16

wealthy person approaches money, we can do the exact

17

same activity with a completely different result.

18

And so when you change the way you look at

19

things, the mentality you have, how many of you

20

realize that that's actually where the money is made,

21

is in your head? It has to start -- who's read the

22

book Think and Grow Rich? Okay, if you haven't read

23

it yet, you should totally read it. I try and read it

24

once a year, okay? Super powerful.

25

It talks about this because it's all about the
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mind-set. In fact, there are three mind-sets in our

2

country. There's the poor, the middle class, and the

3

wealthy. You can find these on page 7. What do poor

4

people think? What's their mind-set? Who's going to

5

take care of them?

6

UNIDENTIFIED SPEAKER: The Government.

7

TREY STINNETT: The Government's going to take

8

care of them, all right? I had a lady in a class I

9

was teaching in Lubbock, Texas. She says to me, I'm

10

comfortable. I don't know what you're talking about

11

making all this money, hundreds of thousands of

12

dollars a year. She goes, I make $24,000 a year, and

13

I can live on that.

14

And I said, first of all, congratulations,

15

that's an achievement. I don't know how on earth you

16

live on $2,000 a month. I said, secondly, what

17

happens if you get sick or your kids get sick? You

18

don't have money to be able to take care of them.

19

And she goes, well, I can just go to a

20

hospital; they can't refuse me service. She literally

21

depends on the Government or the health insurance

22

companies or you, the taxpayers, to bail her out if

23

she gets sick, rather than stepping up right now for

24

herself and her family and doing something different.

25

Poor people just think that they are going to
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1

be taken care of by somebody else. It's a victim

2

mentality, and the problem with a victim mentality is

3

victims need bullies, so they look for them

4

everywhere, and I know this because I went through a

5

depression for a few years after my dad passed away

6

where everybody became a predator to me, all right?

7

I'll give you that story on Sunday, but I started

8

losing a little bit of money -- a lot of money,

9

actually -- and I started losing some confidence

10

because I started seeing everybody out to get me,

11

everything out to get me. When you're in that

12

mind-set, how are you ever going to come out? You

13

have to change the mind-set to change your life. Your

14

life doesn't change the minute you wake up. Oh, now I

15

have a good mind-set.
The middle class, what do they think? Go to

16
17

school, get good grades, you can go out and get a good

18

what?

19

UNIDENTIFIED SPEAKER: Job.

20

TREY STINNETT: Job. Get the 401(k) or the IRA

21

or whatever. But what happens to the middle class

22

more often than not is by the end of their life, they

23

become the --

24

UNIDENTIFIED SPEAKER: Poor.

25

TREY STINNETT: -- poor, okay, unless they have
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1

a strategy and they think like the wealthy. What do

2

wealthy people do? How do they think?

3
4
5

UNIDENTIFIED SPEAKER: Different ways to invest
their money and for return.
TREY STINNETT: Yeah. How do I invest? How do

6

I grow my wealth? I think in the book it says

7

entrepreneurs. What is an entrepreneur?

8
9
10
11

UNIDENTIFIED SPEAKER: Willing to do what other
people won't, you know.
TREY STINNETT: Willing to do what other people
won't do, okay.

12

UNIDENTIFIED SPEAKER: Business developers.

13

TREY STINNETT: Somebody that develops a

14

business. Here's my definition of entrepreneur. I

15

got this from Tarek. He says an entrepreneur is a

16

person who finds every possible way to make as much

17

money as they possibly can that does not require their

18

time. Entrepreneurship is about finding a way to

19

devise money to come to you without you having to

20

constantly go out there and get it, okay?

21

A perfect example of this, I have a mentor,

22

Jesse, and he talks about the lighthouse versus the

23

tugboat. Has anybody heard this comparison before?

24

So he says what is the -- what's the job of a

25

lighthouse?
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 90

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 92 of 417
91
1

UNIDENTIFIED SPEAKER: To warn people.

2

TREY STINNETT: Okay. It could warn people if

3

they don't want to come to shore. What if they do

4

want to come to shore?

5

UNIDENTIFIED SPEAKER: Guide.

6

TREY STINNETT: Yeah. They say here's the

7

shore, right? You come in -- obviously they don't do

8

this anymore, but think back in the day, lighthouses,

9

it was -- you see a lighthouse, oh, I'm finally home,

10

right? It's to bring the ships into the harbor.

11

That's what a lighthouse does. Now, how does it do

12

it? By standing there and doing what? Shining. It

13

stands and shines.

14

What's a tugboat's job? To go out and get a

15

ship and pull it into the harbor. They both have the

16

same job. Which one spends more energy?

17

UNIDENTIFIED SPEAKER: Tugboat.

18

TREY STINNETT: The tugboat. They're both, by

19

the way, completely necessary. You just have a

20

choice. Which one do you want to be? Do you want to

21

be a tugboat going out there and constantly having to

22

find deals, constantly having to look for stuff, and

23

constantly having to, like, you know, pound the

24

pavement or work the job you're working now to try and

25

make results, or do you want to stand and shine and
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1
2

attract things to you?
I would say the lighthouse is probably a better

3

way to go. So if you're willing to do that, that's

4

the way that entrepreneurs think. How can I attract

5

wealth to me? How can I make the right connections

6

with the right people? How can I position myself to

7

where the money flows to me rather than me having to

8

go out and get a little bit, get a little bit, get a

9

little bit, get a little bit?

10

That whole hustle game, it works, but, man,

11

brute force is a painful way to build a business. It

12

is a lot smarter and a lot simpler to plug yourself in

13

to where it's already operating and where it's already

14

flowing.

15

So here's the questions that wealthy people

16

ask, and you can find this on page 7. What's my

17

initial investment? What is my return? What's the

18

upside? What is my downside? What's the best and

19

worst case scenario? And then number 7 I think is the

20

key question, which is, if my worst case scenario were

21

to come true, how would I handle it? How would I

22

handle it?

23

Broke people only ask one question. What's the

24

worst that could happen? Oh, that's too bad. Let me

25

stay where I am. That's it. They don't ask, is the
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worst that could happen ever actually going to happen?

2

If you ever sat down and wrote down your greatest

3

fears before you did something and then watched what

4

happened, it never happens. It's never the worst case

5

scenario.

6

And if it was, if you already have a plan of

7

how you get yourself back out of that, then you're

8

fine. So I ask that before I go into any investment.

9

What's the best case scenario here? Best case

10

scenario is I could make $500,000. What's the worst

11

case scenario? Worst case scenario here is I could,

12

you know, end up in this deal way longer than I want

13

to be, and it keeps my money off the table for an

14

extra five months, which costs me some money down the

15

road. Okay, I'm going to do the deal.

16

Or the worst case scenario is it's going to

17

cost me $10,000, and the best case is it will make me

18

$500. Is it worth the gamble? That depends on you.

19

It depends on where you're at financially. It depends

20

or your mind-set. So you have got to ask the right

21

questions, and if the questions you're only asking is

22

on the negative side of it, then you're missing out on

23

the possibility.

24
25

When's the last time you asked, what is the
best that can happen? To me, that's the best question
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1

we could be asking. What else is possible? So

2

there's four keys to success. You'll hear us talk

3

about these around the organization a lot. Education,

4

mentorship, action, and power team.
Number one is your education. You guys already

5
6

raised your hand and said that you value education.

7

If you wanted to go out and start a business, here's a

8

couple companies that you could start, and every

9

single one of these businesses, before you start them,

10

they all require you to go get an education. Are you

11

guys familiar with Hamburger University? So if you

12

start a McDonald's, what's the cost to start a

13

Mickey-D's? Over a million bucks, almost $2 million

14

now.

15

When you sign on for a McDonald's, you have to

16

also commit to buying another one within five years,

17

okay? And the return on your investment takes about

18

five years to get your money back, so it's actually a

19

pretty good ROI.

20

However, when you buy a McDonald's, they don't

21

let you just move in to a McDonald's. In fact, even

22

if you buy an existing location that's already

23

running, they require you to go get your education

24

first. They have Hamburger University in Illinois,

25

where you go out and you learn how to be a fry cook
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and you learn how to run the marketing, and you learn

2

how to be able to order -- not materials, that's my

3

business -- whatever, the food, okay? You learn every

4

step in their business before you can actually go out

5

and operate a business, because they understand the

6

value of education and, most importantly, systems.

7

How many of you understand what I mean when I

8

say "system"? What's a system? What's the purpose of

9

systems?

10

UNIDENTIFIED SPEAKER: It's a process.

11

UNIDENTIFIED SPEAKER: (Inaudible).

12

TREY STINNETT: It's a process, something that

13

continues to go even if you're not there. Here's what

14

I think "system" should stand for, save yourself time,

15

energy, and money. That's system, S Y S T E M,

16

because what it does for us is it allows us to be able

17

to step straight into a McDonald's and start making

18

money, whereas if you wanted to go start a burger

19

joint, you could probably do that for 50 grand, sign

20

the lease, get some equipment, hire a few, you know,

21

college students or high school students to run your

22

counter, but are you going to make as much money as a

23

McDonald's? Are you?

24

UNIDENTIFIED SPEAKER: No.

25

TREY STINNETT: No way, man. No way. In fact,
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1

if somebody came into your burger joint and ordered a

2

burger, how many burgers would you put on the grill?

3

One. Do you know how many burgers McDonald's puts on

4

the grill when you order one? Seven.

5

UNIDENTIFIED SPEAKER: Oh, my God.

6

TREY STINNETT: They have done the statistics.

7

They know down to the minute how many people order a

8

burger depending on what time of day it is. If one

9

person orders a burger, they put seven on the grill,

10

because they know the other six will sell within 15

11

minutes, which is how long the heater tray lasts

12

before they have to throw the burgers out, and

13

McDonald's is not in the business of throwing burgers

14

out, yet they are in the business of getting you your

15

order so quick that you just drive through, drive

16

through, drive through, cha-ching, cha-ching,

17

cha-ching, cha-ching, right? So to understand the

18

system behind these businesses is what makes the

19

businesses works, not the brand or the logo. That

20

stuff helps, but at the end of the day, it's the

21

system that makes the money. Subway, 7-Eleven,

22

Chik-Fil-A.

23
24
25

Have you guys ever heard of homebusters? Ever
seen those signs, "Buys ugly houses"?
UNIDENTIFIED SPEAKER: Oh, yeah.
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TREY STINNETT: (Inaudible) or whatever?

2

That's a franchise for real estate investors. It's

3

got a cartoon guy on it. It's a specific brand. So

4

those guys are 43,000 bucks, plus 10 percent of every

5

deal that you do. Worth it? I'd say so. You only

6

have to do one deal to pay it back, and they teach you

7

the system step by step by step. The problem is, they

8

only teach you one strategy, which is how to flip.

9

They don't give you any of the rest of the business

10

model, but for some people that want to go that

11

direction, to me it makes perfectly good sense because

12

you are going to make it back, because you are getting

13

a system. You're not having to re-invent it from

14

scratch.

15

Number two, mentorship. I love this quote by

16

Jim Rome. He says, "Amateurs may not have coaches,

17

but professionals do." How many of you play

18

basketball? Anybody play basketball still right now?

19

It's fun to play. Do you have a coach? Probably not.

20

Does LeBron James have a coach? Yes, he does.

21

Anybody go swimming? Do you have a coach? Does

22

Michael Phelps? Fastest man in the world. His coach

23

isn't even as fast as he is, but he still has one.

24
25

You see, professionals understand the power of
mentorship, of having somebody that can actually look
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into your life, look into your business, look into

2

what you're doing, and say, un-huh, do that instead.

3

That little "un-huh" might be influenced by 30 years

4

of experience, by having lost money on a deal like the

5

one you're looking at, or by having made money off the

6

deal that you're looking at, something like that. So

7

being able to prophesy and speak into our lives,

8

mentors are huge. That's why it's one of the keys to

9

success.

10

Number three, action. There's no point in

11

learning everything, there's no point in hiring

12

somebody like me to come out here and speak and teach

13

to you guys how this stuff works if you're not going

14

to follow through on it. So here's my question for

15

you: Are you guys willing to be coachable? What is

16

coachability?

17

UNIDENTIFIED SPEAKER: (Inaudible).

18

TREY STINNETT: Okay, willing to learn and then

19

take action.

20

UNIDENTIFIED SPEAKER: Um-hum.

21

TREY STINNETT: Okay, being able to maybe

22

sometimes hear things you don't want to hear. As a

23

mentor, you think sometimes I tell people what they

24

don't want to hear?

25

UNIDENTIFIED SPEAKER: Yeah.
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2

TREY STINNETT: In fact, that's kind of what I
do most of the time.

3

UNIDENTIFIED SPEAKER: Yeah.

4

TREY STINNETT: Because most people, they want

5

to stay stuck. They don't want to consciously, but

6

unconsciously, they have patterns. We all do, and

7

those patterns keep us in a rut. So sometimes what I

8

do is I like to push people just a little bit outside

9

their comfort zone, because guess what's outside your

10

comfort zone? Everything you don't know. Everything

11

you don't have. Everyone you haven't met. And that's

12

where all the money is, that's where all the wealth

13

is, that's where all the value is, that's where your

14

life can change.

15

And so for that reason it's important that

16

you're coachable and you follow through on the things

17

that you're told. In fact, that leads us to the

18

fourth one, power team. Your net worth is your

19

network. In other words, it's not your money in the

20

bank. It's the people that are around you. At any

21

time, if I need to raise a couple million dollars,

22

I've got it. It's right here at any point because

23

it's my network. It's the people that I've influenced

24

and put myself around that I can raise money from.

25

You need to have a power team because, ultimately, the
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whole point of building a business is for somebody

2

else to do the work, for somebody else to actually be

3

engaged in that business.

4

So there's a whole lot of different people we

5

are going to need to have on our power team. We will

6

go over that throughout the weekend, but it's things

7

like realtors and contractors and hard money lenders

8

and appraisers and mortgage companies. Having these

9

people on our team allows us to be able to build a

10

business and make money without having to be there

11

constantly doing all the work ourself all day long.

12

Number two, the strategies, all right? Please

13

look up here. There are three primary strategies to

14

the game of real estate. Number one is earned income,

15

number two is cash flow, and number three is

16

portfolio. One is earned income, number two is cash,

17

number three is portfolio.

18

What is earned income? What's that mean?

19

UNIDENTIFIED SPEAKER: Wages.

20

UNIDENTIFIED SPEAKER: Your paycheck.

21

UNIDENTIFIED SPEAKER: Wages.

22

TREY STINNETT: Wages, okay. Money you get

23

paid for? Work that you do. This is also sometimes

24

called active income. Do you think that trading your

25

time for money is okay?
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UNIDENTIFIED SPEAKER: Nope.

2

TREY STINNETT: It is, okay? Now, I know a lot

3

of people get up and they give motivational talks and

4

things like that and they're, like, don't trade your

5

time for money. Are you going to trade your time for

6

money if you're doing a flip? Yeah, right? Do you

7

think that Tarek and Christina pay me to come out here

8

and teach you guys? Yes, they do. In case you were

9

wondering, I am getting paid for being here. Yeah, I

10
11

would consider this trading my time for money.
Now, they pay me a little bit to come out here.

12

It's nowhere near what I would make if I just stayed

13

home. So why do I come out here?

14

UNIDENTIFIED SPEAKER: Make connections.

15

TREY STINNETT: I do enjoy the teaching, that

16

is part of it, and there is a little bit of give-back

17

there, but if you think about what I get out of it,

18

guys, I'm in a room right now with 60 people that want

19

to be in my business, and I am going to do this

20

probably 30 times this year. Do you think I might get

21

one or two leads out of that? I'll probably make an

22

extra, I don't know, 400 grand this year just from the

23

connections I make in these classes. It's the people

24

we surround ourself with. That's where we make our

25

money from.
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So I don't mind trading time for money, but

1
2

it's got to be worth my time. So if I'm going to do a

3

flip, I'm not going to do a flip to make ten grand,

4

okay? Some of you might think, well, man, I'm in a

5

place right now where I could use ten grand. Not if

6

it took you three months to make it. You can just go

7

get a job and make $3,000 a month, okay? So doing

8

what is worth our time, it's okay to do that. So

9

flipping, wholesaling, these are examples of earned

10

income.

11

Number two, cash flow, also sometimes referred

12

to as passive or residual income. What is that? What

13

is residual income?
UNIDENTIFIED SPEAKER: Rents -- oh, residual

14
15
16
17
18

income?
TREY STINNETT: Rents is a form, but what does
it mean?
UNIDENTIFIED SPEAKER: It means after expenses,

19

is there anything left over? Are you putting anything

20

additional in your pocket?

21

TREY STINNETT: Okay.

22

UNIDENTIFIED SPEAKER: Recurring revenue.

23

TREY STINNETT: Recurring. It's got to be

24

recurring, all right? So residual income is money

25

that's coming in every single month, day, week,
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depending on your frequency of your tenant, and it

2

could be a rental property, it could be a billboard,

3

could be a commercial property, it could be a parking

4

lot and you are charging people by the hour, and it

5

could be a hotel -- hopefully you are not charging

6

people by the hour at those -- but, you know, you have

7

all these different options with being able to bring

8

cash flow in.

9

And number three, portfolio income. We won't

10

dig into that much this weekend, but this is what I

11

do. This is lending, notes, liens, things like that.

12

When you start to get a lot of money, you will realize

13

that the best way to make money is for your money to

14

make you money, and doing investments into other

15

people's businesses and other people's deals for me

16

has proven to get me a lot more money for a lot less

17

of my time than it was in the beginning when I had to

18

do all the work.

19

All right, please turn to page 17, and you'll

20

notice there's a big, blank open area. On there,

21

please go ahead and draw a circle. This is what we

22

call the wheel of wealth, the circle of wealth. To

23

split it up into six pieces, that's easily done by

24

drawing an X and then a line through the center.

25

These are the six parts of your wheel of wealth,
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 103

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 105 of 417
104
1

beginning with education. You guys already understand

2

the power of that because you are here.

3

Mentorship we talked about already as well.

4

Number three, capital. Now, by the way, this wheel of

5

wealth is not the real estate wheel of wealth. This

6

is just the wheel of wealth. You need to do this in

7

any business. I don't care if it's real estate,

8

stocks, contracting, cutting hair, whatever your

9

business is, step one is get an education in that

10

business. Know what you need to know to be able to

11

build the business.

12

Number two is mentorship, because education

13

alone, that's not enough. You need somebody that can

14

help you apply what you've just learned, okay? Now,

15

there are plenty of people who will disagree with me

16

on that, and they'll say, Trey, everything that I

17

could possibly get from a mentor, I could get from

18

YouTube and Reddit forums and in books and a whole

19

bunch of other stuff.

20

Yeah, that's true, but you will spend 50 years

21

to learn what a mentor could teach you in a week,

22

because they're going to apply the knowledge in a way

23

that is specific to you, which you can't do until you

24

have all of the knowledge, and I don't believe that we

25

can at any point get all of the knowledge. I think
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there's something like 150 hours of content uploaded

2

to YouTube every minute. It's not possible for us to

3

consume it all, right? So having that specialized is

4

important.

5

Number three is capital. To start any

6

business, you have to have money. They say that it

7

takes money to make money. That's not necessarily

8

true because it doesn't require your money to make

9

money, although in order to fund a business, do you

10

have to have capital? Yes, you do, okay? So that's

11

going to be the next step, is getting the money. I

12

don't care if it's a real estate business or if you're

13

Mark Zuckerberg starting Facebook inside of your dorm

14

room at Harvard, you still have to have money for

15

servers.

16

So at the end of the day, if you are going to

17

start any business, it's going to take some capital.

18

Some of you have money -- we have had that

19

conversation already in our private talks -- and some

20

of you don't have money. Either way, it's capital.

21

It's got to come from somewhere. So you either have

22

to have your own capital or you have to find a way

23

make yourself attractive to the people who do have

24

capital.

25

There are banks and loans and stuff like that
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that you can also get access to, but you have to look

2

good to those banks if you want to be able to get that

3

money at a low interest rate, okay?

4

Next is the tools of the trade, okay?

5

Depending on your business, you will have different

6

tools. If you're a contractor, you've got a truck,

7

you've got hammers, you've got all sorts of measuring

8

equipment and saws and all sorts of stuff like that.

9

As real estate investors, our tools are the strategies

10

that we use. Our tools are the events that we go to

11

to be able to connect with people. Our tools are in

12

many ways the people that we are working with that are

13

out there doing the business for us.

14

There are other specific tools, like softwares

15

and things like that. I think some of you may have

16

some softwares already. I have Excel spreadsheets

17

that I use. These are all tools of the trade, tools

18

of the business.

19

Asset protection, is that important?

20

UNIDENTIFIED SPEAKER: Yep.

21

TREY STINNETT: Protect your assets?

22

UNIDENTIFIED SPEAKER: Absolutely.

23

TREY STINNETT: When should you protect them,

24
25

before or after you get them?
UNIDENTIFIED SPEAKER: Before.
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UNIDENTIFIED SPEAKER: Before.

2

TREY STINNETT: Before. When do most people

3

get an alarm system, though?

4

UNIDENTIFIED SPEAKER: After.

5

TREY STINNETT: After they have been robbed. I

6

am going to talk extensively about asset protection

7

tomorrow at the end of the day. Who in here right now

8

already owns your own home or has a rental property?

9

Okay. Is that in your name? For many of you, I bet

10

it is. You are already making your first mistake. If

11

I can find you, I can sue.
So tomorrow I will show you how to get those

12
13

things out of your name, including your personal

14

property, without losing your home site exemption, and

15

we will talk about that, because to me this is one of

16

the most important conversations that we can have.

17

The last thing I want is for you guys to build up a

18

bunch of wealth and one lawsuit wipe you out, or even

19

worse, you have got a 39.6 percent hole in your bucket

20

if you have a high income, and what am I talking about

21

there?

22

UNIDENTIFIED SPEAKER: Taxes.

23

TREY STINNETT: Taxes, right? So being able to

24

reduce your tax burden is also a part of asset

25

protection.
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Next is going to be the network, the people

2

that you are connecting with. So I said earlier your

3

network is your what?

4

UNIDENTIFIED SPEAKER: Net worth.

5

TREY STINNETT: Your net worth. The more

6

people you know with money, the more money that you

7

have. Your network is also going to be where a lot of

8

your deals come from. Your network can be not -- you

9

know, where a lot of your capital comes from or a lot

10

of your deals come from, the people that actually help

11

you get your deals done. The entire business is not

12

even necessarily a numbers business or a math

13

business. It's a people business. If you have the

14

right people around you, you make more money.

15

So you go through this basically in any

16

business that you start, and how many of you already

17

realize that real estate investing is a business? You

18

guys realize that to be true? So I am not going to

19

approach this as a granddaddy's real estate investing,

20

like, on the weekends, you drive around town, or like

21

you look in the newspaper, like that old school way of

22

approaching real estate. It doesn't work anymore

23

because it's too competitive now.

24

So you can choose to not do real estate, and

25

that is totally a valid option, but if you are going
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to choose to do it, you must build it as a business.

2

That's the only way it's going to produce consistent

3

revenue for you.

4

So there's basically three stages in building

5

our real estate business, and every single one of

6

these stages, you'll go through that wheel of wealth.

7

Stage number one are the incomes from both selling and

8

flipping. Stage number two, cash flow, is rentals and

9

commercial. And then stage number three, portfolio,

10
11

is notes, lending, and liens.
And just a quick side note to my ever so

12

proficient notetakers that I see in the room right

13

now-- they're, like, man, man -- okay, anybody here

14

ever done any public speaking like I'm doing right

15

now? Anybody done this stuff before? Anybody ever

16

done it with slides? Who are the slides for?

17

UNIDENTIFIED SPEAKER: You.

18

TREY STINNETT: Me, okay? It's so that I know

19

what to talk about next, all right? So if you are

20

trying to write down every word on every slide, you

21

are going to get frustrated with me all weekend,

22

because I'm going to move pretty quickly. I have got

23

470 slides, so I don't recommend trying to write down

24

every word. If something's important, I will tell you

25

to write it down. Take the notes that you do want to
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take, but that being said, I'm moving on from this

2

slide, okay?
There is bonus strategies in addition to the

3
4

three that we just talked about, appreciation and tax

5

strategies. What is appreciation? The value of the

6

property's going up, okay? Now, please listen very

7

closely, because this is where I see a lot of people

8

lose money in this business, and that is that they

9

think that is a valid strategy. What does it say

10

before the word "strategy" up here? "Bonus," which

11

means that you should only be earning from this if

12

you've already found a way to earn from one of these

13

on that deal. If one of these is not involved in that

14

deal, do not do it just for the taxes and do not do it

15

just for the appreciation. This is how people get

16

burned.

17

I had a guy argue with me once in San

18

Francisco, California. He's, like, man, properties go

19

up so fast here, all you got to do is buy it and sell

20

it in six months. And I'm, like, so, you're buying it

21

retail? He's like, yeah. I'm, like, what happens if

22

the market shifts? He goes, oh, that won't happen;

23

it's California.

24
25

I'm, like, where were you in 2008? California
got hit as hard as anywhere else in the country. In
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fact, certain parts of California not that far from

2

San Fran, like Stockton, went bankrupt, right? And so

3

the point is that you can make a ton of money from

4

appreciation, but it should be a bonus. So you're

5

doing the other stuff and, oh, by the way, your

6

properties go up in value.

7

And then tax strategies. My one-on-one mentor,

8

when he came out, one of the things he looked at at my

9

business is he said, dude, just by tweaking these

10

things, you could make probably an extra three to five

11

thousand dollars on every deal you just did. Now, I

12

was doing smaller deals.

13

I have had people I have sat down with and

14

looked at -- I had -- one guy said to me halfway

15

through the day on Saturday -- this was two weeks ago,

16

he was sitting right here, a bald guy -- he goes, I've

17

already made my two grand this weekend. I said, how

18

so? He goes, just what you've taught me so far. I've

19

walked past at least $150,000 over the last five years

20

in my real estate business, because he was already

21

flipping houses and stuff. He's, like, I just didn't

22

know I could do that with the taxes. He's, like, I've

23

been way overpaying in taxes.

24
25

And when you think about that from a business
perspective, taxes are not like something you pay
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 111

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 113 of 417
112
1

because you make money. Taxes are a leak that you

2

have in your wealth-building machine. You're trying

3

to build your machine, and the more that it's leaking,

4

the less capital that you have to continue to build.

5

So thankfully we have laws in this country that allow

6

us to be able to build our machine so long as we abide

7

by the laws and we don't have to have all the taxes

8

flying out of it as fast as we're building it.

9

You do understand that the majority of taxes

10

are paid by employees, okay? Business owners, we find

11

a way to be able to position it to where we don't pay

12

those taxes or we don't pay them yet. If we can push

13

it out, the longer I have to build my business before

14

I have to pay my taxes, is that going to allow me to

15

build it faster? Way faster. So I want to plug the

16

holes. So these are additional strategies. They are

17

not core strategies.

18

Here's our philosophy of profit. We get paid

19

to solve problems. So if you came out here because

20

you're a wheeler and dealer, that's totally fine.

21

What you will find in this business more than anything

22

else is helping people will make you more money. In

23

fact, how many of you in here are cool with helping

24

people to make money? The more you help them, the

25

more you make.
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So I'll go into a deal and I'll say not what do

2

you want for it, what's it worth, no. What's going on

3

in your life and what do you need? Because if I can

4

understand those two things, I can help that person at

5

a deeper level than just what this one deal will

6

provide for them.

7

And guess what happens to every person who

8

moves out of the house that you're buying from them?

9

They move into a different one, and if they're moving

10

out of that house under duress because they're being

11

foreclosed upon, for example, what do you think their

12

credit looks like? Pretty thrashed. Are they going

13

to be able to get another house any time soon? Not

14

unless you sell it to them.

15

So you actually have the opportunity to turn

16

every purchase into a sale and get two deals out of

17

one if you will slow down and just learn what's going

18

on in that person's life. If you're willing to do

19

that, you will make a whole lot more money than you

20

will if you are just trying to wheel and deal and make

21

some deals and make some money. That's not the way

22

homeowners think, okay? It may be the way that you

23

do, but it's not the way that they do.

24
25

Here are the three problematic areas that we
are all facing. Number one is the condition obviously
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of the home. You guys have driven by and seen the

2

houses with boarded up windows, newspaper, stuff like

3

that everywhere, right? So those obviously need to be

4

fixed up. The fact that you can go in there and you

5

have the capital to be able to do that separates you

6

from everybody else, okay?
That was hilarious. You guys just both did

7
8

that at the same time.
Financial condition of the homeowner. This

9
10

happens a lot. Somebody gets into a spot where they

11

can't afford to pay for their house anymore and they

12

have to let it go as-is, where-is. Oftentimes, if

13

somebody's having or being forced to let their house

14

go, do you think they have a bunch of money to go do a

15

rehab?

16

UNIDENTIFIED SPEAKER: No.

17

TREY STINNETT: No. So this is a great

18

opportunity for us to go in. Now, some of you say,

19

oh, man, you're stealing grandma's house or whatever.

20

There is -- in our industry, there are some people who

21

build a bad reputation, but I'll tell you right now,

22

in our industry, if you have a bad reputation, people

23

do not do business with you. So we're not stealing

24

grandma's home. We're helping grandma be able to sell

25

her home so that she can move into something better,
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and we are going to give her a much better price than

2

some nursing home will, because they're going to end

3

up just wholesaling it to us anyway.

4

So let's skip the middle man and give her a

5

little bit of extra cash. So the way I see it is

6

you're in a position of power. The more wealth that

7

you have and the more money that you have access to

8

because of your network, the more deals you can do and

9

the more people that you can help.

10

And then finally, number three would be the

11

financing bank. Does anybody know what we call a

12

property the bank has taken back? REO. What's that

13

stand for? Real estate owned. That's kind of a funny

14

term to be using. It's because banks don't typically

15

own real estate, so that's why they just call all the

16

property they took back real estate owned, and we'll

17

talk on Sunday why it's such a big deal for these

18

banks to own real estate. They're not in the business

19

of owning real estate. They want to get those things

20

off their books as quickly as they can because of the

21

way they're regulated by the Fed and the FDIC.

22

So most of the time what we're going to be

23

running into for our deepest discounts is going to be

24

number two, the financial condition of the homeowner,

25

and almost always, if they are in a bad spot
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financially, it was triggered by one of the four Ds.

2

The four Ds are as follows: death, disease, disaster,

3

divorce.
Somebody passes away. They leave their house

4
5

to their kids. Their kids live in California. The

6

house is in Virginia. Do you think the kids will come

7

out here, fix up the house, and try to make the most

8

money they can, or do you think they just want to get

9

as much out of it as-is, as they can? Probably as-is,

10

right?
Disease. Somebody gets sick. They don't have

11
12

the money to be able to afford hospice, to be able to

13

afford a nursing home, but they can sell their house.
Disaster. Okay, down where I live, we have

14
15

hail storms. I grew up in Houston. We have

16

hurricanes and we have had a couple of tornados and

17

stuff. What do you guys have out here? No natural

18

disasters at all, they never happen?
You get trees falling, you get flooding, right?

19
20

It's winter, and winter is not leaving. Yeah,

21

exactly. So disasters happen, but disasters aren't

22

always natural disasters. The loss of a job for

23

someone could be a disaster, right? These things

24

happen, and when they do, that creates opportunities

25

for us.
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So Kyle and I have been buying up properties in

2

Houston. Actually, we have been wholesaling them to

3

hedge funds because of the flooding that happened down

4

there. You say, why don't you just fix it up and flip

5

it? Because there's no contractors in Houston right

6

now -- well, there might be now, but there weren't

7

last summer, because they were all busy.

8
9

So you have got to shift your business model
sometimes, and you'll notice this this weekend. This

10

isn't rigid. We're not rigid about this business.

11

There's a certain flow and energy to the way things

12

work, so we want to kind of flow with that.

13

And then, finally, divorce. You guys ever meet

14

a divorced couple that still have to live together

15

because they haven't found a buyer for their house

16

yet? Do you know what they call that? Awkward.

17

UNIDENTIFIED SPEAKER: Hell.

18

TREY STINNETT: Nobody wants to be in that

19

position, okay? And a lot of times I love divorce

20

houses because at least one of the members of the

21

couple is on your side negotiating against the other

22

one. So I don't care what we get, as long as it's

23

nothing, so he doesn't get anything either, okay? So

24

death, disease, disaster, divorce, it could be any of

25

these. Those are where we start.
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All right, a fun exercise. Number three, build

2

powerful alliances. You guys have heard this quote

3

before, "You are the five people you spend the most

4

time with." I think that's also a Jim Rome quote.

5

Please grab your pen and paper, write down the names

6

of the people you spend the most time with, the five

7

people that you spend the most time with. Who are the

8

five people that you log the most hours with? It

9

could be family, could be colleagues, coworkers,

10
11

children. Who do you spend most of your time with?
Some of you haven't written down any names yet.

12

Do you not have any friends? I'm kidding, you all

13

have friends. All right, everybody got their five?

14

Okay, please circle the ones that have the capacity to

15

change your financial future, the ones that can help

16

you make more money and have the time to do it and are

17

willing to.

18

What's funny, as I go around the country, most

19

people can't circle more than one or two. Some people

20

can't circle any. Some people say, hey, Trey, I'm the

21

richest person I know, and I'm broke, okay? That's

22

not a good place to be. So we have to spend our time

23

around different people because the reality is you

24

become the people you are around. Is that true or is

25

that true?
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UNIDENTIFIED SPEAKER: Yeah.

2

TREY STINNETT: It's just true. I remember

3

when I was a kid, my dad told me, he goes -- at

4

school, he goes, you got the poor kids and the rich

5

kids. Hang out with the rich kids. I said, we wear

6

uniforms -- because my dad sent me to a private

7

school -- I said, how do I know who's who? He goes,

8

you'll know. I said, how will I know? He goes the

9

rich kids' parents have businesses. The poor kids'

10

parents have jobs. He said, the poor kids will be

11

talking about if I graduate, blah-blah-blah. The rich

12

kids will be talking about when I graduate, I'm going

13

to Harvard. He said, the poor kids will be smoking

14

weed. The rich kids will have better stuff.

15

In reality, it's who you spend your time with

16

that matters, and when I spend five minutes around

17

Tarek or Christina, I think differently. I wasn't

18

thinking the way I was thinking before I talked to

19

them. And this will happen any time you spend time

20

around somebody who does things differently than you.

21

I used to be about 50 pounds heavier than I am

22

right now at my peak, and guess what everybody else I

23

hung around with looked like? The same thing. Then

24

when I moved to Austin and I started hanging around

25

with people who were healthier, who took running
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breaks instead of smoking breaks, it changed the way

2

that I looked at the world, and it changed the health

3

habits that I had. And this is the case in any part

4

of your life.

5

If your five closest friends are divorced,

6

chances are you are going to need an attorney, okay?

7

Because at the end of the day, we become who we hang

8

around with, and at the end of the day, they also all

9

have opinions. In fact, how many of you have a broke

10

person in your life who's got an opinion about how you

11

should run your money?

12

I've got an uncle, man, every time I see him,

13

he's talking about this with money, that with money,

14

and I'm, like, you have never had any. Why are you

15

talking about it? But he wants to give me advice, and

16

it's coming from I think a good place, maybe. He

17

wants to help me, but at the end of the day, there are

18

a lot of people that have opinions but very few people

19

who actually have the vision to get where you want to

20

be. Very few people.

21

So if you can change your environment -- some

22

of you, step one to be successful in this business is

23

just change your friends. Just go get new ones, get

24

rid of some of the old ones, and move on with your

25

life, because you came into this world by yourself.
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You are going to leave by yourself.
I had a couple once who was in my room who had

2
3

a difficulty with this conversation because, well,

4

they were married, and he was negative and she was

5

positive. It was Barbara and Walter -- not Barbara

6

Walters, but Barbara and Walter -- and they were

7

sitting right back here in the back. Walter was one

8

of these guys that he just -- you ever meet somebody

9

and you can just tell, like, they're, like, having a

10

really bad decade or whatever, right?
So this guy is, like, crossing his arms. Every

11
12

time I ask a question, he's, like, no. And I'm just

13

like -- so, finally -- and she keeps trying to hush

14

him up, and she's this just adorable little lady,

15

probably -- they are probably in their early

16

seventies, late sixties, and she's just, like, really

17

eager to learn this business, and he was dragged here,

18

okay?

19

And so at the end of the day, they're over

20

there by the coffee station, and they're having one of

21

these "we've been married for 40 years" kind of

22

conversations. You know what I'm talking about? And

23

she hits him, just straight up, right in the shoulder.

24

She just slugs him and goes, fine, you can't come the

25

rest of the weekend, you negative bastard.
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(Laughter.)

2

TREY STINNETT: You go, girl. I like her. And

3

the next day she brought her sister in, also another

4

little old lady, and Walter didn't come the rest of

5

the weekend, thankfully. And I saw them out at a

6

Summit event. So in full disclosure, they did go

7

through advanced trainings, and they're doing well.

8

But she said that they are still married, so I am glad

9

to report that; however, Walter does not support or

10

does not want to have anything to do with her

11

business. He supports her but doesn't want to be part

12

of it.

13

UNIDENTIFIED SPEAKER: Right.

14

TREY STINNETT: That's totally fine. I've got

15

plenty of women who come out to these events and they

16

go, I don't need a man; I'm doing this on my own. I

17

even had a lady, Leoni, in Northern California, that

18

when I said, why do you want to do this business, and

19

you guys were, like, make money, whatever, she goes,

20

to get a divorce. Okay? Tell us more, right?

21

So I got to talking to her privately, and, you

22

know, I was raised in a very traditional home, and

23

divorce was always something that we were, like, no,

24

we are not going to do that, but I get it. Sometimes

25

you made a mistake. Her mistake, she needed to get to
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the United States, and the only way she could do it

2

was getting married. And you can judge that if you

3

want to, but if you were born here, you can't judge

4

that, okay? So I would do anything I could to get to

5

this country if I had to, including marrying that guy,

6

I guess. You can do that now.

7

So she did not need to be in this relationship,

8

and she told me this. She goes, as soon as I have

9

enough money, I'm divorcing the guy. She now lives in

10

South Florida, single, and she's doing great

11

financially. Last time I saw her, she, like, ran up

12

and, like, jumped and gave me this big hug. And it's

13

so cool to see people that choose independence. They

14

don't want to be part of a system anymore or they

15

don't want to be dependent on somebody else. So if

16

you have people in your life right now that are giving

17

you negative feedback, man, stop asking them.

18

In fact, how many of you had somebody, you told

19

them you were coming here this weekend, and they gave

20

you a negative reaction? Look at all this. That's

21

it? How many of you didn't tell anybody you were

22

coming this weekend? That's the rest of you, right?

23

Why not?

24

UNIDENTIFIED SPEAKER: Didn't want to hear it.

25

TREY STINNETT: Yeah. You already know exactly
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what they're going to say, right? No, that's not

2

going to work. Oh, that stuff's crap. They're going

3

to try and sell you something else. Whatever, right?

4

In fact, how many of you in here think that we

5

might have other things for sale this weekend?

6

Anybody think that might be the case? You will not be

7

disappointed. Yes, we do, and I make no bones about

8

that. I sat in this room, what, 13 years ago, and I

9

knew I wanted to be a real estate investor, and I

10

wanted every possible tool I could get my hands on.

11

So I will have some other stuff I'll talk to you guys

12

about throughout the weekend.

13

But ultimately we have to change who we're

14

spending our time around if we want to have the

15

success we want to have, and if we're around people

16

that are doing this business, making millions of

17

dollars in this business, what's going to happen?

18

We're going to make money in this business. So don't

19

hang around people that are broke, man.

20

By the way, how do you know when someone's

21

broke? They tell you, right? I'm broke, out of

22

money, broke. What do you say, by the way, if you say

23

you're broke? You're saying you're broken. No

24

offense, guys, but you're a child of God. Do not say

25

that. You're not broken. You are fully complete
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right now, and that's one of the things that I can't

2

stand from people that teach classes and motivational

3

speeches and stuff like that, talking about, like,

4

people need to, like, get better. You're complete

5

already.

6

Maybe you don't have as much money as you want,

7

but you have money. You're sitting in this room.

8

Maybe you don't have all the contacts you need, but

9

you've got contacts, and maybe you don't know

10

everything you need to know, but you know what you

11

know. That's enough.

12

You make -- you can compare yourself to other

13

people and always come up short, or you can compare

14

yourself to other people and always feel better about

15

yourself, but at the end of the day, if you don't

16

start from a foundation of completeness and self

17

acceptance, saying I'm good where I am, I make the

18

money I make, and I'm okay with this, even if you're

19

scraping by right now, if you can't be okay with that

20

first, you can't build on it.

21

You can't constantly look at, oh, got to be

22

something different, got to be something different.

23

Be who you are, be complete where you are, and then

24

you can build on that foundation more strongly than

25

you could on anything else, no matter where you're
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coming from. That's kind of the way that I

2

philosophize about it.

3

So Tony Robbins says, "If you want to be

4

successful, simply find somebody else who's already

5

achieved the results that you want, and do what they

6

do until you achieve the same result." You can be a

7

unique snowflake next year, right? For now, let's

8

just do what works and copy what is working out there.

9

So our goal this weekend is to identify where

10

you are, to identify where you want to be, and then to

11

help you kind of develop the plan that's going to get

12

you from point A to point Z. In fact, the people who

13

are going to help you more than anybody else is not

14

even me. As much as the things that I say up here

15

this weekend are very important -- and I do believe

16

they are important because I'm saying them -- at the

17

end of the day, your success happens right back there,

18

at that back table.

19

Those people are here for one reason and one

20

reason only, and that is to be able to help you figure

21

out what is next for you. How do you build it?

22

Because this is not one size fits all up here. I just

23

kind of give you the information. When you sit down

24

with them, it's what do you specifically need to do to

25

be able to build your business? What's the next steps
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for you?
So if you guys would, please go ahead and turn

2
3

your seats around and face the back of the room. I

4

would like to introduce you to your strategist, if I

5

could.

6
7

DERRICK: Good morning, how you guys doing?
Good morning.

8

UNIDENTIFIED SPEAKER: Good morning.

9

DERRICK: Welcome. My name is Derrick

10

(inaudible). I'm a real estate entrepreneur from

11

Texas, and I wanted to first off acknowledge everyone

12

for being here. There's a lot of places you could

13

have been other than here today. Some of you made a

14

long drive. Everyone here invested money to be here,

15

so (inaudible).

16

I remember four years ago, I sat in these same

17

chairs, too, and I knew real estate was the place I

18

needed to be. At that moment, I was burned out of

19

running franchises, and they were successful, but I

20

was breaking 100 hours a week just to keep them

21

successful. So I thought I owned a business, but I

22

really just had a high-paying business operating

23

position, and I was going crazy, and I knew there had

24

to be an easier way.

25

So after studying several successful people, I
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realized real estate was a commonality, and I made a

2

decision to go to an event like this. And four years

3

ago, I sat in these same chairs, and I remember being

4

brand new, not knowing what I didn't know. I had a

5

little bit of information, and I knew this is where I

6

needed to be and how I changed after taking that path.

7

So right now I currently invest in San Antonio,

8

my backyard. I also do some remote stuff virtually in

9

South Texas, and, you know, we just picked up some

10

land. We're working on a commercial deal right now

11

for some apartments, but the number one tip that I

12

would say for you this weekend is to -- you are going

13

to get what you put into this. Take a ton of notes,

14

get a chance to get to know Trey, Kyle, Amber, myself.

15

We're going to be taking lunches here today and

16

tomorrow, so we'll get a chance to sit down with you

17

and help you out with that.

18

My number one tip for you other than that would

19

be to be very conscious of who you surround yourself

20

with this weekend. Some of you guys already know a

21

lot about real estate, and that could be a good thing

22

and a bad thing because of the egos. It's harder to

23

train someone who I guess you could say feels like

24

they already have the hang of it, so you can go out

25

the door and get a couple of deals, and if you haven't
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1

done a couple of deals, you're in the right place at

2

the right time, because you don't have any bad habits

3

to break. So just take a lot of notes, have fun with

4

all of this, and you guys will do very well. Thanks.

5

(Applause.)

6

AMBER GUZMAN: So I got the chance to meet most

7

of you briefly this morning. My name's Amber, and a

8

little bit about my background. I didn't really come

9

from a family that taught me a lot about goals or

10

credit or moving forward effectively, so I started out

11

making a lot of learning experiences. I got married

12

at a really young age, I had a daughter at a really

13

young age, and, unfortunately, divorced at a really

14

young age, truly not having any of that foundation in

15

place.

16

And so I was in the rat race. I was doing the

17

9 to 5-plus. I was working paycheck to paycheck,

18

attempting to find things out there, the

19

lotions/potions that Trey talked about earlier, and it

20

was really random how I came across this class. It's

21

been about 11 years, 11-plus years now, and for me,

22

coming from that type of background that I just

23

mentioned, it was all brand new.

24
25

It was an emotional roller coaster for me,
acknowledging the things that I haven't figured out,
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acknowledging the people in the room that had set up

2

systems that I had -- I had never seen anything. He

3

mentioned not knowing what I didn't know. I had no

4

idea what I didn't know.

5

For me, I knew that I needed to surround myself

6

with people that I could learn and grow from. I knew

7

that going home from that event, I wasn't going to

8

have friends or family or anyone in any kind of

9

neighborhood close to me that was going to be able to

10

even come on board, to be any kind of support. So the

11

last 11 years, even to this day, has been as a student

12

of seminars. I come in. I do at least four-plus

13

different events where I'm a student every single

14

year. I've spent hundreds of thousands of dollars on

15

my education this way.

16

I didn't graduate -- I didn't go to college.

17

That's something I don't always share every weekend,

18

so I was one that really did kind of come in and learn

19

more how I needed to be an entrepreneur and figure it

20

out for my children, for myself.

21

So my "why" really quick is my kids. I wanted

22

more than anything else for them to not have the broke

23

mind-set, not have the insecurities, and so everything

24

has also been kind of grooming them the same way, how

25

to have that confidence, how to not get caught up in
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the peer pressure, how to -- how to go to -- go to

2

college, because it's important to know who your

3

employees are going to be. It's important to have the

4

experience; however, not going as they need a job, not

5

going because they're going to follow that same route.

6

I know Derrick mentioned that we're doing

7

lunches. We are going to do some consultations with

8

you this weekend as well. Really we come out to see

9

who of you is really ready to make that leap and have

10

some different experiences in life. So I look forward

11

to meeting as many of you as I get the chance to this

12

weekend.

13

(Applause.)

14

KYLE: How's it going everybody?

15

UNIDENTIFIED SPEAKER: Good.

16

KYLE: My name's Kyle. I am from San Antonio,

17

Texas. I currently live in Austin, Texas, not too far

18

away. I actually live a hip, hop, and a skip away

19

from Trey. We're very close friends. Our families --

20

our daughters play together, which is really cool, and

21

that's what's really cool, I think, about this whole

22

team, because, you know, we're here. We've known each

23

other for years, even before, you know, coming out to

24

help the people, but we're friends, we're family

25

first, and we have a mission.
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I log six months out of the year, on average,

2

to come out here and to serve you guys, to kind of pay

3

it forward. As Derrick was saying, we all started out

4

as students. Trey started out as a student when he

5

was 19 years old, became very successful. So we

6

understand, you know, some of you guys with

7

experience, with no experience, what type of emotions

8

you're kind of going through.

9

As far as real estate, I've done real estate

10

all over the country, remotely. You know, real

11

estate's a science. I was -- six years ago, I learned

12

the science behind real estate. I learned the

13

step-by-step process of how to go out there and

14

systematic -- I'm a systems guy -- how to go out there

15

and flip a property, got into -- right now, as many of

16

you guys are here, this is a step outside your comfort

17

zone, and learn to embrace it, because I can tell you

18

what, it's not the last time you are going to be

19

outside your comfort zone and not probably the last

20

time you invest back into yourself.

21

You know, Trey and I are going to a different

22

country now, okay, and that's a huge step for us.

23

So -- but what I do know is on the other side, there's

24

success. So I've learned to embrace change.

25

My "why," my "why" is for all the women in my
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life, and it's funny because I'm always talking about

2

the women in my life, and Derrick said last week,

3

they're going to think that you have four or five

4

girlfriends, you know that, right? No, I do this for

5

my daughter. My daughter is what inspired me to make

6

a change, to get out of college -- which I turned a

7

four-year education into about eight years -- and she

8

inspires me every single day to get up every morning,

9

and I realized, you know, my father wasn't very

10

successful, so my biggest thing is, with my daughter,

11

I can be a financial winner, I can be a financial

12

loser, and so I decided to be a financial winner.

13

For my mother, I think my mother instilled a

14

lot of great, great things inside of me, things that I

15

didn't even realize growing up. She is a success

16

story by herself. She grew up in the projects. You

17

know, she had me at 17, a twin -- I'm a twin, and

18

so -- I watched her by the age of 13 become a multi,

19

multimillionaire in real estate. So she taught me a

20

lot of things, that real estate could be extremely

21

lucrative if you're doing it the right way. She also

22

taught me that if you're doing it wrong, then you can

23

lose absolutely everything.

24
25

So in 2007, 2008, a lot of you guys were
devastated. She was -- she didn't have the right
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1

system in place, and she was overleveraged. She

2

didn't -- with the banks -- we're going to teach you

3

guys how to use private money, but she got caught up

4

into that and lost everything. So my biggest goal,

5

when I got into this business, I asked her, you know,

6

what's your advice? You know, can you teach me how to

7

do real estate? I know you have been successful. She

8

goes, why would I teach you? I lost millions of

9

dollars.

10

So she really pushed me and encouraged me to

11

get into something like this, to learn it the right

12

way, and to surround myself by like-minded people,

13

people that knew way more than me, and I realize if

14

you're following in the footsteps of millionaires or

15

even billionaires, that you eventually become those

16

people. So if you just follow somebody who knows what

17

they're doing, you're going to be fine.

18

Another thing is why I come out here is a lot

19

of you guys have set up retirement in the traditional

20

route. My grandmother went the traditional route.

21

She worked 30 years in -- you know, got about $350,000

22

in her 401(k), which was amazing, and I can tell you

23

guys that that doesn't go very far. Two strokes

24

later, she is, you know, struggling to pay bills. I

25

get to help her, I'm very grateful for that, but
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just -- it shows me how delicate some of your

2

retirements are.

3

So this weekend is -- I'm grateful to teach you

4

guys how to put that to work. I think the biggest

5

great return I've seen, somebody taking a 401(k) in

6

one year, was just a student after one of these

7

classes, turned a hundred thousand into 1.2 million,

8

okay? So those are returns you'll never get in the

9

stock market.

10

So the key is -- this weekend is to serve you

11

guys. So we're going to have consultations, and we're

12

going to sit down with every single one of you this

13

weekend, okay? And whether it's once or twice, we're

14

going to give you guys a game plan so that you guys

15

know, come Monday, exactly what to do. So I am

16

grateful for that, and I look forward to getting to

17

meet you guys. Thank you.

18

(Applause.)

19

TREY STINNETT: Awesome, guys. Thank you.

20

Okay. So what we're going to do now -- Kyle,

21

when are you guys going to do the scheduling for their

22

one-on-one meetings?

23

KYLE: We can start -- we are going to hand out

24

appointment cards later this evening, right before you

25

guys leave, but you can start signing up for
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2

consultations right now.
TREY STINNETT: Okay, cool. We are going to

3

take a ten-minute break, and if you guys want to

4

just -- whoever you felt like you maybe connected

5

with, if you want to just go talk to them and see if

6

you can get on their consult list for this weekend.

7

Then we'll pick right back up in let's say five

8

minutes, something like that, and we'll keep going.

9
10
11
12

(Music, off-mic conversation.)
TREY STINNETT: Did you guys all shake a leg,
ready to go? Cool.
Okay. So I saw some of you back there.

13

Hopefully you got your times figured out. I'm not

14

sure what the lunch situation is. Is somebody going

15

to try to figure that thing out, something like that?

16

We are going to go to lunch, guys, probably about

17

1:00, just so you know, about 1:00 p.m.

18

All right. So picking up where we left off,

19

before we dive further into working through your first

20

deal, I want to kind of go over promises and

21

expectations, and I like to do this because I think

22

it's important, as I mentor you guys throughout the

23

weekend, that we're always on the same page, and not

24

all of you signed up out of the same free preview

25

events. Some of you were at some different ones.
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A lot of stuff is said there. A lot of people

2

fill in the gaps on what they think, stuff like that.

3

So I want to kind of go over what we are here doing

4

this weekend, the purposes that we're here, our

5

commitments to you, your commitments to us, and some

6

good stuff like that.

7

I'll start with a disclaimer. We provide real

8

estate education and training. We do not sell a

9

business opportunity. We make no earnings claims, and

10

additionally, we do not offer tax, accounting,

11

financial, or legal advice. Prior to undertaking any

12

real estate transaction, we encourage you to consult

13

with your own accounting, legal, and tax advisors to

14

evaluate the risks, consequences, and suitability of

15

that transaction.

16

In layman's terms, I'm a real estate investor,

17

guys; I'm not an attorney or a CPA. So I will show

18

you what my attorneys have helped me set up. I will

19

show you how I get around as many taxes as I possibly

20

can when it comes to building this business, but at

21

the end of the day, go get your own attorney, your own

22

CPA, to evaluate yourself. That should go without

23

saying, but we live in a day and age where I have to

24

tell you that the coffee is hot, so -- by the way, the

25

coffee back there is hot, okay?
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All right. Guys, do we have the bill of rights

2

back there? If you could pass those out for me. So

3

we created something we call our customer bill of

4

rights, because has anybody ever been to a seminar

5

like this before, been to a different one maybe? No?

6

They're all handled a little bit differently, and

7

Tarek and Christina wanted to make sure that we

8

handled this with the utmost integrity, so we like to

9

kind of get this rolling.

10

So, Derrick, if you could please pass those out

11

and give me one as well -- no, I don't need one, I can

12

just read what's on the screen -- but give them to

13

everybody else, please. And, Kyle, if you or Amber

14

could help Derrick out, that would be great.

15

Okay. So, number one, our team pledges to be

16

understandable. We have done our absolute best to

17

take all the complexities of real estate and how they

18

may apply to different investments and present them to

19

our students in an easy and understandable fashion.

20

Each lesson may be your first exposure to certain

21

concepts or it may be a reminder, but the principles

22

in business are always changing, and it's important to

23

continue to learn and to grow.

24
25

So we do our best there to be understandable,
and I try to instill the concepts as good as I can.
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The good news is, most of you in here have more formal

2

education than I do, so I probably am not going to

3

pass you up when it comes to being understandable.

4

Number two, fair. We will keep -- treat each

5

of our students equally with respect, even though

6

students may differ from the other. I don't really

7

care if you have money or not. Yeah, we do have some

8

other programs and stuff like that, but I am not even

9

going to let you sign up for it just because you have

10

the money. That's not why I'm here. I'm here to help

11

people get into this real estate business.

12

Some of you have more cash than others. That's

13

irrelevant. What matters to me is whether or not

14

you're actually inspired to do this business. If

15

you're inspired to do the business and you have money,

16

all the better. If you don't, that's fine, too. We

17

can still build a business.

18

Number three, results-oriented. I do not care

19

what is true. I only care what works. What I mean by

20

that is a lot of you are going to say, well, my

21

grandpa told me or my friend over here is a realtor

22

and he said this or I had a young lady -- I was on a

23

trip going to Guatemala in January to go on Lake

24

Laguna Atitlan, beautiful, my wife and I went up there

25

for a little retreat. I was sitting there talking to
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this beautiful young lady from Chicago -- or she was

2

living in Bali at the time or something, totally

3

financially independent, floats around to different

4

places -- and she goes, I want to sell my sixplex in

5

Chicago and I want to move to Hawaii. She goes, but

6

I'm worried about the taxes that I'll have to pay.

7

And I showed her, I said, well, here's the way

8

you get around the taxes. And she's, like, oh, my CPA

9

said I can't do that. And I'm like, okay, so let's

10

fire your CPA, right? I don't care what somebody else

11

says. If I know it works and it's true, I'm just

12

going to show you how it works, okay?

13

On that same note, I'm all about following the

14

law, but I love breaking rules. Some of you might be

15

with me on that. There are certain rules of society,

16

the way that things are supposed to be. For example,

17

an IRA is to be used to purchase stocks, bonds, and

18

mutual funds. I will show you how to flip houses

19

inside of an IRA. Completely legally? Yes. Outside

20

the normal rules? Also yes.

21

Okay, so, we are going to break some rules, and

22

we're going to be okay with that. Yes? Okay. But we

23

will not break the law. Everything must be legal,

24

moral, and ethical, or we don't do it.

25

Number four, responsive. If you have any
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questions about your business over the course of the

2

weekend, our team will commit to answering those

3

questions. I already said that earlier, not just the

4

questions during class time. Ask Amber, ask Kyle, ask

5

Derrick questions.

6

Next, responsible for your clients. This

7

program is more than just the stars. We wanted to

8

have a place where anyone could learn the principles

9

that made them successful and what that system is. So

10

we're talking Tarek, Christina. I think some of you

11

may have found out about us through Daymond John's

12

partnership with us and stuff like that. That's kind

13

of cool. So what actually made them successful, we

14

will distill that down for you.

15

Okay, we do offer assistance to get your

16

investments where you want them to be, although

17

everything we do offer is optional to join. We commit

18

to not pressuring you to do something you do not want

19

to do or are not ready for, nor do we exhaust all of

20

your financial resources if you choose to move

21

forward, because like I said earlier, I don't care if

22

you have the money. If it doesn't make sense, it

23

doesn't make sense, okay?

24
25

Number six, we're professionally trained, not
necessarily as a speaker, but I am professionally
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trained as a real estate investor. So I'm more than

2

happy to sit down, look at the stuff, and answer the

3

questions you have on those things.

4

Next, your commitment to us. Number one, to

5

work hard. Anything worth doing is worth overdoing.

6

Our team expects a hard work ethic from every student

7

that joins our system. A successful business will not

8

just happen. It will require you to go above and

9

beyond the norm to make your real estate investments

10

work. We hope our students will commit to working

11

hard and learning necessary skills to help their

12

business be successful.

13
14

Can you guys commit to working hard this
weekend?

15

UNIDENTIFIED SPEAKER: Yep.

16

UNIDENTIFIED SPEAKER: Absolutely.

17

TREY STINNETT: You spent two grand to be here,

18

you're spending your time, and forget the money. It

19

took three days of your life to be here. That's more

20

valuable than money anyway, right? You might as well

21

play full out.

22

Number two, be honest. Part of running a

23

successful business is being honest in your dealings.

24

This is an important one, and this is because when you

25

sit down with the guys -- now, I have had this happen.
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I get it, okay? You're in a room. Some of us are

2

somewhat younger and have possibly a little bit more

3

money than most people you have met our age, and you

4

might get a little intimidated by that.

5

I had a guy once who sat right over here, San

6

Antonio, Texas. He was a mortgage broker. From the

7

looks of him, he probably made some money in his day,

8

but he was in this room. If you're in this room, that

9

means you want to grow. Wherever you're at now, you

10
11

want to do more.
And so we had him kind of during his one-on-one

12

session tell us where he's at financially now and

13

where he wants to be, and he filled it all out, and so

14

we started to put a plan together for him. Then when

15

we sat down with him to go over that plan, he wasn't

16

there the second day because he had to be at work.

17

His wife was there, and his wife said to Kyle, she

18

goes, we don't actually have any of that anymore.

19

That was before 2008. He was just embarrassed to

20

write down how broke we are.

21

Okay, it doesn't serve you to lie to make

22

yourself feel better, and he wasn't doing it because

23

he was being -- he just was embarrassed, okay? I

24

can't write you a good game plan based off of your

25

numbers if you don't give me real numbers. On the
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flip side, I also had a lady who -- man, she came to

2

my class. We used to have, like, soda cans and stuff

3

in the back, because we'd provide cola, and I don't do

4

that anymore because that stuff, like, will kill you,

5

so -- but she was collecting all the cans at the end

6

of the day.
Now, she told us she had no money, this whole

7
8

thing, so we put together like a little strategy for

9

her to wholesale, and on the third day, she tells us,

10

I actually have $2 million. And I was, like, the

11

weekend's over. I can't -- I can't back up and go

12

back to Saturday and help you devise a plan, like, I'm

13

sorry. So be honest and we can help you with where

14

you're at. There is nothing wrong with where you are

15

now if it's not a lot, and it doesn't do you any good

16

to not tell us the truth if you have got some cash,

17

because we can help you figure out ways to invest it,

18

okay?

19

Number three, make smart decisions as a

20

business owner. It's up to you to make decisions as

21

to how you spend your money. It's also your decision

22

whether or not you take time to speak with our team.

23

So I have had somebody come up to me before on

24

Saturday or Sunday and said they never sat with me all

25

weekend; they sat with everybody with me. I said, did
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you sign up for an appointment? They said no. That's

2

why, okay? You need to make sure that if you have not

3

received an appointment card, that you do go back

4

there and you set up a time to meet with the team.

5

Let's see here, blah-blah-blah, we will make ourselves

6

available to discuss your business and avenues for

7

potential improvement. It's up to you to decide to

8

what degree those conversations happen.
Number four, always continue learning. Commit

9
10

to becoming an industry leader in the real estate

11

business. The business environment is always changing

12

as the information needed to stay ahead of the market

13

curve. As both a business owner and student, you must

14

commit to always being in the mind-set to learn and to

15

grow.

16
17

How many of you are willing to continue
learning even after this weekend?

18

(Show of hands.)

19

TREY STINNETT: So I wrote an article about

20

this a couple of years ago called "Forget the

21

School-Work-Retire Paradigm," do something different.

22

I believe in our country we are really given this idea

23

that you go to school for, what, 13 years? And then

24

you graduate and go to school for another four years,

25

so probably 17, 18 years of your life at school. Then
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1

once school's over, you go out and do what? You work.

2

For how long? Forever? Forty years, probably? Then

3

what? You're supposed to --

4

UNIDENTIFIED SPEAKER: Retire.

5

TREY STINNETT: -- retire.

6

And I won't ask the question who wants to

7

retire and you all raise your hands. I made the

8

mistake of asking that question in South Florida once.

9

Nobody raised their hand. I was, like, everybody's

10

already retired. So I said, okay, who wants to enjoy

11

their retirement, and then the hands went up.

12

And I had this lady come talk to me on the

13

break, and she's, like, I'm glad you said that "enjoy

14

it" part, because I've been retired for years, and I

15

don't enjoy it.

16

UNIDENTIFIED SPEAKER: Yeah.

17

TREY STINNETT: I said, why don't you enjoy it?

18

She goes, well, I just -- no, I asked her, what does

19

your retirement look like? She's, like, I go to

20

bridge, I play shuffleboard, I go to water aerobics, I

21

do bowling -- a very active lady -- and me and my

22

husband go on a cruise every two to three months. I

23

said, I'm missing the part where your life sucks. Can

24

you please explain to me how that's not lovely?

25

And she goes, because I don't want to go on
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that cruise with my husband anymore. I was, like, you

2

want to go with somebody else? I'm, like, girl,

3

you're crazy. She goes, no, no, I mis-said that. I

4

want my husband to go. I also want my kids to go and

5

my grandkids to go, but I can only afford the two of

6

us. She goes, there's nothing I enjoy more in the

7

world than when all of my grandkids are with me at the

8

same time.

9

My grandma is the same way. She wants that

10

photo with everybody in it, right? That's her big

11

thing, but she never gets that photo because almost

12

always one or two grandkids has to be where?

13

UNIDENTIFIED SPEAKER: Work.

14

TREY STINNETT: At work, and they can't make it

15

out there. And this lady said to me, she goes, I know

16

if I paid for their cruise, they would find a way to

17

get off work. She's a smart lady, right? So always

18

continue learning.

19

I found it very interesting when she said that,

20

because I was like, yeah, people -- they wait until

21

the end of their life to retire, and they only educate

22

themselves at the beginning of their life. So it's

23

the school-work-retire paradigm. I said, forget all

24

that. My daughter's six years old. She asked me the

25

other day on the way to the airport, she said, daddy,
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how do you make money? I said, thank God, here we go.

2

Six years old.

3

And my wife says to her, she goes, well, you

4

can baby-sit your sister, you can help me clean around

5

the house -- I said, hold on, hold on, hold on, don't

6

teach her that yet. I said, the best way to make

7

money, baby, is to find something cheap and sell it

8

for more. That's it. Find something cheap and sell

9

it for more.

10

So we went down to a crystal shop in Austin, we

11

bought a bunch of little rocks and some string and

12

some wire, and she's making little necklaces. She

13

spent, like, $3 or $4 out of her little R2D2 piggy

14

bank, and she can sell those for 15 bucks. She wants

15

to buy a car with that, okay? Not an adult car. She

16

wants to get one of those little electric Toys 'R Us

17

cars -- well, what used to be Toys 'R Us cars,

18

right -- and she wants to be able to drive it around.

19

Now, when she makes the money, she's got a

20

choice. I'm going to teach her, she can invest it and

21

grow it, she can save it, or she can buy the car. I'm

22

hoping she buys the car, all right, and here's why. I

23

want her to know what it's like to no longer have

24

money that she worked hard to get. I don't want her

25

to wait until she's 30 or 40 to learn that. I want
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her to know now, oh, crap, all my money's gone. I

2

have to start all over at zero? Yeah, that's what

3

happens when you don't invest. So being able to teach

4

our kids is incredibly important.

5

So here's what I believe. School does not stop

6

when you turn 18, work does not start when you turn

7

23, and retiring should already have happened, right?

8

I want my kids to be learning their whole lives, to be

9

working their whole lives. I don't ever plan on

10

retiring. What is retirement? It's enjoying yourself

11

with the people you love, doing what you want to do.

12

You should be doing that now, not waiting until you're

13

65, all right? But on the same page, though, we

14

should always be learning.

15

Do you know how many books the average American

16

reads after they graduate college per year? Less than

17

one. I'm talking nonfiction, not 50 Shades of Harry

18

Potter Stones or whatever, a book that will actually,

19

like, change your life, that can teach you something

20

about health, wealth, relationships, being one with

21

your creator, spirituality, emotional, intelligence.

22

Nobody reads any of this stuff because they're too

23

busy watching Game of Thrones. I read all that stuff

24

and I know who John Snow is, okay?

25

So the point is you can do more than that.
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Education is something we do our entire lives. You

2

know how many books the average CEO in our country

3

reads, Fortune 500? Oh, a book a week. The average

4

CEO reads 40 to 50 books per year, and there's a

5

reason for that. Now, do you think they read 40 books

6

because they're a CEO or do you think they're a CEO

7

because they read 40 books? Think about that. The

8

education comes first. So never stop educating

9

yourself. Continue to always do that throughout your

10
11

whole life. Retire now, and get your kids working.
All right. Number five, be positive. Attitude

12

is contagious, so make yours worth catching. Guys, is

13

a positive attitude contagious? If somebody's having

14

a good time, enjoying their life, and making money and

15

they're happy, is that going to rub off on you a

16

little bit? It is. Do you think a negative attitude

17

is contagious?

18

UNIDENTIFIED SPEAKER: Yes.

19

TREY STINNETT: Same thing, okay. I have had

20

people in my room before, had a guy kind of sitting

21

over here in the corner once, and he was so mad at

22

life. He was ticked off that he was the same age as

23

Kyle, and Kyle makes ten times as much money as he

24

does. And so a whole weekend, he was just like

25

bad-mouthing everything, this doesn't work, whatever,
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they just want you to buy this thing, and he missed

2

the entire point of the weekend because he was so

3

worried about what other people were going to get out

4

of him, but he missed what he could get out of him and

5

what he could create in his own life. So be positive,

6

we'll have a good weekend. Be negative, we'll kick

7

you out.
Next, number six, communicate clearly. Prompt

8
9

and clear communication can propel your business in

10

the right direction. Throughout your interactions

11

with us, please communicate in a responsive and timely

12

manner.

13

Number seven, give feedback. Please let us

14

know how things are going. If, say, for example, it's

15

freezing cold in here, go ahead and let me know, okay?

16

All right, if there's questions, you have staff and

17

stuff like that, and there's a phone number I think at

18

the bottom there if you want. Please go ahead and --

19

you saw we signed the bottom. If you can sign as

20

well, go ahead and tear off the white copy, keep the

21

yellow one, and pass the white one to the center

22

aisle, and either Amber or Kyle or Derrick will come

23

grab that for me. Little Jane Hancock there just to

24

show that I gave it to you.

25

UNIDENTIFIED SPEAKER: What's the date?
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TREY STINNETT: I don't know, what day of the

2

month is it? Is today the 20th? Today's 4/20. That

3

means something in some parts of the country.

4

All right, appreciate you guys for doing that.

5

So I've got a question for you all. How long do we

6

have together this weekend, how many days?

7

UNIDENTIFIED SPEAKER: Three.

8

TREY STINNETT: Is three days a long time?

9

UNIDENTIFIED SPEAKER: No.

10

UNIDENTIFIED SPEAKER: Well, it could be.

11

TREY STINNETT: I guess it depends on what kind

12

of teacher I am, right? If I'm boring, is three days

13

going to last forever?

14

UNIDENTIFIED SPEAKER: Yeah.

15

TREY STINNETT: Okay, but I think you got my

16

real question. Is three days a long enough time to

17

become an expert at anything?

18

UNIDENTIFIED SPEAKER: No.

19

TREY STINNETT: Okay. So if you thought you

20

were going to come in here and leave this weekend and

21

go make a million dollars in the next six months,

22

we're going to have to talk about that, okay? You

23

will not be an expert after this weekend; however, you

24

can learn what you need to learn to get started in

25

this business.
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I know the promises that were made to you out

2

there, for example, that we would teach you how to do

3

your first deal step by step by step, a methodical

4

process, in order, and I will do that; however, you

5

don't know until you actually what?

6

UNIDENTIFIED SPEAKER: Do it yourself.

7

TREY STINNETT: All right. To know and not do

8
9
10

is to not yet -UNIDENTIFIED SPEAKER: -- know.
TREY STINNETT: And so being willing to get out

11

there and do it is what's important, and when you are

12

in the field and things are going to be a little

13

different from what I teach you here this weekend --

14

because that's life, sometimes stuff is just different

15

from what we expect -- it is your ability to find the

16

workaround that will lead to your success. So that's

17

really what this weekend is about.

18

So why spend the money to come here this

19

weekend? Why not -- I read a Reddit post about

20

somebody was complaining about how it was $2,000 to go

21

here and you can learn this all from books. That is

22

100 percent true. Everything I teach you here this

23

weekend came from a book, I'm sure, at some point,

24

somewhere, that somebody read. So why come here

25

instead of just reading books?
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UNIDENTIFIED SPEAKER: I think it jump-starts

1
2

you.

3

TREY STINNETT: Okay. Gets you going faster?

4

UNIDENTIFIED SPEAKER: Yep.

5

TREY STINNETT: Okay. What else?

6

UNIDENTIFIED SPEAKER: Reliable source.

7

TREY STINNETT: Okay, a reliable source,

8
9

because you know who's behind it.
What else?

10

UNIDENTIFIED SPEAKER: Experience.

11

TREY STINNETT: Experience. Maybe the person

12
13
14

who wrote a book has got experience, right?
UNIDENTIFIED SPEAKER: Well, and it's part of
the team.

15

TREY STINNETT: Okay, part of the team.

16

UNIDENTIFIED SPEAKER: You're part of a team.

17

TREY STINNETT: You're plugging in --

18

UNIDENTIFIED SPEAKER: Yeah.

19

TREY STINNETT: -- so to speak. Okay.

20

I think for the most part, the first answer you

21

gave is the reason most people come here. Yeah, you

22

could go read a thousand books, but that's slow,

23

right? Most people, if they are going to get into

24

something, they want to get in quickly. You want to

25

spend the next six months doing deals or the next six
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months reading about doing deals that you can start

2

nine months from now, right? So that's ultimately

3

what it's about, but you're going to have to put in

4

the work to make that happen.
I am not here to prove that real estate works,

5
6

okay? Does real estate work, by the way?

7

UNIDENTIFIED SPEAKER: Yeah.

8

TREY STINNETT: The question isn't does it

9
10

work. The question is, will you make it work? And so
real estate is not on trial this weekend. You are.

11

UNIDENTIFIED SPEAKER: Right.

12

TREY STINNETT: Will you actually follow

13

through on the stuff that I talk about? If you do,

14

you'll make money. If you don't, you don't make

15

money. And it really is as simple as that.
All right. So I like to compare this weekend

16
17

to law school. This is real estate school. Welcome

18

to your first class. This is 101. So, let's see

19

here, if you could go to law school or you could go to

20

a law library, a law library is full of books with all

21

the laws. You could go try and memorize them all, or

22

you could go spend three years and a few hundred

23

thousand dollars getting a law degree, and then would

24

you know every single law when you get your law

25

degree?
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 155

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 157 of 417
156
1

UNIDENTIFIED SPEAKER: No.

2

TREY STINNETT: No, but you'd know where to --

3

UNIDENTIFIED SPEAKER: Find it.

4

TREY STINNETT: -- find the answers. That is

5

the key to success. It's not knowing everything.

6

It's being able to know how to find the answers to

7

that. So this is the beginner course, but as I

8

mentioned earlier, do you guys think we have more than

9

one course? This is the beginner course. We would be

10

a pretty crappy educational company if we only had one

11

class, okay? So we do.

12

We have some advanced training, some softwares,

13

mentors, a whole bunch of school stuff like that, at

14

other levels, but my goal this weekend is to keep you

15

safe, give you some quality content, help you get into

16

your first deal, which is a money-making deal, because

17

we don't want to lose money in real estate.

18
19

Who here has already done a deal? Who are my
real estate investors in the room?

20

(Show of hands.)

21

TREY STINNETT: We've got one, you guys are

22

working on it, two -- okay. I like having a little

23

bit of experience in the room because you can validate

24

a lot of the stuff that I've been saying and the

25

things that I will continue to say. Whether you're
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new or you've been around for a while is fine with me.

2

Like I said, I have had people in my rooms that have

3

done literally hundreds of deals, and that's actually

4

really powerful because they're learning how to be

5

able to kind of kick it into gear.

6
7

Those of you who have not done a deal yet,
who's brand new?

8

(Show of hands.)

9

TREY STINNETT: Okay. If you're new, did you

10

just decide to do real estate on your way over here

11

this morning?

12

UNIDENTIFIED SPEAKER: No.

13

TREY STINNETT: How many of you have been

14

thinking about this for over a year?

15

(Show of hands.)

16

TREY STINNETT: Maybe some even five, ten -- I

17

had somebody tell me before, Trey, I've been wanting

18

to do this for 30 years. I had a guy last week who

19

told me that he's been wanting to do real estate. He

20

did three properties, got married, and his wife

21

wouldn't let him do it anymore. Unfortunately, she

22

passed away a couple years ago, so now he's like,

23

okay, I can do it, okay?

24
25

So what will happen is you're going to get out
there, you're going to be doing these deals, and
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people are going to be, like, man, why all of a sudden

2

are you doing real estate, Leslie? Where did this

3

come from, Terrence? Why all of a sudden you doing

4

this? And you're going to say, all of a sudden, I

5

been working on this for years; it's just I'm just now

6

doing it.
So I like to compare you new people to bamboo.

7
8

You know it's the fastest-growing tree on earth,

9

right?

10

UNIDENTIFIED SPEAKER: Yeah.

11

TREY STINNETT: Anybody know how fast it moves?

12

UNIDENTIFIED SPEAKER: No.

13

TREY STINNETT: It's like two inches to two

14

feet -- I'm sorry, two meters, which is like six feet,

15

a day. You can literally sit on a mature piece of

16

bamboo, watch it grow out of the ground in China.

17

It's amazing, right?

18

Anybody knows how fast it grows the first year?

19

It doesn't even break the soil. The first year, you

20

plant the seed, you water, you water, think; you

21

water, water, hope; water, water, and then eventually

22

after a year, it breaks the surface. A little leaf

23

comes up, and it starts to kick out of the ground.

24

Then it almost doubles in size every single year.

25

You see, you may just be getting started on the
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surface, but you've been thinking about this, planning

2

this, wanting to do this for quite some time. You're

3

just now breaking that ground. How fast you move from

4

here forward has nothing to do with how fast you've

5

been moving, what you have known in the past, or what

6

you've been up to. That's why I said earlier, we have

7

to start at self-acceptance. You're breaking it down

8

right now. What you do next, that's all up to you.

9

All right, so let's get in sync. Three-day

10

investment workshop, that is what you guys are at

11

right now. These were the promises that were made to

12

you. Please correct me if this is not what you were

13

told, that we would teach you how to do your first

14

deal step by step by step. Yes or yes?

15

UNIDENTIFIED SPEAKER: Yes.

16

TREY STINNETT: Okay. Transactional funding,

17

how many of you are excited to get access to that

18

capital that you get access to by being here?

19

UNIDENTIFIED SPEAKER: Um-hum.

20

TREY STINNETT: I'll go over those here in a

21

minute. Number three, reimbursement program, that if

22

you don't do a deal within 90 days, we'll give you

23

back your money -- I'm sorry, guys, no photos or

24

videos or recordings, none of those -- that you get

25

your money back in 90 days whether you do a deal or
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1

not? They did tell you guys that, too?

2

UNIDENTIFIED SPEAKER: Um-hum.

3

TREY STINNETT: All right, okay. And then,

4

finally, that we would sit down with you one on one to

5

be able to help you map out what your business is

6

going to look like. We will do all of those things.

7

In fact, my goal this weekend is to fulfill you

8

completely today on all those things, get you access

9

to the capital -- I'm not supposed to do that until

10

Sunday, but I am going to do it today anyway, because

11

I believe you guys are going to come back anyway. I'm

12

also going to teach you your step-by-step deal here

13

this afternoon, all the way through. We will start it

14

here in about ten minutes, 20 minutes maybe. I want

15

to fulfill you on everything today and make tomorrow

16

and Sunday bonus material, far beyond the stuff they

17

promise. You guys okay with that?

18

UNIDENTIFIED SPEAKER: Yeah.

19

TREY STINNETT: Get you some more advanced

20

strategies, how to get in the business. So we'll go

21

through step by step on the deals. The four lending

22

types, so they only had time to tell you guys about

23

one loan out there. Congratulations, you actually

24

have access to four different loans. So I will go

25

over what these are later. One is 100 percent, cover
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1

100 percent of the money you need. Then there's 80,

2

and two of them are 50 percent each. So it just

3

depends on the type of deal, commercial, residential,

4

fix-and-flip, wholesale, and we'll talk about those.

5
6

However, you'll notice that three of them are
not 100 percent, which means what?

7

UNIDENTIFIED SPEAKER: (Inaudible).

8

TREY STINNETT: The rest of it has to come from

9

somewhere else, and I didn't say it had to be your

10

money. I will teach you how to composite this

11

weekend; in other words, take this person's money and

12

this person's money and mix it with that person's

13

money for this person's deal with that person's labor

14

so that you can make money.

15

UNIDENTIFIED SPEAKER: Wow.

16

TREY STINNETT: Does that sound good to you

17

guys? All right, so when you're using all the other

18

people's stuff, there's a word for that. Does anybody

19

know what it is?

20

UNIDENTIFIED SPEAKER: Leverage.

21

TREY STINNETT: Leverage, okay? Let me give

22

you the equation for wealth right now. This is the

23

wealth equation. Value equals -- oops, sorry --

24

wealth equals value times leverage. Wealth equals

25

value times leverage. Leverage is other people's
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1

time, money, energy, knowledge, contacts, resources.

2

Value is what you bring to the table. By being here

3

this weekend, is your value going to be higher than if

4

you had not come here?

5

UNIDENTIFIED SPEAKER: Yes.

6

TREY STINNETT: Yes. You take that value, go

7

to your existing network, and now you have leverage.

8

Bringing value to leverage creates wealth. It is that

9

simple. So the more value you can increase and the

10

more leverage you can increase, the more wealth that

11

you can build.

12

So, for example, the wealthiest people in the

13

world, do you think they have lines of credit? Yeah,

14

they've got hundred million dollar lines of credit.

15

In fact, you've got people like Bill Gates, Richard

16

Branson, stuff like that, if they want to raise money,

17

all they have to do is sell stock. They say, oh, I'm

18

going to release a little bit more stock, and, poof,

19

they have got $5 million. They can literally just

20

print money out of thin air, better than the Federal

21

Reserve can, because it's real capital.

22

Getting to that level in life begins by

23

understanding this simple concept. Value times

24

leverage equals wealth, right? So we want to increase

25

our value as much as we can. Ultimately, that is
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1

what -- why it's important to use leverage. So that

2

means you're going to have to come up with some other

3

money, which means you're going to have to introduce

4

yourself to people. You're going to have to raise

5

capital, okay?

6
7

When do you think real estate investors stop
raising capital?

8

UNIDENTIFIED SPEAKER: Never.

9

TREY STINNETT: I'm always doing it, man.

10

Every time I talk to somebody, it's an opportunity for

11

me to raise capital. When I joined Tony Robbins'

12

Platinum Partners, my main reason, raise capital. I

13

go out to these Master Mind events sometimes, they're

14

$8,000 for like a two-day event, and they don't even

15

teach you anything. You just go skiing. Why would I

16

pay that?

17

UNIDENTIFIED SPEAKER: Networking.

18

TREY STINNETT: Because everybody else paid

19

eight grand to be there, too. So I'm judging, based

20

on nothing else, just the fact that they spent that

21

money to go there, and a couple other factors

22

typically, that it's worth my time to be there. So by

23

expanding my network, I'm getting more leverage, okay?

24
25

Your lunch assignment today is to raise $50,000
at lunch. You guys can do that? You're really
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1

excited to do that, yeah? How many of you are, like,

2

50 grand, man, that's a lot of money to raise at

3

lunch? Is 50 grand a lot of money?

4

UNIDENTIFIED SPEAKER: Nope.

5

UNIDENTIFIED SPEAKER: Nope.

6

UNIDENTIFIED SPEAKER: No, not really.

7

TREY STINNETT: We should all -- I mean, a

8

dollar's a dollar, right? I mean, Kyle and I were

9

sitting in a restaurant a couple days ago, and there

10

was just like a $5 bill laying on the ground. He's,

11

like, there's a $5 bill over there, and I was, like,

12

thank you, right? I'm too good for five bucks, man?

13

Are you kidding me? I am always going to value a

14

dollar. That being said, what's 50 grand going to get

15

you in real estate?

16

UNIDENTIFIED SPEAKER: Not much.

17

TREY STINNETT: A down payment? So do you

18

think that maybe we have to change the way that we

19

associate money to business versus money as consumers?

20

Right?

21

So here's a question for you. For those of you

22

in this room that are married, please raise your hand

23

if you can spend this amount of money without checking

24

with your spouse first. $10?

25

(Show of hands.)
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1

TREY STINNETT: A hundred?

2

(Show of hands.)

3

TREY STINNETT: 1,000?

4

(Show of hands.)

5

TREY STINNETT: 10,000?

6

(Show of hands.)

7

TREY STINNETT: 100,000?

8

(Show of hands.)

9

TREY STINNETT: Okay. So what did we learn

10

here? That you need a better spouse. No, I'm

11

kidding. No, what we learned here is simple, which is

12

that either you have not proven yourself trustworthy

13

enough with those sizes of money yet or the person

14

you're married to has a money mind-set that is fixed

15

to a dollar amount.

16

You see, if I wanted to go spend a thousand

17

dollars or $2,000 or $5,000 on clothes, I might have a

18

conversation with my wife about that first, but if I

19

put a $50,000 earnest money down on a mobile home

20

park, I don't even have to text her. It's a

21

completely different conversation. It's a business

22

expense versus a personal expense.

23

There's a reason when you go get a credit card,

24

if it's a personal credit card, it's $500. If it's a

25

business credit card, it's 5,000, because the banks
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1

trust you more if they think you're using it for

2

business purposes than if they know you're using it to

3

go buy crap. This is the way the business world runs.
So you have to be able to be a single person

4
5

but run two different mind-sets, meaning as a

6

consumer, we want to save as much as possible, but as

7

an investor, we want to be able to spend the smartest.

8

If you told me right now, Trey, I've got an investment

9

that will give you a 5000 percent guaranteed rate of

10

return, my next question is, how much am I allowed to

11

give you, because I want to give as much as I can. So

12

the size of the investment you want to be big if the

13

return is big.
Does that make sense to you guys? Right? So

14
15

we have to kind of shift the way that we think about

16

that. So don't be scared about asking people for

17

capital when you're raising money. In fact, most

18

wealthy people, when you come to us and ask us for

19

money, we don't see it necessarily as you asking for

20

money. We see it as an opportunity to invest in

21

something if you present it that way. If you come ask

22

me with your hand out, it's a different conversation,

23

right?

24
25

All right, 90 days reimbursable program, how
many of you, your goal is to get your money back in
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 166

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 168 of 417
167
1

those next 90 days? Do you want to do that?

2

(Show of hands.)

3

TREY STINNETT: How many of you your goal is a

4

little bit bigger than that?

5

(Show of hands.)

6

TREY STINNETT: I would hope it's a lot bigger

7

than that, okay? Why do you think they made it 90

8

days, by the way?

9
10
11

UNIDENTIFIED SPEAKER: That's how long it takes
to flip a house.
TREY STINNETT: It's about how long it takes to

12

flip a house; however, what if it took you 92 or 93?

13

You could do a wholesale in half that time. Here's

14

the reason why we did 90 days. That's statistically

15

how long people are willing to give something new, a

16

new job, a new diet, a new relationship. If it's not

17

working after three months, most people quit.

18

So that's the reason why we know, if we can't

19

get you your first deal done, making money, within the

20

next 90 days, most likely you are not going to be a

21

real estate investor, and that's kind of just the way

22

it worked out. So -- but, however, if we can get your

23

doing one before the end of 90 days, well, then you're

24

hooked, okay, and then we got you for life, part of

25

our -- our game.
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1

All right. So we are going to get your first

2

deal done, get your reimbursement in 90 days. Some of

3

you will be getting your first deal done faster than

4

that. We have a Fast Start Boot Camp coming up in

5

D.C. in, like, three weeks. That event is all about

6

the flipping side of the business and getting your

7

deals done, so they will actually take you through

8

houses for that, which is kind of cool.

9

The next part here, strategy session, we

10

already talked about that. That's not one size fits

11

all. It will either be on Saturday or Sunday, and you

12

will be given an appointment card today. If you

13

haven't gotten it already, you will get it before the

14

end of the day.

15

So the question I do get from people a lot is

16

they say, okay, well, what if I want to go faster, all

17

right? This is great, but I want my first deal, like,

18

immediately. Let's do this thing faster. First of

19

all, slow down. Let's talk about where you're at

20

first, okay? What is this class? This class is the

21

DIY real estate class. What's DIY stand for?

22

UNIDENTIFIED SPEAKER: Do it yourself.

23

TREY STINNETT: Do it yourself. So I teach you

24

how to do it. I show you the different components,

25

where to get the money, who to call, how this stuff
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works, and then I say, go have fun, all right? Go

2

make some money. And if you can turn your two grand

3

into ten grand, I would call that a success, right?

4

So go do that.

5

However, there are some people who say, my

6

goals are bigger than that. I want to go bigger, I

7

want to go faster, and I want to make more money than

8

that. We do have what we call turnkey business

9

modeling that we also offer, and that is where you

10

plug into our system. We work with you. We hold your

11

hand through the process.

12

A question for you. How many of you think if

13

you had somebody like myself or Kyle or Amber or

14

Derrick working with you for the next year on getting

15

your business up and running, that you would be more

16

successful than if you did it on your own?

17

(Show of hands.)

18

TREY STINNETT: Okay. So that's the reason why

19

they do have that, is because that's what the business

20

model is kind of built around; however, this is not

21

really for everyone, I'll say that much, but I kind of

22

want to give you an idea of what it looks like on a

23

timeline so you can get an idea of where you're at

24

right now.

25

So imagine this line is like a year or so.
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1

You're right here at the three-day workshop. This is

2

the first event you've been to; for most of you, the

3

only one you know about. You came from the free

4

preview event, which was over here. The next one

5

coming up, what I call the Fast Start Boot Camp, is a

6

three-day class that we hold on Thursday, Friday, and

7

Saturday, in D.C.

8
9

We go to your Home Depot, your Lowe's, your
contractors. We get your CPAs, your power team in

10

place, and then go make an offer on Friday,

11

Saturday -- on Saturday, so you can get your first

12

deal done, like, right there immediately. Our mentors

13

actually come out and hold your hand through the whole

14

process. It's totally an option if you want to be

15

part of that. It's in three weeks. They come to you.

16

Then the next one is the Las Vegas Summit.

17

Now, this is an event that we hold every three to four

18

months. This is where the celebrities are, so those

19

of you that are interested in working directly with

20

them, they're out there. You can meet them, take a

21

picture with them, whatever, but what's more important

22

than the celebrities is their mentors, the people that

23

trained me, the people that can train you. They're

24

going to be the ones out there teaching that class, so

25

that's pretty cool.
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One of the big benefits of that event, it's not

1
2

just the education. It also puts you into the

3

business, getting lines of credit set up with banks

4

that may not care quite as much about your credit as,

5

you know, BB&T or something down on the corner. They

6

also have properties there that you can just buy,

7

rental properties, just buy them with the money that

8

you have. So those of you that have capital already,

9

great. If you are doing flips, awesome.
So ultimately what we want here, right now

10
11

you're students. Our super-secret sinister plan,

12

long-term, we want you to be our clients. A year from

13

now, two years from now, ten years from now, we still

14

want you to be coming out to our events, buying rental

15

properties from us, coming out and getting your

16

entities set up, getting your asset protection in

17

place, stuff like that. That's what they do at these

18

events.

19

So it's kind of a service side to the business

20

for those of you that want to plug in. Think of it

21

like -- like buying a McDonald's, like franchises.

22

You go in, you get all the systems in place. But like

23

I said earlier, it's not for everybody. It's only for

24

those willing to put the time, the energy, and the

25

money to build their business for at least a year with
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1
2

us and see things through.
We will help you, we will meet you halfway, but

3

you have got to be fully committed to do it. So,

4

again, not for everybody. The reason that I like to

5

bring these up early on, though, is because of the

6

question that I get the most, which is what does this

7

cost. Please write this down.

8
9

Our packages, because we package them together,
they range from $26,000 up to $42,000. So 26,000 to

10

42,000. Like I said, not for everybody. An

11

interesting question on this, how many of you, when I

12

said $42,000, had a little bit of an emotional

13

push-back on that number? They're, like, oh, my

14

God -- nobody? Okay, I have a more astute class than

15

I thought.

16

As a business owner you might get that. Okay,

17

42 -- if I am going to put two in and get ten, what am

18

I going to get from 42? I get that. However, some

19

people are, like, oh, my God, that's more than a car.

20

Well, it depends on the car first of all, but, yeah, I

21

get the point. It's like a full college education,

22

but you don't really know what to compare it to.

23

If I told you, yes, this college degree will

24

cost you 42 grand, we would all agree that's a good

25

deal, because colleges are, like, 30 grand a year.
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1

When I say a business is 42, the friends and family

2

that you have out there are, like, oh, my God, why

3

would you -- that doesn't make sense. It will make

4

more sense throughout the weekend. It's less than

5

you'd spend on a franchise.

6

The reason I bring it up is I remember sitting

7

in this class, and the whole time, man, I wanted to

8

learn, but I could tell there was something else the

9

guy wasn't saying, like there was something else he

10

wanted me to do, like there was going to be some grand

11

sales pitch or something, and I didn't want to be,

12

like, caught off guard. And so it kept me from paying

13

attention the whole weekend.

14

So I figured rather than waiting until the end

15

to tell you about it like everybody else does, I will

16

just tell you up front. That way, it's off the table.

17

You already know about it. If it's something you want

18

to do, fantastic, talk to me and the guys about it.

19

If you have an idea right now, earlier on in the week,

20

that this is something that you might be interested

21

in, talk to them earlier on in the week. Don't wait

22

until the last day, because it just gets a little

23

hectic if you do that. So if it's for you, awesome.

24

If not, that's cool, too.

25

The philosophy is simple, though. I think you
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1

should get your two grand worth before you consider

2

doing anything else. Are you guys kind of with me on

3

that? So that's the way I look at it.

4

All right. Let's dive in and talk about your

5

first deal. Kyle, do we have the 12 steps back there?

6

Not those 12 steps, okay? These are going to be 12

7

steps to getting your first deal done. Can I get one

8

of those as well, please, sir?

9

KYLE: I will get you.

10
11

TREY STINNETT: Thank you. A gentleman and a
scholar. All right.

12

All right. So these are the 12 steps towards

13

doing your first deal. We are going to dive down and

14

go through this. Okay, so step number one is to

15

locate buyers and/or funding sources. They probably

16

mentioned this at the free preview event, but the idea

17

here is that before you even start your deal, know

18

where the money is, right? So you want to have a

19

funding source set up, typically buyers in place if

20

you are going to be doing a wholesale deal instead of

21

funders, if you want to have someone that will

22

actually buy off of you.

23
24
25

How many of you are familiar with what a
wholesale is?
(Show of hands.)
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TREY STINNETT: So a wholesale is when you buy

1
2

low, sell --

3

UNIDENTIFIED SPEAKER: High.

4

TREY STINNETT: -- low, right? You are not

5

trying to grease the monkey, take all the money off

6

the table. You're leaving a little bit there, and

7

you're going to be able to take out the cash that

8

makes sense.
Number two, find the opportunities. Number

9
10

three, sort for potential deals. Number four, contact

11

the seller and determine the reason for and level of

12

motivation. Perform short- and long-term analysis.

13

Determine entrance and exit strategies. Write

14

escapable, assignable offer with relevant terms and

15

conditions. Negotiate the contract with your price,

16

terms, or both.
What is that, terms, price and terms? What

17
18

does that mean?
UNIDENTIFIED SPEAKER: It could be like a

19
20

seller financing or -TREY STINNETT: Yeah. So price is what you

21
22

pay. Terms is how you pay it and when you pay it,

23

okay?

24
25

Number eight, negotiate the contract with your
price, terms, or both. Number nine, perform due
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1

diligence.

2

What is due diligence?

3

UNIDENTIFIED SPEAKER: Researching.

4

UNIDENTIFIED SPEAKER: Research.

5

TREY STINNETT: Researching the deal, right?

6

When you're doing due diligence -- please look up here

7

real quick. When you're doing due diligence, your job

8

is not to prove that it's a good deal. Your job is to

9

prove that it is not a good deal. So you get the

10

deal, you put it together, everything's great. Now go

11

prove the deal sucks. If you can't prove the deal

12

sucks, then it might be good, okay?

13

That's also called the scientific method, all

14

right? When you're doing the testing, you're testing

15

against your hypothesis, not towards it. Otherwise,

16

you're like, yeah, the property looks really great. I

17

don't see any termites. There's no problems with it.

18

Let's buy it. You get emotionally involved in the

19

deal. You lose money.

20

Due diligence is to find the holes in the deal,

21

find what's wrong with it, and then you can go

22

renegotiate or you back out of the deal. By the way,

23

do you think you should probably have in your contract

24

that if you do due diligence and there's something you

25

didn't know about and you find it, that you can
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1

renegotiate or back out?

2

UNIDENTIFIED SPEAKER: Yep.

3

UNIDENTIFIED SPEAKER: Yeah.

4

TREY STINNETT: Probably a good idea.

5

Number ten is sign the contract. This is

6

basically how you do a wholesale deal. We will go

7

over that in a little bit. Number 11, arrange your

8

funding, and number 12, close the deal. So just hang

9

on to this. We are not going to go over it step by

10

step like this, because this kind of combines both

11

selling, flipping, and rentals into one 12-step plan.

12

I am going to break them into three different

13

categories. So just hang on to it, though, because

14

you will want to be able to refer back to it when

15

you're out there doing work in the field.

16

Strategy number one, let's begin with our

17

income. So we have two ways of taking money when it

18

comes to trading our time for it in real estate. One

19

is wholesaling and one is flipping. If we flip a

20

property, we make more money, but there is more

21

involved. If we wholesale it, we make less money, but

22

there's less involved.

23

So, for example, flipping will take you about

24

three months to do. Wholesaling, you can get one done

25

in as little as four to six weeks. With wholesaling,
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1

it doesn't require money and a rehab, and you make

2

about three to five thousand dollars in profit, just

3

pure cash, okay? That kind of makes a lot of sense to

4

have that in your wheelhouse.
Flipping, on the other hand, does require some

5
6

money and rehab. It will take about three months to

7

do, but it's got a little bit better income, 40 to 100

8

grand, both completely valid strategies. You just do

9

them at different times and for different reasons,

10

okay? So I'm not anti-wholesale or pro-wholesale; I

11

just think it should be part of your business, not

12

your entire business.
I do know people that all they do is

13
14

wholesaling, but, man, they are walking away from the

15

majority of the money made in this business simply

16

because they don't understand the system. They think

17

they're being risk averse, and they're not. They're

18

missing out on the entire opportunity that's sitting

19

there.

20

So there's three reasons to wholesale. Number

21

one is it's your first deal. You need to get points

22

on the board, man. You got to know this thing is

23

working for you. If you've never done a deal before,

24

and it's like, okay, I can make 40K in the next three

25

months or I can make 5K next week, just make the 5K,
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1

okay? That way you know you made some money, you put

2

some points on the board, you feel good about it, and

3

you can keep going forward, okay?

4

If I were mentoring you, what I would do is I

5

would get your first deal to be a fix-and-flip, your

6

second deal would be a wholesale, and I would do them

7

at the same time. So while your fix-and-flip is being

8

rehabbed, you do a wholesale to make some money, but

9

you still have the more money coming down the road in

10
11

three months, okay?
Number two would be the deal's not worth your

12

time, so if it's a lower end of the market property,

13

like wholesale level, it would be like below rentals,

14

Section 8 level -- stuff I don't want to own, I

15

wholesale those. If they hit my desk and it makes

16

sense to wholesale it, I'll get it off my desk.

17

And then number three is just deals that I'm

18

doing on the side while I'm flipping. So let's say,

19

for example, you have two flips going on. All of your

20

capital that you have from all of your sources is

21

currently invested. Somebody brings you a screaming

22

deal, but you don't have the money to invest in it.

23

Okay, you can either say, sorry, I don't have any

24

money right now -- which, by the way, is what 90

25

percent of people do -- or you can be the smart person
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1

that says, that looks like a really great deal,

2

somebody else would want this, too, let me go ahead

3

and lock it up under contract, sell it to them. So

4

there's three valid reasons to do a wholesale deal.
Your wholesale deal will be the first deal that

5
6

we go through starting this morning and ending this

7

afternoon. All right, so the buy low/sell low

8

strategy, there are seven steps. Do not try and write

9

all these down. We will go through them one at a

10

time.

11

Number one through four is the same whether

12

you're wholesaling or doing a fix-and-flip. Either

13

way, you need to find a property, run the numbers,

14

find the owner, and negotiate that contract. So let's

15

begin with finding the property.
There's a few options here. If you turn to

16
17

page -- I believe 77 has some additional ones, but I

18

am going to go over with you all of them here, too,

19

just so you don't have to write them all down. And

20

please let me know if it's not on 77, because somebody

21

last week told me that it wasn't on 77. Are they

22

there?

23

UNIDENTIFIED SPEAKER: Wholesale (inaudible).

24

TREY STINNETT: Okay, cool.

25

So, number one, newspaper. Are there property
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listings in the newspaper?

2

UNIDENTIFIED SPEAKER: Yes.

3

TREY STINNETT: Yes. Wait, that's what my

4

grandpa does. Do it. Take a look, right? You only

5

need to get one at a time. You don't need to find 50

6

million properties in order for this business to work.

7

That's the cool thing about our business. In addition

8

to doing this business, I also have a screen printing

9

company in Houston, and my wife and I have a coaching

10

company for couples that are recently married, called

11

the Twin Flame Institute, and, of course, they pay me

12

to come do these things. So I have got, like, four

13

different streams of income, which is pretty cool.

14

By the way, do you think I make a bunch of

15

money from the coaching thing I do with my wife?

16

UNIDENTIFIED SPEAKER: No.

17

TREY STINNETT: Not really. So why do we do

18

it?

19

UNIDENTIFIED SPEAKER: Give back.

20

TREY STINNETT: Yeah, we like to help. I'm one

21

of those people that, like, if I see a cloud that

22

looks like a star, I am going to point at it. Hey,

23

guys, look at -- if I go see a good movie, I've got to

24

tell everybody about it. By the way, see Black

25

Panther if you haven't yet. So when I see something
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cool, I want to tell people about it. I want to show

2

them, introduce them to concepts. That's kind of the

3

way that I am, so that's the reason why I do that

4

business.

5

But in none of my businesses can I make $50,000

6

off of a single deal except for this business.

7

Nothing else does that. And so that's the reason why

8

people are, like, man, looking in a newspaper? Yeah,

9

dude, look in the newspaper. There might be a deal

10

there. You only have to find one for it to make a big

11

difference this year, right? However, not always the

12

best place. The internet can be good, too. There's

13

more abundance of deals on the internet; however is

14

everything you read on the internet true?

15

UNIDENTIFIED SPEAKER: Un-huh.

16

UNIDENTIFIED SPEAKER: No.

17

TREY STINNETT: Warren Buffet calls it the

18

bathroom wall of America. He says anybody can write

19

whatever they want, and nobody can stop them, take it

20

down, reverse it. It's just -- there's stuff all over

21

the Web. I think they even have a little word for it,

22

fake news, right? So there's some stuff out there

23

that's not legit. So for that reason, be careful if

24

you are looking on the internet for deals, but still

25

look, right?
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There's deals on Craig's List. I was just

2

actually talking this morning to Derrick about a deal

3

he's done on Craig's List, looks like we might pick it

4

up, 35K in South Texas, cheap. So you can find some

5

stuff; however, not everything on Craig's List is real

6

either. If they ask you to send them a cashier's

7

check to India because they're on a mission trip and

8

you have to use Western Union or Bitcoin or something,

9

don't do it, okay?

10

Free real estate publications, you guys ever

11

see those, like, little magazines at the grocery

12

store, outside of an IHOP or a Denny's?

13

UNIDENTIFIED SPEAKER: Yeah.

14

TREY STINNETT: On the back, there's almost

15

always a listing for a rehab project. That one sucks,

16

because a thousand people have already called on it,

17

but the person who listed it might have more. Those

18

are what we call pocket deals. Pocket deals are not

19

going to show up on listings. They are deals that the

20

realtors, they just got them, they're in their pocket,

21

they are going to call their investors with them.

22

Some of the best deals that I find in this

23

business I get from a realtor who doesn't want to list

24

the property; they just want to get a quick sale, and

25

they know by selling it to me, yeah, they could
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1

probably put it on the market and wait it out for 70

2

days and get an extra 30 grand, but they can sell it

3

to me right now, and they, frankly, don't care that

4

much about the $450 extra they would get in commission

5

to list it, okay? So they're willing to just pocket

6

deal it to me. So those deals do exist, too.

7

All right, and next to real estate publications

8

are realtors, MLS or referral. What's the MLS?

9

UNIDENTIFIED SPEAKER: Multiple Listing

10
11

Service.
TREY STINNETT: Multiple Listing Service. If

12

you are not familiar with this, it is basically a

13

software program or programs that allow realtors to

14

sell properties to other realtors. That's it. In

15

other words, if you're a for-sale-by-owner or your

16

property is not listed with a realtor, is it going to

17

show up there? No. So only properties that are

18

listed with realtors show up there.

19

Where do you think most people look for their

20

deals? On the MLS. I can't tell you how many times I

21

have had somebody come up to me and they go, you can't

22

do real estate in my market. I say, why not? They

23

say, because I looked on the MLS. Every property

24

sells for more than the asking price. I'm, like,

25

isn't that a good thing? Don't you want your
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1

properties to sell for more than your asking price?

2

They're, like, yeah, but I can't find a deal on MLS.

3

I'm, like, that's where you're selling your houses,

4

not where you're buying them --

5

UNIDENTIFIED SPEAKER: Yeah.

6

TREY STINNETT: -- in a seller's market. In a

7

buyer's market, let's say 2008, 2009, feel free to buy

8

on the MLS, but you ain't going to sell one there.

9

You need to have a different strategy during down

10

markets -- which I will teach you tomorrow during the

11

bonus sections -- to be able to sell during down

12

markets.

13

How many of you do you think it would be

14

valuable to know how to make money whether the market

15

is up or down? Yeah? How many also realize that you

16

can make more money when the market's down if you

17

prepare before? So now's the best time to get ready

18

for the next market shift unless -- does anybody think

19

we're not having another recession? Okay, so you do

20

realize it's been ten years; it's time.

21

So we have got a little bit of time left, but

22

we need to prepare ourselves the right way. So

23

realtors can bring us deals on the MLS, it is

24

possible, but for the most part, they bring us pocket

25

deals, okay?
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How do I qualify my realtor? Well, here are

2

the questions that I ask them. Number one question

3

is, how long have they been in real estate? What

4

answer am I looking for?

5

UNIDENTIFIED SPEAKER: A long time.

6

TREY STINNETT: A long time, Bruce got it. How

7

long specifically?

8

UNIDENTIFIED SPEAKER: Ten years or more?

9

TREY STINNETT: Eleven years or more. Why 11?

10

UNIDENTIFIED SPEAKER: Recession.

11

TREY STINNETT: You got it, because that was

12

before the recession. I want somebody that's been in

13

the market before and after an economic downturn,

14

because I want them to be the kind of person who is

15

weary. They're watching the markets, right?

16

I mean, when I meet somebody that's, like, 24

17

years old, they got their real estate license last

18

year, they're, like, I'm the best realtor in town,

19

I'm, like, no, you're not, because you don't know

20

what's going to happen next month.

21

UNIDENTIFIED SPEAKER: Yeah.

22

TREY STINNETT: Right? Whereas somebody who's

23

been through one, two, three market cycles, they have

24

got a much better -- better thumb on the pulse of

25

what's happening in the market. So at least 11.
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1

Number two, do you specialize in any type of

2

real estate or part of town? Now, this is just a good

3

question to ask because you want to know what areas

4

they're working in. So if you live in D.C. and they

5

say, well, I -- you know, I do properties in

6

Alexandria or I do properties in Baltimore, like, you

7

need to know where they're working in and whether or

8

not you're interested in those areas. Otherwise, you

9

could be wasting your time in this conversation.

10

The second question, types of real estate,

11

okay? What type of real estate are we hoping these

12

guys do, or ladies? Residential real estate, okay?

13

UNIDENTIFIED SPEAKER: Yeah.

14

TREY STINNETT: You're not looking for a

15

commercial broker yet. Unless you have, I would say,

16

$500,000 easily accessible right now, probably start

17

with residential. If you get up to 500K, come see me

18

on a break, we can talk about how to make it work in

19

commercial, okay? So residential is where we want to

20

begin, so that's who we want our realtors to be, is

21

people who stick to the residential properties.

22

Number three, do you depend on real estate for

23

a living? Kind of a personal question, but what

24

answer am I looking for?

25

UNIDENTIFIED SPEAKER: Yes.
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TREY STINNETT: Yes, absolutely. Why?

2

UNIDENTIFIED SPEAKER: You want somebody that's

3

motivated.

4

TREY STINNETT: I want somebody that's working.

5

UNIDENTIFIED SPEAKER: Yeah.

6

TREY STINNETT: Right? Because there's plenty

7

of people who have licenses they don't use. I've got

8

a friend who's a school teacher who also has her

9

license, so that in the months that she's off, she can

10

sell houses. Actually, kind of a smart move

11

considering that real estate's hotter when school's

12

out; however, that's not going to be a buyer's agent

13

or an agent for me as an investor. It might be a

14

buyer's agent. It might be even my own seller's

15

agent, maybe, during those months, but for the most

16

part, I want someone who's fully engaged, 12 hours a

17

day, looking for real estate. That's what they do,

18

and that's what they can bring me, okay?

19

Next, do you have any banking or funding

20

connections? I don't care what the answer is here,

21

but what am I always doing? I'm always raising funds,

22

always looking for other ways to get capital together.

23

As many of you have already deduced, there are very

24

few lenders out there who will give you 100 cents on

25

the dollar. It has to be a very specific type of
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1
2

deal.
That doesn't mean you can't 100 percent fund

3

the deal. It means that you have to composite, use a

4

little bit of somebody's money and a little bit of

5

somebody else's. When you put those together, now you

6

have enough to do the deal.

7
8
9
10

Do you invest in real estate? What answer am I
looking for?
UNIDENTIFIED SPEAKER: Yes.
TREY STINNETT: Absolutely yes. Every now and

11

then I get somebody who says, no, you don't want them

12

to invest in real estate, because if they invest, they

13

are going to -- what? They are going to take all the

14

good deals, okay? First of all, that's a scarcity

15

mentality. If I was worried about people taking all

16

the good deals, I wouldn't teach my competition how to

17

do this business. I mean, I'm literally telling you

18

guys how to do this.

19

Now, I'm not in Austin right now, so it's a

20

little less risky, but at the same time, one of my

21

business partners lives in Alexandria, and we're

22

looking for deals for him because he wants to convert

23

some of the capital he made last year from his Bitcoin

24

stuff into real estate because now he realizes that

25

train has already left the station. So he wants to
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kind of make it work. Okay, cool, we'll look for

2

deals here.

3

The point is don't be so scarcity minded to

4

think that a realtor who's investing isn't a good

5

ally. That's a great ally, and just think about it

6

logically. If they had enough money to buy every

7

single deal that they saw, they wouldn't even be

8

talking to you without being a realtor, okay? Chances

9

are most realtors might take down one a year, maybe

10

two, and most of them just buy rental properties, but

11

the reason that I want a real estate investor/realtor

12

combo is because that person constantly has their ear

13

to the ground.

14

What's going on in the market? Where can I

15

find my deals? Where can I get my money? These

16

questions that they're asking for their own business

17

become the same questions I'm asking for mine. They

18

have contacts that are used to bringing them deals.

19

Those contacts bring them deals. Most of those deals,

20

they have to pass along to me. Every once in a while

21

they get one for themselves.

22

So you say, well, they might take the best one

23

for themselves. Okay, so they take the one that makes

24

50 and I get the one that makes 40. Did we both still

25

win? Stop being so worried about what other people
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make. Just be worried about what you're making and

2

what you're doing. It's funny how we -- that jealousy

3

thing works. If you never know what somebody else is

4

making, you don't care.

5

They actually did a test with this with

6

monkeys. Did you guys ever hear about this test?

7

They put two monkeys in separate cages, and whenever

8

the monkeys -- well, one monkey, the other one sat

9

there. This monkey would go hit a button, and it

10

would pop out a little cucumber, and the monkey would

11

eat the cucumber. Hit it again, cucumber. Hit it

12

again, cucumber.

13

And then the other monkey, they finally let him

14

do it, and when the light turned on, he hit the

15

button, and a grape came out, and he's like, yummy, a

16

grape. And so the other monkey saw that happen. So

17

he hits the button again, really excited, and a

18

cucumber comes out. He grabs the cucumber and throws

19

it at the guy doing the test.

20

Is that human nature, too? We do the same

21

crap, man. When we see what somebody else is doing,

22

we get more worried about what they have than what we

23

have. If you made 40 grand on a deal, who cares if

24

your realtor made 50 grand on another deal? You know,

25

if somebody else is making money, is it okay as long
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as you're making money?

2

UNIDENTIFIED SPEAKER: Yeah.

3

TREY STINNETT: Yeah. So it's all good.

4

All right. Is now a good time to buy real

5

estate? What answer am I looking for?

6

UNIDENTIFIED SPEAKER: Yes.

7

TREY STINNETT: A qualified yes. I don't want

8

somebody who goes, yeah, the market's amazing,

9

everybody should be buying real estate right now,

10

please pay my commission, right? No. At the end of

11

the day, I want somebody who has a -- not necessarily

12

a hesitant yes, but I want them to have a qualified

13

yes. Yes, now is a good time to invest in real

14

estate, and it's been ten years since the last

15

recession, so we need to make sure we're buying at the

16

right price, so that if the market begins to soften,

17

we can still lower the price, sell, and make a profit.

18

It's totally fine for them to be candid. I want

19

candid.

20

And then, finally, asking them for references

21

to make sure that they have some other investors that

22

they've worked with before. Okay, so that's realtor.

23

Some of the options we have for finding

24

properties, driving by. You guys have done that

25

before. You drive by and see the boarded up windows
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and all that stuff. Pull the car over, get out, and

2

go look. Most people don't do that. You only have to

3

get one for it to really make a big deal for you. So

4

get out and go look at the property. It might be a

5

good deal. Go see what's written on that piece of

6

paper on the door.

7

I found one of my best deals ever because I

8

went and read the piece of paper on the door, and the

9

house next to it ended up being a really great deal.

10

It wasn't what I was expecting, but we didn't even buy

11

this one; we bought that one. But the guy saw us over

12

there, what are you guys -- oh, we're real estate

13

investors. Oh, I'm trying to sell my house. Oh,

14

yours isn't condemned? Let's talk, right? So it was

15

a different conversation. So you never know what

16

you're going to find. We'll go through this other 50

17

percent thing on Sunday.

18

Foreclosures? How many of you are interested

19

in playing in the foreclosure market? Do you guys

20

want to do that? Were there a lot of those in '08,

21

'09, 2010? Did foreclosures stop?

22

UNIDENTIFIED SPEAKER: No.

23

UNIDENTIFIED SPEAKER: No.

24

TREY STINNETT: They still happen all over the

25

country every single day. So going to the courthouse,
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finding foreclosures can be really powerful. Websites

2

list them as well. You will see them on Zillow, has a

3

little red dot, right? I think foreclosures.com

4

also -- a paid subscription there will also give you

5

listings of foreclosures. The problem with both of

6

those is what? Competition. Everybody can see them.

7

So the best is to go to the courthouse, actually get

8

it before anybody else does.

9

Now, there are some subscription services out

10

there where attorneys and people who are subscribed to

11

data feeds on this stuff will actually put it into

12

their software and provide it. That's something that

13

I use. You don't have to have that. You can go to

14

the courthouse and get the exact same thing, all

15

right? For me, it's worth saving the money to have

16

the software.

17

Next, legal paper. This is better than a

18

newspaper because foreclosures are listed there before

19

the newspaper, usually listed in the legal paper for

20

about 60 days and the newspaper only for about the

21

last 30 days. Do you guys know what a legal paper is?

22

UNIDENTIFIED SPEAKER: No.

23

TREY STINNETT: So attorneys get these papers,

24

just like you get a newspaper. It has like some

25

classified ads in it, it has some stuff like that.
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Attorneys get these papers, and they have bankruptcy

2

filings, foreclosure filings, estate filings, divorce

3

filings. They have any type of sales, auctions,

4

anything that's happening at the county level, in the

5

county that they do -- practice law in. They get

6

updates on everything that's being filed. So they

7

literally just have it right there.

8

So if you can get an attorney to give you a

9

copy of their legal paper or you have an attorney's

10

license, you can subscribe to the legal paper, that's

11

really cool, too. It gets it there a little bit

12

faster.
Bird dogs, what are those? You? Have you

13
14

heard of them or are you asking a question?
UNIDENTIFIED SPEAKER: People who drive around

15
16
17

and -TREY STINNETT: People who drive around and

18

find you deals, right? Anybody can be a bird dog, but

19

the smartest way to find a bird dog is to get somebody

20

who's already dealing in the four Ds. What were the

21

four Ds again?

22

UNIDENTIFIED SPEAKER: Divorce, disease.

23

UNIDENTIFIED SPEAKER: Death.

24

TREY STINNETT: And disaster, right?

25

UNIDENTIFIED SPEAKER: Right.
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TREY STINNETT: If you have somebody that's

2

dealing in the four Ds in their job, they don't need

3

to go look for deals and drive around. That

4

doesn't -- most people, they miss the boat on this,

5

and they think, oh, I need a bird dog. I am going to

6

go get all my broke friends to go drive around and

7

look for properties for me, okay? Ask me how I know

8

that's a mistake. I did it.

9

So, yeah, I had a friend drive around. He came

10

back with, like, three pages of addresses and no phone

11

numbers or nothing. I was, like, you wasted three

12

days of your time. Now, it was my fault, because I

13

didn't train him, but I didn't know how to train him.

14

I just wanted a bird dog.

15

Let's start with death. Who is somebody that

16

deals in death every day, who may run across people

17

who have properties for sale?

18

UNIDENTIFIED SPEAKER: Funeral homes.

19

UNIDENTIFIED SPEAKER: Funeral homes.

20

TREY STINNETT: Okay, funeral homes do that.

21

You have to handle that with care, obviously. You

22

don't want the funeral home -- you are not going to

23

the funeral home to look for the people who just lost

24

somebody. Hey, when you're done burying him, does he

25

have a house? Like, that's not right. But can the
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funeral director -- are funerals expensive?

2

UNIDENTIFIED SPEAKER: Yes, they can be.

3

UNIDENTIFIED SPEAKER: Yeah.

4

TREY STINNETT: A lot of times they can cost a

5

lot of money. My dad's was about 25 grand, and -- for

6

burial and everything. That wasn't cheap. Now, we

7

paid for it, but if we didn't have money, a lot of

8

people, the only thing they have is what? The house,

9

and it's going to be sold.

10

So they say, well, man, we have got to find a

11

realtor, and we've got to sell the house, and we've

12

got to bury dad this weekend, and we can't do that,

13

because the funeral director is saying, you know what,

14

I have a friend. As long as he puts it under

15

contract, you can pay me in X number of days,

16

something like that. There's a certain way that we

17

can handle that.

18

Who else might be in the death business? Not

19

in the business of dealing death, but, you know, you

20

get the point.

21

UNIDENTIFIED SPEAKER: Attorneys?

22

TREY STINNETT: Okay, estate attorneys. Estate

23

attorneys could be great as well because now you have

24

a person who they're, again, dealing with this on a

25

daily basis, and there's almost always, on someone's
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estate, a piece of property that is for sale.

2

Sometimes people want to sell those properties before

3

they die and move their cash into a trust, and so you

4

can be talking to somebody at the end of their life or

5

you can be talking to somebody after they pass.

6

Disease, who deals with disease?

7

UNIDENTIFIED SPEAKER: Doctors.

8

TREY STINNETT: Doctors, okay. Again, you

9

can't walk up and just, like, say, hey, give me

10

people's phone numbers. That breaks the

11

attorney-client or doctor-client privilege --

12

doctor-patient privilege, sorry. However, they could

13

give your card to them, and you can write on the back

14

of it referred by, or the doctor's name, and then it's

15

up to you whether or not you give them some sort of

16

fee, a finder's fee for doing that.

17

What else?

18

UNIDENTIFIED SPEAKER: Caregivers.

19

TREY STINNETT: Hospitals, caregivers? You

20

said nurses?

21

UNIDENTIFIED SPEAKER: Hospice.

22

TREY STINNETT: Okay, hospice. These are all

23

really good answers, especially hospice and nurses,

24

because they are the most underpaid in the medical

25

field.
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UNIDENTIFIED SPEAKER: No kidding.

2

TREY STINNETT: So help them make a little bit

3

of extra cash by helping you help them and their

4

clients get out of properties they need to sell. So

5

that's a smart move. I like that. Death, disease.

6

Disaster, who deals in disaster on a daily basis?

7

UNIDENTIFIED SPEAKER: Insurance.

8

TREY STINNETT: Insurance agents, right? So

9

you have the insurance policy on your house in Houston

10

and you didn't buy flood insurance and now it's

11

completely flooded. That's a problem, right? You

12

bought a house in Puerto Rico and the electricity went

13

out and it got flooded, and now the President doesn't

14

even think it's a part of the country, so now you have

15

got to figure out what you're supposed to do, and

16

you've got to sell it, right? These could be deals

17

that are coming all the time.

18

Like, that's actually where Kyle and I are

19

heading right now. We're going in May to go look at

20

some hotels down there to purchase in Puerto Rico. So

21

lots of opportunities can come from disaster.

22

Divorce. Who deals in divorce every day?

23

UNIDENTIFIED SPEAKER: Divorce lawyers.

24

TREY STINNETT: Divorce lawyers. So divorce

25

attorneys can be a really great solution as well. So
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just think about that, and that's just a small list

2

that we created here in a couple minutes, but think

3

about it. When you're out there and you're building

4

your power team, one of the things you need on your

5

power team is a bird dog. Have as many of them as you

6

possibly can in every potential business line or

7

whatever, but if you have them in specifically the

8

death, disease, disaster, divorce categories, your

9

chances of finding a deal are much higher. Kind of

10

make sense?

11

UNIDENTIFIED SPEAKER: Yep.

12

TREY STINNETT: Okay. Running ads, that works.

13

How many of you have seen those "We Buy Houses" signs?

14

UNIDENTIFIED SPEAKER: Oh, yeah.

15

TREY STINNETT: When's the most recent time you

16

saw one? Like a couple days ago?

17

UNIDENTIFIED SPEAKER: Yeah.

18

TREY STINNETT: When is the first time you saw

19

one? How long ago can you remember seeing one of

20

those?
UNIDENTIFIED SPEAKER: When they sent me one in

21
22

the mail.
UNIDENTIFIED SPEAKER: Five or six years ago,

23
24
25

maybe.
TREY STINNETT: Five or six -- I've been seeing
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those my whole life, years and years. Why are they

2

still putting them out, man? Because they still work.

3

Imagine that, right? So you put the sign up, right,

4

and they last, and -- now, when I say -- now when the

5

cops come by, they pull them up every Friday, okay?

6

Put them back out on Saturday. I'm just kidding.

7

So you put the signs out. When I do

8

advertising, I'm mostly not talking about the signs,

9

though. I'm talking about classified ads, mailers,

10

mailouts, direct mail, pop-up ads, internet

11

advertisements, web pages, anything like that where

12

you can start to generate leads, and the more leads

13

you get, the more deals you could do. That's the

14

lighthouse side of this rather than the tugboat,

15

right? You want the deals to come to you.

16
17

For sale by owner and for rent by owner, we
call these FSBOs.

18

UNIDENTIFIED SPEAKER: Yeah.

19

TREY STINNETT: Okay? So when you see an FSBO

20

or a for rent by owner sign, especially with an

21

out-of-state phone number, that could be a really

22

great deal, because that person might be trying to

23

sell it on their own, not always because they're a

24

tightwad and don't want to hire a realtor. Sometimes

25

they sell on their own because they want it to go
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faster, maybe they don't trust realtors for some

2

reason, maybe -- especially a for rent by owner.

3

Here's my strategy for a for rent by owner.

4

You call them up. Hey, I saw your house over here on

5

123 Main Street. I saw that it's for rent. What's

6

the monthly rent amount? $4,000. What's rent around

7

here, probably about 2,500 bucks, right?

8

UNIDENTIFIED SPEAKER: Yeah.

9

TREY STINNETT: So $2,500. Okay. Man, okay,

10

that's -- that seems kind of high. How long has it

11

been on the market? They say, well, I've been trying

12

to find somebody about four or five months. And I

13

say, really? 2500 times four is 10,000, 12,500. So

14

my next response is, so you've missed out on $12,500

15

of income over the last five months? And they go, are

16

you a tenant? Why are you asking these questions?

17

I say, I'm a real estate investor. It looks

18

like you've got a headache on your hands. I happen to

19

live in this area. I know people that could rent the

20

property. Why don't you just sell the property to me

21

and get it out of your hair and I can handle it and

22

manage it locally? Oh, I never -- I wasn't thinking

23

about selling it, but, you know, this thing has been a

24

pain in my side for the last five months. I'm tired

25

of dealing with it. And they sell.
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See, some people don't believe me when I tell

2

them that you can buy real estate 50 cents on the

3

dollar. They are, like, nobody would walk away from

4

equity just because they're annoyed.

5

UNIDENTIFIED SPEAKER: Oh, yeah.

6

TREY STINNETT: They do it all the time. I had

7

a guy in September. They told me it was probably

8

worth 170, were ready to sell it to me for 95, and I

9

know the guy. I was, like, why don't you just fix it

10

up and sell it yourself? Maybe 15 grand will work.

11

We could make $60,000 on this. He goes, no, I don't

12

want to deal with it. You buy it. You buy it. I

13

was, like, okay. He's, like, I don't want to have to

14

evict the tenant, he's like, so I don't want to deal

15

with it. So he's willing to walk away from $60,000 of

16

equity because he doesn't want to evict the tenant?

17

UNIDENTIFIED SPEAKER: Right.

18

TREY STINNETT: Now, in his mind, it wasn't

19

just 60 grand. He bought it for 80 or 70, like, 15

20

years ago. That was just appreciation over a period

21

of 15 years that he was letting go. So for him, he's,

22

like, whatever, I don't want to evict the tenant. And

23

I was like, okay, why not? He goes, because he's my

24

son. Fair enough, okay?

25

So there's a lot of opportunities out there.
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You just need to be out there in the business doing

2

this, and the opportunities, they will find you. It's

3

being able to act on them, know how to handle that

4

specific deal, and then where to get the money to make

5

it work, that will separate you from the 99 percent of

6

other people that, when they have the same

7

opportunity, have to pass it up. So getting in the

8

right position is huge on that.

9

And then, finally, those of you that are

10

interested in it, we do have a software that kind of

11

pools a lot of stuff together.

12

Okay, selecting properties. Once a property

13

hits your desk -- maybe you sent a mailer out and

14

somebody calls you, maybe you got a referral from a

15

doctor or whatever -- you look at the property, you

16

have to decide, what do I do with it, okay, because

17

not every property's a flip, okay?

18

So I've created kind of the triangle here of

19

properties so you can select which property might make

20

the most sense for you. Here's the way that we do it.

21

Please write this down in your notes. Granddaddy's

22

advice. Granddaddy's advice. Will the dogs eat it?

23

And if so, for how long? Will the dogs eat it? And

24

if so, for how long? What the hell did I just say?

25

First of all, that means that you should be
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investing in assets that are in high demand. Will the

2

dogs eat it? Are there a lot of people that want this

3

item. For example, houses, okay? Where are most

4

people looking and pricewise on houses, low, high, or

5

in the middle?

6

UNIDENTIFIED SPEAKER: Medium.

7

TREY STINNETT: Medium. Most people are

8

looking in the middle.
UNIDENTIFIED SPEAKER: Yeah.

9

TREY STINNETT: So when I say will the dogs eat

10
11

it, I'm talking about those middle of the road houses.

12

Real estate makes sense specifically in that zone. If

13

you go up into the high end, there is not as many

14

people up there. If you go into the low end, there's

15

a lot of people, but there's not as much profit. So I

16

want to be right there in the medium. So will the

17

dogs eat it? Is there demand for it?
And the second part, if so, for how long will

18
19

the demand last? Do you guys remember fidget spinners

20

from, like, three years ago? It's, like, everywhere

21

you looked, there was a fidget spinner. I went to the

22

mall once, and there were three fidget spinner booths

23

in one mall. I'm, like, there is not this much demand

24

for fidget spinners. What's happening to my world,

25

right?
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Where do you see fidget spinners now? Yeah,

2

they're like in 7-Eleven and in, like, candy machines

3

dispensing for like a dollar. They used to charge

4

tons of money for that. I remember laser pointers

5

when I was a kid were a hundred dollars, and now you

6

can get them for a buck, okay? Bitcoin, Ethereum, all

7

that stuff, all anybody could talk about, okay? The

8

dogs were eating it last year. Not so much this year.

9

The price got cut in half.

10

Now, whatever you believe about that long term

11

is fine, but in the short term, it is not making sense

12

right now. Will the dogs eat it and, if so, for how

13

long? Real estate, are people still going to be

14

demanding real estate a hundred years from now?

15

UNIDENTIFIED SPEAKER: Yes.

16

TREY STINNETT: Do you still need a place to

17

live? Last I checked, Jesus had to sleep in a manger

18

because the hotel was booked, okay? There's been

19

demand for real estate for a couple thousand years,

20

and it ain't stopping any time soon. Yes? So where

21

do we want to be on our flips?

22

UNIDENTIFIED SPEAKER: Medium.

23

UNIDENTIFIED SPEAKER: Medium.

24

TREY STINNETT: Medium. So if someone brings

25

me a property and it is not a median house, I am going
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to go a different direction, okay? Let's start with

2

low-end.
If it's a super low-end house, okay, something

3
4

that I wouldn't want to waste my time with, something

5

like a mobile home or something like a Section 8 house

6

or something really small that if I did fix it up and

7

flip it, I would make $9,000, that's not worth my

8

time. I will just go ahead and wholesale it to

9

somebody else who wants to own that, okay? There's

10

always somebody out there who doesn't have my system

11

and my model for consistently making profit. We're

12

playing the same game. I'm just using a better

13

strategy. So I am more than happy to sell to those

14

people. Wholesale it, get it out of my hair, nobody

15

wants to touch it, okay?
Now, if it's a little bit higher than that but

16
17

it's not quite median, that's great for rental

18

markets. So hold for cash flow down here on this --

19

below median and above low-end, these would be real

20

properties. These are people that they go to work

21

their job, they get their paycheck, they come home,

22

and they make their payments every month. Good,

23

cornbread, middle American people, that's what I want,

24

okay?

25

Not quite median, because when you get into
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median, now you have got people that have -- you know,

2

they're needy, they have higher expectations. You get

3

a little bit more out of the rent; however, the amount

4

that you have to pay for that house, for that amount

5

of rent, isn't as good as you would get at below

6

median. You get a better deal as far as your return

7

on investment below median.

8
9

Now, if it was above median, there's another
cash flow strategy we can use here, and that's what's

10

called a lease option. Does anybody know what a lease

11

option is? What's a lease option?

12

UNIDENTIFIED SPEAKER: You have an option to

13

purchase during the time frame that your lease exists?

14

TREY STINNETT: You can buy the property while

15

you're renting, right?

16

UNIDENTIFIED SPEAKER: Yes.

17

TREY STINNETT: Think of that as rent to own.

18

Now, typically when we think of rent to own, we think

19

of, like, appliance stores and Aaron's and

20

Rent-A-Center and stuff like that. And what kind of

21

people have to go to places like that?

22

UNIDENTIFIED SPEAKER: People with bad credit.

23

TREY STINNETT: People with not very much money

24

and not very good credit, right? So if you have

25

money, just go buy a dishwasher. You don't need to
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rent one, right? So in real estate, it's the

2

opposite. In real estate, we're looking for people

3

who have money but don't have credit. So we don't

4

want to lease option to somebody who doesn't have

5

money and has bad credit. Just rent it out, okay?

6

But there are people -- well, I'll ask you. Are there

7

people that you're aware of in the United States of

8

America who have money with bad credit?

9
10

UNIDENTIFIED SPEAKER: Yeah.
TREY STINNETT: They're all over the place,

11

right? People who have had a divorce, they could be

12

people that had a bad business failure a few years ago

13

and they're trying to get back up on their feet,

14

something happened in their life where their credit

15

crashed, but they have money, okay?

16

They don't want to have to go live in a

17

submedian neighborhood when they have enough money to

18

live in a median or above median neighborhood, but

19

they don't necessarily have the money -- I'm sorry,

20

they don't necessarily have the credit to qualify for

21

the house they want to live in.

22

So if you could actually lease option them a

23

house inside of a neighborhood that is above median,

24

they can pay you a nice, fat down payment, which we

25

will go over tomorrow, and then we get a monthly
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income on it, and those people always pay their rent,

2

always, because they have the money, and they're

3

protecting that down payment.

4

So they don't want to get kicked out of the

5

house. So that's very valuable. You don't typically

6

get to rent above median, though, unless there's a

7

lease option in place. I say typically because

8

anything could happen, right?

9

And then, finally, we have the top end of the

10

market, the high-end properties. What do you think we

11

do with those? You live in those, okay? Those are

12

the ones we buy with all the money we're making from

13

the rest of them, okay?

14

All right. So step two, running numbers. All

15

right, now before we dive into this, because I know

16

for some of you it's been a couple of years since math

17

class, how many of you were like I was and didn't get

18

stellar grades in math? Anybody not a math person?

19

(Show of hands.)

20

TREY STINNETT: Okay, wonderful. Well, you're

21

lucky and in luck, because you're learning from

22

somebody who didn't do great in math, which means I'm

23

going to be dumbing it down to fit the way it works in

24

my head, okay?

25

So, there are four different types of math we
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do in this business, add, subtract, multiply, and

2

divide, okay? So this is literally fifth grade math,

3

okay? That's all we're going to do. That's my

4

commitment to you guys. Is that okay, that we don't

5

go past that level?

6

All right. So if you would, please, turn to

7

page 27 in your book. You'll see at the bottom there

8

it says "Running the Numbers," and then it says, "How

9

to Calculate Your Maximal Allowable Offer," and the

10

first number it gives you is the ARV or after-repair

11

value. I'll wait for everybody to turn there now.

12

Twenty-seven, got it? Okay.

13

At the bottom there, where it says

14

"After-Repair Value," this is your formula for running

15

the numbers to flip a house. So next to the

16

after-repair value, please draw a dollar sign. Next

17

to subtract or repair costs, please draw a dollar

18

sign. And then you'll notice that all the rest of

19

them are percentages, okay?

20

What's that last one there say?

21

UNIDENTIFIED SPEAKER: Subtract fudge factor.

22

TREY STINNETT: What is a fudge factor?

23

UNIDENTIFIED SPEAKER: It's error, you know --

24

TREY STINNETT: Yeah, just like what might

25

happen, right? We hope it doesn't, but if it does, we
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were prepared, right? Boy Scouts. Plan for the best;

2

prepare for the worst.

3

Please go ahead and next to that write 4

4

percent. When you're out there in the real world, you

5

can use 3 or 5, it's up to you. This weekend we are

6

going to use 4. That way, we always come up with the

7

same number as each other, okay? So 4 percent for

8

that, and then at the very bottom, add an additional

9

bullet point in the space that's there, subtract

10

wholesale fee, and then add a dollar sign next to that

11

as well. Subtract wholesale fee. That dollar sign

12

you're adding next to those three items at the bottom

13

and the two at the top indicate that those are the

14

only three items in there that will -- you will need

15

to know the number for. Everything else is a

16

percentage, okay?

17

Now, please also write this down somewhere on

18

that page, either at the bottom or over to the right,

19

that all of the percentages are of the ARV. So

20

percentages of ARV. Got it? Okay.

21

Let's do some math. Here's the deal. $177,000

22

ARV. Repairs, 24,750. Wholesale fee, $3,000. Okay?

23

So using that formula that's there, I want you to tell

24

me, what is the maximum allowable offer on this deal?

25

So go ahead and pull out your calculators. If you
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didn't bring a calculator, hopefully you brought one

2

of those smartphones, and there should be a calculator

3

on it. If you didn't bring a smart phone -- what kind

4

of phone do you have, a dumb phone? I did have a guy

5

with a flip phone a couple weeks ago, and he had to

6

bring in a calculator. No problem with that, just

7

make sure you have a calculator tomorrow, because we

8

are going to do a lot of math this weekend, okay?

9

So I'm going to turn on a song. I am going to

10

give you the guys the duration of one musical melody

11

to come up with the answer to this question. Now, my

12

recommendation -- please look up here so you all do

13

it -- write down each number. Don't try to do the

14

whole thing in your calculator. Write down each

15

number that you're doing, and then when you think you

16

have it, don't say the number out loud. Just raise

17

your hand, and either myself or one of the team

18

members will come take a look to see if you got the

19

answer right, all right?

20
21

So it's $177,000 ARV, 24,750 in repairs, $3,000
wholesale fee.

22

(Music.)

23

TREY STINNETT: If you think you got it, pop

24
25

your hand up, and one of us will come and take a look.
(Music continues.)
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TREY STINNETT: All right. Let's keep rolling.

2

How'd you guys do? How many of you got this number

3

right here, $94,380? Only a couple people got it, but

4

that's great. If you didn't get it, guys, you can't

5

do real estate if you didn't get the number the first

6

time I asked you the question. No, don't feel bad

7

about it, guys. This is the first math question of

8

the weekend. You are expected to not necessarily get

9

them right every time; however, for those who did get

10
11

it right, congratulations. You got a number right.
Okay. Who here got 97,380? Did anybody get

12

that? Anybody get, like, like 130-ish or 120-ish? A

13

lot of times people forget to put the numbers in, so

14

let's just go ahead and do it together so that we're

15

all on the same page. So the formula again is, to

16

begin with, what number always comes first?

17

UNIDENTIFIED SPEAKER: ARV.

18

UNIDENTIFIED SPEAKER: ARV.

19

TREY STINNETT: ARV, you got it. So I'm going

20

to take my ARV, which is how much?

21

UNIDENTIFIED SPEAKER: 177.

22

TREY STINNETT: Okay, perfect. Now, subtract

23

our repair costs.

24

UNIDENTIFIED SPEAKER: Right.

25

TREY STINNETT: Which is how much?
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UNIDENTIFIED SPEAKER: 24,750.

2

TREY STINNETT: 24,750. Now, how many of you

3

got an answer that had pennies in it? A couple of you

4

I saw pennies in your answers. If there's pennies in

5

your answers, that means you did not take your

6

percentages of the ARV, okay? So let's go ahead now

7

and do the percentage. The first one here is my

8

purchase cost. What percent is that?

9

UNIDENTIFIED SPEAKER: 1770.

10

TREY STINNETT: One percent or --

11

UNIDENTIFIED SPEAKER: Yeah.

12

TREY STINNETT: -- 1770. Then I have my

13
14
15
16
17

holding costs. What are holding costs, by the way?
UNIDENTIFIED SPEAKER: Taxes, electricity, you
know, any water -- any usage -TREY STINNETT: Yeah, so utilities, insurance,
and principal and interest --

18

UNIDENTIFIED SPEAKER: Right.

19

TREY STINNETT: -- if you're making a payment,

20

okay? During a flip, there won't be any taxes. They

21

are not due until the end. Okay, typically it's also

22

nonprincipal. It's usually just interest payments.

23

All right, so those are our holding costs, 3 percent,

24

which comes out to?

25

UNIDENTIFIED SPEAKER: 5310.
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TREY STINNETT: $5,310. We have also got our

2

sales cost on the other end of the deal, when we sell

3

it, and that is going to be 3 percent, which is also

4

5310. Then we have our minimum acceptable profit of

5

20 percent, which comes out to what?

6

UNIDENTIFIED SPEAKER: 35,400.

7

TREY STINNETT: 35,400. Then we have our fudge

8
9
10

factor of 4 percent, which is?
UNIDENTIFIED SPEAKER: 7080.
TREY STINNETT: 7,080, okay. Now, some people

11

ask me, I thought we were doing the wholesale deal.

12

Yes, so where's our profit in this deal?

13
14
15

UNIDENTIFIED SPEAKER: Well, you have to take
the wholesale fee -TREY STINNETT: Take our wholesale fee out,

16

which is 3,000, okay? So where's the profit in this

17

deal for us?

18

UNIDENTIFIED SPEAKER: All of --

19

TREY STINNETT: The 3,000. Where's the profit

20

in this deal for the investor who buys it from us?

21

The 35,400. So the minimal acceptable profit is not

22

your money. What you're doing is you're running the

23

numbers for your potential buyer, who doesn't even

24

know about the deal yet, so make sure that their

25

profit is locked in.
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So I am going to buy the property from Dan. I

2

am going to sell the property to Carrie, okay? So I

3

get this thing locked up under contract for, say,

4

93,380, okay, it's still a good deal at 97,380,

5

because I took my 3K out. So if I go to Carrie, I

6

say, hey, would you like a banging deal here for

7

97,380? She looks at the numbers, runs them the same

8

way I did, 20 percent profit, everything's good, okay?

9

So I'm adding it. I'm taking my money out from

10

what I'm offering Dan. I'm not making Carrie pay me

11

above and beyond what she should be getting the

12

property for. Does that make sense? Okay, so that's

13

what a wholesaler does.

14

Now, if I was not selling it to Carrie and I

15

was going to keep this as my own deal, how much could

16

I pay more and still have just as good of a deal?

17

Three grand. I don't need the three grand to go to me

18

because I am going to get it anyway, okay? So I made

19

the offer at 94,380, and I got myself a deal. So is

20

everybody clear on how we get to that number now?

21

UNIDENTIFIED SPEAKER: Yeah.

22

TREY STINNETT: Okay. The percentages are the

23

ARV, you subtract -- you subtract each one of those

24

out, to 24,750, 1,770, all the way down, and it will

25

come out to 94,380 bucks. Do you all want the
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shortcut on this? Yes?

2

UNIDENTIFIED SPEAKER: Yeah.

3

TREY STINNETT: All right. What is 1 percent

4

plus 3 percent plus 3 percent plus 20 percent plus 4

5

percent?

6

UNIDENTIFIED SPEAKER: Thirty-one.

7

UNIDENTIFIED SPEAKER: Thirty-one.

8

TREY STINNETT: Thirty-one percent. So here's

9

the formula for the shortcut. It's ARV times 0.69

10

minus repairs, minus fee. For the people that don't

11

understand why it's 69 percent, what is 100 percent

12

minus 31? It's 69 percent. So, guys, 69 percent of

13

the ARV, then I subtract out my rehab or my repairs,

14

and I subtract out my fee, my wholesale fee, okay?

15

Now, why didn't I just give you that to begin

16

with? Because if I just told you ARV times 0.69 minus

17

repairs and minus fee, that's dogma. That's you doing

18

something just because I told you to, not because you

19

understand it. I want you to understand what is each

20

item for. Why am I spending this money for a purchase

21

cost? How much am I spending for my sales cost? That

22

way, if you get into a deal and the seller says, okay,

23

yeah, I'll do the deal, but I want you to pay my

24

closing costs, you can then factor that into your

25

numbers.
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You're not going, well, what part of the 69 is

1
2

the closing costs? Well, it's 1 percent. So if

3

they're making you pay their 3 percent to their

4

closing costs, you have got to add that on, so you

5

take an extra 3 percent. The good news is that's

6

already in the fudge factor, so it's kind of already

7

worked in just in case, but I want you to know what

8

each individual item is when you make your numbers and

9

you run it.
So now that you know the shortcut formula, how

10
11

many think you could do that a whole heck of a lot

12

faster?

13

UNIDENTIFIED SPEAKER: Oh, yeah.

14

TREY STINNETT: Yes? How many of you think you

15

could do that in, like, less than two minutes?

16

UNIDENTIFIED SPEAKER: Um-hum.

17

TREY STINNETT: Yes? Okay, prove. Next deal,

18

$350,000 ARV, $90,000 repairs, wholesale fee of five

19

grand. Go ahead and go.

20

(Music.)

21

TREY STINNETT: All right, time's up. How'd we

22

do? Did you guys get 146,500?

23

UNIDENTIFIED SPEAKER: Yeah.

24

TREY STINNETT: Yes? Okay. Does anybody still

25

need more time to do the math? Got it? Everybody got
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it? Okay, all right. If you're feeling a little bit

2

left behind on the math at any point this weekend,

3

come grab one of us on the break, okay, and we will

4

catch you up, make sure -- because I want to make sure

5

that we're all on the same page with this stuff. It's

6

really easy once you get the routine of it. ARV times

7

0.69, okay?

8
9

All right. Once you've run the numbers, now
it's time to go find the owner and negotiate that

10

contract. So how do we find the owners of properties?

11

Now, first of all, sometimes you already know who the

12

owner is because they called you, but that's not

13

always the case. Sometimes you've got to go find the

14

owner. So let's talk about how we do that.

15

Okay. So how can we find owners to properties

16

if they didn't already call us? There we go. First

17

option is to look it up online. So every county has a

18

tax assessor website. You can type in the name of

19

your county, plus the words "tax appraisal" or "tax

20

assessor," "appraisal district," something like that,

21

and you could look him up.

22

So number one, find the owner, tax roll, and

23

this is also sometimes called the missing property

24

records tax assessor. You can look up by parcel ID,

25

name, or address. You're usually not going to have
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2

the parcel ID, so typically name or address.
I -- when I got back for this class, I thought

3

it would be fun to go look up Dan, remember, my first

4

lunch mentor, I guess? I was, like, I'm going to go

5

see what kind of property this guy has. So I went,

6

and I was like (indicating), see what he has, pulled

7

up his personal home. I was like, okay, that's cool,

8

but then it also pulled up four commercial properties,

9

his mobile home park, and a piece of land, and then

10

two flex-use properties, which are like -- you ever

11

see those, like, office warehouses --

12

UNIDENTIFIED SPEAKER: Yes.

13

TREY STINNETT: -- a little office and a big

14

warehouse? So he had four properties. And I was,

15

like, wow, I know how much property this guy has. Is

16

that an asset protection nightmare or what? So I'm

17

glad he wasn't my mentor, because even though I'm sure

18

he knew stuff about real estate, he obviously wasn't

19

the person you could learn from.

20

The best piece of advice he ever gave me was to

21

come to one of these classes. He told me, he's, like,

22

you should go to that class. He goes, either you're

23

going to learn how to do it or you're going to learn

24

that you don't want to, right? Like, I went to a

25

screen printing class once, and I was, like, that is
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too much work for that kind of money. I'm not

2

interested, right? So I ended up buying a screen

3

printing company instead of starting one.

4

Next, ask the neighbors. That's always an

5

option there as well. So every neighborhood has got

6

that one lady -- person, sorry -- has got that one

7

person in the neighborhood who knows everything about

8

everyone. They know who's sleeping with who. They

9

know who's behind on their rent. They know whose kid

10

threw the rock through the house at the end of the

11

block, right? And how do you find that neighbor? She

12

finds you. Just go stand around the house and they'll

13

come over. Hey, why you looking through the windows

14

of that house?

15

I'm joking. Just go knock on the next-door

16

neighbor's door, that person across the street, and

17

say, hey, do you know who used to live here?

18

Probably. I did this on a house in Austin. This was

19

last summer, and I went over, and I was looking at

20

this house, and it was, like, falling apart, and I

21

knocked on the next-door neighbor's door, and they

22

didn't answer. So I went to the other side and

23

knocked on the other next-door neighbor's door, and

24

they answered.

25

I said, hey, do you know who lives here? And
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she goes, oh, yeah, that's Frank. He doesn't live

2

there anymore. I was, like, do you know how I can get

3

a hold of him? She goes, yeah. "Frank?" He was

4

living with her, next-door. I said, okay, cool. So

5

you never know how you are going to find somebody.

6

Just ask around. The neighbors might know.

7

An old guy, came out there. We ended up not

8

buying his house because he wanted too much for it.

9

He wanted basically what a perfectly usable house was

10

worth, and it was basically condemned, so it is still

11

on the market.

12

All right. So the next one, Postal Service,

13

they email forwarding addresses, so you can go there

14

and find out where are the properties that the people

15

have moved into. A lot of times they'll set up a

16

forwarding address. This is not going to get you a

17

phone number, but at least it will get you the ability

18

to send them a postcard to get them to call you,

19

right? So while -- this is a numbers game, so the

20

more contact points you can put out there, the more

21

might come back to you. It's like serving balls over

22

the net in tennis.

23

Lawyers can find you properties and find the

24

owners. Courthouse, land registry, skip-trace -- do

25

you guys know what skip-trace is?
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UNIDENTIFIED SPEAKER: Oh, when somebody's

1
2

posted bond and then they take off and -- you know,

3

so --

4
5

TREY STINNETT: Yeah. So Dog the Bounty
Hunter, right?

6

UNIDENTIFIED SPEAKER: Yeah.

7

TREY STINNETT: So how many of you right now do

8

not even have a land line at your house? You only

9

have a cell phone. When cell towers go down, you guys

10

are all screwed.

11

UNIDENTIFIED SPEAKER: This is true.

12

TREY STINNETT: I don't have a land line

13

either, but I can't look you up, man. I can't just go

14

to the yellow -- to whitepages.com or get the white

15

pages that the -- Pac Bell used to just slap them on

16

your front door, and it had everybody's phone number

17

in it. That doesn't exist anymore. Today, people

18

have cell phones, and they want to keep that

19

information private.

20

However, that cell phone number was used to

21

register for Facebook and Instagram and Snapchat and

22

Twitter and everything else you use on your phone,

23

your mobile banking. So big data knows who you are

24

and what your phone number is. They also know what

25

your IP address is, okay?
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So with the right data pool and the right data

2

feed, you could actually market to people, straight to

3

their computer. You could call them on their phone.

4

You can find them.

5

So there's a few different solutions for

6

skip-trace. One website is findaseller.com. They

7

have some skip-trace on there. Our software also has

8

skip-trace on the back end if you end up working with

9

us. So there's just some options there to be able to

10

find people's phone numbers. You may not be the first

11

person calling them, but if you're calling them, it's

12

way better than sending a letter. But if your only

13

option is to send a letter, what do you do?

14

UNIDENTIFIED SPEAKER: Send a letter.

15

TREY STINNETT: Send a letter. It's just part

16

of your business, man. It's part of the marketing

17

side of this thing.

18

And this is what the letter might look like.

19

So this is a postcard example. I did have a student

20

that preferred letters, and there's a reason why.

21

With postcards, you have to be vague. With letters,

22

you can be more specific. You know, hey, I saw your

23

house. I see that you're in foreclosure. We can help

24

you out of this situation, stuff like that. You can't

25

exactly put that straight onto a postcard like, hey,
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you're in foreclosure. Congratulations. Call us.

2

Not a good idea.

3

I had a student that figured out a way --

4

anybody here ever done mailouts? Okay. So what is

5

the first thing you need to get the person to do when

6

you send them a letter?

7

UNIDENTIFIED SPEAKER: Read it.

8

TREY STINNETT: Read it. And if it's inside of

9

an envelope, what's the first thing they need to do?

10

UNIDENTIFIED SPEAKER: Open the envelope.

11

TREY STINNETT: How many of you throw away

12

letters without opening them every single week or

13

whenever you check the mail? I remember when I was a

14

kid, man, we checked the mail every day. My wife and

15

I check the mail every two weeks now. Amazon delivers

16

daily, but I check the mailbox, like, every couple

17

weeks, and Amazon texts me any time that the package

18

arrives anyway, so I know if I need to go check the

19

mailbox. I love the future. This is so cool.

20

Yeah, so you send a letter out, the first thing

21

you've got to do is get them to open it. So there's a

22

couple strategies here. Strategy number one, colored

23

envelope, pink, yellow, something that's different

24

from white. Number two is handwrite the address and

25

use a regular stamp. If you're using process mail and
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then, you know, a label with just the name on it, it

2

looks like spam mail. Most people are not willing to

3

invest the time to handwrite a letter.
Here's what one of my students did. He's in

4
5

Orlando, Florida. He got his sister-in-law to

6

actually address the envelopes in female handwriting,

7

nice and neat, and then they would be on a pink

8

envelope, and then once he had all the envelopes

9

together, he would take them in a pillow case and take

10

them to Nordstrom. You know how Nordstrom has those

11

little spray testers in the perfume department, right?

12

UNIDENTIFIED SPEAKER: Oh, yeah, um-hum.

13

TREY STINNETT: So he would get this perfume

14

and he would spray it inside the bag and shake it up.

15

I'm sure Nordstrom was, like, what are you doing,

16

right? It's free. So he sprayed it in there, shook

17

it up, and then he would mail it off to people's

18

houses.

19

UNIDENTIFIED SPEAKER: Oh, wow.

20

TREY STINNETT: Question for the ladies in the

21

room. If you got a letter in the mail addressed to

22

your husband in a woman's handwriting, smelling of

23

perfume, would you open it?

24

(Laughter.)

25

TREY STINNETT: I thought it was a pretty
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creative approach to it. So like I said, I learn from

2

you guys almost as much as you learn from me. It's

3

cool. So that's a creative strategy.

4

I like postcards because they're cheaper to

5

send, and sometimes I have to send three to get one

6

response. So boom-boom-boom, to each of the

7

properties I want, hit them on different times of the

8

month or different times of the week, just depending,

9

because the more times that you hit them, the more

10
11

likely they are to see them.
Some people, they're not going to respond early

12

in the month because they're still -- they haven't got

13

their check yet. Other people, they might respond

14

better in the second half of the month because the

15

bills aren't as tight. You never know. So hitting

16

people at different times can be effective.

17

Here's what our postcard looks like. You can

18

find it on page 28. "Dear Property Owner: My name is

19

Trey Stinnett. I'm a local real estate investor. My

20

company buys properties in your area and condition. I

21

noticed your property located at 123 Main Street. If

22

you're interested in selling, please call me at

23

555-5555," right? Something like that. And then they

24

call you, and now you can negotiate a contract.

25

So it's not 100 percent. It would be great if
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you got a 10 percent return rate. So don't expect

2

everything you send out to come back to you. You

3

could actually use this to carpet-bomb. You could

4

just pick an area you want to be in and hit every

5

house. That's the most expensive and least targeted

6

way to do it, but it is an approach. So it just kind

7

of depends on what kind of returns you're getting from

8

it, whether or not you want to continue to do that

9

moving forward.

10

A few services for this. Vistaprint.com

11

obviously will let you upload like a CSV file, and

12

they will send out the postcards to different people.

13

We have a software that does the same thing. Lots of

14

different -- I'm sure postcards.com does it as well.

15

So there's a lot of different options here, the idea

16

being make marketing at least part of your business

17

model. That way you're not having to go tugboat after

18

every single deal that you find. Some of those deals

19

can come to you.

20

All right. Now, once we've found the owner,

21

it's time to negotiate the contract. Now, I have had

22

some people ask me, they say, well, how do you run the

23

numbers before you actually find the owner? Like, did

24

you go inside the house and figure out the rehab

25

estimate? No. You're going to have to get a
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2

contractor.
Early on in this game, you are not going to

3

know the numbers well enough to run it yourself, okay,

4

and unless you've been trained by somebody who knows

5

numbers the way that I have and the way that Kyle

6

has -- Kyle can walk through a house now and he

7

doesn't even need a contractor. He just walks through

8

and does it all in his head, walks out, 62 grand.

9

I'm, like, no. And then I'll go back in with my

10

pencil and my calculator, and it comes out to, like,

11

62 grand. I'm, like, how the hell does he do that in

12

his head? So he's really good at that stuff.

13

Contractors are great with this. The only

14

downside with contractors is they don't like to give

15

free bids forever. You have to eventually hire them;

16

otherwise, they are going to stop showing up and

17

giving you free bids, okay? So you'll probably get,

18

like, three out of them, maximum, before they want you

19

to actually pay them to come out and give you an

20

estimate. So eventually you want to get to the point

21

that you can run rehab estimates on your own.

22

I can run numbers because of my software and

23

the calculator that I have on my computer and because

24

Kyle's my business partner and we've been through all

25

the trainings. I can run numbers without looking at
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 230

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 232 of 417
231
1

the house. Are my numbers going to be perfect? No,

2

but if they're within 20 percent of what I actually

3

end up spending, I still make money, all right? So we

4

have a fudge factor of 4 percent, so I'm okay. I kind

5

of fudged it in there already. Okay, so that's

6

negotiate the contract.

7

Step one, get on the phone with them. Let's

8

say they call you off a postcard, whatever. Maybe you

9

found it because somebody introduced you to it. You

10

say, I want to buy your house at 123 Main Street.

11

First of all, that's the best news they've heard all

12

day. They've been trying to sell that house for a

13

while. They're in a position maybe they're losing

14

their property to foreclosure or maybe they are in the

15

middle of a divorce and they need to get rid of the

16

house because they don't want to live in it anymore or

17

whatever's happening in their life. They love to hear

18

that you want to buy their house. That's great news.

19

The next thing you are going to say, if I can

20

close quickly and pay cash, what is the least amount

21

you would be willing to sell this for? I think it's

22

important to have scripts like this, isn't it?

23

UNIDENTIFIED SPEAKER: Um-hum.

24

TREY STINNETT: All right. So what am I asking

25

them? What is the least? In other words, I'm asking
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them to negotiate against themselves.

2

UNIDENTIFIED SPEAKER: Um-hum.

3

TREY STINNETT: Everybody knows rule number one

4

in negotiation, the first person to say a number

5

loses, right? So you want them to throw out the first

6

number. That's the idea, right? So you tell them, if

7

I can close quickly and pay cash, what is the least

8

amount you would be willing to sell this for? Now,

9

you'll notice the very first word there is what?

10

UNIDENTIFIED SPEAKER: If I can.

11

TREY STINNETT: If. Am I committing to paying

12

cash and closing quickly?

13

UNIDENTIFIED SPEAKER: No.

14

TREY STINNETT: No. I'm just saying, if I can

15

do that, what would you pay? So don't worry about,

16

oh, I don't have the cash yet, when I'm asking the

17

question. You're just asking what you would be able

18

to get it for if you did get that together, okay? By

19

the way, do you think they hear the "if"?

20

UNIDENTIFIED SPEAKER: No.

21

TREY STINNETT: They don't hear the "if," okay,

22

but you're saying the "if" because you want to make

23

sure -- you're saying, well, I'm not positive I can

24

get cash. I've just got to go figure it out.

25

All right. So next, after they give you the
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answer, your response is, is that the best you can do?

2

Okay. So let's say that you're hoping they come back

3

and say 170 grand. You're, like, I can't pay more

4

than 170. I hope they say 170. They come back and

5

they go 160. What do you say?

6

UNIDENTIFIED SPEAKER: (Inaudible).

7

UNIDENTIFIED SPEAKER: Is that the best you can

8

do?

9

TREY STINNETT: Is that the best you can do?

10

You got it, Greg. Absolutely. I'm not going to be,

11

like, oh, my God, yes, that's perfect. The worst

12

feeling in the world, whenever somebody gives you a

13

number, is when they take it too fast. You're, like,

14

I could have gone lower, right? And some people just

15

need to negotiate.

16

So I like the circle negotiation. So they say,

17

all right, I'll take -- I'll take 170. You say, all

18

right, is that the best you can do? Yeah, man, that's

19

the best I can do. And then I'll say it again, so

20

you're telling me if I can't pay you 170,000, we can't

21

do business? Now, what am I doing? I'm putting it

22

back on them a second time.

23

UNIDENTIFIED SPEAKER: Um-hum.

24

TREY STINNETT: And a lot of times they'll be

25

like, well, I owe 160, I would like to make some money
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from it. Can I get, like, 170, maybe 165? What can I

2

do here? And now you're really finding out what is

3

their lowest number. Does that make sense?

4

UNIDENTIFIED SPEAKER: Um-hum.

5

TREY STINNETT: Also, I've got a fancy piece of

6

software that lets me know how much people actually

7

owe on their houses, so if they lie to me in this

8

moment and tell me they owe 160 when I know they owe

9

140, what should I do? Call them on their lie? I'm

10

not going to call them on it, but I am going to know

11

that this person is not honest. And so when I ask

12

about the house and they say, oh, yeah, there's no

13

problems with the house, I'll say, my inspector will

14

be there in the morning, right?

15

UNIDENTIFIED SPEAKER: Yeah.

16

TREY STINNETT: But if somebody tells me, you

17

know, I owe like 158K, and I'm looking at it and they

18

owe exactly 158, I'd be, like, this person knows their

19

house, okay? I'm going to trust them a little bit

20

more. I'm still not going to trust them a lot, but

21

I'm still going to trust them a little bit more, just

22

enough to get to know whether or not it's a deal that

23

I want to do, and it's a circle negotiation.

24
25

So I'll go back up to the top and I'll do it
again and again and again. So let's say, for example,
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you send a postcard out, and the owner calls you from

2

your postcard and (inaudible) house on the market.

3

It's been on there for one year. The ARV -- you will

4

have to forgive this number, this is from when I had a

5

class in San Francisco -- this ARV was 577,000. They

6

owe 300 grand and need 74,800 in repairs. What is my

7

maximum allowable offer if I want to make 5,000 as a

8

wholesaler? No music this time. What have you got?

9

ARV times 0.69 minus rehab minus --

10

UNIDENTIFIED SPEAKER: Wholesale?

11

TREY STINNETT: -- 5K wholesale fee. When you

12

get it, let me know. (Inaudible). What was that?

13

UNIDENTIFIED SPEAKER: (Inaudible).

14

TREY STINNETT: 577 times 0.69 minus 74,800

15

minus 5,000. 318,330, okay?

16

Now, who was trying to figure it out with that

17

$300,000 number? Anybody try to figure out what to do

18

with that? Yeah, it's not relevant, okay?

19

Sometimes -- do you guys remember story problems in

20

high school? Sometimes they give you data that isn't

21

relevant to the number. That $300,000 only matters

22

because that's the lowest they can go. Does that make

23

sense? That they owe that a lot of times they can't

24

go below that.

25

People don't pay to get rid of their houses
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most of the time. They will do whatever they can to

2

not have to pay, and it's funny how people have, like,

3

a $300,000 house, that you want to like -- they -- you

4

say the best I could offer you is, like, 290.

5

They're, like, I can't take a $10,000 loss. Most

6

people don't have $10,000. You know the average

7

American only has a thousand dollar savings? $1,000.

8

Crazy. So that's the situation. So most of the time

9

the person is not going to be able to take a loss to

10

sell you the house because they don't have the money

11

to take the loss, okay?

12

So what was our maximum allowable offer on this

13

deal? 318,330. So what should we offer? Well, I

14

can't offer 318,330, can I, because that's my what?

15

What does the M stand for?

16

UNIDENTIFIED SPEAKER: Maximum.

17

TREY STINNETT: Maximum, right? So I can't go

18

with that. I can't start there. I have got to start

19

below it. Here's my rule of thumb, 80 percent of MAO.

20

So what's 80 percent of 318,330?

21

TREY STINNETT: 254,6 -- Trey, you're telling

22

me now, for 250 grand, a property worth that much?

23

Yes, I am, all right? Now, sometimes you'll make that

24

offer and the realtor will be, like, oh, I'm not going

25

to show this to the seller. That's embarrassing and
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insulting. Who am I embarrassing or insulting? Your

2

commission, right? Why do I care?

3

By the way, every realtor has an obligation to

4

show every legal offer to the seller whether they like

5

it or not. Now, they may hand them the offer and say

6

this guy's an asshole, don't take the deal, but they

7

still have to show them the offer. And ultimately,

8

it's whose decision, the seller or the realtor?
UNIDENTIFIED SPEAKER: Seller.

9

TREY STINNETT: It's the seller's decision. So

10
11

make them the offer. They will probably come back and

12

counter, okay? If they come back and they counter and

13

they say, all right, man, 305,000, I can do 305. I

14

can't do that two-whatever you said. Is that below my

15

number? Is that good?

16

UNIDENTIFIED SPEAKER: Yeah.

17

UNIDENTIFIED SPEAKER: Um-hum.

18

TREY STINNETT: So what do I say?

19

UNIDENTIFIED SPEAKER: Is that the best you can

20
21

do?
TREY STINNETT: Is that the best you can do?

22

To which they will say, well, I don't know, man,

23

305 -- I owe 300,000. I say, hmm, that's a little bit

24

more than we'd be willing to pay. Hold on a second,

25

let me talk to my business partner. And I put him on
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1

hold, and I play Angry Birds. Then I take it off and

2

I say, okay, we're going to do the deal, 300, but you

3

have got to sign the contract when?

4

UNIDENTIFIED SPEAKER: Today.

5

TREY STINNETT: Right, today, right now,

6

instead of -- it's got to be signed by midnight or

7

it's no deal, okay? So see what I'm doing, is I'm

8

keeping the negotiation going, but I'm also making

9

sure that things are moving along, okay? So it's that

10

circle negotiation, but don't start at your maximum

11

allowable offer, because some people just have to

12

haggle. They have to negotiate or they can't -- their

13

brain just malfunctions if they can't negotiate.

14

My dad was one of those people. We would go to

15

a flea market, and he would negotiate. I'm, like,

16

dad, we're at a flea market. They're already selling

17

stuff for nothing. Just buy it. He'd be, like, no,

18

man, I'm trying to get that for 50 cents less. I'm

19

like, whatever, dad.

20

Now, he would be the guy that if you told him,

21

right, he's, like, I'll pay $5, and they came back and

22

said $4, and he'd be, like, 3. You just said you'd

23

pay 5. What are you doing? He was just like that.

24

So some people, they just have to haggle, have to

25

negotiate.
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That man would have never been caught dead in a

2

Carmax. I went with my mom right after my dad passed

3

away to get her a car, and I was blown away. You ever

4

been there? They don't negotiate. It's, like, not

5

even an option. I was, like, that's interesting,

6

okay. But some people, that's just the way they're

7

built. They have to negotiate. So just expect all of

8

your sellers will be that way, and start at a low

9

enough number that you can negotiate up from there.

10

And remember Tarek's rule of thumb. If you are

11

not embarrassed by the offer you just made, you

12

offered too much, okay? So offer low, okay,

13

intentionally, and sometimes they won't counter.

14

That's actually a negotiation strategy. So they'll

15

come back and they'll just say no because they want

16

you to do what? Throw out another number, and the

17

next person who will throw out a number loses.

18

So that's fine, I will throw out another

19

number, but it's going to be like, okay, well, if you

20

won't take 270, will you take 271, just to see, right?

21

So you will come up a little bit just to see where

22

you're at, and then you figure out whether your number

23

is somewhere in the middle. That's negotiation,

24

pretty simple stuff.

25

Next is going to be actually putting that
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1

negotiation, the terms of it, into a contract, okay?

2

And the way we do this is with clauses or things we

3

put into our contracts. Now, I don't have a contract

4

to give you guys. I used to hand one out, but then I

5

would hand it out and tell you not to use it. I would

6

be, like, go use your standard contract for your

7

state. So I'd rather just not have that.

8
9

So what we are going to do instead is -- we'll
do it this way. Let's say if you're in the state of

10

Pennsylvania, do you think your contract will be

11

different if you're in the state of D.C. or Virginia?

12

UNIDENTIFIED SPEAKER: Yes.

13

TREY STINNETT: Yeah. So every state has its

14

own contract. This is the purchase contract for real

15

estate in California. Texas has its own. You can

16

download it for free off of the internet. You can get

17

it at Office Depot in a stack of 50 for a few bucks or

18

whatever. It's not difficult. It's what you put into

19

the contract that matters, not the contract that you

20

use, okay?

21

So here are the few things that you need to

22

make sure are in your contract. Number one, you need

23

to have a right to show. We're doing this as a

24

wholesale property, which means we are going to be

25

selling it to whom? Buyers, right? I'm looking for a
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wholesale buyer, cash buyers, people with money that

2

want to do a real estate deal.

3

So for that reason, that means once I have it

4

under contract, those people may, I don't know, want

5

to come look at the house. So I need to have a right

6

to show the house to other people, okay? The clause

7

that I use for that is simply that I have the right to

8

show the property and will be given a key or the

9

homeowner will make the property accessible within 12

10

hours of a request for myself, my partners, or my

11

assignees, okay? Myself, my partners, or my

12

assignees.

13
14

Number two, a weasel clause or an escape
clause. What's a weasel clause?

15

UNIDENTIFIED SPEAKER: Wiggle room.

16

TREY STINNETT: Yeah. It lets you weasel your

17

way out of a deal if you don't like the deal anymore,

18

right? So these are my escape clauses, things that I

19

put into my contract to allow me to get out of the

20

deal if I do not like it. My number one escape

21

clause, "subject to partner's approval." It's subject

22

to partner's approval. Who's my partner?

23

UNIDENTIFIED SPEAKER: A financial partner?

24

TREY STINNETT: Anybody I want, all right? My

25

dog, that's my partner. Rufus only barked once; we're
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1
2

not doing the deal. Back out.
Another escape clause you could use, you could

3

put something along the lines of "buyer has the right

4

to withdraw from the contract if he desires at any

5

point before closing." You can just literally state

6

it. Now, most of the time, you are not going to get a

7

realtor to agree to that one, okay, but the "subject

8

to partner's approval" typically is a pretty good one.

9

There's some other stuff in there. The primary

10

one that allows you to escape is going to be your due

11

diligence period, because that's expected. I put this

12

under contract; I am going to get some time for due

13

diligence. Your due diligence period, typically two

14

weeks, okay? Closing, sometimes 30 days. It just

15

depends.

16

So in Austin, in order for me to be

17

competitive, I have to do a 14-day closing, so I'll do

18

a ten-day due diligence period, okay? So I have got

19

to move more quickly, just depending on your market,

20

okay? So that's my main escape clause, is my due

21

diligence period.

22

Now, almost all contracts will actually have

23

that as a section on the contract. Some states refer

24

to it as an option period, and they want an additional

25

amount of money in order for you to get that.
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Typically a hundred bucks is fine, just a hundred

2

bucks. How many of you are willing to risk $100 to do

3

a $40,000 profit deal, okay? You have got to pay

4

something to get something, right?

5

Okay, next, assignment. Okay, you need it to

6

be assignable. Here's how you make a contract

7

assignable. At the top of the real estate contract,

8

it will have a place for the buyer's name, the

9

seller's name, the address, and the legal description

10

of the property. Where it says "Buyer," it will have

11

a line for your name, but there's a bunch of other

12

stuff in the contract, and at the bottom, it will say,

13

"Sign here, Buyer."

14

Okay, here's what you need to put in both of

15

those locations to make sure that your contract is

16

assignable. Put your name, the name of your company,

17

say it's Blue Tree, LLC, and/or --

18

UNIDENTIFIED SPEAKER: Assigns.

19

TREY STINNETT: You got it. That makes my

20

contract assignable, because now it's literally the

21

buyer's name and/or assigns, so I can assign the

22

contract to somebody else, let them simply take over

23

my position in the deal, finish the deal out, and make

24

the money.

25

A perfect example was a deal I did a while ago.
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I think I did it with Dan and Carrie, where she was

2

going to buy it, Dan was going to sell it, but rather

3

than me actually getting under contract, purchasing

4

it, and then going and selling it, by getting it under

5

contract with him, with the by line being "and/or

6

assigns," I can come to Carrie, and I can say, do you

7

still want to do this deal? She goes, yeah. I say,

8

all right, pay me three grand, you can just sign the

9

contract.

10

I don't have to buy the property at all. I'm

11

not doing necessarily a flip. I'm simply just selling

12

a piece of paper, okay? And I'm getting it for 3000

13

bucks. Is that earned income? Yeah, I earned some

14

money. In fact, under the eyes of the IRS, that would

15

be ordinary income. It's not a capital gain because I

16

never actually took ownership of the property. Does

17

that make sense?

18

UNIDENTIFIED SPEAKER: Yep.

19

TREY STINNETT: So that makes it assignable and

20

allows me to avoid having to come up with any money to

21

do a double closing. And then, of course, the right

22

to renegotiate would be a good one to add, although

23

not necessary. Oh, down here at the bottom, the same

24

thing, "and/or assigns." Okay?

25

The document you need to be able to assign a
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1

contract I'll give you guys here in a minute. Do we

2

have that back there, by the way, the assignment

3

contract? Just the assignment one? All right, cool.

4

You do? I just want to make sure because I just told

5

everybody in the room that we did, so I'm glad you

6

said that. Just hang on to them. I'll pass them out

7

in about five minutes. I just wanted to make sure we

8

had them.

9

Okay. So that's how we make our contracts

10

assignable, and I don't have time to finish that.

11

It's already 12:55. So let's do this. All right, so

12

the next step is to find your new buyer, which is

13

where we'll pick up after lunch, okay? So we have got

14

to find the person that's going to take you out of

15

that deal.

16

Now, before we go to lunch, real quick, here is

17

your lunch work for today. During lunch, I want you

18

to Google the words "hard money lender," hard money

19

lender, okay, and then the name of your city that

20

you're going to be doing deals in, the name of the

21

city you'll be doing deals in, okay?

22

And then I want you to find out from the hard

23

money lender, number one, do they actually work with

24

new investors, because if you're new, some hard money

25

lenders don't want to touch you. So you need to know
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if that person will actually work with you. Not a

2

good idea to act like you have been in the business if

3

you haven't, because they will ask you to show them

4

the deals you've done, and that's just -- just call

5

somebody that does deals with new people.

6

Number two, do they lend on repair costs?

7

Number three, what is their maximum loan to value? So

8

what's the maximum amount of money that they'll lend

9

you compared to the value of the property? Next, what

10

are the points and interest? What are they going to

11

charge you for that money? What's the length of the

12

loan? And what kind of credit score do you have to

13

have, if at all? Some of them ask for different

14

levels of credit and stuff like that.

15

So do they lend on repair costs, do they work

16

with new investors, maximum loan to value, points and

17

interest, length of loan, and credit score. So Google

18

it and call them and ask these questions, okay?

19

Now, make sure it is a hard money lender that

20

you're talking to and they know that this is for a

21

flip. It's not a house for you to live in, okay?

22

All right. Then when you get back, we'll get

23

into finding a new buyer. So it is right now 12:57.

24

You know, it's funny, when I teach these things,

25

sometimes people, they go to McDonald's or they scurry
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off to Arby's and grab some lunch, and then they get

2

back and they find out that some of the students in

3

the room had lunch with the guys. They're, like,

4

wait, you can do that?

5

Man, how often are you going to be in a room

6

with people that have literally made hundreds of

7

thousands of dollars, possibly millions, some of us,

8

of dollars in this business that you want to be in,

9

and you didn't invite them to lunch? You should

10
11

probably do that.
Lunch break, one hour. We will be back in here

12

at 2:00, maybe 2:10. We'll do 2:10. Be back in your

13

seats at 2:10. We're going to keep going with the

14

next part here. If you want to eat lunch here, I do

15

believe that's where we're going to be eating or these

16

guys are going to be eating. I have to go handle a

17

deal, so I am not going to be eating lunch with you

18

guys, okay, but I will be back down in one hour, 2:10.

19

(Music.)

20

MS. BAZAN: Hi, Amber. So earlier during the

21

break I didn't have a chance to come back here and

22

schedule a meeting. I don't know if I -- are there

23

still any spots available?

24
25

AMBER GUZMAN: There is. Are you all right
with sitting with me?
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MS. BAZAN: Sure.

2

AMBER GUZMAN: Okay. We filled in just a few

3

of the extra spots. There was only a couple

4

individuals that didn't, so he kind of just randomly

5

put them in, and so --

6

MS. BAZAN: Yeah.

7

AMBER GUZMAN: I thought you scheduled the

8
9

others are totally cool.
MS. BAZAN: Okay.

10

AMBER GUZMAN: What we do, though, is we sit

11

with every -- we meet with everyone on the breaks as

12

well, so we'll meet tomorrow, and then if it feels

13

that maybe we should have you meet with someone else

14

on Sunday, we can possibly do that as well.

15

MS. BAZAN: Okay. Okay, thank you. So that

16

would be tomorrow just during one of the regular

17

breaks or are we going to have a scheduled --

18

AMBER GUZMAN: So we are actually going to hand

19

out appointment cards at the end of the day, sometime

20

probably the last break, and you'll know either if

21

it's going to be in the morning -- actually, I think I

22

might have even scheduled a time for you already. It

23

looks like you and I are scheduled for 12:00 p.m.

24

MS. BAZAN: 12:00 p.m. tomorrow?

25

AMBER GUZMAN: Yep. So it's going to be
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1

probably right after the first break, probably ten

2

minutes or so after the first break.

3

MS. BAZAN: Okay.

4

AMBER GUZMAN: And we will have an hour lunch

5

probably close to right after we break, so you'll have

6

a little bit of time to go to lunch after that.

7

MS. BAZAN: Okay.

8

AMBER GUZMAN: All righty.

9

MS. BAZAN: Thank you.

10
11

AMBER GUZMAN: You and I are going to be
meeting at 12:00.

12

(Off-mic conversation.)

13

UNIDENTIFIED SPEAKER: Hello.

14

MS. BAZAN: Hi. How could I get to the inner

15

courtyard?

16

UNIDENTIFIED SPEAKER: Hmm?

17

MS. BAZAN: How can I get to the inner

18
19
20

courtyard?
UNIDENTIFIED SPEAKER: So if you go around the
restaurant, take the stairs down --

21

MS. BAZAN: Okay.

22

UNIDENTIFIED SPEAKER: -- take a sharp left

23

(inaudible).

24

MS. BAZAN: Thank you.

25

(Music.)
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UNIDENTIFIED SPEAKER: Hello, how are you?

2

MS. BAZAN: Good. How are you?

3

UNIDENTIFIED SPEAKER: Can I help you find

4
5

something?
MS. BAZAN: I'm just trying to get out to the

6

inner courtyard. There is finally sunlight.

7

UNIDENTIFIED SPEAKER: Okay.

8

(Music/off-mic conversation.)

9

AMBER GUZMAN: You're welcome.

10

How are you doing over here?

11

MS. BAZAN: Doing well. I'm trying to find

12

hard money lenders.

13

AMBER GUZMAN: Nice. How's is going?

14

MS. BAZAN: Ah, one of them wasn't very

15

helpful, so this one I'm thinking of scratching out.

16

And I found this one, Lima One Capital (phonetic).

17

AMBER GUZMAN: Uh-huh, yeah.

18

MS. BAZAN: So these are the numbers that I

19
20

got. Is this any good?
AMBER GUZMAN: Ah, yeah. So this one here,

21

they will lend you 90 percent. Now, the -- and these

22

are all four different ones. Is that right?

23
24
25

MS. BAZAN: Yeah. So there's a lot of
different numbers.
AMBER GUZMAN: Yep. This will all -- this one
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will lend 90 percent.

2

MS. BAZAN: Um-hum.

3

AMBER GUZMAN: This, what this means is they'll

4

lend 70 percent of ARV.

5

MS. BAZAN: Okay.

6

AMBER GUZMAN: So that is usually higher than

7

what we're buying it for and even the rehab, so in

8

some instances, you might actually be able to cover

9

the entire price of the purchase and the rehab,

10

depending on what the numbers are.

11

MS. BAZAN: Okay.

12

AMBER GUZMAN: 3.5 origination fee, 12 percent

13

interest is going to be about average.

14

MS. BAZAN: Okay.

15

AMBER GUZMAN: As you do a few deals, you'll be

16

able to negotiate that down to, like, 10, 8 percent,

17

as time goes by, but that's about normal to start

18

with.

19

MS. BAZAN: Okay.

20

AMBER GUZMAN: And what's so nice is that the

21

reason we want you to really look at this now is so

22

that you know when you leave here all the different

23

routes that you can go to find money sources.

24

MS. BAZAN: Okay.

25

AMBER GUZMAN: But we're actually going to give
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you money sources as well --

2

MS. BAZAN: Okay.

3

AMBER GUZMAN: -- just for being here. This 90

4

percent, this is -- this is pretty good. This 70

5

percent is pretty good as well.

6

MS. BAZAN: What is this origination fee?

7

AMBER GUZMAN: So the origination fees, those

8

are points that they usually want up front for doing

9

the deal.

10

MS. BAZAN: Okay.

11

AMBER GUZMAN: They might sometimes take it out

12

of the deal itself, but it's usually 3.5 percent up

13

front that they want on top of -- like it might be 12

14

percent interest --

15

MS. BAZAN: Um-hum.

16

AMBER GUZMAN: -- with a 3.5 origination fee.

17

So you're still paying 12 percent, but they may want

18

this 3.5 percent on top of it.

19

MS. BAZAN: Okay.

20

AMBER GUZMAN: So that's -- a lot of times you

21

can't quite get away from it. I think on ours, we --

22

ours is two points, so ours is 2 percent origination

23

instead.

24

MS. BAZAN: Okay.

25

AMBER GUZMAN: So it's a little lower. There
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is some lenders out there that you can even find that

2

won't do the points. It's a little more rare and

3

sometimes you have to negotiate and do one or two with

4

the points first --

5

MS. BAZAN: Okay.

6

AMBER GUZMAN: -- but when you get back from

7

lunch, we're going to go through like a financial game

8

plan and take a snapshot of where you are right now.
MS. BAZAN: Okay.

9

AMBER GUZMAN: And then we're also, later

10
11

today -- oh, so after we do that financial snapshot,

12

we are going to give you the different lending and

13

funding sources.

14

MS. BAZAN: Okay.

15

AMBER GUZMAN: So we do 100 percent financing

16

for the wholesales that you'll do.

17

MS. BAZAN: Okay.

18

AMBER GUZMAN: Then when it comes time to do

19

the rehabs, we cover 70 to 80 percent of the purchase

20

price and the rehab.
MS. BAZAN: Let me just write those numbers

21
22

here for comparison.

23

AMBER GUZMAN: Yeah.

24

MS. BAZAN: So you said -- you said 80 to 90

25
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1

AMBER GUZMAN: Seventy to 80.

2

MS. BAZAN: -- sorry, 70 to 80.

3

AMBER GUZMAN: Uh-huh.

4

MS. BAZAN: That's wishful thinking.

5

AMBER GUZMAN: Yep. And, again, when you work

6

with them for a while, they'll start opening up new

7

avenues for you.

8
9

MS. BAZAN: And so this one you said they
covered 100 percent?

10

AMBER GUZMAN: Yep, for wholesales.

11

MS. BAZAN: Okay, for wholesale.

12

AMBER GUZMAN: Yeah. And then we're going to

13

give you a sheet later, and it's going to have all the

14

numbers on it on the different pieces that they charge

15

for it and what criteria you could -- you go through

16

to get it, but on top of that, so we usually suggest

17

to start with some wholesales --

18

MS. BAZAN: Okay.

19

AMBER GUZMAN: -- because it's going to be --

20

you're going to be practicing finding properties,

21

you're going to be practicing running numbers, and

22

you're running numbers as if you were going to do the

23

rehab. You're running the rehab numbers. You're

24

running it all. And then you're also going to be

25

practicing making offers. Then when you get it under
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contract, you're going to be practicing closing as

2

well.

3

So you'll make, in the example he showed,

4

3,000, 5,000, truly, especially here in your area, you

5

are going to see much larger profits than those

6

numbers that he showed you there. I would say truly

7

the very bare minimum would be $8,000 that you'll

8

likely make. You could potentially make 13, 15,000.

9

MS. BAZAN: For a wholesale here in D.C.?

10

AMBER GUZMAN: Um-hum, yeah.

11

MS. BAZAN: Okay.

12

AMBER GUZMAN: So the thing that's so nice

13

about these is that it's 100 percent funding from

14

elsewhere, you're getting it under contract, but

15

you're using these exit strategies. So at any moment,

16

if you don't get a buyer or if it needs more work than

17

you thought, you are able to exit out that contract,

18

so there's really no risk.

19

There's no money tied up, and they really allow

20

you to see some lump sums of cash coming in and to

21

build your confidence, and then you've practiced

22

running all the numbers. At one point, you're going

23

to say, man, these people that I'm selling these to,

24

they're making 35, $70,000 off of this. Why don't I

25

make 35, 70,000 off of it? So we are going to start
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talking tomorrow and Sunday about, like, building onto

2

your teams and how you'll be able to have other people

3

do those or help you with the process.
But in the meantime, so we have got the funding

4
5

while you do the wholesales, but we want to start

6

building other money sources. So, like, for example,

7

with these funding pieces, so if it's 90 percent,

8

you're going to have to come up with the other 10

9

percent. Well, we're going to show you where to find

10

hard money lenders to come up with that 10 percent as

11

well --

12

MS. BAZAN: Okay.

13

AMBER GUZMAN: -- even though the 30 percent

14

here or the 10 percent here, the 20, 30 percent here,

15

that's called the gap, the gap funding, it is the most

16

expensive money that you'll borrow.

17

MS. BAZAN: Okay.

18

AMBER GUZMAN: They literally will ask for 15

19

percent to 50 percent of your deal on top of 12

20

percent interest.

21

MS. BAZAN: Okay.

22

AMBER GUZMAN: But we still want to do that for

23

the first one or two, even if we have money, because

24

we don't want to put any of our money at risk. This

25

is the first rehab we're doing, you know, who knows -For The Record, Inc.
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what if something happens? We don't want any of our

2

resources tied up. We don't want our credit to be

3

hurt because of something like this.

4

MS. BAZAN: Okay.

5

AMBER GUZMAN: Because these individuals --

6

number one, 90 percent of the time, they're running

7

the numbers. They know it's a good deal. They're

8

willing to -- like, if it takes you longer than you

9

expected, they'll work with you, but if you end up --

10

you know, if something happens and you kind of fall

11

through on it, they are going to take the deal from

12

you, they are going to finish the deal, they are going

13

to make their money back, and they're going to make

14

you a profit, and so your credit doesn't get hurt.

15

There is no nasty phone calls. It's just, nope, we're

16

taking it over, and that's very rare that that happens

17

because of the criteria --

18

MS. BAZAN: Yeah.

19

AMBER GUZMAN: -- in place first.

20

MS. BAZAN: So I just wanted to ask, like, I'm

21

23. I don't have stellar credit.

22

AMBER GUZMAN: Um-hum.

23

MS. BAZAN: I haven't done any flips. I

24

actually don't have any experience with real estate.

25

Would I still get these numbers that your hard money
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lenders are offering?
AMBER GUZMAN: Yeah. So the reason -- what's

2
3

so nice about this is they don't base it off of your

4

credit.

5

MS. BAZAN: Okay.

6

AMBER GUZMAN: They don't base it off of your

7

income. They only base this funding here, as well as

8

ours, off of the deal itself.

9
10

MS. BAZAN: Okay.
AMBER GUZMAN: So they're actually going to run

11

the numbers. Let's say for the 100 percent for the

12

wholesale, they're going to look at your contract,

13

they're going to see the numbers that you ran, and

14

then you are going to have found a buyer that's going

15

to take it over. They're going to look at their

16

contract. They're going to run the numbers and make

17

sure the buyer really has the money, you did the

18

numbers correct, and as long as everything adds up,

19

they know for a fact they're going to make their money

20

back within 15 minutes to an hour. They're going to

21

pay everything through the title company so you don't

22

have to do all the paperwork and stuff, so --

23
24
25

MS. BAZAN: What do you mean, between 15
minutes to an hour? What does that mean?
AMBER GUZMAN: I'll show you. Do you mind if I
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write down here on a separate paper?

2

MS. BAZAN: Oh, yeah. There you go.

3

AMBER GUZMAN: Okay. So when you do a

4

wholesale --

5

MS. BAZAN: Um-hum.

6

AMBER GUZMAN: -- using the 100 percent

7

financing --

8

MS. BAZAN: Okay.

9

AMBER GUZMAN: -- so they are going to require

10

you to have everything in place, but that's a good

11

thing, because that protects you from doing a deal

12

that isn't going to pay out. So what you're going to

13

do is you're going to find a property, and you're

14

going to run the numbers, and you're going to run the

15

numbers as if you were going to do the rehab.

16

So you're running the numbers including what

17

construction's going to be, and you know what your

18

profit's going to be, and you know what that

19

investor's profit's going to be, and then you're going

20

to make offers.

21

Well, with this funding that we have here, they

22

also give you proof of fund letters, because depending

23

on who you're going through, when you make the offer,

24

they are going to say, sure, but I want to know that

25

you really have the money to buy this, and so you're
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going to -- when you make this offer, you're going to

2

have a proof of fund letter with your contract, okay?

3

So, now, you have it under contract --

4

MS. BAZAN: Um-hum.

5

AMBER GUZMAN: -- and that means that you

6

control this property. So you're controlling it for

7

the time, and what you're going to do is you're going

8

to now market it. You're going to market to those

9

investors who are going to go and do the rehab. So

10

you're marketing, and you find a buyer, and this

11

person says, yes, absolutely, I'll buy it from you for

12

the price, and they bring you a contract with proof of

13

funds letters.

14

MS. BAZAN: Okay.

15

AMBER GUZMAN: So find a buyer. They make

16

offer with you. They get a vendor contract from you.

17

Well, when they get it under contract, they're buying

18

it from you, so you are going to need to schedule a

19

closing at the title company. So you schedule a

20

closing at the title company, okay?

21

Well, now, at this point, you still haven't

22

actually bought this property yet. You're going to

23

have to buy it. You're going to have to own it. This

24

isn't the only strategy. He showed you the assignment

25

of contract.
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MS. BAZAN: Yeah.

2

AMBER GUZMAN: The assignment, you wouldn't do

3

this under contract with the buyer. You would just do

4

an assignment of contract, and you'd assign your

5

contract to him or her, and then they would actually

6

go and close.

7

MS. BAZAN: Okay.

8

AMBER GUZMAN: But the thing is -- and that's

9
10

what he was mainly talking about, like that $3,000
profit.

11

MS. BAZAN: Um-hum.

12

AMBER GUZMAN: You go through the step I'm

13

showing you here to do a whole -- a full wholesale.

14

This is why you're able to make that 8 to 13 thousand

15

dollars, because you're actually owning it for a short

16

period of time.

17

MS. BAZAN: Okay.

18

AMBER GUZMAN: So then what happens is after

19

you've got all these details in place, the funding

20

sheet that we're going to give you tomorrow, you're

21

going to go onto their website, and you're going to

22

show them your contract and your numbers and your

23

buyer's contract, and then they're going to want to

24

know the title company of where you're closing.

25

They're going to review your deal. They're
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going to review your numbers. They're going to review

2

that your buyer's money's there, that the numbers are

3

correct, and that -- and that's pretty much it. And

4

then what they're going to do is they're going to say,

5

yep, this deal's good to go. We'll lend you within

6

four days. So you can schedule that closing for,

7

like, a week from now, two weeks from now. If your

8

buyer is getting a loan from the bank, it's probably

9

going to be 30 days from now, but an investor usually

10

won't take 30 days --

11

MS. BAZAN: Okay.

12

AMBER GUZMAN: -- because they're usually using

13

cash of some sort. I know they're about to start.

14

I'll just give you this last piece really quick.

15

MS. BAZAN: Okay.

16

AMBER GUZMAN: So what the -- the funding

17

company, what they're going to do is you're going to

18

schedule this closing. They're going to deposit the

19

money into the escrow -- into title company escrow.

20

You're going to close on it, and you're going to own

21

it for, like, 15 minutes.

22

MS. BAZAN: Okay.

23

AMBER GUZMAN: And then your buyer is going to

24

come in, and their money has been deposited in escrow.

25

They are going to close. They are going to take the
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property and leave, and then the title company is

2

going to pay back the money that you borrowed, plus 2

3

percent of the loan amount, and a flat $495 fee.

4

MS. BAZAN: Okay.

5

AMBER GUZMAN: And they are going to take that

6

out, and then they are going to write you a check or

7

direct-deposit you the rest of the profit, and the

8

profit is going to be exactly what you expected it to

9

be because all closing costs, all fees you are going

10

to have calculated before you ever did the deal.

11

MS. BAZAN: Okay.

12

AMBER GUZMAN: When you made the offer, you

13
14
15

knew what you were going to make in it.
MS. BAZAN: And that's using the formula that
they gave us, the 0.69?

16

AMBER GUZMAN: That's right.

17

MS. BAZAN: Okay.

18

AMBER GUZMAN: Yep, that's right, using the ARV

19

he showed you first, then the 0.69, because it

20

calculated all those little fees and everything in

21

there, and we'll show you in a little bit more

22

specifics where, okay, some money might cost this,

23

some money might cost that.

24
25

I know that class is starting in, like, three
minutes, so we better get you back in there.
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MS. BAZAN: Oh, it's already 2:07.

2

AMBER GUZMAN: I know. Time flies, doesn't it?

3

I'm excited for you.

4

MS. BAZAN: Thank you so much.

5

AMBER GUZMAN: You're 23. What an amazing time

6

to get started. We're also able to help you with

7

building your credit. We're here to help you build

8

different funding sources as well. We're going to

9

talk about some different funding sources this

10

evening. So you can literally walk out of this class

11

with funding for your deals, 40, 50, maybe even 80 to

12

100 thousand in funding --

13

MS. BAZAN: Okay.

14

AMBER GUZMAN: -- on your own, and we'll tell

15

you some different ways, how you can use that, too,

16

for the gap funding, for your rehabs down the road.

17

MS. BAZAN: Um-hum.

18

AMBER GUZMAN: So, yeah, we will get a lot --

19

and then we will talk to you about asset protection --

20

MS. BAZAN: Okay.

21

AMBER GUZMAN: -- how to set up a business

22

name, how to protect what you have before you ever

23

even get started. Actually to know this stuff right

24

as you're getting started, it's --

25

MS. BAZAN: So do you guys do that -- is
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2

everything in-house to the company?
AMBER GUZMAN: Yeah. Yep, it is, to one degree

3

or another. Whoever we suggest, some of the people,

4

they're -- it's not in-house, but it's people that

5

we've vetted, that we've worked with --

6

MS. BAZAN: Okay.

7

AMBER GUZMAN: -- over and over again. So if

8

they are not, we will let you know, but it's a close

9

connection.

10

MS. BAZAN: Okay.

11

AMBER GUZMAN: Yeah. Good talking to you.

12

MS. BAZAN: Thank you so much.

13

AMBER GUZMAN: You're welcome.

14

(Music/off-mic conversation.)

15

MS. BAZAN: Oh, I'm sorry. I actually wanted

16

to ask you about the Propfinder.

17

TREY STINNETT: Yeah.

18

MS. BAZAN: So I tried looking for the site,

19

and I couldn't -- it said it wasn't -- this website

20

wasn't available.

21

TREY STINNETT: Did you put in the WWW?

22

MS. BAZAN: Yeah.

23

TREY STINNETT: (Inaudible) Propfinder.com.

24

MS. BAZAN: Okay.

25

TREY STINNETT: Yeah.
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MS. BAZAN: I'll try that later on.

2

TREY STINNETT: Yeah. If that doesn't work,

3

let me know, because, I mean, I use it all the time.

4

MS. BAZAN: Okay.

5

TREY STINNETT: It's only laptop. It's not

6

tablet or iPhone or anything. So I don't know if

7

you're --

8

MS. BAZAN: Okay. Thank you.

9

TREY STINNETT: All right, guys, please grab

10

your seats.

11

(Music.)

12

TREY STINNETT: Is anybody here military?

13

Military? Former military? Just one? All right.

14

Well, thank you for your service. I figured I'd have

15

a lot of former military in here, but -- with

16

everybody being this late back to the room, I'm

17

wondering. No one's back on time, they must not be

18

military, yeah, or as much as I thought.

19

So apparently there are still a few people that

20

are eating, maybe they're just getting their checks

21

and stuff like that, but I want to pick back up where

22

we left off. Did you guys have a good lunch?

23

UNIDENTIFIED SPEAKER: Yep.

24

TREY STINNETT: How many of you got to sit with

25

Kyle at lunch today, got to do that?
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No, nobody sat with Kyle? Where were all your

1
2

people, bro? Just you? All right, cool.
Anybody sit with Amber? You sat with Amber?

3
4
5
6

Okay.
Anybody sit with Derrick? Anybody sit with
Derrick?

7

UNIDENTIFIED SPEAKER: Derrick.

8

TREY STINNETT: Who was your favorite? Nobody

9

ever wants to answer that question. All right. So

10

everybody's kind of strolling back in. All right, so

11

we're just going to pick up where I left off earlier,

12

but I'll back up a minute, because a couple of you

13

were asking me on the break kind of how I got into

14

this business and this game, so I want to kind of talk

15

about that, because I guess the guys got into it a

16

little bit when they were giving their intros.

17

Short story is I came to an event like this,

18

got into it with my dad. Now, when I first came here,

19

I was washing cars for a living, making seven bucks an

20

hour. Is anybody making less than I was making then?

21

No. So life wasn't that great. I had gone first to

22

college; that one didn't work out so much. Then I

23

tried a different college, and I was in my -- I think

24

just about to go to my third college, Texas A&M

25

University, when I was playing a game, Cashflow
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Quadrant.

2

I don't know if anyone ever played that game.

3

It's a board game, Robert Kiyosaki created it, and it

4

was teaching me, like, okay, I can invest in stocks

5

and I can invest in real estate and all this stuff,

6

and I had played the game a bunch, and then I realized

7

something. I'm not making any money playing a board

8

game, so I've got to get into the real world.

9

And it was just divine intervention or

10

something. I got a flyer in the mail that said,

11

"Congratulations, you've been invited -- here's a free

12

ticket to a real estate seminar." Anybody get

13

something in the mail? Is that how you found out

14

about us? Anybody get Facebook or some sort of social

15

media marketing? So they didn't have that back then.

16

In fact -- gosh, I'm dating myself now -- I don't even

17

think MySpace was out yet. So it was a while back.

18

And I got inspired, and I said I am going to

19

learn how to do real estate. So I went to my free

20

seminar that ended up costing me three grand, and when

21

I got to the seminar, the guy told us about all this

22

money you could make in real estate and stuff like

23

that, and I got excited. So I hopped on the phone and

24

I called my friend Eric, who also washed cars with me.

25

We actually had known each other since we were three
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years old. He's the one that got me the job washing

2

the cars.
And the reason I took that job was because he

3
4

said the guy that owns this company -- he goes, it

5

doesn't pay very well, he said but the guy who owns

6

this company is 23, and at the time I was 19. I was,

7

like, a 23-year-old entrepreneur, I've never even met

8

such a thing. I want to go see what this guy's all

9

about.

10

And I went and worked for him for a couple of

11

months, but I never really got to spend much time with

12

him because he just wanted me to go work, and I had a

13

bunch of ideas. Do you think he was interested in my

14

ideas? I had ideas about how he could make his

15

company better, make his business better, make him

16

more money. Do you think he cared?

17

UNIDENTIFIED SPEAKER: No.

18

TREY STINNETT: Of course not. So I'm sitting

19

there washing my cars, and, you know, Eric and the

20

other guys, they're talking about, I don't know,

21

sports or girls or whatever. I couldn't hear what

22

they were talking about because I was wearing

23

headphones, and my headphones are plugged into my

24

Diskman. You guys remember those? Do you remember

25

the CDs with the skip protection?
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UNIDENTIFIED SPEAKER: Yeah.

2

TREY STINNETT: So I had my Diskman going, and

3

it had Think and Grow Rich, How to Win Friends and

4

Influence People, and all the books I talked about

5

earlier. I consumed about 12, maybe 14 books just in

6

audio while washing these cars, and all the books had

7

the same stuff. Get mentors, get real estate, get

8

mentors, get real estate. So when I got this flyer in

9

the mail, I was like, okay, mentors and real estate;

10
11

I'm going to go check this thing out.
And I come to this event. They say it's $3,000

12

to come out to this three-day event. I think you guys

13

paid 2,000, right? So it's the same event. You got

14

it cheaper than I did. Good for you. Anyway, so it

15

was two grand -- three grand, sorry, for me to come

16

out to this event, and I didn't have three grand. You

17

have got to remember, I'm making $7 an hour. That's

18

more than I make in, like, two months.

19

So I get on the phone and I call Eric, and I'm

20

like, hey, I found our answer. We're going to be real

21

estate investors. He goes, what? What are we going

22

to invest? And I was like, no, no, no, you don't have

23

to have your own money. There's other people with

24

capital. You can invest their money. We can go out

25

to this event and use -- it's only $1,500. He goes,
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you paid $1,500 to go to this event? I was, like, no,

2

it's 3,000. Your half is 1,500.

3

(Laughter.)

4

TREY STINNETT: And he was like, dude, you are

5

the dumbest smart person I know. I'm not going to do

6

that. He's, like, there's no way. So I go back into

7

the room and I went over to my dad and I was like,

8

hey, do you want to go do this? Now, my dad was an

9

auto mechanic. He fixed cars. He wasn't a real

10

estate investor, but his dad owned one piece of real

11

estate that he had purchased to build an auto shop on,

12

I don't know, probably when I was two years old or

13

something, 20 years before that, and when he had

14

passed away, that piece of property had appreciated so

15

much in value that it was worth, like, I think

16

$250,000, and he had only bought it for, like, 15

17

grand or something crazy like that. So my dad had

18

seen it happen once. Some people, they only need to

19

see it happen once, right?

20

So my dad was inspired enough to say, okay, if

21

this is something you're really interested in, he

22

goes, I'll pay half, you pay half. So my dad and I

23

went halfies, both of us on credit cards, because my

24

dad, even though he owned his own business, he was

25

always strapped for cash. His bank account never had
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more than a grand in it, two grand at maximum, because

2

all of his money was being put back into his business,

3

which hopefully was going to someday grow enough that

4

he could pass it on to me, to which I said, no, thank

5

you. I don't want to fix cars.

6

And so we signed up to come to this event. We

7

were sitting right in those two seats, and we listened

8

to this guy for three days talk about how you do real

9

estate investing, how much money could be made, and we

10

were inspired. We decided, okay, let's dive in

11

full-out. Let's make it a business. And we both went

12

out to the big event, the Summit event, and this was

13

back when they used to hold them in different cities.

14

This one was in Orlando.

15

My dad and I get out there -- now, first of

16

all, I don't act like 27 grand or 42 grand is not a

17

lot of money. That was so much money, I didn't know

18

what to do with it. It blew my mind that that was the

19

amount that it cost to actually start a business, but

20

my dad, he was, like, that's a month's worth of parts

21

at my shop. He said, I would spend that monthly on

22

parts. He's, like, I don't have it, and he goes, my

23

entire life savings to the point -- we were sitting in

24

this class, my dad was 46 and I was 19 years old --

25

his entire life savings was 80,000 bucks in an IRA.
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2

That's it.
And he had already done the math. He can't

3

retire on that. So if you ever sit down and run the

4

math sometime on how much you have in retirement, if

5

you're 40 right now and you have got a hundred grand,

6

when you're 50, what do you have, 200, right? You add

7

it all up, when you retire, there's just not enough.

8

150, 200, 300 grand in retirement, it might as well be

9

zero, because it's going to be gone in five years.

10

UNIDENTIFIED SPEAKER: Um-hum.

11

TREY STINNETT: So my dad was, like, I don't

12

know, but if you're really committed to this, he goes,

13

then let's do it together. So I became business

14

partners with my dad. That's how I got into this

15

business. The part of the story I skipped over was

16

what happened right after my grandpa died.

17

When my grandfather died, he left my dad the

18

auto shop. In other words, he gave him a job that he

19

would not be able to get out of for the next 20 years.

20

Some people thought of it as a blessing, but for my

21

dad, it wasn't so much. And about -- about nine

22

months after my grandfather passed away, my dad was

23

diagnosed with squamous cell carcinoma, which is a

24

type of cancer of the muscle; specifically, it was in

25

his tongue.
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Every doctor, of course, always asked, did he

2

chew? Did he dip? Did he smoke? No, none of those

3

things, but he was around oil and grease, and he was

4

around chemicals and petroleum, and he was stressed

5

all the time because he worked -- I don't even know

6

how many hours. He would get up at 5:00 and leave the

7

house, come home after I was asleep. So if I wanted

8

to see him, I had to go to the shop.

9

So we were sitting in this class, and my dad's

10

making this big bet on me, and -- apparently, he

11

didn't tell me that for a couple years, but I thought

12

he was into it, too -- but he was taking this big bet

13

on me, that I was going to build something with him

14

that would outlast. So we get out to this event,

15

we're at the Summit in Orlando, and we're up in our

16

hotel room.

17

My dad looks at me and goes, I need to tell you

18

something that I haven't told your mom yet. I said,

19

that's not a great way to start a conversation. He

20

goes, I think my cancer's back. Now, this had been, I

21

don't know, nine years, something like that, and he

22

goes, I think my cancer's back. I said, do we need to

23

leave the event? Like, what do we need to do? And he

24

goes, no, we can finish the event, but when we get

25

home, I need to go to the doctor.
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Now, luckily, we lived in Houston at the time,

2

so when we got back home from Orlando, we went to the

3

doctor, and sure enough, his squamous cell carcinoma

4

had returned. It was back in the same place as

5

before, in his tongue. The doctors wanted to be a

6

little bit more invasive this time because it came

7

back, and so they cut out, like, half of my dad's

8

tongue, all of his lymph nodes out of his neck, and he

9

had to have radiation.

10

UNIDENTIFIED SPEAKER: Oh, God.

11

TREY STINNETT: I'm sure some of you have had

12

some people in your families, in your lives that have

13

had to have these types of treatments. It is no fun.

14

So, you know, while we had an exciting morning, we're

15

talking about making all this money, you know, fancy

16

cars, and when I got into this business, that's what

17

it was about for me. I mean, I was 20 years old. I

18

just wanted fancy clothes and bottle service and cars

19

and parties and stuff like that, because I guess I

20

wanted girls' attention or something. I don't know.

21

But when I got back and found out dad was sick, it was

22

no longer about that, and I discovered a deeper

23

purpose.

24
25

My "why" was now my mom. What am I going to do
if dad's gone? You beat cancer once, that's a
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miracle. You beat it twice, it's unheard of. So he's

2

got it again. I have to make this business work. So

3

it was supposed to be this fun, exciting time. I just

4

got back from the Summit. I'm going to be out there

5

making all these offers, but it was a very serious

6

time, and I had to think about, what's mom going to do

7

if I don't replace dad's income?

8
9

She's a school teacher sometimes, but mostly
she's a stay-at-home mom. So she doesn't have any

10

business experience, she doesn't have any employment

11

history to be able to show people to get a good job.

12

So it became very serious for me.

13

So I'd get up, I'd look at deals, drive my dad

14

to M.D. Anderson to have his radiation treatments.

15

While he's under the gun, getting the radiation

16

treatments, I'd be running more numbers. Then we

17

would leave and go look at properties and then go back

18

to our house, and he would be exhausted at the end of

19

the day. We'd get up the next day and we would do it

20

all over again, and this was my life day-in and

21

day-out.

22

When I got back, I went back to my job. So

23

when I wasn't doing that with dad, I was washing the

24

cars for about two weeks. After two weeks, though,

25

every single day, going into that job, I'd go in, I'd
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be washing those cars, right, and just making whatever

2

I needed to make, and Eric would look at me and go,

3

so, you make your money back yet? You make your money

4

back yet? Because he knew how much I spent to go to

5

the training.

6

I didn't even ask him if he wanted to be my

7

partner for the advanced level stuff. He goes, you

8

make your money back yet? He was kind of that

9

negative voice, constantly telling me, you're not

10

going to do it, it's not going to work, it's not going

11

to work out.

12

Now, some of you, maybe you have got some

13

people in your life that have told you you can't, and

14

you're the kind of person that's, like, tell me I

15

can't and I'll show you that I can, right? But if you

16

get enough people in your life telling you you can't,

17

you start to believe them.

18

UNIDENTIFIED SPEAKER: Yeah.

19

TREY STINNETT: And so I came home one day and

20

I told my dad, I said, I'm done. I quit. He's, like,

21

real estate? I was, like, no, my job. He's, like,

22

what are you going to do for a living? I said, I'm

23

living with you and eating out of your fridge. I

24

can't go in there anymore and be around the voice of

25

negativity. I said, if I got people telling me every
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day in my ear I can't do something, it's harder to do

2

it.

3

So between dad's cancer and quitting the job

4

and everything, I was now a full-time real estate

5

investor, and I had about four months to figure it out

6

before college started back up in the fall. And so

7

we're out there looking for our deals. We find our

8

first deal. This -- I'll show you the deal tomorrow,

9

2701 Misty Pines or 2071 Misty Pines -- I can't

10

exactly remember the number, but on Misty Pines in

11

North Houston. I get the deal done, and it was a

12

fix-and-flip, and we made $37,750.

13

UNIDENTIFIED SPEAKER: Cool.

14

TREY STINNETT: Now, that may not seem like a

15

lot of money to you folks up here in Virginia, but I'd

16

never even seen my name on a check with a comma in it.

17

So it was -- and that was half mine. It was half

18

dad's, but it was half mine. Guess what I did with

19

that check?

20
21

UNIDENTIFIED SPEAKER: Threw it in your
friend's face?

22

UNIDENTIFIED SPEAKER: Invested it.

23

TREY STINNETT: I did some investing with it,

24

and I bought some stuff with it, yeah. This is my

25

friend's -- well, step seven is right here. That is
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your shut up check. Do you know what a shut up check

2

is? That's the check you show all the people in your

3

life that told you you couldn't do it, that they

4

thought it was crazy, to shut up.

5

So I called Eric. I said, hey, I'm going down

6

to the coffee shop. Do you want to meet up, just hang

7

out for a little bit? He's, like, man, where have you

8

been? I haven't heard from you in three months. I

9

said, I've been busy.

10

So we go meet up at a little coffee shop

11

outside Houston, Texas, called the Dear Burke

12

(phonetic), and we sit down, and I wait for it. I

13

didn't throw it in his face. I waited. I said, what

14

are you up to these days? He's, like, oh, I started a

15

consulting business. I'm, like, who would hire you to

16

consult them? You never made any money before. He's,

17

like, I read about it online. You can consult people.

18

And I'm, like, that's cool.

19

He's, like, how's that real estate thing going?

20

I was, like, it's going pretty good. I got a deal

21

done. He's, like, did you make any money? And I was,

22

like, yeah. And I hit, like, ALT-TAB on my computer,

23

and it just happened to be the next screen hiding

24

behind my browser, and it popped up 37K. He looks at

25

me and goes, can you teach me how to do that? I said,
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hell, no, I can't teach you how to do that. Go hire

2

the same people I hired.

3

But I did make him my bird dog. Remember I

4

told you I sent him out, and he got me three pages of

5

addresses? My fault, I didn't tell him the right way

6

to do it, but that's what I want to take you through

7

now, is these last couple of steps to get you to your

8

shut up check, and I want you guys to send me pictures

9

of your shut up check when you get those done.

10

I'll finish the rest of my story later, but my

11

dad did make it another five years, thankfully, after

12

that. So I got to spend some more time with him,

13

became business partners, became best friends,

14

traveled around the world together. He got to meet my

15

sister's kids, all three of them, which is pretty

16

awesome. He never got to meet my girls, but I still

17

get to live every day as part of the legacy that he

18

created by simply being willing to support me when I

19

wanted to start my business.

20

UNIDENTIFIED SPEAKER: Yep.

21

TREY STINNETT: All right. So number five, the

22

next step here is to find a new buyer. So we left off

23

before lunch talking about negotiating the contract.

24

Now, technically, you should already have your buyers

25

before you get to this point, but considering this is
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your first deal, you probably don't already have those

2

people lined up and investing, so let's talk about

3

where do we find buyers, potential buyers, for our

4

real estate deals when we're going to do a wholesale.

5

So remember we said earlier that seven habits

6

of highly effective people, one of the habits was to

7

begin with the what in mind?

8

UNIDENTIFIED SPEAKER: End.

9

TREY STINNETT: Begin with the end in mind. So

10

why are we doing this deal? What's the end? What are

11

we hoping to do with it?

12

UNIDENTIFIED SPEAKER: Making money.

13

TREY STINNETT: We're going to wholesale it,

14

right? So a wholesale deal, which means the person

15

who's going to be buying it from me is going to be in

16

what type of position?

17

UNIDENTIFIED SPEAKER: Cash buyer.

18

TREY STINNETT: Cash buyer, a person who has

19

money, who wants to buy real estate. Okay, where do I

20

find a person who has cash that wants to buy real

21

estate? How about an auction, okay? Anybody here

22

ever been to a real estate auction? Anybody been to a

23

real estate auction? Yes?

24
25

Jody, you went to a real estate auction. Where
did you go? Where was it?
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 281

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 283 of 417
282
1

JODY: It was down in Stafford.

2

TREY STINNETT: Stafford. And how many people

3

were there?

4

JODY: Probably about 50.

5

TREY STINNETT: About 50 people. And how many

6

bid?

7

JODY: Not all.

8

TREY STINNETT: Not all of them, right?

9

Carrie, you've been to one? How many people

10

were there?

11

CARRIE: Hundred.

12

TREY STINNETT: Hundreds? How many people bid?

13

CARRIE: Two.

14

TREY STINNETT: Two.

15

UNIDENTIFIED SPEAKER: My God.

16

TREY STINNETT: So what you will notice when

17

you go out to auctions is that most people go to

18

watch. Most people are not there to bid. So when you

19

go there, you are going there not to bid. Do you

20

think that if you walk in -- here's what will happen.

21

Every time you see the same thing.

22

So I go to an auction in Houston, my first one,

23

150 people there, five guys buy everything, okay? And

24

what happened, I noticed those five guys actually on

25

my way in. When I was walking through the lobby of
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 282

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 284 of 417
283
1

the courthouse, those five guys were all standing

2

together out in the hallway talking about something,

3

and I noticed them because they seemed to have the

4

same printout that I had, but I didn't think anything

5

of it, and I went inside.

6
7

What do you think those guys were out there in
the hallway doing?

8

UNIDENTIFIED SPEAKER: (Inaudible).

9

TREY STINNETT: You've got it. They were

10

colluding. They were deciding who was going to buy

11

what. You say, that's illegal. Yes, it is. Well, so

12

is, like, smoking weed and not wearing your seat belt,

13

but I'm pretty sure people do that anyway. Yes?

14

So these guys are, like, out in the hallway and

15

they're discussing which properties they are going to

16

buy so they don't bid against each other, because they

17

see each other the first Tuesday of every month. So

18

you think if you walk in there brand new, they're

19

going to notice?

20

UNIDENTIFIED SPEAKER: Oh, yeah.

21

TREY STINNETT: And you start, oh, I'm going to

22

bid on that for $150,000 right here, right here, and

23

they're, like, who's this guy? They know you're new.

24

They can tell you're wet behind the ears. What do you

25

think they're going to do?
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UNIDENTIFIED SPEAKER: Run the price up.

2

TREY STINNETT: They are going to make sure you

3

get that property, but they're going to make sure you

4

overpay, because what happens if you went to an

5

auction and you lost your butt? What do you think

6

about auctions? Auctions don't work, and then you

7

walk away and never make any money.

8
9

I can't tell you how many people that have told
me things that I have done that I have made money from

10

don't work just because of their specific situation.

11

One time they tried it and it didn't work for them

12

because they approached it the wrong way.

13

Our jobs at auctions are not to bid. Our jobs

14

at auctions are to find buyers. So actually walk

15

around that room and network, but don't network with

16

the 150 or hundreds of people who are there. Who are

17

the people you are going to network with?

18

UNIDENTIFIED SPEAKER: The buyers.

19

TREY STINNETT: Not just the buyers, anybody

20

who what?

21

UNIDENTIFIED SPEAKER: Who bids.

22

TREY STINNETT: Who bids, because the only

23

person who would bid is a person who has what?

24

UNIDENTIFIED SPEAKER: Money.

25

TREY STINNETT: Cash. And who's better, the
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winners or the losers?

2

UNIDENTIFIED SPEAKER: The losers.

3

TREY STINNETT: I would say the losers are

4

better because they still have what?

5

UNIDENTIFIED SPEAKER: Money.

6

TREY STINNETT: Cash in their pocket, right?

7

So get both information, but the ones that didn't win,

8

they're -- that money is burning a hole in their

9

pocket because it is literally a cashier's check.

10

They've got to go put it somewhere. So go ahead and

11

approach them and get their information.

12

What I say when I approach them is, my name is

13

Trey Stinnett. I'm a local real estate investor. If

14

you're new, you can go ahead and say I'm a new real

15

estate investor. I'm looking for properties all the

16

time. If I can find a property that's as good as this

17

or better, would you like me to bring it to you? What

18

do they say 100 percent of the time?

19

UNIDENTIFIED SPEAKER: Yes.

20

UNIDENTIFIED SPEAKER: Yes.

21

TREY STINNETT: Yes, okay. So here's how you

22

get their contact information. You've got a couple

23

options here. One, you can be like everybody else and

24

give them a business card and hope they call you back.

25

Hope doesn't get you very far. I mean, it can get you
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 285

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 287 of 417
286
1

to the White House sometimes on a campaign slogan, but

2

for everybody else, hope doesn't get you too far. If

3

you want to be able to actually get somebody to call

4

you back, you need their phone number.

5

UNIDENTIFIED SPEAKER: Yep.

6

TREY STINNETT: Okay? And you say, well, maybe

7

I could have your business card. Maybe, but they

8

might not give it to you. Then you're going to call

9

them, they're not going to recognize the number. Let

10

me teach you guys how to get a phone number at an

11

auction or at any networking event for that matter.

12

So here's what I do, and I learned this on the dating

13

scene.

14

I say, let me see your cell phone. They hand

15

me their phone. I say, okay, I'm going to put your

16

phone number in there. Sometimes, do you think

17

they're a little hesitant to give me their phone?

18

Sometimes. So I just say, I'm faster with my own name

19

and number. It's hard to spell. They say, no

20

problem. They hand me their phone.

21

I pull up the thing. I put in my name, my

22

email address, my phone number, and then I take a

23

picture of myself, and then I text myself from their

24

phone. I say, what's your name? John Smith. And I

25

text myself John Smith. Now I've got their number.
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I've just verified that it's a real number -- I told

2

you I got this on the dating scene -- I've verified

3

that it's a real number, okay? It comes into my

4

phone.

5

I then look at my phone, and I respond

6

immediately. This is Trey Stinnett. I just met you

7

at the real estate auction in D.C. I'm going to be

8

reaching out to you about some properties here in the

9

near future. That's it. Closed. No need for a

10

business card, right? If I use a business card like

11

everybody else, what does everybody do with their

12

business cards?

13

UNIDENTIFIED SPEAKER: Throw them away.

14

TREY STINNETT: Throw them away. They might

15

take a picture of it in their phone, something like

16

that, but they're not going to add it and then add

17

special notes of who you are, stuff like that, unless

18

you really made an impression on them, which you are

19

probably not going to because you're quickly trying to

20

go from person to person.

21

But what's going to happen a month later when I

22

text them and say, hey, I found you a deal, do you

23

have time for a quick call? They are not going to go,

24

who's this 512 number? I don't -- I don't recognize

25

this. No, they are going to go, there's that guy that
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I met out at the auction with his corny smiling face

2

on the top here, and it literally says right above

3

that text, I'm going to be sending you some properties

4

over the next couple months, so be waiting for me to

5

reach out.

6

If I call him, it doesn't pop up on his phone

7

as unknown number or 512-blah-blah-blah. It pops up,

8

a picture of my face, looking at me, see what I'm

9

saying? So this creates the ability for us to start

10

to network. So when you get there, network with the

11

buyers and the bidders only, okay, but there's a huge

12

opportunity there for cash buyers.

13

Now, you will have a followup call with them

14

later, which I will go over here in a second after I

15

show you the other two places where we can find the

16

buyers. Number two, REAs, real estate associations or

17

real estate investor associations. You guys may have

18

heard of these before. Every county's got one. This

19

is basically where real estate agents, investors, and

20

the lot will come together, typically on a monthly

21

basis, first, second, third Saturday of the month, and

22

they will discuss what's going on in the real estate

23

markets.

24
25

Word to the wise on this. Great place to go to
find some cash buyers. Great place to go to offload
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properties that you bought too high, because a lot of

2

people go there that are newbies that don't know what

3

they are doing, and they will buy trash. So please be

4

careful if you go there with money, okay, because

5

there are a lot of people there that they know that's

6

the first place newcomers go, and they try and offload

7

properties for more than they should be.

8
9

The other downside of the REA clubs you want to
watch out for are the mentor-apprentice relationships

10

that they sell. Have you ever seen the signs that

11

say, like, "Real Estate investor seeking apprentice,

12

pays $20,000 a month"?

13

UNIDENTIFIED SPEAKER: Yeah.

14

TREY STINNETT: And you're, like, who pays

15

their apprentice 20 grand a month? Nobody pays their

16

apprentice 20 grand a month. What that is is it is a

17

bird dog. So what they are doing is they are getting

18

you to go pound the payment to look for properties to

19

put in all the work. You bring it to them. You get a

20

few hundred or maybe a grand. You are going to put in

21

all the work and become somebody's glorified bird dog,

22

and they're going to make you pay to do that. To me,

23

that's not really worth it. So knowing those caveats,

24

go to the REA clubs for networking purposes, so go

25

meet the people.
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Another benefit of an REA club, I guess, would

1
2

be local laws. If there's some new ordinance in the

3

area and you need to know about it in your local area,

4

sometimes they will bring them up there, but they

5

don't always bring them up there. So you should still

6

be looking into what your local ordinances are and how

7

things are changing, especially if you are going to be

8

in commercial property.
If you're not moving zoning or anything like

9
10

that or you're not trying to play the land game, don't

11

worry about it so much at this point in your business,

12

but ultimately you do want to get to a level where you

13

have the same level of sophistication as the people

14

that are playing at the top.
Number three, bandit signs. So you guys have

15
16

seen the signs that say, "We buy houses, cash."

17

UNIDENTIFIED SPEAKER: Um-hum.

18

TREY STINNETT: Who are we looking for again?

19

UNIDENTIFIED SPEAKER: Buyers.

20

TREY STINNETT: Buyers who buy real estate

21

with?

22

UNIDENTIFIED SPEAKER: Cash.

23

TREY STINNETT: Cash. It sounds like you

24

should probably call that sign. Sometimes the person

25

that answers is just somebody that went to one of
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these seminars trying to find a deal, and they don't

2

really have any money, and that's okay. You wasted 30

3

seconds on a phone call. Hang up and call the next

4

person or the next sign. It's a numbers game.

5

But every now and then you call one of those

6

signs and they're like, yeah, got a couple hundred

7

grand, looking to sink into something. That could be

8

a gap funder. Who knows, right? So ways to be able

9

to raise the money.

10

Now, when you get them on the phone, whether

11

it's, you know, the next month or it's there in

12

person, I don't ask these questions typically when I

13

meet them because I need to get to the next person.

14

I'm there networking, and I want to get as many

15

contacts as I can, but the first question I ask them

16

is what areas of real estate they do, okay, because I

17

want to know, what areas? Are you in the north side

18

of town? West side of town?

19

I have a guy, Ely. He's in Southern

20

California. I said, where do you do real estate? He

21

said, anywhere on earth. I'll bring you a deal. I

22

have another guy, Brad, in Austin. I said, where are

23

you interested in doing deals? He said, ah, west of

24

35, east of Mopac, and north of 290. I'm, like,

25

that's specific, okay?
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So he literally has this little block, which is

2

called South Austin, and that's the only place where

3

he'll do deals because he knows it. If you bring him

4

a deal, he'll buy it that day, because he knows that

5

area like the back of his hand. So what we do here is

6

we want to find out what areas they're interested in.

7

Second, what types of real estate they do. If

8

you ask what type of real estate do you do and they

9

say, oh, I only buy 100-unit apartment complexes,

10

okay, is that our business model right now at this

11

point? It is not, so what do you do? Yeah, you say

12

thank you. If you're not interested in any

13

residential properties, I'll let you know if I come

14

across any apartment complexes. Here's what you don't

15

do. You don't go look for a 100-unit apartment

16

complex in the next three weeks. You don't want to

17

become somebody's bird dog, okay?

18

Now, I'll have somebody who tells me, well, I

19

did that once and I made money. That's fine. My

20

point, I want to teach you guys how to build a

21

business, not how to make one onesie, twosie, this

22

way, that way. Wealth is not created by doing a

23

million different things one time. Wealth is created

24

by one thing a million times. You do the same thing

25

over and over and over and over again.
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Ray Kroc did not become a multibillionaire by

2

selling a thousand different things. They whittled

3

the menu down to hamburgers and fries and milkshakes,

4

and that's how McDonald's was born, all right? So the

5

fewer things the more often, the better.

6

Third question, if I brought you a deal right

7

now, how would you pay for it? Now, a lot of times

8

their answer to that question is nunya. Are you guys

9

familiar with that answer, none of your business? Got

10

it. And I say, well, actually, it is my business.

11

I'm in the business of bringing you deals. If I was

12

to bring you a deal right now, I need to know how

13

quickly you could close. How would you pay for it?

14

And usually they will give you an answer.

15

I was having a conversation with that guy I was

16

talking about in Southern California. I said, how

17

would you pay for it? He goes, I can close quick. So

18

he thought he was answering the question that I was

19

asking, but he wasn't. I said, no, I mean, like, how

20

would you pay for it? Do you have cash? Do you need

21

to sell property first?

22

He goes, oh, I have a couple properties I'm

23

selling right now, so when I get the money, I'll be

24

able to buy a property. So what does that mean for

25

me? That he can't buy right now, so he's going to go
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on my inactive list. And then he said, but I have a

2

$1 million line of credit with Wells Fargo I can use

3

for anything I want, and now he goes on to my active

4

buyer's list in case I have a deal, because now I know

5

he can technically close as long as it's before 5:00

6

p.m. He could wire me money in as little as two

7

hours, three hours, right? I could get the cash with

8

very little heads-up. So you need to ask these

9

questions to qualify them.

10

Once they've told you if they have the money,

11

you are going to put them on one of two lists, your

12

active buyers list and your inactive buyers list,

13

okay? I had a funder recently, his name is John, and

14

this was in February. I sent him over a deal. He

15

goes, dude, I would love to do this deal. The numbers

16

are perfect. I just don't have the cash right now.

17

Can you bring me something like this in June? Sure.

18

So I did the deal with somebody else. I put him on my

19

calendar to follow back up with him in June, right?

20

All right. So go to your buyers list and see

21

who's in. If you don't have a buyers list yet and you

22

already have a property you need to sell, you can

23

always do what we call our gold mine newspaper ad,

24

which you can find on page 31, okay? Now, I'm not

25

recommending this as your default. This is what you
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do if you have not already built your buyers list,

2

okay?

3

And that is to put an ad out in a classified --

4

Craig's List is fine -- handyman special, must sell,

5

3/2, priced right, address, phone number, done. Now,

6

that creates a buyers frenzy because of what you put

7

in there. Handyman special, which means what kind of

8

condition is the property in?

9

UNIDENTIFIED SPEAKER: Needs work.

10

TREY STINNETT: It needs some work, right?

11

Three bed/two bath, says priced right, which means

12

urgent, okay? Urgency moves property. My favorite

13

Craig's List ad I've ever seen of all time, this was

14

in 2005 -- no, 2007, a long time ago -- this guy said,

15

I need to move this property, I'm desperate, kick me

16

while I'm down. I called him. The deal was already

17

sold. So it's funny how fast stuff can move if you

18

use motivated language.

19

I had a young lady the last time I did one of

20

these classes -- dude, where were we? I just forgot.

21

Where is the last class we did together?

22

DERRICK: Long Beach.

23

TREY STINNETT: Thank you. We were in Long

24

Beach. I almost forgot my point. Anyway, so this

25

girl says to me, I've got a deal. Would you take a
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look at it? I said sure, and she shows it to me. I

2

didn't even have to look at the numbers. I looked at

3

the description. Beautiful country home, updated,

4

remodeled, wonderful views, blah-blah-blah-blah-blah.

5

Is that going to be a discount home or is that going

6

retail/retail?

7

UNIDENTIFIED SPEAKER: That's retail.

8

TREY STINNETT: That's retail. I don't want

9

that. Wall-to-wall carpet, I don't even know what

10

that means, okay? I'm not interested. Handyman

11

special, TLC, needs a little work, loving care, any

12

fixer-upper, any of these phrases are really good,

13

signs of motivation, right? Seller needs to move

14

quick, stuff like that, that's fantastic.

15

So this will create a buyers frenzy. Every

16

person that calls is a potential real estate investor.

17

Put them on your list. Ask them the same questions.

18

What areas do you invest in? What types of real

19

estate do you do? If I brought you a deal right now,

20

how would you pay for it, right?

21

If they say, well, I could pay cash, boom, they

22

go on my cash buyers list. If they say, well, you

23

know, I got to get a hard money loan, probably not

24

going to be my cash buyer, okay? It could be. It

25

could be, so I can still put them on my list, but they
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are not ideal because hard money lenders take a little

2

bit longer to get back with you, which is a perfect

3

segue for my next question, which is, how many of you

4

called hard money lenders on the lunch break? Who did

5

that?

6

(Show of hands.)

7

TREY STINNETT: All right. So we will start

8

over here. What kind of results did you get,

9

Terrence?
TERRENCE: Ah, we called HMLC -- I mean HML.

10
11

They do work with new investors.

12

TREY STINNETT: Good.

13

TERRENCE: They do lend (inaudible).

14

TREY STINNETT: Wonderful.

15

TERRENCE: Max LV is 80 percent.

16

TREY STINNETT: Okay.

17

TERRENCE: Points of interest was 10 to 12, and

18

24 points on the loan -- oh, two whole points on the

19

loan, credit score.
UNIDENTIFIED SPEAKER: So they do 80 percent of

20
21

loan to value. You have to put 20 percent in

22

yourself. 100 percent of the construction -TREY STINNETT: They will cover 100 percent of

23
24
25

it.
UNIDENTIFIED SPEAKER: They will cover 100
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percent of the construction.

2

TREY STINNETT: Okay.

3

UNIDENTIFIED SPEAKER: And, yeah, as he

4
5

mentioned, two to four points and 10 to -TREY STINNETT: Ten to 12 interest. That's a

6

very -- those are very standard numbers, but hang on

7

to that one, because 100 percent of rehab is not

8

standard. That's good.

9
10
11

Who else? Hi, (inaudible).
UNIDENTIFIED SPEAKER: I talked to Walnut
Street Finance.

12

TREY STINNETT: Okay.

13

UNIDENTIFIED SPEAKER: And they (inaudible)

14

area. I talked to Patrick (inaudible), the director

15

of marketing. He -- they do lend on repair costs.

16

They do work with new investors.

17

TREY STINNETT: Good.

18

UNIDENTIFIED SPEAKER: The maximum to value is

19

75 percent.

20

TREY STINNETT: Okay.

21

UNIDENTIFIED SPEAKER: One to three points, 10

22

to 12 percent interest. Length of loan is usually six

23

to 24 months. They do factor in credit scores, but

24

depending on the buyer pricing, loan to value.

25

TREY STINNETT: Okay. That's a good one, too.
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So one thing I noticed about both of those, 80

2

percent and 75 percent. Those are 15 to 20 percent

3

above the market standard, which means to me that they

4

are basing their values not on ARV, but they are

5

basing them on FMV. So when they said, oh, 80

6

percent, they said 80 percent of what it's worth now

7

or they're saying 80 percent of your purchase price.

8

Does this make sense?

9

So let's say, for example, I've got a property,

10

just to keep the math easy, worth $100,000. They say,

11

all right, how much -- we'll pay you -- we'll give you

12

80 percent of what it costs you to buy it. Say you

13

want to buy it for 50. They say, okay, we will give

14

you 40 of that. You say, okay, well, I need to put

15

about 30,000 into it. They say, okay, we'll give you

16

up to 80 percent of your purchase price of the 40, and

17

we'll cover your rehab, but your maximum loan to value

18

on the entire property, for what it's worth, is going

19

to be, let's say, 65, 75 percent.

20

Well, that means the most they would lend you

21

as a combination of repairs and purchase and

22

everything is 75 grand, because it's worth a hundred.

23

Does that make sense? So loan to value is even though

24

they will cover repair costs, if the repair costs push

25

past that LTV, they will not cover it. Does that make
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sense? So you guys got some good responses. Those

2

are good numbers. Okay, those are good enough.

3

All right, perfect. So the last step is to

4

assign your property. All right, so you have two

5

options here when it comes time to assign your

6

property. You can either do a double closing or an

7

assignment. The difference between the two of these

8

is pretty stark. With an assignment, you are simply

9

selling a piece of paper.

10

So we talked earlier in our example, let's say

11

that I'm buying a piece of property from Keith and I'm

12

going to sell it to Bruce. So, all right, so Keith is

13

selling me the property for $200,000, and Bruce, I go

14

to him, I say, do you want to buy this property? It's

15

$200,000. I charge a $5,000 wholesale fee. He might

16

say, is it worth it at 205? It is. Okay, I'm in.

17

Perfect. He pays the 5,000 to me. I hand the paper

18

over to him. He goes and closes with Keith. I'm out

19

of the picture. I'm done, okay? I got paid for a

20

referral, basically, is what I did, okay? That's

21

called an assignment.

22

To do that, you need a specific assignment

23

contract. It's a very simple agreement. In fact,

24

Kyle, could you guys hand those out real quick, just

25

so they all have one they can look at?
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1

When you do an assignment, you get paid before

2

closing. So, remember, they haven't enclosed the deal

3

yet. I just got my three to five grand right there,

4

okay? You only have to have money for earnest money.

5

You guys are familiar with what earnest money is,

6

right?

7

UNIDENTIFIED SPEAKER: Um-hum.

8

TREY STINNETT: So we don't mention it earlier

9

when we went over the contract, but one of the things

10

that you need to have in order for a contract to be

11

legal is something called consideration. There has to

12

be an exchange of money of some sort. Derrick, what

13

do you usually put for your earnest money amount?

14

DERRICK: A dollar.

15

TREY STINNETT: One dollar, okay. So that is

16

the legal minimum to make a contract legal, okay?

17

Depending on who the seller is, sometimes they may

18

want more than a dollar. If it's a commercial

19

property, it could be tons more than a dollar. 50,000

20

bucks is not uncommon on a commercial property as an

21

earnest money deposit if it's over a million bucks,

22

but if you're dealing in residential properties,

23

you're buying it from homeowners that need to get out

24

from underneath something, a dollar's all it takes to

25

make it legal.
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If you're dealing with an REO, like a bank,

1
2

they will typically want 1 percent of the purchase

3

price. So if you're buying it for 200,000, what would

4

they want? Two grand. That's the reason why we put

5

our escape clauses into the contract. That way, if

6

that's our two grand or it's two grand we pulled off

7

our credit card or something like that, we want to be

8

able to claw that back, okay?
But ultimately, if you're selling this deal to

9
10

Bruce, got to have your contract with Keith, the only

11

thing that I've had to spend so far is that dollar or

12

$500 or whatever I put as my earnest money deposit.

13

So when I sell it to Bruce, he's going to pay me a fee

14

of five grand, plus gave me back my 500 bucks, and now

15

he's got the deal with Keith, and I'm out of the deal,

16

and Bruce and Keith can close it. Is that making

17

sense?

18

The document that we use to be able to do an

19

assignment is the one we just handed you guys right

20

here. So if you go ahead and take a look at that, it

21

says, "In reference to the contract for purchase and

22

sale dated," so this is how we are able to link it to

23

the contract that you are signing, "between me, the

24

buyer, and/or assigns, and in this case Keith, the

25

seller, concerning the property described as," and
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1

this is where you can put the property description.

2

Where do you find a property description, by the way?

3

UNIDENTIFIED SPEAKER: Tax records.

4

TREY STINNETT: Tax records. It's on the

5

county assessor's website. So you just go in, type in

6

the information, the address, and it will pull that

7

out. "Buyer hereby assigns all rights to said

8

contract for the sale and purchase to assignee in

9

exchange for compensation of" -- what did I say, five

10

grand -- "$5,000." Signed me, signed Bruce, I attach

11

this with the contract, hand it to Bruce. He's now

12

got the contract, I've got my five grand, and the deal

13

is done. Everybody following me?

14

UNIDENTIFIED SPEAKER: Yeah.

15

TREY STINNETT: Okay. So that's how assignment

16

works. It's pretty straightforward. There's price

17

transparency. In other words, Bruce can look at the

18

contract and see what the property's being purchased

19

for. Now, in some scenarios, that's not possible.

20

Let's say, for example, you're working with an REO

21

bank, okay? A bank that's got an REO, they are not

22

interested in letting you assign properties. They

23

want to make sure the person making the offer is also

24

the person who's going to close it, and so they will

25

not allow you to put "and/or assigns" or "assignees"
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1

or "and/or associates," any of that stuff on there, in

2

which case you have to close the property yourself, in

3

your name, or through an entity's name, or whoever

4

made the offer has to close the property.

5

So this is where we use a strategy on wholesale

6

called a double closing, sometimes also called a

7

simultaneous closing, and this is when I'm actually

8

going to buy the property from Keith before I sell it

9

to Bruce. I'm going to buy it from Keith at 9:00 a.m.

10

I am going to sell it to Bruce at 9:03 a.m.

11

Literally, the amount of time it takes for me to sign

12

one set of contracts, sign the other set of contracts,

13

walk away with my check, okay? That's the difference.

14

Now, in order to do a double closing, you have

15

to have all of the money necessary to buy the property

16

from Keith before you can sell it to Bruce, okay?

17

Now, it used to be back in the day you could use

18

Bruce's money to then pay Keith. Like, oh, he's

19

buying it from me for 210, he's selling it to me for

20

200, I'll just take the ten and be good. That is

21

illegal. You cannot do that, okay?

22

So you have to make sure that your money is in

23

place for the -- to purchase the property before you

24

can sell it. So it does require money. You must

25

close the property before you get paid, so on this
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1

one, it's not a matter of I just go to Bruce and say,

2

you finish the deal. I have got to actually close the

3

property and sell it to Bruce immediately. I get paid

4

at that closing. And there's price opacity. I have

5

one purchase contract with Keith. I have one sale

6

contract with Bruce. Bruce doesn't know what I'm

7

buying it from Keith for. Does anybody see a

8

possibility to make more money by doing it this way?
UNIDENTIFIED SPEAKER: Yeah.

9

TREY STINNETT: Yeah. If he doesn't know what

10
11

I'm buying it for, can I get away with more than 3 to

12

5K?

13

UNIDENTIFIED SPEAKER: Um-hum.

14

TREY STINNETT: Maybe I could. The problem or

15

the downside here is that I have to come up with all

16

the money to buy it from Keith. So if you have the

17

cash to be able to make that deal work and you can

18

first buy it from Keith before you then sell it to

19

Bruce, then that makes sense. If you don't have the

20

cash, you're in luck. In our industry, there are

21

financiers that will actually fund that type of

22

transaction. They're not easy to find, but that's

23

what's called a transactional lender.

24
25

Anybody here have a PayPal account or deal with
credit cards in your business? Yes? How fast do they
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1

get the money to your account in there after somebody

2

pays you?

3

UNIDENTIFIED SPEAKER: Three days.

4

TREY STINNETT: Three days? Anybody faster

5

than that? Then they got Stripe. Stripe's faster.

6

They're next-day. Or if you have an actual POS

7

terminal, they're pretty quick. When they put that

8

money in your account, do they actually take it out of

9

the other person's account that fast?

10

UNIDENTIFIED SPEAKER: No.

11

TREY STINNETT: So here's the way the banking

12

system actually works. When you go to Nordstrom and

13

you swipe that credit card, okay, I think I've used

14

Nordstrom twice to do -- I went shopping this

15

weekend -- so when you take your card and you swipe

16

that sucker, okay, when you do that, it authorizes

17

your checking account, bank account, credit card,

18

whatever, and removes your spendability of that

19

amount, but the money doesn't immediately just, zip,

20

go into their account.

21

It's not Bitcoin, okay? It's dollars. It has

22

to first go through their banking, through the Federal

23

Reserve, come back down through another bank, and then

24

clear into their account. That process could take a

25

week, but you're not going to wait a week for your
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2

money.
So what they do is they actually have a

3

transactional lender, this is called a money market

4

account -- you guys have probably heard of money

5

market accounts -- they use a money market account,

6

and they actually take that money out of another

7

account to put it into the vendor's account, and then,

8

when everything settles a week later, they pay

9

themselves back, and they get a little itty bit of

10

interest. It might be something like 0.01 percent,

11

but 0.01 percent in one day, I mean, that comes out

12

to, like, 4 percent a year, so it comes out to

13

something.

14

So in our business, it's the same thing. As

15

long as there's a transaction taking place, Bruce is

16

already on the hook, he's already signed the contract,

17

and his money's already deposited in escrow, Keith has

18

already signed the contract, waiting for me to

19

purchase it. As long as the transaction is taking

20

place, is there any risk for the lender? There's no

21

risk. The deal is happening. There is no exposure,

22

because literally as soon as I buy the property, I've

23

sold it. Does that make sense?

24

UNIDENTIFIED SPEAKER: Um-hum.

25

TREY STINNETT: So that's why the credit card,
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1

when you swipe it, they will put the money in your

2

account, even though it's going to take a week for

3

them to technically get the money into their accounts.

4

Is that kind of making sense for you guys? So in

5

order to do a transactional loan, there has to be a

6

what taking place?

7

UNIDENTIFIED SPEAKER: Transaction.

8

TREY STINNETT: A transaction. You got it,

9

okay? In that scenario and in that scenario only in

10

our industry will you ever find a 100 percent financed

11

deal by a third party that you don't have a

12

relationship with, okay? That's not to say you can't

13

get 100 percent. You can get 100 percent financed

14

stuff with your own money, with your best friend's

15

money. I got a guy who 100 percent finances most of

16

my deals, but it's a relationship. It's not -- it's

17

not a banking relationship.

18

All right. And then finally, at the bottom,

19

the difference is the way it's taxed. Capital gains,

20

meaning that you owned the property and then sold it

21

on a double close, versus ordinary, meaning you just

22

earned a fee for flipping via a piece of paper. Do

23

you guys understand capital gains, when you -- did you

24

really own that property? How long did you own it?

25

UNIDENTIFIED SPEAKER: Minutes.
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TREY STINNETT: Three minutes. It's still a

1
2

capital gain even though you only owned it for a

3

couple of minutes. All right.
So ABCs of transactional loan, I gave you guys

4
5

the assignment. Here's what the ABC stands for so

6

that you're never confused on this. A, asset under

7

contract; B, buyer in place; C, capital wired to the

8

title company. That's your deal.
Question for you. How many think you can do

9
10

one of these in the next four to six weeks, just

11

assign somebody else the contract over, not even close

12

the house, okay?

13

(Show of hands.)

14

TREY STINNETT: Cool. So that would be, on

15

average, you're doing one a month, okay?

16

How many of you don't think you can do one of

17

these in the next four to six weeks? How many of you

18

are not going to raise your hand no matter what I ask

19

you? I was, like, there's not enough hands there.

20

Okay, cool. You guys are, like, Trey, I just ate,

21

man.

22
23

All right, you all want to see some before and
after pictures of some wholesale deals?

24

UNIDENTIFIED SPEAKER: Um-hum.

25

UNIDENTIFIED SPEAKER: Sure.
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1

TREY STINNETT: All right. Before. After.

2

UNIDENTIFIED SPEAKER: Whoo.

3

TREY STINNETT: Before. After. What do you

4

think? Looking pretty good? All right, I am not

5

going to keep the joke going, but you guys get the

6

point, right? What do you do on a wholesale deal to

7

the property?

8

UNIDENTIFIED SPEAKER: Nothing.

9

TREY STINNETT: Nothing, okay? Some of you are

10

like, I'm going to take the fence down, do a little

11

landscaping, maybe they'll offer me more, because it's

12

got more curb appeal. Investors don't care about curb

13

appeal. Investors care about --

14

UNIDENTIFIED SPEAKER: Money.

15

TREY STINNETT: -- money. I'll do the curb

16

appeal myself when I buy the property from you, plain

17

and simple.

18

So step seven will be the end of that. I was

19

teaching a class in Tulsa, Oklahoma, and I had two

20

students sitting right where (inaudible) are, and

21

their names are Arturo and Izzie, and -- young guys,

22

strappers, hustlers. They really wanted to get a deal

23

done. They were super-excited about it. And, let's

24

see, this was -- God, I want to say they were both in

25

their twenties, so they were probably in their late
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 310

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 312 of 417
311
1
2

twenties, and they were both super-excited.
And I asked earlier, I said, how many of you

3

would like to send me a picture of you with your shut

4

up check and I can show it to some people? I asked

5

that same question, and they were the first ones with

6

their hands in the air, and before I left, Arturo

7

looked at me, and he goes -- he goes, I'm going to go

8

to all your trainings, he goes, but I am going to be

9

the first person from this class to send you a shut up

10

check. People tell me stuff like that all the time.

11

So I was, like, yeah, okay, cool. I'll talk to you

12

later. Right?

13

I actually saw him at a Summit event, because I

14

just happened to be at the one that he went to, and I

15

said, did you get your deal done yet? He's, like,

16

yeah, I got my first one done. I'm, like, where's my

17

shut up check? He's, like, oh, dude, I forgot. I'm,

18

like, send it to me. So this is probably about, I

19

don't know, six months ago now, he sent me a picture

20

of him and Izzie with their first check, 75 grand. It

21

was not a wholesale, but $75,000 on his first flip in

22

Tulsa. Is that pretty cool stuff?

23

UNIDENTIFIED SPEAKER: Yeah.

24

TREY STINNETT: So those are the checks you get

25

to show people to tell them to take a hike when they
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1

tell you what you're doing is crazy or abnormal or

2

stupid for you to be doing this stuff. So who's down

3

to send me a shut up check in the next nine weeks?

4

Yes?

5

UNIDENTIFIED SPEAKER: Yeah.

6

TREY STINNETT: Cool. All right, so let's go

7

ahead and finish this out so I can get Kyle up here.

8

The other option in stage one is -- of earned income

9

is to do flipping. The difference, you make a lot

10

more money, probably about 40 to 100K in your market.

11

The steps, like I said earlier, the first four are the

12

same. These last five steps here, we will go over a

13

little bit today, more tomorrow, but the biggest

14

difference between wholesale and fix-and-flip, other

15

than the money, is the time it takes you to do it.

16

It's about three months to get one done.

17

Okay. So let's kind of like shift into the

18

next part here and bring Kyle up here in a second. So

19

I talked about this game of money, right, a game of

20

Monopoly and the game of real estate, and to win that

21

game, we need to know the strategies, we need to have

22

the right tools in place, we need to know the rules

23

and the laws, of course, but ultimately it's the

24

alliances that we make that make the biggest

25

difference. That's our leverage point.
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So what I'm going to have Kyle come up here and

2

do with you guys next is kind of figure out where

3

you're at now so that we can help you build the best

4

roadmap. How many of you have a GPS or you use your

5

phone for GPS? How does it know to tell you where to

6

go? What do you have to put in?

7

UNIDENTIFIED SPEAKER: Address.

8

TREY STINNETT: Destination. And then how does

9
10

it know how to tell you the directions to go? It has
to know what else?

11

UNIDENTIFIED SPEAKER: Your address.

12

TREY STINNETT: Where you're starting from. Do

13

you guys remember Mapquest, when you actually had to

14

put in both of those?

15

UNIDENTIFIED SPEAKER: Um-hum.

16

TREY STINNETT: And it would, like, take you

17

the worst possible direction, right? So nowadays, it

18

just uses it -- it finds your location automatically,

19

but the allegory is the same. In order for us to help

20

you figure out where you're going to go, we've got to

21

know where we are. And I love this quote by Yogi

22

Berra. It says, "If you don't know where you're

23

going, you'll end up someplace else." Isn't that kind

24

of true?

25

So what I'd like to do next is I'm going to
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invite Kyle to come up to the front and take you guys

2

through something we call the financial game plan.

3

When he's wrapped up, he is going to get you guys

4

access to the funding, and then you can use the

5

bathroom, okay? So (inaudible).

6

But if you could, please, make a warm welcome

7

for Mr. Kyle (inaudible), bring him to the front of

8

the room.

9
10
11

(Applause.)
KYLE: Thanks, guys. Let's give it up for Trey
one more time.

12

(Applause.)

13

KYLE: All right, guys. So I'm going to have

14

Amber and Derrick pass out what we call our financial

15

game plan, and so from what -- this weekend, as you

16

guys know, we are going to sit down with you guys for

17

consultations. This is where we're going to look over

18

we're going to be building a roadmap for you guys.

19

It's only for my eyes and the team's, it's for nobody

20

else, but it's to sit down and to really put together

21

a game plan for you guys, come Monday, so you guys

22

know what to do.

23

The good thing -- the good news about real

24

estate is that whether you have money or a lot of

25

money, we can teach you what you need to do come
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1

Monday to (inaudible) those things, but it's very

2

important for you guys to be as accurate as possible,

3

okay, with us, so we can help you guys.

4

Do we have any music? Oh, yeah, there's music.

5

(Music.)

6

KYLE: So does everybody have one? So this is

7

good for one income or one household income. So if

8

you have a spouse here, you don't have to fill out

9

two. You can just fill out one. But if you guys --

10

if you want to just go to my page and stop, put down

11

your pen, so I know that you guys are finished. The

12

reason why is I'm going to have Derrick, I am going to

13

have Amber start walking around, because this could be

14

delicate or personal information, I would like you

15

guys to raise your hand first and then ask them

16

personally, if that's okay, to do this exercise.

17

So let's go ahead and put our name on the page.

18

If you brought a guest, put your guest's name. If

19

they're not here, still put your guest's name, if they

20

are going to be doing this business with you, annual

21

income, and your email address, and let's stop there.

22

Actually, you can go ahead and do the question, have

23

you attended other real estate investment training,

24

yes or no.

25

When everybody's done, if you could just stop
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there, and then we'll go to the next section.

2

(Music.)

3

KYLE: All right, you guys, let's move down to

4

the gray box. It looks like pretty much everybody's

5

ready for the next thing. In that gray box on the

6

left, you are going to have investment experience.

7

Obviously, this is going to be for people who have

8

investment experience, but if you don't have any

9

experience at all, skip over this part, move to the

10
11

right, where it says "FICO score."
So try and find -- most of the time, you get

12

three credit scores. Try to find the middle one, and

13

those of you that are doing the investment experience,

14

obviously, it's self-explanatory. Ready, set, grow.

15

(Music.)

16

KYLE: All right, guys, let's go below that

17

our -- to the goals. Obviously, we're going to look

18

at your goals and try to put together a game plan with

19

your financing as well. So it's important for us to

20

know this. The next question is, what is your level

21

of motivation? One through ten-plus. If it's under

22

an eight, I'm not sitting down with you. Yeah, I'm

23

just (inaudible), but obviously we want to see where

24

you're at. I can understand if you're at a ten-plus,

25

but we are going to give you or generate (inaudible)
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2

off of your motivation, so that's important to us.
Next is, what motivated you to enroll into this

3

training? It's pretty cool how people get here. Trey

4

was talking about that earlier.

5

All right. Next is, can you commit to at least

6

five to ten hours per week toward your success? The

7

cool thing is because this is systemized, it's not set

8

out for you to put a ton of time into it. You could

9

if you wanted to, but the key is to follow a system

10

where -- a delegation to where you're putting teams

11

together in order to minimize your time and maximize

12

your profits. That being said, does it take some type

13

of commitment of time to be successful? Yes, right?

14

So, yes or no to five or ten hours a week,

15

(inaudible).

16

Below that is, what are your top financial

17

goals, your reason for pursuing real estate

18

investments?

19

All right. Below that is what (inaudible), if

20

any, have stopped you from achieving your top

21

financial goals? So a lot of times we can sit down

22

with you guys and we know the answer to what's

23

actually holding you back. So that's very important

24

to us as well.

25

You can go ahead and go through the next two,
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1

when you finish those goals. The next one is when is

2

the best time to take action?

3

UNIDENTIFIED SPEAKER: Now.

4

KYLE: There you go. I always get one person.

5

That is the right answer to that question. And the

6

last one is, to achieve my goals, I'm willing to

7

legal/moral/ethical (inaudible).

8

(Music.)

9

KYLE: All right. The next section is going to

10

be more about your assets, what you have. In return,

11

when you have -- the joint (inaudible), that's

12

checking and savings -- savings or money market

13

account, and the type of line of credit do you have

14

already. So how many of you guys would like to tap

15

into more money? Right? What if I told you I'm the

16

only thing sitting here between you and the money?

17

What we're going to do, guys, is when we --

18

when you guys are done, after this, we actually have a

19

handout that we are going to give you guys on getting

20

access to our USA Private Money. So we're only

21

supposed to do this the last day, but we think it's

22

important to go ahead and fulfill this and get you

23

guys going with some of our money resources.

24
25

And secondly, one of the most important things
this weekend Amber is going to go over a little bit
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later. Every weekend, we're able to go raise at least

2

a million dollars in each room, zero percent lines of

3

credit, okay? So she is going to go over that section

4

a little bit later, but a lot of times, every week we

5

can raise anywhere from 80 to 100,000 dollars at zero

6

percent for 12 to 24 months, okay? So a lot of you

7

guys want to get into this business obviously are

8

going to take money, but if we can do it at zero

9

percent, why not, right?

10

So underneath that, those of you who have

11

residences right now, properties, or even your own

12

personal home, go ahead and fill that information out.

13

If you -- if you don't, then just go below that to

14

credit and resources. So just kind of give us a

15

guesstimate of where you're at in your checking

16

account, saving account, and money market account.

17
18

Below that is going more over retirement. So
how many people here have some sort of retirement?

19

(Show of hands.)

20

KYLE: Okay, perfect. So there is a difference

21

between having a 401(k) and having a current employer

22

or a 401(k) with a previous employer when it comes to

23

the laws. So just make sure if it's not a 401(k), if

24

it's an IRA or something else, just cross it out and

25

put exactly what it is. But that being said, remember
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when I told you guys earlier that I've seen somebody

2

take $100,000 and turn it around and make 1.2 in one

3

year? It's because they took -- well, they didn't

4

know exactly that they could utilize their 401(k).

5

They rolled it over to a self-directed IRA, started

6

investing into real estate with it to maximize their

7

profits. Trey is going to go over that a little bit

8

later this weekend, but it's very important for us to

9

know where that is so we can try and help you guys

10

with that, okay?

11

(Music.)

12

KYLE: Below that is a HELOC. Anybody had a

13

HELOC in here? Okay, it's a home equity line of

14

credit. If you don't know what it is, you probably

15

don't have one. Some get it, has to do with the

16

equity in your house. If you don't have a HELOC, move

17

on to personal lines of credit. That is the lines of

18

credit that you have right now. And other money

19

sources, so this can be -- I don't know about you

20

guys, but mattress money, anything that's not listed

21

in the sources of monetary income.

22

And the last one, I believe some of you guys

23

have businesses here, so also put down business lines

24

of credit.

25

All right, I can see that some of you guys are
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done. Whenever you're done, I want to take, like,

2

probably a five-minute break, get some coffee -- after

3

lunch, sometimes people get a little groggy -- so if

4

you guys want to get coffee, take a little bit of a

5

bathroom break. On your way back, I need you to take

6

your FGPs, hand it to Derrick or Amber, and they are

7

going to, in return, give you access to our USA

8

Private Money. Then we're going to bring Trey up here

9

in a minute, all right? Thank you, guys.

10

(Pause.)

11

(Music.)

12

TREY STINNETT: All right, guys. Grab your

13

seats. We're going to start in two minutes.

14

(Pause.)

15

TREY STINNETT: All right, let's rock. Grab

16
17

your seats. You, too, Derrick.
All right. So, I think Kyle did an excellent

18

job helping you guys kind of fill that out. Where did

19

I put my clicker? Do you guys see my clicker back

20

there somewhere? I'll just use my finger for now.

21

All right. So where can you find the money?

22

So we've talked a little bit this weekend about the

23

tools of the trade, what it takes to be successful.

24

You'll remember earlier we went through that wheel of

25

wealth -- thank you, sir -- remember the wheel of
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wealth, we had it on page 17, gave you guys a true

2

picture of it?

3

What do wheels do?

4

UNIDENTIFIED SPEAKER: Turn.

5

TREY STINNETT: They turn. So how many of

6

those pieces of the wheel of wealth do you think you

7

need to know how to play to be successful?

8

UNIDENTIFIED SPEAKER: All of them.

9

TREY STINNETT: All of them. Otherwise, what's

10

your ride going to feel like?

11

UNIDENTIFIED SPEAKER: Bumpy.

12

TREY STINNETT: Pretty bumpy, right? So part

13

of that was capital, and that really is going to be

14

the subject of conversation for the rest of the

15

afternoon. I'm going to show you guys how the capital

16

works that you have access to by being here this

17

weekend. I'll also discuss some other options with

18

capital, being able to build credit to be able to use

19

that to acquire capital in the future, for those that

20

may presently be credit-challenged. That is not a

21

death sentence. That is simply a temporary setback

22

that we can work our way through.

23

So all that being said, since we're constantly

24

looking for money everywhere, let's discuss, as we

25

kind of workshop this real quick, where we can find
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money. Where are some places we can find money?

2

UNIDENTIFIED SPEAKER: Relatives.

3

TREY STINNETT: Okay, relatives. Good answer.

4

UNIDENTIFIED SPEAKER: Line of credit.

5

TREY STINNETT: Line of credit, maybe even a

6

home equity line of credit or a business line of

7

credit. Those typically are a little larger. Kyle

8

explained what a HELOC is, right?

9
10

UNIDENTIFIED SPEAKER: Oh, no.
TREY STINNETT: So the banks will allow you to

11

borrow money against your house, right? You ever get

12

a letter in the mail that says, "Cash out, cash out

13

refi," whatever, something like that?

14

UNIDENTIFIED SPEAKER: Um-hum.

15

TREY STINNETT: They also do one -- the

16

downside of the cash-out refi is you have to take all

17

the money. All right, so you're like I want 80 grand.

18

They're, like, okay, here's 80 grand. You have to pay

19

for it when? Every single month starting when?

20

UNIDENTIFIED SPEAKER: Right away.

21

TREY STINNETT: Right away, you got it. The

22

next month, you've got to start making your payments.

23

With a line of credit, you don't have to pay for it

24

until you actually use it. They just prequalify a

25

certain amount of money. They give you a fancy little
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debit card and a checkbook that draw on that amount of

2

money, but it's backed by your house. So instead of

3

getting a $5,000 credit card, man, they will give you

4

a $200,000 line of credit against a piece of real

5

estate. So a home equity line of credit is a good

6

answer. What else? Where else would we find money?

7

UNIDENTIFIED SPEAKER: Lenders?

8

TREY STINNETT: Lenders, of course. Where

9

else?
UNIDENTIFIED SPEAKER: What about these

10
11

no-interest credit card offers you get for, like, up

12

to ten years.
TREY STINNETT: A no-interest credit card, if

13
14

it was big enough, right? If you got -- if you got

15

like a Capital One Venture one, I got one of those,

16

and it's a $20,000 limit.
UNIDENTIFIED SPEAKER: Yeah, I got one offered

17
18

to $25,000.
TREY STINNETT: Yeah. I would take that so

19
20

quick.

21

UNIDENTIFIED SPEAKER: Okay.

22

TREY STINNETT: Because it's zero percent

23

interest, and when it goes up, it will be 18 percent

24

interest.

25

UNIDENTIFIED SPEAKER: Yeah.
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TREY STINNETT: Probably stop using it at that

2

point, or if it's your only option and you need to use

3

it to buy materials, that's 1 1/2 percent per month,

4

for three months is 4 1/2 percent. So it's really not

5

that big of a deal to even use an 18 percent credit

6

card if you're in and out in three months. The

7

problem is when people finance a hamburger at 18

8

percent and pay it off over five years. That's the

9

problem, right?

10
11
12
13
14
15

What else? Where else could we find money? I
want you guys to get resourceful here.
UNIDENTIFIED SPEAKER: You probably have other
assets that you can borrow against.
TREY STINNETT: Okay, borrow against or maybe
even sell.

16

UNIDENTIFIED SPEAKER: Um-hum.

17

TREY STINNETT: Right? It's not uncommon that

18

I see people sell things in order to get into

19

business. A perfect example of that is my own self,

20

right? I didn't have any assets myself, but my dad

21

had some stuff at his auto shop that -- equipment and

22

things that he hadn't used in forever, and when we got

23

in this business, we said, we need as much cash as we

24

can get. We sold a bunch of crap we hadn't used in a

25

long time and were able to raise about $4,000.
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Now, again, we didn't have a lot of money back

2

then, but four grand, that was a help, right? That

3

could cover flights and hotels and stuff to events you

4

were going to.

5

What else? How about retirement accounts?

6

UNIDENTIFIED SPEAKER: Oh, yeah, IRAs.

7

TREY STINNETT: Right? How about cash valuable

8
9

life insurance policy?
UNIDENTIFIED SPEAKER: Yep.

10

TREY STINNETT: Could you use that?

11

UNIDENTIFIED SPEAKER: Um-hum.

12

TREY STINNETT: So the question becomes, why do

13

you have it? Because I have some people that go, oh,

14

no, I want to build my business using all of somebody

15

else's money. That's totally fair, but if you have

16

your own money and it's sitting in an IRA or a 401(k)

17

or it's sitting in some sort of account earning you 3

18

percent interest, why are you saving it? You're

19

saving it to invest it at some point in your life.

20

Find the investment that makes sense. Real estate

21

could be the answer.

22

So there's a bunch of different ideas that you

23

can find on page 21 of ways to find money, and exhaust

24

all resources when you're starting your business,

25

okay, because borrowing money is ideal but not always
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readily available. It kind of depends on your credit.

2

It depends on the type of deal it is. Like you guys

3

found earlier, they would only do 80 percent of the

4

purchase. You have still got to come up with the

5

other 20. Where does that come from? And that's what

6

we're going to talk about next, because how many of

7

you in here want to be fix-and-flips, not just

8

wholesales?

9
10

(Show of hands.)
TREY STINNETT: Okay. So if you want to do

11

fix-and-flips in your wheelhouse, you are going to

12

need to have an additional source of capital besides

13

just like a hard money lender, because they are not

14

going to cover 100 percent, and neither would you if

15

somebody was borrowing money from you. Think about

16

that. You want skin in the game, right? You want to

17

know that you don't have 100 percent of the liability

18

in any deal.

19

So let's talk about the power of leverage. So

20

we said earlier that leverage is using other people's

21

time, other people's energy, other people's resources,

22

one of which, of course, is money. Remember the

23

Archimedes quote, he said that if you give me a

24

fulcrum and a lever and a place to stand, I could move

25

the world. Leverage is huge in this business. So why
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use somebody else's money?
In the beginning it's obvious, because you

2
3

don't have any, some of you, but let's say you do have

4

money. I have money. I still use other people's

5

money. Why do I use other people's money even today?

6

Why is that important? What's that?
UNIDENTIFIED SPEAKER: Oh, I was just going to

7
8

say that you may have your -- your assets in other

9

things, and you don't want to -- you know, they're

10

already tied up and you -TREY STINNETT: Okay, I don't want to liquidate

11
12

other assets --

13

UNIDENTIFIED SPEAKER: Yeah.

14

TREY STINNETT: -- so using somebody else's

15

money so mine can stay in play elsewhere.

16

UNIDENTIFIED SPEAKER: Yeah.

17

TREY STINNETT: That's a good answer.

18

Why else would you want to use somebody else's

19

money?

20

UNIDENTIFIED SPEAKER: Protection, cash flow.

21

TREY STINNETT: Protection, right. So how many

22

of you would rather use somebody else's money than --

23

or, rather, risk somebody else's money, I should say,

24

than your own? Yes?

25

Okay. Anybody who raised your hand, you can
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never borrow any of my money. No, I say that

2

jokingly, but in reality, I'm pretty serious, right.

3

You have got to be good stewards of any money that's

4

placed into your hands, so ultimately the reason why

5

we want to use other people's money, it makes us more

6

money to use other people's money, not just in dollar

7

terms, but in return on investment.

8
9

You might remember in 2011, Apple Computers
became the largest company in the world. Do you guys

10

remember this? It was a big deal. I remember the

11

headline that says, "Apple computers, Largest Company

12

in the World. Market Capitalization Eclipses

13

ExxonMobil, $1 Billion Cash on their Books, No Debt."

14

What do you think happened to their stock the

15

next week? It went down.

16

UNIDENTIFIED SPEAKER: Um-hum.

17

TREY STINNETT: Everybody expected it would go

18
19

up. Why did it go down?
UNIDENTIFIED SPEAKER: Because they had no

20

debt. You see, big companies understand this.

21

Individuals, we think, oh, no, debt's a bad thing.

22

Apparently, Apple didn't get the clue either until

23

they got their price -- their price dropped, and the

24

reason was because they had no creditworthiness. They

25

had no ability to get capital if they were in need of
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1
2

it.
In other words, yeah, they're doing great now.

3

Yeah, they've got a billion dollars now, but what if

4

the tide changes? What if they become IBM, right, and

5

IBM becomes Apple? What are they going to do then?

6

Do they have capital? Do they have credit?

7

Also, are they maximizing their return? For

8

example, if they use $100 million to develop the

9

iPhone 11, and then they go sell the iPhone 11 and

10

make a billion dollars, is that a good return on their

11

investment? It's a great return on their investment,

12

but from a price earnings standpoint, they're using

13

their own cash to do it instead of somebody else's, so

14

their return on investment is actually lower. And so

15

by actually analyzing and looking at the numbers, the

16

stock price went down.

17

You may remember in 2012, Apple got into some

18

hot water from some pundits because they said that

19

Apple was evading taxes. They refused to repatriate

20

their profits from overseas and instead got a loan

21

from Goldman Sachs to pay all of their employees,

22

leaving all their money overseas. Now, I, frankly,

23

have no problem with that, because it's Apple

24

Computers, Inc., of London, selling an iPhone in a

25

London store to a London citizen that was built in
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China. Why would they have to bring any money to the

2

U.S. anyway? It doesn't factor for me.

3

That being said, by not bringing their money

4

back over here, they avoided having to pay the taxes

5

to offset the interest that they had to pay to pay all

6

their employees and go get a loan. So they had a loan

7

on their books. If you don't have debt on your books,

8

then you are not a healthy company. I know it sounds

9

crazy, but it's the way that it works.

10

And so it's the same thing for us. If we

11

actually ran the numbers on a deal, we would see why

12

this is the case. So let's actually go ahead and do

13

that. Let's say you've got a property worth $350,000.

14

Actually, we will go to 400 because that will make it

15

easier for me to do math in my head.

16

All right, let's say you've got a property for

17

400 grand, okay? And your, I don't know, hard money

18

lender told you that he would give you 80 percent,

19

some other people told you 75 percent, and you say,

20

you know what, I am just going to go with my own cash,

21

okay? So you've got a $400,000 ARV. Let's say -- do

22

it this way -- all right, let's say you're picking it

23

up for 225K purchase price. You're putting $50,000

24

into rehab. Your total cost selling this thing is

25

probably going to cost you another 30K, in just fees
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1

and paying your broker and buying your title policy on

2

it and stuff like that. So what's your profit going

3

to be on this deal? So you're at 225, plus 80, so

4

you've got a $95,000 profit.

5

UNIDENTIFIED SPEAKER: Yeah.

6

TREY STINNETT: Good deal? Would you guys do

7

that deal?

8

UNIDENTIFIED SPEAKER: Yeah.

9

TREY STINNETT: Yes or yes? Okay.

10

So $95,000 is the deal. Fantastic. So, let's

11

see, what is your return on investment here? Do you

12

guys know the ROI formula to determine return on

13

investment?

14

So write this in your notes, R, big O, I, just

15

like that, R-O-I. Then inside of that O, put a

16

dividing sign. That is your never forget it, very

17

easy to remember shortcut to the return on investment

18

formula. Any time you want to calculate what kind of

19

return am I getting on my investment, it's return

20

divided by investment. Very easy; however, oftentimes

21

people get them reversed and they do their investment

22

divided by their return, they get the wrong number,

23

they get confused. So that you're never confused,

24

just put the dividing sign between the R and the I,

25

and you'll get it, okay?
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So in dollar terms, how much money did we just

1
2

make?

3

UNIDENTIFIED SPEAKER: Ninety-five.

4

TREY STINNETT: Okay. And what was your

5

investment?

6

UNIDENTIFIED SPEAKER: 305.

7

TREY STINNETT: So what is your ROI? So 95,000

8

divided by 305,000.
UNIDENTIFIED SPEAKER: 31.1.

9

TREY STINNETT: 31.1 percent. Is that a pretty

10
11

good deal?

12

UNIDENTIFIED SPEAKER: Yep.

13

TREY STINNETT: Is that better than the stock

14

market?

15

UNIDENTIFIED SPEAKER: Yep.

16

TREY STINNETT: And, by the way, how long did

17

it take you to do that deal?

18

UNIDENTIFIED SPEAKER: Three months.

19

TREY STINNETT: Three months. So if you are

20

going to compare that to the stock market, if you are

21

going to compare that to a tax lien, if you are going

22

to compare that to an annuity, okay, what period of

23

time do all of those organizations typically mark for

24

their returns?

25

UNIDENTIFIED SPEAKER: One year.
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 333

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 335 of 417
334
1

UNIDENTIFIED SPEAKER: Years.

2

TREY STINNETT: Per year, right?

3

UNIDENTIFIED SPEAKER: Yeah.

4

TREY STINNETT: So 8 percent per year, 4

5

percent per year, 3 percent per year, 18 percent per

6

year. This is per 90 days. So apples to apples, in

7

order for me to compare this to something that's a

8

year, I would need to multiply it by what?

9
10

UNIDENTIFIED SPEAKER: Four.
TREY STINNETT: Four, because you can do 90

11

days four times in a year. So we always annualize our

12

returns so that we can make sure that they're

13

comparative. So we can multiply that by four, and it

14

gives you 124.4 percent. Is that pretty good? Does

15

that beat the stock market? Welcome to real estate,

16

guys. This is the reason why we do this game, and

17

it's because it makes a lot more money than any other

18

approach.

19

That being said, we could make a lot more if we

20

used somebody else's money, okay? So 124 percent, I

21

think, would be a pretty good ROI, and most people

22

would be happy with that. However, if you go back

23

over here and you actually look at what you could do

24

if you borrowed money, it's a lot more.

25

So first of all, we said that we had lenders
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1

that would give us up to 80 percent. Let's say that

2

they are going to cover all of our costs, and they'll

3

give us 80 percent of the 225. So that's 180, okay?

4

They are going to give us the 50. And the $30,000 in

5

costs, about half of that you don't have to pay up

6

front. We will go over money movement tomorrow. So

7

let's say about 15,000 of that you are going to need

8

to come out of pocket. So we get that from them as

9

well. So what is that, 245? Two, two, 180 -- did I

10
11

do that right? 245, okay.
So they'll lend you up to $245,000, okay? How

12

much do you need to actually make the deal work? It

13

was 305, right? Okay. That means the total amount

14

that you have to come up with is 60K. So your money

15

in is 60 Gs. Now, are you going to have to pay for

16

that money, the 245?

17

UNIDENTIFIED SPEAKER: Yes.

18

TREY STINNETT: Absolutely. It's hard money.

19

You're borrowing it from a hard money lender. I think

20

the example that Terrence gave earlier, you said 10 to

21

12 percent? Let's go high end, 12 percent. That's 1

22

percent per month, okay? Three months on this deal,

23

that's going to be 3 percent. He also said the points

24

are 2 to 4 percent. Again, let's just go in the

25

middle there, 3 percent, okay? It's a total of 6
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percent of the money I borrowed, I am going to have to

2

just pay for having the money.

3

Just like Dan Johnson told me, I am going to

4

have to pay some money for shingles, going to have to

5

pay some money for money. You have to pay some money

6

for money, in this case about 6 percent. What is 6

7

percent of 245,000? 14,700. Let's round up and call

8

it 15 grand. Perfect, okay?

9
10

So what's my profit now? Instead of 95,000,
I'm only making --

11

UNIDENTIFIED SPEAKER: Eighty.

12

TREY STINNETT: -- $80,000. So how are we

13

doing so far? Are we making more money or less money?

14

UNIDENTIFIED SPEAKER: Less money.

15

TREY STINNETT: Less dollars, but let's see

16

what happened to our ROI. What was our dollar amount

17

return? 80,000. What was our total investment of our

18

money? 60,000. What's the return on investment? Use

19

your calculator.

20

UNIDENTIFIED SPEAKER: 1.333.

21

TREY STINNETT: Okay. Move that decimal point

22

two places to the right. What kind of percentage does

23

it give you, Brenda?

24

UNIDENTIFIED SPEAKER: Oh, 133.3.

25

TREY STINNETT: 133 percent. How are we doing
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1

so far? Does that beat our previous example?

2

UNIDENTIFIED SPEAKER: Yep.

3

UNIDENTIFIED SPEAKER: Yeah.

4

TREY STINNETT: But what do we still need to

5

do?

6

UNIDENTIFIED SPEAKER: Multiply times four.

7

TREY STINNETT: 532 percent return on

8

investment by using somebody else's cash. Do you see

9

why we use OPM?

10

UNIDENTIFIED SPEAKER: Oh, yeah.

11

TREY STINNETT: Right? It's because the more

12

of other people's money we use, the less of our money

13

we have to, the higher return on investment we make.

14

So some people look at this and go, well, yeah, that

15

makes sense because I don't have any more than 60

16

grand. Some people look at this and go, well, even if

17

I had more, I would get the percentage. And then

18

others would look at this and go, I don't even have

19

the 60, okay? If you don't have the 60, who might

20

give you 60 grand?

21

You can't get a second hard money lender. They

22

are not going to take a second position lien.

23

UNIDENTIFIED SPEAKER: Owner?

24

TREY STINNETT: You could -- you might do an

25

owner finance for part of it, but you need the cash to
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1

actually do some rehab here.

2

UNIDENTIFIED SPEAKER: Um-hum.

3

TREY STINNETT: Is it Teresa?

4

TERESA: Yes.

5

TREY STINNETT: I only see the T-E-R. I had to

6

guess the rest of it. Okay. So Teresa said earlier,

7

what about those zero percent interest credit cards I

8

get in the mail? Is it possible -- she said 25K --

9

that she could have three of those?

10

UNIDENTIFIED SPEAKER: Yeah.

11

TREY STINNETT: How about a line of credit

12

against your house at 6 percent interest, okay? Let's

13

not go with the zero percent candyland stuff, even

14

though absolutely it's possible, and, in fact, Amber

15

will come up here in a little bit and show you how to

16

do that. Let's say that you get a line of credit

17

against your house, home equity line of credit, at 6

18

percent interest. You borrow the 60 grand against

19

your house. Six percent interest is what percent per

20

month?

21

UNIDENTIFIED SPEAKER: Half.

22

TREY STINNETT: Half a percent. So it's

23

basically 1 1/2 percent or, in other words, $900, that

24

you are going to have to pay to actually borrow 60

25

grand. So you take the 900 out, so instead of making
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1

80,000, now you're making 79,000, but now your

2

investment, instead of being 60K, now your investment

3

is zero dollars, because it wasn't your money, it was

4

Bank of America and Capital One money or wherever the

5

HELOC was at. Now what is your ROI?

6

UNIDENTIFIED SPEAKER: Double?

7

TREY STINNETT: Go ahead and put that in your

8

calculator and see what it says. Does anybody have an

9

actual financial calculator here or are we all working

10

on iPhones?

11

UNIDENTIFIED SPEAKER: No.

12

UNIDENTIFIED SPEAKER: iPhones.

13

TREY STINNETT: Okay. If you were to put this

14

into a financial calculator, this is the answer it

15

would give you. That is an infinite rate of return.

16

So when you go home tonight and they say what did you

17

learn at that real estate seminar, you can say, well,

18

first they showed me how to get a 536 rate of return,

19

and then it was an infinite rate of return. And they

20

are going to be like, I told you not to go to that

21

class.

22

(Laughter.)

23

TREY STINNETT: That's not possible. That's

24

illegal. It's not illegal. This happens all day,

25

every single day, and it's not just our industry.
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1

Banks do this with your money already. You stick it

2

in your savings account, you put it in your checking,

3

you go buy a CD at 3 percent interest, okay, and then

4

they go out and they lend that money at 6, 7, 8, 9

5

percent, they get the spread on it, and that's a 100

6

percent pure profit loan. That's an infinite rate of

7

return, because they didn't have to use any of their

8

own money.

9

This right here is the reason we use leverage,

10

okay? It's not because you don't have money. It's --

11

even if you have money, this still makes sense,

12

doesn't it? Any questions on that, by the way? Okay,

13

awesome.

14

So -- man, I keep hitting this button in my

15

pocket. Where was I? There we go. Okay, so what's

16

the difference in good and bad debt, good and bad

17

debt? What's good debt?

18
19
20

UNIDENTIFIED SPEAKER: It helps you raise your
credit score.
TREY STINNETT: I guess bad is an easier one to

21

answer. Bad debt has a right answer. What's bad

22

debt? That one's easier. We will go with that one.

23

What's a bad debt, for example?

24

UNIDENTIFIED SPEAKER: Credit card.

25

TREY STINNETT: It could be, but we just
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thought of a good way to use a credit card, right?
UNIDENTIFIED SPEAKER: The one you can't pay

2
3

anyone.

4

TREY STINNETT: Can't pay. How about a car?

5

UNIDENTIFIED SPEAKER: Oh, yeah.

6

TREY STINNETT: You borrow money. You buy

7

something worth 70 grand. You drive it off the lot.

8

It's worth 60 grand. A year later, it's worth 50,

9

three years later, it's worth 20. To me, a

10

depreciating asset that you had to borrow money to

11

buy, bad debt.

12

What else is a bad debt?

13

UNIDENTIFIED SPEAKER: Any liability.

14

TREY STINNETT: Any liability, so anything that

15

by owning it that --

16

UNIDENTIFIED SPEAKER: Consumables.

17

TREY STINNETT: Consumables, food, probably not

18

the best thing to do, right? Don't finance your

19

hamburgers, all right, unless it's a, like, 1969 Les

20

Paul, then, yeah, a guitar would probably be a bad

21

investment with a credit card.

22

So I would say anything that depreciates in

23

value. Walking into Costco and buying a big-screen TV

24

because you just had to have the curve, right,

25

probably not a good debt.
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What's a good debt?

2

UNIDENTIFIED SPEAKER: Things that appreciate?

3

TREY STINNETT: Appreciating assets that you

4

had to borrow money to buy, yes.

5

Okay, what else?

6

UNIDENTIFIED SPEAKER: Tax deductibles.

7

TREY STINNETT: Yes. It makes you back more

8

than you spend. Okay, what else? What's a good debt?
UNIDENTIFIED SPEAKER: Things that go up in

9
10

value.
UNIDENTIFIED SPEAKER: Something that increases

11
12

your financial --

13

TREY STINNETT: Give me an example.

14

UNIDENTIFIED SPEAKER: -- financial --

15

UNIDENTIFIED SPEAKER: A set of (inaudible).

16

TREY STINNETT: What?

17

UNIDENTIFIED SPEAKER: Buying adobe.

18

TREY STINNETT: A house, building, right? It's

19

a piece of real estate. That might be in my

20

estimation a good debt if that liability was

21

generating you income. Is there a type of real estate

22

that you could buy with debt that does not generate

23

you income?
UNIDENTIFIED SPEAKER: Sure, the one you live

24
25

in.
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1
2

TREY STINNETT: The one you all live in, right.
So is your house a good or a bad debt?

3

UNIDENTIFIED SPEAKER: Bad.

4

TREY STINNETT: It's a bad debt. This is

5

pretty controversial, isn't it, to say that, because

6

I've had a lot of people, they're, like, no, no, no, I

7

sat down with my financial advisor, and they said

8

that's my biggest asset, right, and that debt is good.

9

Here's the thing. In your business, okay, in

10

your life, in your money, anything that costs you

11

money on a monthly basis is a liability, okay? So if

12

you bought a house and you did it with debt, just

13

don't convince yourself that that was anything other

14

than a consumer purchase, any more than buying an

15

iPhone or clothes or anything else. You just bought

16

something for you. Don't convince yourself that was

17

an investment.

18

Now, if you just happen to get some

19

appreciation out of that and you sell the property

20

down the line and you make some money, awesome for

21

you, but you are not going to make a business model

22

out of that, because what do they look at to qualify

23

you to buy that house?

24

UNIDENTIFIED SPEAKER: Your credit.

25

TREY STINNETT: Your credit and your income,
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because they're assuming that a percentage of all the

2

money that you make from here forward is going to come

3

to them. Do you guys even know what the word

4

"mortgage" means? "Mortgage"? Mort, death. Gage,

5

pay? It's a death clench. It's paying it until you

6

die. That's what mortgage means, okay?

7

Now, don't get me wrong here. I have plenty of

8

mortgages, but my point is that if you don't have

9

money coming off of the asset to offset it, in other

10

words, you didn't make the investment to produce an

11

income, then it's a liability. So let's say you have

12

a house right now and you've got a first mortgage on

13

it and you have $200,000 of equity, is there something

14

you could do to make that actually an asset?

15

What could you do?

16

UNIDENTIFIED SPEAKER: Rent it.

17

TREY STINNETT: You could rent it out, but you

18

have got to live somewhere.

19

UNIDENTIFIED SPEAKER: Not do renovations.

20

TREY STINNETT: I like that.

21

UNIDENTIFIED SPEAKER: To borrow against it.

22

TREY STINNETT: There you go, get a home equity

23

line of credit. Now you're activating your equity.

24

You're taking that equity and you're saying, all

25

right, this house that I own that up to this point has
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been a bad debt for me, because I owe money on

2

something and I'm having to pay it every month --

3

tomorrow, I'm going to show you just how much of

4

that's been going to interest, and some of you are

5

going to feel sick to your stomachs, right, but

6

ultimately what you realize is that you can use that

7

to actually create wealth.

8

How about education, good or bad debt?

9

UNIDENTIFIED SPEAKER: Bad.

10

UNIDENTIFIED SPEAKER: Bad.

11

UNIDENTIFIED SPEAKER: Depends.

12

TREY STINNETT: It depends on what you do with

13

it, not where you go, right? It depends on what you

14

do with it. Let's say -- we'll talk school, okay? I

15

got a cousin, man. She graduated, her and husband,

16

from Texas A&M University probably -- I don't even

17

know now, seven, eight -- eight years ago, something

18

like that, $110,000 of student loan debt between the

19

two of them, okay?

20

Now, I would love to say that the end of that

21

story is that they are stockbrokers or analysts at

22

Goldman Sachs making hundreds of thousands of dollars

23

a year, but that, unfortunately, is not the case. He

24

works cleaning -- he scuba dives into tanks and cleans

25

the inside of tanks at an aquarium, and she works at
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1

Target.

2

UNIDENTIFIED SPEAKER: Oh.

3

TREY STINNETT: So I think between the two of

4

them, if they put 100 percent of everything that they

5

make and live on ramen, they could probably pay off

6

their student loans in about nine years. Bad debt.

7

On the flip side, there's plenty of people who

8

go to college, they take out loans, they go get in

9

debt, and then they go start in practice as an

10

attorney or a doctor, and they make more in a single

11

year or in half a year than their debt was for their

12

entire time at college. So what it comes down to is,

13

what are you using it for, right?

14

Some of you went into debt to come here. It

15

was $2,000 on a credit card that you don't have the

16

money to pay for. You better make that back, okay?

17

Now, of course, you have the rider and stuff and the

18

money-back guarantee, but that's irrelevant. It's

19

about what you do. Can you create enough wealth with

20

the knowledge that you gain to be able to make it

21

back? So we have to separate in our mind good debt

22

versus bad debt, because from my perspective and where

23

I stand, every successful person that I've ever met,

24

especially in this industry, did it with debt. They

25

borrowed somebody else's money. They got investors.
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2

They got private partners.
There's this guy on the radio on Saturdays who

3

talks about BMW is being replaced by paid-off

4

mortgages and how that's the ideal life. I can't say

5

his name, but it starts with a D and ends with an

6

-avid Ramsey, and I feel like more often than anything

7

else, that's the stuff that I have to unravel, and

8

it's because he's selling this concept that you are

9

too irresponsible with your own money to be trusted

10
11

with a credit card or with debt or with loans.
I don't agree. I think that we just weren't

12

educated properly on how to use those tools, okay? So

13

it's not that I don't think he's doing good work.

14

He's doing the Lord's work. Ninety percent of people

15

need to hear that, but the rest of us who are actually

16

building businesses -- ah, my mom and dad cut up all

17

their credit cards and destroyed their credit because

18

of what he -- I can't remember the name of the

19

program, but they went with his program, they cut up

20

all their credit cards, and their credit scores

21

dropped really low.

22

So when we actually got into the real estate

23

business, it took us months to actually rehabilitate

24

their credit to get it back up so they could actually

25

qualify for stuff, and there was something that I
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1

heard somebody say once. They said, you know, they

2

said, I heard on Dave Ramsey's show one day, he said,

3

yeah, I can't qualify for a loan to buy an apartment

4

complex, but I could buy one cash. Yeah, the guy

5

makes millions of dollars doing a radio show. He can

6

do that.
You go sit down and see how long it would take

7
8

you, with your income, to buy an apartment complex

9

cash. I'm thinking probably a couple hundred years,

10

right? So then do the math. It's usually -- let's

11

say you make $50,000 a year. An apartment complex is

12

5 million bucks. That's 100 years of income. You're

13

going to have to get it from somebody else to make

14

this thing work. So that's the reason why we use

15

other people's cash. Some debt is good. Some debt is

16

bad. We just have to know the difference between the

17

two.

18

Now, let's say you take debt to buy property.

19

If you buy a house, borrow money from somebody else,

20

who really owns your house?

21

UNIDENTIFIED SPEAKER: You.

22

TREY STINNETT: It's a trick question. You

23

technically own the house, but the bank owns the loan

24

against the house, okay? And with that loan against

25

the house, they are able to place a lien against the
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1

house. In our country, you can actually have more

2

than one lien on the property, first, second, third.

3

You can actually have contractor's liens and all sorts

4

of stuff.

5
6

Does anybody know the difference in a first and
second? It's priority status.

7

UNIDENTIFIED SPEAKER: Yeah.

8

TREY STINNETT: So it's who gets paid first in

9

the event of a foreclosure. So let's say that a

10

property goes to foreclosure. You have a Bank of

11

America with the first, you have a Wells Fargo with

12

the second. Who gets paid first?

13

UNIDENTIFIED SPEAKER: Bank of America.

14

TREY STINNETT: And how much do they get paid

15

before Wells Fargo gets a penny?

16

UNIDENTIFIED SPEAKER: Whatever they're owed.

17

TREY STINNETT: Everything. They get

18

everything first. So who -- what position do you

19

think every hard money lender bank, private money

20

lender, or any investment partner you get is going to

21

want to be in?

22

UNIDENTIFIED SPEAKER: First.

23

TREY STINNETT: They want to be in first

24
25

position, okay?
Second position is -- is subordinate to first,
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1

meaning that they only get paid with anything that's

2

left over, and for that reason, it's typically a

3

higher interest rate.

4

Now, what makes the difference between a first

5

and a second? What determines that, between a first

6

and a second?

7

UNIDENTIFIED SPEAKER: Who gets called first?

8

UNIDENTIFIED SPEAKER: Yeah, when you get the

9
10

mortgage.
TREY STINNETT: Date of filing. Whichever

11

one's filed first is the first. Whatever's filed

12

second is the second. Filed third is the third.

13

That's why if you go down and you get like a combo

14

loan or they give you an 80/20, 80 percent from a

15

first bank, 20 percent from a second bank -- they

16

don't really do this right now, but they did this in

17

like 2006, 2007, where you could literally get 100

18

percent financing as long as you could fog a mirror

19

(indicating). Approved, right?

20

They don't do it that way anymore. Now it's

21

like 20 or 80/15. That's a first and a second combo.

22

The second is in second position. It's based off the

23

date of filing. There is an additional type of lien

24

called a first/first, which gets to go in first

25

position no matter when it was filed. Does anybody
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know what that is?

2

UNIDENTIFIED SPEAKER: Tax lien?

3

TREY STINNETT: Tax lien, you got it. So they

4

get to cut straight to the front of the line. Why?

5

Because they're the Government. You got it Terrence.

6

They got the guns. They go in the first spot, okay?

7

They've got a pretty good argument, though. They say,

8

we were here first, 1776, baby, get in line. So fair

9

enough. So that's a first, first/first, and second.

10
11

This is the way it works.
So if you understand this, you can start to

12

understand a little bit better from the perspective of

13

the banks how they really want you to set up financing

14

and then what kind of stuff you need to do and

15

probably not tell them you're doing, like say, for

16

example, using a credit card for the down payment,

17

probably don't tell them I'm using a credit card for

18

this. Just write a check out of your bank account

19

that you just so happened to have put money into using

20

a credit card, okay?

21

All right. There are five different levels of

22

lending, and they are as follows. Number one,

23

banking. Anybody here ever go down to a bank to ask

24

for money, ever borrow money from a bank? What do

25

they want from you? What do they want to know?
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UNIDENTIFIED SPEAKER: What's your credit

1
2

score.
TREY STINNETT: What's your credit score. What

3
4

else?

5

UNIDENTIFIED SPEAKER: Income.

6

TREY STINNETT: What's your income? Where do

7

you work? Have you worked there the last two years?

8

If not, where did you work before that? Are you

9

married? Where do they work? Did they work there the

10

last two years? If not, where did they work before

11

that? Where do you live? Have you lived there for

12

the last two years? Do you have stocks, bonds, mutual

13

funds, credit accounts, life insurance policies? Do

14

you have any of granddaddy's stamp collection or coin

15

collection? Do you have any inherited money? Do you

16

get alimony or child support? Why are they asking all

17

of these questions?

18
19

UNIDENTIFIED SPEAKER: They want to see where
they can get --

20

UNIDENTIFIED SPEAKER: The ratio.

21

UNIDENTIFIED SPEAKER: -- money from.

22

TREY STINNETT: Where is their money going to

23

come from, because they are not qualifying a house.

24

They are qualifying you. It is a credit-based loan.

25

The good news on banks is they're lower interest.
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They can charge almost nothing. Why? Because they

2

pay the people they're getting the money from almost

3

nothing. Who are they getting the money from? You.

4

Your savings account, okay? And your checking for

5

that matter.

6

Limited number, lower interest. What that

7

means, limited number, I had a guy come into my class

8

once, and he said -- I'm trying to remember --

9

Armand -- I think his name was Armand, and he goes --

10

he goes, man, I came here because, he goes, I just --

11

I just bought my tenth rental property, and the bank

12

won't give me any money for another one. I was like,

13

yeah, I know, they won't give you more than ten.

14

He's, like, nobody told me that. They don't tell

15

people this, but you can't have more than ten loans on

16

your credit, ten house loans, maximum.

17

If you're married, you can put ten on hers and

18

ten on yours or ten on his and ten on his if you do

19

that thing, right, but you have to keep them separate.

20

You can't cosign, because if you cosign, it's still

21

only ten loans. So they do max out how many they will

22

let you have. So there's some strategies and stuff,

23

as you guys probably can already assume, that I'll

24

teach you this weekend that allow you to kind of get

25

around some of that, but ultimately, you've got to
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1
2

have good credit, and these are the best ones.
Most of you probably aren't right now going to

3

qualify for ten mortgages, so we need to have some

4

other strategies. The other downside of banks, they

5

don't fund flips. They will fund rental properties,

6

but if they give you money for a purchase of a house,

7

they are going to take longer to close than you have

8

time to close, because they have got to do all their

9

paperwork. Then they are going to have a prepayment

10

penalty in there. They are actually going to charge

11

you money for paying them off early. In other words,

12

if you paid them off before the 30-year note -- which

13

are you going to do in a flip? Always -- then you are

14

not going to be able to get it back.

15

So banks are not ideal in the beginning;

16

however, you want to eventually be working with them

17

because of the lower interest. Like I said, Ely's got

18

a $1 million line of credit at Wells Fargo at, like, 6

19

percent. That's beautiful. He can use it for

20

anything he wants.

21

Number two, transactional lending. We have

22

already talked about this, great for wholesale deals.

23

It is transaction-based, no longer credit-based. As

24

long as there's a transaction, a transactional lender

25

will fund the deal. They will fund the deal for one
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to three days. So money comes in to the escrow

2

account for the title company on Monday, you go sign

3

all your documents and everything to do the wholesale

4

deal on Tuesday, and then the money goes back into

5

their account on Wednesday. So they're only out their

6

money for three days, okay?

7

Number three, because not all your deals are

8

going to be wholesale, this is the big one, private

9

money. This one is by far my favorite type of money

10

in this business, because it's all based on

11

relationships, right? So they are not looking at your

12

credit and saying, oh, we'll approve you because

13

you've got good credit, or they're not looking at

14

asking all these questions about your income. They

15

want to know, first of all, is it a good deal, right?

16

But second of all, if you have a relationship, some of

17

them will actually give you 100 percent of the money.

18

A perfect example of that, one of the guys that

19

I have that funds my deals, it's just because we're in

20

the same Burning Man Camp. We go to the same places.

21

We do the same things. He funds my deals. It doesn't

22

really matter whether or not I have good credit or

23

not. So use your relationships to do that.

24
25

Downside, lower LTV typically because they're
just a person giving you money. They don't want to
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take a huge position, like 90 percent or something, on

2

that property. So they usually want to be around 65,

3

70 percent maximum, but as long as you buy the deal

4

cheap enough, they will give you 100 percent of all

5

the money you need sometimes. Private investors can

6

also be a gap funder, which we will talk about a

7

little bit more tomorrow morning.

8
9

Lower interest rate than a hard money lender,
although the terms are fairly similar. Hard money

10

lenders, we already talked about, are asset-based, so

11

I think everybody that I asked here, when you talked

12

to them, they said that they'd be fine lending to you

13

even if you didn't have stellar credit, right? That's

14

cool, because they're not looking at you. What are

15

they looking at?

16

UNIDENTIFIED SPEAKER: The asset.

17

TREY STINNETT: The asset, the deal. Does the

18

property make sense? If the property will fund, then

19

the property makes sense, they will go ahead and fund

20

the deal, okay?

21

It is also experience-based. The more you do,

22

the more experience you have, the higher LTVs you'll

23

get and the lower interest rates you'll get. Our goal

24

for any of you that want us to help you build your

25

business over the next year or so is within a year to
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get you up to about a million dollars of lines of

2

credit with our private money solution, which is

3

pretty cool because then you don't have to have any of

4

the money for anything, but it's still experience-

5

based.

6

Even though we're vouching for you and

7

everything, they still want to do a few deals with you

8

first, but we ultimately want to get you up to that

9

line of credit point for those of you who are going to

10

be doing that.

11

They do charge you points and interest on hard

12

money, meaning they charge you origination points. So

13

you want to borrow a hundred grand, they want to

14

charge you four points, so how much do you owe them

15

before day one? Four grand. Think about this like a

16

meter on a taxi. When you get in a taxi, before you

17

even go the first mile, what does it say up on the

18

thing?

19

UNIDENTIFIED SPEAKER: You owe money.

20

TREY STINNETT: Yeah. You have already got

21

like a dollar or two dollars. If there's three people

22

in the car, they will hit the little button three

23

times, and you're, like, what are you doing, right?

24

So those little extras there, those are the points.

25

Then and every mile you drive and every minute that
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goes by, right, that's the interest. So just think of

2

it like a taxi meter. They charge you points up

3

front, and then they charge you interest. And if you

4

think about it from their perspective, it kind of

5

makes sense, because you're going to give them their

6

money back in three months.
They are not ever going to get 12 percent out

7
8

of you. They are only going to get 3, and then they

9

get the money back from you, it takes them a month to

10

go find a buyer, so they are basically missing

11

probably two to four weeks between each deal, four

12

times a year, you're talking it's costing them three

13

or four months' worth of interest by having to cycle

14

in and out of deals so much. That's why they charge

15

such high points.

16

Finally, you have loan sharks -- no.

17

All right. So let's talk about how our funding

18

network works with all of this, and you guys should

19

all have a printout for that. You can -- I would call

20

them on Monday to go ahead and start getting stuff set

21

up. Whether you're continuing on with us or you are

22

going to be on your own, you have access to that, so

23

use it.

24
25

Let's see what they cover. Number one,
transactional loan, 100 percent of all the money you
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need to do the deal. The fees here, they charge you 2

2

to 4 percent fee. I've put on there "build in,"

3

because when you make your offer, if they are going to

4

be charging you a fee, make sure you build it in.

5

UNIDENTIFIED SPEAKER: Yep.

6

TREY STINNETT: So, for example, earlier, I

7

think we did a deal with -- it was Dan and Carrie, and

8

I did it at 200 and 205. Now, if I'm doing this as a

9

transactional loan and they're going to charge me a 2

10

to 4 percent fee on 200 grand, how much am I going to

11

have to pay? Four to eight. If I'm selling it for

12

205 and I'm buying it for 200 but I've got to pay

13

eight, that's called losing money.

14

So when I say work it in, let's say I'm working

15

with Dan, I say, hey, I've got this contract that says

16

"and/or assigns." He goes, "I'm not comfortable with

17

that." I say, "Why not?" He goes, "Because I want

18

you to close the deal." I say, "Well, if I have to

19

close the deal, it changes the funding sources and

20

things I have to use. I can't offer you this price.

21

I am going to have to drop the offer price from 200

22

down to about 192."

23

Now he has to make a decision. Do you want me

24

to put "and/or assigns" on here because it changes the

25

way that I fund the deal, or you can take eight grand
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 359

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 361 of 417
360
1

less. So, again, I make the seller pay for it. You

2

guys following that?

3

UNIDENTIFIED SPEAKER: Yeah.

4

TREY STINNETT: So work it in. There's also a

5

$500 processing fee. Work that in, too. By the way,

6

it's processing, not application, meaning when is it

7

due? Only if the deal actually funds. You're not

8

wasting money up front just hoping the deal will go

9

through. You only spend it after the deal happens.
Number two, we also have a fix-and-flip loan.

10
11

On this one, you'll need to cover 20 percent of it,

12

okay? It doesn't mean it has to come out of your bank

13

account, but 80 percent of it, our funding partners

14

will cover. It's not the cheapest stuff in the world.

15

It's 1 to 3 percent per month for typically one to

16

three months. You'll usually go about three. There's

17

no prepayment penalty on that.

18

The next is a bridge loan, 50 percent of the

19

money you need. Do you guys know what a bridge loan

20

is?

21

UNIDENTIFIED SPEAKER: Yeah, it --

22

TREY STINNETT: It's a bridge?

23

UNIDENTIFIED SPEAKER: -- yeah, it's a bridge

24

between selling one property and getting in your money

25

from that to pay off the new property that you want to
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2

purchase.
TREY STINNETT: Kind of. So let's think, for

3

example, you're doing a duplex, and you go down to

4

your lender and you say, will you lend me some money

5

to buy this duplex? They say, yeah, we'll give you 80

6

percent. You say, perfect. They go, okay, let's do

7

an inspection. They go do an inspection and they go,

8

we can't lend you the 80 percent until you have a

9

workable kitchen in both sides of that property, until

10

it is, you know, up to code in all these different

11

areas, then we will give you the 80 percent. And

12

you're like --

13

UNIDENTIFIED SPEAKER: Oh, great.

14

TREY STINNETT: -- okay, that's chicken and the

15

egg. So what these guys will do is they will cover

16

you for half of the value of the property. You can go

17

get those things fixed -- buy it, get those things

18

fixed, and then you can go to your bank and refi. So

19

it's not a long-term solution. Bridge loans are

20

usually for less than three years, so you just want to

21

get in, do whatever needs to happen in order to

22

qualify for better financing. You might also use a

23

bridge loan if, let's say, for example, your credit

24

sucks right now, and so you need to be able to use

25

something else until you can qualify for better
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financing. But it's always until you can qualify for

2

better financing. It's not a long-term solution.
And then finally, number four, cash-out refis,

3
4

exactly what it sounds like. Any property that you

5

have, doesn't really matter what your credit is right

6

now, these guys will give you 50 cents on the dollar.

7

They won't buy the property from you 50 cents on the

8

dollar. They will lend 50 cents on the dollar. So

9

you got a $400,000 piece of property, they will give

10

you 200K, boom. Now you've got cash that you can use

11

to go out and do something else with. Make sense?
On that, there's 8 to 12 percent simple

12
13

interest, no prepayment penalty, but they expect you

14

to pay it off within three years. So if you don't

15

have a ton of cash to pay it off, you should be doing

16

your refinance, okay? Make sense?
All right. So I know Amber already handed

17
18

those things out, but I wanted to go over them with

19

you guys just the same before we got into credit.

20

Okay, so as you probably deduced, many of the types of

21

loans that you'll want to get for our business require

22

you to have a pretty decent credit score. How many of

23

you have really good credit already? Who's got good

24

credit?

25

(Show of hands.)
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TREY STINNETT: Okay. And how many of you need

1
2

a little bit of help with your credit?

3

(Show of hands.)

4

TREY STINNETT: Okay. So about 50/50, maybe a

5

little bit more on the good credit side. Either way,

6

whether you have good credit or you have bad credit,

7

you need to know this stuff, because you are going to

8

be in the real estate business, which means you're

9

going to be dealing with people sometimes that don't

10

have stellar credit, and you need to be able to help

11

them to fix their credit so that they can then be able

12

to buy properties from you, okay?
So let's just start with the top. What is

13
14

credit? What is credit?

15

UNIDENTIFIED SPEAKER: Money loaned to you.

16

TREY STINNETT: Money that's loaned to you,

17

okay.

18

UNIDENTIFIED SPEAKER: (Inaudible).

19

UNIDENTIFIED SPEAKER: Or the ability to get

20
21

your hands on cash.
TREY STINNETT: Okay, ability to get your hands

22

on cash. I guess technically credit is cash you have

23

available, right? I told you I went to Nordstrom the

24

other day, and my wife returns all this stuff while

25

I'm getting some clothes. You know, they'll let you
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return anything at like any point. So I had like a

2

pair of pants, she had some swimsuit or something from

3

like eight months ago. So we go in, and she's

4

returning stuff, and I'm in the shoe department, and I

5

buy, like, two sets of shoes and a suit or whatever,

6

and then she comes over to me and hands me this card.

7

I was, like, what is this? She's, like, they gave it

8

to me on a gift card. I'm, like, I just spent two

9

grand. Could you have given me that seven minutes

10

ago, right?
So now I have this gift card with, like, 400

11
12

bucks on it. That's credit. That's credit at

13

Nordstrom. I can use it whenever I want to, right?

14

UNIDENTIFIED SPEAKER: Um-hum.

15

TREY STINNETT: But when I talk about credit as

16

a perspective of your credit score, what am I talking

17

about?

18

UNIDENTIFIED SPEAKER: Creditworthiness.

19

UNIDENTIFIED SPEAKER: Yeah, right.

20

TREY STINNETT: Creditworthiness, right? Are

21

you worthy of their money? To me, I think that whole

22

thing is a hock, right? The idea that somebody can

23

tell me whether or not I'm worthy for money based on

24

some three-digit score that they arbitrarily created

25

based off of comparing me to other people across the
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globe without my permission? What? But I turned 18

2

and someone told me, what's your credit score? I

3

said, I don't know. Do you want to see my report

4

card? What is this thing, right?
So credit scores, as you guys all know, were

5
6

created by Equifax, Experian, TransUnion, two of which

7

you can trust with your data, and they track

8

everything you do financially, okay? For you to be

9

able to actually be in control of your credit score,

10

it's incredibly important for you to understand how

11

this stuff works. Before we dive into the mechanics

12

of it, let's understand why we need it.
The number one cause of business failure is

13
14

what?

15

UNIDENTIFIED SPEAKER: Lack of funds?

16

TREY STINNETT: You got it. Run out of money.

17

That's it. That's why businesses fail. But if you

18

had a line of credit, even if your business ran into a

19

deficit, could you still keep the doors open,

20

employees paid, and stuff like that?

21

UNIDENTIFIED SPEAKER: Yep.

22

TREY STINNETT: Yeah, but just until your line

23

of credit runs out. So, in other words, for a

24

business, the larger a line of credit it has, whether

25

it's using it or not, the more stable that business
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is. For example, if you had an unlimited line of

2

credit, you could literally go get as much money as

3

you wanted from the bank whenever you wanted it, how

4

long could you run at a loss and still pay all of your

5

bills, technically?

6

UNIDENTIFIED SPEAKER: Forever?

7

TREY STINNETT: Forever, okay? Now, does

8
9

anybody actually do that?
UNIDENTIFIED SPEAKER: Sure.

10

TREY STINNETT: I can think of one institution

11

that does that not too far away from here, right there

12

on Pennsylvania Avenue, yes? The Federal Government

13

does that all the time. They can borrow as much money

14

as they want from the Federal Reserve without any

15

question. The Fed has no problem lending it to them,

16

because they just press "print," and they give the

17

money to the Federal Government, all the cash it

18

needs, and they can pay all these bills forever. Alan

19

Greenspan was brought before Congress. He says, I

20

don't know why everybody gets so upset thinking that

21

the Government's not going to pay its bills. We can

22

just print the money if we need it. It gives me so

23

much confidence.

24
25

So the point is in our business we want to do
the same thing. We want to be able to have as much
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credit available, whether we're using it or not, so

2

that it makes our credit score look good. So let me

3

kind of walk through how that stuff works.

4

All right, so here are your three credit

5

bureaus, Equifax, Experian, TransUnion. Now, some of

6

you may be wondering about business credit. That's a

7

different conversation. I may touch on it a little

8

bit on Sunday. That takes a little while to build up.

9

Personal credit, you have already got by default, by

10

having a Social Security number, assuming that you

11

actually have one of those. I think most of you guys

12

probably do. We taught a class in McCallum, Texas, a

13

few weeks ago. I don't think there everybody did, but

14

as long as you've got a credit score, you can make

15

this thing work, okay?

16

So what determines your score?

17

UNIDENTIFIED SPEAKER: Your ability to pay back

18

in a timely manner.

19

UNIDENTIFIED SPEAKER: (Inaudible).

20

TREY STINNETT: Okay, your ability to pay back

21

in a timely manner. How do they know your ability to

22

pay back in a timely manner?

23

UNIDENTIFIED SPEAKER: (Inaudible ).

24

UNIDENTIFIED SPEAKER: They track it.

25

TREY STINNETT: They track what?
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UNIDENTIFIED SPEAKER: Your payments.

2

TREY STINNETT: Your history. So your history

3

is going to be part of it, right? But it's not really

4

just based on your history, because you could have

5

perfect history and still have a low score.
UNIDENTIFIED SPEAKER: Yeah. How much debt you

6
7

have.
TREY STINNETT: How much debt you have and

8
9
10

stuff like that. Now, why is that a factor of future
behavior?

11

UNIDENTIFIED SPEAKER: Mortgage. Well --

12

TREY STINNETT: Has anybody here ever worked in

13

insurance? Insurance? So they have actuarial data,

14

right?

15

UNIDENTIFIED SPEAKER: Yep, yep.

16

TREY STINNETT: So here is how a credit score

17

is really created, and I don't think they want you to

18

know this. They compare you to everybody else.

19

That's all it really is, all right? Let's say that

20

back in the day, Daisy wanted to borrow some money

21

from me. So she calls up and says, Trey, can I borrow

22

five grand? I say, sure. Who's she borrowed money

23

from? I say, hey, Craig, did Daisy pay you back that

24

five grand she borrowed from you?

25

UNIDENTIFIED SPEAKER: No.
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TREY STINNETT: I didn't think so. He's, like,

2

you know where Daisy is? I'm, like, oh, shoot, I

3

should not have told him that, right? Am I going to

4

lend her money now?

5

UNIDENTIFIED SPEAKER: No.

6

TREY STINNETT: No, because she doesn't have

7

social credit. I simply ask the people in our

8

community. Well, now we have got, you know, planes,

9

trains, and automobiles. People don't know everybody

10

in the local community anymore. In fact, if Daisy

11

wanted to borrow five grand right now, she would go to

12

Bank of America for it. And where does Bank of

13

America get five grand? From an open window loan from

14

the Fed, or they borrow it from the Treasury

15

Department, or the Treasury Department writes another

16

T-bill and sells it to China, and then China funds

17

that. How does China fund a T-bill? They're a

18

Communist country. They just confiscate wages from

19

their -- from their workers. So they just take the

20

workers' wages.

21

So, really, Daisy is not borrowing money from

22

Bank of America. She is borrowing money from a

23

thousand little rice workers somewhere outside

24

Shanghai, right? How on earth are they supposed to

25

know she's creditworthy? So that's why they created
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this credit system, because it gives us an ability,

2

without actually knowing each other, to come up with

3

some level of scoring a person's creditworthiness, and

4

the way that they do it is by comparing everybody to

5

everybody else.

6

So let's say that everybody that tends to have

7

at least one home loan, keeps their balances below 30

8

percent, has a perfect payment history, and keeps most

9

of their credit in revolving rather than fixed lines

10

of credit, most people that have been in that realm

11

have not had a late payment in over ten years. Okay,

12

so as long as this person over here meets all those

13

criteria, we can assume that over the next ten years,

14

they will have perfect payment history. Okay, that

15

makes sense from an actuarial standpoint, but is that

16

actually, like, proof positive that that's what's

17

going to happen in that individual person's life?

18

UNIDENTIFIED SPEAKER: No.

19

TREY STINNETT: No. That individual person,

20

even if they meet all those criteria, you know, could

21

get in a car accident, they could get hurt, something

22

could happen, they could get sick, they could get a

23

divorce, they could have identity theft. Who knows?

24

But what happens is the credit score doesn't factor

25

for anything else besides just comparing you to other
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people. It's actuarial is the way that it works,

2

okay?

3

UNIDENTIFIED SPEAKER: Um-hum.

4

TREY STINNETT: So a question for you. The

5

credit, by the way, is the black box, so to speak.

6

It's an algorithm. It's not a person, okay? So the

7

algorithm runs and says, all right, based off of these

8

data points, we assign Keith a 700 credit score. We

9

give Lana an 800 credit score. We give somebody a 600

10

credit score, whatever. It gives you that score. You

11

tell me, what's a person's credit score going to look

12

like -- well, let me put it this way.

13

That score is a representation of what's really

14

going on in that person's life, right? What they're

15

spending, how much debt they're taking on, stuff like

16

that. So let's say that you're the algorithm, and

17

you're taking a look at someone's credit report, and

18

they have perfect payment history, they have all their

19

debt balances are really low, they haven't asked for

20

new credit in a long time, they do use their credit,

21

but they pay it every single month. What kind of

22

credit score is that person going to have?

23

UNIDENTIFIED SPEAKER: High.

24

UNIDENTIFIED SPEAKER: High.

25

TREY STINNETT: A pretty high credit score.
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What's going on in their life? Stable or unstable?

2

UNIDENTIFIED SPEAKER: Stable.

3

TREY STINNETT: Stable, okay. Alternate, a

4

person -- you open up a credit report, just asked ten

5

different people for a home loan. Two of them said

6

yes, they just got two new home loans. They just

7

maxed out five different credit cards and asked for 15

8

new credit cards, got three of them approved, and they

9

maxed out their home equity line of credit. What's

10
11
12
13

going on in that person's life?
UNIDENTIFIED SPEAKER: They're a real estate
investor.
TREY STINNETT: They're a real estate investor,

14

you got it, right? But do you think the credit report

15

knows that?

16

UNIDENTIFIED SPEAKER: No.

17

TREY STINNETT: No. The credit report thinks

18

that's a consumer who just lost their job, got cancer,

19

something just happened in their life, and they're

20

having to go crazy to get all the money. The credit

21

report does not differentiate that that person is a

22

real estate investor, because I will do that all the

23

time. Need to get some new credit cards? Okay, that

24

works. Fine. I'll max them out. Sure, as long as

25

the deal gets done. I do what I have to do.
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So what ends up happening to your credit score?

1
2

You come into my classroom all, like, gung ho, ready

3

to become a real estate investor. Let's say that you

4

got a 700 credit score, okay? So it goes up to 850

5

here --

6

UNIDENTIFIED SPEAKER: Right.

7

TREY STINNETT: -- goes down as low as 300,

8

there's your credit. And let's say that up until this

9

point, you have been paying perfectly, okay? So you

10

pay, you pay, you pay, you pay, you pay, by the end of

11

the year, let's say you're up here at like a 710.

12

Then you come to my class and I say, all right, in

13

order to do real estate, you have to borrow money, you

14

have to do it in a million different ways. The

15

business banks aren't going to give you money right

16

now, so you are going to have to use your own credit

17

and stuff like that.

18

So you go out, you get a hard money loan. They

19

max loan to value. They give you all the money they

20

give you. That shows up as new credit. Then you go

21

and you get two credit cards to be able to gap fund

22

the deal. Then your contractor needs you to run down

23

to Home Depot, so you go get a Home Depot account, and

24

you max that thing out buying shingles. What's going

25

to happen to your credit score?
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UNIDENTIFIED SPEAKER: Drop.

2

UNIDENTIFIED SPEAKER: Drop.

3

TREY STINNETT: Go down. However, as soon as

4

you pay those cards off, because you're not going to

5

miss a payment, you are going to make your payments

6

during this process, as soon as you pay those cards

7

off, within 30 days, when it posts to your credit

8

report, what's going to happen to your score?
UNIDENTIFIED SPEAKER: It's going to go up.

9
10

UNIDENTIFIED SPEAKER: Going to go up.

11

TREY STINNETT: Right back up, higher than it

12

was before, because now you have additional

13

utilization, and then you do another deal. What's

14

going to happen?

15

UNIDENTIFIED SPEAKER: Bell curves.

16

TREY STINNETT: And you end up basically right

17

where you would have ended up anyway. The difference

18

is one, two, three, four deals done, 50K apiece, you

19

made 200 grand. How many of you would be willing to

20

let your credit score look like, I don't know, this,

21

if you made 200 grand? Would you be willing to do

22

that?

23

UNIDENTIFIED SPEAKER: Yeah.

24

TREY STINNETT: Okay. In fact, one of the --

25

if you were, like, I don't know, let's say at a
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hospital, which one of those lines would be a better

2

one to be looking at on the chart? One of those to me

3

says you're alive, okay? Something's moving, all

4

right? But there is a problem with this, and that

5

problem is you are not creditworthy here, here, here,

6

here, or here. You can't get a loan during those

7

dates. So really this isn't going to be a year.

8

You're going to have to spread that out over two

9

years.

10

So here's what I want to teach you guys how to

11

do over the next 20 minutes or so. I'm not going to

12

teach you how to have a flatline, because that's not

13

the goal in life. No activity, that's not the point.

14

We want it to look like this.

15

UNIDENTIFIED SPEAKER: Um-hum.

16

TREY STINNETT: Okay? It's still going to be

17

up and down. We just want to keep it tight, okay? So

18

it goes 700, 730, 700, 730, 710, 740, 690, 720. We

19

want to kind of keep it in a channel, okay? It may

20

not exactly look like that your first year. Your

21

first year may look a little something more like this,

22

but by the end of the year, you want it to kind of

23

smooth out, okay? That's the goal here. So I'm going

24

to teach you guys how that works.

25

You already mentioned a couple of things that
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go with your credit. Let's talk about what all five

2

are. Here are the five different parts of your

3

credit, okay? Now, we're going to go through them one

4

by one. Number one is your payment history.

5

Thirty-five percent of your score is based off of your

6

payment history. You make a 30-day late payment on a

7

700 credit score, it can cost you 200 points like

8

that, okay? So please don't make your payments late.

9

If you have made your payments late, can you

10

hop in a time machine, go back, and undo that? Yes,

11

you can, by hiring a credit repair company, okay? So

12

what they do is they dispute to the credit bureaus

13

your accurate report, and they say these items don't

14

belong on here, and then they go back and forth with

15

the credit bureaus, and they get them taken off. I

16

used to teach people how to do that. I do know how to

17

do it; however, you guys paid two grand to be here, so

18

I am not going to give you the step by step on how to

19

save 50 bucks a month. Just pay someone to do it for

20

you. Get it cleaned up, and then go out and get it

21

done.

22

Two companies that I can personally vouch for

23

that are good with this, this is the cheap one,

24

Lexington Law, and this is not as cheap but they're

25

really fast and they can do hairier stuff like
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bankruptcies and things like that, and that is Build

2

My Scores. Both these guys do a great job at helping

3

you clean up your credit insomuch as your payment

4

history. So this is the part of your credit that you

5

can't screw up. Make your payments on time.

6

Have you guys ever heard the phrase the way you

7

do anything is the way you do everything? Have you

8

ever heard that before? When money starts to come in

9

slow, what do people typically start to do? Pay it

10

slow. Spend it slow, right? So you're like, oh, I

11

didn't get as much money on this paycheck as I thought

12

I would. Let's just go a little late on the credit

13

card. No big deal, we'll catch it up next month. Oh,

14

it is a big deal, because what happens to your credit

15

score when you do that? It goes down.

16

Now, no judgment. If you're in a bad spot in

17

your life for a few months and had to get your -- you

18

know, skinned your knees, that's not a big deal.

19

We've all been there or many of us have. Just clean

20

it up, okay? But don't leave it screwed up forever

21

just because you made a mistake once and somebody told

22

you that your credit score is your report card. It is

23

not. I didn't give anybody permission to keep my

24

credit score. Did you guys give someone permission to

25

track you like that, keep all your data?
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UNIDENTIFIED SPEAKER: No.

2

TREY STINNETT: Can you opt out somewhere? I

3

don't think so. So is it okay if I teach you guys how

4

to hack your credit?

5

UNIDENTIFIED SPEAKER: Sure.

6

TREY STINNETT: It's legal, but we are going to

7
8
9

break some rules. Yes? Okay, all right.
So let's go to the next part here. The next
biggest chunk is going to be the amounts you owe on

10

your credit. Thirty percent of your credit is based

11

off the amounts you owe. That's the reason why when I

12

showed those lines earlier, I said as soon as you pay

13

it off, your score immediately rockets back up, it's

14

because 30 percent of your score is based off of the

15

amounts you owe. Does anybody know how they determine

16

that? It's a ratio. Not debt to income. Balance to

17

limit. Balance to limit, all right? So they actually

18

don't look at your income at all on your credit score.

19

It's irrelevant. You could have a 750 credit score

20

and make $10 a year, or you could have a 600 credit

21

score and make, I don't know, $10,000 a day. They

22

don't even factor it, okay? It's irrelevant.

23

UNIDENTIFIED SPEAKER: (Inaudible) utilization.

24

TREY STINNETT: Utilization is one that they

25

look at as well, yeah. So we have the balance to
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limit ratio. You want your ratio to be around about

2

30 to 40 percent maximum, 40 percent is the maximum,

3

okay? That being said, if I'm in the middle of a deal

4

and I've got to go over 40 percent, is it okay?

5

UNIDENTIFIED SPEAKER: Yes.

6

TREY STINNETT: Yes, because at the end of the

7

day, I'm not here to make credit score points. I'm

8

here to make money, okay? And I have had people tell

9

me, young man, I would not use my credit for anything.

10

I have an 850 credit score, and it took me 30 years to

11

get that score. I say, well, how much would you sell

12

me your score for? What? I'll give you a thousand

13

dollars a point. How much would you sell me? Well,

14

now it's a different conversation, isn't it? He'd

15

sell me every damned point, all 850.
So balance-limit ratio, let's say that you go

16
17

get a credit card at Capital One, they give you a

18

$1,000 limit. You go drop 500 bucks on a pair of

19

shoes at Nordstrom. What is your balance-to-limit

20

ratio going to be?

21

UNIDENTIFIED SPEAKER: 50/50.

22

TREY STINNETT: Fifty percent. Is that above

23

30?

24

UNIDENTIFIED SPEAKER: Yes.

25

TREY STINNETT: Yes, it is. So what is it
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going to take for me to get that down to 30?

2

UNIDENTIFIED SPEAKER: Pay some of that off.

3

TREY STINNETT: How much? $200, okay? So I

4

can call. I can say, I want to make a payment here,

5

pay 200 bucks, now my balance to limit comes down. No

6

problem. But what if I added a couple zeros to that?

7

Is it that easy to go pay $20,000?

8

UNIDENTIFIED SPEAKER: Nope.

9

TREY STINNETT: No. So what's my other option?

10

I heard somebody over here say it.

11

UNIDENTIFIED SPEAKER: Go raise your limit.

12

TREY STINNETT: I could increase my limit.

13

It's a fraction. There's a nominator and a

14

denominator. I can change either one of those numbers

15

to change my ratio. So I can either change the top

16

number by paying $200, or I can change the bottom

17

number by picking up the phone, calling Capital One,

18

and asking them to raise my limit.

19

Let's say they raise me from a thousand to

20

10,000. Without making an additional payment at all,

21

what have I now changed my balance-to-limit ratio to?

22

UNIDENTIFIED SPEAKER: Five percent.

23

UNIDENTIFIED SPEAKER: Five percent.

24

TREY STINNETT: It's now 5 percent.

25

UNIDENTIFIED SPEAKER: Um-hum.
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TREY STINNETT: Okay? So this is from a phone

2

call. Fifteen minutes you're on the phone, you get

3

them to raise it, you don't have to pay anything. In

4

other words, 15 minutes or more could save you. So

5

simple enough. This is the fastest way to actually

6

change your score. Would you guys like the credit

7

card script on how to get them to actually do this?

8

UNIDENTIFIED SPEAKER: Yes.

9

TREY STINNETT: Hey, Kyle, do we have a

10

printout with the credit card script on it back there?

11

KYLE: Yes.

12

TREY STINNETT: Okay. Just at the end of the

13

day -- we don't need to hand them out now. We will

14

get it to you guys at the end of the day if it's

15

something you want to do tonight. If you do it

16

tonight -- please look up here -- if you do it

17

tonight, do not raise more than one card, okay? And

18

make sure that card is not an AmEx, because they won't

19

let you pull money out of it.

20

I will show you tomorrow what happens if you

21

pull money out of an AmEx to pay for a real estate

22

deal. The short answer is I lost an AmEx doing that

23

and a credit card processor at the same time. So

24

don't use AmEx, and just call on whatever your largest

25

one is. The rule of thumb is three times your current
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limit if it is over $10,000 already; five times your

2

current limit if it is under $10,000 already.

3
4

So, for example, if you have a $5,000 limit,
how much could you ask for?

5

UNIDENTIFIED SPEAKER: Twenty-five.

6

TREY STINNETT: 25K. If you have an $11,000

7

limit, how much could you ask for? Thirty-three. You

8

guys can make the call on that. So we will give you a

9

script for that later if you want to do it. My

10

recommendation, you do it every six months, and when

11

you have them on the phone, after you get them to

12

raise your limit, the next thing you say to them is,

13

and lower my interest rate and waive my annual fee.

14

Once you get them to do all three of those

15

things, you hang up, and then you call them back again

16

the next year, okay? Do it about once every six

17

months to a year. They're only going to waive the

18

annual fee once a year, because there's only -- it's

19

an annual fee, not every six months. But you call

20

them about every six months and you have them raised,

21

and the reason why we do it every six months instead

22

of just doing one card a month is there was a rule

23

passed in 2009 under the Fair Credit Reporting Act

24

that states -- I'll give you an example.

25

You guys ever go to borrow money to buy a car?
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You do that, right? I mean, you go to borrow money to

2

buy a car, they run your credit.

3

UNIDENTIFIED SPEAKER: Yeah.

4

TREY STINNETT: Okay, if you are going to

5

borrow money. So they run your credit with how many

6

credit -- with how many possible lenders?

7

UNIDENTIFIED SPEAKER: Several.

8

TREY STINNETT: Yeah, several, usually two to

9

five.

10

UNIDENTIFIED SPEAKER: Um-hum.

11

TREY STINNETT: So they give you five. How

12

many times did they just pull you credit? Five times,

13

man. You think that's going to affect your credit

14

score?

15

UNIDENTIFIED SPEAKER: Oh, yeah.

16

TREY STINNETT: It used to, but they passed a

17

new law in 2009 that as long as it's the same type of

18

line, so credit cards, home equity or home loans,

19

lines of credit, car loans, as long as it's the same

20

type, they consider it shopping. So it no longer

21

costs you points for every single pull, but it has to

22

all be done within seven days. So when I do my credit

23

cards, I have them raise them.

24
25

Now, you may say, okay, well, how many cards is
a good number to have? What do you guys think?
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UNIDENTIFIED SPEAKER: Three?

2

TREY STINNETT: I have 14, and my wife has 13.

3

So to me 27 seems like a pretty good number so far.

4

Some people say, like, what? How on earth do you

5

handle that much debt? I didn't say it all had debt

6

on it, and the answer to your question is, an Excel

7

spreadsheet. It's really not rocket science, okay?

8

So I manage all those cards because this is the way

9

you have to do it until you have access to and qualify

10

for business lines. You just have to use personal

11

until the business can show up for you.

12

The next part of your credit is going to be how

13

long you have had your credit, so your length of

14

credit. This was a problem for me when I got started.

15

I followed all the advice that my mentors had given

16

me. I think I mentioned two or three mentors today.

17

You guys know the value of mentors, but a lot of

18

people seem to think that a mentor is a single person.

19

In my experience, that has not been the case.

20

The primary mentor I had in my life was my

21

father. I think many of us can probably look back to

22

our parents as our original mentors, not everybody,

23

though. After that, it was, you know, the Dan guy,

24

and that was only good for one lunch. What I found

25

are mentors are people who come into my life at the
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moments that I need them to help me get to the next

2

stage in my life, right?

3

So sometimes it's a credit mentor. Sometimes

4

it's a foreclosure mentor. Sometimes it's a -- I can

5

literally think of 15 different real estate mentors

6

that I've had, many of which you guys will meet. So

7

it's pretty cool when you have different people. My

8

credit mentor is a man named Brent, and I emailed

9

Brent, and I said, hey, man, I do everything you guys

10

taught me, everything -- because they teach credit to

11

us -- everything you guys have taught, I've done it,

12

but I still don't have a 700 credit score.

13

He goes, send me CreditNav. So I went up to

14

creditnav.com, I pulled up my score, and I sent it to

15

him. Have you guys heard of CreditNav before? So if

16

you're dealing in the real estate industry and you

17

want to do flips, most hard money lenders, that's what

18

they look at, is CreditNav. It's also the same number

19

that you'll see if you go to get home loan.

20

Who has, like, freecreditreport.com or, like,

21

Credit Karma? Do you guys have that kind of stuff?

22

You do know that score's not accurate, right? Like,

23

if you go down to get a loan, you're like -- those are

24

not the same numbers. The number they come back out

25

of the loan office with, they're like, that's not what
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it was last time I looked. Now you can look on your

2

app. It's not the same. Sometimes it's off by a

3

hundred points.

4

UNIDENTIFIED SPEAKER: Oh, my God.

5

TREY STINNETT: And it's because it's not the

6

same type of pull, which I will get into here in a

7

second, but the short answer is, in 2009, they forced

8

the credit bureaus to have to give a free report every

9

single year, because remember those

10

freecreditreport.com commercials were out, the guy

11

with the guitar, F-R-E-E, that spells free,

12

creditreport.com, remember that? So -- but they

13

didn't require what would be in the credit report.

14

They just said you have to give a credit report once a

15

year. So they give you kind of a bare bones credit

16

report, and they leave out the stuff that lenders

17

actually look for sometimes, so the score's off.

18

The only way to know you're getting an accurate

19

credit report is to pay for it, okay? So you can go

20

to Experian, Equifax, TransUnion. They each will

21

charge you about 15 bucks. I use CreditNav, it's 30

22

bucks a month. I think maybe Amber has like a

23

discount code or something for you guys that you can

24

use. Oh, I lost my screen. There we go.

25

Okay, so I emailed Brent. I was, like, dude,
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what's going on here? Here's my CreditNav. He looks

2

at it, emails me back. He goes, I see the problem.

3

You're too young. And I was, like, what? He's,

4

like -- he's, like, you're only 20 years old -- I

5

think I was 21 at the time. You're only 21 years old,

6

like, you don't have enough credit because you only

7

have three years of history.

8

UNIDENTIFIED SPEAKER: Yeah.

9

TREY STINNETT: And I was, like, but it's three

10

perfect years of history. He's, like, they are

11

looking and comparing you to people that have had 30

12

years of history. Three years isn't enough. He goes,

13

just wait a few years, and you'll get up there. And I

14

was, like, I don't like being told to wait. Everybody

15

with me on that, right? I said, is there another way?

16

And this is the power of mentors. He said, yes, there

17

is. Call me.

18

So I called him, and he explained to me the

19

following. I picked up the phone and called my

20

grandmother after I hang up with him. She picks up

21

the phone, she goes, hey, baby, how's it going? I

22

said, good, how are you? She goes, great. What do

23

you need? I said, how did you know I needed

24

something? She was, like, because you called me,

25

because I'm a bad grandson.
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Do you have any old credit cards you're hanging

1
2

around that you're not using? I'm asking her like

3

it's a pair of old shoes or something, right? She's,

4

like, what are you doing? I was, like, I was just

5

wondering if you have a card that you don't use. She

6

goes, why? I said, I'm working on my credit score. I

7

wanted to see if you'd be willing to add me to one of

8

your credit cards. She goes, if I do that, I have to

9

do it for your other six cousins as well. I was,

10

like, no, you don't. I'm your favorite. Come on,

11

right?

12

And she goes, why are you doing this? I said,

13

well, it's going to increase your credit score. She

14

goes, well, how do I know you're not just going to go

15

run up a bunch of money on here and leave me with the

16

bill? I said, you know I'd never do that, just for

17

your peace of mind, have a card sent to your house and

18

cut it up. I don't even need it. I just want it on

19

my credit report. She goes, okay, well, I have a

20

Discover card here. I said, when did you open it?

21

She goes, '75. I was, like, perfect. So she adds me

22

to her credit.

23

Next thing I know, I look at my score, poof,

24

I'm like a 720, and I was, like, that's amazing. I

25

look at my oldest item on my credit report -- now, my
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parents opened me in 1985, by the way -- so I look at

2

that, and it was a 31-year-old credit item on a

3

21-year-old's credit score, all right? So where

4

there's a will, there's a way, all right? So those of

5

you with adult children, add them to your credit now,

6

help them build up credit, okay? Don't tell them that

7

you did it. Don't show them that they have a new

8

card, but you can start to develop credit for your

9

children as well. It's a very powerful way to

10

(inaudible) credit.
The next one is new credit. If you're

11
12

constantly out there looking for and asking for

13

credit, then they know that. This is what I was

14

talking about earlier with the hard pulls and the soft

15

pulls, right? So if there's hard pulls on your

16

credit, then -- do you guys know the difference

17

between a hard and a soft pull? You guys heard that

18

before?

19

UNIDENTIFIED SPEAKER: No, un-huh.

20

TREY STINNETT: Okay, so a hard pull is when

21

you're asking to borrow money from somebody else,

22

okay? So let's say that you call up a bank, you call

23

up a credit card company, something like that, you

24

say, hey, I want to borrow some money. They say, all

25

right, let me pull your credit. That's going to be
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what's called a hard pull. They're going to -- it's

2

going to cost you money to do that.

3

Let's see here. My slides are, like, locking

4

up on me. There we go. A soft pull is when somebody

5

looks at your credit and they're not trying to

6

preapprove you for money. So either you're looking at

7

your own credit or -- there we go -- either you're

8

looking at your own credit or they pull it without

9

your permission, okay? Now, do people pull your score

10

without your permission?

11

UNIDENTIFIED SPEAKER: Sometimes.

12

TREY STINNETT: All the time. Who gets those

13

preapproval letters from them? They pulled your

14

score. It will even show up as an inquiry on your

15

credit, but it doesn't affect you because you didn't

16

ask for it, okay? So you want to have as few of these

17

as possible, okay, but don't freak out about them.

18

Some people get so mortified about credit pulls. It's

19

only 15 percent of your score, okay?

20

So that means it's typically about three to

21

five points that it's going to cost you every time

22

that you pull your credit, okay? So be cautious about

23

it, do it inside the seven-day window, but after about

24

six months, it goes away. If you haven't asked for

25

something in six months, typically, it's not going to
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affect your score anymore, and it will come back up to

2

where it was before.

3

And then, finally, types of -- we just did

4

that. Here we go, types of credit. Different types

5

of credit affect your score differently. Now, we said

6

earlier that the whole point of your credit score is

7

to determine how creditworthy you are. If you are in

8

the unfortunate event of losing a job or something

9

like that, how long could you pay your bills? That's

10
11
12
13

the ultimate question.
Could you guys make sure Amber is going to be
here in a couple months? She's right there? Okay.
So the types of credit used is going to

14

determine about 10 percent of your score. So they

15

want to know, if you lost your job and you have

16

$200,000 available on credit scores and you make 50

17

grand a year, how long could you last? Four entire

18

years. If you lost your job and you followed the Dave

19

Ramsey method and had zero credit cards, how long

20

could you last? Good luck, right?

21

You are going to have to scrap and hustle and

22

find some money to put some stuff together. So the

23

way they look at it is, if they have available

24

capital, it's there in the event that they need it,

25

okay, but not all capital is necessarily available
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2

just because your balance is below your limit.
For example, you borrow 60 grand to go buy a

3

car, you pay $20,000 off on that car, you only owe 40,

4

but can you use the other 20 for anything? No. You

5

just paid the car down. You can't go back to the car

6

company and be, like, hey, can I have that 20K again?

7

No, not unless you're buying a new car and we get you

8

a new loan. Make sense?

9

So that is what is called an installment loan,

10

cars, houses, things like that are installments.

11

Revolving credit is better for your credit score.

12

What is a revolving credit example?

13

UNIDENTIFIED SPEAKER: Credit cards.

14

TREY STINNETT: Credit cards? Lines of credit?

15

Home equity lines of credit? However, not all lines

16

of credit are usable. For example, that Nordstrom

17

card, where can I use it?

18

UNIDENTIFIED SPEAKER: Nordstrom.

19

TREY STINNETT: I can only use it at

20

Nordstrom's. That thing doesn't help me at all. Now,

21

it's not on my credit score because it's just a gift

22

card, but does Nordstrom make -- produce a credit

23

card? They do. I don't have it, because it doesn't

24

help my credit score. If I used it, it doesn't do

25

anything for me. Maybe it affects my payment history,
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but it doesn't affect my balance-to-limit ratio at

2

all. I would rather have a $5,000 Visa card than a

3

$5,000 Nordstrom card, okay? Does that make sense?

4

UNIDENTIFIED SPEAKER: Um-hum.

5

TREY STINNETT: Because if you think about it,

6

you have to be able to use it for other things besides

7

that. Could you use a Visa if you had to to pay your

8

rent, pull money out of it, cash advance, something

9

like that?

10

UNIDENTIFIED SPEAKER: Yep.

11

TREY STINNETT: Pay for your groceries? You

12

could. Can you use a Victoria's Secret card to pay

13

for your rent? I guess that depends on your landlord,

14

but you can't pull cash out of it, okay? If you can't

15

pull cash out of it, then it doesn't count as a

16

positive toward your credit score. So I'm not

17

necessarily saying you need to go cancel all of those

18

cards, but if you have department store cards, just

19

pay them off and don't use them anymore, okay?

20

Home Depot, you can only use that card at?

21

UNIDENTIFIED SPEAKER: Home Depot.

22

TREY STINNETT: Home Depot. So should you get

23

a Home Depot card? Absolutely. Because what business

24

are we in?

25

UNIDENTIFIED SPEAKER: Rehabbing.
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TREY STINNETT: Real estate. You have got to

2

go buy shingles and stuff like that. It costs you

3

money. Finance it on the Home Depot card. So it's

4

not, again, all about credit score. It's also about

5

making money, and if the credit is only going to cost

6

me 10 percent to have the Home Depot card, but it

7

helps me be able to get a deal done, okay, that works

8

fine for me.

9

So these are kind of the elements that go into

10

your credit score. To know where you are and stuff

11

like that, I actually am going to be passing the mic

12

over to Amber. I want to bring her up here, but

13

before I do that, any questions on the credit side of

14

the business and how that operates? No questions?

15

I must be the world's best teacher. I have no

16

questions right now. Yeah. Okay, all right. If you

17

would, please, Amber, come up here, young lady, and if

18

everybody else would please put your hands together

19

for the lovely Ms. Amber Guzman.

20

(Applause.)

21

AMBER GUZMAN: All right. This is a pretty

22

exciting topic, right, for some of you. For some of

23

you, maybe not. Maybe it's been a little bit of an

24

anxious topic, credit and building credit and scores

25

and money. Really important, really important for
For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dulles, VA
Day 1 - April 20, 2018

EX 5, p. 394

Case 2:19-cv-00713-DAK-EJF Document 12-4 Filed 09/30/19 Page 396 of 417
395
1
2

this business.
Although we have a lot of creative strategies

3

for you to use other people's money, credit is still

4

very important, and what I'll -- what you'll find with

5

this next exercise that we're about to do is that some

6

of you will think, you know what, I've got an 8, an

7

830, 840 credit score, and when you do this

8

assignment, you are going to be surprised to find that

9

it maybe isn't quite as high as you thought it was,

10

that maybe there's some little tweaks that we can

11

still make to increase it, and then others, we hear

12

every weekend that we do this, you know what, my score

13

is going to be terrible, I have made some mistakes in

14

the past, I've looked at my score already, and it was

15

a lower number, and, again, because of where we're

16

gathering this information from, many times we find

17

that their scores are a little higher than they

18

expected.

19

So what the purpose of this is, besides the

20

fact that, of course, it's going to help you get

21

deeper discount interest rates on loans for your life

22

in the future, we've talked a little bit about the

23

funding that you've been given for being here, right?

24

UNIDENTIFIED SPEAKER: Um-hum.

25

AMBER GUZMAN: So 100 percent funding for
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1

wholesale deals that you do, which for many of you,

2

that's going to be the first few deals that you do,

3

and then we have the rehab deals. We have 70 to 80

4

percent funding for purchase and rehab costs for these

5

rehab deals. Well, that's amazing, right? Other than

6

we still have to come up with that remaining 20 to 30

7

percent.

8
9

So with that 20 to 30 percent, on the first
deals that you do, we still don't necessarily want you

10

to take that money out of your home equity lines of

11

credit, out of many of these different avenues, and

12

the reason is because you're just getting started. We

13

want you to have confidence. We want you to know what

14

it is that you're doing. We want you to not be

15

putting your credit, your resources at risk.

16

Now, again, when you have systems and

17

organization in place, you have a plan A, you also

18

have a plan B, C, and D, so that if something doesn't

19

quite go the way you expect it, you're still not

20

necessarily at the risk that someone doing this out

21

there on their own would be.

22

So we practice using the gap funding for these

23

rehab deals, for that 20 to 30 percent, but as you've

24

heard Trey already talking about, that money is pretty

25

expensive, right? What were some of the numbers? Do
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1

you recall him mentioning? Sixty, six -- yeah,

2

sometimes -- sometimes they will even charge you 50

3

percent of your profit to lend you that money;

4

however, is it worth it for us to do that for the

5

first maybe one or two deals that we do? It's worth

6

it, right? I mean, if we're still going to make a 15,

7

20, $25,000 profit, and we didn't necessarily have the

8

money to do that deal, well, thank you for being

9

willing to put that money at risk for us.

10

However, over time, you're going to realize

11

that $17,000, $25,000, large chunks of your profit are

12

disappearing because you've got to keep borrowing

13

other people's money to be able to do these deals. So

14

the big purpose for this next piece is so that after

15

that first rehab that you do, after that second rehab

16

you do, you have the ability to be the bank with your

17

own resources so that you can take back those chunks

18

of profit that you're losing by having to use all of

19

these other money sources.

20

So, again, it's not something that we

21

necessarily want you to jump in and start using for

22

the deals that you're doing right away; however, we

23

want you to start practicing with this money now. We

24

want you to start acquiring this money now. So our

25

goal for you, for many of you this weekend, is going
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1

to be to work towards getting 50, 150, some of you

2

even up to $300,000 through multiple different routes

3

of liquid funds that you could have available at one

4

point or another, potentially for deals or potentially

5

just knowing that you have that ability there. So

6

that is what we're doing right now.

7

Trey, tomorrow, is going to show you a money

8

movement strategy, which is amazing, because it's

9

going to show you -- well, number one, some of the

10

avenues that we're going to teach you about now are

11

going to be zero percent, but what he's going to show

12

you is that some of you have these resources already,

13

and in the future, you're going to have resources that

14

have interest on them. And with these strategies that

15

he's going to show you, it's how you can do many a

16

rehab, not make -- not be able to pay off a balance

17

for maybe a four-month or maybe even a six-month

18

period of time if you're in the middle of a large

19

rehab, and how you can actually get away with not

20

making minimum payments, not making interest payments

21

out of your personal profit during that period of

22

time. So it's pretty exciting.

23

Okay. So a couple other things before I have

24

you do this assignment is we are also going to be

25

sitting down doing consultations with every one of
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you. You've filled out the financial game plan

2

earlier on. Everyone in this room is going to be in a

3

completely different situation. There are going to be

4

some of you that when we start looking at, okay, we

5

are going to get a credit report, we are going to see

6

exactly where you are right now, and we are going to

7

do this because some of you are going to need some

8

support and advice and tweaking and building and

9

growing that score. That's perfect. We have all been

10
11

in that place once upon a time.
Others of you are going to have amazing credit

12

scores, and it's going to be a matter of, okay, now,

13

do you really know what to do with that credit score?

14

And let's start showing you how to allow that money to

15

work for you, because the other purpose of this class

16

is eventually you're going to want to be the bank.

17

Eventually, you're really going to want to know how do

18

I make money by allowing my money to work for me? And

19

that's what the -- really the big picture here is.

20

So for some of you, it's going to be showing

21

you how to get that money working for you and, again,

22

building multiple streams. So everyone's going to be

23

in a different spot. We will start going through that

24

information tomorrow, but this exercise is going to

25

allow us to find out what we need to do to help you
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1

build or, for some of you, it's going to be a

2

congratulations. You've got 40, $50,000 at zero

3

percent interest; you've got 70, $80,000 at zero

4

percent interest. We've even seen people go up to

5

120, 150,000, zero percent interest. So regardless of

6

where you are in the spectrum, it's an exciting

7

process.

8

So a little bit about this before we hand out

9

the sheet. This is going to be a soft pull. So this

10

does not affect your credit negatively by finding out

11

your three credit reports, your scores. So it is

12

going to be from all three bureaus. It is going to be

13

the most accurate score that you can get, and even if

14

you already know what your score is or you have

15

different reporting agencies supporting you, we still

16

want you to do this anyway because there is also a

17

potential for funding attached to this. Again, that's

18

funding that we want you to start building for future

19

deals that you do.

20

Now, once you get this preapproval that does

21

not affect your credit, it is still your choice at

22

that point if you actually would like this funding or

23

not. So that's another thing that when we sit down

24

and talk with you, some of you, depending on your

25

score and your resources, we might say, you know what,
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there might be other avenues that are even more

2

effective for you. Others, we're going to say,

3

awesome, take this -- this funding source and run with

4

it. Some of you are going to have partners in the

5

room or partners at home that are doing this as well,

6

and you might both have approval or maybe one of you

7

does and one of you doesn't. We're going to have

8

different game plans on what suggestions are best for

9

you there.

10

So I think we're ready to have you do this

11

assignment. We're going to start handing out a sheet

12

for you to go through the steps, but anyone who has

13

their cell phones, you can do this with your cell

14

phones. We have got a few -- a few computers in the

15

back of the room for internet as well, and this is

16

going to be just a quick assignment to see where

17

you're at.

18

Okay. So anyone who needs an access code to

19

the internet, you can go onto Marriott Conference, and

20

the access code is 1820, 1-8-2-0, and then anyone who

21

doesn't have their phones with them or would like to

22

use one of our computers in the back, we can help you

23

with that also.

24
25

And then I'll kind of walk you through this
process as well, because I do have a promo code that's
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1

going to allow this to be a dollar service. So they

2

are going to require $1 to find your credit score for

3

all three bureaus. There's going to be a place to put

4

in a password. On this sheet, it shows password one.

5

You will want to use that password when you are

6

creating your password -- your log-in and password.

7

So let me know when you guys get to that point.

8

What you should see, once you have access to the

9

internet and you go on to creditnav.com -- I know it

10

takes just a second to get through the internet, but

11

let me know when someone's been able to get on to the

12

creditnav.com.

13

Yeah, awesome. Okay, for those of you who are

14

now on CreditNav, you are going to click the little

15

green button, "Get My Scores," and then it is going to

16

have you fill in your personal information. Then at

17

the bottom, it's going to say "Get My Scores," and

18

then it's going to take you to the page that's going

19

to require the $1, and that's where you're going to

20

create your user name, and you're going to use this

21

password one and put in your promo code.

22

And all of us are going to be walking around to

23

help you out if anybody needs support getting online

24

or with any of the --

25

UNIDENTIFIED SPEAKER: Does this need to be
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1

spelled out? (Inaudible).
AMBER GUZMAN: You might want to open up

2
3

another tab possibly, and I can get another computer

4

out for you as well.

5

UNIDENTIFIED SPEAKER: Okay.

6

(Off-mic conversation.)

7

AMBER GUZMAN: Okay. This computer is moving

8

pretty quick, so use this one.
Okay (inaudible).

9

UNIDENTIFIED SPEAKER: (Inaudible) my score

10
11
12

now?
AMBER GUZMAN: Okay. So you have filled out

13

the top portion with your address and personal

14

information.

15

UNIDENTIFIED SPEAKER: Yep.

16

AMBER GUZMAN: You are going to click "Get My

17

Score" again, after the first time, and this is where

18

you are going to enter in your user name and your

19

password, the trial code.

20

UNIDENTIFIED SPEAKER: What's the trial cord?

21

AMBER GUZMAN: The trial code is on that sheet

22

that you just had. It is -- (inaudible) will tell

23

you. It is Trial618.

24

UNIDENTIFIED SPEAKER: Yep.

25

AMBER GUZMAN: And I hear that if you use all
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1

capital 618, the same as the paper, that it will go

2

through. From time to time, I have had people just do

3

capital T, lower case trial, and it's worked there as

4

well. So you should be able to do either/or.

5

(Off-mic conversation.)

6

AMBER GUZMAN: Or we can have someone else put

7

it on.

8

UNIDENTIFIED SPEAKER: I have a question.

9

AMBER GUZMAN: So trial code here and you were

10

able to -- let's see, you were able to create your

11

user name, and then you can put password1 for the

12

password. Awesome. And then once you put this

13

information in (inaudible), $1, and then (inaudible).

14

UNIDENTIFIED SPEAKER: (Inaudible).

15

AMBER GUZMAN: You do. You will have to put

16
17

either a credit or a debit for the $1.
So the $1 charge, it's $1 for your free credit

18

bureau reports. Once you go through this, you're

19

going to be able to save a PDF, so you are going to be

20

able to see your whole full report. Now, this site,

21

similar to some of the other sites out there that will

22

do credit review for you, you have the ability to keep

23

this site for longer term, and they'll send you a text

24

message or email you or let you know monthly what your

25

credit score is.
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For some of you, you might want that. For

2

others of you, you don't need it. That's fine. It's

3

only a $1 charge. If you choose you want to have it

4

longer, I think it's $19 a month. There's information

5

at the bottom to cancel. You don't need to do that,

6

and we can also remind you and help you with that this

7

weekend.

8

Oh, Kyle.

9

(Off-mic conversation.)

10

(Music.)

11

AMBER GUZMAN: Who here has finished and been

12

able to see what their credit score is yet? We've got

13

a couple. So after you get the chance to put the $1

14

in and the trial code, after that, it's going to ask

15

for, like, any years of auto loans you might have

16

purchased or a personal loan. It's just making sure

17

that it's picking the right person.

18

Okay. By show of hands, who has gotten past

19

the trial code screen, user name, password in, and

20

debit card? Who's on to the third part? Who's still

21

stuck in the first or the second section?

22
23
24
25

UNIDENTIFIED SPEAKER: So we just put the 618
in or the word trial?
UNIDENTIFIED SPEAKER: Yes, you want to type in
"trial" as well. Trial is (inaudible).
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1

UNIDENTIFIED SPEAKER: Okay.

2

AMBER GUZMAN: Okay, you're coming along.

3

(Inaudible).

4

UNIDENTIFIED SPEAKER: (Inaudible.)

5

AMBER GUZMAN: Awesome.

6

(Off-mic conversation.)

7

(Music.)

8

UNIDENTIFIED SPEAKER: (Inaudible).

9

UNIDENTIFIED SPEAKER: You're okay.

10

UNIDENTIFIED SPEAKER: If you're here with your

11

partner or you're married, I highly recommend you guys

12

(inaudible) double the money (inaudible).

13

UNIDENTIFIED SPEAKER: You can log out.

14

(Off-mic conversation.)

15

UNIDENTIFIED SPEAKER: Hey.

16

UNIDENTIFIED SPEAKER: Yeah, I think we're

17

supposed to (inaudible) password in.

18

UNIDENTIFIED SPEAKER: Okay.

19

(Off-mic conversation.)

20

UNIDENTIFIED SPEAKER: (Inaudible).

21

UNIDENTIFIED SPEAKER: (Inaudible) Howard

22

County under contract right now.

23

UNIDENTIFIED SPEAKER: Gotcha.

24

UNIDENTIFIED SPEAKER: Unless it's commercial

25

(inaudible).
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UNIDENTIFIED SPEAKER: Sure, yeah. It's a

2

quarter-acre lot. We had two buyers right now. It's

3

like the problem is the next-door neighbor, the house

4

is just in disrepair, too. So whoever buys that

5

property (inaudible) foreclosure, buy that one, then

6

we can sell ours to the same buyer, half-acre, and

7

that someone (inaudible). (Inaudible). We have this

8

one for 62, so I think we just have to kind of sit

9

(inaudible) the next-door neighbor (inaudible) 150 for

10
11
12

the two -AMBER GUZMAN: Okay, how's everyone doing?
Who's still stuck before the third step?

13

(Music, off-mic conversation.)

14

AMBER GUZMAN: Okay. Who needs any more time?

15

Are we good? Are we ready to move on?

16

(Music, off-mic conversation.)

17

AMBER GUZMAN: Are you doing okay?

18

MS. BAZAN: I'm fine.

19

UNIDENTIFIED SPEAKER: (Inaudible).

20

AMBER GUZMAN: There you go. See, all

21
22
23

(inaudible).
UNIDENTIFIED SPEAKER: Yeah, I got the first
one. Let's see (inaudible).

24

(Off-mic conversation.)

25

(Music.)
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1

(Off-mic conversation.)

2

TREY STINNETT: Does anybody still need more

3

time to finish up the exercise, because -- you do?

4

One? Two? All right.

5

(Music, off-mic conversation.)

6

TREY STINNETT: We've wrapped up, fantastic.

7

If you're still working on it, go ahead and finish it

8

up, but I do want to make sure that we get wrapped up

9

on time. So thank you, Amber, for walking everybody

10
11

through how to do that.
So I know CreditNav charges you 30 bucks or

12

whatever a month. You can cancel it after 48 hours.

13

So they will let you cancel it, Monday, Tuesday-ish,

14

but if you forget to do that, they will notify you,

15

like, at 13 days to cancel it. So do that. But you

16

do need to make sure you're monitoring your credit

17

score. So I would say probably every six months, when

18

it's time for you to do this again, whenever you want

19

to get limits increased or whatever on your cards, go

20

ahead and pull your CreditNav again. It might cost

21

you 30 bucks, but at that point, you're already in the

22

business, if you've got $30 problems, man, I don't

23

even know what to talk to you about, okay?

24
25

All right. So I left my clicker back there
again. Don't worry about it, I don't need it, we'll
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2

wrap up.
All right. So let's talk homework. Oh, did

3

you guys think you weren't going to have homework?

4

Oh, sorry/not sorry. All right, so your homework

5

tonight, number one is to do the credit work in

6

CreditNav. So we're going to, before you leave today,

7

please go ahead and see Amber and see Derrick and see

8

Kyle in the back of the room. They are going to give

9

you guys your homework sheets.

10

One of those is going to be instructions on how

11

to actually be able to get the credit card companies

12

to raise your credit limits and your interest rate.

13

Now, let me just give you a couple really quick pieces

14

of advice. If you're ever calling a credit card

15

company and you are asking them to raise your limit --

16

please look up here real quick so you all get this --

17

if you're asking to raise your limit, they are going

18

to ask you what it's for, okay?

19

Don't tell them it's to buy a house, okay?

20

They don't like to give you credit for that. They

21

would rather you go through a different department.

22

The second thing they're going to ask you, how much

23

money you want. I already told you, three times or

24

five times. The third thing they are going to ask you

25

is how much money do you make. Why are they asking
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1

you that? They want to know if you're going to be

2

able to pay it back.

3

So before you answer that question with how

4

much you made last year, please tell me this. With

5

what money are you going to pay back any new debt that

6

you take on on your credit card to do a deal? What

7

money are you going to use to pay it back?

8
9
10

UNIDENTIFIED SPEAKER: The money we make off
our deal.
TREY STINNETT: The money you make off your

11

deals. So when they ask you what your income is, do

12

not tell them, oh, I made 30 grand last year, like,

13

doing people's hair, okay? Tell them how much you're

14

going to make this year as a real estate investor,

15

okay? So a good rule of thumb there would be about a

16

100K more than you did last year. Just know that if

17

you do over about 150, they are going to ask for

18

documents. So if you want it to be a no-doc loan,

19

then around 150 is a pretty good answer for that,

20

okay? We are not lying. We are projecting. Do you

21

understand? Break the rules but not the law.

22

Number two, you are going to have the seven

23

whys homework. So I shared with you a little bit

24

earlier my story and how things kind of changed for me

25

when I got back from the Summit, finding out that my
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1

dad had cancer, and my life before that, of course,

2

was to have a fancy lifestyle, but once that happened,

3

it changed my life.

4

Have you guys heard of Simon Sinek's book,

5

Start with Why, or seen his TED Talk, The Power of

6

Why? He talks about the greatest companies in the

7

world, people from Apple to Microsoft to Google and

8

why they're so successful, and it turns out it's not

9

what they do that makes them so successful. It's why

10
11

they do it.
When you're able to understand your deepest

12

"why," your reason for what you're doing, the reason

13

you're going into any endeavor, taking on any risk

14

action or starting any business, when you understand

15

that deepest "why," it allows you to kind of get over

16

the hurdles better. When you get a phone call from

17

your realtor that says that, yet again, on your ninth

18

offer, you have been rejected, you don't give up

19

because you remember why you're doing this.

20

So what we have tonight, we are going to be

21

giving you guys a homework sheet called "The Seven

22

Whys." This was an idea that was actually created by

23

Sakichi Toyoda. I can't remember exactly his first

24

name, but it was the founder of the Toyota company in

25

Japan. And what he did was any time that there was a
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1

problem on the assembly line, they would halt the

2

whole assembly line, and they would ask the question

3

"Why?" five times?
Why did that happen? It happened because this

4
5

belt blew out. Why did that belt blow out? Because

6

it was old and too thin. Why was it old and too thin?

7

Because the maintenance guy didn't replace it. Why

8

didn't the maintenance guy replace it? Because he

9

wasn't trained to do so. Why wasn't he trained to do

10

so? Because it wasn't in the training manual. So

11

what do we need to fix? The training manual, not the

12

rubber thing that could blow out again six months from

13

now.

14

So being able to dig down into that, we have

15

now applied that as a business philosophy. So tonight

16

we're going to ask the question, why do you want to be

17

a real estate investor? When you dig down seven times

18

answering that question -- give yourself a good 20

19

minutes to do this exercise, if not 30 -- you will

20

find that core "why" might be something you never

21

expected it to be. I surely believe if I would have

22

done that before I ever got into this business, that

23

my perspective would have been something looking a

24

whole lot more like legacy and a lot less like wanting

25

to have a fancy car, okay? So dig into it, and you'll
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2

find what your answers are.
And number three, I want you guys to read a

3

book tonight, the entire book. It is called Who Moved

4

My Cheese?, and has anybody read this book before, Who

5

Moved My Cheese? If you have read it before, read it

6

again and get a refresher. It is time to do that

7

again. The book is about this big (indicating), okay,

8

so you could read the whole thing in, like, one

9

sitting if you have had a lot of fiber today, if you

10
11

know what I'm saying.
If you're lazy, you could also go to YouTube,

12

and they have a synopsis video on it. If you can't

13

make it to a bookstore, you can also get it on -- is

14

it Kindle? -- or if you would like to just cheat and

15

get it for free, you can go to Google, and you can

16

type in "who moved my cheese" --

17

Who...moved...my...cheese -- .PDF -- and that will

18

give you all the information and you can read through

19

it. So you can watch the video, you can read the

20

book. What's better, reading or watching the video?

21

UNIDENTIFIED SPEAKER: Reading.

22

TREY STINNETT: The book is always better than

23

the movie. You guys already know this. So read the

24

book tonight. Then the last part of your homework, we

25

have this advanced training brochure. It has a
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picture of Tarek and Christina on the front of it.

2

This is everything our company has to offer for those

3

of you that may want to continue working with us after

4

this.

5

To reduce the numbers of questions that we get

6

about this throughout the weekend, if you could just

7

read over this tonight, kind of in your free time, I

8

would appreciate that. And other than that, tomorrow,

9

we are getting started in the morning at 9:00. Those

10

doors will open at 8:30, just like they did today.

11

Some of you should already have your appointment cards

12

for the team tomorrow. So I'll be down here bright

13

and early, bushy-tailed, something like that, drinking

14

some coffee probably, and I'll look forward to seeing

15

you tomorrow.

16

One last thing before you go, Tarek and

17

Christina do know how many people are out here, and

18

they know that typically our Fast Start Boot Camps and

19

our Summit events do fill up, and we have four of

20

these events going on right now across the country

21

this weekend. So I know we haven't really gone over

22

what our different packages are, what we offer and

23

stuff like that, and we're not really looking for a

24

commitment tonight. They are just trying to get a

25

head count of how many people might be interested at
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all or have any inkling at continuing to work with us

2

after this weekend. So if that's you -- Kyle, do we

3

have the interest list back there?

4

KYLE: Yes, we do.

5

TREY STINNETT: Okay. So if that's you, we

6

have an interest list at the back. So whenever you

7

grab your homework stuff tonight, go ahead and fill

8

your name down on the interest list. It does two

9

things for them. One, it gives them a head count.

10

And, two, well, if you're saying you might be

11

interested in doing more, this must mean I'm doing a

12

good job, so that makes me look good. So even if

13

you're doing it just to make me look good, go ahead

14

and put your name on the interest list on your way

15

out.

16

Other than that, I will see you guys tomorrow

17

morning, 8:30 a.m., and we'll get started at 9:00.

18

Thank you.

19

UNIDENTIFIED SPEAKER: Thank you.

20

(Applause.)

21

(End of recording.)

22
23
24
25
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1

P R O C E E D I N G S

2

-

3

MS. BAZAN:

-

-

-

-

My name is Maria Bazan.

I am an

4

honors paralegal from the Federal Trade Commission.

5

Today's date is April 21st, 2018, and it's currently

6

7:45 a.m.

7

Marriott located at 45020 Aviation Drive in Dulles,

8

Virginia.

9

real estate elevated 3-day real estate seminar.

I am at the Washington Dulles Airport

I will be attending the second day of the
I am

10

doing an undercover recording as

11

Today's event is scheduled to begin at 9:00 a.m.;

12

however, I will be meeting with Amber Guzman, one of

13

the real estate elevated speakers for a one-on-one

14

appointment at 8:00 a.m.

15

(Pause while entering.)

16

MS. BAZAN:

17

UNIDENTIFIED MALE:

18

MS. BAZAN:

19

UNIDENTIFIED MALE:

20

MS. BAZAN:

21

.

Hi.

Good.

What's going on?
How are you?
Doing well.

You were in the first seminar that

I went to, right?

22

UNIDENTIFIED MALE:

23

MS. BAZAN:

24

UNIDENTIFIED MALE:

25

MS. BAZAN:
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1

UNIDENTIFIED MALE:

2

MS. BAZAN:

3

UNIDENTIFIED MALE:

4

6

UNIDENTIFIED MALE:

9
10
11

Yeah, I was on Wednesday.

We decided we came back and we went to Springfield.
MS. BAZAN:

8

Wednesday?

Wednesday, yeah.

5

7

Friday?

Okay.
So, yeah.

Yeah.

Are you

excited to join?
MS. BAZAN:

I am.

It's going to be

interesting, for sure.
UNIDENTIFIED MALE:

Have you ever done real

estate before?

12

MS. BAZAN:

Never.

13

UNIDENTIFIED MALE:

14

MS. BAZAN:

15

UNIDENTIFIED MALE:

Never?

Not even -- no, not even close.
It's fun.

It's sort of --

16

don't look at it as more as an obstacle, look at it as

17

-- more as a game.

18

MS. BAZAN:

19

UNIDENTIFIED MALE:

20

Okay.

will help you a lot.

UNIDENTIFIED MALE:

22

MS. BAZAN:

23

UNIDENTIFIED MALE:

25

And that

You'll agree with me.

21

24

When you begin.

How you doing?

Good, how are you?
Look at it as more of a

game instead of a -UNIDENTIFIED MALE:
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1

UNIDENTIFIED MALE:

I told her to look at it

2

just because it's easier, because we call upon a lot

3

of people, and we -- we get everything.

4
5

UNIDENTIFIED MALE:
though.

6

MS. BAZAN:

7

UNIDENTIFIED MALE:

8

You can process this form,

Okay.

That's good to know.
Once you get that first

deal and say, ahh, yeah.

9

UNIDENTIFIED MALE:

Well, we haven't felt that

11

UNIDENTIFIED MALE:

No.

12

UNIDENTIFIED MALE:

We have a couple under

10

yet.

13

contract right now, but we're still waiting on

14

closing.

15
16

UNIDENTIFIED MALE:

How long have you been in

real estate?

17

MS. BAZAN:

Two days.

18

UNIDENTIFIED MALE:

19

MS. BAZAN:

20

UNIDENTIFIED MALE:

21

KYLE:

22

UNIDENTIFIED MALE:

23

KYLE:

24

AMBER GUZMAN:

25

KYLE:

Two days?

Including today.
That's awesome.

Guys, how are you?
Good, good, good, good.

How are you doing this morning?
Doing well.

Doing well.

What's going on?
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1

MS. BAZAN:

See you guys.

2

UNIDENTIFIED MALE:

3

MS. BAZAN:

4

AMBER GUZMAN:

5

MS. BAZAN:

6

AMBER GUZMAN:

What was your name?
.

Hi.

Good morning, how are you?

How are you, Amber?
Well, if you want to sit down

7

with some of your things and take your seat and I'm

8

ready to sit down with you right after.

9
10

MS. BAZAN:
down.

11
12

Sure, let me just put my stuff

AMBER GUZMAN:
matter of fact.

Maybe a few years.

13

KYLE:

14

AMBER GUZMAN:

15

KYLE:

16

MS. GUZMAN:

17

It's been quite a while, as a

Ageless.
It is ageless.

I feel like it's an old friend.
I know, man.

How are you, Armigen

[phonetic]?

18

All right.

Oh, I like your shirt.

19

MS. BAZAN:

Thank you.

20

AMBER GUZMAN:

21

Are those

Sperry?

22

MS. BAZAN:

23

AMBER GUZMAN:

24

MS. BAZAN:

25

Oh, and your skirt.

I'm not sure.
I really like it.

They're Keds, apparently, they're a

gift from my mom.

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

EX 6, p. 7

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 9 of 439
8
1

AMBER GUZMAN:

2

MS. BAZAN:

3

AMBER GUZMAN:

Well, they're --

They're very comfortable.
Yes.

Those are actually the

4

shoes that I wear pretty frequently when I dress like

5

that.

Let's see here.

6

MS. BAZAN:

7

AMBER GUZMAN:

8

MS. BAZAN:

9

It was nice.

AMBER GUZMAN:

MS. BAZAN:
in Southwest.

AMBER GUZMAN:

15

MS. BAZAN:

16

AMBER GUZMAN:

20

So I just -- I took the Metro back.

MS. BAZAN:

Good for you.

Did you go --

I ordered in and just went straight

to bed.
AMBER GUZMAN:

21

you do your "why?"

22

MS. BAZAN:

23

AMBER GUZMAN:

24

MS. BAZAN:

25

Oh, nice.

stop anywhere for dinner or just go straight over?

18
19

And how far is your drive from

So I'm staying at a friend's house

14

17

I went back home,

here?

12
13

How was your evening?

slept.

10
11

Sure.

So no homework last night?

Did

I did the "why."
Good.

I -- so the credit card that I

have, I have my parents as my cosigners.
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1

AMBER GUZMAN:

2

MS. BAZAN:

3

So I tried to get them on board

with this, and they were not on board.

4
5

Okay.

AMBER GUZMAN:
tough.

They were not here, so it's

Yeah.

6

MS. BAZAN:

I mean, I got their perspective.

7

Like I can risk my credit, but I can't risk their

8

credit.

9

AMBER GUZMAN:

10

MS. BAZAN:

11

AMBER GUZMAN:

12

MS. BAZAN:

13

Theirs.

They're so close to retirement age.
Yeah.

Like I understand their perspective

on that.

14

AMBER GUZMAN:

Okay.

15

idea.

16

and what were their thoughts?

17
18

What did you -- what did you share with them

MS. BAZAN:

So I told them I was learning about

real estate.

19

AMBER GUZMAN:

20

MS. BAZAN:

21

So, like, give me an

Um-umm.

And that we were learning about

funding opportunities and ways to get started.

22

AMBER GUZMAN:

23

MS. BAZAN:

Um-hmm.

And that we were recommended that

24

we open credit cards, personal credit cards, now while

25

we get the -- sorry.
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1

AMBER GUZMAN:

2

MS. BAZAN:

The funding?

No, no, not the funding.

While we

3

got enough credit to build a business credit card, to

4

get a business credit card.

5

AMBER GUZMAN:

6

MS. BAZAN:

7

risky.

8

averse.

9

Um-hmm.

And they just, they thought it was

I mean, my parents have always been quite risk

AMBER GUZMAN:

10

MS. BAZAN:

11

AMBER GUZMAN:

Um-hmm.

But -Well, they have the right,

12

because if we were just going to go start and put

13

money on credit cards and you were just barely

14

beginning and you didn't know what you were doing yet,

15

they would be absolutely right.

16

building up these cards right now, we're still not

17

going to actually be using them for the deals.

18

MS. BAZAN:

19

AMBER GUZMAN:

And so even with us

Okay.
For probably at least eight

20

months.

So it's really just starting to build now so

21

that we can use some of these other avenues first, and

22

then once you have actually done a few deals and feel

23

comfortable with what you're doing, then using those

24

other strategies, because you kind of know already

25

what the outcome is going to look like.
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MS. BAZAN:

Yeah.

2

AMBER GUZMAN:

But also, so they don't know

3

these things.

4

normal for them to feel the way they do, and then

5

today in class, Trey is going to do a money movement

6

strategy to show, okay, when you do use these credit

7

cards, this is how you can do the movement strategy so

8

that you're not making minimum payments each month,

9

because it's going to take three, four months to do

10

Most people don't.

So it's perfectly

that deal.

11

MS. BAZAN:

Yeah.

12

AMBER GUZMAN:

So what do we do now, he's going

13

to show you how to move that back and forth so that

14

you're not making minimum payments on a bunch of

15

cards, and then when the deal comes through, you pay

16

it off and put the remaining of the profit in your

17

checking account.

18

the good news is, we are here to help you build your

19

own leverage capital.

But with all of that being said,

20

MS. BAZAN:

Okay.

21

AMBER GUZMAN:

So, now I noticed that you were

22

not able to do the credit nav yesterday.

23

just do you know what your credit scores are right

24

now.

25

It's okay,

Do you know what things need to be worked on?
MS. BAZAN:
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1

620.

I just opened up a credit card basically and I

2

still have all these student loans.

3

parents are helping me pay for them.

4

built up some of my credit.

5
6

AMBER GUZMAN:

So that's how I

You're like, there's no

need.

7

MS. BAZAN:

8

AMBER GUZMAN:

9

Okay.

Luckily my

Yeah.
How long have you had this one

card that's connected to them that's just there to

10

build your credit?

11

MS. BAZAN:

12

AMBER GUZMAN:

For about a year.
Okay, good.

And then that --

13

and that's the one card you have, you don't have any

14

others that you've acquired on your own?

15
16

MS. BAZAN:

Not credit cards.

I have a debit

card.

17

AMBER GUZMAN:

Okay.

And do you use their card

18

or do you -- or is it there just to kind of build your

19

credit?

20

MS. BAZAN:

It's kind of just there to build my

21

credit.

22

right now, it's kind of exhausted for this month.

23

I did use it to pay for this seminar, so

AMBER GUZMAN:

Um-hmm.

And then when you're --

24

when you paid for this education, were you thinking

25

I'll just pay it down monthly, or did you think, oh,
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1

this is something I'll be able to do a deal to pay off

2

quickly?

3

What were your thoughts with that?

MS. BAZAN:

So I had actually talked to my

4

parents about this before this weekend, and they

5

agreed to pay the $2,000.

6

AMBER GUZMAN:

7

MS. BAZAN:

8

bit apprehensive about --

9

Okay.

Which is I guess why they were a

AMBER GUZMAN:

Doing more.

10

MS. BAZAN:

Yeah.

11

AMBER GUZMAN:

12

to pay for this class for you?

13

the cost afterwards?

14

MS. BAZAN:

15

AMBER GUZMAN:

16

MS. BAZAN:

17

Okay.

So they're actually going
They're going to cover

Yeah.
Awesome.

That's great.

So the rest is on me and they made

that very clear, that it's on me and not on them.

18

AMBER GUZMAN:

19

know?

20

weekend.

21

capital anyway.

Yep.

Well, that's fair.

You

So there's going to be two different packs this
Number one, we've got to build leverage

22

MS. BAZAN:

Yeah.

23

AMBER GUZMAN:

We have funding sources for you

24

to have 100 percent funding for the wholesale deals

25

that you do, and that's the only place we're going to
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1

start right now.

2

wholesale, we're not going to actually do any rehabs

3

ourself.

4

for those deals, but we've got to build the credit

5

anyway, we've got to build all of these different

6

aspects anyway, so we may as well just start

7

practicing.

8
9

We're just going to look at

We're going to use the 100 percent financing

Now, 620 score is not a bad score.

And I'm

actually going to have a couple of different websites

10

that you can go onto and apply for just two credit

11

cards.

12

MS. BAZAN:

Okay.

13

AMBER GUZMAN:

And I'll tell you why.

Even if

14

they give you like $300 or $500, right now it's not

15

about, yes, we are building to get to that 150,

16

300,000 point, but right now we're starting.

17

you have a total of three credit cards, so you've got

18

the one that you have right now, you've get a second

19

and you get a third card.

20

you're never going to put more than 30 to 50 percent

21

debt onto each of these cards.

22

MS. BAZAN:

23

AMBER GUZMAN:

But if

What you're going to do is

Okay.
So for the first month, first

24

month, with your first card -- so the first month,

25

you're only going to use one card.
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1

to use the second or the third card you have.

2

first card you're going to put 30 to 50 percent debt

3

on this card, and that might be your gas, your

4

groceries, a utility bill, something that you are

5

paying cash for already.

6

The

So you're doing this just to show that you are

7

using the card.

And then at the end of the month, you

8

pay in full.

9

you, but they're willing to do this, will they pay

10

that $2,000 in full by the end of the month or will

11

they just keep making chunk payments on it?

So like with them saying the rest is on

12

MS. BAZAN:

I'm not sure.

13

AMBER GUZMAN:

Okay.

It's okay.

Even if you

14

start this after that gets paid back, however is fine,

15

but if they were to pay it all off at the end of the

16

month, that would look really good.

17

The second month, you're going to take the

18

second card and you're going to do the same thing.

19

gas, groceries, utility, some things that you know

20

you're going to pay for already.

21

full, you don't necessarily have to wait till the very

22

end of the month.

23

week, two weeks later, I don't want to forget and

24

accidentally spend this money on something else, I'm

25

just going to pay it off before my bill is due.
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1

That's okay, also.

2

Third month, you're going to use the third

3

card, and you're going to do the same thing.

The

4

fourth month, you're going to go back to the first

5

card again.

6

meaning you've used each card four times for the year,

7

your credit score will boost 100 points just by doing

8

this.

9

wiped off the credit or student loans that can be paid

Now, if you do this for 12 months,

Not even including anything that needs to be

10

down, all of those will all benefit your credit as

11

well, but this is first -- the first move.

12

So there is a website that you can go to, and

13

it is called bettercard -- no.

Yeah, bettercard?

14

me see if I'm doing the right one.

15

one is creditcards.

16

to do this other one.

17

one.

No, no, no, this

Creditcards.com.

18

MS. BAZAN:

19

AMBER GUZMAN:

Let

We're not going

Creditcards.com.

So here's

Um-hmm.

20

bankrate.com.

21

that you go to first.

And then another is

This is the one that I would suggest

22

MS. BAZAN:

Okay.

23

AMBER GUZMAN:

What happens is, when you go

24

onto this website, there's going to be some tabs at

25

the top, and one of these says -- here, I'll look it
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1

up with you.

It's -- I don't know exactly what it

2

says, but it's a tab for you to say, like, what is

3

your credit score.

4

MS. BAZAN:

5

AMBER GUZMAN:

Um-hmm.
And since you already know about

6

where it's at, it looks a little bit different on the

7

phone.

8

onto the page, it's going to look different on the

9

computer, but you're going to click on the tabs at the

10

Okay.

So "credit range."

So if you -- you go

top of the page.

11

MS. BAZAN:

Yeah.

12

AMBER GUZMAN:

And you're going to click

13

"credit range," and you're going to see bad, fair,

14

good, excellent.

15

credit.

You're going to click on the fair

16

MS. BAZAN:

Okay.

17

AMBER GUZMAN:

And when you click on the fair

18

credit, it is going to pull up for you all of the

19

different cards that in your credit range you will

20

approve for, so that you're not applying for a bunch

21

of cards that are going to decline you.

22

MS. BAZAN:

Okay.

23

AMBER GUZMAN:

Because then you will have an

24

inquiry on your credit and no card to go with it and

25

that doesn't look very good.
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1

of these, you go down the list and you look, no annual

2

fee on this card, 25 percent variable.

3

look at that one first and we go, ehh, that doesn't

4

really look like the best card ever, but okay.

5

we're going to go down here, ahh, zero percent for 14

6

months, so there could be a possibility of getting

7

zero percent on this card, and the ranges vary from

8

13.5 to 25.

9

better card.

10

Okay.

So we

Then

So, okay, already this looks like a way

We're going to look, okay, this one gives cash

11

back on purchases that you do.

12

an annual fee, but no introductory rate.

13

one might have zero percent for 15 months.

14

want to look down the list and find fair credit

15

needed, okay.

16

So with your credit score being 622, if you look, so

17

fair credit, fair credit, excellent, good, you've got

18

to watch out for just a couple of them, average, fair,

19

limited.

20

This one doesn't have
Okay, this
So you

So this one here, this is annual fee.

That's great.

A couple of those ones that I just showed you

21

say excellent credit.

22

probably apply for one of these, CapitalOne, or maybe

23

this CreditOne would be a good one.

24

MS. BAZAN:

25

AMBER GUZMAN:
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this CreditOne, because they have an annual fee, which

2

you can have it waived every year, but you can get one

3

without that, the fee.

4

Okay, this card has a $39 a year fee instead of $99.

5

It would be worth doing, because as I'm looking at

6

some of these other cards with the zero annual fee,

7

they do show good or excellent credit on there and I

8

don't want you to apply for something that's going to

9

say, we'll let you know in eight to 10 days.

We might have to.

Let's see.

10

So I'm going to say click on the red tab.

11

My nose just started running a little bit.

12

And then probably CapOne quickSilver would be a

13

good card to start with.

I believe you could very

14

likely get one of these Discover or Chase cards,

15

because they are -- they're really opening up to

16

people right now.

17

as well.

18

excellent, good credit; however, I see people get --

19

and I see people get this Chase Slate card really

20

quite a lot as well.

So I would say to apply on Discover

Zero percent for 14 months.

21

MS. BAZAN:

22

AMBER GUZMAN:

It says

Okay.
Now, since you have -- since you

23

already have one card, you might just decide to go for

24

this one and this one, for right now.

25

Let me grab some tissue, I've got to go to the
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1

bathroom really quickly, my nose started running just

2

a tiny bit.

3

(Brief pause.)

4

AMBER GUZMAN:

5

MS. BAZAN:

6

AMBER GUZMAN:

Sorry about that.

Oh, no, you're fine.

7

to build credit --

8

MS. BAZAN:

9

AMBER GUZMAN:

So nothing more right now.

Just

Okay.
-- is what this will be great

10

for.

11

the Discover and follow this plan.

12

me just write here, 30 to 50 percent debt on things

13

you use cash to pay for each month.

14

utilities, et cetera.

15

So I would apply for the CapOne Quicksilver and
You're like -- let

Gas, groceries,

So again, we're not really teaching you so much

16

to be a consumer, even though we're not really

17

investing right now.

18

MS. BAZAN:

Um-hmm.

19

AMBER GUZMAN:

These are still on your basic

20

items that you need that you're paying off at the end

21

of the month, okay?

22

right here.

So this is just for personal life

23

MS. BAZAN:

24

AMBER GUZMAN:

25

Um-hmm.
Tomorrow, we're going to map out

a plan on how you're actually going to go out and do a
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wholesale.

2

few things that you've been given for being here this

3

weekend.

4

But I'm just going to show you right now a

The first thing, we're going to give you a

5

distressed bank list, and that is where you're

6

actually going to be able to get lists of all the

7

bank-owned properties for each of these distressed

8

banks, and then you're going to run the numbers, the

9

numbers that we showed you yesterday, and then from

10

there, you're going to need to make offers on these.

11

We have proof of funds letters, so when you

12

make an offer, typically they want to see that you

13

have the funds to be able to do the deal.

14

the proof of funds to do the deal.

15

also going to give you some contracts tomorrow to be

16

able to make offers with.

17

So this is

And then we're

And then from there, we're going to need to do

18

marketing, to be able to find buyers.

19

going to need a title company to do the closing with.

20

MS. BAZAN:

21

AMBER GUZMAN:

And then we're

Okay.
And then when it comes to the

22

closing, at this point, that same people that gave you

23

the proof of funds will also fund your deal.

24

basically, in order for them to fund your deal, they

25

want to see your numbers.

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

So

EX 6, p. 21

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 23 of 439
22
1

MS. BAZAN:

Um-hmm.

2

AMBER GUZMAN:

They want to see the contract

3

that you have.

So marketing, find buyer, get them

4

under contract.

5

contract, your numbers, your buyer's contract, and

6

then they're going to need the information of the

7

title company, because that's who they're going to

8

send the money to for you to close, but they're going

9

to run your numbers for you.

So they're going to want to see your

They're going to make

10

sure your buyer's money is really lined up, and as

11

long as everything looks good for the deal, they'll

12

loan you right away to do that wholesale.

13

So we're running the numbers as if we were

14

doing the rehab.

15

as if we're going to do that, only we're not.

16

going to pass it to someone else.

17

So we're putting all the effort in
We're

So this is just for you to get an idea, we're

18

actually going to go into more of that when we sit

19

down tomorrow.

20

MS. BAZAN:

21

AMBER GUZMAN:

22
23

Okay.
But this is what you've been

given for being here this weekend.
Another thing.

So Trey has already kind of

24

been talking about support systems, other tools.

25

this is the first path, what you've been given for

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

So

EX 6, p. 22

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 24 of 439
23
1

being here this weekend.

And on the second path is

2

the advanced education.

And I'm going to just tell

3

you a little bit about it.

4

detail this afternoon, so I won't go into too much,

5

but I just want you to know that there's three main

6

levels that he's going to talk about.

7

MS. BAZAN:

8

AMBER GUZMAN:

9

He's going to go into more

Um-hmm.
And one is mainly doing --

mainly rental properties.

10

rentals.

11

plus a one-on-one mentor.

12

MS. BAZAN:

13

AMBER GUZMAN:

One is wholesale, rehab and

And the other is all of those three things,

Okay.
So yesterday when you just

14

filled the interest list, basically just saying that,

15

yeah, now or some time down the road, I see the

16

benefit in advanced education.

17

different pieces that he covers in all of these

18

things, and I'm going to tell you the things out of

19

all of this that I believe are the very most

20

important.

21

MS. BAZAN:

22

AMBER GUZMAN:

There's all kinds of

Okay.
I know for a fact you're going

23

to be able to get out there and do some work with what

24

we're going to give you tomorrow, but I'm also going

25

to say that as quickly as possible, you're going to
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1

want to get these couple of specific tools.

2

going to be the software that I think he maybe briefly

3

mentioned yesterday.

4

MS. BAZAN:

5

AMBER GUZMAN:

6

MS. BAZAN:

7

AMBER GUZMAN:

One is

The Prop Finder?
Prop Finder, yeah.

Yeah.
So what is so amazing about that

8

software is, okay, we're going to distressed banks

9

right now.

10

situations.

11

divorce, probate, different disasters, before they

12

ever even think to put their houses up, we're finding

13

these houses and helping their situation.

14

On this, we're going to all the distressed
So they're individuals going through

So it's truly more of a win-win, where, hey,

15

we're saving you from some really tough time, and

16

we're also able to get the house at a deeper discount

17

because of it.

18

on that same site, we're able to look at all of the

19

comps, we're able to run the skip tracers that he

20

mentioned.

21

We're able to run all of our numbers

So much that basically you're going to be

22

doing -- so you can do it all without the software,

23

it's just going to take a little bit more time.

24

you are not working right now?

25

MS. BAZAN:
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AMBER GUZMAN:

2

parents or are you --

3
4

MS. BAZAN:

No, my parents are all the way in

Minnesota.

5

AMBER GUZMAN:

6

MS. BAZAN:

7

Do you live at -- with your

All the way in Minnesota.

I'm currently staying with a friend

and I'm just --

8

AMBER GUZMAN:

9

MS. BAZAN:

Oh, okay.

So I moved here to look for work,

10

but it's been a while, and I really, I was starting to

11

consider doing other things, just --

12

AMBER GUZMAN:

13

MS. BAZAN:

14

AMBER GUZMAN:

15

As a good side income.

MS. BAZAN:

17

AMBER GUZMAN:

19
20
21

I already graduated.

MS. BAZAN:

So I did political science and

Spanish.
AMBER GUZMAN:
been looking for work?

23

looking for work?

25

And what did you go to school

for?

22

24

What are you going to school

for, or have you already graduated?

16

18

Oh, okay.

MS. BAZAN:

Okay.

Nice.

And what have you

In what areas have you been

I mean, I started looking in

advertising, but at this point I'm looking for
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1

anything.

2

AMBER GUZMAN:

3

MS. BAZAN:

4

AMBER GUZMAN:

Um-hmm.

D.C. is a very expensive city.
Yeah, it is.

So what did you --

5

did you go to school here?

6

What made you look for work in D.C. from Minnesota?

7

MS. BAZAN:

You just had friends here?

So my family is not originally from

8

Minnesota, my family moved there.

9

place.

10

AMBER GUZMAN:

11

MS. BAZAN:

It's such a small

So you're from D.C.?

Yeah.

It's not quite where I see

12

myself, so I have friends over here in this area and

13

they've been very kind and very generous and let me

14

stay in their houses.

15

AMBER GUZMAN:

16

That's awesome.

So then you

have the time?

17

MS. BAZAN:

Yeah.

18

AMBER GUZMAN:

You could literally put 35, 40,

19

45 hours, if need be, into this.

20

you might still be looking for work or you might say,

21

hey, I'm already not working, I may as well just

22

really jump into this and see if I can make it work.

23

MS. BAZAN:

24

AMBER GUZMAN:

25

straightforward.
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possible, it's a numbers game, that's the first thing

2

I tell people, is that you are going to have to make a

3

lot of offers, especially -- it's an expensive city,

4

the properties can be expensive, we're going to be

5

offering lower amounts on them than what they're

6

attempting to sell, and a lot of people are going to

7

tell us no.

8

MS. BAZAN:

Okay.

9

AMBER GUZMAN:

We know that already and we

10

don't get discouraged, we just know, I've got to get

11

at least 40 offers, because it could be that 40th

12

offer before I actually even get one accepted.

13

to train your mind to say, oh, they told me no, well,

14

I'm one step closer to that next one.

15

And so

So when you do -- when you don't necessarily

16

have the different tools, it is going to take more

17

time.

18

but it sounds like right now you have the time to be

19

able to do that.

It is going to be a bit more pounding pavement,

20

MS. BAZAN:

I do.

21

AMBER GUZMAN:

So that's good.

Because what I

22

normally say is, okay, so actually I'm going to back

23

up and say, if it were at all possible now, or down

24

the road, for you to be able to get into advanced

25

education, that would change the game from 30, 40
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hours a week to five to 10 hours a week, to software

2

and tools that are finding all of these qualified

3

leads for you, to legitimately, we set goals of

4

$120,000 to $180,000 your first year.

5

MS. BAZAN:

Okay.

6

AMBER GUZMAN:

But we could really only say

7

that when we know we're following a system and a

8

process.

9
10

MS. BAZAN:

Okay.

AMBER GUZMAN:

So on this side, again, I'm

11

going to say put the time in, 30 hours, let's just

12

start building the base pieces of it, and I would say

13

when you do the very first wholesale that you do, come

14

back and get the education.

15

MS. BAZAN:

16

AMBER GUZMAN:

17

Okay.
So I'll tell you the pieces that

are the most important.

18

MS. BAZAN:

19

AMBER GUZMAN:

The software.

Um-hmm.
The Fast Start mentor.

We

20

actually have a group of mentors that come to Fast

21

Start -- I'll just say bootcamp.

22

mentors that come here in the next three weeks, and

23

they help you find your real estate agents, they help

24

you find your contractors, because we still need

25

contractors to do the bids and run the numbers, even
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2

if we're not doing the rehab.
They help you find these people, they help you

3

interview them, they help you train them, they take

4

you out in the field and show you what to understand

5

on the rehab side, they help you make offers.

6

MS. BAZAN:

Okay.

7

AMBER GUZMAN:

So you're actually making offers

8

with them, when you're out.

9

other thing.

10

MS. BAZAN:

11

AMBER GUZMAN:

Those -- and then one

Um-hmm?
The online resource center is

12

also another really important part, and I'll give you

13

some ideas or suggestions on this tomorrow as well.

14

Because the online resource center, what it does is it

15

gives you a number of different strategies, so we're

16

going to just find any person we possibly can, but

17

everyone has like a little bit different of those

18

situations.

19

So we need a good five or six different

20

strategies, like how could we get this house with no

21

money down whatsoever?

22

borrow from that lender, what if I could do a deed in

23

lieu of foreclosure, this contract, where I control

24

this property now, but there's still a mortgage in

25

that person's name and I don't have to worry about
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paying the mortgage just as long as I hurry and sell

2

this to someone this month, even better.

3

don't even have to get the money from our funding to

4

close on it, which means that you made an extra maybe

5

$3,000 on that deal.

6

And now I

So this online resource center, Trey is going

7

to talk about a few different strategies in class, but

8

obviously, you know, they take a little bit more

9

learning than that.

10

This is really what's going to go

into the day-by-day support and help.

11

So I will give you some ideas tomorrow on,

12

okay, where can you pull some of these other

13

resources?

14

been given, but I would say keep in mind these three

15

pieces are kind of sprinkled throughout.

16

are in every program we have.

17

this program and this program.

18

just more so what's -- what's most helpful.

19
20

How can you keep going with what you've

These two

This one is only in
But I'm telling you,

So what I would say is, know that we have a
plan.

21

MS. BAZAN:

Okay.

22

AMBER GUZMAN:

Know that you've got some

23

avenues.

Know that it was absolutely worth it to be

24

here, whether it's for the asset protection we'll talk

25

about, whether it's for building your credit, and on

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

EX 6, p. 30

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 32 of 439
31
1

top of it, having a potential career.

2

note, I would say if at all possible in any avenue in

3

the world, if you had support and an ability to go on

4

to advanced education, it would take you there so much

5

faster.

6

But on the same

And that's kind of -I love education.

I love education.

The thing

7

that frustrates me about our system is that you have

8

student loans right now that you're working on paying

9

off, and you've gotten this education and done what

10

you're supposed to do, and now you're out there

11

looking for a job and a career, anything relevant, not

12

finding it, now looking for anything, not finding it,

13

and -- and they just don't teach us.

14

MS. BAZAN:

Yeah.

15

AMBER GUZMAN:

They just don't teach us.

So

16

that's the part where it's like, man, for a fraction

17

of that, you could learn a system and be trained and

18

taught and be making money while you're being trained

19

and taught, and then go to college or do other things

20

because you want to and you want the experience and

21

you just really want a place to learn, and you're

22

making money to where you can.

23

But anyway, you know, hindsight.

So if it is

24

at all possible, he's going to be talking about some

25

different pieces this evening.
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1

MS. BAZAN:

Okay.

2

AMBER GUZMAN:

3

out what's the best for you.

4

about prices anywhere from 20 -- I think I might have

5

this right, it's either 297 or 997, I don't know, from

6

$21,000, $26,000 to $41,000.

7

MS. BAZAN:

8

AMBER GUZMAN:

9

What I do is I specifically find
So he's going to talk

Um-hmm.
I would just say, listen, take

notes, look at the pieces you like, don't focus on the

10

price points at all, because what we do is we find,

11

hey, let's map out what does she really need, what

12

pieces are most important.

13

everything into place right here at this moment, or

14

what would be the first steps and how could we kind of

15

figure it out from there.

16

MS. BAZAN:

17

AMBER GUZMAN:

Do we really need to put

Okay.
So that's for later on down the

18

road or for you to take a look at.

19

homework for lunch.

20

MS. BAZAN:

21

AMBER GUZMAN:

This is your

Okay.
Or maybe even this evening.

We

22

just really want to see, hey, you came to this class,

23

you have results from it right now, and something that

24

you can start practicing as soon as you leave.

25

then we're going to go into more detail on this
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1

tomorrow and I'll actually give you those different

2

tools.

3

On this side of it, he will be talking about it

4

this evening, looking at it in the books.

5

for each one of us, for myself personally, I -- we all

6

did it with the advanced education.

7

MS. BAZAN:

8

AMBER GUZMAN:

9

I would say

Okay.
I know it's possible to do it

without, it's a bit challenging.

10

MS. BAZAN:

Okay.

11

AMBER GUZMAN:

Okay?

So I'll give you all the

12

steps, I'll help as much as I can, but I will also say

13

if in any way possible at all, just start pulling

14

resources, thinking where could -- where could support

15

potentially come from, in any way, shape or form.

16
17

And I also heard loud and clear what you said
with your parents, and I understand where they are.

18

MS. BAZAN:

Yeah.

19

AMBER GUZMAN:

Because this is a completely

20

different mindset than the majority of people are

21

taught, but if they would like to be on the

22

consultation tomorrow, we can do a speaker phone, we

23

can talk to them on the phone, we can show them the

24

steps of what you're working through, we can tell them

25

about some of the different pieces that are of most
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1

importance as well.

2

So I'm happy to do that, if they are.

3

MS. BAZAN:

4

AMBER GUZMAN:

5

too.

6

you for now.

Okay.

But this is for you.

7

MS. BAZAN:

8

AMBER GUZMAN:

9
10

And if not, then that's okay,
I'm going to give that to

Thanks.
And then at the end of the day,

we are going to be scheduling our appointments for
tomorrow.

11

MS. BAZAN:

Okay.

12

AMBER GUZMAN:

So at the end of the day, just

13

like yesterday, how we kind of came back, had some

14

different homework assignments, you'll just come back,

15

some individuals will be enrolling, getting ready for

16

the advanced education, others -- everyone in general,

17

I'm scheduling appointments and finding out what their

18

next moves are.

19

day, catch me; if not, we'll talk for sure at the end

20

of the day.

So if you have questions through the

21

MS. BAZAN:

22

AMBER GUZMAN:

23

MS. BAZAN:

24
25

Okay.

I did have some questions.

Yeah.

I know they mentioned the Fast

Start Bootcamp was it?
AMBER GUZMAN:

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

Um-hmm, yeah.

EX 6, p. 34

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 36 of 439
35
1
2

MS. BAZAN:

So the Fast Start Bootcamp is in

three weeks.

3

AMBER GUZMAN:

4

MS. BAZAN:

5

Yep.

So assuming I don't make it to that

one, are they coming back to D.C., or are there any --

6

AMBER GUZMAN:

Yeah.

Good question.

Okay, so

7

this one, it's always held on a Thursday, Friday,

8

Saturday.

9

MS. BAZAN:

10

Okay.

AMBER GUZMAN:

Because they need -- they need

11

two business days to be able to talk to the people who

12

work during business days.

13

here.

14

MS. BAZAN:

15

AMBER GUZMAN:

This one is in three weeks

Um-hmm.
We come back to each area twice

16

a year.

So we will be back probably within six

17

months, maybe eight months, but the way they teach

18

these classes, even though they're coming to your area

19

and helping you build your team, they teach you as

20

though you lived somewhere else.

21

MS. BAZAN:

Okay.

22

AMBER GUZMAN:

So they teach you so that if you

23

were at work, if you lived in a different state and

24

decided to do investments, if you went on vacation,

25

that you would have a business that was running.

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

So

EX 6, p. 35

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 37 of 439
36
1

that's the main focus of what they're teaching there.

2

So the reason I mention that is if -- even if

3

it's not this city, if you did one in Maryland, or

4

Boston, or Minnesota, or Minneapolis -- or any number

5

of different places, you could still build your own

6

team, in your own backyard, on the phone, with the

7

interviewing questions and the pieces that you are

8

putting together.

9

MS. BAZAN:

10

Okay.

AMBER GUZMAN:

So whether you make this one in

11

three weeks, whether you do this in the same city, or

12

we hold them every weekend in at least two or three

13

different locations.

14

work for you.

15

MS. BAZAN:

16

AMBER GUZMAN:

17

MS. BAZAN:

18

So we can pretty much make it

Okay.
Yeah.

Yeah.

Any other questions?

So yesterday when I signed

the --

19

AMBER GUZMAN:

20

MS. BAZAN:

Um-hmm.

The interest list?

The interest list, I saw there were

21

two prices for each section.

22

AMBER GUZMAN:

Yeah.

Okay.

23

this is actually the retail price.

24

price that you pay this weekend.

25

MS. BAZAN:
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1
2

AMBER GUZMAN:

the price that you pay is -- are these prices here.

3

MS. BAZAN:

4

AMBER GUZMAN:

5

Um-hmm.

MS. BAZAN:

7

AMBER GUZMAN:

9
10

They do say that when you call

back at a later time, that it is this higher amount.

6

8

So when you come to the seminar,

Okay.
Let's cross that bridge when we

get there.
MS. BAZAN:

Yep.

AMBER GUZMAN:

Yep.

I would focus more so on

11

these price points.

And like I said, we've got a few

12

pieces, so the pieces I told you about were the Fast

13

Start here.

14

MS. BAZAN:

Um-hmm.

15

AMBER GUZMAN:

And the online resource center

16

and the Prop Finder, the software.

So both of these

17

pieces are also in this package here as well.

18

also here in this package.

19

comes here as well.

20

things that I had just mentioned to you.

They're

But this -- and this one

So those are a couple of the

21

MS. BAZAN:

Okay.

22

AMBER GUZMAN:

That come in all of them that

23

are imperative for setting up the business part.

24

my opinion, the next for you, the really huge piece is

25

the one-on-one mentor that works with you specifically
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1

to help build your business in the fashion that's best

2

for you.

3
4

So we can kind of mold and look at those
different pieces.

5
6

MS. BAZAN:

But yeah -Okay.

What is this "Four Days of

Live Bootcamps" down here in the old one?

7

AMBER GUZMAN:

So those are -- this is

8

pre-class.

So this four days of bootcamps are all of

9

these classes right down here.

10

MS. BAZAN:

11

AMBER GUZMAN:

12

Okay.
So this is actually held in Park

City.

13

MS. BAZAN:

Um-hmm.

14

AMBER GUZMAN:

Park City, Utah.

They hold it

15

four times a year.

16

seasons because they really want it to be somewhat of

17

a vacation type of atmosphere as well.

18

is a different bootcamp, a different topic.

19

is going to be like -- they'll help you build your

20

websites, they'll help you with SEOs, they'll help you

21

with advertising, marketing, Facebook and all of the

22

different online avenues that you can go.

23

So they hold it in each of the

And each day
And this

They also go in depth on your negotiation

24

trainings, wealth strategies, as you've started making

25

money, because usually you've done a few deals before
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1

you go there.

2

MS. BAZAN:

Okay.

3

AMBER GUZMAN:

And now you're starting to make

4

money, and okay, now that we have it and now that

5

we've paid off some of the bills, how do we make it

6

grow, how do we protect it, how do we start creating

7

legacies for future generations.

8

things they teach you at that class.

9

It's pretty exciting.

So those are the

It's not a necessity to

10

start your business, but it is a necessity to

11

understand growth strategies and --

12

MS. BAZAN:

Okay.

13

AMBER GUZMAN:

-- and business.

So that one is

14

awesome, and it's also in all three of them.

15

the other really great one is the investor summit

16

that's in all three of them.

17

rehab profits that you're making, you can actually go

18

in and purchase rental properties, turnkey rentals

19

that have already been rehabbed, tenants living in

20

them, property management running them.

21

acquire a turnkey rental that's bringing in a monthly

22

income.

23
24
25

MS. BAZAN:

And then

That's where with the

So you

Do the lenders also help out with

that, or is that a different rate?
AMBER GUZMAN:
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1

MS. BAZAN:

Okay.

2

AMBER GUZMAN:

So it -- it's actually going to

3

be the long-term funding that was -- the three -- that

4

was the third in on that sheet.

5

MS. BAZAN:

Okay, yeah.

6

AMBER GUZMAN:

But they have the multiple of

7

different lenders at that event, they go in depth on

8

your asset protection, they also -- it's a really big

9

networking event.

So that's the event that we say

10

talk to each other.

Some of you are wanting to borrow

11

your money from others to do their rehabs, others of

12

you are wanting to find deals.

So network with each

13

other and combine connections.

So that's a really

14

big -- good morning.

15

UNIDENTIFIED FEMALE:

16

AMBER GUZMAN:

17
18

Oh, perfect timing.

Good morning.

That's another big part of this.

It's 8:30.

So that summit is also -- I don't ever want to

19

make it sound like only certain pieces -- I know I've

20

said these three.

21

MS. BAZAN:

22

AMBER GUZMAN:

23

UNIDENTIFIED FEMALE:

24

AMBER GUZMAN:

25

BRENDA:
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1

AMBER GUZMAN:

2

BRENDA:

3

Good.

I'll put my stuff inside and you can

just let me know when you're ready.

4

AMBER GUZMAN:

Okay, I will.

5

Because every single part of it has its piece,

6

and it's a very important piece; however, it's just

7

are we ready to buy rentals yet?

8

MS. BAZAN:

9

AMBER GUZMAN:

10
11

Yeah.
If we're not quite ready for

that yet, then, you know, what are some other ideas.
MS. BAZAN:

Wholesaling at least at this point

12

looks -- sounds a lot more --

13

AMBER GUZMAN:

14

MS. BAZAN:

15

AMBER GUZMAN:

Feasible?

-- realistic, yeah.
It really -- it is.

And, you

16

know, as you get going and as you start having a team

17

in place, you'll find that the other parts really come

18

together pretty quickly as well.

19

is the best place to start.

20

that being said, so we're going to actually -- I know

21

you're kind of looking over this now.

22

keep holding onto this sheet, but we are going to hand

23

out a sheet like this --

24

MS. BAZAN:

25

AMBER GUZMAN:
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1

going to have the whole breakdown, the exact same, and

2

then he's going to share more about these different

3

prices and have you write them in on that paper.

4

MS. BAZAN:

Okay, yeah.

5

AMBER GUZMAN:

So you'll have more information

6

to go over this throughout the day, and -- yeah.

Like

7

I said, I've seen -- I've seen miracles happen.

8

own situation was pretty miraculous, because I didn't

9

just write a check or use a credit card.

My

I ended up

10

having a cousin that helped me with the balance, and I

11

didn't go onto the highest level because I wasn't

12

going to tap someone else out of all of their

13

resources, but that's how I got started.

14
15

So I would just say, be open to see what
possibilities are out there.

16

MS. BAZAN:

Okay.

17

AMBER GUZMAN:

Because it is a tremendous route

18

to go, but one way or the other, we'll make sure you

19

have the right resources.

20

MS. BAZAN:

21

Oh, thank you.

all your help --

22

AMBER GUZMAN:

23

MS. BAZAN:

24

AMBER GUZMAN:

25

I really appreciate

Yeah.

-- these past two days.
Yeah, you're welcome.

And, you

know, there's going to be a lot more tomorrow as well.
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1

We're going to go into quite a bit more detail

2

tomorrow.

3

MS. BAZAN:

Okay.

4

AMBER GUZMAN:

So any questions, if you see me,

5

feel free to catch up with me or even write a little

6

note and pass it to me through -- during the day if

7

you need to, and we'll just kind of go from there.

8

MS. BAZAN:

Thank you so much.

9

AMBER GUZMAN:

10

MS. BAZAN:

11

AMBER GUZMAN:

12

Yeah, you're welcome.

I like your nail color, by the way.
Thank you.

out a little bit, but thank you.

13

MS. BAZAN:

14

UNIDENTIFIED FEMALE:

15

MS. BAZAN:

16

Oh, are these the new name tags?
Yes.

Have you printed out one for a

?

17

UNIDENTIFIED FEMALE:

18

MS. BAZAN:

19

UNIDENTIFIED FEMALE:

20

MS. BAZAN:

21

UNIDENTIFIED FEMALE:

22

MS. BAZAN:

23

UNIDENTIFIED FEMALE:

24

MS. BAZAN:

25

It's kind of growing

No, I have not.

Oh, that's fine.

Did I?

I'll just --

Thank you.

Were you here yesterday?
Um-hmm.

I did the registration yesterday.
Oh, that was you.

No, I talked to Amber, but I'm

.
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UNIDENTIFIED FEMALE:

Nice to meet you.

2

UNIDENTIFIED FEMALE:

That's hard to do

3

[snapping fingers].

4
5

UNIDENTIFIED MALE:

Inaudible.

[Snapping

fingers].

6

UNIDENTIFIED FEMALE:

7

(Brief pause while music playing.)

8

(Inaudible background conversation.)

9

UNIDENTIFIED FEMALE:

10

and saying stuff.

11

understood it.

That's funny.

-- was asking questions

He was impressed with how well she

12

UNIDENTIFIED MALE:

13

UNIDENTIFIED FEMALE:

14

(Inaudible background conversation.)

15

UNIDENTIFIED FEMALE:

16

MS. BAZAN:

17

UNIDENTIFIED FEMALE:

18

MS. BAZAN:

19

(Inaudible background conversation; music

20

Good morning.

Is anyone sitting here?

No, I'll move my stuff.

playing.)
UNIDENTIFIED MALE:

22

MS. BAZAN:

23

UNIDENTIFIED MALE:

25

So --

Good morning.

21

24

Yeah.

Is anyone sitting here?

No.
So what do you think so

far?
MS. BAZAN:
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completely new to real estate, so I just -- everything

2

I learn here is completely new.

3

UNIDENTIFIED MALE:

4

MS. BAZAN:

5

(Inaudible.)

6

MS. BAZAN:

7

UNIDENTIFIED MALE:

8
9
10

Good.

(Inaudible.)

Yeah.

Yeah.
So do you live around the

area?
MS. BAZAN:

So I'm staying with some friends

around the area.

11

UNIDENTIFIED MALE:

12

MS. BAZAN:

13

UNIDENTIFIED FEMALE:

14

UNIDENTIFIED MALE:

15

MS. BAZAN:

16

UNIDENTIFIED FEMALE:

17

How about you guys?

Oh, okay.

Are you guys from the D.C. area?
Yeah, we live here.

We live in Vienna.

Okay.
We live like 20 minutes.

(Inaudible.)

18

UNIDENTIFIED MALE:

19

MS. BAZAN:

20

UNIDENTIFIED MALE:

21

MS. BAZAN:

22

UNIDENTIFIED MALE:

23

UNIDENTIFIED FEMALE:

24

UNIDENTIFIED MALE:

25

MS. BAZAN:
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moved around a lot, so I don't have like a set place,

2

where I would say like it's my home town, but I lived

3

here for a really long time before my parents moved

4

again.

5

moved, because I just, I don't see myself in

6

Minnesota.

7
8

So I just stayed here with friends when they

UNIDENTIFIED MALE:

Oh, your parents live in

Minnesota?

9

MS. BAZAN:

I feel like I already, like,

10

established my friend group here.

11

where I've been here the longest.

12

UNIDENTIFIED MALE:

13

MS. BAZAN:

14

Yeah.

So, I don't know, I didn't want to

move.

15

UNIDENTIFIED MALE:

16

UNIDENTIFIED FEMALE:

17

UNIDENTIFIED MALE:

18

(Inaudible).

19

place -- (inaudible).

20

It's like the place

Cool.
That's a good idea.

That is a good idea.

I love this area.

TREY STINNETT:

It's the best

Wow, you guys came back.

21

guess you really do want to hear real estate.

22

All right, today is money day.

I

Cool.

So that's my

23

favorite day of the weekend.

24

talking really about kind of the deep diving into the

25

possibilities of real estate, and how it can create a
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retirement for you, how it can be the fastest and

2

easiest, cheapest way for you to start paying off

3

debt, funding a lifestyle that you want to have, maybe

4

even being able to start to build a legacy.

5

So we're going to dive into that stuff today,

6

but before we do, let's do a quick review of

7

yesterday.

We talked about quite a few things from

8

yesterday.

I'd like to know, for you, what are the

9

couple of things that stood out from our first day

10

together?

11

calculating ARV, what leads to success, the five

12

levels of lending, creating multiple forms of credit,

13

three types of income -- (inaudible) -- a whole bunch

14

of good stuff.

15
16

We talked about running comps and

What stood out the most for you guys from
yesterday?

17

(Laughter.)

18

TREY STINNETT:

19
20

How did the master help you

with that?
UNIDENTIFIED SPEAKER:

21

there was a lot of it.

22

TREY STINNETT:

I'm horrible at math and

All right.

23

even more today, so strap in there.

24

fun, all right?

25

yesterday?

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

There's going to be
It's going to be

What stood out for you guys from

EX 6, p. 47

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 49 of 439
48
1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

3

The credit stuff.

And what about the credit

stuff?

4

UNIDENTIFIED SPEAKER:

Very smart ways to hack

5

it, to be able to maintain it.

6

TREY STINNETT:

Yeah, it's kind of cool how

7

we're just kind of thrown into this credit system and

8

we kind of assume that it's -- well, it is what it is.

9

It's our report card.

But how awesome was it then

10

when you got your report card from school, but before

11

you got home, there was a way to change it to all As,

12

right?

13
14

Well, we can do that with credit, unlike we
could in school, and it's legal.

15
16

What else?
for you guys?

17
18

In ten minutes, right?

What else stood out from yesterday

Yeah?

UNIDENTIFIED SPEAKER:

Not using your own

money.

19

TREY STINNETT:

Not using your own money.

20

Yeah, so how using leverage is so much more lucrative

21

than using your own capital.

22

never borrow money.

23

borrower is slave to the lender is the way that he put

24

it.

25

just botching to be able to apply to something that he

Again, I was raised to

In fact, my dad used to say a

It was a biblical reference that he was kind of
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1

believed.

2

But I think today, in reality, every single

3

thing that I've built in my life has required me to

4

bring somebody else's capital into it, either as an

5

investor, or a lender.

6

if you fail, you would still have to pay them back,

7

whereas a lender, if you fail, oh, wait, you still

8

have to pay them back.

9

don't think about that.

The difference is an investor,

Either way you do.

People

They're so afraid sometimes,

10

like I was, of being willing to take on somebody

11

else's money.

12

That's why the first thing that Dan talked to

13

me about when I sat down with him at lunch that day

14

was if I was willing to pay high interest rates.

15

didn't go into anything else about real estate, that

16

was the main thing was the funding, because he gets

17

that that's the biggest side of the game.

18
19

What's one more thing that stood out for
yesterday from you all?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22
23
24
25

He

The four Ds.

The four Ds.

Why did that

stand out for you?
UNIDENTIFIED SPEAKER:

It focuses in on where

to start, where to look.
TREY STINNETT:
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1

think, right?

2

fan of -- do you guys watch TED Talks?

3

watch TED TV?

4

it's about the failure of the education system.

5

it's not the failure of the education system in the

6

United States, this guy is from Britain.

7

So this is something I -- I'm a huge
Does anybody

So the TED Talk is Dr. Ken Robinson,
And

He summed up the failure of the education

8

system -- (inaudible).

9

children for the future, because we're spending too

10

much time teaching them what to think and not enough

11

time teaching them how to think.

12

go into a situation and think, okay, death, disease,

13

disaster, divorce, I'm looking for a bird dog, I'm

14

looking for people who might be in a certain financial

15

situation, then you can actually apply the systems

16

that I have been talking about to create that life.

17

But what's the point of the systems if you don't have

18

a way of thinking?

19

allows us to apply and stitch it all together.

20

We're not preparing our

You see, if you can

It's the way of thinking that

And so ultimately being able to use that

21

process of death, disease, disaster, divorce, kind of

22

gives us that ability to have a different perspective

23

when you're out there in the marketplace than just how

24

do I make some money.

25

All right.
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1

1 or strategy number 1, earning income.

2

were two different types of ways of making money

3

yesterday.

4

one, and the secondary one.

5

were wholesale, and then one was?

6

right?

7

go.

8
9
10

And there

We talked about earned income, the primary
What were they?

They

Flipping, you guys,

So those are the two branches we're going to

If it's a wholesale, we have two ways of being
able to actually complete the wholesale.

We can

either do an assignment or what's our other option?

11

UNIDENTIFIED SPEAKER:

12

THE WITNESS:

Double close.

Double close, you got it.

And in

13

order to double close, we need an A-B-C transaction

14

alone.

15

contract.

16

or fund.

17

What does A-B-C stand for?
B?

Buyer.

Twice.

A was asset under

And then C the capital

So remember those three letters and you will

18

always have the requirements to be able to actually

19

get a transactional lender to take care of the deals

20

for you.

21

lenders aren't hard to find.

22

have access to our transactional lenders, so any time

23

you have a wholesale deal that you want to get done,

24

we're ready to take that for you.

25

And, in fact, all of those transactional
Every single one of you

What was the shortcut formula to evaluate a
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1

wholesale deal?

Who remembers that one?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

8

can a wholesale deal average?

9

yesterday?

(Inaudible.)

Minus?
(Inaudible).

Repairs minus?
(Inaudible).

All right.

And how much money

Who remembers that from

5K on the high side, probably around

10

$3,000.

11

typical for a wholesale deal.

12

do it as a double closing, fine, but then we have to

13

pay for the transactional lender.

14

comes down on a deal-by-deal basis to how much money

15

you can make on that deal will determine the way that

16

you close it.

17

So somewhere between three to five grand is

So it really just

And then what was the minimum acceptable profit

18

on a fix and flip?

19

Twenty percent, you got it.

20

We can make more if we

Anybody remember that percentage?
Okay.

So, is it pretty cool knowing the calculation?

21

Being able to go into a market and know exactly what

22

numbers to run to be able to make money?

23

is one of the biggest things I have to figure out, any

24

time I go into a new industry.

25

This to me

For example, when I bought this screeprinting
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1

company a couple years back, I saw that it was a 40

2

percent margin, right?

3

T-shirts from a company, now you know how much money

4

we make.

5

stuff, which sounds like it could be more lucrative

6

than real estate.

7

sell about 100,000 T-shirts to make the same money I

8

make from one flip, right?

9

because I have both.

10

So those that have ever bought

There is about a 40 percent margin on that

The problem is, I would have to

All right.

So, and that's okay, too,

Homework for you.

The Seven Whys.

11

How many of you went through the Seven Whys homework?

12

Did you guys get that done?

13

share with me what your seventh Why is?

14

Why.

15

There you are.

Does somebody want to
Your seventh

What you got, Frank?

UNIDENTIFIED SPEAKER:

16

solid retirement plan.

17

TREY STINNETT:

Stress-free living and a

Stress-free living and a solid

18

retirement plan.

Does anybody else resonate with

19

that?

20

it's interesting to me how some people use the term

21

"financial security," and I'm going to kind of bang up

22

that term a little bit today, because I don't believe

23

it exists.

24

finances, exists, what you're looking for, but having

25

a point in your life where you don't ever have to even

Anybody want to live stress-free, right?

So

Having no stress, while managing your
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1

think about your money, well why would you want to do

2

that?

3

You say, well, I want to get -- I want to get

4

to a point where I don't have to do anything.

5

who?

6

work?

7

at the most successful people in the world.

8

single one of them still get up and do stuff.

9

question is, are they doing it from stress, or are

Warren Buffet?

Do you think this guy doesn't

Elon Musk, do you think he doesn't work?

10

they doing it from inspiration?

11

from inspiration, it's not work.

12
13
14

Like

Look

Every
The

If you're doing it
Right?

Somebody else want to share with me your
seventh line?
UNIDENTIFIED SPEAKER:

(Inaudible).

So again,

15

for most of us, real estate is the -- (inaudible).

16

It's the most expensive thing that we purchase in

17

life, so I hope that I never have to pay retail again

18

and hopefully we can teach them how to purchase real

19

estate at --

20

TREY STINNETT:

At discounts.

Teach your kids

21

how to do it.

How many of you, part of your reason

22

for being here this weekend, is legacy?

23

that's huge.

24

When I came here 14 years ago, it was all about being

25

able to make enough money to prove all the people in

See, to me,

I didn't know that when I came here.
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1

my life who told me I was going to amount to nothing,

2

well, whatever that -- what's the person who tells you

3

what you're supposed to do your senior year, guidance

4

counselor or whatever?

5

she told me, she was like, you should probably just

6

get a job and not do college, right?

7

I don't remember her name, but

So I wanted to prove to all those people that I

8

knew something different, but as soon as dad got sick,

9

it started to become about my taking care of mom, and

10

then now that I have my own children, now I think

11

about, okay, well, I want to take care of my children.

12

And the Bible says to leave inheritance for your

13

children's children.

14

isn't even enough.

15

So one generation of inheritance

Why do you think the Bible says the children's

16

children?

So you don't have to deal with in-laws.

17

You got it.

Exactly right.

On point.

18

Yeah, so the idea is that you don't know what

19

your children are going to do, okay, but if you leave

20

enough money for your children's children -- we'll

21

talk about this tomorrow during our legacy pieces --

22

you can actually create wealth that grows itself.

23

Now, if you understand the value and the tenet of how

24

compound interest works, you don't even have to do the

25

work.
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1

The other side of that is also teaching your

2

children how to manage real estate.

3

I'm looking at right now in Puerto Rico, I think it's

4

17 acres, seven acres between the property we're

5

looking at buying and the ocean, can't be used, so

6

we're looking at building hotels that can view the

7

ocean.

8

apartment complex.

9

selling because he's 80, and his reason for selling?

It's beautiful.

I have a property

It also comes with a 34-unit

The whole thing, the guy is

10

He doesn't think his kids are going to be able to

11

manage the properties, so he just wants to be able to

12

give them cash, right?

13

successful, he didn't teach it to them.

14

so that becomes an issue.

15

Because even though he was
Right?

And

I have another guy who's in San Antonio, he has

16

done over 100 deals, he's currently worth about $10

17

million, makes a crap ton of cash doing real estate in

18

Mexico, but he wanted to start doing more real estate

19

in San Antonio, so he hired a realtor, brought her to

20

our class, and then paid for her to go through all of

21

our education.

22

teach her, but I don't have time for that.

23

there's no way I could teach her everything I've

24

learned in 30 years, you guys take it and do it,

25

right?

His excuse for that?
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1

So this legacy building, putting other people

2

in charge of your empire, that's how you manage it.

3

Yesterday I said the only way you can have multiple

4

streams is have multiple what?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

Teams.

Teams.

You have to have people

7

that are doing that work.

The only way the money ever

8

ends up in your bank account is if the money is always

9

ending up in other people's bank accounts, right?

10

it's the same thing.

11

money from a rental property?

12

company.

13

there's a tenant and they make sure you get paid.

14

Why?

15

they pay their bills.

16

You say, well, how do I get
With a management

They take care of it and they make sure

Because they get a piece of that and that's how

So is it okay if other people make a little bit

17

of money if you're making a lot?

18

probably okay.

19

Give me another one.
Somebody else.

I think that's

What was your seventh

20

Why?

21

Who wants to share with us?

22

right, Alejandro, what was your core why?

Speak up or I'll call on you.
That core why.

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

So

word, all right?
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1

about the seven Whys.

I had a guy once at the top is

2

like, I want to do this, I want to make some money.

3

Why do I want to make some money?

4

more time for myself.

5

and the answer was he wanted to write a book.

So that I can have

And he gets to the very bottom,

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Oh, wow.

Here's the thing, guys:

Real

8

estate does not have to be your passion, real estate

9

can fund your passion, right?

So I've said this

10

multiple times to people in the past, because

11

especially like if I'm in Los Angeles teaching one of

12

these classes, because everyone in the room is like, I

13

want to do real estate so I can stop being a waiter,

14

so that I can work on my career as a musician or an

15

actor.

16

And I always remind them, if you look at people

17

like Vince Vaughn, you guys know the comedian?

18

not get his big break because he's good.

19

but he didn't get it because he's tall and awesome,

20

although those things are true, too.

21

people that are tall and handsome and good.

22

his break because his mom is a

23

multi-multi-multi-millionaire in real estate, and gave

24

him the money he needed to be able to start his

25

career.
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1

Taylor Swift's dad bought her openers onto

2

concert stages.

3

teenage girls that can sing and play the guitar and

4

write some songs, but she's world famous because her

5

dad had money.

6

don't want to talk about, but the reality is, if you

7

don't have somebody sponsoring you behind your art,

8

you've got to be the person sponsoring you.

9

There's a lot of very talented

This is the side of it that people

And not everybody in here wants to be an

10

artist, but I think we all have passions that dig

11

deeper than just buying rental properties.

12

what those rental properties can provide for us that's

13

so important.

14

because just like the artists back in the day who

15

needed a muse to inspire them for their art, real

16

estate is the muse that allows me and empowers me to

17

do what I want with my life.

18

But it's

That's why I call real estate my muse,

And when I got through mine and I got to the

19

bottom, I wasn't surprised to see that it's my family,

20

that what I want for them is to give them a completely

21

different life than I had as a kid.

22

did the best that he could, he worked as hard as he

23

could, and he provided for us in every way possible,

24

but I can't tell you how many times in my life I heard

25

the words, "we can't afford that."
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1

created a block in my mind about what we were worthy

2

of as a family.

3

And I remember my dad saying all the time,

4

because I would say stuff like, "I hate that we're

5

poor."

6

up much more poor than we did.

7

middle class.

8

time -- by the time we came to this class.

9

would always say, you know, we're not poor, we just

10

And we weren't poor.

Some of you in here grew
But we were lower

Maybe middle middle class by the
And my dad

choose what to spend our money on.

11

To me that's the definition of poor.

12

having to choose, okay, what to spend your money on,

13

that's -- that's poor, because in reality, the way

14

that you should be looking at things is not what can I

15

afford, but how can I afford it.

16

Last I checked, this is not a dress rehearsal.

17

out in the sun a couple of times and then we're done

18

with life.

19

really going to spend your entire lives saying I

20

can't, I can't, I can't, I can't?

21

to say, how can I?

22

If you're

You've got one shot.

What are you going to do with it?

You go

Are you

Or will you start

So when I start to say how can I, the questions

23

I would ask were, how can I give my daughter a better

24

life than I had?

25

how can I do the same thing?
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1

necessarily mean that I have to give them some

2

glorious, you know, amazing lifestyle, but I want them

3

to be able to travel the world while they're kids,

4

because there's no -- to me, no greater like reduction

5

of prejudice than to see what other countries live

6

like.

7

When I actually got to go to Indonesia, it

8

changed my life, because I saw how fortunate I was to

9

live in this country.

And I saw why people from other

10

countries that emigrate here do so much better than

11

people who are born here.

12

fortunate they are to have what they've got.

13

my kids to know that.

14

them.

15

Because they realize how
I want

I want to travel the world with

We pulled my daughter out of school, she was in

16

private school for about three months, because she was

17

coming home and the way she was talking to her sister

18

and talking to me, even though it was a wonderful,

19

very great school and they put a lot of attention into

20

the kids, and it was a private school, the kids that

21

were there, they were regurgitating what they got from

22

their parents, not what they were getting from the

23

school.

24

were basically broke mentality mindset, not just

25

around money, but also around how they choose to

What they were getting from their parents
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1

behave towards each other and interact with each

2

other.

3

So we pulled her out and have her home

4

schooled.

5

my wife.

6

fund the lifestyle where we can be able to put them in

7

different tutors and stuff like that.

8

bragging, just showing what's possible when you make

9

the choice.

10

And to me, that's a huge responsibility for
I'm so grateful that I have the ability to

Again, not

This is what I'm going to do, and then you go

11

build whatever is necessary to create that.

12

point, you have to stop working and you have to start

13

building.

14

At some

This is my second, this is Evey here.

She's a

15

little spitfire.

She has been, too, since she was

16

born.

17

know what I'm talking about.

18

love the kid to death.

19

she's always just reminding me how much she loves me

20

and wants to play with me.

21

you guys teaching, I'm playing with them.

22

basically I'm -- and then maybe like four hours, five

23

hours a week with managing my portfolio and responding

24

to emails and stuff like that.

25

To me, that's ecstasy.

She's now creeping up on four, still two, you
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1

looks at that and says I should be working harder.

2

No, thank you.

3

fact, I worked pretty hard the other day.

4

left of this, this is a picture of -- (inaudible) --

5

but if you go that way in our backyard, there's a

6

fairy garden I just built.

I'd rather just be playing harder.

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9
10

In

Just to the

Oh, that's nice.

So I will tell you guys until

I'm blue in the face, do not do the work yourself.
Okay?

11

(Laughter.)

12

TREY STINNETT:

I put a roof on top of this

13

little fairy garden house that I built.

14

thing took me all day, my hands were like all scuffed

15

up and banged up.

16

contractors that do this six days a week, man, right?

17

No wonder they always need a 12-pack from me every

18

Friday.

19

yourself.

20

I get it.

Man, that

And I was like, there are

Okay?

Stop doing the work

And I know I've got a couple of contractors in

21

here and some people that are handy, but here's the

22

deal:

23

that works for you, not a business you have to work

24

for.

25

connections, and putting yourself in the way of that

The whole idea here is to build the business

Okay?

You want to be building things, making
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1

stream of wealth we talked about yesterday, rather

2

than just digging holes and trying to fill them up

3

with savings.

4

Okay?

Savings are great, but remember, those of you

5

who have savings in this room, you have them for a

6

reason, and it's because at some point in your life,

7

you knew you were going to activate those savings into

8

creating something in your life.

9

save, because they're constantly just throwing money

10

at whatever they can get, which we will get into here

11

in a second with the Who Moved My Cheese book.

12

Other people can't

But if you've got savings, man, use it.

Make

13

that work.

14

not going to grow if it just sits there.

15

reason why in the parable in the Bible, the guy that

16

buried the money got fired, okay?

17

didn't work.

18

invest it into your business and watch it happen.

19
20

Because it's there for a reason, and it's
There's a

It's because he

So take that, find a way to grow it,

So for me, being able to travel with these
girls and do things with them is my Why.

21

The second part of your homework was the credit

22

work.

23

credit card companies to raise limits or lower

24

interest rates?

25

How many of you were able to last night get

Let's see success with that.

How did you do, Leslie?
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1

LESLIE:

I did pretty good.

I used a card --

2

well, I called about a card I hardly ever use, and it

3

only had a $5,000 limit, and they upped it to $9,500.

4

And --

5

TREY STINNETT:

6

LESLIE:

7

TREY STINNETT:

8

LESLIE:

9

TREY STINNETT:

Doubled your money.

-- dropped two points.
Two points, that's great.

Is that good?
No, it's wonderful.

The best

10

I've seen that somebody got a drop to zero for six

11

months, but for the most part.

12
13
14
15

LESLIE:

Well, they offered zero for 12 months,

or two points, and I said, well, two points.
TREY STINNETT:

You did it.

And who else was

able to do it?

16

UNIDENTIFIED SPEAKER:

(Inaudible).

17

UNIDENTIFIED SPEAKER:

So we had credit

18
19
20
21
22
23

increase -- (inaudible) -TREY STINNETT:
was that?

Okay.

Good.

What percentage

Do you know?

UNIDENTIFIED SPEAKER:

No.

But they kept --

(inaudible) -TREY STINNETT:

Okay.

Like I said, most of the

24

time they say no, but if you don't ask, you don't get.

25

And you're on the phone with them anyway, so you may
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1

as well ask.

2

forth, back and forth.

3

And they lower that annual fee, back and
So very important credit work.

I know not everybody did it, I didn't make it a

4

required assignment, it is an optional one, if you

5

want to do it, because I know some of you are also not

6

qualified for foundation funding, which I'll talk

7

about here in a little bit.

8
9
10

By the way, we've already raised over a million
dollars in this room, so congratulations, guys.
figured that would happen.

11

I

Yeah?

UNIDENTIFIED SPEAKER:

Just a quick question.

12

You mentioned yesterday that if you were going to do

13

multiple cards, you said within a certain amount of

14

time to do them.

15

TREY STINNETT:

Yeah.

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

You called it the --

All of them within seven days,

18

but do it every six months, starting six months from

19

now.

20

trying to help you guys qualify for other funds.

I don't want you doing it now, because we're

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

the CreditNav.

Okay.

Make sense?
Yes.

This line of credit work was

How many of you pulled your credit app
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1

yesterday?

Everybody did that?

2

surprised at your credit score?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

Okay.

Anybody

Yeah.

Is it higher than you thought

or lower?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Higher.

Where are you from?

Probably

8

maybe a little bit lower, but it's fun to take a look

9

at that and realize, oh, well, I've got an asset here

10

that I didn't even know I had.

11

You see, this to me is the most ludicrous part

12

of being an American.

13

there want to do real estate so bad their eyes can

14

bleed, but they don't have the access to capital we

15

have here.

16

got people who wish they had a Social Security number,

17

because then they could just go to Chase and get

18

10,000 bucks tomorrow to be able to run their business

19

with.

20

I go to Canada, and people up

Just a little bit north of here and you've

We are able to simply fog a mirror, show a

21

credit score and we get access to capital.

22

people don't tap into it, because they don't realize

23

or they don't know how to actually properly leverage

24

it to build a business with it, which, frankly, that's

25

probably a good thing.
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1

before and knew what to do, but once you know what to

2

do, utilize that, hack it, push that credit score up

3

so that you can use it to be able to pay for value.

4

Next I had you guys look over the advanced

5

training brochure, and then, finally, we had you guys

6

read a book last night.

Who read Who Moved My Cheese?

7

Please raise your hand.

Look at that.

8

participation.

9

do that?

10

Who watched the video?

Good class
Did somebody

Okay.

Either way, you got the story from it.

I

11

actually have one person in the room who went to the

12

library to pick up the book.

13

So, congratulations.

14

Okay.

15

That is a first for me.

What were the four characters?

Who were

they?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

(Inaudible).

Sniff and Scurry, Hem and Haw.

18

Let's start with Hem.

What was Hem like?

Didn't want

19

to change.

20

the kind of person who basically goes over here and

21

says, it's the way my dad did it, it's the way my

22

granddad did it, it's the way my granddaddy's

23

granddaddy did it, and they never change, and they

24

want to stay still and never move anything.

25

a problem with that perspective on life?

Kind of stuck in his ways, right?
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

3

Yes.

Why is that not a good

perspective to have on life?

4

UNIDENTIFIED SPEAKER:

5

you're just -- (inaudible) -- change.

6

TREY STINNETT:

You're not growing if

Yeah, life is always changing.

7

You don't have a choice.

And so it is this attachment

8

that we have as humans to wanting to stay in one place

9

and feel secure that actually makes us most

10

uncomfortable.

11

you're not constantly changing, you're missing the

12

point of life.

13

If you're not constantly moving, if

I read this quote the other day, it said that

14

most people tiptoe their way through life, or it was

15

most people spend their life tiptoeing their way to

16

the grave.

That's it.

17

adventure.

You sit on the shoreline and you watch the

18

waves go up and down, that's an option, or you can get

19

out there and surf the waves.

20

is always in flux.

21

Rather than living it as an

And so in reality, life

It's always changing.

When we first pulled my daughter out of school,

22

she came home one day last winter -- did we have a

23

pretty cold winter this year?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

here, it was cold like two days ago.

So it's nice in

2

Austin, finally, but we had three snows this year, and

3

we usually get no snow.

4

stuck to the ground, and my daughter was like, daddy,

5

do you know why it's so cold outside this time of

6

year?

7

because the Earth is farther away from the sun.

So three snows, two of them

I said, yeah, do you?

And she goes, yeah,

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

Oh, wow.

And I said, where did you learn

10

that?

11

teach you that at school.

12

school said it.

13

YouTube video, because it's the axis of the Earth, got

14

the distance, right?

15

She said, at school.

I was like, they didn't

She goes, well, a girl at

And I'm like, let's go watch a

So I take her and I'm like, let's go watch this

16

YouTube video.

17

thinking I'm a smart daddy and I'm going to show her

18

all this stuff.

19

So I pulled this YouTube video and I'm

And I was right about that, but what I didn't

20

know, and I learned about when I watched that video is

21

that when the Earth goes around the sun, it doesn't do

22

it in a perfect ellipse, it's influenced by the

23

gravity of Jupiter and Saturn and other large planets,

24

so it actually ends up in a different spot.

25

goes around in a loop, but it kind of does more like a
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1

spiral.

So even if you stand in the exact same place,

2

you're never in the same place twice in the universe.

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

Oh, my God.

Because on top of that, not

5

only is the Earth not going back to the same place,

6

the sun and the Earth, the solar system, is moving

7

around the galaxy and the galaxy is moving around our

8

cluster and the cluster is expanding from the center

9

to the outsides of the universe.

10

science shows us.

11

constantly moving.

12

And this is what

So that means everything is
Constantly growing.

Right?

And a tree doesn't have to ask for permission

13

to grow, yet we in our lives for some reason, we get

14

blocked.

15

And we're afraid to grow.

And so, you know, when I think about that, I

16

think, you know, why do people stay stuck?

17

often do compare it to a tree.

18

times because people don't want to be taller than the

19

trees around them.

20

grow taller than the one that's next to it.

21

And I

And I think often

No tree ever asks permission to

Guys, so if you can understand that and you can

22

grow, then you allow yourself to do that, and guess

23

what happens to the people around you?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

thing, because they go, oh, well, if that guy can do

2

it, well then maybe so can I, right?

3

the Hems of the world is that they're not only not

4

inspiring to people, they're not inspired themselves.

5

And if you're not inspired, you don't do anything.

6

they stay stuck in their ways until they get their

7

additional movement, additional growth, and in the

8

book, he didn't get the cheese, because he was

9

unwilling to move.

10
11

Question for you, how many of you know a Hem in
your life?
(Laughter.)

13

TREY STINNETT:

15
16

in your life?

How many of you have been a Hem

Yes, a couple of times.

The second character we had also was a human,
was Haw.

What was Haw like?

17

UNIDENTIFIED SPEAKER:

(Inaudible).

18

TREY STINNETT:

He didn't move

Yeah.

19

immediately.

20

hesitant.

21

of need to make a change, maybe I should change

22

something.

23

classes, this is usually my people in their late

24

twenties, early thirties.

25

So

He stayed stuck in his ways.

12

14

The problem with

A little bit reluctant, right?

A little

He was the guy that was like, well, I kind

For me, in these rooms, when I teach these

Remember yesterday I asked the question, people
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1

that are over their forties, please tell the people

2

who are younger that you wish you were in your

3

thirties, right?

4

because if they haven't felt the pain yet, the hunger

5

pains that make you make move.

6

these Haws.

7

gives you the power to actually create the change.

8
9

They don't get it sometimes yet,

And so they become

But if you make the moves earlier, that

So Haw eventually did make the move, but he
waited until he got what?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

12

third character?

13

like?

Hungry.

Hungry.

We had Scurry.

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

All right, who was the
What was Scurry

Off and running.

Off and running, into a wall,

16

okay?

So he was bouncing off this wall, bouncing off

17

that one; I'll try this, that didn't work; I'm going

18

to try this, that didn't work; I'm going to try this.

19

And he finally found the cheese, but did he spend a

20

lot of energy to get there?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

Yeah.

Yeah, he did.

This is the

23

person who probably has started 15 different

24

businesses and hasn't followed through on all of them.

25

This is somebody that has a new idea, like, every six
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1

months.

2

guarantee you there's at least one of us in here,

3

because that was me, right?

4

everything and anything, even after I got into real

5

estate, my mentor kept telling me, focus, because I

6

kept bouncing off walls trying a million different

7

things.

8
9

This isn't everybody in the room, but I

And I was trying

Because the reality is, I said yesterday,
wealth is not created by doing a million different

10

things one time, it's created by doing one of the same

11

things a million different times.

12

And we'll talk today about how to actually

13

build that wealth to move you out of the phase that

14

most of you are in right now, which is what I call

15

worker, and into a place -- phase that I call player.

16

And when you get to that phase, now it's no longer

17

about you and what you know and what you can create

18

with your resources, it's about multiplying that with

19

other people's resources.

20

their connections, their energy, so that you can have

21

the structure in place to be able to actually build a

22

business that produces for you.

23
24
25

Their money, their time,

And that's really what it was about with that
fourth character, Sniff.

Sniff did what?

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

Research.

Smelled.

Followed

2

his nose, as Toucan Sam would say, right?

So he

3

looked for the solution, he found it, he put the

4

structure in place and then followed that.

5

which ways to turn because he followed his nose.

6

so the allegory there for us as real estate investors

7

is not to re-invent the wheel, bouncing off walls

8

trying to figure out what works, although the

9

mom-and-pop approach will eventually get you there, it

He knew
And

10

is brute force, and unless you're like under 30, I

11

don't think you should be going the brute force route

12

right now, okay?

13

as hard and start working what?

It's probably time to stop working

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

16

So I love this book, because it really shows

17

you, you know, kind of how we need to embrace change

18

and ride those waves.

19

this is actually something Alan Watts said, which I

20

love, is he said that life is not some journey with a

21

grand destination at the end.

22

music is playing, get out there and be part of it,

23

right?

24

waiting for the grave.

25

Smarter.

You guys got it.

And, you know, another thing,

Life is a dance.

The

Don't tiptoe your way through life just

So which character do we want to be of those
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1

four?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

4

Sniff.

We want to be a Sniff as often

as we can be.

5

All right.

So this is kind of interesting.

6

I'll take time to talk about where you will be at age

7

65, 10 percent of our country at that age are wealthy,

8

6 percent are independent, 29 percent still work, 6

9

percent have died, and more than half of our

10

population over the age of 50 -- over the age of 65, I

11

mean, are still working.

12

I remember in 2006, 2007, when I first got into

13

the real estate business, I would go to people and I

14

would say, hey, you've got retirement inside the stock

15

market right now.

16

high.

17

It was crazy.

It was a bull market.

18

God, $10,000.

And they were like, this is insane.

19

And I said, let's move some of that into real estate,

20

right, so that you can have more security, and you can

21

have more consistent growth.

22

The stock market is at an all-time

Remember 2006, how high the market had gotten?
You're like, my

And you know what people would sometimes say to

23

me?

No, man, I'm like five years away from early

24

retirement.

25

401(k)s became 201(k)s.

What happened three years later?
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1

Right?

2

this game.

3

things that aren't performing or aren't going to have

4

as much long-lasting performance, and get into stuff

5

that even if the market went down, do people still

6

have to have a place to live?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

And so understanding timing is also part of
Being able to know when to get out of the

Yes.

Um-hmm.
Okay?

So even when the

market went down in real estate, unless you were

10

upside down in some sort of negative amortized

11

mortgage or an adjustable rate mortgage or one of

12

these bad loans that they gave, if you were in a

13

standard fixed rate mortgage with a tenant in the

14

property paying for your mortgage, like we can buy

15

today, how did that recession go for you?

16

Maybe you lost a tenant or replaced it with somebody

17

else.

18

Fine.

People say, what happens to your $3,000 a month

19

tenant, if they leave, that costs you three grand a

20

month.

21

anymore and put them in that house.

22

lives out of a $3,000 a month house, you put him in a

23

$1,500 apartment complex.

24

guy?

25

always move him somewhere, okay?

No, you just go find somebody that can't buy
And the guy who

You say, what about that

Let's find him a mobile home park.
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1

So if you think about that, you also are

2

creating a solution for people during downturns.

3

Imagine being able to walk up to your tenant and say,

4

listen, you haven't paid me in the last month, I need

5

you to move out of the place.

6

my finances are wrong, I can't do this, I can't do

7

that.

8

And they say, well, I could probably give you like 800

9

bucks.

And they go, oh, man,

And you say, well, how much can you pay me?

Okay, perfect, I have a place over here that's

10

$800 a month, I won't charge you a deposit, all your

11

stuff needs to be out of here by Wednesday, I'll pay

12

for the movers.

13

That's a solution, man.

You got them into

14

something they can afford and now you can rent your

15

property out to somebody who has a higher income that

16

came sliding down as well.

17

this.

18

It's just understanding

I mean, think about it, Tarek had to move into

19

a $700 a month apartment in 2008 with Christina,

20

right?

21

still moved into an apartment.

22

made money.

23

That's how cheap their life got.

But they

So whoever owned that

That's -- (inaudible).

So we can always stay ahead of it, if we

24

intentionally build a retirement, not just with a

25

large amount, because that amount could get cut in
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1

half with some stocks, but that large amount is

2

invested in something that weathers the storms of

3

recession.

4

I thought this would be interesting, because

5

some people still hold out for those pension plans and

6

stuff.

7

country.

8

away, about two years later, found a new husband.

9

had emigrated here from Germany in the '50s, worked

This is the average job retention in our
My grandmother after my grandfather passed
He

10

for Phelps Dodge and IBM.

He got a pension from the

11

German Army and somehow he also got a pension from our

12

country, plus Social Security.

13

stuff up together, when he retired, he was getting a

14

good about $3, $4,000 a month.

15

on that?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

18

that.

19

retired, it was easy.

20

That didn't grow.

21

when it was 2011, no.

22

four.

23

Man, you add all that

Now, can you guys live

Yeah.

It's not super easy to live on

You could live on that in 1980, when he
But that's the amount of money.

It didn't go from four to eight
In 2011, it was still the same

And so he says to me one day, and I remember I

24

was like 18 years old, this is probably halfway into

25

retirement before he passed away, I was trying
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1

probably my third business idea, I was part of one of

2

those multi-level things where they were selling

3

electricity or whatever.

4

was, man, this isn't working, I've got to try

5

something different.

6

It wasn't working.

I was in college, mind you.

And I

And he says to me,

7

he goes, why do you keep trying to start businesses?

8

Just go get a job, work for a good company that's been

9

around for a long time, he goes, and you can make sure

10

you've got retirement at the end of it.

11

route.

12

Does that even exist anymore?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

It's the safe

No.

When is the last time he went

15

to the job market?

16

years.

17

something think that that same thing will still work?

18

Yeah.

19

you're freaking crazy for trying to start your own

20

business.

21

real estate doesn't work.

22

that you respond to those people with:

23

It doesn't work.

24

here doing some deals.

25

He hasn't even been in it for 15

So is it possible that people who did

So there will be people in your life who think

There are people in your life who will say,
Here's my recommendation
You're right.

So you stay out of it, I'll be over

(Laughter.)

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

EX 6, p. 80

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 82 of 439
81
1

TREY STINNETT:

That's fine.

So in reality, we

2

have to understand that it's not changing.

3

way, this is 4.4 years, including small businesses and

4

stuff like that.

5

what about the big companies?

6

at those.

7

Oracle, one year; Apple, one year; Amazon, one year;

8

Twitter, one year.

9

And by the

So you might say, oh, okay, well
Sure, let's take a look

Facebook, two years; Google, one year;

Guys, this is how long millennials are working

10

in jobs right now.

And you wonder why we don't have

11

retirements, okay?

And you wonder why millennials

12

aren't buying houses.

13

okay?

14

have to stay flexible enough to be able to move and go

15

to different places.

16

There's a reason for that,

And it's because the jobs aren't there.

We

And unless somebody starts teaching younger

17

generations how to manage their money, it's going to

18

get worse each generation, all right?

19

responsibility to not only change our finances, but

20

also the financial future of our kids.

21
22

Now, what's happening right now to the middle
class?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

And so it's our

that.

Shrinking.

It's shrinking, we all hear

So I thought, well, sometimes we hear stuff
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1

that's not true.

2

see if that is statistically true.

3

The middle class has been shrinking for the last 40

4

years.

5

tell you it's been going into the lower class.

6

truth of the matter is, it's been going to both.

7

So I'm going to go look it up and
In fact, it is.

And where has it been going?

Most people will
The

So it went from 1971 a 25 percent lower class

8

up to 29, and we went from a 14 percent upper class to

9

a 21 percent upper class.

Middle class is becoming

10

wealthier every day.

11

assumption as to why this is is because the middle

12

class is becoming smarter.

13

no longer play the game like the middle class, and

14

they're starting to play like the upper class.

15

They're realizing 401(k)s and pension plans and IRAs

16

and saving and all of that stuff that we've been

17

taught in this middle class, that that doesn't create

18

wealth.

19

My expectation or really my

They're realizing how to

And they're going to come to wake up more and

20

more to this, I believe, because of stuff like what

21

you're at right now.

22

Because there's new education.

23

trusting the government, our job and the banks to tell

24

us what to do anymore, all right?

25

actually empowering ourselves to find those answers.
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1

However, the reality is, our cheese is being

2

moved.

We're moving out of the middle class.

You go

3

one way or the other.

4

move into the upper class, what do you think is

5

probably going to happen?

And if you don't intentionally

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

You're sliding down.

You're going to slide down.

8

Sliding down is the natural state in our economy,

9

unfortunately.

10

And so one thing that I always tell people, I

11

had a mentor of mine, and when I was first in this

12

business, I was like on my, I don't know, ninth offer,

13

and I told my mentor, I'm like, dude, I just, I don't

14

have any motivation right now.

15

nobody's accepted them and I just, I'm lacking

16

motivation.

17

I've made nine offers,

And I'll tell you what he told me.

And this

18

may resonate with you.

He said to me, he goes, you

19

know, Trey, I have people that sometimes tell me that

20

they lack motivation, and he goes, please don't be

21

that person.

22

lying to yourself.

23

goes, every person inside of them is naturally born to

24

be successful.

25

the universe, to grow like a tree, to flow like a

I said, why?

He goes, because you're

I said, what do you mean?

He

It is our natural state to expand like
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1

river.

He goes, this is what we do.

2

He says, however, when you use words like I

3

don't have motivation, you're assuming that there's

4

something outside of you that you need in order for

5

you to be successful.

6

of you.

7

effort to be successful, it takes a will power or a

8

conscious effort to be complacent, to choose not to

9

grow is what most people do.

10

The success is already inside

It doesn't take any will power or a conscious

And I'll show you, they call it tall poppy

11

syndrome, because what happens is, in the poppy field,

12

if one poppy is taller than the rest, they'll whack it

13

or cut it down.

14

Australia and -- I'm sorry, New Zealand, they try not

15

to outshine their friends.

16

than other people, they try not to grow, because if

17

they do, they might upset people.

18

And so everybody in that -- in

They try not to be better

Now, obviously that's not everybody, that's

19

just one of their cultural money-has-to-grow-on-trees

20

mindsets that keeps them held back.

21

And I see a lot of people doing that, too, in

22

our society, where they say, well, man, I just, I'm

23

missing the motivation.

24

inside of you.

25

You're creating a block by being complacent.

No, you're not, it's already

What you're missing is nothing.
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1

take responsibility for that, and you say, all right,

2

I'm choosing complacency, well the motivation will

3

show up.

4

If you take out of it being resigned to your fate, and

5

actually creating something, you've got to be here

6

anyway, you might as well do something to make your

7

life a little bit better.

8
9

If you move the complacency out of the way.

So our cheese has been moved, and either you
get upset about it, or you can do something about it.

10

So I mentioned a couple of times yesterday Tony

11

Robbins, I am obviously a fan of his, I have been out

12

to his events a couple of times, I got to meet him

13

backstage.

14

are bigger than my head.

15

news the other day talking about retirements, I

16

thought I would share this with you guys.

17

out.

The guy is like this tall and his hands

18

(Audio played:)

19

"GAYLE KING:

But he was on the morning

Check it

Business strategist Tony Robbins

20

is a very big man, and he didn't just help Shallow Hal

21

gain perspective.

22

of the world's most successful people have turned to

23

Robbins for advice from President Clinton to Donna

24

Karan to Serena Williams.

25

funding -- on finding, rather, fulfillment and
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1

maximizing our potential has racked up more than 15

2

million views online.

3

best-selling author helps millions reach their goals.

Wow, the New York Times

4

Tony Robbins, we welcome you back to Studio 57.

5

TONY ROBBINS:

6

GAYLE KING:

Good to see you.

Which I want people to know that

7

Tony just told us at the table that in the past 21

8

days he's been in seven countries.

9

you are right now?

Do you know where

10

TONY ROBBINS:

I'm checking it right now.

11

GAYLE KING:

12

You pride yourself on helping people find their

You're in New York City.

13

peak performance, in all facets of their life, and now

14

you're tackling finding peak performance in our

15

finances.

16

TONY ROBBINS:

17

GAYLE KING:

18
19

Yes.

Why was that a topic you wanted to

dive into?
TONY ROBBINS:

Because there's only two areas

20

that really affect the quality of your life, it's your

21

relationships, obviously, your body, your energy, your

22

emotions, and economics.

23

for a long time, but in 2008, when I saw so many

24

people losing half of all they had developed during

25

their lifetime, their retirement and their homes, it
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1

wasn't statistics to me, because I grew up in a really

2

tough environment.

3

I've been coaching Paul Tudor Jones, who is one of the

4

top ten financial traders in history, for 22 years

5

every day.

6
7
8
9

GAYLE KING:

And most people don't know that

But you got mad when you saw what

was happening.
TONY ROBBINS:

I got mad.

And I said, you

know, I have access, so I've got to find solutions.

10

And I said, what if I could get to the 50 most

11

successful financial people on Earth who started with

12

nothing and find out how they did it.

13

UNIDENTIFIED SPEAKER:

14

TONY ROBBINS:

Right.

And so I wrote the book, and in

15

doing it, I learned so much about the noose that

16

happens to the average person, it's mind-boggling.

17
18

UNIDENTIFIED SPEAKER:

Well, specifically, you

were a board member of America's best 401(k)s.

19

TONY ROBBINS:

Yes.

20

UNIDENTIFIED MALE:

And you've specifically

21

looked into the fees that people pay at 401(k)s, and

22

the fact that most people don't even know that they

23

pay a fee.

24
25

TONY ROBBINS:

This is the most amazing thing.

It's a $4.4 trillion industry that for 30 years, they
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1

didn't have to tell you what they were charging you.

2

Only three years ago, the Department of Labor changed

3

the rules and said you've got to tell people you

4

charge them.

5

or 50-page disclosure document that if you have a

6

Ph.D. in finance, maybe you can figure out the hidden

7

fees.

So now they do that by giving you a 35

8

UNIDENTIFIED FEMALE:

9

TONY ROBBINS:

Yeah, good luck.

So here's the bottom line:

Most

10

people, 58 percent of people don't even think there

11

are any fees, but I have three core messages for your

12

people.

13

percent fee, because of the compounding over time,

14

costs you 10 years in retirement income.

15

person thinks they're paying less than 1 percent or

16

nothing, and they're paying 3.1 percent.

17

years of fees.

18

One, fees matter and you're paying them.

So I'll give you an example.

A 1

The average

That's 30

If you have a

19

35-year-old person and they have $100,000 and they put

20

it in the market and they let it compound for 30 years

21

until they're going to retire and they're paying 1

22

percent of fees, they have $761,000, which is a nice

23

growth from that time, but if you pay 3 percent of

24

fees for the same stocks, you have $432,000.

25

So, in other words, you have 76 percent more
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1

money if you have less fees; or on the other view, you

2

have 19 years less income.

3

that fees matter.

4

So people don't understand

The second thing they don't know is that the

5

funds matter.

6

Well, most people are not stock experts.

7
8

Where would you want to put your money?

GAYLE KING:

No, I know.

It's like Greek to a

lot of people.

9

TONY ROBBINS:

It's totally.

So what do they

10

do?

11

disaster.

12

interviewed David Swensen, who took Yale from one

13

billion to 24 billion, the smartest minds in the

14

world, and they all say, you're never going to be at

15

the index.

16

96 percent of all active mutual funds will never be

17

able to match the index over any 10-year period of

18

time.

19

They let someone else tell them, which is a
So I interviewed Warren Buffet, I

In fact,

So 4 percent make it.
Now, some of you say, I'm going to find the 4

20

percent.

Good luck.

If you played blackjack and you

21

get two face cards and your inner duty says, hit me,

22

thinking we might get an ace, you have an 8 percent

23

chance of getting an ace.

24

So we show people how to get those funds --

25

UNIDENTIFIED MALE:
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1

TONY ROBBINS:

The index funds, but at the

2

cheapest rate.

You can get them and they'll charge

3

you 3 percent for Vanguard, which we charge 0.05 for.

4

So that's like buying a Honda Accord for $30,000 or

5

pay $900,000 for the same car.

6

doing.

7

GAYLE KING:

8

TONY ROBBINS:

9

GAYLE KING:

10

That's what people are

There's a lot of information.
Here's what I tell people.

Tony, my head is spinning right

now.

11

TONY ROBBINS:

If you go to -- all you have to

12

do is if you go to showmethefees.com, you can put in

13

the information on the company and it will spit out

14

for you immediately where you really are, and your

15

company has to, every year, benchmark against the

16

best.

17

GAYLE KING:

Go ahead.

18

UNIDENTIFIED MALE:

Here's a tip I think

19

everybody can understand.

You basically say that this

20

can all start with you eating pizza once a week.

21

TONY ROBBINS:

22

GAYLE KING:

23

TONY ROBBINS:

24

$1,000 saved for retirement.

25

statistic.
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1

GAYLE KING:

$1,000?

2

TONY ROBBINS:

$1,000.

And so as a result,

3

most people don't get started because they have no

4

money.

5

one night a week instead of going out and you had

6

pizza instead and saved yourself $40, it doesn't sound

7

like much.

8

that for a year, that's $2,000.

9

So one metaphor I give people is, if you took

But you do that for a month, and you do

Well put that in the market, growing at 8

10

percent, over 40 years, you've got a half a million

11

dollars.

12

thing alone.

13

marketplace --

You have $500 million from that one little
So a little change tapping the

14

GAYLE KING:

Could make a big difference.

15

TONY ROBBINS:

16

GAYLE KING:

Gigantic difference.

And the one thing all successful

17

people have in common, I saw you talking in the green

18

room to Stewart.

19

TONY ROBBINS:

20

GAYLE KING:

Yes.

Of Slack.

What's the one thing

21

all successful people have in common?

22

thing?

23

TONY ROBBINS:

24

GAYLE KING:

25

TONY ROBBINS:
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1

in your own life, because I know you, Gayle, anybody

2

who is really successful and has an extended level of

3

success.

4

hungry to do something for a moment, but people that

5

haven't lost their hunger, but they're always driven,

6

they want to learn more, they want to get more, they

7

want to do more.

8

hunger.

9

re-ignited.

10
11

People are hungry to lose weight or they're

There is no greater gift than

And if you don't have it, you want to get it
Because it's what makes us feel alive.

UNIDENTIFIED FEMALE:

And I'm ravenous, I don't know about you guys."

12

(End of video.)

13

TREY STINNETT:

14

Tony Robbins, thank you.

If you want to save money,

you've got to stay what?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

Hungry.

You've got to stay hungry.

17

Complacency is actually probably the biggest downside

18

of the downfall of most people in our country.

19

little bit of money, you feel okay for a little bit

20

and then you miss out on the opportunities, because

21

you've let yourself rest on your laurels.

22

Make a

You think that might become a problem when you

23

start making a bunch of money in real estate?

24

that flipped out, you've got $30,000 in your bank

25

account, you're kind of like, I might just look at
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1

that for a little bit.

2

point, you may stop getting hungry.

3

systemize, because systemization makes sure that the

4

money keeps rolling in.

5

$60,000, $100,000, at some
This is why we

Imagine if somebody bought a McDonald's

6

franchise and as soon as they had some money in the

7

bank they were like, oh, I'm going to take a break and

8

close Mickey D's for a week.

9

would be okay with that?

10

Do you think McDonald's

No way, right, because the

money has to keep going in.

11

It is that, again, stream of wealth.

12

want to be able to make sure that some of the stream

13

is coming into your bucket and it's not just all

14

passing down the river to somebody else.

15
16

Okay.

You just

So we have an opportunity to either work

hard or we can work what?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

Smart.

Work smart.

Here's what will

19

do the best for you, working smart and hard.

20

you're willing to do both of those, what you'll find

21

is it gets a lot easier.

22

clutch year.

23

start to glide a little bit more than you did before.

24
25

If

Your first year is your

Year two, year three, year four, you can

So please remember why you're here.

You can

have the life you want in a very short period of time,

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

EX 6, p. 93

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 95 of 439
94
1

but you have to start now, you have to be very

2

specific about what it is you want, and you need to be

3

working improving the system with a support network.

4

Because we talked yesterday, you guys remember

5

I talked about the equation for wealth?

Do you all

6

remember the wealth equation?

7

wealth equals value times leverage.

8

description I've seen of this is let's say you've got

9

like this mountain here, and down the side of the

What it was?

10

mountain there's a river, okay?

11

the river of wealth.

12

river.

13

for you.

It was

The best

Now, that river is

All money comes through this

You want to be able to get some of that money
This is your river, okay?

14

The height of the mountain is your value.

15

knowledge you have, the people that you know, the

16

money that you may have right now, this is the reason

17

why both Amber and I both were saying yesterday, we've

18

spent hundreds of thousands of dollars in self

19

development trainings like this, hiring mentors,

20

coaches, strategists, going to different seminars.

21

Because every time I do, I walk away more valuable

22

than I walked in.

23

nugget out of something like this, it increases my

24

value, which I then can take that value back and then

25

I can use leverage.
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1

So value is really this vertical axis right

2

here.

This is value.

Leverage is how wide your river

3

is.

4

you can make big money, you can make it fast.

So value is the speed.

5

If you have high value,

Some of you have experienced that in your life,

6

you have high incomes.

7

created by increasing your value.

8

you're not increasing your wealth.

9

money you make, you still have to work for it.

10

Those high incomes were
The problem is,
No matter how much
That's

the problem.

11

Wealth comes from being able to widen the river

12

so it doesn't have to go as fast, but it can still

13

give you as much.

14

river, I mean, you're going to collect a lot of money,

15

but it's going to flow down the river just as fast.

16

So this right here, leverage, creates our side to

17

side, where we're able to create more value and we're

18

able to create more leverage, that gives us more

19

wealth.

20

All right, so if you've got a fast

And so that's really the point of today's

21

conversation, is how you can start to leverage the

22

tools you already have.

23

knowledge, your mindset, your work ethic.

24

put those things properly into building a business,

25

then you can stop working as an employee or running
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1
2

your own company.
I think a couple of you said yesterday you're

3

self-employed.

All right.

So let's talk a little bit

4

about the money and how it's going to flow through

5

your real estate business, because when you understand

6

the flow of money, you can direct it a lot better.

7

So yesterday, we focused mostly on raising

8

capital for being able to do deals.

That specific

9

type of capital is what we call transactional capital.

10

It is money that is used for doing deals, purchase,

11

rehab, any fees that might be involved, paying

12

contractors, insurance, stuff like that.

13

this is a business.

14

about this, but you need money for more than just the

15

actual deals.

16

company.

17

However,

So most people, they don't think

You need money to operate and run a

So there's actually three different types of

18

money that will flow in and out of your business.

19

is transactional, the second is operational, the third

20

is growth.

21

about, is your deal money.

22
23

One

So transactional, as we've already talked

What do you think operational money is?

What's

operational money?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

company.

Right?

So what would be an example of an

2

operational expense, in any business?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

Employees.

Yeah, you've got to pay your

5

managers, you've got to pay your employees, if you've

6

got them.

7

any of those.

8

managers, and that comes out of the deal money.

9

don't have to pay it myself, it comes from the rent

10
11

In our business, thankfully, we don't have
The only managers we have are property
So I

that's coming on the property.
So operational for us is like your cell phone,

12

which you're paying for anyway.

Your Internet access.

13

Maybe taking your realtor to lunch, paying to join the

14

Chamber of Commerce.

That's operational.

15

day-to-day expenses.

Office supplies.

Just your

16

There's not a lot with our business.

Compare

17

that to a franchise, where you have to sign up for a

18

three-year lease.

19

yesterday my buddy Tony has done over 400 restaurants.

20

Did I mention him?

I was describing to you guys

I don't think so.

21

So he's done over 400 restaurants and he was

22

telling me, he goes -- you know, he actually came to

23

this training.

24

nothing.

25

lot of people they get freaked out by the level of

He goes, dude, he goes, this is

Because I was talking to him about it and a
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1

investment to work with us.

2

And I said, don't say it's nothing, a lot of

3

people, myself included, thought this was a hard

4

decision to make.

5

goes, I sell franchises.

6

because he's from New York.

7

franchises.

8

franchise from me and then they've got to pay me

9

$50,000, plus a percentage of everything they make,

He goes, you don't understand.

He

He talks kind of like this,
He goes, I sell

He goes, he goes, someone buys a

10

and that doesn't include they've gotta go get a lease

11

for three years, they've gotta be able to build out

12

that building, they've gotta be able to invest in the

13

supplies and the materials, and then also all the

14

food.

15

start a restaurant.

16

He goes, it could cost $2, $3, $400,000 to

That's all operational.

None of that is

17

transactional at all.

18

operational costs to start a business.

19

Guys, that's a lot of

Now I'm not saying it's a bad investment,

20

there's plenty of people that make good returns on

21

franchises, it's just that it requires a tremendous

22

amount of capital, and you have to already have the

23

money to be able to make it work.

24
25

And so with our business, operational is almost
nothing.

Unless you build a big enough company where
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1

you have employees and stuff like this, in which case,

2

well, you can afford it.

3

So operational expense, your business expense,

4

and number three is growth.

5

in a business?

What is a growth expense

6

UNIDENTIFIED SPEAKER:

Education.

7

TREY STINNETT:

Education, why?

8

Okay.

Why is

that necessary?

9

UNIDENTIFIED SPEAKER:

10

TREY STINNETT:

Increased value.

Because that increases the

11

value.

12

the education increases our value.

13

we have, the more that we know and the more value that

14

we can create.

15

All right, so we have value and leverage.

Perfect example of this.

So

The more education

I told you that my

16

dad was an auto mechanic.

My granddad was more like I

17

am.

18

a job for 30 years, a company called Schlumberger, you

19

probably know them as Halliburton, and when he

20

retired, he got a little bit of a retirement, some

21

actual cash.

22

building and hired my dad and my uncle to do oil

23

changes and fix cars.

24

old.

25

working for his dad.

He was the entrepreneurial mindset.

He worked in

He took that and he went and bought a

They were like 18 and 20 years

And so that's how my dad became a mechanic,
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1

So my grandfather passed away and left my dad

2

the business.

My dad basically just kept running it

3

the way that my granddad did.

4

that my grandfather put in place when it was just a

5

little oil change and state inspection sticker shop

6

was a policy that anybody that came to work for the

7

company for at least six weeks had a cart blanche

8

ticket to go to any training that they wanted to

9

inside of automotive repair where they could get a

And one of the things

10

certification.

11

engines, they could go get certified on foreign import

12

cars.

13

earning a paycheck, albeit a pretty small paycheck, it

14

was also an opportunity to learn and grow for new

15

employees.

16

If they got certified in diesel

So going to work for him was more than just

Now why -- that's great for the employee, but

17

why would my granddad do that?

18

business?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

What did it do for the

Loyalty.

It definitely makes the

21

employees more loyal, but what did it do for the

22

business' bottom line?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

Added value.

It increases the value, because

now, they go from being an oil change shop to being a
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1

full-service auto repair shop.

2

cars, they can fix all these import cars and stuff

3

like that, because he invested in his people.

4

you do that, when you understand the value of actually

5

investing in yourself, that is what creates more

6

wealth.

7

They can fix diesel

When

And so let's say that after you go through this

8

class, even if those of you who go to our advanced

9

trainings, you do everything.

Let's say five years

10

from now, you say, all right, I want to get into

11

commercial high-rises.

12

place.

13

we've taught you, does that necessarily mean that you

14

aren't qualified to go out and do commercial

15

high-rises?

16

We don't teach that in our

Just because you've been successful with what

No, go get educated first.

So here's my recommendation:

Set aside after a

17

piece of every deal you do for future education.

18

a piece of it.

19

even today, that goes into either education, coaching,

20

seminars, some sort of consulting, to increase my

21

value or my business' value.

22

my system, and it always has been.

23

piece of that for education.

24
25

Just

I do about 10 percent of my income,

Because that is part of
So set aside a

The second part of growth is marketing.

One of

the first things that I see small business owners do
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1

when money starts to get tight, they cut off their

2

marketing.

3

wasting money on all this marketing and then three

4

months later, their business dries up and it's a dry

5

bone, because they cut off the flow of their

6

customers.

7

Because I've got to save money and I'm

Marketing is important because it's where we

8

get our leads.

Let's say you put out, I don't know,

9

$2,000 for a billboard and that billboard gets you one

10

deal, and that makes you $60,000.

Was that worth it?

11

What do you do with the 60 grand?

At least three of

12

it needs to go into what?

13

didn't I say two?

14

to keep the status quo.

15

Marketing.

Acceleration.

Wait, why

You don't just want

When someone comes to me and say, hey, I want

16

to do real estate investing, I say what's your goal?

17

They go, I want to make $100,000 a year.

18

that's not a good goal.

19

said, still not good.

A million dollars a year?

20

said, still not good.

Wait, how much am I supposed to

21

make per year?

22

I said,

They go, $200,000 a year?

I

I

It doesn't matter what you make per year, what

23

matters is that next year is more than this year.

24

Because as long as you're doing that, you're

25

accelerating, you're making progress and you're
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1
2

growing.
And so when we're re-investing into marketing,

3

when we're re-investing into education, what we're

4

doing is we're forcing our business to grow.

5

doesn't require will power, it's just we're investing

6

in ourselves.

7

yourself and to invest in growing a business, then

8

your business will grow faster.

9

And it

And if you have the money to invest in

So don't take the temptation of spending every

10

dollar you're making from these deals, put some of it

11

back into marketing, back into education and keep

12

growing your wealth, growing your business, long into

13

the future.

14

So it's not about raising private money,

15

because yesterday we talked mostly about the

16

institutions that will fund you.

17

fund you right now, even though you've never done a

18

deal before.

19

There's a difference between the money that you get

20

from say a hard money lender, and the amount of money

21

you need to actually do a deal.

22

deal really, really, really, really cheap, in which

23

case there absolutely are hard money lenders that will

24

cover the whole thing, but for the most part, you're

25

going to have some sort of private money for the gap.

That's cool.
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1

And yesterday when I asked you guys where to

2

get private money, you came up with a bunch of good

3

answers.

I think somebody said family, somebody said

4

friends.

You can get money from your own IRA or

5

401(k).

6

I like to do it from strangers, too.
So first things first.

It's easier to get

7

money from people that you know.

The problem for most

8

people is they think that raising funds for a deal is

9

the same thing as asking for money.

It is, but it's

10

not in the same mindset.

11

comes to me and they say, Trey, I've got an

12

opportunity for you, and here's what it looks like and

13

here's the return.

14

judge them as wanting something from me, because

15

they're bringing me an opportunity.

16

Like I said, when somebody

I'm not mad at them.

I don't

I was talking to somebody earlier, I can't

17

remember exactly who it was, we were over by the

18

coffee stage and I said, well, you're not going to

19

make money unless people around you are making money.

20

That makes perfect sense, right?

21

And so if you can start to do that, you can

22

bring deals to people, and you guys know who Warren

23

Buffet is, right?

24

world.

25

as the wealthiest man in the world on the books, and

One of the wealthiest men in the

He's gone back and forth with Bill Gates twice
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1

how many of you think if he lost all of his money

2

tomorrow, that he would be right back up on top in

3

like four years?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

6

UNIDENTIFIED SPEAKER:

7

Why?
Because he knows the

system.

8
9

Oh, yeah.

TREY STINNETT:

He knows the system, he knows

what to do, he knows who he needs to do it, he knows

10

when to do it, he knows how to do it.

11

the questions answered.

12

See, he's got

And so the reason he has been as successful as

13

he is, Warren Buffet has never created a thing in his

14

life.

15

not his own genius.

16

Some of you are going to fall in the same category as

17

him.

18

money in between the two deals, that's yours, you

19

accumulate it.

20

it.

21

He's not a creator, it's not what he does, it's
His own genius is accumulation.

You find opportunities, arbitrage, you find the

You find more deals, you accumulate

You find more deals, you accumulate it.
So if he never created anything, how did he get

22

the money to start all of his businesses and be able

23

to fund all the investments that he makes?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

other people.

2

mansion?

3

lives in in Omaha?

4

of times, no gate, nothing, just a simple home, drives

5

an older car, stuff like that.

6

multimillion dollar mansion that people don't talk

7

about.

8

that he brings in investors and then raises capital.

9

Do you guys know about Warren's

Anybody here know what kind of house he
I've driven by his house a couple

He doesn't live in it.

He also has a

He uses it for events

Because one of his rules of investing is never

10

sell.

11

to buy the next thing?

12

capital to be able to do the business that he does, as

13

well as the cash flow that his business has made.

14

If you never sell, where do you get the capital
So he's constantly raising

So I love this quote from -- I can't remember

15

which book I got it out of, but he says, if I can find

16

the deal that makes both of us some money, how much

17

can I count on you for?

18

phrase to use when talking to a friend or family

19

member or somebody you know about investing in your

20

business.

21

"if," which means you don't have to worry about them

22

being like, well, what's the deal, where's the money

23

and then asking all these questions.

24
25

This is like the perfect

Because the first word you're saying is

And then you say, well, I don't have the deal
yet, but if I can find a deal that makes who?
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Both of us.

Both of us some money.

3

Remember I said yesterday, sometimes people are more

4

worried about what you're going to make than what

5

they're going to make.

6

investor who is worried about what I'm going to make,

7

I'm probably not going to work with that investor.

8

They need to focus on what they're going to get out of

9

it, not what I'm going to get out of it.

10

Right?

If I've got an

And then sometimes when you -- this isn't

11

really a perfect script like the credit card script

12

yesterday when you know what they're going to say back

13

to you.

14

say to you when you ask them this.

15

part is, this part that says, "how much can I count on

16

you for?"

17

You have no idea what a friend is going to

So what are we doing there?

And my favorite

We're assuming

18

they're interested.

We didn't say, if I can find a

19

deal that finds both of us some money, would you be

20

interested?

21

Either a yes or a?

Because what's the answer going to be?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

No.

No is not an acceptable answer

24

for me, so I'm not going to leave it open to that.

So

25

I'm going to say, how much can I count on you for?

So
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1

they have to actually speak in a full sentence to

2

respond.

Or they have to give you a number, one of

3

the two.

So either way I win.

4

So sometimes you might go, well, what are you

5

doing, man?

I don't know about giving you money.

6

Remember that thing you did in high school that one

7

time, and that wasn't cool.

8

in high school, too, let's not talk about that.

Say, I know what you did

9

If I could find us some money -- a deal that

10

makes both of us some money, how much can I count on

11

you for?

12

also leveraging your relationship to be able to get

13

them to take a closer look rather than doing the

14

default they would have done, which is I'm too afraid

15

to step outside my shadow and do something, because a

16

lot of people are getting a little concerned right now

17

about the markets.

18

market and they're saying, this is at all-time highs

19

and they don't know a safe place to put that money or

20

where to go.

21

people, imagine the power that that creates for your

22

life and the people around you.

Now, by using the words "count on," you're

They're looking at the stock

If you can be that safe haven for

23

So when you're asking people for money, what

24

you're doing is you're giving them an opportunity to

25

change their lives.
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1

man, I would love to start a real estate business, I

2

literally have a 400 credit score and about $300 in

3

the bank, how the hell am I supposed to do that?

4

live in the United States of America.

5

you.

6

hotel, go knock on the door, somebody's got money,

7

okay?

8
9

Everybody's got money.

You

Look around

People stay at this

They've got credit, too.
I've had people that have paid to start their

businesses using a credit card that wasn't even

10

theirs, with permission, okay?

11

card that wasn't even theirs, because they got a

12

credit partner rather than a money partner, because

13

they didn't know anybody with money, but they knew

14

somebody with an 800 credit score, right?

15

They used a credit

So understanding if you can leverage other

16

people's capital, you can also help them win.

17

just yourself.

18

conversation, ask twice, never thrice, okay?

19

times is fine, it puts it to the point.

20

is annoying.

21

say, well, I don't really have any money, that's fine,

22

all right?

23

to throw out a number, so wait for them to give you

24

the number so that you know what's there.

25

Not

Now, when you're doing this

Okay?

Two

Three times

So if after the second time they

But you don't want to be the first person

If they have the capital to invest now, as we
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1

talked about yesterday, you create a buyer's list, you

2

have active and inactive buyers.

3

funding partners list.

4

funding partners.

5

Same thing with your

You have active and inactive

Interesting thing, sometimes your funding

6

partners and your cash buyers are the same person.

7

And so you're going to see a lot of bleedover there

8

where you may bring somebody a deal.

9

A perfect example of that is me and Colin and

10

Derrick.

Sometimes we do deals together, sometimes

11

they just wholesale me deals.

12

buyer for them, or I'm a funding partner.

13

perfectly, right?

14

plenty of other investors outside of me that they

15

could go to, but I'm their friend, so I make them

16

bring them to me first.

Either way, I'm a cash
It works

And then, of course, they've got

17

(Laughter.)

18

TREY STINNETT:

19

reinvesting in your business.

20

mentorship, getting the capital, getting the tools,

21

asset protection, understanding your network, and you

22

will forever have the capital you need to be able to

23

run your company.

24
25

All right.

Okay.

So constantly be
Education and

So I mentioned yesterday, I think

Kyle did, the home equity line of credit.
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1

of the biggest tools for the real estate investor,

2

because it allows you to activate that equity in your

3

home.

4

Now, first of all, one of the main goals that

5

my dad had when he came here, and he shared this with

6

me actually a while after he came here.

7

this going into it.

8

for me.

9

wanted me to know how to be able to run and build and

10
11

I didn't know

He told me that he was doing this

That he wanted me to be his legacy.

That he

grow real estate.
What I didn't know was that $80,000 at 46 years

12

old, he did the math, was never going to grow to an

13

amount for him to be able to retire.

14

was sitting in this room trying to figure out what he

15

was going to do with the rest of his life, he had no

16

idea there were only five years left.

17

it's interesting thinking about age.

18

what year I was born yesterday, so if you're good at

19

math, you already figured it out.

20

I'm 33 years old.

And so while he

And, you know,
I told you guys

It's kind of a big deal for

21

me, 33 has always been kind of a number I've looked

22

forward to.

23

It's my Jesus year, so to speak.

So the year he fulfilled his mission, I

24

remember my dad talking to me when he was 33.

25

up in a little town, 50,000 people, outside Houston.
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1

And, you know, Texas isn't like D.C., you don't, like,

2

travel across three states every day to commute to

3

work.

4

to drive from Texas to Florida, and you start in El

5

Paso, when you're halfway there, you're still in

6

Texas.

7

In fact, I saw this the other day.

If you want

That's how big the damn place is.
And so people tend to kind of stay where they

8

are.

They don't go from place to place.

9

in my city knew each other, right?

So everybody

Because people, it

10

was like we were from Houston, but not really, because

11

nobody ever went in to Houston, they just kind of

12

stayed out in Deer Park.

13

And I can remember my dad was driving his old

14

beat-up pickup truck, we were in Deer Park, Texas

15

going to church.

16

remember him telling me that I'm the same age that

17

Jesus was when he died.

18

thought, I thought, I'm glad my dad's not Jesus.

19

was like, because I want him to be here a whole lot

20

longer than 33.

21

years he would be gone.

22

And it was his 33rd birthday, and I

And I remember exactly what I
I

I had no idea that in less than 18

And when we sat in this class, he had five

23

left.

And he had no idea that either.

24

what tomorrow looks like.

25

to fly out of here tomorrow night.
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1

that plane will land.

2

don't know.

3

set and sound before I even hop on.

4

something that we all need to be thinking about as we

5

create this stuff.

6

I do believe it will, but I

So I have to make sure that my legacy is
And that's

And so, you know, when my dad was out here, he

7

needed to create something that would give us the

8

ability to take care of my mom and to be able to have

9

a business that would actually provide for us.

And so

10

that's what we created.

And I can gratefully say that

11

by the grace of God, today, my mom doesn't have to

12

work.

13

stuff, I'll tell you guys about that some other time,

14

but I now make more money than I ever have, we're

15

happier than we've ever been, so we're right where my

16

dad would have wanted us to be.

17

that leap of faith and said, all right, I'm going to

18

do something different, and just stayed in the auto

19

shop, who knows what would have happened.

I went through a drought of depression and

But had he not taken

20

So sometimes, alternately, as we're building

21

this business, we have to do things outside the box.

22

We've got to get creative.

23

strategies that if you walked down to a bank and said,

24

teach me how to be successful, show me how to be able

25

to leverage what you have here at the bank to be

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

We've got to try

EX 6, p. 113

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 115 of 439
114
1

successful, none of them can tell you how to do that.

2

Because banks and title companies and realtors

3

and everybody in the finance business, they're only

4

there to help wealthy people get wealthier.

5

that they're irrelevant in the scheme of things, they

6

just don't take people from zero to somewhere.

7

take people that are already starting at wealth and

8

help to expand it.

9

It's not

They

For example, I can walk into BB&T right now and

10

get a $200,000 line of credit for my business without

11

having to use my own personal Social Security number.

12

I couldn't do that when I sat in this class 13 years

13

ago.

14

that's why your goal is to actually grow to the point

15

where your business can stand on its own.

16

that you could build and pass on to your kids.

They have no problem giving it to me today.

17

So

Something

And if you do it fast enough, while you're

18

young enough, you could actually teach your kids how

19

to run it and pass it on to them while you're still

20

alive.

21

that they know how to be able to run it.

22

That's the ultimate goal.

That way you know

So in the beginning, you have to use your own

23

personal credit, you've got to use your own

24

connections, your money, you've kind of got to hustle

25

and scrap things together.
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1

ways that we do that, how we piece it all together to

2

make it work.

3

Monopoly.

4

Like I said, this is the game of

He who has the most strategies wins.

So what I want to show you next is what I call

5

an internal line of credit, and that's being able to

6

utilize personal credit to be able to create a line of

7

credit for yourself that you can use in your business

8

for the first two years until your business can

9

support on its own two legs and qualify for its own

10
11

financing.
Now, anybody here ever cosign on a car loan or

12

a student loan for your kids?

13

they don't have a credit score.

14

they're 30?

15

shouldn't, okay?

16

anymore.

17

Okay.

That's because

What happens when

Do they need you to cosign anymore?

They

They shouldn't need you to cosign

It's the same thing with your business, after

18

about two years, your business should be able to stand

19

on its own two legs, with its own income, its own

20

history, its own tax returns, and when you can show

21

that stuff to any bank, whether you have a

22

relationship with them or not, they can get you those

23

lines of credit.

24

place where you can do that today, let's talk about

25

how we build an internal line of credit.
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1

So yesterday, Amber talked to you guys about

2

something called foundation funding and showed you how

3

you could use somebody else's money, I think it was

4

you guys did the credit nav, right?

5

nav qualified many of you for something called

6

foundation funding, and did she explain how all that

7

stuff worked a little bit?

8

for capital.

9

And the credit

So she's qualifying you

On average, people usually get approved for

10

anywhere from 40 to 60 grand.

Some people in this

11

room I know already, because you have two people with

12

you, are over $200,000 approved, which is really cool.

13

Let's say right in the middle there, you got

14

$100,000 that you've got available to you, and it is

15

available through lines of credit and credit cards at

16

zero percent interest, okay?

17

going to build an internal line of credit.

18

let's say that you got $100,000 of approval.

19

At zero percent interest, does anybody know how much a

20

credit card payment is on 100 grand?

21

under $1,000 a month.

22

grand a month, okay?

23

So this is how we're
Okay,
Okay.

It's a little

Let's just round up to one

So at zero percent interest, the payment is

24

almost nothing.

25

finance 100 grand.
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1

let's take $10,000 of it and we put it in a separate

2

bank account, over here, and this is our service

3

account.

4

service that debt for the next ten months, giving us

5

time to get our business going and up and running and

6

everything is good to go.

7

this up.

8
9

The purpose of this account is simply to

And what you do is you set

Now, this is going to cost you about $1,000 a
month.

Let's say that total from this, you took this

10

$100,000 from like, I don't know, five credit cards.

11

So those little squares there are each credit cards,

12

okay?

13

Now, you set this account up because every

14

credit card lets you do this on something called auto

15

pay, and it automatically pays all five of your credit

16

cards every month.

17

No.

18

manages.

19

Do you have to think about it?

Ten months, set it and forget it, it self

Now, how much money do you have left over?
Great.

You

20

have $90,000.

Put your $90,000 inside an

21

account, okay?

22

it has a debit card.

23

what I call internal line of credit.

24

the credit cards that the credit cards gave you at

25

zero percent interest, you're setting aside the money

Now, this account has a checkbook and
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1

to be able to service the debt.

2

spend time focused completely on your business, you're

3

not scraping to figure out where to get the money to

4

pay for stuff, you took it off the desk to begin with,

5

off the table, and now you focus on your $90,000.

6

That way you can

What can you do with that 90 grand?
You can go flip a house.

You can go

7

flip a house.

Because the

8

private money investor or private money lender,

9

they're going to cover most of the money you need.

10

This is going to cover the difference.

11

house, the 98 here leaves because let's say you put

12

all of it into the house.

13

out here, you probably make about 50K, so now it's not

14

90 because then it goes back into the account and you

15

have how much?

16

140.

You go flip a

And on your average flip

Okay?

Let's take another $10,000 from there and kick

17

it over here, okay?

And now you're down to 130, but

18

now you have $20,000, or 20 months of debt service,

19

okay?

20

which means you've now gotten your entire runway

21

covered for the next two years and you can keep

22

growing this money.

23

180, then you go up to 230.

Most of these credit cards are 18 to 24 months,

You don't need to invest anymore.

24

You get the point?

25

creating internal line of credit.
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1

if you wanted to, you can just go pay off all the

2

credit cards, and then when you pay them off, what

3

you've just done is you've just shown the credit

4

bureaus that you can manage $100,000 of debt.

5

how much you're now qualified for in business lines of

6

credit through any bank?

7

Guess

Another $150,000.

So now you're up to $250,000.
Now you go up to $500,000.

Play the game

8

again.

9

about two years in, they're not even going to ask for

10

your credit score anymore.

11

on your company's name.

12

And at this point,

Everything is going to be

Is this pretty cool stuff?

So some of you can already start doing this as

13

early as next week.

14

that already got approved for over 100 grand.

15

can do that for you in two days, imagine what we could

16

do in a year, all right?

17

Like I said, there's a few of you
If we

So let's grow this thing, build this thing, and

18

get some of the capital you need.

So let's kind of

19

walk through a deal real quick and see how the money

20

flows.

21

yesterday.

22

$98,000.

23

cobwebs off or your calculators off and tell me what

24

is the maximum allowable offer on this deal, MAO.

25

funds?

This is a deal that we didn't focus on
ARV was 177, we were able to build

The rehab was 24,750.
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

(Brief pause while calculating.)

6

TREY STINNETT:

7

(No response.)

8

TREY STINNETT:

9
10

Well done.

Okay.

(Inaudible).

2,600 minus?
(Inaudible).

Rehab minus?

Anybody got it yet?

All right, so who got $97,308?

Because there was no wholesale fee

on that deal.

11

Now, how much did they owe?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:
No.

Ninety-eight.

So are we going

So wait a second.

Is that over

14

to get $97,308?

15

our maximum allowable offer?

16

we do?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

19

Ninety-eight.

It is.

So what should

(Inaudible).

You don't walk away from that

deal.

20

(Laughter.)

21

TREY STINNETT:

But sometimes people are that

22

rigid, so I want to make sure we discuss this.

23

use some common sense.

24

factor.

25

out on an entire deal over that.

Guys,

You've got a 4 percent fudge

If they're like 800 bucks over, don't lose

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

Now if they're, you

EX 6, p. 120

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 122 of 439
121
1

know, $30,000 over or something, it's a different

2

conversation.

3

over, it's fine.

4

But if you need to go a little bit

So you get on the phone with them and you don't

5

tell them immediately, hey, I want to offer you 98

6

grand for your property.

7

say, all right, well $97,308 is our MAO, so where are

8

we going to start?

9

Something like that?

10

What you tell them is you

What's 80 percent of that?

78K?

See, what you tell them, you say, we can give

11

you $78,000 for this property.

12

always going to say to that if they owe 98 grand?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

And what are they

No.

Yeah, man, I can't do that, I

15

owe $98,000.

16

than we can pay.

17

hold.

18

correct, okay?

19

you say, all right, I talked to my partners, we're at

20

$98,000, let's do this thing.

21

You go, whoa.

That's like 20 grand more

Hold on a second, let me put you on

And what do you do?

You play Angry Birds,

And then you've get on the phone and

Okay?

So we're going to buy this thing at $98,000,

22

we're going to rehab it for $24.750, our costs, which

23

is the closing costs, the carrying costs, the fudge

24

factor, the holding costs, about $142,220 to grease

25

this deal and make it work.
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1

done, on this size property, what did we say the ARV

2

was, 177?

3

okay?

4

We're looking at about $35,000 in profit,

Now, you can wholesale it to another investor,

5

and we can make an offer of three grand and let him

6

make 35, or we can wake the 35 ourself.

7

was wholesale.

8

Fix and flip, okay.

9

Yesterday it

What do you guys want to do today?

So we know we look for money.

Now you can use

10

your own cash, but as we talked about yesterday, using

11

other people's money is a form of?

12

Which allows us to be able to expand our money and

13

grow it larger.

14

do this deal instead of our own.

15

Leverage, okay?

So we take somebody else's money and

Now, there isn't anybody that will fund the

16

whole deal, though.

17

loan, we're at 80 percent of purchase, and we have a

18

prior investor at 65 percent of ARV, both of those are

19

not going to cut it all the way.

20

gives you more money?

21

interest rate is the same, which one shall we go with?

22

I'm going to go with the private money, because it

23

gives me more of the capital I need.

24
25

So we look at our fix and flip

However, which one

Private investor.

If the

So we've got $115,050 that we can use to be
able to go out and do our deal.
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1

the money will actually flow through the deal so that

2

you understand the process of this.

3

$115,050 is coming from a private investor.

They're

4

not going to just hand you the money, okay?

They're

5

going to send the money to escrow, right, and then

6

that will fund your deal.

7

First of all,

So let's talk about when those funds are due,

8

how they show up.

9

price.

The first $98,000 is your purchase

When is that money going to show up at escrow?

10

At what point?

11

when you buy the property.

12

lender in this case is going to send the money for

13

purchase and the closing fees, in this case they're

14

$17,070, so $97,070, in order to be able to close the

15

property.

16

get up front, okay?

17

At the purchase.

So the money is due

So your private money

That's the amount of the $115,050 that you

So you still have a little bit left over, what

18

do you think they do with the difference?

Do they

19

just hand it to you and say go fix up the house?

20

So even those ones, the hard money lenders you talked

21

to yesterday, who said that they would cover rehab,

22

they don't actually pay for rehab, they reimburse you

23

for rehab.

24

it first, submit your expenses, and they pay you back.

25

So what I do is my guys will give me -- I have

No.

So, in other words, you've got to pay for
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1

my material list from the week, and then on Friday my

2

guys will give me an invoice, I'll pay them on Friday,

3

they get paid, that's great.

4

my bank account.

5

money from my receipts or receipts, I put them

6

together, I send them off to my private money

7

investor.

8

a check, I get it by Wednesday, I deposit it, the

9

account -- the money is back in my account by

Now the money is out of

I take the invoices, I take the

He then says, yes, these are good, sends me

10

Thursday, which is just in time to do what?

11

the next week.

12

So it becomes a cycle, right?

Pay for

So if you do it

13

the right way, you stay on schedule the way that I

14

teach you and the way that Tarek and Christina do it,

15

what ends up happening is at the end of the week

16

you've got the money again, you've got the money

17

again, you've got the money again, you've got the

18

money again, right?

19

And so you go through this cycle.

However, if you're not approved for enough to

20

cover all of your rehab, once you've run out of it,

21

you still have to have the rest of the money to finish

22

the rehab.

23

$15,000 in escrow for rehab, but how much is that

24

rehab going to cost us?

25

be about nine grand short just on the rehab.

So in this case, we actually have about
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1

So we're going to get back to this bottom part

2

here in a second.

3

$5,310.

4

Which means it's going to come out of the final

5

closing.

6

ever, it just comes out of the sale.

7

so you don't have to come up with it ahead of time.

8

Perfect.

9

So, all right, our sales costs are

When is that due?

At the end of the deal.

So I don't have to come up with that money,
Which is great,

However, it is still going to come out of your

10

profit, so you still need to run the numbers, you

11

don't just take it off there completely.

12

Holding costs, when are those due?

13

single month.

Right?

14

your holding costs?

15

On a rehab?

Think about that.

Every

So what are

We talked about this yesterday.

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

Mortgage.

Make sure you're still paying

18

on the mortgage and then we also pay electricity,

19

insurance, utilities on the property.

20

keep the deal going, you've got to pay for that during

21

the deal, okay?

22

private money lender, so we have to have the capital

23

for that.

24

reimbursed.

25

left in escrow.

So expect to

That's not going to come through your

Your rehab, $24,750, is only partially
As we talked about, there's only $15,000
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1

The fudge factor, which may not happen, is also

2

not reimbursed, but what if it does happen?

3

you be prepared for it just in case?

4

for that reason why we're going to add an additional

5

$7,000, to give us a total of $27,170 in gap, meaning

6

the difference between the amount we can get from a

7

lender and then what we need to actually make this

8

deal work.

9

Yes.

Should
So it's

So the good news is, you don't gotta pay the

10

$5,310, but bad news is you still have to pay the

11

$27,170.

12

to pay the entire rehab up front before getting

13

reimbursed, you might have to go as high as $51,920.

14

So most likely it's not going to be $51,920, but how

15

much should you make sure you have just in case?

16

$51,920.

17

And if you count the fact that you may have

The

That's the smart way to do this.

Okay.

So yesterday Amber talked to you guys

18

about foundation funding.

19

get you those $100 to $150,000 in credit lines at zero

20

percent interest.

21

account in as little as two weeks from now.

22

guys are used primarily in the funding franchises.

23

They raised over a billion dollars for new business

24

ventures and they agreed to work with us because of

25

the system that we use.
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1

It says "Doug" up there.

Some of you went to

2

the Daymond John event, right?

3

system, but it's also some of it came from Hillary

4

Farr, some of it came from Tarek and Christina.

5

it's Doug's system.

6

said, hold on a second, man, this is just like the

7

franchise.

8

people in place.

9

That's actually Doug's

So

They saw what he created and they

You have systems in place.

You have the

And so they actually agreed to fund for our

10

students to be able to build their business as well,

11

which is pretty cool, because most people don't have

12

that.

13

So even though it's designed for franchises,

14

these guys have raised over $1 billion in financing

15

for people to start up their businesses.

16

pretty cool stuff?

17

it's out there, because even though technically what

18

you guys are in right now is education, do you think

19

the Department of Education will pay you any money to

20

do these classes?

Is that

And often you don't even realize

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

cover that.

24

institutions, right?

25

that.

No.

No, man, they're not going to

They only cover their stalwart
So pretty cool that we can do

We've partnered with them, they leverage the
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1

credit cards, they use the 2009 SCRA's seven-day rule.

2

What does the seven-day rule say?

3

yesterday?

4

(No response.)

5

TREY STINNETT:

Remember that from

In the credit section.

We said

6

that they can't hit your credit a bunch of times, if

7

it's all done within seven days.

8

last night many of you were pre-approved, there was no

9

hard pull with that, it was a soft pull, but if you

10

choose and you want to get access to this capital,

11

what they do is they make sure the pulls are all

12

within seven days and they spread out which credit

13

bureaus they go on.

14

So what they do,

So they make sure that -- let's say you get

15

nine cards, you would have three stroke on one deal,

16

three stroke on one deal, three stroke on one deal.

17

So how many does it look like you have?

18

you've really have nine.

19

know how they do this, but they did it with me and my

20

wife, we paid them 3,500 bucks, they got us $120,000

21

at zero percent interest.

Three.

Is that genius?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

I don't

Wow.

And some of you go, whoa, why

24

did you pay 3,500 bucks?

25

getting paid, they're not going to do it for me.

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

But

Because if they're not

EX 6, p. 128

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 130 of 439
129
1

Right?

2

that's 30 times three, 3 percent over a year.

3

a pretty good interest rate?

4

for two years.

5

a half percent a year.

6

don't even get paid for it, they just put it on one of

7

the cards.

8
9

So when you look at the money there, 330 --

Yeah.

Is that

And actually it's

Three percent over two years, one and
It's almost nothing, and they

So all I did was financed in the tool.

So it's

very brilliant the way that works for those that do

10

get approved for it.

Once you do get access to these

11

funds, how you actually get them into your bank

12

account like this?

13

credit card?

How do you get money off of a

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

16

gets those checks in the mail?

17

with them?

Checks.

Who gets those checks -- who

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

What do you usually do

Throw them away.

Shred them up and throw them

20

away, right?

21

money.

22

write that check to your contractor, and they can go

23

and do work.

24

of your credit card.

25

Stop doing that, okay?

That's literally

You can write that check to title.

You can

And you're literally writing checks off

The way you do it here is I write a check to
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1

myself.

2

deposit it into my account.

3

got extra cash in it and I can use that for doing any

4

deals.

5

that I have the money in my account right now to be

6

able to do the difference between how much they're

7

going to make.

8

So that's pay to the order of me, and go
Boom, now my account has

I can use that to show a hard money lender

Because oh, by the way, when I did that a while

9

ago and said you had to have the $27,000, the hard

10

money lender is not going to lend you the 115 -- or

11

the private lender, the 115, unless they know you have

12

the other 30.

13

deal and set you up to lose.

14

They want to make sure that you earn profit as well.

15

Okay?

They're not going to do into a
Does that make sense?

So the other way you can do it, because not all

16

the cards send you the checks, is you can actually do

17

a cash advance.

18

advances charge high interest rates.

19

another cash advance, does anybody in here use PayPal

20

or Stripe?

21

anybody ever paid yourself with one of those?

22

I do not recommend that, because cash

I asked that yesterday.

So, yeah.

So when I get

Okay?

Has
Okay.

So let's say with the line with

23

Frank, perfect example.

24

we've got a deal, I need $30,000 to fund this thing.

25

He goes, okay, send me an invoice.
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1

sends him a $30,000 invoice, it gets to his email

2

address, he opens it up, he clicks the button, types

3

in his credit card number, pays the $30,000 and it's

4

in her account in two days.

5

what do you think the credit card fee is?

Minus their fee.

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

And

Three percent.

It's under 3 percent.

So

8

you're always going to see this number typically,

9

whenever there's a transaction, that's around 3

10

percent.

11

numbers might come down with cryptocurrencies and

12

stuff like that over the next five years, but as of

13

right now, with the current banking system, 3 percent

14

is the standard.

15

That's the standard right now.

Is it worth 3 percent to pull 30 grand out into

16

your account when you need it for a deal?

17

So get used to paying for playing, okay?

18

Those

Absolutely.

So in reality, when I did this deal here, okay,

19

I could either use checks, which they will also charge

20

you a fee, by the way, the checks are not free.

21

Usually they charge you either a fixed dollar amount

22

with an interest rate, or they charge you a percentage

23

with no interest rate.

24

it will usually mean a fee of about 3 percent of what

25

you take.

So it's a zero percent check,

Again, the 3 percent.
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1

Or if it's not checks, you can actually use

2

something like PayPal or Stripe.

3

because they deposit straight into your account and

4

PayPal has frozen accounts on many people that I know,

5

including myself in my eBay business when I was like

6

21.

7

I like Stripe better

So I don't like them as much, but they do work.
Now, exceptions to this.

Do not do this with

8

an AmEx, okay?

This is why last night when I said if

9

you want to coordinate your cards, don't raise AmExes,

10

because you can't use it.

11

Home Depot, but you won't be able to pull money out of

12

it.

13

You can still use it at

My dad and I, our very first deal, as I'll show

14

you this afternoon, we needed about $20,000.

15

went to his shop, he had a credit card terminal.

16

said, now, hey, let me see your AmEx.

17

AmEx, and I put in $20,000 and I swiped it.

18

already done this before with other cards, but this

19

was the first time I did it with the AmEx, and it

20

went, bam, bam, bam, bam, declined.

21

why is this declined?

22

anybody know what the limit is on a Gold card?

23

There's no limit.

24
25

So I
I

He hands me his
And I had

And I was like,

It was a Gold card.

Does

There's no limit.

I also once tried to make a $50,000 purchase on
there and they told me that I can't do it.
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1

why not?

They said, because you're only authorized to

2

spend up to 20 grand on there.

3

was unlimited?

4

20 grand.

I said, I thought it

They're like, it was unlimited, up to

5

(Laughter.)

6

TREY STINNETT:

Anyway.

So it's a charge card,

7

you have to pay it off every month.

8

why they put those limits.

9

in a few minutes later to swipe their card to pay for

10

their oil change and it also declined, and this time

11

instead of saying "See Card Issuer," it said,

12

"Terminal Not Functional, See Authorizer."

13

That's the reason

And then a customer came

And so my dad calls auth.net and finds out that

14

the AmEx, you're not allowed to pull cash off of an

15

AmEx that way, they cancelled the card and his

16

auth.net account.

17

well.

18

The First Data account got axed as

So learned from my mistake.

Don't turn deals

19

with American Express, okay?

20

MasterCard or Visa, and you'll be just fine.

21

Stick with Discover,

What can you use this money for?

You can use

22

it for a down payment on properties.

23

we're working with here that Dan gave you the handouts

24

for yesterday, do not require seasoning, which means

25

they're not going to look at the last three months of
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1

statements.

2

have in your account, okay?

3

They just want to see what you currently

Compare that to a bank.

If you're making a

4

down payment with a bank, they want to know where the

5

down payment money came from.

6

let you use somebody else's money for your down

7

payment, so they'll look at your last three months

8

statements.

9

balance of $600, and all of the sudden you have 50

They're not going to

If you have like an average bank account

10

grand in your account, they're going to ask questions,

11

okay?

12

You can use it for rehab, for contractors, and

13

for debt service.

14

mentioned that yesterday, very quickly?

Debt service?

15

It's the payments you make on your debt.

The payments

16

you make on your debt.

17

credit cards to pay the credit cards is what I'm

18

saying, okay?

19

What again is debt service?

So, all right.

We

So you could actually use the

Say, for example, we go back to

20

this deal here, our gap rate is $51,920.

Okay, what's

21

the payment going to be on $51,920 at a zero percent

22

interest credit card at 1 percent?

23

$519.20.

24

a few months until you get the deal done?

25

handle that?

$500, okay?

So

Who in here can handle 519 bucks a month for
Can you

Perfect.
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1

And if you can't handle it, where could you get

2

the 519?

3

model right here, where it pays for itself, until you

4

get your deals done, and then it becomes a

5

self-generating line of credit that allows you to not

6

have to give away half of your deal to somebody like

7

me, okay?

8

away half of your deal to me, okay?

9

happy to fund it, when I can.

10

From the credit cards, right?

Just do this

If you don't do this, feel free to give

All right.

Because I am

So as I said, you can use your

11

cards to pay your cards and this is super powerful

12

stuff.

13

this.

14

ma'am?

15
16

All right, I usually ask for questions on
So any questions on how this works?

UNIDENTIFIED SPEAKER:

Yes,

What is the credit card

seasoning?

17

TREY STINNETT:

Yeah, so that's where the banks

18

will look at three months worth of statements to see

19

if you have down payment money.

20

really don't care, as long as you have the cash in

21

your account, then they'll fund you the difference.

22

So they want to make sure you have the money for your

23

part.

24
25

UNIDENTIFIED SPEAKER:

The funny part is we

Tomorrow when we discuss

the credit, when you're doing that, should you try to
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1

keep those credit cards under 30 percent and the

2

lower --

3

TREY STINNETT:

You want to keep them to under

4

40 percent within a year.

5

yesterday when I showed you the thing, I said it's not

6

going to start like this, it's going to kind of settle

7

down.

8

able to do your deal.

9
10

So remember what I said

At first, you may have to max it out just to be

UNIDENTIFIED SPEAKER:
TREY STINNETT:

Yeah.

But if you get the deal done,

11

now you've got $40,000 more, or $50,000 more, now you

12

can pay the cards back off, and now you only have to

13

take $40,000, because you got 50.

14

40 percent.

You were already at

Make sense?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:
That's fine.

Yeah, I got it.

So you may have to go past 40

17

at first.

But as long as you get it

18

back to that spot eventually.

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Eventually.

Within a year, is ideal,

21

because if you guys are going to be working with us

22

after this, and I think some of you guys might be,

23

typically about half the room does.

24

help you build your lines of credit, so we're going to

25

want you to be below 40 percent within 12 months.
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1

That's the goal.

2

God bless you.

3

Other questions?

4

(No response.)

5

TREY STINNETT:
Great.

Who wants to get access to this

6

stuff?

So in order to get access to it, a

7

couple of things are required.

8

approved for foundation funding first.

9

already are, so during your one-on-one consultations,

One, you need to get
Many of you

10

the team will let you know, either Kyle, Derrick or

11

Amber, depending on who you're sitting down with,

12

whether or not you've been approved.

13

And the second thing, a question I get from a

14

lot of people, is are you -- who gets this?

15

just for anybody?

16

is only for the people who will be continuing on with

17

us, that we're going to be holding their hand.

18

Is it

And the answer to that is no.

This

Okay?

Now, someone told me once that's not fair.

I'm

19

not here to be fair, I'm here to make sure that you

20

make money and that you're safe.

21

quote I love from Robert Kiyosaki, he says, "Debt is a

22

handgun.

23

you."

24

not going to watch them do it and how they use it and

25

what they do.

And there is this

It can either protect you or it can kill

I'm not going to give somebody $100,000 if I'm

Okay?

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

So that's the thing on that.

EX 6, p. 137

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 139 of 439
138
1

Any other questions on it?

2

UNIDENTIFIED SPEAKER:

3

Yeah?

Can you use that money

for education?

4

TREY STINNETT:

You can use this money for your

5

education, no.

And yes.

So you need to pay for it

6

first and then pay yourself back.

7

technically you could.

8

think they're going to give you like discounts if you

9

sign up this weekend instead of waiting?

Because I guess

The thing is, guys, do you

Yeah.

They

10

always do some sort of sales incentive, stuff like

11

that.

12

So, yeah, you could technically do it, but use

13

the chicken or the egg.

So you need to sign up first

14

and then in two weeks when you get the money, you pay

15

yourself back.

16

and stuff like that.

17

you guys have to qualify for that.

18

to do it and use that to be able to pay off your

19

workers and that kind of stuff.

That way you still get the discounts
So just talk to the guys, but

20

Any more questions?

21

(No response.)

22

TREY STINNETT:

Great.

I'll show you how

So we talked about that

23

one.

Let's dive into foreclosures.

24

yesterday we talked about a bunch on the wholesaling

25

side, and wholesaling is really good as a way of
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1

getting a little bit of cash on the side, while you're

2

doing the fix in place.

3

more about the flipping side of it, again, to build up

4

the cash flow side and tomorrow we're doing the flip

5

building.

6

Today we're going to talk

So how many of you in here are interested in

7

making money in the foreclosure business?

8

do the foreclosures?

9

for foreclosures.

Okay.

So here's the statements

What's the first thing that has to

10

happen to trigger a foreclosure?

11

that has to happen?

12

right?

13

default.

14

You want to

What's the one thing

They don't make their payments,

If you don't make your payments, you go into

This is where it's filed what they call a

15

notice of default or sometimes is called an NOD.

16

NOD.

17

which is Latin for sale pending.

18

of default or a lis pendens.

19

the foreclosure process.

20

An

In some counties, this is called a lis pendens,
Either way, notice

It's the beginning of

Now, after that begins the pre-pre-foreclosure.

21

Now, the only difference between the pre-foreclosure

22

and the pre-pre-foreclosure, because as you can see,

23

the pre-foreclosure is next, the difference is where

24

you find out about the deals.

25

During the pre-foreclosure stage, you might
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1

find these deals because you saw it listed on a

2

website or maybe you have access to our software or

3

maybe you saw a listing down at the courthouse, but in

4

the pre-pre-foreclosure stage, nobody really knows yet

5

this person is in foreclosure.

6

that deal before even the bank knows?

7

the first person that knows there's a foreclosure

8

about to happen?

9
10

UNIDENTIFIED SPEAKER:

So how could you find
Because who is

The person that's in the

house.

11

TREY STINNETT:

The person that's in the house,

12

right?

So this is where you're going to find people

13

from your advertising.

14

looked like this, it was on a Green Sheet.

15

guys have Green Sheets up here?

16

Nickel, stuff like that?

So I put an ad out once,

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

Do you

Penny Saver, Thrifty

Yeah.

So I put an ad in the Green

19

Sheet, and that's basically our Thrifty Nickel down in

20

Houston.

21

save your credit," with my phone number.

22

And I get a call from a lady -- oh, I already answered

23

that question.

24

wanted some help.

25

And it looked like this.

"Stop foreclosure,
That's it.

Anyway, I got a call from a person who

Now, if you get a call this early on in the
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1

pre-pre-foreclosure stage, is it usually going to be

2

the husband or the wife?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

The wife.

The wife, I already said it.

Why is it usually the woman?

6

UNIDENTIFIED SPEAKER:

We freak out.

7

TREY STINNETT:

8

Because they're smarter, guys.

9

we're going to wait until the last freaking second,

Because they want security.
Because what we do,

10

I'm going to save the day, I'm going to figure it out,

11

I'm a hero thing, right?

12

course, the lady is like, maybe we need a backup plan.

13

So a lot of times when you get a call early on

Knight in shining armor.

Of

14

in the pre-pre-foreclosure stage, it's from the woman

15

of the house.

16

names are on the deed, do you need to make sure that

17

the man is also there when you have the conversation

18

about selling the house to you?

19

because you're going to go through this entire

20

process, get her to agree to it and then he's going to

21

come home and go, you did what?

22

house to that guy.

23

start all over.

24
25

If they are married and both of the

It is so important,

I'm not selling that

And the entire deal you have to

So any time you're on the phone with somebody,
you need to ask, is there any other owners of this
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1

property, because if there's another decisionmaker

2

that needs to be involved, don't waste your time by

3

helping one person to see the light without helping

4

the other person see it at the same time.

5

Okay?

So in the pre-pre-foreclosure stage rolls into

6

the pre-foreclosure stage.

7

in software and websites and the county level, stuff

8

like that.

9

This one starts to show up

And then begins the foreclosure.

Foreclosure

10

is once basically it's the point of no return.

11

until this point, the bank is still reaching out to

12

people saying, hey, you're behind, let's catch you up.

13

We want to be able to preserve this loan.

14

to charge you a little bit of interest, but we want

15

you to be able to pay back on your feet.

We're going

16

Did you get a new laptop last night?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

19
20

So up

(Inaudible).

Oh, okay.

Okay.

Sounds like

she went shopping.
All right, so I told you guys I'm ADD.

21

were we talking about?

22

Foreclosures, this is typically towards the end, now

23

the bank is reaching out and they're saying, okay, no

24

longer are we asking to catch up payments.

25

have to pay the entire amount of your balance, right
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1
2

now, in full.
If somebody couldn't make their monthly

3

payments, are they going to be able to pay the full

4

amount of their mortgage?

5

going to be the next thing that happens?

6

to go to auction.

7

No.

So what is naturally
It's going

Okay?

And somebody said yesterday you've been to a

8

real estate auction.

9

auction again?

Who has been to a real estate

So when you go to a real estate

10

auction, you've got a house up there, he grabs his

11

document and he goes, all right, we've got 123 Main

12

Street for $150,000, [auctioneering].

13

No, I wish it was that fun.

No, real estate

14

auctions are boring.

The guy stands up there, he's

15

like, 123 Main Street, East West Estates Block 6,

16

Block 4, Wells Fargo versus John Smith, opening bid is

17

$105,000, do I have $105,000?

18

little lady, and she'll be kind of over here and her

19

glasses on those chains, and she's got like a stack of

20

like paper this thick, and she bids $105,000, and goes

21

back down and doesn't bid again.

22

she bidding for?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

And you'll have this

Who is she?

Who is

The bank.

For the bank.

So she's

establishing the opening bid to make sure that the
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1

auction does not go below what the bank is owed,

2

right?

3

basis point, to stake the fly and say that's the

4

minimum that we're going to accept.

5

So they start sending her there to set the

If nobody else bids and she gets the property,

6

what do we call that property?

An REO, right.

7

guys are learning, right?

8

to the auction, it then becomes an REO.

9

foreclosure sequence:

You

So once that property goes
This is your

Notice of default,

10

pre-pre-foreclosure, pre-foreclosure, foreclosure,

11

auction, and then REO.

12

tomorrow.

13

You will see this again

So we're going to start today in the

14

pre-pre-foreclosure stage and then move our way in and

15

then tomorrow we will pick up foreclosures to the

16

auction.

17

So, notice of fault, also known as a lis

18

pendens, at the beginning of the foreclosure sequence,

19

always starts with one of the four Ds, which, again,

20

are what?

Death, disaster.

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

Disease.

Disease.
Divorce.

And divorce, you got it.

Okay?

One of those four typically is what starts it, and
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1

it's the least motivated point of the foreclosure

2

process because they have time on their side, okay?

3

This is a good time to do a lease option, it's a very

4

profitable strategy, but a little time consuming, so

5

it is a strategy to use in the event when you don't

6

have cash but you want to be able to kind of take over

7

a property.

8
9

So I'm going to teach you guys how to do a
lease option.

But before I teach you a lease option,

10

we need to discuss what an option is in general, just

11

so that you understand options.

12
13

UNIDENTIFIED SPEAKER:

What's an option?

The right to buy

something.

14

TREY STINNETT:

Okay, it's a right to buy

15

something, okay.

Let's say I'm in the market for --

16

hmm -- I want to buy something.

17

gum.

18

is.

I want to buy some

Does anybody have any Eclipse gum?
Okay.

There she

Can I buy that from you?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

21

(Laughter.)

22

TREY STINNETT:

Sure.

$100.

Decisionmaker.

You know what,

23

ma'am, I don't have 100 bucks on me right now, let me

24

run up to my room.

25

I'm going to be right back.
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1

Okay, so I'm going to try to go get my 100

2

bucks.

I come back down, and there is a bid in the

3

room.

Somebody else, let's say Greg offers you $200

4

for it.

5
6

What are you going to do?
UNIDENTIFIED SPEAKER:

I'm going to go with

Greg.

7

TREY STINNETT:

I thought we were friends.

8

You're going to give it to Greg anyway.

9

anybody blame her for that?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

Yeah, does

No.

I certainly don't either,

12

because she's not actually required to give that thing

13

to me.

14

All right.

So let's say -- all right, I go to

15

Theresa and I say, all right, let me give you a $10

16

deposit, I'm going to run try to get the other 90

17

bucks, I'll be right back.

18

to get my $90.

19

has offered you $300 for it, Brenda offers you $400

20

for it, Alejandro says, this stuff must be worth

21

something, offers you 500 bucks for that gum.

22

are you going to do?

Okay?

I run up to my room

I come back downstairs and Terrence

23

UNIDENTIFIED SPEAKER:

24

because I kept your deposit, correct?

25

TREY STINNETT:
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1

LISA:

2

TREY STINNETT:

3

your $500.

4

on.

5

me?

I'm going to give the 10 bucks back.
Give the 10 bucks back and get

You guys suck, man.

I wanted my gum, come

But is she legally required at all to hold it for

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

No.

No, the deposit keeps me on the

8

hook.

9

can't buy it, sorry about that, she could keep the

10
11

So if I come back later and I go, you know, I

deposit, but that is a one-sided agreement.
So different scenario.

I come to Theresa and I

12

say, I want to buy that gum from you, I'll buy it for

13

$100, let me give you a $10 -- this is important --

14

nonrefundable option consideration.

15

create a contract.

16

I'm going to get the other 90 bucks, I'll be back in

17

ten minutes.

18

We're going to

I'm going to go up to my room and

I go to my room, I get my $90, I come back

19

downstairs and there is a bid war in this room.

20

mean, everybody is offering her money.

21

offering you $1,000.

I

Jodie is

Can she sell it to Jodie?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

No.

No, she cannot, because I came

24

back down here and I got my 90 bucks and I bought it

25

from her.
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1

Now, let's say a different scenario.

I get up

2

to my room and I'm getting my 90 bucks and my wife

3

calls me and I talk to Grace for 20, 30 minutes and I

4

go, oh, crap, I was supposed to be back down there

5

within how long?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

8

Ten minutes.

there, it's been 30 minutes.

9

UNIDENTIFIED SPEAKER:

10

TREY STINNETT:

Ten minutes.
I come back down

What's happened?
Expired.

It's gone, she sold it to

11

somebody else because my option expired.

Okay?

12

Changed the scenario.

13

room -- or I get to my room, maid service ransacks the

14

place, my money is gone.

15

come back downstairs, she has my $10, it's only been

16

five minutes, can I get my $10 back?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

I come back down from my

I don't have my 90 bucks.

No.

No, I cannot.

I can't, because

19

it was a nonrefundable option consideration.

20

out my 10 bucks, my option expires, goes to somebody

21

else.

22

minutes left.

Or what else could I do?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

else.

All right?
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1

offering a grand?

2

bucks.

3

(inaudible) -- aren't going to be very happy about

4

that.

5

say, listen, you were willing to pay $1,000 for that,

6

I can get it for you for $900.

7

Jodie.

So Jodie is offering 1,000

I think I said Greg was offering $500, so --

So Jodie offers 1,000 bucks, I go to Jodie, I

Ten percent discount.

Is that a good deal for Jodie?

8

deal for Jodie.

9

it?

It's a great

So she goes, wonderful, how do we do

I say, well, I've got an option agreement that

10

will allow me to buy it right now for 90 bucks, so

11

just pay me $810, and here's the agreement, you go pay

12

her the $90 and it's all yours.

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

Okay?

Did I win?

Um-hmm.

How much money did I make?

15

$800.

16

Did Jodie get a discount?

17

her buyer?

18

does is it gives you the right to hold onto something.

19

How much did it cost me?

She did.

Ten bucks.

She won.

Okay?

Did Theresa get

Okay, so this is what an option

Please write this down.

An option is a

20

financial agreement that gives a buyer the right, and

21

under line the word "right," to purchase a specific

22

asset for a specific price for a specific date for a

23

fee.

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

contract.

2

always be in writing.

3

enforceable if not in writing, good luck proving it.

4

Yeah.

Every agreement that you do should
Although technically

An option is a financial contract that gives a

5

buyer the right to purchase a specific asset for a

6

specific price by a specific date for a fee.

7

flip side, it gives the seller the obligation to sell.

8

That is what is called a purchase option.

9

also a sell option, but we're not going to get into

10

On the

There's

that today.

11

So what this does is it gives the buyer the

12

right to buy something, they put a certain amount of

13

money down in a certain period of time to buy that

14

thing and then the date.

15

did here.

16

So that's kind of what we

Now, there were three parts to the option that

17

I did with Theresa.

Does anybody know what they were?

18

Or did anybody notice what they were?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

Time.

Time, okay.

Price.

Price.
What was the third one?

23

It was the fee.

What did we call that?

A

24

nonrefundable option consideration, also known as an

25

NROC.

As we said yesterday, in order for a contract
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1

to be legal, that contract must have consideration in

2

exchange of some sort of capital.

3

dollar.

A minimum of one

Okay?

4

All right.

5

option that I did.

6

Texas is?

7

there's a bootcamp we hold I think probably three

8

times a year, it's in Salt Lake City, it's all about

9

marketing negotiation, raising capital, stuff like

10

that.

11

So I'll give you an example of an
You may know where Fort Worth,

Outside Dallas.

So I was out at my --

And it was my first time out there.
I walked up to this guy and he looks at me and

12

he goes -- you know, at the time I'm one of the

13

youngest people in the room.

14

for a living?

15

was still in school.

16

He goes, what do you do

And I said, I'm a student.

Because I

He goes, that is the worst answer I've ever

17

heard.

And I was like, I'm sorry?

18

answer ever make you any money?

19

when someone asks you what you do, your answer needs

20

to be something that can make you money.

21

okay.

22

student, what's the next thing they always ask you?

I said, no.

He goes,

I said,

He goes, when you tell someone you're a

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

He goes, does that

What are you studying?

What are you studying?

right, it's aeronautical science.
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1

question?

2

University.

3

Where do you go to school?
Cool.

Texas A&M

That conversation went nowhere.

And so his point was, you've got to be

4

asking -- you have to be telling people what you do,

5

but do it in such a way that will lead you to the

6

conversation towards you being able to make money.

7

And so what he taught me is to tell a better

8

answer.

So he goes, give me a better answer, what do

9

you do?

I said, oh, I do real estate.

10

horrible.

11

think people assume when you said I do real estate?

12

That you sell real estate, you're a broker or an

13

agent.

14

point, right?

15

estate investor.

16

enough.

17

investor, most people just assume you're out of their

18

league.

19

or something like that, most people think that that's

20

all real estate is is renting and flipping.

21

And I was like, why?

He goes, still

He goes, what do you

Well, I'm not a broker or an agent, that's the
He says -- okay, all right, I'm a real
He goes, better, but still not good

He said, when you say you're a real estate

You buy rental properties or you flip houses

So he taught me, he said, you need to answer

22

the question in such a way that it will make you

23

money.

24

an airplane and I'm flying, and I'm in first class,

25

because I'm always in first class when I fly Delta

So here's what I do today.
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1

because I fly first class for free because I'm a

2

diamond.

3

It's good to be a diamond.

However, is it fair, although not always

4

necessarily accurate, to assume that people in first

5

class might have a little bit more money than people

6

in coach?

7

I do, my answer is going to sound something along the

8

lines of I'm a real estate investor that helps people

9

with retirement accounts, being able to invest in real

So if somebody in first class asks me what

10

estate across the nation and earn double digit rates

11

of return.

12

looking to earn double digit rates of return with

13

their money that they have in their portfolio?

14

me.

15

on this flight, let me show you what I do.

16

can find funds right there before I even land.

Do you happen to know anybody who's

Wonderful.

17

Yeah,

We have an hour and 30 minutes left
And then I

Now, let's say that I'm sitting in coach, okay?

18

Again, I'm not saying people in coach don't

19

necessarily have money, but maybe not as safe to

20

assume that they have enough capital to invest in my

21

deals.

22

they probably don't have a lot of money.

23

sure Warren Buffet flies in coach sometimes.

24

judgment, just making an assumption.

25

If they can't buy a first-class ticket, then
Although I'm
So, no

So when someone asks me what I do in coach, my
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1

answer is, well, I'm a real estate investor that helps

2

people around the country live the American dream of

3

home ownership, no matter what state they're in, even

4

if they don't have a good enough credit score to be

5

able to qualify for a home.

6

anybody right now who rents?

7

think know somebody that rents?

Do you happen to know

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

How many people do you

Everybody.

Everybody, right?

10

what part of the country do I work in?

11

United States.

12

United States?

And I say

The entire

How many people know somebody in the

13

(Laughter.)

14

TREY STINNETT:

Right?

So I open the door wide

15

enough for them to be able to say, oh, yeah, I've got

16

a cousin over here, whatever, maybe you can help them

17

out, right?

18

Another one, I'm at Starbuck's, this is about a

19

year into the business.

Now, what are you guys going

20

to do with the money when you get your first deal

21

done?

Don't lie to me.

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

24

(Laughter.)

25

TREY STINNETT:
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1

you make your money:

Buy yourself something nice.

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

Yeah.

So my mentor says to me, he

4

goes, when you get this deal done, I want you to take

5

your girlfriend to dinner and drop $1,000.

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

8

(Laughter.)

9

TREY STINNETT:

Oh, my God.

I said, no.

So he goes, yeah, do it.

I'm like, are you crazy?

Go

10

lay down a grand.

11

like, you made 37 of them, you can spend one.

I said,

12

can I take like my whole family to Maggiano's?

He's

13

like, no.

14

not follow his advice, instead I went and bought

15

$1,000 worth of clothes.

16

clothes horse back then.

One person.

He's

And so -- and actually I did

Because I was kind of a

17

But when I got my first deal done after I was

18

married with my wife, so it was the first deal we did

19

once we were married, I went and took her to a

20

restaurant and dropped $1,000.

21

it in my life.

22

outside Dallas, and we went there, I've never been

23

treated that way, man.

24

down, we're ordering like jumbo lump crab mashed

25

potatoes and like lobster and steak, everything on the

First time I ever did

It was a place called Three Forks,
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1

menu, we get the bill up to like 350 bucks.

2

supposed to drop $1,000 with two meals?

3

there's like $800 bottles of wine, man.

4
5

How am I

Wine.

Yeah,

I asked that question once and somebody in the
class went, tip.

6

(Laughter.)

7

TREY STINNETT:

And I know what she does for a

8

living, right?

And I go, no, probably not the tip.

9

So, yeah, wine was the answer to that.

And I don't

10

get it, man, an $800 bottle of wine tastes like Bota

11

Box to me.

12

So maybe you can tell me if there's a wine person, I

13

don't get it.

14

I don't know the difference, so whatever.

But my wife was raised poor.

Not middle class

15

like I was, like she had no air conditioner in her

16

car, her parents had no air conditioners in their

17

cars.

18

the car when we met.

19

money.

20

she lived in the poor parts of California, she and her

21

parents had to live in Santo Domingo for a while.

22

She didn't even get a car, I actually got her
I mean, she just didn't have

She grew up in like the poor side of Houston,

So for her to be sitting at a restaurant where

23

they're scraping the crumbs off of the table between

24

your plates, she had never seen anything like that.

25

Guys coming out of the back asking us what we did for
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1

a living, all these questions, just because we were

2

spending money.

3

People see that, they're like, huh, that's odd.

4

I'm not telling you to go do this every single time

5

that you make money, but once a deal, do something,

6

celebrate your win.

7

Interesting how the world works.
And

And so what I used to celebrate my wins with

8

before I went to bat with my dad -- I'm sorry, with my

9

wife, my dad and I would go to the mall, and we would

10

go shopping, and I would go get clothes.

I remember

11

after one of our deals, my dad and I went to the mall

12

and we bought Mont Blanc pens.

13

talking about?

14

a gold one, and I remember when we walked out, he's

15

like, I can't believe we just did that.

16

on an ink pen.

17

let's do it again.

You guys know what I'm

For $350 I got a platinum one, he got

We spent $350

I'm like, yeah, that's pretty stupid,

18

(Laughter.)

19

TREY STINNETT:

So celebrate your wins.

So

20

early on, I'm at a Starbuck's, and I'm wearing nice

21

clothes, because that's always been my thing is

22

clothes, every time I do a deal.

23

looks at me and he goes, what do you do for a living?

24

And I'm like 21, 22 at the time.

25

okay, this guy probably doesn't have retirement funds
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1

to invest.

He might know somebody that is renting,

2

but doesn't seem like he's going to be the right age

3

group for that.

4

investor that helps young people make an extra $1,000

5

to $3,000 on the weekends by helping me find deals.

6

Do you happen to know anybody who wants to be a

7

birddog?

And so I went, ahh, I'm a real estate

And what did he say?

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:
Right?

Sure.

I happen to know somebody very

10

well.

11

these conversations about growing your business, and

12

what you'll end up finding is, this isn't as hard as

13

people make it look.

14

right people, if you're connected to the source of

15

funds, where money is already passing you, deals are

16

already being done, where the business is happening,

17

and you can move quickly, every person you meet, every

18

interaction that you have, becomes a leverage point

19

for you to bring value to.

20

wealth.

21

So every conversation you have, make

What happens is, if you have the

And that increases your

And so the last one I'll share with you is my

22

church.

This was before this deal I'm going to show

23

you here in a minute.

24

Dallas, we lived up there, and this is before I met my

25

wife, it was still early on in my business, and I had
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1

gone to Dallas because actually one of the students

2

that was in the same class with me, we had -- not at

3

this level, but a higher level -- we had become really

4

close friends.

5

gone up there and found this church and I thought it

6

was really cool, so basically I was commuting from

7

Houston to Dallas every week to go to this church, and

8

finally I was like, I'm just going to move to Dallas.

9

So I moved up there, and while I was there, I

And he lived in Dallas.

And I had

10

told this lady at the church, she goes, what do you

11

do?

12

people who are in financial hardship be able to fix

13

their problems through the sale of their home.

14

ever happen to know somebody who is going through a

15

hard time and they have real estate and they need to

16

liquidate, I've got cash, I'm backed by people with

17

cash, and I can help.

18

usually pay a finder's fee.

19

to the church instead of paying it to you.

I said, I'm a real estate investor who helps

20

If you

If you bring somebody to me, I
If you want, I can pay it

Nothing came of this conversation for like a

21

year.

And then about a year and a half later, I get a

22

call.

And it's from Brenda, the lady from the church,

23

and she says to me, she goes, hey, I have a lady over

24

here -- she's just fixing the straps on her boot, it's

25

all good --
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1

(Laughter.)

2

TREY STINNETT:

It's fine.

She goes, I have

3

this lady over here who's got a piece of property that

4

she needs to sell, can you help her out?

5

probably, give me her information.

6

got Julie.

And this is how I

Did you guys ever meet a cat lady?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

I said,

Oh, yeah.

She didn't have any cats, but

she was a cat lady, okay?

And she had a lot of hair,

10

like out to here, right, and like fingernails that

11

curled under like this, right?

12

her, she's just like -- [indicating] --

13

(Laughter.)

14

TREY STINNETT:

And as I'm talking to

Beautiful person inside and

15

out.

16

place.

Now, Julie is interesting, because she had a

17

dream.

This was years before I met her, but she

18

started her own business, and it's funny how when

19

people want to start their own business, they just

20

assume that they can just come up with something and

21

it will be successful.

22

And so I sit down with her and go over to her

Reality:

If you're starting from scratch from

23

what you know, you can eventually get there, but

24

you're going to make a lot of mistakes that other

25

people have already made, so you need to go ask a
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1

mentor how to do it right.

2

just thought, well, I can start my own pawn shop.

3

She didn't do that.

She

So this is how Julie's Pawn Shop was born.

She

4

goes and finds a piece of property to build her

5

business on.

6

outside Dallas in Fort Worth.

7

of property there, about five acres, and she

8

approaches the owner and she goes, I would like to

9

purchase this five acres to build a pawn shop on it.

10

And he goes, okay, well, this is the amount for the

11

five acres.

12

It's on this little two-lane road
It's this little piece

She runs over the numbers, and she realizes

13

that with the amount of money she has for down

14

payments and what she would qualify for financing, she

15

really doesn't have enough money to buy the whole five

16

acres.

17

get enough acreage to build her pawn shop right there

18

on the corner.

19

builds a little pawn shop.

20

So what they decide on is she's just going to

We'll call that Julie's Pawn.

And she

Now, first of all, I don't know if that's the

21

best business to be getting into these days, but

22

whatever, this is what she wanted to do.

23

cash for -- to be able to start the pawn shop, because

24

there's -- what's inventory in a pawn shop?

25

stuff.

They want cash.
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1

needed cash.

2

So she goes and she borrows money against her

3

house and does a refinance for the cash to be able to

4

actually buy stuff at the pawn shop.

5

building on top of the property, buys the property

6

from the guy, she's got the loan on the property and

7

everything and she starts her business.

8
9

She builds the

Now, once she gets started, she's a conspiracy
theory type, so she's really worried about these four

10

acres behind her.

She thinks somebody is going to

11

come in there and build another what?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

Pawn shop.

You got it.

So she goes to the

14

owner and she goes, hey, can I buy those acres back

15

there to make sure nobody else buys them?

16

course you can, that will be $150,000.

17

don't got $150,000, I just spent all my money on

18

building this business and stuff.

19

luck.

20

He goes, of

She goes, I

And he goes, tough

And she goes, okay, well, is there anything I

21

can do to make sure nobody else buys it?

He goes,

22

yeah, you can buy an option on it.

23

is that?

24

And so Julie got an option on the piece of property

25

behind her pawn shop.

She's like, what

And he explained to her what an option is.
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1

option?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

Time.

You got it.

Price.
First question he

4

asks her is he says, how long do you need to buy the

5

property?

6

take me about a year to earn a profit, maybe two years

7

I can start to be up and running, and three years into

8

the business I should be ready.

9

let's not stress you out, we'll make it five years.

She goes, well, I figure it will probably

And he goes, well,

10

Okay, let's just make it five years.

11

cool.

12

She goes, okay,

So they set the time period for this option for

13

five years.

He says, okay, well, how much are you

14

going to sell it to me for?

15

sell it to you for 150, because what's going to happen

16

to the value of real estate over five years?

He goes, well, I can't

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

Increase.

It's going to appreciate.

So

19

what he says to her, I'll sell it to you for $200,000.

20

Okay?

21

for inflation and appreciation of the property.

22

now he says, but I need some money now as a

23

nonrefundable option consideration to lock this thing

24

down, to which they agree, $15,000.

25

gives him the $15,000, starts her pawn shop, has it

Fair enough.
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1
2

locked up and time goes on.
I am sitting in this pawn shop in the middle of

3

the summer in Texas, it's like 110 degrees outside, my

4

dad is with me, Julie is sitting across from us

5

telling us her story.

6

to a person's story, that you don't just go in

7

wheeling and dealing, because if you can listen to

8

where somebody is coming from, then you have a much

9

better chance of being able to provide a real solution

It's important that you listen

10

for them rather than just trying to throw numbers at

11

them and hoping that it will all work out in the end.

12

So I ask her what's going on and she tells me

13

her whole story.

14

last year, lost her house because she wasn't able to

15

make the payments.

16

first three years in her business, but the last couple

17

of years, it just wasn't doing well.

18

was just not performing as it was at the beginning.

19

She had been through foreclosure

She had a really good run the

The pawn shop

So she loses her house in foreclosure, now

20

she's losing this building.

21

no air conditioning in this building, we're just

22

sitting there in the middle of the summer, nothing is

23

left, the pawn shop is basically cleaned out, and

24

she's in the middle of this foreclosure now on the

25

pawn shop as well, and she filed bankruptcy.
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1

And I said, so how can I help you?

She goes, I

2

don't think you can.

I said, okay, why did you call

3

me?

4

anybody ever reached out to me and told me that they

5

could help, that I would at least hear what they had

6

to say.

7

would call and see.

8

situation.

She goes, because I made a promise to God that if

9

When Brenda gave me your name, I thought I
And I said, okay.

So tell me the

And that's when she explained to me about this

10

option that she had for the property behind it.

11

said, so do you want to buy it?

12

could buy it, what do you want to sell it for?

13

she said, I really don't care.

14

mean?

15

have to give to who?

16

like, there's no real point.

17

She

And I said, okay, I
And

I said, what do you

She said, any amount of money you give me, I
The bankruptcy court.

She's

She goes, so, if you want -- I was like,

18

honestly, this building is not the highest and best

19

use for this property, so frankly, I don't see any

20

value for me as an investor.

21

valuable for you, but not for me as an investor to buy

22

this acre, but I am interested in the four acres

23

behind you.

24

She goes, yeah, but I don't really own them.

25

explained to me the option.

I'm sure it's very

Would you be willing to sell me those?
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1

I said, well, you can sell me the option.

And

2

she said, yeah, but any amount of money that you give

3

me, I have to give to the bankruptcy court.

4

doesn't really help me.

5

you need?

6

that 15 grand.

7

have it today.

8
9

I said, okay.

So it

Well, what do

She goes, I just wish I hadn't really spent
If I hadn't spent that, I would still

First of all, is that true?
still have that money.

No way she would

She would have spent it along

10

with everything else trying to keep things afloat.

11

She goes, I just wish -- I said, are you asking me for

12

15 grand?

13

have to give it to the bankruptcy court.

14

okay.

15

like, I like you, too, Julie.

16

what, I'll sell you the option for $10.

17

She goes, no, if you give me 15 grand, I
And I said,

And she goes, but I like you, Trey.

And I was

She goes, I'll tell you

So she sells me the option for 10 bucks,

18

literally I have the documents at home that show the

19

transfer of the option to me for $10.

20

Now, I may have dropped an envelope with

21

$15,000 in it out of my pocket before I left the pawn

22

shop, I can't say as to whether or not I did, but if I

23

did, I'm sure she reported it to the bankruptcy court.

24

Are we clear?

25

Now, how much did I pay for that option?
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

$10.

$10, you got it.

So I pay her

3

$10 for the option, she transfers it to me.

4

have to go do some research, I have to study, get an

5

appraisal done, stuff like that.

6

she goes, can I tell you what my dream was for that

7

property back there?

8

yourself out.

9

goes on the property, it's going to be the highest and

10

best use, which is going to be created by a certified

11

appraisal.

12

than it is for residential.

13

Now I

But before I left,

And I was like, sure, knock

You know, I'm not going to choose what

It's different for commercial property

She goes, I wanted to build a strip center or a

14

strip mall.

Do you guys know what those are?

All

15

right, so she wanted to build a building across here,

16

across here, put in a parking lot here, parking lot

17

here, right?

18

wanted in these three spots.

19

a gun shop.

20

liquor store.

21

And then right here, a church.

22

up.

And she was very specific about what she
In this spot, she wanted

It's Texas, okay?

Over here she wanted a

It would be dry for you, by the way.

23

(Laughter.)

24

TREY STINNETT:

25

like, are you serious?
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1

you hope like people go get drunk, buy a gun, go to

2

church and then come try and sell it back to your pawn

3

shop?

You have a whole little ecosystem going?

4

(Laughter.)

5

TREY STINNETT:

So I told her, I was like, no

6

promises on that.

7

I have the option now, but here's what happened.

8

sells me this option month 59.

9

Less than one month.

10
11

But -- so here's the thing, though,
She

How much time is left?

I tell you, people wait till the

last second to try to fix their problems, right?
So she has less than a month left.

I bought

12

the option, but what do I still have to come up with?

13

It's actually $185,000 because of the $15,000.

14

still had to come up with 185K.

15

I

Okay?

So at the time, I didn't have 185K.

So I

16

needed a funding partner.

17

said yesterday, at this level, we don't allow

18

networking, because, frankly, it's just it's a low

19

level of commitment and some people come here with bad

20

intentions.

21

stuff, we promote networking.

22

paid 40-some thousand bucks to be there.

23

they're serious?

24

business?

25

Now, one of the things I

When you get out to the summit event and
Everybody in that room
Do you think

And they're committed to their

Of course.

So when I got out there, I was a networking
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machine.

2

listen, if I can find a deal that makes both of us

3

some money, how much can I count on you for?

4

I can find a deal that can make both of us some

5

money -- and I went to every single person, I

6

networked and I networked and I networked.

7

I looked to everybody and I would say, hey,

Hey, if

We are not going to tell you to do it, but I am

8

telling you right now, when you get there, you network

9

like crazy.

Not necessarily with the people who are

10

new students, network with our students that went

11

through this a year ago, the ones that have already

12

got their steam built up, they already have their

13

momentum, those are the guys you want to bring into

14

your deal.

15

So this is how I met Roy.

Roy B.

I'm not

16

going to tell you his last name, because he's my

17

credit money lender, not yours.

18

northern California, about six-foot-seven, wears a

19

cowboy hat, and he's a rancher.

20

fun of me for being from Texas because he says you

21

guys are all hat and no cattle.

22

(Laughter.)

23

TREY STINNETT:

And he's from

And he actually made

And I was asking him, I said,

24

Roy, if I could find a deal that would make both of us

25

some money, how much could I count on you for?
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1

goes, son, I have millions.

2

right, let me see your phone.

3

his phone number.

4

Wow.

And I said, all

All right?

So I get

This is now, I don't know, nine months later,

5

and I call him.

I said, hey, I've got this deal over

6

here, I'm buying it, I want to cut you in on it, you

7

have a piece of the deal, plus some interest.

8

up with him being able to keep 15 percent of the deal.

9

And I said, I need money.

10

need it?

11

So what did I tell him?

We came

He goes, how soon do you

I said, I have four weeks to get this money.

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

14

I need how much money?

15

for?

16

for 255?

17

for me to make a little money at the beginning?

$255,000.

18

Now.

I need it in two weeks, right?
185.

You got it.

So how much did I ask
Right?

Because papa gotta eat.

So why did I ask

Okay?

Is it okay

Okay, here's our closing statement on the

19

property.

As you can see it over here, how much did

20

we pay for it?

21

the 255 that he lent me, minus out all the costs and

22

expenses, and what's that say there?

$54,000 cash to

23

borrower.

Hip Pocket

24

National Bank.

25

right?

$185,000.

And then over here, that's

Where does that money go?
You guys heard of it?
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1
2

Okay.

So this is where we get our cash money.

Doing okay so far?

Did I get my $10 back?

3

UNIDENTIFIED SPEAKER:

Um-hmm.

4

TREY STINNETT:

So now I get my money

Okay.

5

back out of the deal, and it's time for me to get an

6

appraisal to see what this thing was worth.

7

anybody know what it costs to get an appraisal?

8

$3,500 on commercial.

9

can't just be like, where's the nearest house that

10

sold in the last 90 days, like the stuff we talked

11

about yesterday.

12

four-acre property behind a pawn shop within half a

13

mile that sold in the last 90 days.

14

Does

Because it's different.

About
They

There's no like, where's the nearest

It doesn't exist.

So they have to go get things like traffic

15

counts, feasibility studies, environmental studies,

16

floodplain stuff, all sorts of crazy things to figure

17

out what is that property actually worth.

18

part of it as well.

19

Comps are

And so here are things that happened between

20

when she got this option and when I came out there.

21

It's the reason why I was so gung-ho to buy the

22

property.

23

longer -- well, let's look at this.

One of the things I noticed, this was no

24

So when I came out to the property, forget the

25

gun shop, church and liquor store, that never happens.
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1

What happened, though, is over here on the corner, the

2

owner had set up an easement.

3

an easement is?

Do you guys know what

4

UNIDENTIFIED SPEAKER:

It's a right of way.

5

TREY STINNETT:

So you're going to drive

Yeah.

6

through a Chick-fil-A to get to a mall to get to an --

7

(inaudible) -- and you're cutting across parking lots.

8

Those are easements that allow one property's owner or

9

its patrons to be able to use the property of another

10
11
12

property owner, okay?
So what kind of easement might you put on the
corner of a property that's only 5-feet by 5-feet?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

Mailbox.

Not a mailbox.
An ATM?

Not an ATM.

17

the right direction, though.

18

it an ATM.

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

You're thinking in

Some people might call

Billboard.

Billboard.

So Lamar approaches

21

the owner of the property, who is not Julie, by the

22

way, it's still the previous owner, and says, I'd like

23

to lease this piece of 5-foot by 5-foot property here

24

to put up a sign.

25

up this massive billboard.
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1
2

Why would you put a massive billboard on a
two-lane road?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

It draws attention.

Because you know something's

5

coming.

Do you think it pays in this industry to know

6

what is happening in your city development?

7

One of the first things that cities do when they put

8

in a new road is they outlaw billboards.

9

companies find out where new roads are going and

Right?

So billboard

10

they'll go buy the property and put the billboard up

11

before the city starts construction because then they

12

are what?

13

billboards up.

14

Grandfathered in, and they can keep their

So between the time when Lamar put this sign up

15

and when I came out to the property, this was no

16

longer a two-lane road.

17

four-lane road.

18

to another road, some of you guys may have heard of

19

this road if you've been to Texas, not a big deal,

20

it's just I-35.

21

it's not to scale.

22

It had been expanded to a

They had put a little exit over here

Okay?

This is about a mile here,

All right?

Do you think that increases the value of the

23

property?

Oh, just a wee bit, okay?

24

an exit in off the freeway onto this road, they

25

expanded the road up to two lanes, and then across the
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1

street, I notice that they are doing construction.

2

There's a big chain-link fence around 20 acres, and

3

it's all clear.

4

they're digging over here, and then back over there

5

there's a slab, it's a huge slab with a bunch of pipes

6

sticking out, and hanging on the chain-link fence was

7

a sign that said, "Future home of Starbuck's,

8

Pinkberry, Chick-fil-A, DSW shoe store, Regal Cinema.

9

They were building a shopping mall.

And I can see a huge retention pond

Do you think that

10

affects the value over there to that piece of

11

property?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

Yes.

So I had the appraiser come

14

out, they filled that little road across the road to

15

measure traffic counts, they figure out all the stuff

16

and they get back with us with our appraisal.

17

Did you ever see somebody do a happy dance?

18

(Laughter.)

19

TREY STINNETT:

20

So this is our appraisal on

that property.

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

Oh, boy.

Wow.

$1.6 million on a piece of

property that we picked up for how much?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

$10, a $1.5 million piece of property.

This one deal,

2

I had to split it with my dad and some of it went to

3

Roy, but this one deal put my net worth over a million

4

bucks before my 22nd birthday.

5

all right?

That was pretty cool,

6

Now, this is a commercial property, so I know

7

it's not exactly stuff you guys are going to do right

8

out of the gate.

9

put $1,500 to control an asset that is locked in at,

Just chop the zeros off.

Could you

10

say, $18,500 that could then absolutely be worth

11

160,000 bucks?

12

Absolutely.

So this kind of leads us into that conversation

13

of, okay, how do I do this on a residential property?

14

How do I do something called a lease option?

15

you'll notice that the purpose of the option is to

16

lock down the property now for a future sale.

17

So

By the way, do you think the owner was stoked

18

to have to sell us a $1.6 million property for 185,000

19

bucks?

He didn't even own it.

20

trust.

The trust deed said, okay, sure, let's sign

21

the documents, we went to closing, it was done.

22

Because I kept the -- what do you call it -- the

23

appraisal to myself.

24

Okay.

25

It was held by a

I didn't show him.

So how do we convert this into a

conversation about residential properties?
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1

this case, in a residential property, I want you to

2

get ahold of a piece of property before the value goes

3

up, lock the price in now and then sell it when the

4

value is higher.

5

property.

6

we fell into backwards and I just happened to get four

7

weeks it was not going to exist anymore.

8

man, that kind of stuff is a fluke.

9

stuff happens when you're in this business, okay?

10

Just like we did with Julie's

Only Julie's property was an accident that

And you say,

No, that kind of

And so in a different example, because I

11

wouldn't recommend you doing this with land, okay?

12

Even though that's what that deal was.

13

this with a house.

14

for sure its value will be higher later?

15
16

How could you buy a house and know

UNIDENTIFIED SPEAKER:

If there's anything

going on in the area?

17

TREY STINNETT:

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

20

I would do

of investing?

No.

No.

(Inaudible).

What was rule number one

Never pay --

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

Retail.

-- retail, right?

So what

23

would I be buying knowing the value is going to be

24

higher later?

25

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

2

know the value will be higher?

3

make the value higher by putting a new roof on,

4

replacing the gutters, redoing the floors, putting in

5

carpeting, painting the walls, putting in granite

6

countertops and selling it to a home owner for full

7

price.

8
9

Fix and flip.

Yeah, how do I

Because I'm going to

So I'm in control of the value going up.
So in that previous example, that money was

paid because of appreciation; however, what did I say

10

yesterday?

11

strategy, okay?

12

we're playing the game of money here.

13

it, we've got to make sure -- Warren Buffet has two

14

rules about money, does anybody know his two rules of

15

investing?

16

Appreciation is a bonus, it's not a
So we're playing this monopoly game,
You want to win

Rule number one, don't lose money; rule number

17

two, see rule number one, okay?

18

investment strategy.

19

wanting to do an option, a lease option in this case,

20

the only way I know for sure value is going up is if I

21

create the value myself.

22

it as a fix and flip.

23

So that's his

If we look at that here, I'm

Okay?

So we're going to do

If we use the lease option, the option allows

24

us to lock the property and its price in today, the

25

lease allows us to actually use the property.

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

You see

EX 6, p. 177

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 179 of 439
178
1

an example with Julie, could she use the land to build

2

anything on it?

3

didn't own it.

4

the owners got paid on the billboard.

5

No, she only had an option, she
She didn't get paid on that billboard,
Okay?

So with the lease option, the lease gives us

6

the right to actually go onto the property.

If the

7

lease is written correctly, it gives you the right to

8

do rehab on the property.

9

you make to do a lease option are a lease, and an

So the two agreements that

10

option.

11

are allowed to do rehab.

12

allowed to, typically most leases don't allow that.

13

Okay?

14

The lease needs to say in the lease that you
Otherwise, you are not

The option agreement needs to make sure it has

15

the three parts in it.

16

the option?

So what are the three parts of

One more time.

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Time.

Time.

Price.

Price.
NROC.

And our lease

21

option, there's one more.

22

right, so this is a very good acquisition strategy

23

because it requires little to no money down to be able

24

to acquire the property, it allows you to immediately

25

take ownership or at least take over the property so
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1

that you can start doing work without having to wait

2

for private money or hard money to show up, and so

3

long as you have the money for the rehab, you can do

4

this deal without ever having to go to a lender to buy

5

a house.

6

vested interest for doing the rehab, and you only have

7

to have one closing.

8
9

Having the lease, it gives you a legal or

Now, I think I have at least one person in here
who used to live in Texas.

10

in my home state.

11

only of 50 states that has made lease options next to

12

impossible to do.

13

highest priority by any means.

14

Okay?

I do not recommend these

Unfortunately, we are the

So it can be done, but not my

So let's look at one of Brian's deals.

I

15

mentioned Brian yesterday, he's one of our students

16

from St. Louis.

17

up in here.

18

guys yesterday said you came here from the Internet.

19

Brian was a bartender at the hotel where we were

20

having the event.

21

It's interesting how everybody ends

I came here from a flyer.

Most of you

So we were at the St. Louis Marriott, years

22

ago, and we got here the night before, we get there on

23

Thursday.

24

begins, eating dinner and having drinks and whatever.

25

And what do you think wealthy people talk about at the

And we're down in the bar before the event
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1

dinner table?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

Money.

Business.
What were the three

4

things we were told as children to never talk about at

5

the dinner table?

6

(Laughter.)

7

TREY STINNETT:

Money, politics and religion.

8

Interestingly enough, those are all three of the

9

things that I typically talk about at the dinner

10

table.

11

the deals we were doing.

12

So we were talking about money, talking about

And he walks over, he's the bartender and he's

13

like cleaning the glass or whatever and he goes, what

14

are you guys talking about?

15

talking about some deals we're working on.

16

well, what kind of deals?

17

goes, oh, I'm a real estate investor.

18

you're a bartender, what are you talking about?

19

like, I have four rental properties.

20

that's pretty cool.

21

We said, oh, we're just
He's like,

We go, real estate.

And he

And I said,
He's

I was like,

I don't usually meet a bartender that has

22

rental properties.

He goes, are you guys here with

23

the Tarek and Christina event?

24

He was like, are they real?

25

people?

And I was like, yeah.

And I was like, like real

And he's like, no, do they really do that
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1

many deals?

2

deals.

3

He was like, nobody can do that many

He was just incredulous.

He couldn't believe

4

that somebody could do 100 deals in a year.

5

said, yeah, they do that many deals.

6

never flip.

7

properties.

8
9

That's crazy.

And I

He goes, I could

I just do rental

And I was like, well, you know, you only have
four rental properties.

I said, what's your goal?

10

goes, well, my partner Matt and I, we would like to

11

get up to probably about 50 rental properties and

12

retire.

13

do you realize that after you get to 10 they're not

14

going to lend you any more money?

15

are you talking about?

16

to ten loans per credit report.

17

Matt married?

18

when you get married, ten and ten.

19

You're still 30 short, what are you going to do,

20

right?

21

I said, that's a pretty good goal.

He

I said,

And he goes, what

I said, banks can only lend up
I said, are you and

He said, not yet.

I said, okay, well,
You've got 20.

He was like, I never thought about that.

22

said, you need more financing options.

23

are you buying them right now?

24

cash?

25

percent down every year and we get a loan for the

I

I said, how

Are you buying them

He goes, no, we save up our money and we buy 20
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1

other 80 percent and we rent it out.

I said, so

2

you're probably not making a lot of cash flow right

3

now?

4

years.

He goes, no, but they'll be paid off in 30

5

So he was doing all of the old-school real

6

estate stuff, right?

Buy a property, it pays off over

7

30 years, maybe it appreciates, buy a duplex, they're

8

in one side.

9

fine, but it doesn't build fast enough wealth and

All that old-school stuff, which is

10

you've got to wait forever to get your money and you

11

better hope you pick the right market.

12

My rental properties, three to five year holds,

13

not 30.

I'll explain that later this afternoon.

And

14

so I told him, I said, you know what, you should come

15

to our class.

16

doing it here this week.

17

And I was like, no, it's $2,000.

18

people pay that to learn how to do real estate?

19

like, yeah, dude, people pay more than that to learn

20

how to do real estate.

21

that.

22

free, I'll let you come the first day.

23

you want to stay the second and third day, it's not

24

fair to everybody else that you didn't pay, so you're

25

going to have to pay the other 2,000 bucks.

And he goes, yeah, I saw you guys were
And he goes, is it free?
He goes, oh, God,
I was

He goes, I don't want to do

I was like, tell you what, come tomorrow for
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1
2

okay, can I bring Matt?

I said, sure.

So Brian and Matt show up, the next day, they

3

sit in the back row.

4

guys know the band Maroon 5?

5

Levine, whatever, the main guy.

6

short little dude and he's sitting in the back, arms

7

crossed, just kind of like very suspicious of me, like

8

who is this guy?

9

skeptical person by nature, too.

10

Matt's this -- he's like -- you
He looks just like Adam
He's just like this

And I get that, I'm a pretty

Here's the thing about skepticism, I think it's

11

healthy.

12

shouldn't be skeptical.

13

skeptical, man.

14

who just say stuff.

15

The difference is, once you see the evidence and your

16

mind shows you what works, if you are still unwilling

17

to say, oh, that's cool, it works, now you're just

18

being cynical.

19

mother-in-law sometimes, right?

20

Some people don't like it, say, you
Yeah, you should be

There are so many people out there
What you shouldn't be is cynical.

That's on you.

Anyway.

That's like my

So Matt is super skeptical or

21

whatever, but by the end of the day, Matt comes up to

22

me and he goes, we want to go ahead and pay and come

23

for the next two days.

24

I learned more today than I know about real estate.

25

He goes, the next two days, I can't even imagine what
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1
2

they're going to be like.

I said, okay, cool.

So I was glad to take his $2,000.

And we got

3

him signed up.

And full disclosure, they did every

4

advanced training that our company offers, because

5

every once in a while, we get these people in the room

6

that are a one percent investor.

7

thing in their eye, when I see them when they walk in

8

on Friday morning, they look me straight in the eye

9

and I already know, because they're the person that's

10

just like, I'm willing to put in the time, the effort,

11

I have the resources, just give me the structure, show

12

me where to go and I'm going to go full force.

They've got that

13

I don't know who it is in this room yet.

14

have some ideas, but I'm not quite positive yet.

15

Every weekend we get somebody who's a one percenter.

16

And these guys are definitely my one percenter.

17

though they didn't originally come to the class the

18

way everybody else does, they still were those people.

19

Their first year, they did 100 flips.

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

Even

Oh, my gosh.

A hundred flips.

I'm sorry,

22

first 18 months, they did first 18 months.

23

first year, they did 40.

24

good for the first year, 40?

25

I

So 40 flips.

Their

Is that pretty

Yeah.

So for a guy that didn't want to flip, he
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1

crushed it pretty hard.

2

would it be cool if I taught some of your deals to the

3

class?

4

And so I asked him, I said,

And he agreed to let me do that.
So this is a deal that he did in St. Louis with

5

Matt, of course, and it's a craftsman style

6

mid-century home.

7

year, I said, what are your goals for 2018?

8

Trey, I just want to do what I love.

9

you love?

10

And I talked to him earlier this
He goes,

I said, what do

He said, mid-century homes.

I said, okay.

So he's one of those rare birds that's actually

11

passionate about real estate.

12

gotta be passionate about this business to make this

13

business fund your passion.

14

Louis, he is no longer a bartender, by the way.

15

However, he does own a bar.

16

Like I said, you don't

And if you ever go to St.

So his favorite bar in St. Louis was Van Goghz,

17

and after doing enough real estate deals, he and Matt

18

went and actually bought the bar that they used to go

19

to every day when they would like look at their

20

numbers and, you know, review their deals and stuff

21

like that.

22

Brian, he might be there, and tell him I sent you.

23

So if you ever go to Van Goghz and ask for

Okay.

24

option deal.

25

budget.

So 3630 Childress.
$268,000 ARV.

This is a lease

Had an $80,000 rehab

The seller owes 95 grand and is behind on
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1

payments four months for a total of $6,400.

2

four months, $6,400.

3

lease option.

4

So

Let's set this thing up as a

First of all, what should be my maximum

5

allowable offer on this property?

6

that math.

7

today.

8
9

Okay?

What's my MAO?

Run

Brendan brought in a real calculator

So we're doing this deal as a flip, so the
calculation we use is the MAO calculation.

The ARV

10

times 0.69 minus rehab.

We're not subtracting the

11

wholesale fee because we're not doing a wholesale now,

12

we're doing a flip, okay?

Someone work it over.

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

What was that?

104, something

15

like that?

16

they're losing their house, okay?

17

bucks.

18

What they owe.

19

acceptable number, because that 104 is my maximum.

20

if I went 80 percent of that, I'm at about 80 grand,

21

but they can't take 80 grand, so let's just do 95,000

22

bucks.

23

Okay.

(Inaudible).

So this person is in foreclosure,
They owe 95,000

So what's the least amount I can give them?
You'll find often times that's an

So let's say that was a lease option.

So

The

24

starting price for this property is going to be

25

$95,000.

However, we're not going to be paying that
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1

right away, because what's our intention here?

2

are we going to do with this deal?

3

How long does it take to do one of those?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

6

months.

7

option?

What

A fix and flip.

Ninety days.

Ninety days, okay?

Three

So what should I put as my time period for my

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

Six months.

It's got to be more than three,

10

right?

11

enough, some of you I know you want to do this for

12

you, and you need to do that, because you've shared

13

with me kind of where you're at financially, a couple

14

of you are really struggling right now.

15

know, I talk a lot about legacy and like building

16

businesses to help other people and stuff like that,

17

and some people right now, you can't even breathe,

18

you're not thinking about that at the moment.

19

that's okay.

20

So we need a little buffer.

And, you

And

You get on an airplane, what does the flight

21

attendant say?

22

ceiling, you put it on who first?

The oxygen mask falls from the

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

Interestingly

Yourself.

Yourself, because if you can't

breathe, you can't help the people around you.
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1

So there's nothing wrong with putting the oxygen mask

2

on yourself first and making sure you're okay before

3

you start to help the people around you.

4

Anyway, so on this deal, the seller owes

5

$95,000.

We've got to set up a time period for this.

6

What happens for some people is, after they're

7

successful, they put their oxygen mask on, the next

8

thing they do is they say, okay, I need some more

9

financial freedom, so they start paying off all their

10

debt.

11

pretty standard for our students to do this stuff.

12

Maybe they pay off their house, okay?

Then they're like, okay, well, my debts are

13

paid off, now what do I do?

14

it's time for me to pay it forward.

15

other people?

16

this business?

17

This is

And they realize, okay,
What can I do for

How can I show other people how to do

And that's what Brian now does.

So he actually

18

sometimes will come out to our Fast Start Bootcamps

19

and he will teach people how to actually get into the

20

business and do stuff and how to flip houses.

21

really good at running numbers.

He's

22

So much like I do, he came back as a teacher.

23

However, one time we were at an event in Los Angeles,

24

and he's at the front of the van, because on our Fast

25

Start weekends, we put you in a van, we take you to
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1

properties.

2

then he looks down at his phone and he goes, I'm

3

sorry, guys, I'll be right back.

4

talking and leaves.

5

The front of the van, he's talking, and

He just stops

I'm like, that was weird.

So somebody else got up and finished talking

6

for him, because it was kind of awkward.

7

like if I left the room right now.

8
9

It would be

Kind of weird.

And I go back to talk with him later, I was
like, dude, what was that all about?

He's like, man,

10

one of my properties, the neighbor across the street

11

from it, we just finished rehabbing it, like a week

12

ago, we put the sign in the yard, the neighbor just

13

called Matt, there's water coming out the front door.

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

16

Oh, Jesus.

So, you guys ever have freezing

pipes up here?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

Oh, yeah.

So apparently on the second

19

floor, one of the bathrooms, a pipe had frozen and

20

busted, and it had flooded the upstairs, it had

21

flooded the downstairs, his entire rehab was

22

completely just flooded out.

23

Okay, first of all, this is why we carry

24

insurance on our properties.

25

insurance did pay for it, what did it do to his
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1

timeline?

2

almost two months, plus he had to find new buyers

3

because the buyers that were probably looking at that

4

house already bought houses within that three months.

5

So it pushed his deal back unfortunately a couple of

6

months.

7

It pushed it back an extra three months,

However, he was eventually able to still make

8

money on it.

Yeah, he played the whole like insurance

9

game where you make yourself a general contractor to

10

get the difference.

11

talking about, learn it at some point, if you ever

12

have an insurance claim, you can avoid your deductible

13

by squeezing some cash out.

14

You guys don't know what I'm

So he played that game, he was fine, but I

15

learned something from that.

Six months is still not

16

enough.

17

to be out in three months, let's give ourselves 12.

18

NROC.

So on a lease option, even though we're going

They are how far behind on payments?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

$6,400.

Okay, if I'm going to do a flip

21

here, the first thing I've got to do is this is a

22

pre-foreclosure.

23

else calling on this guy trying to buy the house.

24

my first order of business is to get it off the

25

pre-foreclosure lists.
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Pay the debt.

Catch up the back payments.

3

That's what my NROC is going to be for.

4

NROC of $7,000.

5

What's the extra $600 for?

So give an

Wait a second, that's not $6,400.

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Interest.

Yeah, give him a little bit of

8

cash to move, because you better believe that $6,400

9

will not be written to him.

If they're in a financial

10

hardship, am I going to hand him seven grand?

11

right?

12

option agreement, so make sure your option says this,

13

the $6,400 I am paying to the bank counts as a credit

14

toward the nonrefundable option consideration that I'm

15

paying to the seller.

16

$600 goes to the seller.

17

deal is mine.

18
19

No way,

So the $6,400, and it states this in their

So $6,400 goes to the bank,
Now I'm in business, now the

Okay?

Now, it was four months behind, which means
what's the monthly payment?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22

my lease payment going to be?

23

going to pay that to the previous owner or am I going

24

to pay that to the bank?

25

$1,600, you got it.

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

To the bank.

So make sure that

2

your lease says that all payments made to the bank

3

count as a credit towards payments made to the

4

landlord.

5

lessee is the person that needs the money, lessor is

6

the person behind the door.

7

how my mentor taught me to remember it.

8
9

Or the lessor.

All right.
up.

Or the lessee, lessor.

Lessee.

Got it.

The

That's

So now you have a lease option set

As soon as you execute this agreement, you pay

10

the 6,400 bucks to the bank, you pay the $600 to the

11

home owner to leave the house in clean condition.

12

They don't have to remodel it, but they need to get

13

their crap out, okay?

14

house and we'll move in and we'll start working on it.

15

So get your stuff out of the

So this is the deal that Brian did.

$7,000

16

option fee, $1,600 lease payment, strike price was 95

17

grand.

18

with the bathroom.

19

going to tear everything out of there.

20

example where I would not leave the tub, and that's

21

because if you look really closely, this is one piece.

22

Okay?

23

thing needs to come out and we're going to put a new

24

tub in.

25

could keep.

Let us go inside.

All right.

Let's start

What are we going to do?

So clearly this screams Motel 6.

We're

This is one

So that whole

There is another tub in this house that you
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1

Everything else is going to come out.

The

2

toilets, I've actually had people tell me, they're

3

like, well, why don't you just, you know, leave the

4

toilets in there and that's not a big deal.

5

man, I've got a rule of thumb, okay?

6

is that the property has to be at a level of quality I

7

would let my own mother live in, okay?

8

mother-in-law, my mother.

9

certain level.

10

Listen,

My rule of thumb

Not my

It's got to be at that

It doesn't have to be the Taj Mahal,

okay, but it does have to be good enough.

11

Now, I'm not going to let my mom live in some

12

house with a toilet that I don't know what happened to

13

it.

14

Okay?

So that's going.

Floors here are really scuffed up and oxidized.

15

What are we going to do?

Refinish them.

16

always going to have all wood floors.

17

have tile, sometimes you have carpet, okay?

18

you know which type of flooring to use in your house?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Comps.

You're not

Sometimes you
How do

(Inaudible).
You got it.

Okay?

21

people segregate themselves by race into different

22

parts of cities?

Was that a touchy question?

23

a real question.

Does it happen?

Do

That's

24

UNIDENTIFIED SPEAKER:

Yeah.

25

TREY STINNETT:

So in Houston we have
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1

like Hispanics over here, white neighborhoods over

2

here, black neighborhoods are over here.

3

here Asian neighborhoods.

4

neighborhoods and Hispanic neighborhoods -- black and

5

white neighborhoods you can have carpet, no problem.

6

If you put that in a Hispanic neighborhood or an Asian

7

neighborhood in Houston, it will not sell.

8

want carpet anywhere in the house.

9

cultural thing.

We have over

Here's what I found:

Asian

They don't

It's just a

Because they don't apparently have

10

carpet in their countries, because it's hot, and so it

11

doesn't make sense to have carpet.

12

nasty, especially if you're in like Mexico where it is

13

literally like 500 percent humidity, okay, like that's

14

no fun to have carpet.

15

It gets kind of

So what you do is you can either look at the

16

demographics of the area, you can look at pictures of

17

comps in the area.

18

That's what they're supposed to know about, is that

19

kind of stuff.

20

neighborhood like, okay?

21

piece of carpet in that house, it would be weird,

22

unless it was like a basement, okay?

23

these old-school houses, they are supposed to have

24

hardwood floors and they are supposed to have the

25

crown molding and stuff like that, because they're

But what I do, I ask my realtor.

So I ask them, what does this
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1

mid-century homes.

2

So this is one of those things where I have to

3

tell you, even though you might be really creative and

4

really good with interior design and stuff like that,

5

you're not building this house to specs that you would

6

want to live in, okay, you're building it to meet

7

whoever the Joneses are.

8
9

Okay?

So you'll see some pictures here and stuff
where landscaping is like two bushes, and you're like,

10

man, you really went cheap on the landscaping.

11

we matched the neighbor's landscaping, because you're

12

not going to get back the extra money that you put

13

into those things if it's not expected in the

14

neighborhood.

15

to match what is around us and we can do that by

16

looking at the demographics of an area, and by asking

17

our realtors what is expected in those types of

18

houses.

Does that make sense?

Well,

So we just want

19

Do we need to paint this house?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

Yes.

I would say that's probably a

22

good idea, especially considering those two rooms.

23

Why on Earth would you have a lime green wall?

24

that?

25

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

A kids room?

Maybe.

And

2

that's probably the right answer.

3

who's like, that's a green screen.

4

You can do your own little show in there or something.

5

But the blue gave it away to me.

6

something that they have bright colors that they

7

liked.

8

quality, do the rehabs to the quality of the

9

neighborhood.

10

I have a guy in LA
I was like, maybe.

That's just

So, again, don't do the rehabs to your

Let's see here.

So you've got this staircase

11

here, it's really great, you can clean that up.

12

Yellow paint.

13

is an alleyway here, so you can, you know, sell your

14

illicits out that window if you need to I guess.

15
16

Why?

I don't even understand.

You've got linoleum tile here.

What do we do

with linoleum tile?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

19

There

Pull it up.

Get rid of it.

Where is the

only place we should be using linoleum tile?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

Never.

Mobile homes.

That's it.

22

Okay?

23

else have we got that time, or that kind of time.

24
25

Because it needs to be lightweight.

Here's the bathtub to be kept.

Nowhere

Wood panelling,

what do we do with that stuff?
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

(Inaudible).

Pull it out, put in new

3

drywall.

Do not just try and plaster over it, paint

4

it, it will eventually bend and then it will crack all

5

the paint and there will be a crack down the middle of

6

the wall.

7

out.

It's just a mess.

Don't do it.

Pull it

8

What is this stuff on the wall right here?

9

UNIDENTIFIED SPEAKER:

Mold.

TREY STINNETT:

What is mold?

10

Mold.

Mold is

11

gold.

And people get all freaked out about the black

12

mold.

I'm from Houston, mold is like a way of life.

13

So I just expect mold.

14

Moisture, okay?

15

see it right there.

16

remediate the mold, it doesn't come back.

17

have to get rid of it.

18
19

Where does mold come from?

There's a source of water and you can
If you get rid of that, you

Guys, who buys houses from us?

But you

Most of the

time.

20

UNIDENTIFIED SPEAKER:

Women.

21

UNIDENTIFIED SPEAKER:

Families.

22

TREY STINNETT:

Families.

But we'll get to

23

that in a sec, right?

24

Do you really want to do a rehab on a house and like

25

give some kid mesothelioma or asthma or something like
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1

that?

Right?

2

So listen, you've got a legal, moral and

3

ethical responsibility to do every deal the right way.

4

You've got a family moving in here, man.

5

got the asbestos shingles and you need to remove them,

6

just dispose of them the right way.

7

lead-based paint, you disturb a wall with that paint,

8

you've got to removed all the lead-based paint.

9

if you take out the mold, don't just clean it off with

So if you've

You've got

And

10

bleach, right, get it remediated so that it doesn't

11

come back.

12

maybe give you a little bit of extra money.

13

You don't want to hurt people just to

Okay.

Not to mention, if you do hurt somebody,

14

they can sue you.

15

do it, either it's the right reason for it or you want

16

to protect yourself.

17

So if you need a personal reason to

Something like garage doors and if you have 4x8

18

sheets.

Do you think this needs a new HVAC?

19

it's got around it stuff like that?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

When

Oh, yeah.

Probably a good idea.

The

22

basement is disgusting.

It's so funny how stuff can

23

look like this before and then look like this after.

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Yes.

Yeah.
Let's take a look at the

3

rehab that he did.

We'll go inside.

All right.

4

floors, obviously they changed the colors of the

5

floor.

6

you can actually buff them down and change the color.

7

Again, this is one of Brian's deals, so we got this

8

print.

9

fireplace?

That's one of the benefits of hardwood floors,

If you're a manly man, what do you put in the

10

UNIDENTIFIED SPEAKER:

Wood.

11

TREY STINNETT:

What is that?

12

So

Wood.

Is that

grandma?

13

(Laughter.)

14

TREY STINNETT:

I asked Brian about it, he said

15

it suited the household, so I guess that's the

16

purpose.

17

of lights?

Okay.

You'll notice the lights, what kind

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

Recessed.

Recessed pan lighting.

There's

20

a reason for that, it makes the room feel larger.

21

Okay?

22

reduces about the visual or the emotional space in

23

this room comes down a little bit.

24

eight-foot ceiling and you've got stuff hanging down,

25

my dad was six-foot-eight.

With this hanging light, what that does is it
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1

everything.

2

Right?

So we always put them up anyway.

The only place you're going to see stuff

3

hanging in a new house is over a kitchen table or over

4

a bar.

5

lights.

6

wall or over the foyer, but other than that, recessed

7

lights are the name of the game at the moment.

8

trends change.

9

Okay?

Those are typically the only hanging

And in the bathrooms you might have them on a

UNIDENTIFIED SPEAKER:

10

TREY STINNETT:

Design

Right.

This is the reason why you want

11

to stay plugged in with networks of people who are

12

also doing deals all over the country because if

13

you're not updating what you're doing, you might be

14

missing out on the latest trends.

15

is a little bit older deal, those walls are beige.

16

You don't do beige anymore.

17

the color pallet is now?

For example, this

Does anybody know what

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

20

still neutral, but it is gray.

21

hates gray.

22

oh, that's the most lovely shade of gray.

23

that?

24

right?

25

area wants it to be.

Grays.

Gray.
You've got it.

So it's

It's because nobody

It's not that anybody walks in and goes,
Who says

But they might walk in and go, lime green,
So, again, you want to do it to whatever the
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1

All right.

We plugged in vinyl windows, nice

2

and pretty.

There is some carpet down, because you're

3

upstairs.

4

kind of cool, the surround.

5

nice?

You see these at the top here.

This is

Doesn't that look really

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Um-hmm.

All they did was skip two

8

inches and put in a different type of tile and go

9

right back to the same tile pattern.

That doesn't

10

cost any additional labor, it's a few extra dollars to

11

buy that strip.

12

more beautiful.

13

It makes so much sense, it makes it

So there's lots of little tricks and tips that

14

you can do that way.

15

men or women?

(Inaudible).

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

Women.

Who buys houses,

Women.
Okay.

Why women?

They make it a home.

Because they're the ones making

20

it a home.

It's their decision.

21

wrong about this, you're probably single.

22

(Laughter.)

23

TREY STINNETT:

24
25

And if you think I'm

All right.

So what room sells

houses to women?
UNIDENTIFIED SPEAKER:
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Kitchens.

The kitchen.

And do not say

3

it's because that's where she belongs.

That's where

4

the family goes.

5

kitchen the woman knows is going to be where her

6

family is.

7

over, my sister comes over sometimes, that's where my

8

mom and my sister and my wife will sit around and

9

drink their wine and have conversations.

It's not even about the woman.

Right?

The

Thanksgiving, when my mom comes

The kitchen

10

is where business is done.

11

agent comes over to have you do the blood test and

12

stuff like that, you're sitting down where?

13

at the kitchen table, right?

14

When the life insurance

Typically

So the kitchen is the center of the home.

15

That's the reason why when we walked into our house

16

for the first time, my wife went, oh, we're buying

17

this house.

18

I've always wanted a kitchen like this.

19

a chef's kitchen with the island and then like the gas

20

range stove and the thing hanging in the sky or

21

whatever.

22

I was like, why?

And she's just like,
We have like

I thought it was pretty cool, too.

But that wasn't what really sold the house for

23

me.

The first thing that sold the house for me, I

24

know some people love to have like entertainment

25

centers.

My mom has one of those in her house, with
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1

the big screen TV and stuff like that.

2

television.

3

has a library.

4

a few years ago.

5

I don't own a

So for us, we picked our house because it
So I swapped in the TV for books quite

So I've got like 300 books in there.

It's kind

6

of like my personal library of books I've read.

7

actually haven't read half of those books, they're

8

trophies.

9

I am and prefer audio?

I listen to audio books.

I

Does anybody like

So I have an Audible

10

subscription, I get like three books a month.

11

typically run through all of those by about halfway

12

through the month.

13

a time, and if I like the book, I order the book from

14

Amazon as a trophy and put it on my wall.

15

wife's books are like falling apart and then all my

16

books look like I haven't read them, but I have, I

17

just consume the information in a way that I can.

18

I

I'm always reading two or three at

So all my

So once you earn your learning style, man, you

19

need to stick with it.

20

I loved the library.

So for me, it was the library.

My wife and I both did.

21

What's the second room that sells houses?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

24

Again, because of who?

25

The master bathroom, okay?

UNIDENTIFIED SPEAKER:
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1
2

TREY STINNETT:

5

Okay, why the master

bathroom?

3
4

The lady.

UNIDENTIFIED SPEAKER:

That's the next place

she is.
TREY STINNETT:

Because that's where she spends

6

a lot of her time, right?

So getting ready in the

7

morning or getting ready before we go somewhere.

8

when we saw our bathroom, it had like the big garden

9

tub and a separate shower and then the toilet that was

So

10

in its own little closet, which by the way should be

11

mandatory by code.

12

little room and then we have one of those closets with

13

like the storage and stuff like that.

14

So the toilet is in like its own

My mom came over for the first time at

15

Thanksgiving.

16

like at Thanksgiving, but it's supposed to be like

17

this time of year we all come together and we're

18

thankful for our blessings and stuff like that, and we

19

talk about, like, you know, native Americans and all

20

that good stuff.

21

Now, I don't know what your family is

That's not what happened in my family.

Growing

22

up, it was like, when all my cousins and aunts and

23

uncles got together and fought with each other and

24

then they drank a bunch so that they didn't have to be

25

fully present and then they watched football and ate

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

EX 6, p. 204

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 206 of 439
205
1

some turkey and passed out on the couch.

That was

2

Thanksgiving for us.

3

resonates with that, but that was my culture.

4

So for me, this year we did something

I don't know if anybody

5

different, or last year.

And we created something

6

called gratitude day, which is the first Saturday

7

after Thanksgiving, where I invite the people over

8

that I love, so a couple of members of my foreign

9

family, and then a bunch of family from my chosen

10

family, or my core tribe.

11

and I brought people over and we practiced gratitude

12

for the entire day, and it was being grateful for each

13

other.

14

person that you're grateful for, something that you

15

could learn and appreciate about them.

16

you're grateful for that has happened over the last

17

year.

18

So I brought people over,

So anything that you find about the other

Stuff that

And we had a little sign on the wall that my

19

daughter and I made that said, this year I am grateful

20

for, and whoever came to the party used a Sharpie and

21

wrote why they were grateful on there, and my daughter

22

wrote in her amazing six-year-old handwriting with

23

backwards Ds, "I'm grateful for my daddy."

24

like, yeah, I win.

25

I was

And so we go around the circle, like for, you
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1

know, dinner, and, you know, we were all saying what

2

we were thankful for.

3

this time, what we're going to do, separate from

4

dinner, is we're going to do a gratitude circle.

5

person takes a turn to say what they're grateful for

6

that has happened in their life over the last 12

7

months since last Thanksgiving, and then project into

8

the next year and be grateful for something that is

9

going to happen for you.

10

I didn't like that, so I said,

Each

Now, maybe you guys haven't found this out yet,

11

but what I found to be very powerful in my life, and

12

this has been taught to me by multiple

13

multi-millionaires and I've even talked to one

14

billionaire who does the same thing.

15

for the things in your life that have not yet happened

16

makes them happen.

17

body gratitude for the money, for the health, for the

18

people that come into your life, you attract them into

19

your life, okay?

20

that stuff, I really don't care what you believe in,

21

because it works, okay?

22

Being grateful

When you can actually feel in your

You can say you don't believe in

So I had everybody go around the circle and

23

share what they're grateful for in the past and then

24

project gratitude into the future.

25

my mom's husband, he started crying.
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1

a relationship with this guy until this point.

2

was so just touched by the level of depth and

3

vulnerability that all of my friends and I had shown,

4

because we weren't just like, I'm grateful for the

5

million dollars I'm going to get next year.

6

really touching into the deeper parts of ourselves

7

that have struggled and had challenges that were

8

grateful for and have given us the opportunities we

9

have today.

10

And he

We were

And so after that was all wrapped up, my mom

11

was blown away, she goes, hey, you want to show me the

12

house?

13

bathroom.

14

this.

15

this closet, it's not that big of a deal to me, but

16

it's a California style closet, it has all the storage

17

and stuff like that, so it's really cool.

18

anybody have a closet like mine, where it's like hers

19

and hers?

So I took her upstairs and she saw the
And she's like, Cal, you've got to come see

So she brings her husband upstairs.

20

(Laughter.)

21

TREY STINNETT:

We have

Does

So like I've got like all my

22

wife's clothes and then like my two suits and all my

23

shoes.

24

out.

25

first buying the house, there's one more room that

So that's kind of like the way ours is laid

And my mom loved the house.
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1

really sold for me, and that's our third floor.

2

So the first floor is kind of like for family,

3

the second floor is bedrooms, the third floor, whoever

4

lived there before was a Lego maniac.

5

guys ever seen the Lego building?

6

have like Will Ferrell is like an adult but he's like

7

gluing together Legos?

8

the house that I got into.

9

So have you

You know how they

That was the guy that built

And he had made this one little room, this

10

little perch that sits on top of the rest of the house

11

with windows and you can see over all the other houses

12

in Austin, all the trees and stuff like that.

13

there's no Legos up there anymore, I use it as kind of

14

an office and a meditation space, but I can look out

15

the window and see over everything, and I just feel a

16

space.

17

And

And, ladies, if you don't know this yet, men

18

love freedom, we love space, we love openness.

19

creating that and being able to look out over it, that

20

was really cool for me.

21

that and the library, really sold the house for me.

22

That's the room that, between

Those are also both completely tax deductible

23

rooms.

24

today.

25

And so

We'll talk about that at the end of the day

But so when you want to sell houses, you need
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1

to be thinking about this stuff.

2

mancave.

3

house.

4

I really love the bathrooms and the kitchen, but where

5

am I supposed to go?

6

Kitchens, bathrooms,

There must be at least one mancave in that

Otherwise, the man is going to be like, yeah,

Okay?

All right.

So sometimes the mancave could be a deck in the

7

backyard, during the summer, it could be a basement in

8

the winter.

9

his mancave has a wine cellar instead of a beer keg

Again, this is one of Brian's deals, so

10

for him, but whatever you want to do.

11

that even down there, though, he used granite.

12

You will notice

So here's the numbers on this deal:

13

profit.

14

a deal?

$81,000

Would you guys be okay with an $81,000 rip on

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

17

believe in flipping.

18

He made $81,000.

19

now?

Oh, yeah.

This is the guy that didn't

He just wanted to do rentals.

Do you think he believes in flipping

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22

Most of that was in the rehab.

23

in less than a week.

Total -- the realtor had a buyer

24

in less than a week.

Total invested, $91,800.

25

was 88 percent, but in reality, because that was done
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1

in three months, what was his real ROI?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

(Inaudible).

Like 354 percent, right?

So is

4

that a pretty good deal, 354 percent?

5

loan was needed.

6

$95,000 up front to purchase the property, all he

7

needed was the money for the rehab of the property to

8

be able to position himself to get into it.

9

No hard money

He did not have to come up with the

Okay?

Now, when it comes time to close the property

10

and he finds a new buyer, he puts on the MLS with a

11

realtor and the buyer comes along.

12

house yet?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

No.

Does he own the

No.

So he can't actually sell

15

it until he buys it.

16

right before he sells it?

17

You've got it.

18

for wholesales.

19

yesterday, we're going to follow the law and break

20

some rules, all right?

21

transactional loans to be for stuff like this, but at

22

the end of the day, they don't care either.

23

So how can he buy the house
A-B-C transactional loan.

Wait a second, I thought that was just
It is.

But I told you guys

People don't intend

So you can use a transactional loan considered

24

typically for wholesale, to actually close up and fix

25

and flip, never have to actually come up for the money
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1

for the purchase of the property.

2

cool deal?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

we need here are what?

Is that a pretty

Yeah.

All right?

So the two things

We need a lease and a --

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Option.

-- option agreement, making

8

sure that the lease states that we are allowed to do

9

rehab on the property.

It also states that any

10

payments made to the bank on behalf of the home owner

11

counts toward our loan payments, and we put into the

12

option agreement that our nonrefundable option

13

consideration, we get a credit towards that as well

14

for cashing out the back payments.

15

good deal?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

18

That's just one.

19

to do a lot more.

Yeah.

You guys like this stuff?

We've got a lot today.

20

Any questions on this?

21

(No response.)

22

TREY STINNETT:

23

there's no questions.

24

are.

25

Is that a pretty

We're going

I'm such a wonderful teacher,
Look at that.

Oh, there we

What's up?
UNIDENTIFIED SPEAKER:
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1

you flip a house, do you always -- (inaudible)?

2

TREY STINNETT:

Typically.

Yeah, so typically.

3

Her question was do you always stage?

Typically, yes.

4

The exception to that would be if you already have a

5

buyer when you're doing the rehab, you don't need to

6

stage it.

7

hyper market strategies we teach at the advanced

8

levels is to actually start getting people looking at

9

your houses before you're done with them, so they see

So sometimes -- that's kind of one of our

10

you in the middle of the rehab.

11

make an offer before you even finish, in which case

12

there's no need to do the staging.

13

yeah.

14

Some of them will

And you can rent staging.

But otherwise,

You can also budget

15

it as part of your deal.

16

home owner, but they never want it, because they have

17

their own furniture usually, or they don't like your

18

taste of furniture.

19

unit, lease it out and then it goes into the next

20

property and just uses the same staging equipment in

21

each house that he does.

22

You can sell it to the new

So that's why he uses a storage

All right, do you guys need to use the

23

bathroom?

Some of you are like bouncing your legs

24

right now.

25

when we come back, we have another type of deal to

All right, let's do a 10-minute break and
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1

talk about, and we're going to take you as far as

2

having a weekend cash flow.

3

I will see you in 10 minutes.

4
5
6

Use the bathroom now and

(Inaudible background conversation; music
playing.)
TREY STINNETT:

All right, guys.

7

seats, it is time to get rolling.

8

some coffee.

9
10
11
12

playing.)
TREY STINNETT:

Do you guys think it's

important to find good contractors?
UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

Yes.

Yes.
Very important.

(Video played; no audio.)

17

TREY STINNETT:

19
20

insurance.

No, I don't pay for his health

I found -- (inaudible).

Guys, is it important that we have good
contractors to do the work on our properties?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

You guys

want to meet my contractor?

16

18

Right after I get

(Inaudible background conversation; music

13

15

Grab your

Yes.

So incredibly important.

So

where do you find good contractors?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

Yeah.

2

America.

3

there.

4

Everything on the Internet that's bad for all
Yeah, I mean, I probably wouldn't look

But you said referrals.

Referrals is the best

5

place to get it.

6

actually has used a contractor already, they know

7

they're good, they come in on budget, they don't have

8

a bunch of change orders, they work and they do things

9

on time, man, that's worth gold.

10

If you can find somebody who

So where do I find a good referral for a

11

contractor?

12

If you're going to be continuing on with us, we will

13

help you with that.

14

to be able to kind of identify who is and isn't a good

15

match for you.

16

Some of you will get referrals from us.

We will also help you learn how

However, here's my shortcut, whether you're

17

working with us or not.

Go to Home Depot.

18

Contractors are there.

19

sitting outside on their trucks going, hire me, hire

20

me.

21

ever go to like the electrical department in Home

22

Depot or the plumbing department and you ask for help?

23

How helpful are they?

24

know like you need this kind of conduit, you need this

25

kind of wiring, you need this, you need this.

I'm not talking about the guys

I'm talking about the people inside.
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1

know like everything about electrical.

2

like, man, they really train people well at Home

3

Depot, don't they?

4

much?

5
6
7

And you're

Now, why does that guy know so

UNIDENTIFIED SPEAKER:

Because he's a

contractor.
TREY STINNETT:

He used to be a contractor.

8

doesn't want to do the work anymore.

9

His knees hurt.

He

His hands hurt.

His back hurts from all the labor.

10

So he goes to Home Depot and gets a job in the

11

contractor department helping people buy materials.

12

You think that guy might know some people that are in

13

this trade?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

16

referral source.

17

contractors that way.

18

Oh, sure.

Of course.

That's a great

So you can go to them and look at

If you're going to be doing this business on

19

your own, my recommendation is go with subcontractors

20

rather than generals, that way you know every dollar

21

amount you're spending for each part of the property.

22

So I will go over tomorrow what that kind of looks

23

like as well.

24
25

You mentioned Home Advisor.
things like Angie's List and DVB.
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1

sources?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

4
5

(Inaudible).

Yeah, I'm not super crazy about

them either.
My dad's auto shop.

Every single year the

6

Better Business Bureau would come by, and every single

7

year they would tell him, you don't have a good rating

8

with our company.

9

don't -- why are you rating my company?

My dad would say, who are you?

I

And they

10

would be like, if you would like an A rating with us,

11

all you have to do is pay us $400.

12

be like, no, go away.

13

in and they would do it again.

14

go away.

15

And my dad would

And every year, they come back
My dad would say, no,

And then I remember one time I was there when

16

they came in.

17

think people look at Better Business Bureau when

18

they're choosing who they get to fix their car?

19

he goes, maybe.

20

extortionist.

21

And he goes, it's not worth it to me.

22

not going to pay them, they're just going to take

23

money from me.

24
25

And I asked my dad, I said, do you

And

He goes, but I'm not going to pay an

That was the way my dad looked at it.
He goes, I'm

Interestingly enough, when 2008, the crisis
happened, a lot of people lost a lot of money.
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1

among them.

2

estate pre-construction projects.

3

one to admit defeat, nor should you, because defeat is

4

only something that happens when you give up.

5

pivoted, found something a little bit different, I

6

started getting into contracting.

7

I had made some mistakes in my real
However, I am not

So I started a contracting company.

So I

I went up

8

to Oklahoma City, I followed a hale storm, to do roof

9

repairs.

And when I got there, I had some sales guys

10

that were coming up.

Now, everybody who's a

11

contractor has Better Business Bureau ratings because

12

everybody looks at BBB for contractors.

13

I'm going to have to get a BBB rating.

14

is, I'm a brand new company.

15

Turns out, $750 will do the job.

So I'm like,
The problem

How do I get an A?

16

So I called the Better Business Bureau, filled

17

out all the paperwork, sent them 750 bucks, I got an A

18

rating.

19

truck that says, A Better Business Bureau, I've been

20

in business for like six days, and there's guys that

21

have been in business six years that have Cs.

22

not a fair rating system.

23

So I'm in Oklahoma City driving around with a

It's

In fact, I saw this video the other day I

24

thought was pretty funny, it was on 20/20, they

25

actually investigated the Better Business Bureau on
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1

behalf of Richard Blumenthal, the former attorney

2

general.

Check this out.

3

(Video played:)

4

"UNIDENTIFIED:

Now, new questions about the

5

ratings handed out by the Better Business Bureau.

6

Brian Ross has been investigating allegations that the

7

bureau bumps up grades in exchange for cash.

8

Brian joins us now with this.

9

disturbing.

10

BRIAN ROSS:

And

And this is extremely

Indeed, Robin.

Good morning.

11

group so well known as a consumer watchdog is now

12

being accused of running a shakedown racket, a

13

pay-for-play scheme, selling A grades and punishing

14

those who don't pay.

15

General is demanding it stop, what he calls a

16

deceptive practice.

17

The

And now the Connecticut Attorney

UNIDENTIFIED MALE:

On Hollywood's biggest

18

occasions, it's Good Morning America's own celebrity

19

chef Wolfgang Puck who has been chosen to prepare the

20

big gala dinner.

21

reputation, the Better Business Bureau has slammed

22

parts of Puck's expensive food empire with grades as

23

low as an F, which Puck says is because he won't pay

24

them to become a member.

25

Yet despite his impeccable

WOLFGANG PUCK:
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1

member, you should get an A, but if you don't pay,

2

it's very difficult to get an A.

3

BRIAN ROSS:

4

stations across the country.

5
6

Now our investigation with ABC

UNIDENTIFIED MALE:

I think it stinks.

it really stinks.

7

BRIAN ROSS:

We heard similar complaints from

8

businesses big and small of the Better Business

9

Bureau's A to F grading system.

10
11
12

I think

UNIDENTIFIED MALE:

I think the whole thing is

a scam.
BRIAN ROSS:

We were there as the manager of a

13

Los Angeles antiques store says she was told she had

14

to buy a membership if she wanted to raise her grade

15

from a C to an A.

16

UNIDENTIFIED FEMALE:

So if I don't pay, even

17

though the credit has been -- even thought the

18

complaint has been resolved, I still have a C rating.

19
20
21

BRIAN ROSS:

She gave her credit card number,

and the next business day, her C became an A+.
UNIDENTIFIED MALE:

Right now, I think this

22

rating system is really unworthy of consumer trust or

23

confidence.

24

UNIDENTIFIED FEMALE:

25

BRIAN ROSS:
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1

Business Bureau boasted its reputation as a consumer

2

watchdog, and its president denies it runs a

3

pay-to-play scheme, saying hundreds of thousands of

4

non-members have received A grades.

5

UNIDENTIFIED MALE:

6

The BBB accreditation and

the BBB ratings piece is not about generating money.

7

BRIAN ROSS:

Yet earlier this year, the terror

8

group Hamas was listed as a member and received an A

9

minus rating.

It wasn't really Hamas, it was the work

10

of an anonymous blogger and a group of business owners

11

out to prove a point.

12

What did that cost to get Hamas an A minus?

13

UNIDENTIFIED MALE:

14
15
16
17
18
19

This A minus grade here was

$425.
BRIAN ROSS:

How did Hamas become a BBB

accredited business with an A grade?
UNIDENTIFIED MALE:

Well, you know, plain and

simple we made a mistake.
BRIAN ROSS:

Lots of mistakes, and it's more

20

than just the mistakes, as the Connecticut Attorney

21

General Richard Blumenthal, soon to be a U.S. Senator,

22

in an official demand letter sent yesterday to the

23

Better Business Bureau has now called on them to stop

24

using the grading system which he says is potentially

25

harmful and misleading to consumers.
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1
2

ROBIN ROBERTS:
for BBB.

3

Because as a consumer, we look

We look for that label.

BRIAN ROSS:

You'd be surprised who got Fs who

4

are not members and who got As.

5

Hamas group, there's a neo-Nazi group that got an A+,

6

a nonexistent sushi restaurant.

7

tonight on 20/20, Robin.

8

situation that's become a telemarketing tool for the

9

Better Business Bureau.

10

ROBIN ROBERTS:

In addition to the

We will have all this

It's just an amazing

I know you've been on top of

11

this for quite some time.

12

very much.

13

Brian's report tonight on 20/20 at 10:00, 9:00

14

Central.

15
16

And as you said, you can see all of

GEORGE STEPHANOPOLOUS:
Hamas?

We have Nazis and

My goodness."

17

(End of video.)

18

TREY STINNETT:

19

All right, Brian, thank you

That's pretty interesting,

isn't it?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

Oh, yeah.

So what rating do you think

22

Tarek and Christina have for his company?

I think

23

it's like unrated or something like that.

And I

24

honestly was like, why don't you just pay and get it?

25

And Tarek is like, I don't care.
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1

I care?

2

I'm not going to pay the extortion racket.

3

always telling him that.

4

He said, everything we do sells anyway, so

And so it's funny to me.

The other thing is,

5

how many of you looked us up online?

6

some research on us online?

7

Find some negative stuff?

8

find something negative?

9
10
11
12

negative?

Did anybody do

Find some negative stuff?

You didn't?

UNIDENTIFIED SPEAKER:
TREY STINNETT:

So I'm

Did anybody

Um-hmm.

What did you find that's

What did you find?

UNIDENTIFIED SPEAKER:

Someone complaining

13

that -- something like they didn't even try, you know,

14

and they write negative review for it.

15

TREY STINNETT:

Okay.

16

UNIDENTIFIED SPEAKER:

And you could tell that

17

they didn't even try to do anything, they were just

18

closed minded.

19

TREY STINNETT:

20

UNIDENTIFIED SPEAKER:

21
22
23

Yeah.
They were selling --

(inaudible).
TREY STINNETT:

Yeah, you already noticed that.

Anybody else see something?

What did you see?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

more things.

2

to make a change in their life, and then they become

3

so much more interested in what somebody else is going

4

to get out of their change than what they get out of

5

it, that they go say mean things on the Internet.

6

We've had thousands of students.

7

percent say something negative, where does it go

8

immediately?

9

So it's interesting how people will want

If one-tenth of one

Bathroom wall, America, shows up online.

So, first of all, awesome, you guys looked it

10

up and you still showed up, which is pretty cool.

11

it goes along to show what you think like.

12

I'm the same way now, man.

So

I don't even trust

13

online ratings for where I'm going to go eat sushi,

14

because I always get sick if I trust Yelp for trying

15

to eat some sushi.

16

Anyway, so with the contractor side of stuff, I

17

can't always trust online any more than I can trust it

18

for like what we do here.

19

to go.

20

existing investors that have worked with existing

21

contractors to be able to validate whether or not

22

they're going to work.

23

show you how to dig a little bit more deeply into

24

that.

25

So referral is the only way

And for that reason, I'm always talking to

And then tomorrow I'll kind of

But first, let's dive into building true
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1

wealth.

2

been really studying and I find that a lot of people

3

fall into one of three categories, it's what we call

4

the wealth prism.

5

category, the worker category or the player category.

6

And this is something that I have recently

They're either in the survivor

A survivor is somebody who -- and this could be

7

anybody in this room.

8

money you make.

9

30 grand a month.

It doesn't matter how much

You could make three grand a month,
In fact, anybody here ever meet

10

someone who makes like, I don't know, 2,000 bucks a

11

month and they're broke?

12

like that?

13

20,000 bucks a month and they're broke?

14

like, well, hold on a second.

15

two man says, well, if I made 20, I'd be fine.

16

Did you ever meet somebody

Did you ever meet somebody that makes like

Is it true?

And you're

That's more money.

The

It's not, because it's the wealth

17

that you produce is not the dollars that you earn.

18

we've talked about multiple times this weekend, wealth

19

is created by value times leverage.

20

As

Right?

So a lot of people, no matter how much they

21

make, they end up down here on this lower part of the

22

prism, what you call the survivor level of that prism.

23

That's somebody who at the end of the month they've

24

basically spent everything they've made.

25

the work, they're working hard, maybe they make a lot
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1

of money, but there's not a whole lot left over.

And

2

when you are in that zone, what is your stress level

3

like?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

6

one paycheck away from broke.

7

sick away from not having enough money.

8

one -- you can't even take your two weeks vacation.

9

Very high.

Pretty high.

Because you are

You are one getting
You are

Do you know how many people I talk to that

10

rather than taking their two weeks vacation they took

11

pay for it and went ahead and worked

12

fifty-freaking-two weeks in a year.

13

understand that.

14

in my life.

15

I don't even

I've never worked 52 weeks in a year

Okay?

And not because I can't, I mean, I guess

16

technically I'm always working every year, but I would

17

never do -- I couldn't go and punch the clock.

18

doing that only can happen if you're in survivor mode,

19

because as soon as you get into worker mode, when you

20

get into a place where you actually have enough money

21

coming in and you actually become responsible enough

22

with your savings that you can put in the work and you

23

start to watch your nest egg grow, you've relieved

24

some of that desperation and stress.

25

To me,

But the problem with being a worker is that you
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1

have to keep up.

2

you're making money.

3

probably been in this place or might even be in that

4

place right now in your life.

5

maybe you're making a couple hundred thousand bucks a

6

year.

7

going to make that 200 grand a year?

8
9

Great.

You have to keep working.

I mean,

Some of you in this room have

But what's next?

What you do is good,

How long are you

And for most workers, you say, well, what do I
need for retirement?

Well, if you're cool living on,

10

say, 80,000 a year, you need about $2.5 million.

11

you want to actually live on 200 grand a year, you

12

need like $10 million at the current rates in the

13

stock market.

14

If

So most workers are also frustrated because

15

while they now have a little bit of freedom around

16

having to not being stressed, they don't own their

17

time and they're having to give their time to somebody

18

else.

19

their time to somebody else.

That was pretty amazing.

They have to give

20

Does anybody else fall into that category in

21

the past where you're having to constantly give your

22

time to somebody else?

23

hands.

24

that come into these rooms, they are either in

25

survivor mode or they're in worker mode.

And I won't ask you to raise

But that's the worker.
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1

And I have a friend right now, he's a bad-ass

2

worker.

3

here from Mexico and he was like, I think 13 years

4

old.

5

just straight from high school, he went door to door

6

like selling these Apple TVs that you could hack so

7

that you could like do whatever you wanted with them.

8

And became a salesman.

9

$300,000 per year.

10

His name is Albert.

He just actually came

And he hustled from being a no college degree,

And now he makes $200 to

And I'm super proud of him.

I see him every now and then, but I'm always

11

telling him, like, dude, if you don't learn how to

12

become a player, you'll never stop working.

13

problem is, culturally, where he's from, you don't do

14

that.

15

stuff like that, unless you are a kingpin.

Most

16

people, they just go and work really hard.

So he just

17

counts the dollars.

18

And the

You don't build businesses with people and

And he thinks that's wealth.

But what I'm always telling Albert is, I'm

19

saying, dude, if you don't find a way to actually have

20

other people working for you, where you become what's

21

called player, what players do, think of it like a

22

musician, right?

23

of the business, they're playing the music.

24

stop playing, the music doesn't stop playing; however,

25

the music is only made possible by the rest of the
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1

people in the band, right?

2

And so you have these other people.

3

you become a player, when you move out of the worker

4

stage, that is when you become wealthy, because now

5

you're activating other people's resources, other

6

people's time, other people's work.

7

Steve Jobs never assembled an iPhone.

8

that.

9

players.

10
11

So when

I promise you,
Think about

The people that become truly wealthy, they're
They're the people that have other people

doing the work for them.
And when you can do that, when you can play the

12

music, now at that point, you no longer have to be the

13

person showing up all the time working, you still have

14

to build and you still have to develop what we call

15

true wealth.

16

All right?

So the ultimate goal, and I'm telling Albert

17

this all the time is, man, you're going to have to

18

learn how to build teams and how to manage people.

19

Because if all you're managing is yourself, then you

20

will always be working.

21

trying to get him into real estate a little bit more,

22

he's done a couple of deals, is I'm trying to get him

23

to build as a business, so that he has consistent lead

24

flow, consistent deal flow, has a consistent place to

25

invest, and he can trust other people to manage his
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money.

2

His biggest -- I guess objection to when I say

3

that is he says, but nobody can do it as good as me.

4

You can stay stuck in the mindset of nobody can do it

5

as good as you for the rest of your life, and you'll

6

be a worker until the day that you die.

7

realize that it doesn't matter if other people can do

8

it as good as you, maybe you're right, but who cares?

9

I think Ronald Reagan said something like, if somebody

10

else cannot do 80 percent as good as I can do, are we

11

pretty close enough to make a deal, right?

12

just got to be 80 percent as good as you could do on

13

your own.

14

percent of what you could do, what have you got?

15

percent of what you could do on your own.

16

already moving forward.

17

player.

18

But if you

So if he's

Because if you've got two people doing 80
160

You're

That's what it means to be a

So let's talk about how you create true wealth.

19

And they do that through -- (inaudible) -- game called

20

cash flow.

21

second stage of real estate wealth, cash flow.

22

have rentals, we have commercial properties, we're

23

going to focus right now just on the rental markets

24

and how we create real wealth, and that is by building

25

up portfolios that produce for us.

And that will bring us now finally to the
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1
2

So this is talking about residual income.
Residual income is what?

What does that mean?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

(Inaudible).

Yeah, it means that you do

5

something once, you make an investment, you buy an

6

asset and it pays you again and again and again.

7

Examples of residual income would be like royalties.

8
9

The band Kiss, right?

They still make tons of

money today even though they're not necessarily always

10

on tour.

11

toys, posters, licensing agreements.

12

Where do they get their money?

T-shirts,

Kevin Costner gets paid like every week because

13

TNT is always running WaterWorld like all over the

14

place.

15

every week.

16

Right?

And so he's getting paid royalties

Well, I don't think anybody here necessarily is

17

getting royalties as an actor right now, but we could

18

buy rental properties, and those rental properties

19

start to produce for us income every single month.

20

That, my friends, is residual income.

21

doesn't have to be a rental if it also comes in

22

commercial properties.

23

And again, that

So the goal here is to first get to financial

24

independence.

Okay?

25

we can be a player.
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1

independent from our jobs and we're independent from

2

our bosses, independent from our spouses, if

3

necessary, and now we're able to be a player, where

4

we're now playing the game rather than being engaged

5

as a worker the entire time.

6

So here are the three components of building a

7

cash flow side of your business.

8

right deal, and leverage.

9

say leverage, what am I talking about?

10

The right team, the

Now, in this case when I
Other

people's --

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

Money.

Money.

Okay?

So in this case,

13

when I talk about leverage, I'm talking about let's

14

say that you could go buy a rental property.

15

first of all, I've got no problem with you guys

16

wanting to have a paid-off house, all right?

17

if it's your own home, it makes perfect sense to own

18

it outright, just like you might own an iPhone

19

outright, okay?

20

making it make money, though, okay?

21

Now,

I think

Don't call it an asset unless you're

So if I buy a rental property, however, I do

22

not own those free and clear necessarily, because

23

check this out.

24

okay.

25

buying a rental property, okay?

$100,000.
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1

get rental properties off the summit for like 60, but

2

let's just round up and say $100,000, to make the math

3

easy.

4

$100,000, and that rental property produces for

5

me $1,000 per month.

Okay?

All right.

That's great.

6

What happens if that property also appreciates by 5

7

percent this year?

How much did I just make?

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

$2,500.

$5,000.

So this is in actual

10

cash money, and this is in appreciation.

11

follow me?

Do you guys

12

UNIDENTIFIED SPEAKER:

Yeah.

13

TREY STINNETT:

Here's why we use

Okay.

14

leverage.

Second scenario.

You take $100,000, you

15

buy a rental property with $20,000 down, five times.

16

Because you take your hundred and you split it up.

17

That's leverage, because now you're using somebody

18

else's 80 grand to buy the rest of the properties.

19

Now, that means you're also going to have

20

mortgage payments on all those properties, so now

21

instead of making 1,000 apiece, let's say you're only

22

going to make maybe $300 apiece.

23

pay $700, okay?

24

come out to?

25

So now you're making -- what's that

UNIDENTIFIED SPEAKER:
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TREY STINNETT:

Three, six, nine, okay, $1,500.

2

Am I making more money?

$500 more per month.

3

check out the appreciation.

4

what?

So

That's 5 percent times

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

(Inaudible).

Times 100, which is 5,000 times

7

five, is actually 25,000.

So now you're making $1,500

8

a month and an annual appreciation of $25,000 per

9

year.

Do you see why we use leverage in our rental

10

properties?

11

many properties I own.

12

because there's a differential between what I'm paying

13

in interest and how much I'm making as a return on my

14

cash flow property, and by having more properties than

15

one, I'm getting appreciation.

16

appreciate more if they're paid off, they appreciate

17

based off of their current price, not off of how much

18

you owe on them, okay?

19

Because it allows me to spread out how
I increase my cash flow

Properties do not

Does that kind of make sense?

So I'm going to teach you in a minute how to

20

buy these -- basically use flipping to buy them

21

outright, but what will happen is after you have a

22

portfolio of properties you own outright, you'll get

23

to borrow money against that portfolio to then build

24

other parts of your business.

25

being a player, because you're setting certain parts
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1

into motion and kind of building this thing out.

2
3

Okay.

I mentioned yesterday, your network is

your?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

(Inaudible).

Net worth.

Three people that

6

you have to have inside of your team in order to do

7

cash flow properties.

8

management company.

9

You must, A, have a property

Is anybody here already currently a landlord?

10

Are there any landlords in the room?

11

you guys know about the killer Ts?

12

and turnover?

Right?

All right, so

Tenants, toilets

Nobody got time for that, man.

13

It may not be a big deal if you've got three

14

rental properties, okay, but there was a point in my

15

business where I had 190 toilets.

16

to be in charge of 190 toilets?

17

Do you think I want

No, I do not.

Okay?

So tenants, toilets and turnover, that is what

18

management handles.

19

average, across the nation.

20

company with a good reputation and you've done a lot

21

of deals with them and they're managing a big

22

portfolio, they might come down to as low as seven,

23

okay, but starting out, you're looking at 10.

24

over 10, that's above industry average, I would not

25

pay it on a long-term rental, okay?
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1

So 10 percent, that means that basically you

2

just have to chop 10 percent out of your rent.

3

might say, well, man, that's expensive.

4

expensive is having to spend your time chasing down

5

tenants and handling rehabs and stuff like that in

6

between tenants.

7

do it.

8
9
10

No, what's

I'd rather just pay my managers to

Number two, you must have a legal team.

Is it

possible that you can get sued while you own a piece
of property?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

13

You

Yes.

What kind of property are you

more likely to get sued on, a flip or a rental?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

Rental.

Rental.

You own them longer.

16

However, that's where all the real wealth is, so you

17

need to own them.

18

those red rental properties so that you can trade them

19

in for the green hotel, or are the green properties

20

the hotel?

21
22
23

The game of monopoly is buying

I can never remember the colors.

UNIDENTIFIED SPEAKER:

Green is property, red

hotels.
TREY STINNETT:
All right.

Green is property, red hotels,

24

thank you.

25

only for your asset protection, but also because if
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1

you have a rental property in Orlando and you live in

2

D.C., and you need to kick the tenant out, who's going

3

to handle that for you?

4

there and evict somebody?

5

granddaddy's real estate, we build this as a business,

6

all right?

7

that's going to go down there and handle the eviction.

8
9

Are you going to fly down
No, this is not

We're going to have an attorney on point

Will I have to pay the attorney?

Yes.

I'm so

happy that there's a person that's willing to let me

10

pay them so I don't have to fly to Florida.

11

it's okay for the people to be making money, so long

12

as we're making money as well.

13

Okay?

And then number three is a deal provider.

So

Why

14

do you think it's important to have somebody bring you

15

deals?

16
17
18

UNIDENTIFIED SPEAKER:

Because it multiplies

your potential to grow your money.
TREY STINNETT:

Yeah.

And I can get more done.

19

Let's say that you're here in the D.C. area or

20

Pennsylvania, Virginia, I think somebody here is from

21

Baltimore, Maryland.

22

miss anything?

Did I hit everything?

Did I

Okay.

23

So I know you guys are from different areas.

24

But let's say you're in your area, you're doing your

25

flips, you're making your money.
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1

property, you go, okay, I'm going to fix that piece of

2

property up and then when I'm done I'm going to put a

3

tenant in it.

4

That's totally a valid approach to real estate.

5

Here's the problem with that:

6

months on a rental when you could have used that three

7

months to make 50 grand on a flip.

8
9

You just wasted three

So are you saying not to buy rentals, Trey?
No, I am saying to buy rentals.

But you want to buy

10

rentals that already have tenants in them that are

11

already fixed up that already have management in

12

place.

13

money.

14

You don't -- this is not the place to save

Now, I did say rule number one is never pay

15

retail, so you do want to find rental properties that

16

are below market.

17

will bring me rental properties.

18

to get these.

19

already have tenants in them, already have management

20

in place, already screened, everything is already good

21

to go.

So I actually have wholesalers that
I go to the summits

They'll bring me rental properties that

22

So all I have to do is go to Vegas every four

23

months, with money, and go buy rentals, and then I go

24

home.

25

three months to find the rental properties.

So it's one day, two days, and I'm not spending
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1

Now, am I paying more doing it that way than I

2

would if I went and found my own property, fix it up

3

and put a tenant in it?

4

I'm paying to not have to spend my what?

Yeah, I'm paying more, but

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

Your time.

My time.

And then I can focus

7

my time on more income-generating activities, like

8

flipping a house.

9

hour.

So my measure is this, $1,000 an

$1,000 an hour.

If I'm going to spend three

10

months on a deal and it's going to be five to 10

11

hours, you know, per week, well then that deal better

12

make me back out of there, you know, probably, say,

13

five, 10, 20, probably about 50, 60,000 bucks.

14

Am I going to get $60,000 out of a rental?

Not

15

immediately.

16

60K.

17

money and buy a rental with it because at the end of

18

the three months, I have enough money to go buy a

19

rental property.

20

reason you want a deal provider, somebody that can do

21

that for you.

22

It's going to take me years to get that

So it would be better for me to just take the

Does that make sense?

So that's the

When you are evaluating the properties, you

23

need to have the right home, right?

24

and it needs to be in the right market.

25

interesting conversation to have, but you can flip in
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1

your own backyard, but when you rent them, go where

2

the money is.

3

through your town, okay?

4

your town.

Don't wait for the train to come
It may never come through

The markets move.

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

Is this true?
Yes.

And some areas are doing better

7

than other areas.

A perfect example, Detroit, good

8

place to buy a rental property.

9

place to be touching real estate in 2007, 2008, but

That was a horrible

10

today, Warren Buffet is flipping the entire city.

11

a bad place to buy a rental property.

12

not a bad place to buy a rental property.

13

So there are some good spots in the country.

14

Not

Indianapolis,
All right?

Now, the reason they're good spots -- two

15

reasons:

16

they make sense, okay?

17

huge down payment for a property to be able to cash

18

flow, you're in the wrong market.

19

to buy your property 100 percent financed and it still

20

cash flows, okay?

21

wrong market.

22

One is because when you run the numbers,
If you're having to put down a

You should be able

If you can't do that, you're in the

Now, I'm not saying to do that, I want your

23

cash flow percentage or your equity percentage to be

24

closer to probably 40 to 50 percent, just for security

25

reasons, and I'll teach you that later, but
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1

ultimately, if you're -- if you have to put down

2

payments -- a perfect example of this would be San

3

Francisco.

4

I was teaching a class like this in San Jose, I

5

had this little Asian lady right here with her

6

daughter, and she was like, I have rental properties

7

in San Francisco.

8

property?

9

does it rent for?

And I said, how much is the

She said $1.4 million.

I said, how much

She said, five grand.

Okay.

What

10

is the mortgage payment on $1.4 million?

11

put 20 percent down, $280,000, you still financed

12

$1.12 million.

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

Even if you

(Inaudible).

Yeah, it's going to be like

15

9,800 bucks, before taxes.

So the only way for her to

16

cash flow was she had to put down half a million

17

dollars to buy that house.

18

Indiana and bought 10 rental properties for half a

19

million bucks.

20

and one property, depreciation is the same.

21

difference is, 10 tenants.

22

you only have one tenant, you lost 100 percent of your

23

income.

24

tenants, you only lost 10 percent of your income.

25

That gives you time, that gives you space, to be able

She could have gone to

And by the way, 10 rental properties
The

If you lose one tenant and

If you lose one tenant and you've got 10
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1

to recover from it.

2

So make sure when you run the numbers it makes

3

sense.

It needs to be in the right market.

4

Gates says that wealth comes from positioning yourself

5

in front of massive growth.

6

as they announce where Amazon headquarters 2 is going,

7

I would buy rental properties there, okay?

8

know if I get there first and I buy and it cash flows,

9

what eventually is going to happen to the value of the

10

real estate?

11

into the market.

12

Bill

In other words, as soon

Because I

It's going to go up as more demand comes

So a good market has both loan appreciation and

13

market appreciation, which means if I look at the

14

actual home appreciations in that area of the country,

15

by looking at a specific city, I can see their prices

16

are going up over time.

17

level what's happening in that city, is there actual

18

economic activity to support it, or is the money

19

that's coming into it coming from somewhere else that

20

is not supported by economic activity; for example,

21

foreign investors trying to make money off of Florida

22

property going under in 2005/2006.

The when I look on a broader

23

Have you guys made up your mind or what?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

guys, so -- (inaudible).

2

All right.

So we want to be on both sides of

3

the appreciation.

Here's how we run our numbers.

4

Please pull out your pen and paper.

5

into our second formula, I guess third if you count

6

the ROI formula yesterday.

7

second type of evaluation of the weekend, and this is

8

going to be for rental properties.

9

flow rentals.

We are now moving

We are now moving into our

Long-term cash

10

And here are our two calculations that we use.

11

Number one is our cash-on-cash rate of return, we want

12

that to be greater than 10 percent.

13

our year one ROI.

14

percent.

15

The other one is

We want that to be greater than 20

Okay?

And here's how we get to it.

16

these down.

17

do we multiply by 12?

Please write

Positive monthly cash flow times 12.

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

Why

Twelve months a year.

Because you want to get an

20

annual rate, okay?

So positive monthly cash flow.

21

That is the income on that property after all

22

expenses, including your average rent, if there is

23

one.

24

that you had to make to buy that property.

25

cash, which means it's not the total price of the

And then divide that by the total investment
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1

property.

2

measure your personal cash in the deal.

3

If you used financing, you're only going to

Year one ROI, positive monthly cash flow times

4

12, same thing, plus instant equity.

5

equity?

What is instant

6

UNIDENTIFIED SPEAKER:

(Inaudible).

7

TREY STINNETT:

Say that I'm buying and

8

I'm not paying anything down.

9

retail.

Okay.

I'm buying it below

Remember we said yesterday, we're not going

10

to pay retail.

So if I buy a property, for example,

11

that is -- let's see here, here's a summit property

12

example.

13

price with $50,000 fair market value, $800 of rent,

14

$155 expenses, okay?

15

much?

Three bed/two bath house, $42,000 purchase

So instant equity would be how

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

18

below its value, okay?

19

money, but I get to factor that into my ROI to see

20

what my return is if I include that into the deal,

21

okay?

22

$8,000.

$8,000, because I bought it
So it's not tons and tons of

So let's run the numbers.

Okay?

So, first

23

question, what is my positive monthly cash flow on

24

this property?

25

expenses.

I have $800 of rent and $155 in

645 bucks, okay?
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1

monthly cash flow, okay?

2

the math on this.

3

return.

4

monthly --

So let's go ahead and run

Okay, our cash-on-cash rate of

What is the formula again?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

7

9

TREY STINNETT:

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

$7,740.

Thank you.

And I'm going to

divide that by my investment of --

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

17

All right, 0.184.

18

percent.

42K.

$42,000.
What does that give us?
0.184.

Right on the math.

Awesome.

All right, so we're at 18.4

Does that beat my 10 percent?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

23

$45.

$45, times 12, which is what?

10

22

Or in

this case, $600 and what did I say?
UNIDENTIFIED SPEAKER:

21

Cash flow.

-- cash flow, times 12.

8

12

Positive

Oh, yeah.

So would we consider this a

good deal?
UNIDENTIFIED SPEAKER:

Wait, but what's the

point of 210?

24

TREY STINNETT:

25

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

Okay?

So positive monthly cash

2

flow times 12, divided by my investment.

3

actually put it out here to the side for you guys.

4

What was the percentage again, 18.4?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

Yes.

So 18.4 percent, which beats my

7

10 percent, so I would say good deal.

8

not done.

9
10

I'm going to

However, we're

We still need to run our year one ROI.

UNIDENTIFIED SPEAKER:

Right.

TREY STINNETT:

Which is going to be

Okay?

11

positive monthly cash flow times 12, plus what?

12

Instant equity divided by investment, okay?

13

basically 7,740 plus 8,000, which turns out to 15,740,

14

divided by 42K, which gives us how much?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Which is

(Inaudible).

What's that?
Thirty-seven percent.

Thirty-seven?

0.37?

Thirty-seven percent.

Thirty-seven percent.

21

that meet my 20 percent requirement?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

Yes.

Yes.
I would call that a good

24

cash flow deal.

25

market that has high appreciation rates, bonus.
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1

did you see me actually calculate appreciation into

2

this at all?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

No.

No.

It is a bonus.

Yes,

ma'am?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

(Inaudible).

How much did we buy it for?
Forty-two.

And what's it worth?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

FMV?

Fifty.

There you go.

So you take what

12

it's worth now, and then what I'm buying it for, the

13

difference between the two is my instant equity.

14

sense?

15

UNIDENTIFIED SPEAKER:

Um-hmm.

16

TREY STINNETT:

All right.

Cool.

Make

So this is

17

how you evaluate a rental property.

18

with rental properties is something called the 1

19

percent rule.

20

That's a granddaddy strategy, but it's still legit,

21

right?

22

rent for at least 1 percent of its value in order for

23

it to be a good cash flow market, okay?

24
25

One rule of thumb

Has anybody heard of that before?

And the 1 percent rule says that property must

It's not good enough for me to run numbers
with, I still need to use these to actually run the

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

EX 6, p. 246

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 248 of 439
247
1

numbers, but that does help me rule out a market, say,

2

for example, the one we're in right now.

3

your purchase or your median price, but your rent is

4

like $1,700.

5

$275,000 is

It doesn't cash flow, okay?

So -- and I'll show you tomorrow how to see

6

what the different areas of the country are as far as

7

appreciation in rental markets.

8
9

Okay.
success.

So there are three types of financial

We'll hear people throw these around a lot.

10

Financial security, financial independence and

11

financial freedom.

12

use these interchangeably, but they mean very, very

13

different things.

14

And I would say that most people

First of all, financial security does not

15

exist, okay?

Security is an illusion.

I love this

16

quote by Shashi Gavali, he says, "security is an

17

illusion.

18

nothing at all."

19

It's actually Tony Robbins' opening quote in the book

20

Awaken the Giant Within.

Life is either a daring adventure, or
I thought that was pretty cool.

21

Financial independence, what is that?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

(Inaudible).

You don't have to rely on

24

anybody else.

It's like that lady that came to my

25

class that said she came here to get a divorce.
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1

didn't want to have to rely on him anymore, so she

2

found her own independent income.

3

people that came in here because they didn't want to

4

work a job anymore.

5

their boss, they're dependent on the government,

6

they're dependent on Social Security.

7

So financial independence means that you're able to

8

make your money independently from anything else.

9
10

I've had plenty of

Because they're dependent on

Sometimes that.

The next one, financial freedom means what?
What's financial freedom?

11

UNIDENTIFIED SPEAKER:

Probably having a

12

certain amount of wealth and having flexibility to do

13

whatever you want to do with it.

14

TREY STINNETT:

Whatever you want to do, right?

15

Here's my definition of financial freedom:

16

you want when you want where you want with whom you

17

want as often as you want.

18

definition?

19

Do what

How many of you like that

So financial freedom means you stop worrying,

20

right?

You're so far away from survivor, you're so

21

far away from worker, that you're in the player zone

22

for fun at this point, because you're doing so good at

23

managing your assets and your wealth that now you get

24

to continue to grow it from wherever you want.

25

want to go live in Bali, go for it, okay?
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1

have to necessarily be in D.C. to be able to run your

2

business.

3
4

All right.

Did you guys ever hear this quote,

it's okay to have nice things, as long as you can --

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

Afford them.

-- you can afford them.

I

7

completely disagree with that, by the way.

8

go out there and make a couple of hundred grand this

9

year and spend it all, you're not going to feel too

10

You guys

good about yourself.

11

In fact, we have a student from Los Angeles

12

who's in Chicago now, some of you will meet him,

13

because he helps emcee the summit events now, and his

14

name is Brian.

15

flipping houses.

16

ago.

17

he was going to make that much money, he would have

18

said you'd be full of it, all right?

19

And last year, Brian made $986,000
$986,000.

He started three years

If you would have told him three years ago that

His goal when he left this class, he just

20

wanted to be able to do four flips a year.

21

Nothing special, he said I just want to be able to do

22

four flips a year.

23

blow anybody's mind and tell you to go make a million

24

dollars within three years, because most of you

25

wouldn't believe me if I told you it was possible.
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1

But he did it last year.

2

And actually he didn't do it.

He's pissed.

3

Because he missed it by how much?

4

right?

5

This was the first week of January, he was telling me.

6

He goes, do you know how much money I've made this

7

year so far?

8

goes, no matter how much money I make, I've got to

9

start back over at the beginning of the year.

10

Fourteen grand,

He goes, Trey, I made $986,000 last year.

I said, how much?

He said, zero.

He

He goes, so my goal for 2018 is to get cash

11

flow.

12

zero next year, I want to start my year at 100 grand.

13

I want to have enough rental properties that before I

14

even do my first flip, all my bills are paid for for

15

the year.

16

He's like, I don't want to start my year at

To me, that's financial freedom, right?

So

17

even with a million dollars made, he still feels

18

independence because he doesn't need to work with the

19

police department anymore.

20

not even in LA anymore, but he doesn't have financial

21

freedom because he didn't create the cash flow he had

22

to support it.

23

He moved to Chicago, he's

This was three months ago, I haven't talked to

24

him since.

My guess, he's probably well on his way to

25

having that.

Just taking that million dollars and
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1

investing it, he probably has it already.

So I should

2

follow up with him and see how he's doing on it.

3

For me, it's not okay for you to have nice

4

things just because you can afford it, but you can

5

have all the nice things in the world you want, so

6

long as your assets can afford it.

7

What do I mean by that?

What's a fancy car

8

these days that people like to drive?

9

UNIDENTIFIED SPEAKER:

10
11

TREY STINNETT:
Tesla.

Tesla.

Tesla?

How much does that cost?

12

(Laughter.)

13

TREY STINNETT:

Eighty?

Used?

Come on, spend a little money

14

for us.

15

has -- (inaudible) -- try 120K.

16

Okay, let's go with

If you get an actual Tesla that's nice and

All right.

So about 120 grand to buy a car.

17

That's kind of crazy, but whatever.

18

How many flips do you have to do to pay for that?

19

have to do three, right?

20

make 50K; you flip a house, you make 50K; you flip a

21

house, you make 50K; you give some of that to the

22

government and you take the remaining 120 and you go

23

down and you buy one of Musk's cars.

24
25

120,000 bucks.
You

So you flip a house, you

Cool for you.

What's going to happen to the value of that car
over the next 10 years?
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1

you could afford it, but you made a horrible

2

investment.

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

Yes.

Because your money is going

5

away.

Now it can depreciate slower than other cars,

6

which is great, it's like I'm buying a Mac instead of

7

a PC, that's a good choice, but it's still going to

8

depreciate and go down in value.

9

So here's what I would say to do instead:

10

Let's flip the three rental properties, three

11

properties.

12

three rental properties at, say, I don't know, $600 a

13

piece of income that you're pulling off those rental

14

properties.

15

avoid the taxes.

16

month.

17

Let's take our $150,000 and let's go buy

I'm going to teach you tonight how to
That gives us how much?

How much is a Tesla lease?
So you lease the car.

$1,100 a month.

18

Interesting.

19

when your lease is up, what do you do?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22

one.

23

$1,800 a month.

24

that couple of years.

25

month coming in.

$1,800 per

In three years

Get a new one.

Turn it back in and get a new

How much rent do you still have coming in?
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1

you buy the next Tesla and you buy the next Tesla and

2

then when you're like 80 you buy the next Tesla.

3

Guys, when your assets can buy your lifestyle,

4

the government pays your taxes.

And I'm going to show

5

you how this stuff works, but ultimately, the goal

6

here is not to make a bunch of money so you can go

7

hurry up and buy nice things.

8

things in a second, okay?

9

cards in a second, too, but don't do that first.

I will get you the nice

You can pay off your credit
Let

10

your assets first pay for your lifestyle, then you can

11

go make the big payouts, the big purchases and stuff

12

like that, and I will show you how to do that in a

13

moment with the equity that you have in the properties

14

from the flips that you did.

15

Do you realize that there is a tax side to this

16

game as well?

17

our cash flow, it's also about reducing how big the

18

hole in our bucket is.

19

hole in your bucket is half your paycheck, because

20

you're not only paying money to the federal

21

government, you're paying to your state on top of

22

that, plus you're paying self employment tax, or

23

you're paying employee tax and your employer is also

24

having to pay tax on top of your tax.

25

That this isn't just about increasing

Most of you right now, your

Most people in our country that are high-income
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1

earners, they give more to the government than they

2

keep.

3

allow your business to grow.

4

doesn't grow, you don't have as much money to invest.

5

And if you don't have as much money to invest, there's

6

not so many people who can make money off of you and

7

the economy shrinks, it doesn't grow, okay?

8
9

To me that's a problem, because it doesn't
And if your business

So let's take a look at what this looks like
from a tax perspective.

So there's three different

10

types of income, as we've already talked about.

11

There's active, passive and portfolio.

12

mostly inactive throughout this weekend, and we've

13

talked about short-term -- we've talked about flipping

14

properties and we've talked about wholesaling.

15

going to go and take wholesaling off the table for a

16

moment and let's just talk about flips.

17

talk about flips, okay?

18
19

Portfolio is

We're

Let's just

When you earn money on a flip, it is not
ordinary income.

What kind of income is it?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

Capital gains.

Capital gain, okay?

Capital

22

gain, if you're not familiar with filing your own

23

taxes this way, capital gain is a different way of

24

making money than ordinary income.

25

from a job, that's great, but if your stocks go up in

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

You go make money

EX 6, p. 254

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 256 of 439
255
1

value and you sell them, that is a capital gain.

2

your real estate goes up in value and you sell it,

3

that is also a capital gain.

4

If

Capital gains are taxed differently from

5

ordinary income.

6

the same as ordinary income, but there is something

7

called long-term capital gains, which you pay a

8

reduced rate, right now 20 percent, okay?

9
10

Right now, short-term value gains is

Does anybody know what qualifies an investment
as long-term?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

Over 12 months.

Over 12 months and a day.

So

13

it's got to be a year and a day.

14

today is April the 21st, if you bought a property and

15

closed on it today, the earliest you could sell it to

16

qualify for long-term capital gains would be April

17

22nd of next year.

18

and a day, so more than a year, then it qualifies for

19

a long-term capital gain, it goes onto a different

20

part of your tax statement and you're going to pay a

21

reduced amount of taxes on it.

22

Okay?

So, for example,

So as long as it's a year

Do you guys think that might be a strategy that

23

you should be considering as you're building your real

24

estate portfolio?

25

UNIDENTIFIED SPEAKER:
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1
2

TREY STINNETT:

However, am I going to hold a

flip for a year and a day?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

No.

No.

So what kind of properties

am I going to be holding for a year and a day?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Rentals.

Rentals.

Okay?

Now I'm not

8

going to sell them that soon, but my rentals aren't

9

always holding for more than a year, okay?

10

There is a third type of tax, and that's zero

11

percent, but I'm sure you guys don't want to learn

12

that.

13

(Laughter.)

14

TREY STINNETT:

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

Want to see how it works?
Yeah.

All right.

So let's start by

17

doing a quick exercise.

Please pull out your pens and

18

paper, and I want to teach you -- write down this

19

number, and this is the amount of money that you need

20

coming in every month to survive.

21

now.

To survive, right

If you had to, what would you live on?

22

UNIDENTIFIED SPEAKER:

The least amount?

23

TREY STINNETT:

I'll get to the other

Yeah.

24

number in a minute.

25

What is the least amount on a monthly basis you need
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1

coming in to survive?

2

to go into, you know, borrowing money from family or

3

something like that.

4

okay?

5

your personal, what you need coming in every month.

Where you're not having

You can make yourself float,

I'm not talking about your business' bills,

6
7

Okay?

Okay, don't tell me out loud.

Everybody got

their number?

8

UNIDENTIFIED SPEAKER:

Um-hmm.

9

TREY STINNETT:

First of all, if you

Okay.

10

can't come up with that number, we need to talk about

11

some stuff, okay?

12

are on a monthly basis.

13

number?

14

We need to know what your expenses
All right, everybody got the

All right, now let's do the fun one.

How much

15

money do you want coming in every month?

This is the

16

amount of money that if it came in every single month,

17

you would be able to live the lifestyle you really

18

want to be living, not the one you're living now.

19

Okay?

20

making now, but don't make it so big that it's -- it

21

paralyzes you, because I had like -- sometimes I get

22

like a 20-year-old in the room and they're like, $100

23

million a month.

24

but let's get it realistic enough that it's something

25

that you can get to in the next 12 months.

And you want this to be bigger than what you're

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

And I'm like, okay, that's great,

Three

EX 6, p. 257

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 259 of 439
258
1

years.

On a budget.

2

All right, so what amount of money do you want

3

coming in every month?

Is it 10 grand a month?

4

five grand a week?

5

your number?

6

Whatever your number is.

Is it 50 grand a month?

Is it

What's

Is two grand enough, not enough?

7

Does everybody have their second number?

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

Yeah.

This one is taking a little bit

10

longer.

I like that it's taking a little bit longer.

11

So just about everybody's got it?

12

Michelle?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

Yeah.

Everybody has got their two

15

numbers?

16

something called the 1031 exchange.

17

have heard this before.

18

the IRS tax code that allows you to exchange one piece

19

of real estate for another piece of real estate and

20

not have to pay any taxes on a capital gain that was

21

made between the two purchases.

22

All right.

Figure it out yet,

Let me teach you guys about
Some of you may

This is a designation under

In other words, this is the monopoly strategy.

23

Take your three green houses and you turn it in for

24

your red hotel, and you don't have to pay taxes to do

25

that.

So watch how this works.
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1

go out and you flip a house.

2

a house.

Actually, here, you flip

How do you know you flipped it?

3

UNIDENTIFIED SPEAKER:

(Inaudible).

4

TREY STINNETT:

So let's say on this

Okay.

5

house you made $50,000.

Awesome, okay?

6

that are you going to have to pay in taxes?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

How much of

(Inaudible).

Yeah, probably about 14 percent

of that, depending on your income tax rate.

Could be

10

even higher than that, could be about -- not 14

11

percent, 14,000.

12

$20,000.

13

get to keep how much?

It could be as high as about

Let's call it 20 grand, okay?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

Meaning you

Thirty.

30,000 bucks.

Man, you've got

16

a hole in your bucket there, don't you?

Okay?

Now

17

you take that $30,000 and you can go flip another

18

house and you can go flip another house and that would

19

be, end of the year, let's say that you did -- what's

20

a good number to do in a year?

21

UNIDENTIFIED SPEAKER:

Four.

22

TREY STINNETT:

Okay, let's say you did

Four?

23

four in a year.

24

after-tax profit.

25

man, how much money you just gave to the government.
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1

You just gave them about 80 grand.

2

money, man, you burned it faster than you could use

3

it.

4

And that was your

So here's what the government will actually

5

allow you to do utilizing a 1031 exchange.

6

that $50,000, and you transfer 100 percent of it into

7

your next deal on a house.

8

house.

9

to do four, okay?

You do it again.

You do it again, on a

You said four, you're going

So you just made yourself how much

10

money?

11

because you exchanged 100 percent of the profit and

12

instead of putting it in your bank account and going

13

and doing another deal with someone else's money, you

14

took 100 percent of your profit and you rolled it into

15

the next deal, they don't make you pay taxes on it

16

yet.

17

200K.

You make

Same as before.

Only this time,

You can kick the can down the road.
So basically you're making 50 grand, you kick

18

your can down the road to this deal, now you're at 100

19

grand; you kick the can down the road, you do this

20

deal, 150; kick it down, 200.

21

how this works.

22

of the profit has to go into the next deal?

Okay, first of all, what percentage

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

And here's the rule of

All of it.

All of it.

So this isn't like,

oh, gee, a little bit for myself over here.
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1

percent has to go into the next deal.

2

of you who are like trained, I just need money to live

3

on right now.

4

because this is how you build your wealth.

5

strategy right here will take you from where you're at

6

right now to retire in two to five years.

7

or whatever people say at jobs, okay?

8
9

Okay?

So those

Do some wholesales outside of this,
This

Not in 30

So rule number one is that you must notify the
IRS when you are planning on doing a 1031 exchange

10

before you close on the property.

11

a negative one.

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

So we'll call this

So before you sell?

Before you sell.

Then within

14

45 days, you have to identify which property you're

15

going to move the money into.

16

days, you need to close on the new property.

17

you've got to before you sell you must notify them

18

that you're planning to do a 1031; within 45 days of

19

closing of that property you must notify them of which

20

property you'll move the money into; and then within

21

180 days, you move the money in.

22

those criteria, you don't have to pay your taxes.

23

And then, within 180
So

As long as you meet

Those taxes are now deferred until you sell

24

what?

The second property.

25

do when it's time to sell the second property?
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1

the same thing, you take all the money from the second

2

property, you move it into the third one.

3

when you sell the third one, what do you do?

4

all the profit from that one and you put it into the

5

fourth one.

6

three times.

7

And then
You take

So far we've kicked the can down the road

Now, when you sell the fourth one, though, you

8

could keep doing this for the rest of your life, but

9

there's a problem, you have to find the deal every six

10

months.

If you don't find a deal within six months,

11

what are you going to owe taxes on?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

All of it.

All of it.

Okay?

So for that

14

reason, this is why I invite you guys to come out to

15

the summit, because you can buy rental properties.

16

take your 200,000 bucks and go buy yourselves some

17

rentals.

18

are going to be probably about 45 to 60 grand, about

19

50K, right?

20

all right?

21

So

Our average out there on rental properties

So say you buy four rental properties,

All right, so you kick the can down the road

22

again.

Now when do you have to pay the taxes?

23

you sell the rental properties.

24

flip.

25

years, all right?

But that's not a

So when are you going to sell those?
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1

what do you do with them?

2

them, you take the profit out again, go buy more

3

rentals.

4

All the profit from selling

You say, hold on a second, don't I ever get to

5

eat?

Yes, you do, you just got four rental properties

6

producing $600 per month each, or a total of $2,400

7

per month.

8

bit?

9

flips, are you just doing enough to pay your

Does that change your lifestyle a little

It's not going to retire anybody, but after four

10

lifestyle?

11

Okay?

12

for one of your kids to save some while they're in

13

college.

14

wealth, okay?

15

Yeah, you've got two Teslas right there.

You've got a nicer apartment.

All right?

You're paying

This is how we build real estate

Now, you say, well, what happens when I get

16

back to the summit?

17

again, but I don't have any more money to put in the

18

next flip.

19

where you get the cash to do the flip.

20

I have to go flip some properties

So you go do another flip.

This right here is worth $200,000, okay?

21

get a loan against it.

22

maximum they will give you, percentage?
UNIDENTIFIED SPEAKER:

24

TREY STINNETT:
typically, okay?
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1

what is that?

$100,000.

So you get a loan against

2

these properties for $100,000, okay?

3

to reduce this by probably about $900, so you've got

4

to pay for that loan, but you're still making how

5

much?

6

bank account?

Now that's going

$1,500, but now you have how much money in a

7

UNIDENTIFIED SPEAKER:

A hundred.

8

TREY STINNETT:

By the way, that's a lot

9

of money.

100K.

Did you have to pay taxes on it?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

12

world of borrowed money, okay?

13

that $100,000?

No.

No, you do not.

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

Welcome to the

What can you do with

Buy more.

Anything you want.

Now pay off

16

your credit card.

17

Now go buy that nice thing you've been wanting to buy

18

for a while, while maintaining your rental properties,

19

while kicking your tax can down the road.

20

Now put your kids through college.

How much taxes are we really paying here?

21

80,000 bucks.

I've kicked it down the road.

22

literally just made the government fund my lifestyle.

23

That's how it works.

24

Is this pretty cool stuff?

25

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

Pretty cool stuff.

Now let's

2

say that you borrow 100 grand out and you decide, all

3

right, I'm going to buy a rental property, I'm going

4

to do another flip with this.

5

grand into your bank account, okay?

6

connected at all to those other 1031s, it's just

7

$100,000 in your bank account.

8
9

So you put the 100
It's no longer

So you go and you do yourself another flip.
What do you do with all the profit?

10

UNIDENTIFIED SPEAKER:

1031.

11

TREY STINNETT:

1031.

1031.

1031.

Come on

12

out to a summit, maybe this time you buy yourself a

13

6-plex or an 8-plex or something.

14

got more cash flow coming in.

15

Okay?

Now you've

Now, what happens if somebody wants to buy one

16

of these rental properties from me?

17

going to have to pay taxes on this one, this one, this

18

one and this one.

19

of these?

20

chain.

21

If I sell it, I'm

But do I have to pay taxes on any

I do not, because they are a separate

So these are 1031 rental chains, each one is a

22

separate portfolio chain inside of my company that

23

allows me to be able to, if necessary, if I need to

24

sell a property that I'm not going to be 1031-ing, it

25

doesn't break every 1031 that I've done throughout my
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1

entire career.

2

chains.

So they're separated into individual

3

If I do need cash out of them, rather than

4

selling them, I can do portfolio loans to pull the

5

cash out to pay for my lifestyle, then in the event

6

that I do want to sell those properties, what should I

7

probably do with all the cash?

8

else.

9

trust, pass it down to your kids, help them pay the

10
11
12
13
14

1031 it into something

Forever and ever and ever.

Put it into a

taxes.
UNIDENTIFIED SPEAKER:

We'll go through that

once more again, please, about the chain?
TREY STINNETT:

Sure.

So which part would you

like to start at?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:
Right?

(Inaudible).

It's a pretty cool strategy,

17

isn't it?

So you're taking the money from

18

your flips.

19

taking the profit now, you put it into the next one,

20

until you've gotten enough money built up across your

21

flips to be able to go buy some rental properties that

22

make sense for you.

At the end of each flip, rather than

23

We only hold the summits three or four times a

24

year, so you can't go just buy a rental property every

25

-- kind of like every single time you go.
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1

sometimes you're going to be just putting it into your

2

next flip, but then eventually you've got enough money

3

built up from your flips, not it's time to buy

4

rentals.

5

you can buy rental properties, you can come get them

6

from us at the summit, but the idea here is you want

7

to eventually end up in rentals.

8

have to keep moving every 180 days.

9

to do that.

10

With that, you can buy commercial property,

That way you don't
It's exhausting

If you're thinking, okay, if I don't find a

11

1031 -- I'll give you a perfect example.

12

has been doing this for 13 years -- I'm sorry, 15

13

years, and he did his first 1031 15 years ago.

14

time he sells a property, and now he's up to I think

15

$5 million, because he keeps 1031ing into this same

16

chain.

17

My friend

Every

When he sells a property, he's got 180 days to

18

sink five million bucks.

That's not as easy as a few

19

hundred thousand dollars.

So that's why I recommend

20

splitting them up into separate things.

21

have separate individual chains in the event that you

22

need to sell something, it doesn't cost the entire

23

thing.

That way you

24

Now, don't misunderstand this.

25

you have enough profit to pay off taxes across
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1

everything, you know what I mean?

2

these properties right here that you bought for 200,

3

let's say they go up to 300, you sell them for

4

$300,000, you didn't just make 100 grand, you still

5

have the 200.

6

the first one.

7

If you were to sell

So you have the 80 to pay your taxes on

So it's not like you get into a spot where

8

you're like, oh, no, where is my tax money going to

9

come from?

10

Unless you fully leverage the properties,

which is why I said 50 percent.

11

Yes?

12

UNIDENTIFIED SPEAKER:

(Inaudible) -- off

13

subject, but so we take those, we buy $5 million

14

profit, we live in a single property -- (inaudible).

15
16
17
18
19

TREY STINNETT:

Great question.

Great

question.
UNIDENTIFIED SPEAKER:

So within two to five

years -- (inaudible).
TREY STINNETT:

You can't.

So this -- personal

20

residences cannot be included in this.

21

UNIDENTIFIED SPEAKER:

Oh.

22

TREY STINNETT:

But a good question.

Okay?

23

And actually, he touched on a point.

24

property, if you lived in it two out of the last five

25

years, is tax-free.
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1

how long did you own it?

2

long?

These guys?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

At least how

A year.

At least a year and a day.

5

on this property, you can make long-term capital

6

gains, but if you don't 1031 that money, these are

7

still going to be taxed at their short-term rates.

8

it's not like you transformed everything into

9

long-term capital gains.

short-term capital gains on that.

11

federal government wants you to actually file with

12

them the 1031s before you do it, that way they know

13

your gains from the sale.

15

So

You still have to pay the

10

14

So

UNIDENTIFIED SPEAKER:

That's why the

How do we defer or --

(inaudible) -- recapitalize depreciation?

16

TREY STINNETT:

What do you mean by that?

17

UNIDENTIFIED SPEAKER:

So we're going to have

18

to keep those properties for multiple years and then

19

depreciate it.

20

TREY STINNETT:

Yeah.

21

UNIDENTIFIED SPEAKER:

The IRS is going to come

22

back and require us to capture that depreciation.

23

We're going to have to pay for that.

24

TREY STINNETT:

25

You're writing it off.
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1
2

UNIDENTIFIED SPEAKER:

I don't know, maybe

we'll reach that later.

3

TREY STINNETT:

We can sideline it if you want.

4

But yeah, so a lot of times what we'll do is we'll do

5

basically multiple chains here, and then once that's

6

done, we get to the end of the deal, now we've got

7

enough where we create the cash flow in our business.

8
9

Does that kind of make sense?

And I do want to

talk about that more on the side that we talked about.

10

Okay.

So here's an example, we have property,

11

summit, 45K, 800 cash that we expect from that one.

12

Then I'm going to -- (inaudible) -- on this property,

13

650 bucks or $7,800 a year, coming out to 17.33

14

percent.

15

Okay?

Pretty good ROI.

Here's what I would like you to do:

You guys

16

have two numbers written down on the page in front of

17

you.

18

independence number; in other words, the amount of

19

money you need in order to pay your bills.

20

Please take that number and divide it by your average

21

rental property of 650 bucks.

22

the two numbers and divide it by $650.

One of those numbers is your financial

23

Got your number?

Okay?

Take your smaller of

Please round it up to the

24

nearest 100, because you can't buy a percentage of a

25

house.

Okay?

All right, don't tell me your number
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1

out loud, okay, but go ahead and look at that.

2

is the number of properties that you need to retire.

3

Financial independence.

4

have that amount, you technically don't need a job.

5

That's it.

That

As long as you

I wouldn't recommend quitting your job at that

6

number, though, okay, but that will cover your basics

7

so that you're not having to worry about government,

8

friends, family, anybody else having to provide for

9

you in case of an economic downturn.

As long as you

10

have that many rental properties, and you keep your

11

tenants in there, that's how much money you can

12

make -- that's how many properties you can expect to

13

carry you through.

14
15

Okay?

Now, is anybody surprised at how small the
number is?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

Yeah.

Isn't that kind of cool?

18

how many flips would it take you to buy that many

19

rentals?

20

this room, okay?

21

is financial independence.

22

It's going to be different for everybody in
But that is the ultimate first goal
Then financial freedom.

Your second number, what is your ideal amount

23

of money coming in every month?

24

that number and divide it by $650.

25

So

Got your number?
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1

nearest 100.

2

be able to retire.

3

you know, go on a cruise ship and bring your kids with

4

you, right?

5

to get to that ideal.

6

That's how many properties you need to
And enjoy that retirement.

Not,

So that's where you need to be to be able

Now, some of you might look at that and go, oh,

7

my gosh, that's so many properties.

8

the deal:

9

bought three rental properties.

Right?

Here's

I had a guy who went to his first summit,
Came to his second

10

summit, bought 24 of them.

11

that number is limited only by how many deals that you

12

are doing.

13

start talking about multi-family, okay?

14

multi-family building where I got 75 at once.

15

So how fast you can get to

If your number is over 50, you should
I bought one
Okay?

So if you got one of these like 200 numbers or

16

whatever, that's totally achievable as well, it just

17

might take you three to five years to be able to

18

produce that if you don't have a high income already

19

right now.

20

And guess what?

In three to five years, it's

21

still going to be three to five years from now.

22

Right?

23

question is, what are you going to do with it between

24

now and then.

25

illusion, but financial freedom and financial

That time is going to go by either way.

The

Ultimately, financial security is an
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1

independence are a thing you can control.

2

this 2031 strategy.

3

plugging tenants that are already in those properties

4

into your portfolio to build retirement for yourself.

5

So you're not having to depend on some number.

6

You can use

You can use rental properties,

Does anybody know what the number the federal

7

government says you need to be able to retire as a

8

baby-boomer?

9

That's the government's number, okay?

Three million.

Minimum.

Three million.
You think that

10

number is smaller or bigger for millennials?

11

it.

12

middle of that generation, it's actually about four

13

million, okay?

14

It's five million.

Okay?

Believe

And if you're in the

That's the basic.

They also say that retirement is 65.

Here's

15

what retirement is:

16

month from rental properties than you need to live on,

17

that's retirement.

18

not based on some dollar amount the federal government

19

comes up with.

20

can come in every month that can cover your nut so

21

that you're good to go.

22

More money coming in every single

It's not based on an age, and it's

It's based on a cash flow number that

Make sense?

And then you can live that life anywhere you

23

want in the world.

24

debt or pay for your college, leave a legacy, or maybe

25

actually enjoy the years you have left on this planet
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1

instead of spending the rest of your time still in

2

that prism, stuck in the middle, as a worker.

3

a player and break out and you can go build your

4

business wherever you want to.

5

One last thing and we're done.

6

UNIDENTIFIED SPEAKER:

7

Become

Can I take a picture of

that?

8

TREY STINNETT:

9

UNIDENTIFIED SPEAKER:

Yeah.

TREY STINNETT:

Because that's mine.

10
11

No, you can't.

12

Bali.

What is that?

Yeah.

This?

Even though it's just a picture of

Has anybody been to Bali?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

15

beautiful.

16

place that we're going.

Have you?

I've been to Indonesia.

I haven't been to Bali.

It's

That's our next

All right.

17

So are you guys hungry?

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

Sweet.

Yes.
So come back with us.

20

So one of the things that we do for these rental

21

properties and stuff like that, obviously we sell them

22

at the summits, is our diamond members actually get to

23

come back to as many summits as they want for free, no

24

additional charge.

25

are going to join us, join us as diamonds, that way
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1

you can keep coming back over and over and over.

2

All right.

It is 12:54.

How long -- did you

3

guys do okay with lunch yesterday, is an hour long

4

enough?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

Yeah.

Did that work?

Okay.

Let's

7

meet back in the room at 2:00, on the dot, and we will

8

get rolling with the rest of our presentation.

9

we are halfway through the weekend so far.

10

doing great.

Guys,

You're all

Let's keep rocking and rolling.

11

(Inaudible background conversation.)

12

(End of day 2, part 1.)

13
14
15
16
17
18
19
20
21
22
23
24
25
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1

AFTERNOON SESSION

2
3

(Inaudible background conversation; music
playing.)

4

MS. BAZAN:

5

1:10.

6

recorder's battery.

7
8
9

This is Maria Bazan.

It is now

I took a short break around 1:05 to change the

(Inaudible background conversation; music
playing.)
MS. BAZAN:

Do you need help?

10

UNIDENTIFIED FEMALE:

11

(Inaudible background conversation; music

12
13

No, no, no, that's okay.

playing.)
TREY STINNETT:

I know we're not in the deep

14

south here, but do you guys watch NASCAR?

15

week I was in -- oh, gosh, where was I?

16

and they had the Grand Prix.

17

play you guys a quick video, whether you're into

18

NASCAR or not, it will be fun, let's do it.

19

(Video played:)

20

"UNIDENTIFIED MALE:

21

(Inaudible speaker.)

22

UNIDENTIFIED MALE:

No?

Last

California,

Anyway, I thought I'd

Okay, all right.

Let's go have some fun.

My

23

good friends at Pepsi Max have hooked us up with this

24

cool game plan.

25

showing you everything that I see.
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1

UNIDENTIFIED MALE:

2

MIKE:

3

UNIDENTIFIED MALE:

Hello.

How you doing?

I'm Mike.
Hey, nice to meet you,

4

Mike.

5

Are you thinking about getting one?

6
7

MIKE:
car for me.

8
9

Oh, no, no, no.

This is way too much

I'm just --

UNIDENTIFIED MALE:

Well, it's a lot of power,

but they're designed to be very safe.

10
11

I saw you sort of leaning towards the Camaro.

MIKE:

I don't know if I could handle it.

I've

never driven anything like this before.

12

UNIDENTIFIED MALE:

I'll tell you what, I think

13

a way to really make you feel comfortable with it, put

14

you behind the wheel.

15

MIKE:

16

UNIDENTIFIED MALE:

17

MIKE:

18

UNIDENTIFIED MALE:

You're good.
What are you driving now?

Oh, just a minivan.
Oh, yeah?

Just a checkout

19

sheet, you're not obligated to do anything, just so we

20

know who's looking at the car.

21

MIKE:

22

UNIDENTIFIED MALE:

I'll be right there beside

24

UNIDENTIFIED MALE:

Your keys, sir.

25

MIKE:

23

I'm getting a little nervous.

you.

Thank you, Steve.
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1
2

UNIDENTIFIED MALE:
(inaudible).

3

MIKE:

4

UNIDENTIFIED MALE:

5

MIKE:

6

Oh, yeah.

There we go.

What a car.

UNIDENTIFIED MALE:

I better buckle

Yeah, go ahead.

(Inaudible).

9
10

Oh, thank you.

up.

7
8

But you'll have to --

UNIDENTIFIED MALE:

You are liable for any

damages to the vehicle, so please stop your car.

11

Slow down.

12

You can't go through that gate.

13

down.

14

Slow down.

Slow down.

Watch it.

for it if you wreck it.

16

car.

17
18

Watch out.

You're going to wreck this car.

15

Oh, my God.

Mike, slow

You're liable

Mike, stop the car.

Stop the

Ahhhh!

Take us back.

Just take us back.

Oh, my God,

Mike.

19

Oh, God, Mike [bleep].

20

MIKE:

21

UNIDENTIFIED MALE:

22

MIKE:

Goddamn it!

No, no.

Who do you think you are?

You don't understand.

23

what you think.

24

a camera, there's a camera.

25

Look, I'm Jeff Gordon.
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1

(End of video.)

2

TREY STINNETT:

3

What did he say there at the

end?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

Do it again.

Wanna do it again?

It's going

6

to be funny how you might be going for a ride, you

7

feel like things are going crazy, but as soon as you

8

realize your life is in good hands, life is kind of

9

okay.

10

So I love this book, it says, Fortune Favors

11

the Great.

12

there.

13

different opportunities in the real estate game,

14

different approaches, the three different phases of

15

real estate wealth, beginning with earning income,

16

active income and moving into the cash flow area and

17

tomorrow we're going to be flowing income.

18

You must know what to do when you get

We've talked a lot this weekend about

But you have to know how to access the answers

19

when the time comes.

20

eliminate -- we were talking about this at lunch

21

today -- 99 percent of people are not creative enough

22

to come up with the strategies that I'm showing you

23

guys this weekend.

24

may take years of you learning this stuff to really

25

get to what you guys have already learned this
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1

weekend.

2

to that point.

3

Some people will take 10 years just to get

But ultimately, there's no traffic beyond the

4

extra mile.

5

worth doing is worth overdoing.

6

out what is really behind a person's need, whatever

7

they're wanting to get into this situation, like they

8

need to sell their property, if you can find out

9

what's behind that, you can serve them at a higher

10

level.

11

will make.

12

So that's why I said yesterday, anything
You're going to find

The more service you do, the more money you

So have we learned a lot this weekend?

13

Question for you:

Is real estate a little bit more

14

than you thought it was going to be coming in before?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

17

Yeah.

Have I talked you out of it

yet?

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

No?

No.

Okay, cool, we'll keep

20

going.

All right, so the next little part we're going

21

to go over here is what's called "subject to."

22

another creative financing approach that allows you to

23

get around financing and banking rules to be able to

24

acquire a piece of property, taking over the mortgage,

25

even if you can't currently qualify for a loan.
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1

So, we're still in this foreclosure process

2

we've been talking about all day.

3

from the pre-pre-foreclosure where they call you up

4

with advertisements, a little bit further down the

5

line into the foreclosure process now, where they're

6

calling you or you're calling on them because you saw

7

them on a listing.

8
9

Either way, this is when they're a little bit
further behind.

Notice of default has been filed

10

already.

11

called the "subject to."

12

Now we've moved on

And this is where we can start to do what's

Now, yesterday I did mention the phrase

13

"subject to" in talking about escape clauses.

14

subject to existing financing, for example, or subject

15

to partners approval to be able to back out of a deal

16

that didn't work out.

17

during the contract section?

18

I said

Do you guys remember that,

So if you're going to be hanging around us and

19

other real estate investors who use creative

20

strategies, you may hear -- because a lot of times

21

you'll get caught into like a little side

22

conversation, like out at the Fast Start or summit or

23

one of our advanced trainings, and you'll hear some

24

students talking about deals they did.

25

you is any time you overhear a student talk about a
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1

deal, butt in and eavesdrop, right?

2

they did their deal.

3

times what you'll see is they didn't just use the

4

funding that we hooked them up with, they also used a

5

creative strategy that they learned from one of our

6

advanced courses.

7

Ask them.

Go find out how

Because a lot of

So, for example, if you hear somebody say,

8

well, I picked it up on a "sub to," what they're

9

talking about is over the -- is taking over payments.

10

"Sub to" is a shorthand way of saying "subject to

11

existing financing."

12

loan.

So this would be assuming a

13

So one of the strategies, this is a

14

granddaddy's real estate strategy of real estate, is

15

to actually go to somebody who's got a piece of

16

property, and rather than going and qualifying through

17

your own financing, you simply take over their

18

existing financing.

19

granddaddy real estate strategy is you can't really do

20

it anymore.

21

these days that are assumable, does anybody know what

22

kind of loans they are?

The reason I call it the

The only properties or the only loans

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

VA.

VA.

You got it.

So if it's

not a VA loan, the chance of you assuming it are going
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1

to be pretty low.

2

still got to qualify, and so qualification requires

3

you might as well qualify for any loan.

4

And even if it is a VA loan, you've

So how do we assume an unassumable loan?

There

5

must be a way or I wouldn't be asking the question

6

right now.

7

strategies wins.

8

but break some rules, all right?

9

So like I said, he who has the most
So we're going to follow the law,

So here's how it works:

This is a property

10

that I did, 20110 Misty Pines.

11

this deal actually was off of an ad.

12

me up.

13

The way that I found
The lady calls

Now, I mentioned yesterday that I don't believe

14

a mentor is a single person that you get to hold your

15

hand throughout your entire life, okay?

16

is this house, or you have a parent or something that

17

can be with you a long time.

18

show up when you need them, right?

19

for Frodo at the beginning to get the ring and showed

20

up again when he needed him whenever he was headed on

21

his way to Mordor, right?

22

mentor.

23

Kenobi shows up at the beginning, but then he leaves.

24
25

That person

Mentors are people who
Gandalf showed up

You can look at any type of

Like Star Wars, right?

You had Obi-Wan

Mentors don't hold your hand the whole way,
because it's not their journey.
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1

You're the one that's going to be going down this

2

journey and building this business and creating wealth

3

for yourself, and mentors show up to make sure that

4

you're going the right direction.

5

it.

6

They kind of tweak

So a lot of times mentors in billboards make

7

the mentors in storage facilities and currently I have

8

a mentor in foreclosures and I have a mentor in

9

commercial property, John, I have mentors in all these

10

different areas.

11

One of my mentors, Tim, is a negotiation

12

expert, and one thing that I found to be more powerful

13

than one super-mentor is to have a bunch of individual

14

mentors that have a deep knowledge of one area.

15

I'm not going to get necessarily the same guy who

16

knows everything about creative financing to be able

17

to be my negotiation guy.

18

So

The guy who taught me credit, Greg, he's not

19

going to be the one who's going to teach me how to do

20

negotiations either.

21

investor, was a police officer.

22

his job with SWAT was hostage negotiation.

23

sound like the kind of person you should probably

24

learn negotiation from?

25

from.
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1

Now, there's a lot of people who think that

2

negotiation is about making the other person lose.

3

They talk about the art of the deal, or write a book

4

about it or something.

5

the thing is getting leverage on your client and then

6

making them lose and then you win.

7

negotiation at the lead levels.

8

make both parties feel like they won, because if the

9

other person walks away feeling like they won, guess

And they think, okay, well,

That is not

Top-level negotiators

10

what they do?

11

You have more opportunities to negotiate with more

12

people.

13

They bring you more business, right?

My dad loved to negotiate, that was kind of

14

part of his personality.

15

so I needed some training.

16

dad also went through the same training that I did and

17

he changed the way he negotiated, because the way he

18

used to do it was make the other person feel like they

19

lost, right?

20

make my dad feel like he won is just to act like they

21

feel like they lost.

22

then.

23

have his way.

24
25

I don't love to negotiate,
Now, that being said, my

And so what another person could do to

So he was too easy to manipulate

I figured that one out on my own.

He had to

Anyway, so here's what Tim taught me.

He said

that every time that you work with somebody,
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1

especially if it's a person who's in foreclosure, or a

2

person who's experiencing one of the four Ds, are they

3

wheeling and dealing or are they going to be in an

4

emotional state?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

Emotional.

They're emotional, man.

It

7

doesn't matter if they're a male or female, they're

8

going to be in a spot where they're like, I'm losing

9

my house.

And some people haven't fully accepted that

10

fact yet when you come to talk to them.

11

are still trying to find a way to save their house.

12

Some of them

So rule number one of foreclosures is the

13

person that you are buying the house from does not get

14

to stay in the house after you buy it.

15

couldn't afford it before you bought it, are they

16

going to be able to afford it after?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

No.

If they

No.

Okay?

Now they may be

19

able to get themselves back up on their feet, and they

20

might be able to go move into a new place, I am more

21

than happy to sell them something cheaper that I own,

22

but I've got to move them out of that house, because

23

if I want to be cash listing up, I'm bringing a new

24

person to invest in the end game.

25

So you remember yesterday we said to begin with
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1

the end game in mind.

So we're going to bring him in

2

at the end of the deal.

3

this:

4

somebody who's in a foreclosure, they've had one of

5

the four Ds, he said, they have an emotional tank that

6

sits on top of their head.

So what it looks like is

Tim says to me, he goes, when you're talking to

Right here.

Okay?

7

Those of you who have studied neuroscience, it

8

sits on top of your amygdala, or the back part of your

9

brain, which is where the fear center is.

And when

10

that's full of emotions, it's hard for them to make a

11

logical decision.

12

with you, because they're thinking about all of the

13

other things that are going on in their life right

14

now, they are losing their job, maybe they got sick,

15

maybe somebody passed away, maybe they're in the

16

middle of a divorce.

17

happening.

18

to throw numbers around, that's not the smartest way

19

to do it.

20

Hard for me to have a conversation

They had all this stuff

For you to come in and just start trying

And so what he said is in order for you to be

21

able to actually connect with the person, heart to

22

heart, and be able to communicate with them, you need

23

to help them empty that emotional tank first, okay?

24

Again, for my science people in the room, that would

25

be getting them to move from their amygdala to their
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1

free frontal cortex, okay, using the part of the brain

2

where reason and logic actually impress us.

3

And so how do you actually get a person to dump

4

their emotional tank?

5

answer to this one.

6

Right?

7

The ladies already know the

Chuck just said it.

Listen.

So, guys, this is something that I had to learn

8

from Tim, is sometimes we want to fix things, yes?

9

Because we're fixers.

It's kind of born in us to be

10

fixers.

11

problem, sometimes the first thing that a guy wants to

12

do is explain how to fix that problem.

13

be exactly the best decision to make in those moments.

14

And so when somebody tells me, I've got a

That may not

So, instead, what you do is you wait, and you

15

listen.

16

going on in your life right now?

17

speak.

18

something, instead of saying something, here's what

19

Tim gave me advice.

20

want to help, right?

21

router is out.

22

to do is unplug it and plug it back in.

23

don't talk yet.

24
25

So you pull the plug by simply asking what's

Okay?

And you let them

So any time that you want to say

He goes, Trey, you're going to
Let's say she says my Internet

I'm going to be like, all you've got

Don't say anything.

He said, no,

Just listen.

So whenever you're about to say something, just
go, mmm.

Just say mmm, you'll be good.
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1

Mmm, mmm, mmm, mmm.

2

(Laughter.)

3

TREY STINNETT:

Okay?

And you'll think that

4

they'll think you're patronizing them, but you're not.

5

They're so busy saying all this stuff that they don't

6

even notice you.

7

stop that process, but as soon as they do, they have

8

to start all over, because they're trying to empty

9

that emotional tank.

10

Like you normally get in the way or

And so the way we get them to empty the

11

emotional tank is simply by listening.

12

that I found this out, this lady calls me --

13

(inaudible) -- I was showing you guys earlier, and so

14

I go out and look at the property.

15

raised, I'm a man, the lady was a woman, her husband

16

wasn't involved, he had already passed away and the

17

house was in her name.

18

And so the way

Now the way I was

So I'm going to be going out to the house, a

19

man, single woman.

Do you go inside the house or have

20

the conversation outside?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

Outside.

The way I was raised, you had

23

the conversation outside.

24

party there, another witness or somebody.

25

and I actually went out there together.
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1

Question for you:

Did I drive my mom's new

2

Mustang or did I drive my old truck?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

UNIDENTIFIED SPEAKER:

Old truck.

Why my truck?
Because they're hurting

6

right now, they don't need to see some guy that's rich

7

making money off of you.

8

TREY STINNETT:

Exactly.

9

roll in driving some nice car.

You don't want to

Now, it was just a

10

Mustang, but at the time, you know, that might have

11

been a big deal.

12

Mercedes or a Tesla or something like that up to

13

somebody's house.

14

Rolex having to fix their foreclosure.

15

I'm certainly not going to drive a

You're not going to walk in with a

You want to go in humble.

Okay?

You don't want to go

16

in like with a duct-taped together Pinto, okay, but

17

you do want to come in with something that is, you

18

know, decent.

19
20

The same thing with the way that you dress,
okay?

Do you think I'm wearing this stuff?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

No.

Probably not, okay?

So I'm

23

going to dress about like you, all this looks really

24

great.

25

looks really good.

Maybe the way that you're dressed right now
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1

overdressed, okay?

2

want to roll up with a T-shirt or sweater or something

3

like that.

4

professional, I'm doing business, okay; however, I'm

5

also, you know, humbly approachable.

6

So at the same time, you don't

You want to say, I'm here, I'm

Then when you get to the house, you don't walk

7

in the house like, you know, look at that popcorn

8

ceiling.

9

disgusting, right?

10

Is that wood panelling?

This place is

You think you're negotiating, what

are you really doing?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

(Inaudible).

Yeah, you're insulting

13

somebody's home.

14

it's a home to them.

15

probably.

16

understanding of where they're coming from.

17

Their house.

It's a house to you,

They raised their kids there

So you want to have a little bit of

So you go, you knock on the door, click, click,

18

click.

Now, did you get all up inside the peephole?

19

Or did you maybe like back off a little bit?

20

So I want to stand back far enough that they can see

21

head to toe from the peephole, right?

22

Hands in front or behind?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

you're not threatening.
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1

clipboard means business.

2

a Mormon, LDS or a cop.

3

I have the conversation.

4

It also means I am neither

So knock on the door and then

Now, on this specific case, we sat down at the

5

kitchen table, and I asked -- her name was Karen

6

Smith.

7

And she unloads her emotional tank.

8

man, my daughter moved out of here and married her

9

husband like nine years ago, and then my husband, that

10

son of a you-know-what, stepped out on me, he ended up

11

with the girlfriend, and so we're in the middle of

12

getting a divorce.

13

I said, Karen, what's going on in your life?
She goes, oh,

And do you know what that son of a gun did when

14

we were getting a divorce?

15

So now I have to feel bad about him while he's

16

cheating on me, and -- (inaudible) -- and so we get a

17

divorce, I get his name off of the house, so it's not

18

that I had to deal with any clothing or anything like

19

that, but now I can't support myself and deal with

20

this house anymore because I lost my job.

21

He went and got cancer.

The tire on my car is popped right now.

My

22

nephew was supposed to come over yesterday and fix it,

23

he hasn't come over yet, so I haven't left the house

24

in 48 hours.

25

She goes, my Internet is not working.

I need to move in with my daughter, it's the
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1

only place that I can afford to live.

2

my daughter doesn't have an additional bedroom, so I'm

3

going to have to move a mobile home onto her property,

4

which I'm okay with, but I've now got to pay $1,500 to

5

be able to get this mobile home financed and moved

6

over onto their property.

7

going to be able to afford.

8
9

The problem is

It's the only thing I'm

And there's this hot water leak that's back
here.

And now I'm going into foreclosure and the bank

10

is up my butt and I just don't know what I'm supposed

11

to do with this.

12

And I just listen.

And finally after she calms

13

down, I said, I'm pretty sure we can help you.

14

goes, really?

15

Now, what just happened?

She

By listening to her,

16

I formed a relationship.

17

wouldn't do.

18

investor that probably talked to her didn't do.

19

actually listening to her story.

20

else is like, shut up and get to the point, I want to

21

buy your house.

22

No.

I did the one thing the bank

I did the one thing that every other
I was

Because everybody

That's what you're thinking.

You have to

23

understand where she or he is coming from, the person

24

on the other side of that table.

25

out of that besides a relationship?
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

(Inaudible).

I got a lot of information,

3

didn't I?

4

without having to ask a single question, I learned

5

that there was an issue with the hot water heater, I

6

learned how she needed to get out of the house, which

7

is that she needed a mobile home on her daughter's

8

property.

9

So from that conversation, what I learned,

I just happened to have a mentor, Robert, who

10

knows mobile homes like no one's business, he was my

11

one-on-one mentor that flew out and got me into mobile

12

homes and mobile home parks.

13

contact where I can actually get those FEMA mobile

14

homes from '05.

15

And all these FEMA mobile homes they shipped down

16

there, everybody in Louisiana is like, I'm not living

17

in a mobile home, and they moved to Houston.

18

there's all these like mobile homes just like sitting

19

like stockpiled in Louisiana.

20

opportunity.

21

do that for the $1,500, that's fine.

22

So he's a point of

Do you guys remember Hurricane Rita?

So

So I had that

Moving it, setting it up, I knew I could

I knew she didn't have to go through probate

23

with her deceased husband, because she had already

24

gotten the property into her name.

25

bunch of really important details about this office --
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1

this deal, which allowed me to be able to make an

2

offer more easily, without having to dig and go look

3

things up and get into this like hard negotiation.

4

It's interesting, learning from a hostage

5

negotiator worked pretty well.

Because he always

6

said, he goes, you know, the first thing I say when I

7

go into hostage negotiation is, listen, I'm not a cop,

8

I'm on your side.

9

that.

What's going on?

And I always ask

They don't go, how many hostages do you have in

10

there, what do you want, what are your demands?

They

11

don't start with that.

12

that that is a human being, it's another soul sitting

13

across from them.

They start with recognizing

Okay?

14

I think one of the greatest things we could

15

probably do in this life to increase our empathy is

16

just imagine that the person sitting across from you

17

is just you in a different body.

18

the day, we're all doing the same thing, we're trying

19

to do the best we can for ourselves and our families,

20

and sometimes we get into a hard spot.

21

have a little empathy for a person who's in that spot,

22

right?

23

But at the end of

And you should

So this is an opportunity to help them.
So this is my very first flip.

Have you guys

24

ever seen a border house?

25

This right here is Ms. Jan, and all that little fuzzy
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1

stuff across the top of the door is like 17 years

2

worth of dust.

3

was crazy.

This place had never been cleaned.

And she left it like this.

4

What's this stuff?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

7

It

(Inaudible).

Cat doo-doo.

What smells

worst, cat pee or dog pee?

8

UNIDENTIFIED SPEAKER:

Cat.

9

TREY STINNETT:

What does cat pee smell

10

Yeah.

like?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

13

(Laughter.)

14

TREY STINNETT:

Ammonia.

Money.

Anybody here ever work on a

15

farm?

Ever work on a ranch?

16

stopped smelling like horse crap and started smelling

17

like what?

Money.

When that horse crap

Right?

18

I was getting an inspection sticker from my

19

wife's car the other day, and I was just sitting in

20

the Jiffy Lube and I could just smell the oil and the

21

whatever, the fluids that they put in the cars and

22

stuff like that.

23

childhood, because I grew up in an auto shop.

24

wanted to see my dad after school, I would walk from

25

school to his shop and I would hang out with him,
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1

because sometimes he didn't get home early enough for

2

me to see him.

3

So this smells -- do you think it's going to

4

cost me a lot of money to get all that crap out of the

5

house?

6

and Daniel is my guy in Houston, he will empty any

7

house I have for free, so long as he gets to keep

8

anything that he pulls out of the house.

9

finds like far gold or some old hard drive with a

It could.

But I've got a guy named Daniel,

So if he

10

bunch of disks lying on it or something, that's his,

11

okay?

12

happened yet.

13

house for me so that I don't have to.

14
15

To my knowledge, neither of those things has
However, he pulls the crap out of the

Now, do I own all of her stuff because I bought
her house?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

No.

Do the contents become mine?

18

There's two different types of property when you buy a

19

piece of real estate.

20

there's personal property.

21

What makes the difference?

22
23

What is the designation?

UNIDENTIFIED SPEAKER:

Real property is

attached.

24
25

There's real property and

TREY STINNETT:
right?

Real property is attached,

So nailed, glued, screwed or planted, right?
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1

That is real estate, what's known as real property.

2

If it is not nailed, glued, screwed or planted, so

3

it's just in or on the property, then it is personal

4

property.

5
6

So question:

Is an air conditioner personal or

real?

7

UNIDENTIFIED SPEAKER:

Real.

8

TREY STINNETT:

Ceiling fan?

9

UNIDENTIFIED SPEAKER:

Real.

10

TREY STINNETT:

Couch?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

13

Real.

Real.

Personal.

A painting hanging

on the wall?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

16

Personal.

Personal.

Personal.

The hook that the

painting was hanging on?

17

UNIDENTIFIED SPEAKER:

Real.

18

TREY STINNETT:

Technically.

19

And this is important.

Real.

Okay?

How do you make sure

20

that they actually transfer to you the stuff that you

21

buy?

22

that he bought the property, and when he closed, he

23

moves in and the air conditioner compressor that was

24

outside was not the same air conditioner compressor

25

that was on that house when he put it under contract.

Because I had one deal, one of my students did,
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1

They had taken the working one out and put a broken

2

smaller one in.

3

it in the contract, the serial number and stuff like

4

that.

5

All right?

Yeah, you've got to put

Now, technically, because it was attached, it

6

was included in the sale, so he was able to go back

7

and renegotiate a lower price with the bank because of

8

what had happened whenever the person moved out of the

9

house, so he didn't lose money over it, but that was a

10

totally illegal move on the part of the seller.

11

So here's what I do now, I say any real

12

property, anything nailed, glued, screwed, fixed or

13

planted is included in the transfer of this property.

14

Also, all personal property left in the house after

15

the date of closing becomes owned by the buyer.

16

Another way of doing this is taking pictures.

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

Yep.

So we take pictures of every

19

appliance, take a picture of the air conditioning

20

unit, take a picture -- so that way if you get into

21

a -- not necessarily a lawsuit, but if you get into a

22

conflict, you can actually show, okay, here's the

23

actual air conditioning unit, I took a picture of it.

24

And they're going to go, crap, you took a picture of

25

it?

All right, fine, I'll put it back or it would
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1

have to come off the price.

2

that stuff works.

3

So that's kind of the way

Another option is a video.

A picture is worth

4

1,000 words, a video is worth, well, 30 pictures a

5

second, technically.

6

could use the video and attach it to the addendum by

7

simply putting a Dropbox link and just having that

8

video be the addendum that you attach to your

9

contract.

10
11

So you could take that and you

Photos are the way they usually do it,

though.
This is such an interesting property.

Whoever

12

the kid was that lived in this room, whenever they

13

were done with their bubble gum --

14

UNIDENTIFIED SPEAKER:

Oh, God.

15

TREY STINNETT:

This place was something

Yeah.

Eww.

16

else, man.

All this stuff I have in the corner here,

17

it's like how long do you have to go without cleaning

18

something like that?

19

so everything was just, like --

Actually, he was a smoker, too,

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

Oh, yeah, coated.

It was -- it needed some work,

22

this house.

The good news was, it didn't need a lot

23

of dollars, it just needed some time and effort.

24

20,000 bucks was our total rehab budget.

25

ARV, the seller owed 55K, she was behind on her
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1

payments $3,500, and she needed about 1,500 bucks to

2

be able to move out.

3

Okay?

So I went to her and I said, all right, good

4

news is we're going to buy your house.

5

is, I can't give you anything more than you owe,

6

because of the condition of the property.

7

that's fine, I just want out of it, can you help me

8

move?

9

move, and here's the way that we're going to do it.

10

The bad news

She said,

I said, we can get you the $1,500 you need to

Have her sign the contract, and in that

11

contract, there is a clause, and that clause says,

12

"Subject to existing financing."

13

deal is only good if I can assume the loan.

14

has an unassumable loan, but even if her loan was

15

assumable, I didn't have a credit score or an income

16

to be able to validate and be able to qualify for that

17

loan, so the only way I can do this is if I've got

18

some sort of fancy trick up my sleeve.

19

looks like is understanding the laws of this country.

20

Okay?

21

In other words, this

And what that

So the way that we did -- what's the best way

22

to describe this?

23

(inaudible).

24

property, certified, through what document?

25

Now, she

So let's say that I got --

So she's got a property, she owns that

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

A deed.

Okay.

So she's got a

2

deed.

3

Great for her, okay?

4

transferred out of her name and into my name.

5

need a title company to do that.

6

lawyer to do that.

7

is called a quit claim deed, okay?

8

to quit her claim to another person.

9

she would be quitting her claim through the quit claim

10

That is stating her ownership of the property.
Now, that deed can be
I don't

I don't need a

I simply need one document, which
Which allows her
In this case,

deed to me.

11

That's it.

12

claims the property to me.

13

here, and that is that she has a loan, meaning that

14

there is a -- that on top of this deed, there is also

15

attached a mortgage.

16
17

Quick issues.

Okay.

So she quit

Now, there's a problem

Okay?

Now, what happens to that mortgage if she
transfers the property to my name?

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

(Inaudible).

No, it stays in her name.

20

Here's the problem:

21

of you have a mortgage right now?

22

sure every single one of you read every single word of

23

the mortgage, right?

24

the stickers were?

25

Go read your mortgage.
Okay.

How many

Okay, I'm

You didn't just sign where all

Okay.

So if you were to read it, what you would see
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1

is there's something in there called a due on sale

2

clause, which states that in the event of a transfer,

3

whether it is a quit claim deed, a trust deed, a tax

4

deed, a warranty deed, it doesn't matter.

5

transfer of deed, that note is due in full.

6

Any type of

So if we transfer this over, the entire 55

7

grand is due.

That wouldn't be a problem for me

8

today, but I didn't have 55 grand back then, so I was

9

like, okay, I need to simply take over her payments

10

until I can fix the property up and sell it.

11

I look at the taxes.

12

However,

The lease option is not going to be an option

13

for me here, so I need to find a different strategy.

14

So I talk to my mentor.

15

do here?

16

I say, Robert, what would I

He said, well, you can actually do a quit claim

17

deed, but instead of doing it into your name, you need

18

to do it into a different entity.

So there's a

19

specific entity here that I used.

Now, to understand

20

this stuff, if you guys think it's important to be in

21

a business to understand the laws behind the business,

22

the rules of the game, so to speak?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

Sure.

When you understand the laws of

your business, you're able to do things that other

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

EX 6, p. 303

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 305 of 439
304
1

people can't do.

So, for example, if you wanted to

2

transfer your property into an entity, so that you

3

could give it to your kids when you pass away and

4

avoid probate and issues with the will process and all

5

that, what kind of entity would you put it into?

6

UNIDENTIFIED SPEAKER:

LLC?

7

TREY STINNETT:

8

move my property into a trust.

9

If you move the property into a trust, what's going to

A trust.

A trust, okay?

So I

Here's the problem:

10

happen?

11

So that means that the only people who can move their

12

property into a trust are people with paid-off houses.

13

In other words, wealthy people.

14

have mortgages could not actually do estate planning

15

to pass properties down to their kids unless they've

16

got the house paid off first.

17

The due on sales clause is going to trigger.

That's not fair.

So all the people who

So in 1982, the Senate passed

18

a new law, it's called the Garn-St. Germain Act.

You

19

can look it up.

20

a property being transferred out of a person's name

21

into an inter vivos or living trust for purposes of

22

estate planning, the bank cannot invoke the due on

23

sale clause.

24

exemptions, so you don't lose any of the exemptions

25

that you get for owning the property.

The Garn-St. Germain Act states that

Also, owner retains full estate
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1

So she literally could transfer the property

2

into a trust and leave it to her kids or anybody that

3

she so chooses in the event of her demise and she

4

could transfer to that trust and if -- what happens

5

whenever a property is transferred, it is -- they will

6

notify all owners of that property, or all the people

7

with a financial interest in the property, so

8

lienholders, that there was a transfer of ownership,

9

okay?

10

So when the bank is notified there is a

11

transfer of ownership, it's not to me, it's to the

12

Karen Smith Land Trust, what are they going to do?

13

Nothing.

14

So they just allow her to continue to make her

15

payments.

16

name, and the payments are made.

17

They can't -- they can't call the note due.

No requalification, the note stays in her

So this is how we did it.

Okay?
A trust has two

18

different parts, it has two different people.

19

the two people in a trust?

20
21
22

UNIDENTIFIED SPEAKER:

Who are

Trustee and the trustor

[sic].
TREY STINNETT:

The trustee and the

23

beneficiary.

Or trustor.

24

we transfer the property using a quit claim deed from

25

her name, into a land trust called the Karen Smith
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1

Land Trust, that notifies the bank the property has

2

been transferred into the trust.

3

doesn't know is who the trust -- or who the

4

beneficiary is.

5

you trust.

6

What the bank

The trustee needs to be somebody that

Trustee.

Trust, okay?

You can use an attorney here, you can use your

7

own company, you could use a friend of yours.

8

could do it yourself if you wanted to.

9

sister on this specific one as my trustee.

You

I used my

10

My beneficiary, though, who is the beneficiary?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

You.

My company.

So this is when

13

the LLC comes in.

14

you can put it in your own personal name, whatever.

15

That is not publicly filed, so as far as the bank is

16

concerned, it's just transferred into a trust.

17

meets the requirement of the Garn-St. Germain Act,

18

they can't call the note due.

19

effectively just sold a property to myself?

20

Yes.

21

So I put it into my company's name,

It

So now have I
From her?

And now the payments still have to be made, so

22

I'm taking on the responsibility of making those

23

payments, but the mortgage is still in who's name?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

payments for her.

2

don't get the ownership until the end right when I

3

sell it, I get the ownership up front.

4

I'm done fixing the property up, total we spent on

5

this thing was 20,000 bucks.

6

And unlike the lease option where I

So now when

Where do you think we got the 20 grand, by the

7

way?

You might remember I was talking about an

8

American Express card earlier.

9

the AmEx, but we got it out of different credit cards.

10

We used that to be able to pay for the rehab budget on

11

this house.

12

Yeah.

We wrote off

So it was five grand total to get control and

13

current, so the $3,500 to catch her up on her back

14

payments, plus the $1,500 for her to move.

15

monthly mortgage for three months.

16

of pocket.

17

for $125,000, for a total profit of just under 38,000

18

bucks.

$750

$27,250 total out

When you add all of that up, we sold it

Pretty good deal?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Yeah.

Isn't that cool?

Oh, and by

21

the way, when I get to closing, do I have to use an

22

A-B-C transactional lender?

23

So all I have to do is sell the property.

24

there's no loan required for me to have her come up

25

with the $55,000, because I simply sell it for the
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1

full $125,000.

For the full $125,000, which then pays

2

her back for all the rehab, pays me back for the

3

$5,000 that I had to spend to get control and get her

4

current, and it pays me back for the 750 times three

5

months that we spent to be able to keep the property

6

current while we were working inside of that deal.

7

Does that kind of make sense?

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

Um-hmm.

So here are the documents that

10

you need to actually complete this level of a deal.

11

You need a quit -- not quick -- quit claim deed.

12

Always makes me laugh, some people call it quick claim

13

deed.

14

somebody say it?

15

your claim.

16

I'm like, have you read this, or you just heard
It's a quit, because you're quitting

I quit my claim.

This is actually a term that was used a lot

17

here in the gold rush.

18

them.

19

People with staked claims quit

So you need a quit claim deed.
You need a land trust.

It's titled inter

20

vivos, Latin for living trust, okay?

21

people say that they want to file the trust just to be

22

absolutely certain that everything is done right.

23

you file the trust and somebody were to look up who

24

the trustee is -- I'm sorry, look up who the

25

beneficiary is, that could become a problem for you.
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1

So what you could do is actually make Karen the

2

beneficiary, and then add an additional document,

3

which is called an assignment of beneficial interest.

4

Then transfer the property from Karen into your LLC.

5

Now, what you do is you just don't file this

6

document anywhere.

7

in your filing cabinet and you hang onto it.

8

when the property has been transferred into the land

9

trust, the land trust is then transferred to you.

10

don't have to do it that way, you could just make

11

yourself the beneficiary outright, but if you're

12

concerned that the bank will go look up who the

13

beneficiary is, you could create an additional wall of

14

protection by simply putting in her name first and

15

then having her transfer the beneficial interest to

16

you.

17

You have it notarized, you put it

Pretty cool stuff?

So now

So that, my friends, is how

18

you assume an unassumable loan.

19

better for you all's deal than the lease option.

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22

Yes.

other questions on this?

That might work

(Inaudible).
Of this country.

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

(Inaudible).

Beneficial interest.

assignment of beneficial interest.
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1

have those documents, you can do this deal.

2

get an attorney to draft them up for probably 150

3

bucks a pop, and then after you've used them once, how

4

do you get them for free the second time?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

You can

(Inaudible).

White it out.

You get it.

7

Yeah.

Just make photocopies and white out the parts

8

that you had to fill in and fill them in differently

9

next time, okay?

So that's kind of -- you see what I

10

was talking about.

11

ones that work where you're at.

12

write up a real estate contract using a Texas form

13

when you're out in D.C.

14

different states, my recommendation is go with whoever

15

is in your local area.

16

If you get contracts, you need the
And you can't really

Since you guys are in three

Now, we will go over the Fast Start and give

17

you contracts that you can use that are kind of it

18

doesn't matter what state you're in, but I still

19

always recommend that you have an attorney on your

20

power team, because you have stuff like this that pops

21

up and you'll want to have some documents that you can

22

use.

23
24
25

So this was the very first deal I did.

I've

got the check that I show here.
UNIDENTIFIED SPEAKER:
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1

claim deed and a land trust -- (inaudible).

2

TREY STINNETT:

This is how I got in the

3

business.

I came to one of these classes.

4

I didn't like go bump my head against the wall 10

5

times before I started, I just went straight to do it

6

the right way.

So I had a little bit of help.

7

All right.

8

We're going to play a game.

9

to, but we're going to anyway.

10

So for me,

Deal Or No Deal.

Do you all want to play a game?
You don't have to want
So this game is called

Have you ever played before?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

Yep.

So what I want you to do is I

13

want you to analyze the deals that I put up here and

14

tell me whether or not they are good deals.

15

them means doing that, okay?

16

Analyze

So, this is a divorce pre-foreclosure.
That's fine.

All right.

Hold

17

on.

This is a divorce

18

pre-foreclosure.

19

$500,000.

20

They're both fully capable of making these payments.

21

They're both gainfully employed, they're just refusing

22

to make their payments because they're angry with each

23

other.

24

of butting heads.

25

years into a 30-year note.

A little bit above the market,

The person or the couple owes 460 grand.

So they're going into foreclosure, both kind

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

Refusing to pay.

They're three

EX 6, p. 311

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 313 of 439
312
1
2

The PITI on this thing, guarantee -(inaudible) --

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

(Inaudible).

Principal, interest, taxes and

5

insurance, otherwise known as the mortgage payment.

6

Okay?

7

behind, plus 1,000 bucks in fees, for a grand total of

8

almost $14,100.

9

of work and the rent is below the principal, interest,

10

PITI on this property is $334,560, three months

So $1,450 behind, needs $30,000 worth

taxes and insurance.

11

Okay?

Question for you:

Deal or no deal?

If it is a

12

deal, show me why; if it's not a deal, show me why and

13

show me your math.

You have one song.

14

(Music playing.)

15

UNIDENTIFIED SPEAKER:

16

music off.

You have to turn the

I can't do math with the music playing.

17

(Music playing.)

18

TREY STINNETT:

Try them.

I've given you

19

three, try them all.

The last one should be pretty

20

easy to not even try because the rent is below the

21

PITI.

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

the end of the song.

2

right.

3

deal?

4

not a deal?

What do you guys think?

Who thinks this is

Look at all those hands.

So why is this not a deal?

All right.

Do we make any

money renting this property after this?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

All

Who thinks this is a

Anybody think it's a deal?

5
6

I'm tired of waiting.

No.

No.

You have to give the

principal, the PITI, and you can't just raise rent

10

above market rates, nobody would do that for no

11

reason.

Can we do it as a flip?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

No.

Well, if we do the MAO

14

calculation, it comes out well below what they owe,

15

and unless they're willing to take a loss, that's not

16

going to work either.

17

what you know so far this weekend, is to walk away.

18

Is it okay if sometimes you look at a deal and it's

19

not a deal?

So the correct answer, given

20

UNIDENTIFIED SPEAKER:

Um-hmm.

21

TREY STINNETT:

Sometimes that is going

Yeah.

22

to happen.

That being said, tomorrow I'm going to

23

show you how to make over 100 grand off that deal in

24

less than three years.

25

there?

Probably not.
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like an investor.

2

thinking like a consumer, today you're thinking like

3

an investor, tomorrow I'm going to get you thinking

4

like a banker.

5

entire thing put together, the tri-ad, and you can go

6

out and you can crush any problem.

7

Yesterday you may have come in

When you do that, now you've got the

Next deal, this is an 8-plex.

Fair market

8

value of this property is $280,000.

You can fire sell

9

it and dump it for $200,000 if you have to.

You all

10

know what a fire sale is, right?

11

you sell it to the first person that will take it.

12

You get 200 guaranteed, no question.

13

You're in a hurry,

The cost is 210 grand, down payment is $40,000.

14

The mortgage is $170,000, there was a positive monthly

15

cash flow of 800 bucks, okay?

16

for the entire 8-plex, not per unit, okay?

17

for the whole 8-plex.

18

expenses on this property.

Just look up here, $800
So $800

That is the net after all the

19

So -- (inaudible) -- deal or no deal?

Or if

20

you answer my question, you've got to be able to show

21

me the math.

Remember, this is for cash flow.

22

(Music playing.)

23

TREY STINNETT:

Remember -- (inaudible) -- cash

24

what?

Guys, you're not going to be using the MAO

25

calculation on this one.
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1

do the rental.

2

UNIDENTIFIED SPEAKER:

(Inaudible).

3

TREY STINNETT:

(Inaudible) -- $800 is

Yeah.

4

the -- (inaudible) -- that's after the mortgage

5

payment, that's after expenses, after --

6

(inaudible) --

7

You can have a little more time.

8

You guys are going to love tomorrow.

9

Do you need some more time?

10

All right, 30 seconds.

11

And time's up.

12

is a deal?

13

this is not a deal?

14

Okay.

Raise your hand.

Probably.

So who thinks that this
Okay.

And who thinks

Okay.

So let's do the numbers together so that we can

15

see whether it is or is not a deal.

16

this is not a flip, so we're not going to use the MAO

17

calculation.

18

rate of return, year ROI.

19

them up here for you guys to remind them of what they

20

are.

21

First of all,

What are we going to use?

Cash and cash

I've gone ahead and written

So for a couple of you around the room this

22

morning, we were going over this.

23

of return, this is the money you get back every single

24

year on the money you put into the deal.

25

to be about what percentage?
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Ten.

Twenty.
Okay?

Our year one ROI

3

is the same as the cash on cash, except I'm adding in

4

what?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

Instant equity.

Instant equity.

7

let's go ahead and do some math here.

8

have cash-on-cash rate of return.

9

monthly cash flow?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

14

Okay?

So

Okay, so we

What's my policy of

(Inaudible).

Times 12.
(Inaudible).

$9,600.

Okay?

What's my

investment?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

(Inaudible).

$40,000.

Okay?

So if you

17

divided that by 210, then you missed what we talked

18

about earlier, which was that as a cash-on-cash rate

19

of return, not a cash on purchase price rate of

20

return.

21

return, you wouldn't be factoring in the cost of the

22

mortgage, which is kind of -- we'll talk about

23

tomorrow.

24

return is, if I put in $40,000 and I get back out

25

$9,600 a year, what rate of return is that?

If you did a cash on purchase price rate of

But for now, the cash and cash rate of
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

3

(Inaudible).

Is that better than my 10

percent number?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

(Inaudible).

So from that perspective, it's

6

a good deal; however, we've only done one calculation.

7

We still need to run the cash -- or the year one ROI,

8

because the year one ROI tells us whether or not we

9

paid below retail, those who thought it was a good

10

deal, okay?

11

So what was the formula for the year one ROI?

12

Cost of monthly cash flow times 12, which comes out

13

to?

$9,600.

Plus instant equity of how much?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

16

follow where the 70 came from?

17

property worth?

$70,000.

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

20

(Inaudible).

290.

Does anybody not

Okay.

So what's the

290.
What are we buying it

for?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

210.

210, okay?

$80,000 of equity.

23

We said yesterday that money is not just dollar bills,

24

it's also equity in property.

25

winning the game of wealth.
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1

wealth that you are in control of.

2

thing and putting 40 in, you just increased that

3

equity to 110, because you got your 40,000 down

4

payment plus $70,000 of just spread or arbitrage

5

between what you bought it for and what it's worth.

6

By buying this

So let's go ahead and add the 70,000 in, that

7

makes 79600.

We divide that by our cash investment of

8

40 grand, and what does that give us?

9

UNIDENTIFIED SPEAKER:

10

TREY STINNETT:

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

19 -- oh.

We've got a decimal.
(Inaudible) (inaudible).

You got it, 199 percent.

Yeah,

13

I know, it's so big I've got to check my numbers

14

twice.

15

friends, a screaming deal.

16

oh, it's only 800 bucks, you might walk away.

17

you actually slow down, run the numbers, you can see,

18

holy cow, there's a diamond in the rough here, I can

19

turn 40,000 into 110, and I'm making money every

20

single month?

21

though you didn't get the 70 out now, you don't

22

necessarily need it now, and if you do need it, wait a

23

year and a day, sell the property, do a long-term

24

capital gains.

25

properties with the profit from this rental property,

Are you with me?

Yeah, that would be, my
At first glance, you go,

That's an amazing deal.

But if

And even

Or even better, just go buy rental
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1

five years from now when you sell this one after it's

2

gone up in value?

3

Okay?

4
5

recap anything on the rental one?
UNIDENTIFIED SPEAKER:

Can you give us the

formulas again?

8
9

And then rinse and repeat.

Does anybody have any questions or need me to

6
7

Okay?

TREY STINNETT:

Yes, they are positive monthly

cash flow times 12, divided by your investment, and

10

positive monthly cash flow times 12, plus instant

11

equity, divided by your investment.

12
13

All right.

Ready for the next one?

Okay,

let's do it.

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

(Inaudible).

Yeah, I'm the ready one.

16

right, so this one is yet again another rental

17

property.

18

down, the monthly payment is $1,100, the GMCF, 200

19

bucks.

Buy a house for $200,000, put 20 percent

Deal or no deal?

20

(Music playing.)

21

TREY STINNETT:

22

Show me your math.

All right.

What do you guys

think, deal or no deal?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

All

deal.

No deal.

That is a really, really crappy

Where did you find a deal like this?
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1

would be the exact deal, in Austin, that somebody in

2

San Francisco showed me.

3

had that class and then -- not San Francisco, what's

4

right outside of it?

5

Remember I was saying that I

San Jose.

So I was teaching class in San Jose, and this

6

guy comes up to me, his name is Ty.

7

me, he goes, you live in Austin?

8

goes, can you help me figure out why I can't find a

9

tenant for my rental property?

10

property at?

And Ty says to

I said, yeah.

He

I said, where's your

He told me east of 35.

11

Now you might remember yesterday that I said

12

the property values go down about 100 grand when you

13

go across 35.

14

Austin.

15

that?

Now I know that because I live in

Do you think Ty who lives in San Jose knows

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

18

him that.

19

friend?

Probably not.

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

Yeah, I actually did.

Incredible.

22

(inaudible) -- I know him.

23

(Laughter.)

24

TREY STINNETT:
Saturday.

And nobody told

Did you get all of the money out of it,

20

25

No.

All right.

You can --

So it is a

So Ty shows me this deal and he goes, I
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1

bought it for 200, I put about 20 percent down, and

2

I'm trying to rent it right now for $2,000 and I can't

3

find a tenant.

4

it to you, but on that side of 35, you're not going to

5

get more than 1,100.

6

I'm sorry, but that's what happens sometimes when you

7

go to, you know, California investors, they try to get

8

them to invest in stuff they shouldn't be buying.

9

I said, there's nothing wrong with buying

And I told him, man, I hate to break

And he goes, what?

I was like,

10

properties in Texas, but in Austin, it's not a good

11

rental market, okay?

12

market in D.C.

13

right?

14

Any more than it's a good rental

You pay too much for the cash flow,

So that being said, does it help him at all for

15

me to tell him that the deal he already bought sucks?

16

No.

17

deal.

18

We've got a property, he bought it for 200K, 40 down,

19

payment would be about 1,100.

20

typical.

21

I've got to help him actually fix the broken
So let's take a look at what we've got here.

This is totally

I see this stuff all the time.

And if you're looking to get a monthly profit

22

of 200 bucks.

I can't tell you how many people I

23

meet, they're like, well, as long as I buy the

24

property, I get $200 a month, then I can put the $200

25

toward paying down the mortgage.
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1

there.

2

the willingness to do something now, to benefit

3

yourself later, I think that's important and that's

4

smart, but let's be a little bit smarter about what

5

we're doing, and let's buy the assets at the right

6

prices.

7

What are you doing?

Right?

I can appreciate

But because you already bought this asset in

8

the wrong way, we've got to fix it.

9

together.

Okay?

So let's fix it

Over a period of 30 years, if you

10

kept paying $200 a month, you would make 72 grand.

11

I guess there's an argument here that you could say,

12

well, over 30 years, the property will be paid off

13

while you make $72,000 and maybe it goes up in value.

14

That's a lot of maybes for a real estate investor,

15

okay?

16

So

First of all, yeah, the property might go up in

17

value; yeah, the mortgage may get paid off, if you go

18

the entire 30 years; but there's no way you're going

19

to make that 72 grand without spending some money to

20

keep that property up.

21

UNIDENTIFIED SPEAKER:

Sure.

22

TREY STINNETT:

So, for example, you may

Okay?

23

have to repair it.

Get a new roof, 15 grand.

24

HVAC, another 12.

Average repair, about $3,000

25

between tenants, just replacing carpet and fixing
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1

things that are broken and painting some stuff like

2

walls.

3

(Inaudible) -- you see every now and then.

4

Factor in just one month of vacancy per year, add all

5

this up, it's about a negative 90 grand, for a grand

6

total of you'd lose $18,000.

And you've spent 30

7

years to lose your 18 grand.

Okay?

8

great deal.

9

Probably not a

So here's how it all boils down to this

10

problem.

You own a single-family residence, fair

11

market value is 200K.

12

you've put 20 percent down, PITI is 1,100 a month, the

13

property is rented for $200 positive monthly cash

14

flow.

15

going to use a strategy that we learned earlier today.

16

I'll give you guys just a little bit of time looking

17

at it to tell me how you would make this thing work.

18

See if you can make it work.

Fix this.

You've bought it for 200K,

How do we fix this deal?

19

(Music playing.)

20

TREY STINNETT:

21

And we're

You heard somebody say the word

"strategy," see if you can do it from that.

22

All right, anybody figure it out yet?

All

23

right?

So, somebody here is like, I so figured it

24

out, so what the hell am I supposed to do right now?

25

You have no idea what to do right now.

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

EX 6, p. 323

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 325 of 439
324
1

Okay, so it's technically in your notes, but

2

you don't know what to do.

What does that mean?

Just

3

because it's in your notes doesn't mean you're right,

4

okay?

5

about it yesterday and a little bit this morning, is a

6

lease option.

7

use it, because I heard a couple of you say lease

8

option, but you have to know the actual mechanics of

9

making this thing work, okay?

So the strategy we're going to use, we talked

10

Now let's actually talk about how to

So first of all, what is the purpose of a lease

11

option?

It allows somebody to buy property even if

12

they don't have what?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

Credit.

The good credit, okay?

So we

15

used it this morning as a way of being able to acquire

16

property when we couldn't qualify for a loan to buy

17

the property, so we use the lease option to be able to

18

go ahead and rent the property while we fix it up and

19

then sell it.

20

strategy we used this morning, only instead of us

21

being the buyer, we're going to make somebody else the

22

buyer.

Okay?

We're going to use that same

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

Cool.

All right?

So now when we

talked about the lease option yesterday, we did this
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1

triangle, we said that lease options are at what part

2

of the market?

Above or below medium?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

Above.

Above medium.

So this is for

somebody who has money but does not have what?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Credit.

Credit.

You got it.

Okay?

So

8

this is going to be an advertisement that I put out on

9

Craig's List and I say, beautiful home available,

10

owner financing available, $8,000 down, no credit

11

check.

12

call on an ad like that?

Okay, who are the only people who are going to
People who have?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

No credit.

$8,000 and probably don't have

15

good credit, otherwise they wouldn't be owner

16

financing.

17

Okay?

So I'm not going to be attracting people that

18

are not good for the property, so I'm not going to say

19

just owner financing without mentioning the down

20

payment.

21

down payment, all right, it is actually going to be

22

something else, which we talked about this morning,

23

called an NROC.

24

the lease option?

25

Okay?

Now it's not actually going to be a

What were the other three parts of

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

All right.

Lease.

2

guys are doing good.

3

sneezing, do we cats in this room or something?

4

All right.

All right?

Price.

You

You all are

So NROC, time, price and lease.

5

These are the items that we need to make sure are in

6

place once we do a lease option.

7

what is the furthest I'm willing to establish a

8

revolving -- bless you, so that I don't have to say it

9

again --

10

So first of all,

All right, so nonrefundable option,

11

consideration, times price, lease on my NROC, what is

12

the minimum down payment that a person can make on a

13

property these days?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

Three percent.

3.5, very close, right?

16

FHA loan, three and a half percent.

17

say, like, 4 percent.

18

NROC about 8,000 bucks.

19
20

So an

So let's go with

So I'll say with respect to the

Next, what is the purpose here?

We're helping

the person do what?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

Build up good credit.

Increase their credit so that

23

they can buy a house from us, okay?

24

talked about yesterday, this is a cash flow strategy,

25

it makes us money on a monthly basis, but it also
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1

allows us to make sure we have a buyer on the hook at

2

the end of the deal.

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

Right.

How long is it going to take a

5

person to clean up their credit to be able to qualify

6

for a loan?

7
8

UNIDENTIFIED SPEAKER:

Six months?

Eighteen

months?

9

TREY STINNETT:

Probably a year or two.

Maybe

10

something like that.

11

three years.

12

option.

13

at the end, and establish a nonrefundable option for

14

consideration of $8,000.

15

Let's give them a buffer and say

So put them on a three-year lease

Okay?

Make the buyer pay the closing costs

Next we're going to have to establish the

16

lease.

How much is the lease payment going to be?

17

What right now is the payment?

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

20

$1,100.

$1,100, plus the cash flow of

how much?

21

UNIDENTIFIED SPEAKER:

$200.

22

TREY STINNETT:

So that means the lease

23

$200.

payment on that deal right now is?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

can do about 20 percent above the market rent, okay?

2

Is it fair if a person gets to move into the house

3

three years before they actually buy it that they're

4

going to pay a little bit more than they would if they

5

were just renting?

6

UNIDENTIFIED SPEAKER:

Sure.

7

TREY STINNETT:

So about 20 percent

Sure.

8

above area market rent is what you're going to pay.

9

What is $1,300 times 1.2?

$1,550.

Okay?

10

$1,100, are we already doing better?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

Minus our

Yes.

We've already pushed our cash

13

flow up to 460.

And then finally, we need to figure

14

out the actual price of the property.

15

anybody know the appreciation rate around here in

16

D.C.?

Okay?

Does

Annually?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

It goes up and down.

Yeah, it's like 15 percent.

19

It's the highest in the country.

20

However, if you go to like Alexandria, or you go to

21

like Arlington, it's not as high.

22

Baltimore, it's not as high.

23

tomorrow what the appreciation rates are in the area.

24

You've got to know your area depreciation rate, okay?

25

So what would this property be worth in three
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1

years?

Let's just go with the feds version of

2

inflation at 3 percent.

3

increases at 3 percent each year, compounding

4

annually, what will it be worth in three years?

5

do you do compound annual returns?

6

clue, I told you, fifth grade math.

7

you want to know the fifth grader's approach?

Okay?

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

So if this property

How

I have no freaking
I don't know.

Do

Yeah.

Because that's about all I can

10

do, okay?

Go ahead and grab your calculator, type in

11

$200,000.

Sorry, I'm picturing my daughter's --

12

(inaudible).

13

(Laughter.)

14

TREY STINNETT:

15

sort of.

16

Whatever.

17

we talking about?

18

I don't know, it's like maybe

It's not very bright on that screen.
Sorry.

I told you guys I'm ADD.

Oh, compound interest.

What were

That's what I was

19

trying to do, calculator.

This is why you shouldn't

20

use a calculator on a phone, too distracting.

21

$200,000, multiply that by 1.03, that gives you the

22

first year.

23

1.03, that gives you the second year, and it now is

24

compounding.

25

you $218,545.40.

It should be 206 grand.

Put in

Multiply that by

Do it again times 1.03, that should give
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1

All right, now we've got our lease option in

2

place.

At the end of the third year, when the person

3

finally gets their credit in order, and by the way,

4

did we help them do that?

5

help them do it, so it shouldn't be a problem.

6

end of that time, we go ahead and help them get into

7

that property, okay?

8

our 200 grand.

9

grand anymore because we have more time paying it

Yep.

Sure, we know how to
At the

They buy it from us, we pay off

Now, technically we don't owe 200

10

down; however, have you guys ever looked at

11

amortization schedules?

12

paying interest in the beginning?

13

interest.

14

we'll just let it be a bonus, okay?

15

So $18,545 in profit there.

Right?

How much of it you're
It's mostly

So we're not even going to count that,

Next, we've got

16

$460 a month for three years, for a total of $16,560.

17

Plus our nonrefundable option consideration of 8,000

18

bucks.

19

this deal in three years, okay?

20

depreciated property on our taxes for another three

21

years, right?

22

basically just did, and I'll go back and screen it in

23

if you want, is we got out of the bad deal and safely

24

returned the $40,000 back into your possession, plus

25

made $43,000 in profit on a deal that we all agreed

Meaning we were able to pool $43,105.40 out of
Plus we've got the

So summarizing all of this, what we
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1

sucked, but this guy could not figure out a way to

2

make it work in Austin because a person had lied to

3

him and told him his rent should be 2,000 bucks a

4

month.

5

Did he lose money in this deal?

6

six months worth.

7

get out of that thing very quickly, and move on with

8

his life.

9

(Inaudible).

No.

We just showed

So what else happened here?

We'll be able to

The family got a

10

house, so improved their situation, okay?

11

them fix up their credit, and got 83 grand back in the

12

end to go do another deal with and took three years to

13

do it.

14

for what actually is the rents in Austin, that would

15

have taken him 17.9 years to make the same amount of

16

money we were able to do in three.

17

We helped

At 200 bucks a month, renting that thing out

So you remember yesterday we had the investor's

18

creed, so what do you think?

19

number two?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

Number one was safety,

Speed.

So incredibly important to move

22

quickly through your deals, because the faster you

23

make the money, the more likely you are to get the

24

results.

25

them, create a step-by-step system that gives you the

So you followed these things and you create
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1

structure for a business to be able to continue to

2

produce money for you.

3

these every single month, but what if you do two a

4

year?

5

years from now, right?

6

Maybe you don't do one of

What does life start to look like a couple of

So you're doing some flips the traditional way,

7

like we've been teaching you here, however every now

8

and then you end up with a situation like this that

9

you can also get into and do the right way.

For

10

example, that divorce pre-foreclosure or something

11

that we looked at earlier, you may already start to

12

see that there's an idea somewhere in here.

13

won't work for the divorce pre-foreclosure by itself,

14

but this is going to play a part of that strategy.

15

we kind of layer on top of that.

16

pretty cool the way that that worked, so even

17

sometimes in that first what looks to be a bad deal,

18

and you think as mentors sometimes our students bring

19

us deals that are crap?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

This

So

This is kind of

Oh, yeah.

A little bit.

But sometimes

22

that's our job, is we take a look at that and say,

23

okay, well I've been in that situation before, or I've

24

seen others deal with that situation before, let me

25

help you navigate your way out of that hole, and
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1

that's exactly what we do on this thing as well.

2
3

So, all right.
this way?

4
5

Why is it taking back to do it

Because it's in there twice.

UNIDENTIFIED SPEAKER:

I asked her --

(inaudible).

6

TREY STINNETT:

All right, cool.

7

you guys need a bathroom break?

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

All right, do

Yes.

Give you a minute since the

10

lunch break.

11

because when you come back, we're going to be getting

12

into one of my favorite sections of the weekend,

13

definitely my favorite section of today, we're going

14

to be covering asset protection.

15
16

So go ahead and use the bathroom,

All right, 3:10 now, please be back in the room
by 3:20.

Thank you.

17

(A brief recess was taken.)

18

(Music playing.)

19

TREY STINNETT:

20

No?

21

go.

22

That's okay.

All right.

All right.

Everybody back?

I said 3:20, it's 3:20, so let's

So we talked about this circle,

23

this wheel of wealth a couple of times this weekend.

24

The idea being that if you're going to enter a new

25

market, you're going to start a new business or you're
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1

going to be playing a new game, that the first step in

2

that game is to get educated.

3

do.

4

give you the guidance that you need to be able to

5

utilize that education in the right ways, to be able

6

to get you results much faster than you would get just

7

trying to like bang your head against the wall and

8

Scurry your way around until you find answers.

9

Putting that structure in place requires next that you

Know what you have to

And then to find and seek out mentors to actually

10

have the capital to be able to execute on it.

11

the capital is in place, we talked about the tools

12

that you need.

13

like software and stuff I've mentioned, but mostly

14

those tools are strategies.

15

actually do.

16

so far this weekend, but we still have a few to come.

17

Once

Those tools of investors can be things

It's the stuff that we

We've gone over some of the strategies

The next part of our conversation here is going

18

to be asset protection, and that is to make sure that

19

while we are building our business, while we are

20

building up our wealth, we don't have a hole in our

21

bucket called taxes, and we don't have such an ability

22

for one person to come by and steal away and take away

23

everything that we already have.

24
25

So let's go ahead and dive into our asset
protection conversation now.
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1

your own -- (inaudible) -- or rental property, okay?

2

And if it is in your name, as we discussed yesterday,

3

you're already making your first mistake, because if I

4

can find you, I can sue you.

5

than just lawsuits.

6

In fact, there's more

There was a man in Texas, this was probably

7

four years ago, that was shot in his home and killed

8

at night, and what had happened was, the judge who had

9

prosecuted and convicted him, I guess didn't prosecute

10

him, the judge that had actually made the judgment to

11

convict him, that was -- he got out of prison on

12

parole, he went straight to the judge's house and

13

killed him.

That was his first order of business when

14

he got out.

Some of you may have read about this.

15

Thankfully, the guy didn't touch his family,

16

but the man is no longer alive today, and how do you

17

think that that man was able to find the judge's

18

house?

19

house right now, all I have to know is the county you

20

live in and your first and last name, and I can find

21

your address.

22

It's publicly -- it's listed, okay?

Your

It's not that hard.

On the flip side, if I know your address, all I

23

need to be able to do is go look up that to find out

24

who the owner is.

25

if I go, say, slip and fall on that property and want
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1

to sue the owner, I could find out pretty easily who

2

the owner is before I go slip and fall.

3

people who do stuff like that?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

Are there

Yeah.

There are.

So asset protection

6

is important, because if people can find you, they can

7

take what you have or they can take your life in the

8

case of that guy in Texas.

9

you guys do this ahead of time and you don't wait

10
11

So it is important that

until after you already have deals and money in play.
All right.

So the idea here is to always to

12

own and -- I'm sorry, is to control without owning.

13

So Andrew Carnegie did not own the steel mills,

14

Vanderbilt did not own the railroads any more than Sam

15

Walton owned Walmart or Mark Zuckerberg owns Facebook.

16

We always position ourselves one degree separate.

17

Real estate is the wealth of silent

18

millionaires.

19

money, but nobody knows about it because they're not

20

pulling in some big corporation where people can come

21

see, and if you're intelligent about it, you don't

22

have all of your properties in a single entity where

23

somebody could go look it up and find everything that

24

you have.

25

People that have tremendous amounts of

Remember I talked yesterday that when I got
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1

back from this class, I went and looked up Ben, in my

2

city, to see what properties he had.

3

had -- Colonel Sanders that I had lunch with.

4

went and looked it up and I found like five properties

5

in his name.

6

is to appear poor on paper.

7

somebody else's financial gain plans yesterday, we've

8

already got that part down, but that's not what I mean

9

when I say poor on paper, right?

10
11

That was not safe.

The guy that I
And I

The whole goal here

Okay?

Now, checking out

I don't want you to

be poor, I want you to look poor, okay?
And the way we do that is with asset

12

structuring in different entities, because ultimately

13

if you don't, people can find what you own.

14

go on websites like whocanIsue.com, find everything

15

somebody owns and then sue them to try and get that

16

stuff back out, okay?

Yeah, it's real, okay?

17

You already have -- (inaudible)?

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

she's on whocanIsue.com.

21

tonight.
(Laughter.)

23

TREY STINNETT:

No.

She's already looking it up,

20

22

You can

You know what she's doing

Okay.

So the goal with real

24

estate is to appear poor on paper so that we don't

25

have one of these two things wipe us out.
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1

this conversation, let's talk about what companies are

2

and corporations.

3

man, some of the stuff she says to me blows my mind.

4

If you ever just want like a -- I don't know, a study

5

in philosophy, just have a child, man.

6

you all the right questions.

7

My daughter is such a goofball,

They'll ask

So sometimes she asks me business questions.

8

We were in my kitchen the other day, and she asked my

9

wife, she goes, Mama -- okay, so we go get a massage

10

every week, and my daughter really wants to start her

11

own business.

12

sell these necklaces, these crystal necklaces, but one

13

thing she goes to my wife if I'm not there because my

14

wife, you know, she's a full-time mom.

15

full load, home schooling, or kind of home schooling

16

Evey, but definitely home schooling Cozy, and she also

17

goes to cross-fit like three times a week.

18

muscles are always like this, super tight, and so my

19

daughter gives her a back massage by walking on her

20

back.

21

massage business.

22

to do.

23

She's six, right?

So she's trying to

She handles a

So her

So she's pretty convinced that she's starting a
That's what she thinks she's going

So she asked my wife the other day, she goes,

24

Mama, who started the first company?

25

looks at me and goes -- and I was like, I actually
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1

know this one, the East India Company.

2

remember studying this, like when we were in fourth

3

grade?

4

percent of the stuff I learned as a kid, but there's

5

like little random things like, I don't know, the

6

Statue of Liberty is made of copper.

7

teaching me that.

8
9

You guys

It's so funny to me, like I don't remember 99

Thank you for

That's so important to know.

Anyway, so I said, yeah, baby, it's the East
India Company.

She goes, oh, really?

I said, yeah, I

10

said, so they started in London.

11

know this story already, but if you go all the way

12

back to the beginning of civilization, people were

13

people.

14

business.

15

because he did the blacksmithing.

16

company, right?

17

were governments, but there weren't like people that

18

ran other people, and there certainly wasn't a

19

fictitious third-party entity that owned capital.

20

That didn't exist.

21

And many of you may

If you owned a business, you were the
A blacksmith owned his blacksmithery
It wasn't like a

There were military companies, there

However, with the exploration of the new world,

22

and the expansion across the ocean of trade, this

23

opened up a new possibility for international

24

commerce.

25

what would happen is you would have these ship owners

However, there was a down side to it.
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1

that would basically load up their ship with all sorts

2

of goods from London and then they would ship it over

3

to the new world, either to Canada or to the colonies.

4

And they would send it over and they would unload

5

their stuff and they would then give it to tradesmen

6

who would go trade it with the native Americans and

7

come back with beaver pelts and corn and gold or

8

whatever else they found in the U.S.

9

trade was operated during that time.

10

And that was how

So one trip over here, go back, pick up some

11

blankets filled with small pokes and then back over

12

here, pick up some other stuff up, send it back that

13

way.

14

went across the Bahamas.

15

Bahamas?

And that worked fine.

Until when?

Until it

Who was hanging out in the

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

Probably pirates.

Pirates.

Anybody here watch

18

Black Sails or Frontier?

19

pirates would attack the ships, and if they sunk the

20

ships, first of all, the ship was owned by the ship

21

owner, but the cargo on the ship was not owned by the

22

ship owner, it was owned by the people who sent it.

23

Just like FedEx doesn't own the stuff you send FedEx,

24

okay?

25

Come on.

All right.

So the

So the problem now being that these ships are
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1

going to cross the Bahamas, the pirates are stealing

2

all the booty, and then who's responsible for that

3

lost booty?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

The first nation.

The ship owner.

And so the

6

creditors go to the ship owner and go, where's our

7

ship?

8

the ocean down here.

9

okay, well what do you have to pay me back, because

Right?

They say, well, it's at the bottom of
Sorry.

And the guys are going,

10

you're responsible for all that stuff.

11

like, I mean, I've got my family's plantation that's

12

been in our family for the last 17 generations.

13

was putting way too much at risk to do international

14

trade this way.

15

And they're

So it

So at first, the king tried like sending Naval

16

ships with the boats, but that was crazy expensive,

17

not to mention it could cost the government ships as

18

well.

19

under the authority of the crown, they created a third

20

party fictitious entity.

21

there are non-human people, known as a corporation,

22

okay?

23

said corporations are people too.

24
25

So they finally come up with a solution, and

So now for the first time,

So maybe this is what Mitt Romney meant when he
I don't know.

So a company was created, the first
corporation, the East India Company.
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1

India Company being a separate company, owned all the

2

ships and so only the ships and the things that were

3

owned by the company were actually assets that were

4

able to go on the receivership in the event of some

5

sort of lawsuit, if you want to call it that back

6

then.

7

owners of the ship companies to protect their personal

8

assets from the liability created by their business.

9

Once that corporation was created, it exploded, a boom

So it was basically created as a way for the

10

for international trade and commerce.

11

everything is in entities.

12

incorporations, and LPs and partnerships and LLLPs and

13

all sorts of crazy different entities, trusts, you

14

name it, that you can put things into to be able to

15

protect your assets and keep them separate from you.

16

Okay?

17

Today,

We've got LLCs,

For the purposes of real estate investing, all

18

you really need for your flips is an LLC.

Okay?

19

LLCs, which stands for limited liability company.

20

an LLC doesn't actually exist in the eyes of the IRS,

21

so at the end of the year, if you are the only owner

22

of that LLC, all the money simply passes through to

23

you, okay?

24

protection, but from a tax standpoint, they don't even

25

see the LLC, they just see it as you earning moneys on

Now

So it still gives you the liability
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1

the book.

2

If you have a partner in your LLC, you can file

3

that as a partnership.

So at the end of the year, you

4

have that asset protection of the LLC; however, at the

5

end of the year when you file your taxes, you file

6

under a partnership.

7

you can also file it as a corporation, either under

8

class S or class C.

9

with, S corporations and C corporations.

You also have two other options,

You guys are probably familiar
There's

10

actually not a difference, they're both corporations.

11

The difference is their tax classification.

12

choose, okay?

13

classifications.

14

You can

And LLCs can choose from any of those

So if you're going to own a property, okay?

15

let's say you're doing flips.

16

doing flips and your -- (inaudible) -- are full

17

because it's flipped.

18

flips.

19

will be owned by you.

20

Right?

So

So let's say you're

Let's say you're doing

You need to put that inside of an LLC, the LLC
Okay?

So that's pretty much it for LLCs, a pretty

21

simple situation.

There's also other entities we will

22

use for properties, we will talk about these here in a

23

minute.

24

corporations.

25

that you'll find popping up as we have this

We also use limited partnerships and
Okay?
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1

discussion.

2

Okay.

So I was out at an event, and I like to

3

go to them as often as I can.

4

guys at a summit, I don't know whether or not I will

5

be at the same one as you.

6

going to move forward, we'll keep in touch so we'll

7

know if we're at the same ones, that would be kind of

8

cool.

9

Maybe I will see you

Those of you that are

So I'm out at this one in Arizona, so we're at

10

a -- this was the Find the Money, Wealth Bootcamp, I

11

think, and I walked into this pearl.

12

ever seen the movie Brave?

13

little cartoon with the girl with the red hair and the

14

bow and arrow, right?

15

Dreamworks Pictures, the

My daughters love it.

So, in fact, it's the reason my daughter is in

16

Irish dance now.

17

Irish dance?

18

don't move their arms.

Have you guys ever seen kids do

It is the most absurd thing, man.

They

They're just like --

19

(Laughter.)

20

TREY STINNETT:

21

Not so adorable when you're 33.

22

Have you guys

It's adorable when they're six.

Anyway, so I see Christy, I had this girl walk

23

over and I was like, hey, you're really young, what

24

are you doing at a real estate event?

25

our students are in their fifties, right?
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sixties.

2

And I said, what are you doing at a real estate

3

event?

4

estate.

5

I got my first property when I was 18.

6

pretty cool.

7

She goes, well, I've always been in real
And I said, oh, really, now?

She goes, well,
I said, that's

I said, how did you get into it?

She goes, well, my grandfather is a real estate

8

investor, my dad is a contractor, and my mom helped my

9

dad out, so I was kind of always around real estate

10

anyway.

11

grandfather and I said, will you teach me how to do

12

real estate.

13

not Colonel Sanders saying that's a job I don't get

14

paid for.

15

first deal is going to be a duplex.

16

She goes, so when I turned 18, I went to my

Of course, his answer was?

Yes.

He said yes, sure, I'll help you.

He's

Your

That's a very standard investment strategy, buy

17

a duplex, live in one side, rent the other side out to

18

pay for the whole thing.

19

with you 50/50.

20

don't want to mess with it.

21

you handle the upkeep, you handle everything, you can

22

have half the cash flow, live in one side, rent out

23

the other side, and when you're ready to move out, you

24

can rent out both sides and you're in control of that

25

asset.
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1

And she goes, this is my first deal, I'm super

2

excited.

We bought it, we cleaned it up, it was ready

3

to rent out.

4

started listing on bulletin boards and stuff like

5

that, looking for some tenants for the property.

6

this tenant shows up, a potential tenant, this lady is

7

probably in her late 30s or so, and she has a daughter

8

with her, maybe preteen or so.

9

my gosh, this property is perfect.

I moved into my side and then I went and

And

And the lady goes, oh,
It's in the same

10

school district that my daughter goes to, it's

11

literally not even a mile away from my church, I do

12

Sunday school there and I teach a women's group on

13

Wednesday nights.

14

perfect, please rent this place to us.

15

She goes, this is absolutely

Christy thought, this is going to be easy,

16

you've got the down payment and the 125 security

17

deposit and the first month's rent?

18

absolutely, gives it to her.

19

They sign a lease, no problems, right?

20

by, no problems.

21

month goes by, no problems.

22

she comes home from the grocery store or something,

23

she walks into her house and she hears next door the

24

tenants like doing some sort of like construction.

25

Banging, drilling, sawing, something.
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1

that's not allowed.

2

tenant, and she knocks on the door, and the tenant

3

opens the door.

4

of the door where the lady is just like, hey, what do

5

you want?

6

a -- let's call it a piece of exercise equipment,

7

that's silver and connects the ceiling to the floor.

8

She was turning it into a firehouse, I'm sure.

9

So she goes over to see the

And Christy looks through the crack

And she sees that the lady is installing

So Christy comes into the property and says,

10

you can't do that, you can't do construction on my

11

property, what are you doing?

12

yelling at Christy and there's this fight back and

13

forth, okay?

14

threw the first punch, but it turned into a physical

15

fight.

16

through the glass window into the front yard.

17

the first story, so she gets by, but she ended up

18

being all cut up, she had glass in her eyebrow and

19

guess who showed up?

And the lady starts

Now, I wasn't there, so I don't know who

Christy got pushed over a couch, and fell
That's

The po-po.

20

So the police roll in, and who did they arrest?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

to that question.
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1

property, but she's the landlord, she has a right to

2

be in the property, but either way, I think that they

3

arrested her because the daughter is the one that

4

called the cops.

5

right away.

6

And so I think they just assumed

I don't know how that stuff works.

What I do know is she gets down to the

7

precinct, they let her out and they end up in

8

arbitration.

9
10

Do you guys know what arbitration is?

UNIDENTIFIED SPEAKER:
TREY STINNETT:

Yeah.

So whenever you sign a

11

contract, sometimes the back of that contract will say

12

that if you get into a dispute between the parties of

13

this contract, they won't go through the legal system,

14

they will settle it through an arbitration if they

15

both agree on it.

16

So at arbitration, they sit down, and the

17

tenant is suing.

18

are they suing?

But they're not suing Christy.

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Who

The owner.

Grandpop.

So they sit down,

21

and they lay out all of these properties.

Guess how

22

many of his properties were in his own name?

23

Everything.

24

sued on a single piece of real estate.

25

to go 30 years without a lawsuit?

For 30 years, the guy had never gotten
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private people for certain that have gone 30 years

2

without a lawsuit.

3

I am not one of them.

So the point is that you want to protect

4

yourself.

Her granddad gave the tenant the property.

5

He said, I don't even want to deal with it, I don't

6

care about it, I've got enough other real estate and I

7

don't want to take this thing to court.

8

wanted to fight it because she thought they could beat

9

it.

She's like, it's my only property.

Christy

He said, I

10

know it's your only property, baby, but we're not

11

going to risk it, let's just let it go.

12

settled out of court, and the tenant got the property.

13

And so they

I'm guessing she probably wasn't teaching

14

Sunday school on Sundays, because she was up pretty

15

late on Saturday night, right?

16

a professional tenant.

17

of them.

18

there's a lot of people like that.

19

the laws are so crazy, man, they've got squatter's

20

rights.

21

before you close, they change the locks, they can stay

22

for 12 months.

23

state you're working in.

24
25

Most in LA.

The point is, she was

And those exist.

There's lots

Los Angeles, California,
In fact, in LA,

Somebody walks into your property the day

No rent.

You've got to know what

The moral of the story is, don't be Christy's
grandpa, but be Christy.
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you know the reason I came to the summit?

2

why?

3

goes, although I see people buying those, that's

4

great, she goes, I came here for the asset protection.

5

Okay?

6

up my asset protection, that's going to set up many of

7

your asset protection, that's set up Kyle's asset

8

protection, and the same ones that work with Tarek and

9

Christina, those are the people that teach AP all day

She goes, it wasn't for the properties, she

So the same asset protection attorney that set

10

at the summit on the third day.

11

is super important and super powerful.

12

reason for going.

13

I said,

So asset protection
That was her

It is not the only reason.

And when she told her grandfather that she had

14

spent almost $40,000 to come out and do -- to start a

15

real estate business, he told her, no, you shouldn't

16

do that, I'll just teach you how to do it.

17

teach you anything they can.

18

I don't think that's true.

19

I can

She said, respectfully,

Now, is it possible that we have people in our

20

lives that want to help us but maybe they're not

21

actually as capable as they think they are to help us?

22

UNIDENTIFIED SPEAKER:

Yeah.

23

TREY STINNETT:

I can't tell you how

Yeah.

24

many times I've run into somebody who's like, yeah,

25

I've got a cousin or a brother or a realtor or a
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friend that's done like three flips ever, and they can

2

help me do that.

3

for 30 years, just because somebody has gotten

4

retirement, doesn't mean they know all the answers.

5

He had some good stuff, otherwise he wouldn't be able

6

to stay in for three decades.

7

knocked out in one deal.

8

he only has a perspective of one person.

9

the experience going through the signs.

10

Man, just because somebody got lucky

But he almost got

To me, that just shows that
He only has

Now, the good news is, after her first summit

11

event, Christy met another one of our students, he

12

came back as a live testimonial, because we like to

13

have you guys come out and give testimonials to the

14

students that help them keep encouraged and pump them

15

up to keep moving at that level.

16

Deangelo, he's about like six-foot-four, big, broad

17

guy, and he's got like blonde hair, and they got

18

married.

19

(Laughter.)

20

TREY STINNETT:

So, we love our students so

21

much we marry you.

22

might want to hang out with us.

23

And his name is

So if you're sitting home, you

So, that's on the lawsuit side.

Let's slide a

24

little bit now into talking about Uncle Sam.

25

far away from here.
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1

section, is anybody in here an IRS agent?

2

(Laughter.)

3

TREY STINNETT:

4

you are.

You don't have to tell me if

Okay, let's go.

5

Who in here likes to pay taxes?

6

UNIDENTIFIED SPEAKER:

7
8
9

a year.
TREY STINNETT:

Wouldn't that be great?

I

always felt this way, like if I'm paying money, that

10

means I'm making money, right?

11

200,000 a year.

12

I'd like to pay 200,000

I would like to save

How about that?

All right.

Would you guys, too?

So nobody loves paying taxes.

I do

13

every now and then have somebody, like, tell me that's

14

my patriotic duty or something.

15

patriots threw tea overboard over taxes.

16

sure the fathers would be spinning in their graves if

17

they knew we had an income tax.

18

been around for like 105 years.

20

exist before 1913.

21

conversation for tomorrow.

This is new.

Like that did not
That's a

However, okay, what do I mean when I say pay

23

taxes now?

24

earns a W-2 right now?

25

I'm pretty

Do you guys realize the income tax has only

19

22

Last I checked the

What is that?

We're talking income, who

When are your taxes paid?

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

Right out of that paycheck,

2

right?

I got my very first W-2 job, I worked for the

3

Young Corporation.

4

Bell, Pizza Hut, stuff like that?

5

Pizza Hut.

6

pizzas, because the guys delivering got tips and the

7

guys that weren't delivering only got to work for

8

minimum wage, so I got minimum wage plus tips, and I

9

remember how much I was making per hour, and I added

10

up how many hours I worked and multiplied it out, I

11

figured out exactly how much my paycheck was going to

12

be, I knew I was going to take my girl out that

13

weekend, Friday night, I went in, I got my check, they

14

gave it to me, I opened it up and I went, who the hell

15

is FICA?

Anybody know who they are?
Yeah.

Taco

I worked for

That was my very first job, delivering

16

(Laughter.)

17

TREY STINNETT:

Where did my money go, right?

18

And what I didn't realize was that on top of the taxes

19

I was paying, my employer was also paying taxes.

20

so all of these taxes are coming out up front.

21

anybody know when that started?

22

administration.

23

at the end of the year.

24

of your paycheck every single month.

25

the income tax first came out, it was voluntary.
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1

Technically, it's still voluntary, but try claiming

2

that whenever you don't pay.

3

top 1 percent of income owners.

4

different than it is today.

And it was only in the
A little bit

5

And so that's when we pay taxes now.

6

you're paying taxes the same year when you make the

7

money.

8

up front, you're paying it every quarter as a small

9

business owner, or even if you're paying it every

10

year.

When

Whether you're paying it out of your paycheck

That's a hole in your bucket, okay?

11

What do I mean when I say pay taxes later?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

Deferred.

Deferred.

The 1031 exchange.

14

Okay?

So I'm kicking the can down the road, kicking

15

the can down the road, paying those taxes later.

16

can give it to my kids as an inheritance.

17

sell it, what should they do?

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

I

If they

1031 it.

1031 exchange, we got it,

20

right?

21

same thing that I'm doing with my business, to do it

22

with theirs.

23
24
25

So I'm going to be teaching my girls to do the

So we already covered paying taxes later.

So

what's paying taxes never?
UNIDENTIFIED SPEAKER:
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TREY STINNETT:

Moving to a country would be

2

great, except that being a U.S. citizen, you still

3

have to pay taxes no matter where you live, unless you

4

live in Puerto Rico, because apparently you're not a

5

U.S. citizen there.

6

Okay.

So when I say pay taxes never, I am

7

talking about legal tax deductions.

8

deductions.

9

35 cents a mile on my car?

Legal tax

Oh, you mean like when I write off like
No, I don't mean that.

10

Anybody can do that in any business.

11

graphic design company, you cut hair, you can write

12

off a couple of miles on your car yourself, I'm doing

13

whatever.

14

that allows you to write off more on your taxes than

15

any other business, period, bar none, real estate.

16

This is the reason why Bill Gates and Warren Buffet

17

both pay less as a percentage of their income in taxes

18

than their secretaries do.

19

learned how to be able to maximize legal tax

20

deductions, loopholes, depreciation, things like that,

21

to be able to reduce their taxes.

22

You have a

I'm talking about the number one business

And it's because they

So I'll give you an example of this.

If you're

23

a barber, you can write off scissors and clippers.

24

You could write off some barbicide.

25

write off those little capes that they put on you
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1

whenever they're cutting your hair.

2

off a trip to Paris?

3

convention there for cutting hair, but if you're just

4

like, hey, I want to go to Paris, probably going to be

5

hard for you to write off.

6

But can you write

Not unless there's like a

As a real estate investor, can I write off my

7

trip to Paris as long as I look at real estate while

8

I'm there?

9
10
11

UNIDENTIFIED SPEAKER:
TREY STINNETT:

Yes.

Yes.
How do you look at real

estate while you're there?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

You just look.

I'm in Paris, selfie, right?

14

Now, while you're there, should you be smart about it

15

and go meet with a realtor, get their business card

16

and a flyer, so that in the event of an audit, you can

17

show that you did actually legitimately look for

18

property?

19

simply just mixing business with pleasure so that we

20

can write off our trips, okay?

21

Yes.

So this is not tax evasion, this is

Now, even somebody that's got a business

22

cutting hair or a graphic designer or a landscaper,

23

they can still write off one trip a year, because they

24

have to have an annual meeting.

25

directors and I get together and we decide, all right,
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1

where would we like to have our annual meeting this

2

year?

3

right?

4

All in favor of Guatemala, pass the soap,

So my wife and I went to Guatemala.

5

flight get paid -- get written off?

6

we got there, did our hotel get written off?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

Did that

Absolutely.

When

Yeah.

Absolutely.

percent discount on anything I do.

I got a 39.6
I can pay for a

10

first-class ticket, right, I can get $1,000 for it,

11

write it off on my taxes and get a 39.6 percent back

12

on that that I didn't have to pay in taxes.

13

flip side, somebody in coach, flying for $400, they

14

have to make $800 to be able to keep the $400 to then

15

pay for the ticket.

16

money, I can fly in a different seat, just by putting

17

an asterisk as a business expense.

18

brilliance of having a business.

19

one time a year with any business.

20

I can do it anywhere that I go so long as the place I

21

land has real estate.

22

have real estate?

23

On the

So the exact same amount of

This is the

And you can do that
With real estate,

Do you know many places that

I would say just about everywhere.

Can I write off my flight to Disney World?

24

me rephrase that.

25

Orlando, Florida?
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Yes.

Yes.
Can I write off my hotel

3

in Disney World?

4

Celebration, Florida?

5

called Disney World, Florida, it's called Celebration,

6

Florida.

7

tickets to Disney World?

8

However, my Chase Freedom Card gives me enough points

9

that I can order Disney tickets every single year and
go.

11

totally up to me.

13

There's a reason why it's not

Write off my hotel.

10

12

Sorry, can I write off my hotel in

Can I write off my

Probably not.

Okay?

So Disney World, Disney cruise, Disneyland, it's

Can I write off my daughter's flights to
Orlando?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

No.

No.

And I have had some people

16

say, well, you should put their picture on a brochure.

17

No, that is gray area, man.

18

for your company.

19

got a Delta AmEx, man, that I use for every non-real

20

estate expense that I have, because I can't use AmEx

21

for real estate, but I can use it to buy materials, I

22

can use it to pay for flights and hotels, I can use it

23

to pay for clothes, and you better believe that I do,

24

and with those miles, I'm able to buy my girls'

25

flights.

They're models that work

No, too gray.

Okay?

However, I

So I don't have to use my own cash.
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1

Let's see here, what's left?

Oh, can I pay for

2

my daughter's hotel rooms?

3

my annual meeting, can I provide child care for the

4

board of directors?

5

both my wife and myself, so I can pay for my au pair's

6

flight, au pair's hotel and she can have an extra bed

7

in the hotel room that my daughters sleep in.

8

making sense for you guys?

9

Okay.

I cannot.

However, during

The board of directors, including

Is this

So here's the way my CPA put it.

He

10

said, Trey, everything you do is tax deductible,

11

except for your food and your clothes, all right?

12

I'm still trying to figure out a way to make the

13

clothes thing work.

14

Jose, and what he does, he's in the multi-level

15

marketing stuff, he does coffee.

16

millions of dollars selling coffee, which I don't

17

understand how he does that, but he did it.

18

bought a clothing company, in Houston, that all it

19

does is make suits.

20

his clothes is because he simply has a clothing

21

company create all the clothes for the mannequins and

22

after the mannequin is done wearing it, they throw it

23

out the back door into his Range Rover.

24

pretty rough, right?

25

And

I do have a friend in Houston,

He's made like

And he

So that's how he writes off all

That works

Speaking of Range Rovers, can you write off an
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1

Escalade?

2
3

UNIDENTIFIED SPEAKER:

Well, if you're driving

people around.

4

TREY STINNETT:

Well, it depends.

5

on what your business is.

6

the gross minimum weight required by the IRS to be

7

able to deduct it off of your taxes; however, can you

8

justify having an Escalade if you're a graphic

9

designer?

10

investor?

Probably not.

Okay?

It depends

So an Escalade meets

How about a real estate

11

UNIDENTIFIED SPEAKER:

Yes.

12

TREY STINNETT:

Why do you need it?

Sure.

13

Transportation of materials.

14

So if my contractors call me and they say, hey, we

15

need a paint brush, I've got to take it over there in

16

my Range Rover, okay?

17

lot more things as a real estate investor that I can

18

write off than I could in any other type of business.

19

Okay?

20

You've got it, right?

So the point is, there are a

Now, there's another -- there's another thing

21

that you can write off in real estate called

22

depreciation.

23

What's appreciation?

24
25

Does anybody know what depreciation is?

UNIDENTIFIED SPEAKER:

Appreciation is going up

in value.
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1
2

TREY STINNETT:

The value goes up, so what is

depreciation?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

You're losing the value.

It goes down in value, okay?

However, does real estate go down in value?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

No.

Not typically.

It always goes

8

up in value.

There might be some temporary lulls and

9

stuff like that, but over a long period of time, real

10

estate trends upward, we know that.

11

does the IRS allow you to depreciate things?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

So what -- why

Use.

Because it wears out.

Wear and

14

tear.

15

Terrence has got an Apple laptop.

16

either of those off on their taxes as soon as they buy

17

them, right?

18

Or you can choose to depreciate it.

19

taking the entire expense on your taxes at one time,

20

you could take it over a period of years.

21

got a Dell or an HP, you take that over, you know, two

22

or three years, Terrence, you could probably

23

depreciate yours over 10 years, because it's a Mac, we

24

all know those are better.

25

So, for example, I see an HP laptop and I see
So they could write

Write the whole thing off as an expense.

So you've

And last longer.

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

I'm just messing with you.

2

We're going to get you a Mac with your first flip,

3

okay?

I'm just playing.

4

(Laughter.)

5

TREY STINNETT:

But really.

Paragraph.

So depreciation schedules

6

typically are dictated by the IRS.

You can depreciate

7

a car, you can depreciate a piece of capital

8

equipment, you can depreciate a building, or a house.

9

However, you can't depreciate land.

Okay?

This is

10

the reason why when you look on your tax roll it will

11

separate improvements from unimproved property.

12

I find those words to be hilarious, that only humans

13

would think that building something on top of God's

14

creation is improving it.

15

but whatever.

16

do?

17

sorts of stuff.

18

right?

19

it doesn't wear out.

20

out.

Which

I think it's cluttering it,

If you leave land alone, what does it

It grows.

Multiplies.

It grows trees and all

To me, land left alone increases,

So for that reason, land is not depreciable,
It's the opposite of wearing

If you leave it alone, it grows.

21

However, a building left alone does what?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

Depreciation.

It falls apart, it dissolves,

24

it disintegrates, and for that reason, they allow to

25

you write that off over schedules something like 26.2
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1

years.

2

easier, okay?

3

Let's call it 30 years, just to make the math

This means that you can only write off the

4

structure, you can't write off the land.

5

an example of a piece of property that has the maximum

6

amount of structure and the minimum amount of land?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

UNIDENTIFIED SPEAKER:

10

TREY STINNETT:

So what is

Skyscraper.

You got it.

Skyscraper.

Trump tower.

So let's say you've got a

11

skyscraper here, and this skyscraper -- man, I can't

12

draw a skyscraper to save my life right now.

13

go.

14

There we

All right.
So you've got this skyscraper and you paid $31

15

million for it.

So $30 million for the building, $1

16

million for the land.

17

schedule is 26.2 years, but let's just call it .30,

18

just to make the math easy.

19

depreciate how much money per year off this property?

Okay?

Now, the depreciation

That means you can

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

One million.

$1 million, okay?

Everybody

22

following me on this, because it's 39 divided by 30.

23

So you get to take $1 million every single year off of

24

your taxes because of the value of the property, even

25

though the land there is going up, the actually
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1

quality of the property is going down.

2

out, carpeting gets worn out, handles fall off the

3

doors, light bulbs bust, the ceiling tiles could fall

4

down, right?

5

on the property, you're allowed to depreciate off of

6

your taxes, which is awesome, okay?

7

Ballasts go

And because of all of that wear and tear

However, at the end of that 30 years, you can't

8

do that anymore, because your depreciation schedule is

9

up.

So the reason the IRS lets you do this is because

10

the property wears out.

I mean, for example, have you

11

guys ever walked inside of like a 30-year-old

12

skyscraper?

What's it looks like?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

Old.

Every one that I've ever walked

15

in looks perfectly fine.

Most of the skyscrapers that

16

you walk into here in downtown D.C., whatever, they're

17

30, 40, 50, 100 years old.

18

you walk into a 200-year-old building, it looks

19

beautiful and brand new.

20

Ahh, upkeep, updates, maintenance.

21

aren't those tax deductible, too?

You go to New York City,

Why?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

It never fell apart.
Wait a second,

Um-hmm.

So are you telling me, Trey,

24

that I can write off keeping my property in good

25

condition while at the same time writing off that my
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1

property is going down in condition?

2

what I'm telling you.

3

That's exactly

Welcome to real estate.

Okay?

So at the end of 30 years, this thing is in

4

pretty good shape, but you can't write it off your

5

taxes anymore.

6

flip houses, he could go out make money doing his job,

7

his business, trading stocks, whatever, and his first

8

million dollars is tax-free.

9

So that means this guy could go out,

This is how the rich get richer right here.

10

Depreciation.

11

downtown in all these big cities.

12

the wealthiest people, insurance companies,

13

corporations in the world, because they understand

14

this right here.

15

All those big buildings you see
Those are owned by

And what do you think that they do at the end

16

of 30 years when they can't depreciate anymore?

They

17

sell them.

18

sell it?

19

down and they do what's called a 1031 depreciation

20

swap, where they go call up their friend across the

21

street and they say, hey, I've got this property over

22

here in Boston and you've got a property over there in

23

Houston, they're about the same price, what will you

24

take for yours?

25

Okay, awesome, it's been 30 years since I bought mine

What do they do about that tax when they

They don't pay no taxes, man.
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1

for 30, so now mine's worth about 60 million as well.

2

Perfect, awesome, I'll sell you yours if you sell me

3

mine.

4

Deal.
He goes here, she goes there, they do that as a

5

1031 exchange, transfer $30 million into each person's

6

pocket, depreciating off of their taxes now how much

7

per year?

8

another 26.2 years, and they pass it on to their kids.

9

And then guess what happens when that 26.2 years is

10

$2 million, and they get to do it for

up?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

They swap.

They swap again.

So they have

13

these 1031 depreciation swaps, they get together and

14

have meetings every single year to do this.

15

wealthiest people in the world.

16

the reason why real estate is the number one tax

17

deductible asset class on the planet.

18

the planet.

19

The

This right here is

In fact, it is

Interesting the way stuff works.

How do you like this stuff?

So the guy that

20

taught me this one is R. G. Williams.

21

going to the Fast Start will meet him.

22

amazing the type of stuff that you learn from people

23

that are far beyond your pay grade.

I have yet to do

24

a skyscraper, but it is on my list.

I will do a

25

skyscraper before I leave this world.
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1

All right.

2

how we set this stuff up.

3

if you're going to have a flip, you just need to put

4

it inside an LLC.

5

doing an LLC for your flips.

6

Okay.

So, entity-wise, let's talk about
Okay?

So we already said

So that one is easy, we're just

Now, if I'm going to be sued, most

7

likely I'm going to be sued on my rental properties,

8

right?

9

right here.

Okay?

So let's say I've got a rental property

Can you all see that?

Yes?

Okay.

And

10

you know that's now a rental property because it has

11

that little red door.

12

Now, that rental property can't be in my name

13

because that's a lawsuit right there.

14

to put the rental property into a what?

15

UNIDENTIFIED SPEAKER:

Trust?

16

UNIDENTIFIED SPEAKER:

LLC?

17

TREY STINNETT:

Okay?

Now, that LLC can

18

be owned by you.

19

liability of the property, because it's not owned by

20

you, the liability goes up and stops with the LLC, the

21

cash flow, on the other hand, goes straight through

22

the LLC to you.

23

protection.

24

this business is going to be fine.

25

Okay?

LLC.

So we're going

Okay?

Now the way this works, the

So that gives you asset

And that for most people starting out in

However, let's say you start to really build a
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1

portfolio, and you go out and get another rental

2

property, go out and get another rental property, get

3

another rental property, another red door.

4

three rental properties and these rental properties

5

are all inside of this LLC.

And I get

Is that a problem?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Why?

(Inaudible).

Yeah, because if this guy here

8

sues me, he can also get this house and this house,

9

because they're all inside of the same entity.

Of

10

course, he wouldn't be suing me, he would be suing the

11

LLC, but you get point, okay?

12

instead?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

So what could I do

(Inaudible).

I could have separate LLCs.

So

15

I could say, all right, each property is going to go

16

into a different LLC, and this is a totally valid way

17

to run your business.

18

different entities, three different tax returns, three

19

different annual renewals with the state, it's outside

20

of your state, three different registered agents.

21

You're going to have to pay a lot of money to maintain

22

three different LLCs.

23

actually tell you what to do, okay, because I've never

24

had an attorney actually give me an answer on this.

25

They won't do it.
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1

assets you put inside of one LLC.

2

you that answer because it's your personal risk on

3

this.

4

No reason to give

I'll tell you my number is $500,000 per LLC, or

5

one commercial property per LLC.

Okay?

So if I've

6

gotten more than one property inside of my LLC, that

7

means that this tenant right here decides that he

8

wants to sue the owner of the property for some

9

reason, okay, that he can actually see the other two

10

properties, because all he has to do is go down to the

11

county courthouse or the tax appraisal online, type in

12

his address, it will pull up the LLC's name.

13

can go back to the same website, type in the LLC's

14

name, and it will pull up all the addresses of the

15

properties that are owned by that company.

16

He then

So what could I put in place here to prevent

17

the tenant from being able to see the LLC and the

18

other properties?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

(Inaudible).

Land trust.

A land trust, all right?

You got it.

21

got it.

22

of this room for this part, but it was mentioned,

23

okay?

24

going to establish a land trust.

25

right here knows and looks up the owner of the

You

You guys were out

So right here, right here, right here, I'm
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1

property, what are they going to see?

2

going to see the LLC, they're going to see the trust.

3

They're not going to see the beneficiary's name,

4

because it's not filed, they're only going to see the

5

trustee's name.

6

the trustee and the beneficiary.

7

purpose.

8
9

They're not

So please, do not make your company
You're defeating the

Okay?

So make your attorney or somebody that you
trust the trustee, you can make your company the

10

beneficiary.

Now, this doesn't give me actual asset

11

protection.

If I actually had gotten a lawsuit that

12

the judge said, okay, Mr. Land trust, who is your

13

beneficiary, the beneficiary said the LLC, then they

14

would bring the lawsuit to the LLC and say, okay,

15

Mr. LLC, what else do you own.

16

I own two other land trusts, now you've just basically

17

had to show all the gold that you have.

18

And if you said, well,

Okay?

So, however, it gives me a smoke screen.

So

19

that's a start.

In fact, your first level of defense

20

in a lawsuit as a real estate investor is what?

21

Insurance.

22

Your second level of defense is anonymity.

23

land trust, nobody knows who owns the property, it

24

keeps us separate from them so they can't come take

25

away what you've built, okay?

Your first level of defense is insurance.
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1

However, the liability is still there.

So for

2

that reason, I would recommend as you start to build

3

your empire, create multiple LLCs, and it needs to

4

have your land trusts, and it needs to have the

5

houses, or maybe even commercial properties.

6

Totally up to you the way you design that, but that

7

kind of makes sense the way that we structure the

8

entities to make sure that we don't have one lawsuit

9

that can come in and wipe us out of everything that

10

we've created.

11

Okay?

Yeah?

All right.

Now, this is not what my asset

12

protection looks like.

13

started making a good deal of money, I realized that I

14

was paying a lot of money in taxes on all of these

15

LLCs.

16

because of who owned them.

17

them, now I'm centralizing all of my profit to me and

18

that's the self-employed income across all of those.

19

And that's because after I

And the reason I was paying a lot in taxes was
Right?

And by owning

Now, the Republican tax bill we have is a few

20

deductions, but it's not really going to help you once

21

you start making real money, okay?

22

small amount of money, like 100 grand a year,

23

something like that, yeah, those tax deductions will

24

work.

25

they basically you're disqualified for just about

So if you make a

If you start to get up into the three, 4, 500K,
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1
2

everything anyway.

Okay?

So here's what my asset protection looks like.

3

This is slightly different.

So let's say I've got a

4

rental property, you know it's mine because it has a

5

little red door.

6

land trust.

That land trust has a beneficiary known

7

as my LLC.

Now, here's where I'm going to break from

8

what I just showed you guys, okay?

9

for my people in the room who are already making high

That rental property is owned by a

Now this is only

10

incomes, okay?

11

self employment tax and some stuff like that.

12

And this is to be able to avoid the

The LLC does not go to me, the LLC goes to a

13

limited partnership.

14

is to the entity to put -- to own anything in your own

15

business in?

16

basically just going down to the county and saying, I

17

need a d/b/a, my name is Susie, what's the name of

18

your company?

19

Crib Treats, the d/b/a is now established, here's your

20

tax ID number, go open a bank account.

21

Now, does anybody know the risk

So -- (inaudible).

Right?

Susie's Crib Treats.

Which is

Okay, Susie's

That is the riskiest thing you could do because

22

you are now personally liable for everything your

23

business does, just like the owners of those ships

24

were back in the days before the East India Company

25

was formed.
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1

Actually, a sole proprietorship is the second

2

riskiest.

There is one entity.

It's a general

3

partnership.

4

two people come together and say, hey, I'm a sole

5

proprietor, I'm a sole proprietor, let's be sole

6

proprietors together.

7

partnership.

8

that I started.

9

down and got a d/b/a with me and Eric doing --

10

(inaudible) -- before we started washing cars.

11

ended up dissolving that and getting rid of it,

12

thankfully.

13

are so risky is because you're not only liable for

14

everything that the business does, you're liable for

15

everything your partner does.

A general partnership.

Which is when

And they call that a limited

This is actually the very first company
I didn't know any better.

I went

And we

And the reason why general partnerships

16

I had a cousin -- (inaudible) -- and she lives

17

in Houston, but at the time she was in Dallas, driving

18

home from a concert at like 2:00 in the morning.

19

Somebody may have heard about this on the news, this

20

is in Dallas a couple of years ago.

21

morning, a man runs across the street with a death

22

wish, intentionally, to get hit, and she creams him.

23

Dead on impact.

24

driving at 2:00 in the morning, she wasn't

25

intoxicated, nothing like that.
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1

shaken up about that thing for a year.

Because she

2

took somebody's life.

3

you know, it was involuntary, it wasn't her fault.

4

But it happened.

Not on purpose, it wasn't --

5

And the family sued, but they didn't sue her,

6

they sued the insurance company, got their payout, it

7

wasn't a big deal.

8

it.

9

own cross-fit gym, and she had reached out to me about

However, I got to thinking about

About two years before that, she was starting her

10

potentially investing in it.

Now, had I said yes to

11

that, and we had been general partners, do you think

12

that family might have gone a little bit further than

13

just suing the insurance company?

14

UNIDENTIFIED SPEAKER:

Oh, yeah.

15

TREY STINNETT:

I mean, if I had a bunch

Yeah.

16

of assets that were unprotected and I was a general

17

partner.

18

have been a high liability, okay?

19

If I was like Christy's granddad, that would

So the worst thing you can possibly have is a

20

general partnership, because -- I already made a

21

universal bless you.

22

a general partnership, because you're liable for

23

everything that happens.

24

partnership is a limited partnership.

25

limited liability company or an LLC, a limited
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1

partnership limits the liability of the limited

2

partners, which is one of the requirements, there has

3

to be at least one limited partner.

4

liability of the limited partners to their capital

5

ownership of the limited partnership itself.

6

words, only the wealthy side of the limited

7

partnership is up for grabs in the event of a lawsuit,

8

okay?

9

owns outside of here, this is protected.

10

It limits the

In other

So all of the wealth that the limited partner
Make sense?

Okay, so everything out here is protected, the

11

only thing that is liable is what is inside of it.

12

However, in order to get to that level of protection,

13

the federal government requires that there be at least

14

one general partner.

15

partner?

16

good.

17
18

So who do you make the general

Somebody unique, yeah.

Here's what I did.

Your dog, yeah, very

I made my general partner a

corporation.

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Ahh.

Now, that corporation has a

21

choice to file as either an S Corp. or a C Corp.

22

chose a C corp.

23

on a second, that has the double taxation, right?

24

Here's the deal:

25

own 98 percent as limited partners.
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looks like a 12.

2

wife and I own 98 percent.

3

Two percent.

Okay?

And then my

So the reason I chose the C corporation, and I

4

say chose, the reason why J. J. told me to get a C

5

corporation, which you guys will meet him, too, at the

6

summit, those who are going to go, he -- C

7

corporations don't have to have employees.

8

corporations do.

9

corporation, the assumption is that you are the

S

In fact, if you want an S

10

employee, and so you have to pay self employment tax.

11

C corporation doesn't have to.

12

pay the double tax.

13

right?

14

level, and then whoever the owners of the corporation

15

are, okay, so in this case the owners of both the

16

limited partnership and the corporation are me and my

17

wife, okay?

18

2 percent, all right, that 2 percent pays taxes and

19

then dividends are paid to us at the owners, okay?

20

It's not a big deal, because it's only 2 percent of

21

our income.

22

partners and that is passed through as passive income.

23

Meaning they're not employees, they're just owners.

24

They're just partners.

25

require us to pay the self employment tax or federal

But it does have to

You know what the double tax is,

So the corporation pays taxes at the tax

However, as the general partner only has

However, 98 percent of it goes to limited
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1

quarterly.

2

So if you're making upwards of mid to high six

3

figures or even into the seven-figure world, this is a

4

really good idea, because it's going to save you a lot

5

of money in taxes to be structured this way.

6

still have my maximum asset protection in that

7

liability stops from this direction at the LLC level,

8

okay?

9

partnership, it's actually the general partner that is

So I

If somebody wants to sue the limited

10

on the hook for it, not the limited partners.

11

maximum limited partners could lose is the money that

12

they have inside of the limited partnership, and if

13

you were to actually sue one of us, because we ran

14

over your dog or something like that, the most you can

15

get in a charging order against a limited partnership

16

from the judge, saying limited partnership has to pay

17

you $500,000.

18

partnership doesn't have $500,000 right now?

19

what?

20

from the courthouse, judge, that judgment is a taxable

21

event.

22

actually get the money.

23

Great.

The

Well, what if my limited
Guess

That judgment you got from the government or

So you have to pay taxes on it before you

So what we could do here is we could just

24

decide it's the general partner.

25

We're not making a profit right now, we're doing 100
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1

percent re-investment of all the money back into the

2

companies, no distribution of profits this year.

3

you sue me, what is happening is you get a charging

4

order against me, you have to pay taxes on it, but

5

you're not going to get paid any time this decade.

6

Okay?

7

Now

So, from any direction now, it creates

8

inpenetrability.

9

you commit fraud or you hurt somebody or you deal

10

crack out of one of your houses or something like

11

that.

12

as you're operating a legal business, this makes it to

13

where you can't have some suit happen, professional

14

tenant that comes along and tries to steal what you've

15

been creating.

16

your family.

17

Now, all of this is a good point if

Everything has to be legal, okay?

But as long

Because you're creating wealth for

Say you're creating general racial wealth.

18

I've had more people this weekend in this classroom

19

tell me that they're doing this for legacy than most

20

weekends.

21

same reason why I'm doing my business is I want to be

22

able to leave something for my children's children,

23

and I want to teach my children how to be able to run

24

and operate this stuff.

25

lawsuit to come in and wipe out everything I've been

And that's huge to me, because that's the
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1

building.

2

That being said, I'd still lose that one house,

3

if the lawsuit was there and there was an issue and

4

they won, but they couldn't go past the LLC level.

5

that making sense for you guys?

6

Is

So people ask me, they say, Trey, what state

7

should I set my entity up in?

Now, I set my limited

8

partnership and my general partnership -- yeah, my

9

limited partnership, my corporation, and my LLCs up in

10

Delaware.

11

Delaware has no income tax.

12

who the owners are on any websites, so you can't go

13

look it up.

14

all our money goes there and forwarded to me

15

personally in Texas, it allows me to avoid Texas state

16

income tax.

17

one, but there is, it's called the overnight franchise

18

tax.

19
20
21

And the reason that I did that is because
Delaware does not report

And most importantly, by making sure that

So I hear some people say there isn't

UNIDENTIFIED SPEAKER:

So you said the limited

partnership and which other two?
TREY STINNETT:

All of them.

All of my stuff

22

is in Delaware.

23

Delaware, because check this out, wherever you're

24

actually doing business, you still have to register

25

your entity in that state.
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1

and my Internet business and everything but my real

2

estate, I just leave it in Delaware.

3

estate business, because I do deals in Texas, I had to

4

register in Texas, I still have to pay taxes in Texas

5

on anything I do in Texas.

6

But my real

Does that make sense?

And you'll do the same thing in Virginia, the

7

same thing in your state.

Okay?

8

you don't necessarily need this yet, because you're

9

not making tons and tons of money, and because most of

10

the money you're going to make is going to be in your

11

state, it's perfectly fine to just go ahead and set

12

your LLC up in whatever state you're living in and

13

going to be doing your deals in.

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

So that's why I said

(Inaudible).

Corporation.
(Inaudible).

So I just, I set up a

18

corporation.

It's a management company.

They started

19

and managed the limited partnership.

20

partnership is a partnership that's a holding company.

21

Its job is to hold properties.

22

One I also use for commercial property, the other one

23

is for rentals.

The limited

The LLCs are specific.

24

UNIDENTIFIED SPEAKER:

(Inaudible).

25

TREY STINNETT:

So because I don't have

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

Yeah.

EX 6, p. 380

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 382 of 439
381
1

a general partner to be a human being, because I don't

2

pay anybody enough to make them a general partner, I

3

am going to make it a corporation.

4

liability that is caused by the limited partnership,

5

goes to the C Corp., which still protects me as an

6

owner of the C Corp. from having to be responsible for

7

any of the things that happen inside of there,

8

assuming everything is legal and above board.

9
10
11
12

That way any

Okay?

You had a question?
UNIDENTIFIED SPEAKER:

Do you register your LLC

in the state -TREY STINNETT:

Any state you're doing business

13

in, you need to register the LLC there.

Okay?

If

14

you're going to own rental properties in different

15

states, just get the LLC in the states where the

16

rental properties are going to be, okay, and then when

17

the LLC pays out its income, it's going to pay it to

18

you in your state and then you'll just pay money in

19

your state, whatever taxes you owe as an individual,

20

rather than having the company in your state and

21

registering other states.

22

flips, you're going to need to just register in

23

whatever state you are doing it in.

24

your entities up in any of these states to avoid

25

income tax.

However, if you're doing

So you can set

All three of these states also do not
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1

report on their websites who the owners are, and in

2

Nevada, even the feds can't see who the owners are.

3
4

Now why would Nevada be the one state with
protection against the feds?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

Casinos.

The mob, right?

Did you guys

7

know that Las Vegas, the Las Vegas strip is not in Las

8

Vegas?

9
10

UNIDENTIFIED SPEAKER:
TREY STINNETT:

No.

It's in Paradise, Nevada.

11

Paradise, Nevada is a city that is one street long.

12

Because they wanted to avoid paying Las Vegas taxes,

13

they got rezoned as their own city.

14

would the city let them do that?

15

if you were hanging upside down by your feet from the

16

30th floor, right?

17

What's up?

18

UNIDENTIFIED SPEAKER:

19
20
21

TREY STINNETT:

So the LLC, is that how

All of the LLCs are in the

limited partnership.
UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

25

You'd want to do it

you connect to your limited partnership?

22

24

Now why on Earth

Gotcha.

So there's one LP to --

(inaudible).
UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

Okay?

And again, this is my

2

setup.

3

not recommending it day one for anybody, okay?

4

are fine to begin with.

5

that are going to move forward with us, we're going to

6

set you up with some LLCs.

7

attorneys' fees, just pay the state filing fees.

8

Stuff like that.

9

This cost me almost $9,000 to set up.

So I'm
LLCs

If that -- for those of you

You don't pay any

It's pretty cool.

So Nevada is a good place to set it up.

You

10

can also set them up in Wyoming and Delaware, but

11

ultimately, my inclination is just set it up in the

12

state where you're operating from, unless you have

13

income that is not fixed to your state.

14

you may have Internet businesses, maybe you travel or

15

do whatever, if your income is not in a specific

16

state, then my recommendation would be put in it a

17

state -- put your business in a state that doesn't

18

have an income tax.

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

So some of

Oh, there you go.

That just kind of makes a lot

21

more sense to me, okay?

22

starting to see your business take form?

23

of started the weekend out, we were talking about,

24

right, let's get the capital together and let's go try

25

and learn the strategies to do a wholesale deal.
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1

we went through wholesale deal and we decided, okay,

2

maybe that's not enough money for you to buy a grand,

3

we want to make the bigger money, the 50,000 bucks a

4

pop.

5

smart and creative with how we put our financing

6

together.

7

funding that several in this room got approved for, or

8

being able to go to private partners, or doing lease

9

options or doing subject tos, a lot of different

And when we hit that goal, we've got to get

Between Amber's solution with foundation

10

angles for us to get around the financing problems

11

that keep us from being able to play at the flipping

12

level.

13

When we get to the flipping level, we said,

14

well, what do we do with all the money we're making

15

from these flips?

16

spend the money on ourselves and pay taxes as we go?

17

No.

18

can kick the can down the road, avoid paying the taxes

19

for as long as possible to build up our nest egg, our

20

portfolio.

21

on a monthly basis to have the lifestyle we want to

22

have.

23

time.

Do we just

We structure them into 1031 income streams so we

24
25

Do we just live on it?

And now we can have the cash that we need

Actually enjoy life instead of working all the

And for some of us, we also saw an opportunity
there.

We can take all the properties that we've
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1

bought with the money from the flips, pull a loan out

2

on it, pay for our kids' college, pay oh off your

3

debt, buy a new house, pay off your home loan,

4

whatever you want to do with that cash and then keep

5

rolling forward into additional 1031 chains.

6

And now we understand as we're building all of

7

this, how to best structure it to where if somebody

8

sued us, they can't come wipe out everything we just

9

spent the last three, five, ten, maybe even 20 years

10

building, and how to avoid paying taxes as we're doing

11

this entire thing.

12

So it's kind of cool the way all of this stuff

13

sort of fits together.

14

very important, and the education you guys got here so

15

far I think can show you what some of those strategies

16

look like.

17

know the rules of the game, then you've got to adopt

18

the strategies, and then you've got to form those

19

alliances.

20

It's the strategy, sure, is

And we said yesterday, first you've got to

So the last thing I want to show you guys is

21

what would happen if you sue me.

22

answer is you will lose, but let's look for yourself.

23

Let's say that I own a rental property, we know that

24

it's mine because it has a red door, and a property

25

being owned by a land trust, that land trust being
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1

owned by an LLC, that LLC being owned by a limited

2

partnership, that is owned by me, Grace and my C

3

partner.

4

All right.

We've talked about that already.

5

So that's my asset protection strategy.

6

structure.

7

Now, a question for you:

And my asset

How did my limited

8

partner -- or I'm sorry, how did my trustee of that

9

land trust know to purchase that specific house?

10

Someone must have told him, right?

11

somebody that I trust.

12

telling him, hey, where to find these properties.

13

I can't tell you who told him, but I can tell you

14

where the guy works.

15

over here called Consult Me LLC.

16

runs that company is a handsome young real estate

17

investor that teaches people how to be able to get

18

into properties.

19

Texas, but I don't know his name.

20

So that trustee is

And so somebody must be
So

The guy works over at a company
And the guy that

And I happen to know he's from

So this guy over here, Consult Me LLC, went to

21

that trustee and said, I think you should buy that

22

rental property right there.

23

one right there?

24

there.

25

say he puts down, let's say $20,000, buys it for 100K.

The trustee said, that

The guy said, yes, that one right

Okay, how much should I put down?
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1

How much equity does he have inside of this property?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

Eight percent.

$20,000.

Okay?

Because that

4

was the down payment.

He has $20,000 of equity.

5

once the deal is done, the guy over here, super nice

6

guy over here who runs the Consult Me LLC, he calls

7

that land trust up and says, all right, where do I

8

send the bill?

9

for my consulting.

The trustee goes, what bill?

Then

The bill

Oh, you mean because you told him

10

about that property?

11

man, I'm sorry, I owe you money.

12

What do you guys think would be a fair compensation

13

for that?

14

40,000?

All right.

Yeah.

Oh, you're totally right,
How much is it?

I completely agree.
So, the Consult Me LLC says, all

15

right, that will be $40,000, so which the trust goes,

16

man, I don't -- I don't have $40,000 on me right now.

17

Can I pay you later?

18

what do you think he says?

19

doll.

20

to.

21

LLC, my partners, they're going to want some sort of

22

collateral until you can pay.

23

watch or something you can put up against this 40

24

grand?

25

have this house right here.

And the guy at Consult Me LLC,
Of course.

This guy is a

He says, you can just pay me whenever you want

The thing is, the owners over here at Consult Me

Have you got like a

You know, we don't have any watches, but we do
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1

ahead and put a lien against your property for how

2

much?

3

this property 120 grand, make the total equity

4

position what?

5

that this tenant right here decides he wants to sue

6

the owner of the property.

7

says, I want to sue my landlord.

8

for how much?

9

$40,000.

Making now the entire debt load of

Negative $20,000.

So now, let's say

Calls up his attorney and
The attorney says,

As much as I can get.

Okay.

He looks at an old book and says, he's upside

10

down 20 grand.

11

more than the insurance pays out.

12

no, I hate my landlord.

13

We're going to sue him anyway, man.

14

every freaking dollar we can get.

15

don't think you should do that, because if you do,

16

you're not going to pay this house off.

17

it anyway.

18

insurance payout and he wins and he gets the house,

19

too.

20

happens, right?

21

the due on sale clause, because there is a transfer of

22

ownership out of my name into his, making all three of

23

those or two of those debts needing to be paid off.

24
25

Okay.

I don't recommend that you go for any
And the guy says,

He stole my girlfriend.

And they sue.

Let's go for

And he says, I

He goes, do

And he wins and he gets an

Highly unlikely, but let's say it
When he gets the house, he invokes

So the insurance money must be used to actually
settle and pay off those houses, meaning that the
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1

$80,000 gets paid off to the lender, the $40,000 gets

2

paid to who?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

Right?

5

LLC.

6

does that protect any ass?

I don't know who it is.

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

You.

Yes.

see how this stuff works?

That guy at Consult Me
He gets $40,000.

So,

Yes.
Right?

So do you guys

Now this is the stuff that

10

you guys are going to be learning.

11

deep.

12

Isn't that amazing how if you have the right

13

knowledge, you're connected to the right people, they

14

can just say, hey, don't spend 20 years doing

15

something wrong and figuring it out by making a

16

mistake, just do what I tell you.

17

that I'm setting my stuff up since the beginning.

18

This strategy is called crowding the title.

19

will teach it to you again on Sunday out at the summit

20

if you guys go to that.

21

I've barely scratched the surface this week.

All right.

22

business trips?

23

next slide.

24

tell?

25

This stuff goes

And this is the way

J. J.

You all want to see one of my

You don't have a choice, it's the

Okay.

So where are we here?

Can you

Folks?
UNIDENTIFIED SPEAKER:
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1
2

TREY STINNETT:
Singapore.

Yeah.

Singapore.

Whole Foods.

Has anybody been to Singapore?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

Um-umm.

That place is beautiful, you

5

guys, it's so cool.

One of the most beautiful places

6

that I have seen.

7

notice like black spots on the concrete outside when

8

you walked around?

9

that there.

Dude, they've got -- did you ever

Some chewing gum?

They don't have

Because chewing gum is illegal.

You know

10

what else is illegal there?

11

Wouldn't it be great to have that law in D.C. at the

12

Tidal Bowl?

13

So they do.

Urinating in public.

In fact, if you get caught

14

urinating in public, the penalty is caning.

15

actually -- (inaudible).

16

you're a U.S. citizen.

17

Right?

They're

I don't care if

Singapore is one of the cleanest places I've

18

ever seen.

You know how like out here, people drive

19

around and their car sounds infected?

20

all the cars are Mercedes Benz, BMWs, Ferraris,

21

Maseratis, all these nice cars, because it costs 50

22

grand to get a license for three years.

23

are all imported and 50 percent owned by value, so

24

only rich people can afford to drive.

25

goes everywhere using the train system, they call it
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1

the Sunrail, right?

2

train system?

3

It's like clean, like super clean.

4

it, too, so you would think it's messy, but it's just

5

their culture to be clean.

6

Have you guys been in the D.C.

Do you know what it looks like there?
And everybody's on

It was so fun for me to be on the train,

7

because I was like, ready?

It was like an ocean of

8

heads that were like this tall.

9

impressed.

But I was very

They have this amazing building there

10

called the Green Bay Sands, and it's like these --

11

they've got like two bows that go up in an angle to

12

the top, and three sets of those and they set a ship

13

on top of it.

14

along this lake here, is this infinite bowl, over this

15

guy's shoulder, is the drop from there all the way

16

down here.

17

it actually looks like the pool just goes off into as

18

far as you can see is the light, but there's a South

19

China Sea right there, so it's like the water just

20

goes off into the edge of the Earth.

21

looks like a swimming pool is the edge of the Earth.

22

It's so romantic.

23

It's awesome, right?

And they have all

So when you get down at the right angle,

So it really

And the bottom here, there's a casino that

24

you're only allowed to go to if you are not a

25

Singaporean.

So they don't let their own people throw
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1

their money away.

2

cash on the craps table, but they wouldn't take it if

3

I was not a Singaporean citizen.

4

They're perfectly happy to take my

That down there, ladies, is the Louis Vuitton

5

store, and you can pick up some business here, nothing

6

wrong with that.

7

with my wife is $100.

8

hotel, but if you want to actually go up to the top

9

here, you have to pay 100 bucks to go to the top.

10

To get on that elevator going up
So it's $500 to stay in the

So you think when you're going places like this

11

and you're traveling around the world, you might meet

12

other wealthy people?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

Oh, yeah.

Like full-on funding partners.

15

And I sometimes welcome people like a little bit

16

different from other people.

17

little off or weird.

18

actually staying, and yes, that drop behind his leg is

19

the drop I just showed you, the 200 to 300 feet all

20

the way to the ground.

21

Like sometimes I'm a

So I met this guy, he was

He obviously can't breathe.

How old do you think his girlfriend was?

She

22

was like a 23-year-old blonde chick.

She liked him

23

for his personality, I'm sure of it.

And his shirt.

24

But yeah.

25

It was crazy to be up there, man.

But I was impressed.
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1

fastest-growing places in southeast Asia.

2

it's the second fastest-growing economy down there.

3

One of the largest exporters of technology.

4

tons of money.

5

In fact,

They make

They also have no Social Security system.

6

have no safety net for their elderly.

7

happens to the elderly?

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

They

So guess what

You take care of them.

Nothing.

They take care of

10

themselves.

11

they have the responsibility to take care of

12

themselves and their families for their entire life,

13

and go and just -- imagine this, they have a 14

14

percent savings rate.

15

ours.

16
17

And so do their kids.

They believe that

That's 16 percent higher than

UNIDENTIFIED SPEAKER:

Second lowest crime rate

in the world.

18

TREY STINNETT:

19

world.

20

Right?

Second lowest crime rate in the

I didn't know that, but, what do you know?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

(Inaudible).

So the culture is awesome, and

23

it's one of the fastest growing economies in the world

24

or something like that.

25

when you go to these different places.
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1

So they have a savings rate because they

2

believe that they should take care of themselves.

3

However, you know, while I was out there, that wasn't

4

the only place that I went.

5

Anybody been there?

6

hop and a jump away from Singapore.

7

are a good swimmer, you could swim from Singapore to

8

Indonesia.

9

my wife and I got over there, and Indonesia was

I also went to Indonesia.

Indonesia.

I didn't swim there.

So it is a hip, skip,
In fact, if you

I took a ferry.

And

10

gorgeous.

I'm talking like palm trees, and like moss

11

growing on everything, and like monkeys dropping out

12

of the trees throwing food on my wife's plate,

13

breakfast, and it was just so amazing.

14

little bit different of an economy.

15

were so close.

16

when I got off the ferry, they were driving over to

17

our resort where we were going to stay, is the roads.

18

So you know how in the U.S. we drive like this and

19

like this.

But it was a

Even though they

You've got, I first thing I noticed

Guess how they drive over there?

20

UNIDENTIFIED SPEAKER:

The reverse.

21

UNIDENTIFIED SPEAKER:

Everywhere.

22

(Laughter.)

23

TREY STINNETT:

24

and nobody drove a car.

25

Or a Vespa.

It was insane, man.

Everybody drove motorcycles.

Or a scooter of some sort.
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1

couldn't afford cars.

2

And as beautiful as the place was, it was

3

dirty.

I saw some kids playing in sewage on the side

4

of the street.

5

the ferry, I saw something that changed my life.

6

it made me so humble and grateful to be a citizen of

7

this country.

8

Dad was driving, wearing a helmet, he had a little

9

girl possibly, I think, she was wearing all pink, this

And I remember before we went back to
And

I saw a family of five on one scooter.

10

way, facing head-in.

11

hanging on.

12

was sitting backwards, full burqa, the whole gear,

13

holding a baby, an infant.

14

motorcycle.

15

you can't even afford to put helmets on the rest of

16

your family.

17

Around his back his wife was

Behind her, I guess her mom or his mom

Five people on one

And I thought, man, to be so poor that

Now at first I judged him, because I was raised

18

that the man should, you know, let the woman wear the

19

helmet or something like that.

20

if he dies, they have no income in their family, so he

21

has to make that kind of choice.

22

country where all you have to have is a Social

23

Security number and be able to fog a mirror, and

24

someone will give you 100 grand to start a business.

25

How grateful am I for this country?
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1

And I was relating this story to a couple of

2

people, a few of our mentors, and one of them said to

3

me, he said, so you noticed a difference between

4

Singapore and Indonesia?

5

difference.

6

their economy?

7

difference in their culture?

8

goes, what do you think came first?

9

culture?

I said, yeah, it's a stark

He goes, you noticed a difference in
I said, yeah.

He goes, you noticed a
I said, of course.

He

Money or the

What do you guys think?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

Culture.

Culture.

He said, it's the

12

same thing with every single one of our students.

13

mindset comes before the money.

14

millionaire and then work hard, right?

15

to become financially free and then take a risk.

16

some point, we have to get these things in the right

17

order and get our mind right and then take the steps

18

and the actions to create the wealth that we want to

19

have.

20

The

You don't go become a
You don't go
At

So I only have one question left for you guys

21

today, and that's this one:

22

knew you could not fail?

23

make?

24

your future?

25

mirror?

What would you do if you

What decisions would you

How would you talk about yourself and about
How would you look at yourself in the
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1

Guys, who I've found is it's when we learn to

2

overcome our excuses that we really are able to change

3

our lives.

4

sitting in this room and they had a hard time

5

overcoming their excuses.

6

Linda.

7

investors and they came in in the beginning of the

8

week and I knew they were going to go on.

9

were going to make it out and build real estate

Their names were Todd and

And Todd and Linda were my one percent

10

wealth.

11

Todd's eye.

12

And I had a couple of students who were

I knew it.

I knew they

Because I could just see it in

But I didn't see it in Linda's.

And when I got to this point of the day, Todd

13

leans over to Linda and says, hey, let's just do this.

14

Let's go all-in, let's go build a business, let's have

15

them help us do it.

16

And Linda looked at him and goes, baby, we

17

can't do that, we don't have time.

18

are we going to find three days again to go out to

19

another event?

20

event?

21

days right now is the exact reason why we have to do

22

this.

23

She goes, where

And then three days to go to another

He goes, the fact that we can't find three

He goes, at what point in our life are we going

24

to have more time than we have right now?

25

yeah, but even if we had the time, it's 42,000 bucks.
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1

Where on Earth are we going to get that kind of money?

2

And he goes, we can figure it out.

3

it in savings, we've got it in retirement, we've got

4

it on credit cards, we will make one of those to make

5

it work, and we'll use all of them.

6

takes.

7

He said, we've got

Whatever it

She goes, yeah, where are we going to get the

8

capital to do the deals?

9

this.

He said, you already know

He said, they have the capital.

We already got

10

money by being here.

11

funding.

12

trainings, we're going to have more funds there, we're

13

going to be able to network with other people with

14

capital, we'll be able to get the funding.

15

We've already raised foundation

He goes, when we get out to the advanced

He goes, what's holding you back, really?

16

she just still wasn't on board, man.

17

convinced her was the paycheck PowerPoint.

18

guys seen this before?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

What finally
Have you

No.

Showing you how many paychecks

21

you have left based on your age?

22

paychecks you have left based on your age.

23

twenties, you guys have 930 paychecks.

24

opportunities to save, to invest, and to have the

25

money you need to be able to retire.
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1

time you're my age and in your thirties, you've

2

already gone through a quarter of those and you're

3

down to 640 paychecks.

4

money, to invest it, grow it, to have a nest egg so

5

that you can retire at 65.

6

640 opportunities to take that

Todd and Linda were in their forties.

And when

7

she saw this number, she just dropped her pen.

360

8

paychecks left.

9

every dollar from every paycheck that we have coming

And she just went, even if we saved

10

for the rest of our life, there's not enough money

11

there for us to retire.

12

forties and realized, I'm not going to be able to make

13

it to my sixties.

14

goes, let's just do this thing.

15

And she did the math in her

And then she drops her pen and she

And Todd and Linda were the first two people in

16

the back of the room signing up on Saturday night.

17

They got into the advanced trainings.

18

after their first year, Linda quit her job first,

19

because it wasn't as high an income as Todd's.

20

two years, Todd quit his job, and they're both

21

full-time real estate investors now.

22

They took off

Within

Now, some of you might be a little over 40,

23

just in case, fifties, 130 paychecks.

Sixties, 60

24

paychecks.

25

after class and say, why did you stop at 60s?

And I had somebody come up to me once
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are they making jobs for people after their sixties?

2

What are you going to be, a Walmart greeter?

3

is going away.

4

on line and it's going the way Amazon is taking over.

5

So the idea of people being able to have something

6

from the job market, it's just never going to happen

7

any more.

8

Walmart

If you haven't noticed yet, it's going

And I had one student in my room who was in his

9

sixties, if you're not from LA, you won't recognize

10

him, but he was the weatherman down there, it's Greg

11

Kedert [phonetic].

12

you would think, he's on TV, he must have all this

13

money in retirement and everything figured out, right?

14

Not at all.

15

money, he goes, I make good cash, but he goes, I don't

16

have any sort of pension or anything like that.

17

got a great rental to retire in.

18

in my next five years.

19

Fast Start Bootcamp.

20

check, but please keep in mind, this is in California,

21

prices are a little higher there, so you can make more

22

money.

23

very first deal, he says, counting his check, he made

24

$110,400.

25

And Greg was in our class.

Now

In fact, he said, I don't make enough

And I need to do it

And so he comes out to his

Now, I'm going to show his first

You guys should not expect this.

UNIDENTIFIED SPEAKER:
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TREY STINNETT:

2

make that on your first check?

3

what happens.

4

it, he goes, it wasn't easy for me to do.

5

40,000 bucks is a lot of money.

6

signed up, I was kind of nervous.

7

might happen to you guys when you get signed up for

8

something that costs that level of money?

9

You're in the back making that level of investment in

10
11

yourself?

How many of you would like to
Kind of cool?

Here's

He said, you know, when I signed up for
He goes,

He goes, and after I
Do you think that

Yeah.

Yeah, you get nervous.

He goes, and I was up tight, he goes, but as

12

soon as I got that check, it was like letting air out

13

of my tire.

14

work for me, too.

15

mentor -- (inaudible) -- that was the neighbor --

16

(inaudible).

17

thought that was pretty cool.

18

He goes, it was like, O, okay, this does
And a total fluke, that deal was on

He actually put that in here.

All right.

So I love this quote.

So I

It says,

19

"Why worry about the cost of the shovel when there's a

20

gold mine beneath your feet?"

21

you know, why do people come out to events like this?

22

It's because they've reached a point in their life

23

where they know it's time to change.

24

something different.

25

something different with their life and they want to
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make a big change, they also want to make sure it's

2

going to be successful this time.

3

are looking for the highest likelihood, the closest

4

thing they can get to a guaranteed success in

5

business, they typically go out and start what kind of

6

company?

7

right?

8

re-invent the wheel, they don't have to mom and pop

9

it, they don't have to brute force figure out the --

And so when people

They usually do something like a franchise,

Because franchises, they don't have to

10

re-inventing the wheel as they know it.

11

step in and start working, and start building and

12

creating.

13

They can just

So I went and looked up on entrepreneurs

14

website, the top-ranking starter costs to do these

15

franchises.

16

now, at $78,371 to start one.

17

Subway is 233.

18

at 37 grand.

19

estate.

20
21
22
23
24
25

Any type of fitness is number one right
Jimmy John's was 330K.

The cheapest thing on here is 7-Eleven

And that does not include the real

Why are people willing to pay this much to
start a franchise?
UNIDENTIFIED SPEAKER:

They feel like it's

guaranteed money.
TREY STINNETT:

Yep, because they just step

right in and start working the system and it's not
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even proven and it's not even built.

2

exactly what we do.

3

And that's

So now the class is pretty much wrapped up for

4

the day, I wanted to show you guys what the programs

5

are that we offer, how they work, and give you the

6

opportunity to hop in if that's something that you

7

guys want to do.

8
9

So first of all, real estate investing is a
systems business and that's what we are, a systems

10

company.

It's the way that we designed it, to give

11

you the ability to step straight in and start building

12

your company the right way, beginning Monday.

13

Education systems, execution systems, analysis, lead

14

generation, deal evaluation, rehabbing, negotiation,

15

marketing, funding, self development, mentoring, asset

16

protection, tax planning, retirement, the whole kit

17

and caboodle.

18

here this weekend, over a period of a year.

19

think you can absorb it a little bit better over more

20

time and it was more in depth?

Basically everything that I've done

Of course.

Do you

Right?

21

So I'll start by showing you guys what all of

22

our students get when they join, no matter what level

23

you join at.

24

you can get in.

25

our on line student resource center.

Because we have three different levels
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where you have what is called our Fast Track program,

2

which is a 45-day program where you do something

3

different.

4

homework to do every single day and then after 45 days

5

you have your first deal done, whether you come to our

6

events or not, you will get this.

7

We email you or give you a video or

Now, the creative funding and personal business

8

success, those are basically trainings like this one,

9

that were recorded, that you can watch on demand.

And

10

unlike me, you can pause and remind, which is kind of

11

nice.

12

full case studies.

13

couple of these option deals, things like that, this

14

weekend.

15

down, pause and remind that stuff and run the numbers

16

and do the details over and over and over until it's

17

just second nature for you.

18

there executing on real deals, you've already got your

19

numbers in the back of your head and it makes it super

20

simple to do that.

21

And there's also a bunch of deals in there with
So like I've showed you guys a

It would be nice if you could actually slow

That way, when you're out

Those of you that also got confused a little

22

bit with formulas and stuff like that, it will be

23

okay, eventually it's going to be second nature to

24

you.

25

with an evaluator tool, that's going to be inside of

But in the mean time, we're going to hook you up
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the on line resource center as well.

2

The second thing we offer is the Property

3

Finder software.

I think some of you guys got the

4

free version of that or the light version of that.

5

The full version is super powerful because in there it

6

connects to over 160 million different properties

7

across the M L S, title, government agencies, as well

8

as historical pictures, pre-foreclosures, vacant

9

properties, tax liens, involuntary liens, shows me how

10

much the people owe on the property, stuff like that.

11

Now, some people do ask me, Trey, do you guys

12

sell the software separately?

13

wouldn't really make sense to.

14

It would be like buying the software for a McDonald's,

15

without buying the rest of the McDonald's.

16

software going to run, right?

17

plug into business.

18

No, we do not.

And it

That's like overkill.

What's the

So the different things

It does show you the equity position on the

19

mortgage.

It pulls bankruptcy, divorce, foreclosure,

20

it pulls them daily.

21

date information direct from those attorney data

22

feeds.

23

Property Finder and we recently moved over to it from

24

a different system, is this right here.

25

marketing tools built in.

So you're getting the most up to

In addition to this, the reason why I love
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data-driven marketing list that you assembled.

2

other words, once you've looked at, okay, these are

3

the properties that meet the criteria that I'm

4

interested in.

5

area and say, okay, I want to find properties that are

6

50 percent of median, that are selling twice as fast

7

as the rest of the market.

8

the hyper market.

9

So in

For example, you can take a look at an

So that will help you find

We'll teach you how to do this stuff, but the

10

idea being that you know how to go into different

11

areas of the city using a software you can analyze it.

12

So I do see some of you guys just waking up in the

13

morning, drinking your coffee, clicking through the

14

level of properties that are available, calling the

15

ones that make sense today, and then go back to your

16

regular life.

17

us to build a business so that we're not staying in

18

the worker mode and we can start to be in that player

19

mode.

20

coordinate.

21

here and we activate our power team to actually

22

execute on the deals that we find.

23

So it makes it a little bit easier for

We're looking and we're doing it and then we
The realtor goes here, this person goes

It also has skip trace in the background, so

24

there's owner information.

25

directly from the system, emails, web pages.
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has in-browser marketing because it has data to track

2

people's I P addresses so that if they're looking for

3

a solution, you can actually have it pop up in like

4

Google, Bing, stuff like that, that you are a house

5

buyer.

6

that may see an ad when they're online that says, I

7

buy houses.

8

marketing.

9

So this could be a person who's in foreclosure

How freaking cool is that?

So just extra

Here's kind of a snapshot of what it looks

10

like.

11

and just from a glance, just by clicking on that

12

property, I can see it's an off-market property, which

13

means I'm not competing with people.

14

270, the last time that was purchased was 220, and

15

that was purchased literally two months ago.

16

already, I believe someone click on it.

17

I'm not sure exactly why.

18

This is, for example, a property in San Fran,

Estimated value

It's

Foreclosure.

Anyway, so with 67 properties, 27 $2,000

19

average sale price, 82 days on market.

20

immediately have an idea, okay, if I buy this house,

21

this is what I can expect.

22

about two and a half months to move the property, and

23

it's actually worth about 267 grand.

24

properties have I said you needed in order to

25

triangulate a price on comps?
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67 there.

2

ones that may not make the most sense for what I'm

3

trying to create and what I'm trying to do.

4

So I can go through there and take out the

I told you the equity that's already in the

5

property, that's the reason I clicked on this, it was

6

a cash buyer.

7

deal.

8
9

And the monthly rentback fee in that

So pretty powerful the way that works.
Another cool thing that's in here, this is guy

right here.

Rehab calculator.

So you're not having

10

to wait for a contractor to go out, get you the

11

numbers, bring them back to you.

12

there, you use the numbers and stuff that we have

13

taught you how to be able to track the percentages and

14

stuff, that we taught you how to do at the Fast Start

15

Bootcamp, but these numbers are updated by insurance

16

actuarial lead bases.

17

it fluctuates because there's an oil shortage in the

18

middle east, it will show up inside of the software,

19

so I'm not going to underestimate my repairs in order

20

to pay for the property.

21

bleeding edge.

22
23
24
25

You just go in

And so the price of shingles,

It keeps me right on the

Super important in our business.

So you need the rehab calculator to be able to
figure out what the property is going to go for.
Okay.

So that's tools.

Now let's talk about

the actual events that we're inviting you guys to be
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part of.

2

next year.

3

them all in the next month, okay?

4

the Fast Start Bootcamp.

5

the weekend.

Where is that going to be held?

6

here in D.C.

Okay?

7

And you'll be doing these throughout the
This isn't something where you have to do
The first one is

I mentioned that earlier in
Right

It's principles for the market to help you

8

build your power team on site.

So we're going to give

9

you guys some homework tomorrow to do between now and

10

the Fast Start.

11

you're going to be getting your power team members in

12

place.

13

do this on your own, it might take you a year to be

14

able to find all the right people and know whether or

15

not they're good.

16

looking over your shoulder, they can help you identify

17

and be able to specify which people you want to work

18

with.

19

When you actually get to the event,

Now, these are the people that if you were to

You've got a mentor right there

In addition to building your power team, you're

20

also going to walk through your Home Depot, your

21

Lowe's.

22

own backyard.

23

going to drive you over, we're going to look at them.

24

Day one of the Fast Start is going to be in a room

25

like this.

You're going to go look at properties in your
You're going to get in a car, we're

Day two is going to be in the field, day
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three we come back here and we start writing

2

contracts.

3

deal under contract three weeks from now.

It is very

4

likely and not uncommon that that happens.

We don't

5

force you to buy anything.

6

house if you don't want to.

7

makes sense and the numbers work good, you've got a

8

mentor right there saying, yeah, pull the trigger.

9

Let's do this thing.

10

Some of you may actually get your first

You don't have to buy a
But if you see one that

So the road trip, the hands-on rehabbing,

11

they'll help you set up your business, show you how to

12

expand it nationally, once you get it rolling.

13

over contracts and they'll actually help you present

14

offers.

15

Go

That's the first event.
The second event is a four-day that we do out

16

in Salt Lake City, a couple of times a year, called

17

the Find the Money, Wealth Strategies, Marketing

18

Bootcamp.

19

about either the Fast Start or about this one right

20

here.

21

Most of my students either call me excited

Everybody knows what the summit is going to

22

give them, but nobody expects just how bad-ass the

23

marketing is at this thing.

24

earlier, Brian, that used to be a California cop, he's

25

now in Chicago.
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because of his marketing.

2

sorts of stuff.

3

Tarek and stuff at this point, to actually get deals

4

done in Dusup [phonetic], which is pretty cool,

5

because he's networking at the highest levels.

6

that one percent guy who was just like, get out of my

7

way, I'm going.

8
9

He has web pages and all

He's actually teamed up with like

He was

Right?

So he will be at this event as well.
teaching you how to build a wealth plan.

They're

So a little

10

bit like this weekend, we'll help you guys kind of

11

build a plan, they're quite a bit more advanced than

12

this.

13

lot more coming after this.

14

This is your foundation, you're going to have a

Find money you didn't know you have into a

15

money-raising machine.

16

Download the codes of the wealthy.

17

that, think the way wealthy people think.

18

minute with Christina.

19

somebody like Daymond John.

20

successful person, a mentor of mine.

21

think differently for a month.

22

remember I used to come back from these events and I

23

would be like, strategies, and knowing how to create

24

and figure stuff out.

25

out with Eric and some people around town and I would

3-Day Workshop - Dulles, VA
Day 2 - April 21, 2018

Never run out of money again.
What I mean by
I spent one

I spent five minutes with
I spent an hour with a
I'm going to

A year.

Right?

I

And then I would start to hang

EX 6, p. 411

Case 2:19-cv-00713-DAK-EJF Document 12-5 Filed 09/30/19 Page 413 of 439
412
1

start to lose a little bit of that.

2

I've got to get back on to another event, man.

3

don't have the mind set in the right place.

4

And I was like,
I

So it's huge where you can do that, just by

5

spending time around those people.

6

lead generation, how to develop and find my footprint

7

for your business, including how to leverage social

8

media to generate leads, which is huge as well.

9

They teach you

The next thing that we offer is our one-on-one

10

mentorship.

This has been huge for me, because of my

11

one-on-one mentor, I have purchased 82 more properties

12

from the one strategy that he taught me while he was

13

there.

14

never happened.

15

actually fly out to you, depending on where you are in

16

your business, it might make sense to do this now or

17

it might make sense to wait until you've got some

18

deals under your belt and we can talk to you one on

19

one to determine whether or not we think you should do

20

it earlier or later.

21

people, I do recommend later.

22

of what my recommendation is in a little bit.

23

these guys fly out to you.

24

rental properties, cool.

25

awesome.

Eighty-two different deals that would have
So this is where somebody will

I did it earlier.

For most

So I will show you kind
But

You want to talk about

You want to do commercial,

You want to do rental homes or billboards,
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or something outside the box, we're going to teach you

2

how to do that same thing.

3

together those deals.

4

So they'll help you put

You set the stage, though, so you tell us what

5

you want and we'll send you the mentor that does that

6

stuff.

7

anywhere you want in the United States.

8

let them know and they'll meet you there and they'll

9

be with you for two days.

10

We don't have to come to D.C., we'll fly to
So you just

They help you find the blind spots in your

11

business.

So if your business is already operating,

12

think about blind spots.

13

they're there?

Guess who doesn't know

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

You.

You don't know they're there.

16

So you have to be able to have somebody else, the way

17

that my mentor put it, he said, Trey, the problem

18

isn't that you're not smart enough to do this, the

19

problem is that you are auto on the inside of the

20

bottle.

21

goes, from where I'm sitting, and I've already worked

22

with 1,000 students, I know exactly what's going on

23

with you, because I've seen this before, right?

24

was kind of able to kind of prophesize in my life what

25

was going to be coming next.

You can't read your own ingredient label.
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And then finally, the last event we've talked

2

about this weekend is the Las Vegas summit, where you

3

can go and pick up those discounted cash flow deals

4

for employing that strategy to get real estate

5

funding.

6

bucks already some of you this weekend, which is super

7

cool.

8

almost a year.

9

You guys were able to raise like 100,000

Imagine what we could do if we had you for

Last time I was at one of these things, I saw a

10

guy get $3 million of funds raised.

11

the one in February, right?

12

you saw that week?

13

KYLE:

14

TREY STINNETT:

How much was the biggest

Six million.

$6 million.

Six million?

15

I had.

16

level of line of credit?

17

stuff?

18

Kyle, you went to

That's twice what

What could you guys do with that
Is that pretty powerful

So our goal is to get you all to one million

19

for the year, but some of you will qualify for more

20

than that, based off the deals you're doing, the

21

credit that you're building and stuff like that.

22

Asset protection is the third day there.

23

Retirement, they're going to help you set up your IRA

24

LLCs.

25

Now they actually do it for you.

I will teach you what that looks like tomorrow.
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there, you can actually get into business.

This is

2

the event that puts you into the business.

Okay?

3

while you're there, you can pick up those properties,

4

and as I said multiple times this weekend, man,

5

network, network, network.

6

worth.

7

are brand new to the business, but people that have

8

been doing this for a while.

9

And

Your network is your net

If you can find people, not new people that

Right?

When you walk into that room, man, there's

10

decamillionaires in there.

11

hectomillionaires in there.

12

money than you could imagine and the only reason they

13

go to these things, they're looking for people to

14

partner with.

15

rooms before, they've already got 100 deals, one guy

16

had 1,000 apartments already under his belt.

17

decided to go with this because he wanted to rub

18

shoulders with and connect with people who are playing

19

at the highest levels.

20

highest levels, we're all part of a national

21

organization, so this is what we do.

22

guys to come out and be a part of that as well.

23

There's a couple of
People that have more

Like I said, I've had people in my

He

If you're not playing at the

So we invite you

You get access to handheld turnkey investments

24

around the country.

25

(inaudible).

They're seasoned, there's --

Around 40 to 60K on the residential
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1

properties.

We do also have some 8-plexes and land

2

and stuff as well.

3

All right.

So when I gave this example earlier

4

on a rental property that we had at the summit, it's

5

about 17 percent or so rate of return, they're not

6

always that rate, but they range between 8 to 20

7

percent, and what I didn't count, though, is the

8

instant equity.

9

equity, sometimes you've got yourself even on top of

When you get these with instant

10

that a 39.5 percent the first year.

11

how this would start to stack up when you go out and

12

you buy multiple properties to be able to trade that.

13

So you can see

Some people do ask me if they can see pictures

14

of what the houses look like, so I've put up a couple

15

of examples.

16

be like there's a cul-de-sac of houses.

17

standard rentals, below median income, or below median

18

price, that you can buy, rent or batter in nice

19

neighborhoods.

20

month.

21

So it's below medium.

It's not going to
These are

And they pay their rent every single

So what I've done is I've kind of put this on a

22

timeline to show you guys the way the mentorship

23

works.

24

after this one is going to be the 3-day Fast Start

25

Bootcamp, it's going to be coming up here, how many

So the first event that you have coming out
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1

weeks away did I say it was?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

Three.

Three weeks, you got it.

So in

4

three weeks, that's going to be coming up.

5

meantime, we're going to get you guys webinars, emails

6

and homework to make sure that you're improving things

7

along so that when you get there you're fully prepared

8

to activate on the stuff we've already had you working

9

on before you get out to that event.

10

In the

After you do that event, let's draw this line

11

out for about a year.

Let's get some more deals done.

12

You'll get your first one done while you're there,

13

you'll get another one done within a month.

14

get on to a monthly schedule or some of you may only

15

do like one every other month or something like that.

16

It's totally going to be you set the pace for it.

17

But once you get a few deals done.

18

you're 1031ing those.

19

out to a what?

20

rental properties with it.

21

rental properties at the summit.

22

Maybe you

Let's say

At some point you've got to get

To a summit event so you can buy the
So come on out, get your

Also while you're there, go ahead and get your

23

IRA set up, go ahead and get your lines of credit so

24

that you can expand when you get back to do bigger

25

dealers.

Some of you won't have to even have prior
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1

partners at that point, you'll have big enough lots.

2

And then let's get you out to the Marketing, Funding

3

and Strategies Bootcamp.

4

you've got more capital, you know how to run your

5

business because you've already been doing deals, now

6

we want to be able to put marketing in place, we want

7

to be able to put strategies in place to accelerate

8

that.

9

let's do marketing and give you a bunch of leads you

Okay?

Because at this point,

So we're not flowing you straight into

10

don't know what to do with.

11

order that I recommend it in.

12

So this is kind of the

Now, if you've already got a bad run in

13

marketing or you've already got deals, you might move

14

this stuff around, so just talk to your consultant

15

before you leave today about the way you want to do

16

that.

17

And then finally, this is where I would put the

18

one on one mentor, right around month nine.

19

around month 12.

20

Because at that point, you've already done enough

21

deals, made enough mistakes, put enough things in

22

place that they can come out with a much higher level

23

of sophistication to help you.

Rather than just like

24

starting with the basics, okay?

If you had a mentor

25

perhaps with you right now, you're going to do, that
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would be way overkill, okay?

Let's get you through

2

the programs first and he actually do the basics, and

3

then get the mentor out with you.

4

already in place where you need the mentor

5

immediately.

Unless you're

6

And then what I'm about to pull up here, guys,

7

please pay attention, because no other company in this

8

industry I've ever seen does this.

9

straight from the top.

And this is coming

And that is that they believe

10

that if you're willing to invest this amount of money

11

with us, and you are willing to invest it into

12

yourself and your business, that you are absolutely

13

entitled to expect that you make back 100 percent of

14

every dollar that you spend with us.

15

And so we have in place, something I've never

16

seen outside of this company, and that is net profit

17

guarantee.

18

you as long as we need to to get you to make back

19

every dollar you spend with us.

20

guarantee.

21

screw it up.

22

with us, we will stick with you, if it's more than a

23

year, that's totally fine.

24
25

We will guarantee that we will work with

This is not a failure

This is not a get your money back if you
This is we will make you succeed.

Stick

Now some people ask me, does that mean if I
make my money back before a year, I can't talk to you
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anymore?

2

that's totally fine.

3

call or see out at events my mentors, every single

4

month.

5

those people, but ultimately, that's up to you.

6

you don't want to stay in touch with us, we're not

7

going to call you, okay, you guys have access to us as

8

well.

9

No.

Okay?

You can still work with us,
In fact, I still email and/or

So it's pretty cool to stay in touch with
If

So I have a little video here, that I want to

10

play for you guys.

It's kind of a testimonial, shows

11

some people that you kind of get some behind the

12

scenes view of what goes on there and then we will

13

introduce you to the packages before we close for the

14

day.

15

(Music playing.)

16

(Video played:)

17

"UNIDENTIFIED FEMALE:

The whole thing has been

18

awesome.

19

good information and just being able to see these guys

20

that you watch on TV and think, we could never do

21

that, it just makes you think you can do.

22

they just really bring it to life.

23

like, we could really do that.

24
25

All the speakers have really given lots of

UNIDENTIFIED MALE:
it's priceless.
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(inaudible) -- you can tap into, and the online --

2

(inaudible) -- is invaluable.

3

UNIDENTIFIED FEMALE:

(Inaudible).
Just some other little

4

tips about how to find properties, the money is the

5

big thing, you learn about the funding, some of the

6

credit and things that are out there.

7

UNIDENTIFIED MALE:

Well, the most valuable

8

lesson I think is to really get out there and get

9

started and do it.

Don't think about it anymore, just

10

go ahead and do it.

I'm looking forward to starting

11

on Monday.

12

UNIDENTIFIED MALE:

If I can make a change in

13

my life, it's going to change many other lives around

14

me.

15

lives around me.

16

The choices that I've made changes everybody's

UNIDENTIFIED MALE:

This experience is

17

unbelievable -- (inaudible) -- I think they should

18

come in and be part of this because it has a lot to

19

offer, and it can change your life, and it really

20

changes lives.

21

UNIDENTIFIED MALE:

Good.

22

UNIDENTIFIED MALE:

The Jump Start and the

23

knowledge that you'll get by attending this kind of

24

event is invaluable.

25

get back, there is no comparison.
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this much training from the experts for one price.

2

All that knowledge.

3

different people over there that have that knowledge

4

that we're seeking, and to have them share their

5

advice like that is incredible just to be a part of

6

that.

7

I mean, there's just so many

UNIDENTIFIED MALE:

The information that we're

8

getting here today is just so in depth and so much

9

easier to understand that it was a month ago or two

10

months ago.

11

UNIDENTIFIED MALE:

This is something anyone,

12

no matter what background you come from, you can learn

13

this.

14

houses -- (inaudible) -- quicker than you can actually

15

think you can do it.

16

take the steps to do it."

You can put it to work and you can be flipping

It's there, you just need to

17

(End of video.)

18

TREY STINNETT:

19

steps that you guys can take.

20

key, and you're going to have more than one mentor,

21

you're going to have all of our mentors.

22

people ask me sometimes, they go, hey, who is my

23

mentor?

24

want somebody with a broad base of knowledge, you want

25

different people with deep bases of knowledge, because

And this is one of the first
So the mentor is really

Will you be my mentor?
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1

then those people can influence different areas of

2

your business and of your life.

3

So our philosophy is simple.

We tell you how

4

to do it and we show you how to do it and then we

5

watch you do it.

6

executed correctly.

7

designed to where everybody is winning.

8
9

We want to make sure that it's being
And remember, this whole thing is

So basically we have three packages I want to
introduce you guys to these now.

There's a bunch of

10

details on them so that you don't have to take notes,

11

and I'm going to go ahead and pass the team handout

12

some paperwork on this, or what do you call those?

13

Information sheets.

14

while I'm speaking up here, so just hang onto them for

15

now, but they have everything I'm talking about here

16

written down.

17

You don't need to read those

So the first thing that comes, this is the

18

diamond enrollment, okay?

19

This is like not for everybody.

20

people who want to do flipping and get into rentals.

21

Who want to be able to utilize kind of the strategies

22

I've been showing this weekend with the 1031 exchange

23

and stuff like that, to doing actually flipping in a

24

short-term assignment, okay?

25

to go for the big one, and this is what you're going
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1

to get.

2

Typically one-on-one mentorship.

The guy will

3

actually fly out to you in your city and help you get

4

into this business.

5

Start Bootcamp.

6

please?

7

well.

8

Second is the 3-day on-site Fast

Derrick, can I get one of those,

Three-day, on-site, Fast Start Bootcamp as

Next you're going to get the Investor Summit

9

out in Las Vegas, the Marketing Mastery, Find the

10

Money, Wealth Strategy Bootcamp in Salt Lake City.

11

You're also going to get the online student resource

12

center, including the two on-demand trainings that I

13

talked about.

14

software and we're going to get you set up with three

15

LLCs, okay?

16

You get the real estate evaluation

You'll notice on this page here, it says up at

17

the top, full-price discount, on-site investment, and

18

it's blank.

19

price, you want to write this down.

20

for this is $73,973.

21

next week, call me next month, call me next year, get

22

signed up price.

23

sales incentives this weekend.

24

are going to be getting signed up this weekend, go

25

ahead and write in that second box under discount,

In that first spot there under full
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$32,676.

2

investment, those of you getting enrolled tonight, is

3

going to be 42 -- $41,297.

4

And in the third box, your on-site

$41,297.

Next is the platinum enrollment.

The platinum

5

enrollment is going to include the Fast Start

6

Bootcamp, the investor summit in Las Vegas, the event

7

in Salt Lake, the online resource center, evaluation

8

software and one LLC.

9

LLC.

So we will set you up with one

The full price for that, go ahead and write in

10

that first box, $45,997.

11

weekend, $19,700.

12

tonight, your investment is going to be $26,297.

13

Your sales incentive this

So those of you getting signed up

And then finally, for those of you that can't

14

find a way to make that work, we do have the gold,

15

it's right at entry level.

16

investor summit in Vegas, the event out in Salt Lake

17

City, the online student resource center, evaluation

18

property software, as well as one business entity, and

19

the investment for that, full price $35,972, that goes

20

right there.

21

getting signed up tonight is going to be $14,675,

22

making your workshop investment this weekend $21,297.

23

That is going to have the

Your sales incentive for those of you

All right.

Now, as you look at this, I saw a

24

couple of you try to compare what's the difference,

25

what's the difference, all right?
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1

ahead and do that for you.

2

diamond and the platinum, there's a big space here.

3

I'm going to tell you the primary differences between

4

the value in the other two, so you can go ahead and

5

write those down.

6

In this space between the

The primary difference between the diamond and

7

the other two.

With the diamond enrollment, you get

8

unlimited access to the funding, you guys.

9

access.

Unlimited

You can come back as many times as you want

10

to.

We believe that if some of you invest with us at

11

that level, that they should be a diamond member and

12

be able to come back as much as they like.

13

one thing that is different.

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

So that is

Does that mean forever?

Forever ever.

Forever ever.

Wow.

All right.

It also is going to

18

include three entities instead of one, and you're

19

going to get the one on one mentor, which I mentioned

20

earlier, I have seen at other companies, they charge

21

25 grand just for that.

22

know for sure that you're going to be buying rental

23

properties from us in the future, I would say the

24

diamond is a good idea.

25

So super powerful.

If you

That being said, please look up here.
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do not think you can flip one house in the next 12

2

months, please do not sign up for any of these, okay?

3

This is not for everybody.

4

So if this is you, if this makes sense for you, it

5

makes sense for us, too, we want to be able to help

6

you guys build it.

7

doing it at one of these three levels, totally up to

8

you.

9

And I do mean that.

Okay?

But you've got to be committed to

Those are the primary differences between the

10

diamond and the platinum.

11

between the platinum and the gold is the Fast Start

12

Bootcamp.

13

home tonight and you're talking to your spouse and

14

they're like, what the hell did you do?

15

trying to explain it.

16

franchise example, but I thought it would be

17

interesting to compare this to education.

18

spend to go to college these days.

19

The primary difference

So after you sign up for this and you go

And you're

I've already given you the

So I went and looked it up.

What people

Dartmouth

20

University is 30 grand a year; University of North

21

Carolina, 36; Brown University, 46; Harvard, 46;

22

University of California, $41,000 per year.

23

bats an eyelash at that because they're conditioned

24

since age five to go to college.

25

have the gumption that you guys do to step outside of
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1

your box and go create something different.

2

whether you look at this as a business or you look at

3

this as education, either way, it makes a ton of sense

4

if this is right for you to make it happen.

5

So

So the questions that I get from people any

6

time that I make this presentation.

7

question I obviously get is, Trey, where am I supposed

8

to get 42,000 bucks to do this?

9

answers to that.

One is cash.

The first

Well, there's a few
It's not my preferred

10

method, although it has happened more than once where

11

I had to carry cash back through the airport like

12

that, so I prefer not, but if that's all you've got,

13

we'll take it.

14

Next is checks.

No rubber checks, please, they

15

have to be written, okay?

16

This is what I would say probably 99 percent of people

17

do, because think about how many miles you're going to

18

get when you put 42,000 bucks on your credit card.

19

That's basically like flights for a year.

20

Next would be credit cards.

Okay?

You can use equity lines of credit, you can get

21

investors or money partners.

22

class in San Antonio, I had three people who told me,

23

Trey, I am broke, I have no money, I have no idea how

24

I'm going to pay for that.

25

will, there's a way.
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you'll go find it.

2

that got sponsored by other people.

3

sponsored by the guy that she came with, the other two

4

had to go out and find sponsors in San Antonio on

5

Saturday night and they did it.

6

I had three people in San Antonio
One of them got

And I had another guy come up to me once, he

7

goes, I don't know anybody.

I don't know anybody with

8

money.

9

everybody knows somebody with money.

I go, dude, you live in the United States,
He goes, no, you

10

don't understand, I moved here illegally three weeks

11

ago, I'm from Mexico.

12

like, I told him the same thing I said earlier.

13

person in this hotel room, man, they've got money.

14

Okay?

15

I don't know anybody.

I was
Every

Now, what I didn't tell him to do is go knock

16

on all the doors; however, we did get a call from

17

security the next day asking us if we told one of our

18

students to go knock on the doors in this hotel.

19

Please do not do that tonight.

20

damned if he didn't come back down Sunday morning with

21

this 40-something year old blonde woman and she paid

22

for him to go to the training, and they went together.

23

All right, now I don't know what arrangement they came

24

up with while in that hotel room.

25

crazier stuff happen.
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My friend Mark and his cousin, they were at one

2

of these classes, they worked in a lumber yard, and

3

they left on Friday night because they couldn't figure

4

out -- or Saturday night and they couldn't figure out

5

how to pay for it yet, so they went and they went to

6

the back of the room and they went ahead and got

7

signed up, but they said, I don't know exactly how I'm

8

going to pay for this yet.

9

So they went and they went to their boss and

10

they said, hey, boss man, we're starting a real estate

11

business.

12

all of our materials from you, but will you sponsor us

13

to go get this business started in we're going to be

14

working with people like Tarek El Moussa and stuff

15

like that.

16

boss goes, if you're successful, you're going to quit

17

and I'm going to have to find new employees.

18

yeah, he goes, so I want adequate compensation for

19

doing this.

20

want 100 percent of the profit from your first three

21

deals.

He sells materials.

And he said, we'll buy

He was trying to explain to them.

They said, what do you want?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

And the

He goes,

He said, I

Oh, my God.

And they agreed to it.

In

24

their first year, they were the ones that did the

25

hundred deals in one year.
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1

like, dude, why on Earth did you do 100 your first

2

year?

3

Trey, when you know you're not getting paid until your

4

fourth one, you build your business differently.

5

thought that was pretty interesting.

Most people ramp up, four, maybe 12.

6

He goes,

I

Another one that I saw, I had a guy that -- I

7

really respected him, because he had done some illegal

8

stuff to be able to make money in his life, but he had

9

little kids, and he said, you know what, I want to be

10

legit for my kids.

That was the reason he wanted to

11

do this business.

And so he goes, I've got a little

12

bit of money, but not enough for that program, let me

13

make a phone call.

14

Kyle on the phone with this lady, it was his

15

girlfriend from like four years before that fell off

16

the top of the W in Atlanta.

17

heard about this, and she like landed on this glass

18

awning and broke her spine.

19

payoff.

20

with him for like a couple of hours, and she sponsored

21

him to go.

22

About two hours later, he puts

I don't know if you

She got a $4 million

She had the money and she was on the phone

So I don't want to hear any excuses from people

23

who say they really want to do this, but they can't go

24

out and possibly find the money.

25

probably figure it out with credit cards or with cash

3-Day Workshop - Dulles, VA
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1

or with a check, if it's something that makes sense

2

for you.

3

sense.

4

If it doesn't make sense, it doesn't make

That's fine.

All right?

And so those are kind of some of the things

5

that I've seen.

I will tell you right now, not

6

myself, nor any of the staff in the back will sponsor

7

you, and there's a reason for that.

8

teaches these classes, and he had a young man in his

9

class, 21 years old, who didn't have two nickels to

My friend Chris

10

rub together, his parents weren't cool with him being

11

here, didn't want to promote him, and so Chris

12

actually said, you know what, I'll pay for you to go

13

to the training, but you've got to pay me back 100

14

percent plus 10 percent interest.

15

easy and cheap for the kid.

16

how am I going to evaluate stuff?

17

laptop.

18

showed up to his event?

19

the office, they said, let that be a lesson to you,

20

man, that which is easily obtained, is lightly

21

regarded.

22

So he made it super

And the kid goes, well,
I don't have a

Chris bought him a laptop.

Guess who never

And when he called to talk to

The reality is, guys, one of the biggest

23

benefits of paying this amount of money is the fact

24

that nobody turns their back on that.

25

you might.

A couple grand

40,000 bucks, if you're committed at that
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1

level, you're committed.

2

to do anything my own family did not do.

3

in this room, sat right there where you're sitting,

4

Terrence, with my dad, and we signed up to do this

5

thing.

6

And I wouldn't ask you guys
I stood here

And so I invite you guys to do that tonight, if

7

it makes sense for you.

8

tax deductible.

9

tax-free, because you spent most of that on investing

10

Yes, it is, absolutely fully

So basically your first flip is

on getting the business started.

11

So people ask me, they say, Trey, what if all I

12

have left is the amount to go to this, would you still

13

tell me to invest it?

14

eye lash, I would.

15

you have left is 50, 60, 70,000 bucks, you can't even

16

buy a piece of real estate and grow anything with

17

that.

18

starting a business that produces recurring income.

Absolutely, without batting an

And the reason is because, if all

The only thing you can do is invest it in

19

Now, some of you asked me if this was for two

20

people earlier today.

21

person.

22

you.

23

partner or spouse, not somebody you met in the

24

bathroom here yesterday.

25

and partner people in the room up to help you save

Okay?

It is not.

This is for one

However, you can bring a guest with

So this is a guest that needs to be a business
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money and stuff like that, but it just doesn't make

2

sense because now somebody you didn't even know and

3

now you're trying to be their business partner and you

4

don't know if your personalities mix and stuff like

5

that, and it's a nightmare, especially with trying to

6

form LLCs and stuff.

7

anymore, it doesn't make sense on our end.

8

shouldn't make sense on your end.

9

to get you guys out there doing that.

10

Okay.

So just don't ask us to do that
Really it

And we would love

So I've got a question for you, and

11

before I ask this question, it's always interesting

12

how people always go, guys, does it matter what

13

somebody else does for your life or does it matter

14

what you do?

15

It matters what you do.

So here's my question, I'm not looking for a

16

commitment right now, but how many of you are willing

17

to at least take a look at your options to possibly

18

move forward with us and continue working with the

19

advanced trainings?

20

So there's quite a few more hands up right now than

21

there are team members in the back of the room.

22

I'll say this, if you know you want to do this and

23

you're ready to go and you know how to pay for it, be

24

the first people back there.

25

do this and you're ready to go, but you're not quite
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1

sure how you want to pay for it, just hang out.

2

if you're not one of the first people back there, what

3

should you probably do?

4

out.

5

that you've got make.

6

money that you're going to be investing here.

7

Just wait.

And

Yeah, just hang

Stay in your seats, and this is a big decision
This is not a small amount of

So hang out in the room, we're going to wrap up

8

here in a minute, the first people back there, we will

9

be working with them, so just give them some time.

10

Before you're done, I'll also be up here, if somebody

11

wants to get enrolled, I can get you enrolled as well,

12

not just the team.

13

Just let us know.

Other than that, a couple of housekeeping items

14

for tomorrow.

It's going to be a little bit different

15

tomorrow than it was for the last two days.

16

all, we'll be opening the doors here in the morning at

17

8:00 a.m. instead of 8:30.

18

9:00; however, we are going to work straight through

19

lunch, because we're going to try and hit some flights

20

tomorrow.

21

up tonight, sign up tomorrow.

22

inkling you want to do this, please sign up tonight.

23

Because these guys want to get home to their families

24

tomorrow, as do I.

25

trying to help people get enrolled.

First of

We still get started at

I used to, you know, tell people, like sign
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want to do it, do it now.

2

going to have a working lunch.

3

some sort of snack or something like that to eat and

4

it's totally fine if you want to eat, I'm fine with

5

that.

6

work straight through lunch and get out of here.

7

We're going to try to end around 3:00 tomorrow.

8
9

And then tomorrow we're

But bring that in tomorrow, that way you can

So, other than that, have we been learning a
few things this weekend?
time?

11

will see you guys in la mañana.

12

(Music playing.)

13

MS. BAZAN:

We are two-thirds of the way done.

I'm sorry.

UNIDENTIFIED FEMALE:

MS. BAZAN:

18

UNIDENTIFIED FEMALE:

Hello.

Would you like me

time?

Yes.
You want to come back for

I have 1:15.

20

MS. BAZAN:

21

UNIDENTIFIED FEMALE:

22

Thanks.

to give you time for tomorrow?

17

19

Thank you.

We

Hi.

15
16

Yes?

Are you guys having a good

10

14

So please bring in

Okay, that works.
You and I are going to

meet at 1:15 tomorrow.

23

MS. BAZAN:

24

UNIDENTIFIED FEMALE:

25

MS. BAZAN:
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1

tomorrow.

2

UNIDENTIFIED FEMALE:

3

(Pause while exiting.)

4

MS. BAZAN:

5

5:08.

6

or 5:05.

7

See you tomorrow.

This is Maria Bazan.

It's now

Today's session concluded somewhere around 5:04

(End of recording.)

8
9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
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1

P R O C E E D I N G S

2

-

3

-

-

-

-

TREY STINNETT -- REE SEMINAR VOL. 1

4

(Music/off-mic conversation.)

5

MS. BAZAN:

My name is Maria Bazan.

I'm an

6

honors paralegal from the Federal Trade Commission.

7

Today's date is April 22nd, 2018, and it's currently

8

8:22 a.m.

9

Marriott, located at 45020 Aviation Drive in Dulles,

10

I am at the Washington Dulles Airport

Virginia.

11

I will be attending the third day of Real

12

Estate Elevated's three-day real estate seminar and

13

doing an undercover recording using the name

14

.

Today's event is scheduled to begin at 9:00

15

a.m.

I will also be having a one-on-one session with

16

Amber Guzman at 1:15 p.m.

17

(Incidental noise.)

18

(Music.)

19

MS. BAZAN:

20

AMBER GUZMAN:

21

MS. BAZAN:

22

AMBER GUZMAN:

23

MS. BAZAN:

24

AMBER GUZMAN:

25

MS. BAZAN:
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1

talked to my parents.

2

AMBER GUZMAN:

3

Visiting, just kind of hanging

out with some friends?

4

MS. BAZAN:

I mean, I just went back home and

5

just -- I don't know, I just talked to my parents, and

6

I went back to sleep.

7

AMBER GUZMAN:

8

go to bed pretty early then?

9

MS. BAZAN:

10
11
12

So you were able to

Yes.

AMBER GUZMAN:
one second.

Yeah, yeah.

Ah, did she get -- hold on just

Did she give you the receipt?

UNIDENTIFIED SPEAKER:

13

receipt, yeah, sorry.

14

AMBER GUZMAN:

Yes, she -- I got the

Okay, perfect.

I'm going to

15

get -- I have some other things that I need to add in

16

here for you, and then let's take a seat here in just

17

one second.

Ah, yeah (inaudible).

18

UNIDENTIFIED SPEAKER:

19

AMBER GUZMAN:

20

MS. BAZAN:

Ah, no, it's fine.

We can talk at

1:15.

23

AMBER GUZMAN:

24

MS. BAZAN:

25

Give you that also and -- did

you have any questions for me this morning?

21
22

That's fine.

Okay.

I don't have any pressing

questions.
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1
2

AMBER GUZMAN:

Oh, okay.

track me down throughout the day.

3

MS. BAZAN:

4

Hey, good morning.

5

UNIDENTIFIED SPEAKER:

6

Thanks.

MS. BAZAN:

Not yet.

UNIDENTIFIED SPEAKER:

10

(inaudible), yeah.

11

MS. BAZAN:

12

UNIDENTIFIED SPEAKER:

13

MS. BAZAN:

I can see that.

I'm definitely interested.

I'm

just -UNIDENTIFIED SPEAKER:

16

MS. BAZAN:

17

UNIDENTIFIED SPEAKER:

18

MS. BAZAN:

It's a lot of money.

Yeah.
Yeah, I get it.

Especially after they paid for this

one.

20

UNIDENTIFIED SPEAKER:

21

MS. BAZAN:

22

Worked up on the next

Yes.

15

19

So my parents are helping

me pay for this, but I need to get them on board.

9

14

Ready for the next

program?

7
8

Well, if you do,

discarding it.

Yeah.

I'm working my way there.

I'm not

It's just -- it's a delayed process.

23

UNIDENTIFIED SPEAKER:

24

I don't tell anybody what I'm doing.

25

that -- that check, that first check, and then I'll
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1

tell people what I'm doing.

2

MS. BAZAN:

3

UNIDENTIFIED SPEAKER:

4

MS. BAZAN:

5

UNIDENTIFIED SPEAKER:

6

MS. BAZAN:

Okay.
Yeah.

My money.

I

I mean, it's your money.

You don't

have to tell anyone what you're doing with it.

9
10

Yeah.

didn't tell anybody.

7
8

So did you sign up?

UNIDENTIFIED SPEAKER:

Yeah.

It's still an

awful lot of money.

11

MS. BAZAN:

It is.

12

UNIDENTIFIED SPEAKER:

13

MS. BAZAN:

14

UNIDENTIFIED SPEAKER:

15

MS. BAZAN:

16

UNIDENTIFIED SPEAKER:

It's scary.

Which one did you sign up for?
The medium one.

Okay.
Which is what Amber

17

suggested, and when I looked at them, I thought that

18

one made most sense to me.

19

high one yet.

20
21

MS. BAZAN:

I'm not going to go to the

I mean, the only difference between

it is like the --

22

UNIDENTIFIED SPEAKER:

The one-on-one would be

23

really good, but I don't know what I'm going to ask,

24

so --

25

MS. BAZAN:

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

Yeah, I mean, and you could -- I'm

EX 7, p. 7

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 9 of 389
8
1

sure they could always offer that later.

2

UNIDENTIFIED SPEAKER:

3

MS. BAZAN:

Yeah.

Plus right now, if you're only

4

doing it short term, at least like this section, only

5

doing this short term, you're not really worried about

6

going to the Summit that many times this year.

7

UNIDENTIFIED SPEAKER:

8

Do you live in this area?

9

MS. BAZAN:

10

I am staying with friends in this

UNIDENTIFIED SPEAKER:

MS. BAZAN:

14

UNIDENTIFIED SPEAKER:

16
17
18
19
20
21
22
23

Oh, that's right.

I

already asked you that.

13

15

Not at all.

area.

11
12

Oh, yeah.

Yep.
I'm sorry.

Great

memory.
MS. BAZAN:

Oh, no, you're fine.

There's,

like, what, 40-something people in this seminar.
UNIDENTIFIED SPEAKER:

But you plan on moving

here, right?
MS. BAZAN:

Yes.

I need to get some solid

footing first, but I do plan on staying here.
UNIDENTIFIED SPEAKER:

Do you have anybody to

work with in this area?

24

MS. BAZAN:

25

UNIDENTIFIED SPEAKER:
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1

in sort of bouncing ideas off of each other, because I

2

don't have anybody to work with either.

3

MS. BAZAN:

4

UNIDENTIFIED SPEAKER:

5

MS. BAZAN:

6

UNIDENTIFIED SPEAKER:

7

Sure.

Yeah.

MS. BAZAN:

9

UNIDENTIFIED SPEAKER:

Yeah.

So it's --

MS. BAZAN:

12

UNIDENTIFIED SPEAKER:

13

MS. BAZAN:

14

UNIDENTIFIED SPEAKER:

No one's looking.
No.

So it's -It's fine if you guys

swap info, just don't (inaudible), okay?

16

UNIDENTIFIED SPEAKER:

17

MS. BAZAN:

18

UNIDENTIFIED SPEAKER:
reaching out.

20

easier working with someone.

(Inaudible).

We're helping each other.

21

MS. BAZAN:

22

UNIDENTIFIED SPEAKER:
Thanks.

Oh, God, no.

I don't think --

19

23

I know we're not

supposed to do this, but I'm so insecure.

11

15

Can I get your phone

number?

8

10

If you want to.

We're

It's always

Sorry, (inaudible) was what?
No, that's good.

Great.

(Inaudible).

24

UNIDENTIFIED SPEAKER:

Welcome back.

25

UNIDENTIFIED SPEAKER:

I have a question.
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1

UNIDENTIFIED SPEAKER:

2

(Music, off-mic conversation.)

3

TREY STINNETT:

4

It's our last day.

5

tomorrow.

6

What's that?

All right.

Here we are again.

You guys are going to miss me

(Inaudible).

So we talked a little bit yesterday about the

7

economic crisis.

Today we're going to dig into it a

8

little bit more, so I thought the best way to start

9

the day off would be to look to my handy dandy

10

resource when I always wonder about what's happening

11

in the markets and the economy, something called South

12

Park.

So let's begin.

13

(Video played.)

14

SOUTH PARK CHILD:

15

SOUTH PARK DAD:

(Inaudible), dad.

(Inaudible), now, more than

16

ever, you need to understand the importance of saving

17

money.

18

SOUTH PARK CHILD:

19

this money to buy whatever I want.

20
21
22

BANK TELLER:

Grandma said I could use

Okay.

Next, please.

(Inaudible).
SOUTH PARK CHILD:

I got a hundred dollars

23

check from my grandma, and my dad said I need to put

24

it in the bank so it can grow over the years.

25

BANK TELLER:
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1

smart decision, young man.

2

money market mutual fund that will re-invest the

3

earnings into foreign currency accounts with

4

compounding interest, and it's gone.

5

SOUTH PARK CHILD:

6

BANK TELLER :

7

SOUTH PARK CHILD:

8

BANK TELLER:

9
10
11

didn't do too well.

SOUTH PARK CHILD:

What do you mean?

Not anymore you don't.

I have a

Poof.

Well, what can I do to get

back my -BANK TELLER:

I'm sorry, sir, but this line is

16

for bank members only.

17

CHILD:

18

BANK TELLER:

I just opened an account.
Do you have any money invested

with this bank?

20

CHILD:

21

BANK TELLER:

No.

You just lost it all.
Then please stand aside for

people who actually have money with us.

23

SOUTH PARK CHILD:

24

BANK TELLER:

25

It

hundred dollars.

SOUTH PARK CHILD:

22

What's all gone?

It's gone.

13

19

It's all gone.

The money in your account.

BANK TELLER:

15

Ah, what?

It's gone.

12

14

We can put that check in a

how are you today?
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1

we can just put that into your retirement account and

2

make it go to work for you, and it's gone.

3

MRS. BARNACLE:

4

BANK TELLER:

What?

Sorry how that's gone.

Please

5

step aside for people who actually have money with the

6

bank.

Next, please.

7

SOUTH PARK CHILD:

8

SOUTH PARK DAD:

9

son the importance of savings.

10

Dad.

Hey, I'm trying to teach my
He already lost his

money.

11

BANK TELLER:

Oh, Mr. Marsh, don't worry, we

12

can just transfer money from your account into a

13

portfolio with your -- and it's gone.

14

for people who have money with the bank only.

15

step aside.

16

(End of video.)

17

TREY STINNETT:

18

This line is
Please

Is that pretty close to what

people felt like in 2008?

19

UNIDENTIFIED SPEAKER:

Yeah.

20

TREY STINNETT:

All right, so let's dive

21

in.

22

night?

Yeah.

First of all, did you guys get some sleep last

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

All right.
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1

Several of you got signed up last night to come out

2

and continue working with us.

3

lot of information over the next year.

4

be holding your hand to get this business started.

5

you're going to be a little bit in and out of the room

6

today.

7

If you're working with us and continuing on, please do

8

not worry.

9

days what will take other people decades to learn.

10

You're going to get a
We're going to
So

I know some of you still have some meetings.

You're going to learn in just a couple of

For those of you that are not going to move

11

forward with us, today's our last day together.

12

please, take your pen and paper out.

13

keep some good notes today, because we've got a lot to

14

go over.

15

So,

Let's dive in,

Let's begin by recapping yesterday.

We did an

16

individual exercise.

17

auctions, Who Moved My Cheese, the book, earned

18

income, the foreclosure timeline, the short sales,

19

mortgage interest, story problem approach, foundation

20

funding, and asset protection, and a whole bunch of

21

other goodies.

22
23

We talked about residual income,

What are a couple things that stood out for you
guys from yesterday?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

what part about the asset protection stood out for

2

you?

3
4

UNIDENTIFIED SPEAKER:

Having them, the

necessity of them.

5

TREY STINNETT:

Yeah.

It's kind of important.

6

It's interesting how when I got back from my advanced

7

trainings, the first thing I did, my dad had a friend

8

he had gone to high school with who was a real estate

9

attorney in our home city, so naturally I thought,

10

let's go to that guy and get set up with our entities,

11

because back then, they didn't just give you entities.

12

You guys are going to get entities.

13

that.

14

I didn't get

So I had to go create my own entities.
So I go sit down with this attorney, I say, all

15

right, so, I want to set up these LLCs with land

16

trusts and then have a limited partnership that owns

17

the LLCs and the corporate -- and he goes, what are

18

you doing?

19

protection.

20

doing all that for?

21

I was, like, I want to set up my asset
He goes, just use an LLC.

What are you

Is it possible that there's professionals out

22

there that have no idea how to actually build the

23

right strategy for you?

24

careful when you're out there, make sure you're

25

working with people that know what they're talking
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1

about.

2

that have told me you can't do 1031 exchanges from

3

flips to rentals, because somebody told them that one

4

time.

5

clearly states that you can, and they go, "Oh."

6

Right?

7

The same thing with CPAs.

I have had CPAs

Then I show them on the IRS's website where it

So just because somebody is technically a

8

professional in our industry does not necessarily mean

9

that they are the ideal person for your power team, in

10
11
12

that role, in this industry.
What's something else that stood out for you
guys from yesterday?

Something else that stood out?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

1031s.

How about those 1031 exchanges?
Yeah, yeah.

Isn't that kind of amazing?

No

17

other business -- no other business have I seen --

18

and, man, have I done a lot of businesses over the

19

years -- that allows you to be able to kick the can

20

down the road like that, to literally be able to walk

21

in, to buy properties, to flip them, and then to move

22

your way up.

23

second row, guys.

Look, we saved you three seats in the

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Thank you.

I still don't know which one's

3

Theresa and Lisa, so can you guys put some name tags

4

on?

All right.

5

Okay, so a lot of good stuff from yesterday.

6

We left off talking about foreclosures yesterday

7

morning.

8

through the early parts of the foreclosure sequence,

9

all the way up to preforeclosure, after which time, of

Let's pick up where we left off.

10

course, we get into the foreclosures.

11

lot of foreclosures in 2009?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

We've gone

Were there a

Yes.

There were a ton of them.

The

14

greatest transfer of wealth in U.S. history, and we'll

15

talk about this a little bit more today, but what ends

16

up happening is -- does anybody know what crashed the

17

real estate market?

18

down?

What caused the market to go

Why there were all these foreclosures?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

obligations.

24

derivatives, okay?

25

The Big Short?

Bad mortgages.

Bad mortgages, subprime.
Subprime.

Collateralized debt

The word that we're looking for is
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Yeah.

Highly recommend it.

It gives

3

you -- it's probably the best exposé that I've seen on

4

what actually caused the markets to crash, The Big

5

Short.

6

Christian Bale?

7

in it, too.

8
9

It has Batman in it.

What's his name?

It has a couple of other big actors

A good movie.

So, yeah, the markets crashed.
because of bad loans.

They crashed

Those bad loans were

10

perpetrated and created by people that put together

11

the derivatives market.

12

first of all, do you think that people -- that there

13

were people who knew the market was going to go down

14

before it went down?

Then, once it crashed --

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

Yes.

Yes.
And do you think if you

17

were one of those people, you would sell off your

18

assets before the crap hit the fan?

19

UNIDENTIFIED SPEAKER:

Yeah.

20

TREY STINNETT:

That's exactly what they

Yeah.

21

did.

So they created these CDOs, these collateralized

22

debt obligations, full of all these pieces of real

23

estate, and then they took those and they put them on

24

the market and then they sunk the market, then took

25

their cash out before that happened, and then guess
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1

what they started doing in 2009 with all the money

2

that had been pulled out and (inaudible)?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

(Inaudible).

Buying back the exact houses

5

that they crashed.

So we had a bunch of people that

6

used to be homeowners that are now tenants of --

7

tenants of the same hedge funds that owned the loans

8

that they crashed.

9

like Detroit.

And now you see this in places

Warren Buffet is flipping Detroit right

10

now.

11

but he's doing that and he's flipping them to hedge

12

funds.

13

So you guys flip a house, this guy flips a city,

Kyle and I were looking at properties last year

14

in Houston, and before I even got involved, Kyle had

15

already been wholesaling them to hedge funds.

16

hedge funds get it.

17

real estate, and they understand that there's a lot of

18

opportunity in the foreclosure market.

19

is, though, what you have and the hedge funds don't

20

have is an individual personality.

21

ability to go talk to a person one on one, see their

22

heart, and actually help them.

23

So the

They have been buying up all the

The difference

You have the

And if you are willing to do that, if you are

24

willing to see a person, where they are in their life,

25

do you think that you might be able to help them more
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1

than if you just went in trying to wheel and deal?

2

course, right?

3

to people, can make a huge difference.

4

Of

So having that open heart, as you talk

All right.

So let's talk about the steps in

5

this foreclosure.

Step one is delinquency, as we

6

talked about yesterday.

7

behind on payments, typically two months' worth, and

8

that begins the foreclosure process.

9

yesterday that there's a document that is filed, a

A person becomes late or

We said

10

notice of default.

11

send a demand letter to the homeowner saying, hey,

12

you've got to pay up.

13

money or you're behind this many months, and if you

14

don't get it caught up, we are going to have to

15

proceed to a foreclosure on your property.

16

Well, before that's filed, they

You're behind this amount of

At this point, again, though, they still have

17

preservation efforts.

18

still trying to keep the homeowners in the home.

19

are not trying to kick them out.

20

the loan, and we will go over here in a minute why

21

that's the case.

22

In other words, the bank is

They want to keep

Then that notice of default is filed once the

23

letter has been sent out.

24

(inaudible), and then a complaint might be filed.

25

They

Some counties, again,

UNIDENTIFIED SPEAKER:
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1

found where?

2

TREY STINNETT:

The notice of default can be

3

found at the courthouse or if you have a software that

4

pulls it from the courthouse, one of the two.

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

7

What was the software?

The software we use?

Property

Finder.

8

UNIDENTIFIED SPEAKER:

Property Finder?

9

TREY STINNETT:

You guys will get that

Yeah.

10

with the advanced trainings.

11

work with us and you still want to be able to do

12

foreclosures, you can still go to the courthouse.

13

don't have to have software to do this, okay?

14

makes it easier and faster, okay?

15

Did I see a hand?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

18

UNIDENTIFIED SPEAKER:

19

You

It just

Yeah.

What's up?
Is there a fee for the

courthouse?

20

TREY STINNETT:

21

UNIDENTIFIED SPEAKER:

22

If you're not going to

What's that?
No, I'm asking if

there's a fee --

23

TREY STINNETT:

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

courthouse.

2

have access to their system or something, but they

3

don't charge you for the list.

4

you'll have attorneys or you'll have people that have

5

access to data feeds that will then use their very

6

expensive data feeds to then feed into our software.

7

So that's what allows us to go a little bit faster,

8

but since it's not -- everybody in here is not going

9

to get it, I'd rather not talk about it too much.

10

They may charge you, like, ten bucks to

Okay.

So what happens is

Next is a complaint will be filed.

So

11

now the property has gone into notice of default, it's

12

going up for the auction, but it's not ready for

13

auction yet.

14

So now a complaint will be filed.

15

what kind of state you're in and how your foreclosures

16

are processed in that area.

17

different states, so we will kind of go over those in

18

a second here.

19

It's just beginning that process, okay?
So this depends on

You guys are all from

But basically a complaint will be filed.

This

20

is -- if you've heard the term "plaintiff," that means

21

that there is a lawsuit that is being filed against

22

the homeowner to force them out of the house.

23

we talked about yesterday, when a bank lends you money

24

to buy a house, you still own the house.

25

just owns a lien against the house.
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1

So you understand that, basically what that

2

means is that the bank doesn't get to just take your

3

house.

They have to sue you to get you out of the

4

house.

In some states, though, there is no lawsuit

5

required.

6

the Government, and the Government automatically will

7

process that foreclosure.

8
9

They just file the necessary paperwork with

Either way, this is when the person is in
default.

Default is that proverbial point of no

10

return, where at this point they already have been

11

behind in their payments for so long, either the judge

12

or the bank tells them, all right, you are officially

13

in default, and now you owe the entire balance of your

14

mortgage, okay?

15

Now, there's two different types of

16

foreclosures.

17

foreclosure and a nonjudicial foreclosure.

18

anybody want to guess what the difference is?

19
20
21
22

There's what's called a judicial

UNIDENTIFIED SPEAKER:

Does

The court's involved in

the one.
UNIDENTIFIED SPEAKER:

One's probably

noncontested.

23

UNIDENTIFIED SPEAKER:

(Inaudible).

24

TREY STINNETT:

So nonjudicial would be

25

Yeah.

there's not really a judge involved, it doesn't really
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1

have to go through the courthouse.

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

Right.

The judicial, "jud" requires a

4

judge, okay?

If it is a judicial foreclosure, then

5

the judge will decide what the total amount is that

6

the homeowner owes, including all points, fees,

7

penalties, interest, and everything.

8

nonjudicial foreclosure, the bank will decide, okay?

9

So this is what is called the final judgment, which is

If it is a

10

the last amount that is due.

11

amount is issued, that will be the opening bid at the

12

auction.

13

Once the final judgment

So as we talked about yesterday, when you go to

14

the auction, you have the little lady with the

15

glass -- you know, the glasses on the little chain,

16

she makes the opening bid, and that amount she bids is

17

that final judgment.

18

to make sure that they get paid everything, minimum,

19

that they're due; otherwise, they get the property.

So it's just setting the basis

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22
23
24
25

question.

So is this for a tax --

Raise your hand to ask me a

What's up?

UNIDENTIFIED SPEAKER:

Is this for a tax deed

auction?
TREY STINNETT:
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1

type of auction.

So there's no taxes here.

This is

2

just a standard foreclosure from the bank foreclosing

3

on a house because it's not paid, okay?

4

taxes involved, it would be a separate type of

5

foreclosure.

If there were

6

UNIDENTIFIED SPEAKER:

Separate type.

7

TREY STINNETT:

All right, and then

Okay.

8

finally it goes into auction, so this is a standard

9

foreclosure all the way through.

So the homeowner as

10

the opportunity all the way through here in the

11

beginning to catch it back up, to make their payments,

12

to be able to preserve the loan; however, once it gets

13

to the end here, once the final judgment is decided

14

and they are officially in default, they can no longer

15

catch it back up.

16

full balance in total.

17

Now they have to come up with the

Once it goes to the auction, they can actually

18

still come up with the full amount in the morning of

19

the day of the auction if it has not yet been

20

processed; however, after the auction is over, one of

21

two things happens.

22

or it goes back to the bank, okay?

23

new person, can the homeowner still come get their

24

house back?

25

It's either purchased by a buyer

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

2

UNIDENTIFIED SPEAKER:

3

They have a right to

redeem --

4
5

It depends on the state --

TREY STINNETT:

Some states have redemption

rights, right?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Yeah.

So it really depends on the

8

state.

So this is kind of crazy, but a redemption

9

right actually gives the homeowner the right to buy

10

their foreclosed house back from the bank or investor

11

after the foreclosure sale for a prearranged amount of

12

time.

13

(inaudible).

14

The homeowner must also pay all fees and add

So what does this mean?

It means that you

15

could go buy a property at auction, you could then go

16

fix it up, and then right before you're ready to

17

close, you get a call from the homeowner saying, "I've

18

paid off my mortgage; give me my house back."

19

have to pay you back for all the rehab?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

Do they

No.

No, they do not.

So should we

22

probably make sure that we know whether or not we're

23

in a judicial or nonjudicial state and whether or not

24

there's a redemption right on a property before we

25

decide to work in that area?
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Yes.

Probably a good idea.

So

3

redemption rights can range anywhere from, like, three

4

months all the way up to a year.

5

that redemption rights are waivable and assignable,

6

which means you could go to the homeowner after you

7

bought the property and say, hey, do you have any

8

intent to redeem your property?

9

don't.

The cool thing is

And they say, no, I

You say, okay, well, here's a thousand

10

dollars.

Sign this document that says you are not

11

going to redeem the property, and go about your merry

12

way.

13

don't have to wait out the redemption period.

That way I can get my rehab started now and I

14

Could you go to an auction, watch, see which

15

properties sell for a really good price, and then go

16

team up with the homeowner to go buy the house away

17

from that other investor and just pay them back their

18

money?

19

You don't even have to do any bidding.

20

else do all the bidding for you.

21

You could.

That's a strategy right there.
Let somebody

Could you wait until that investor fixes up the

22

property, then team up with the homeowner, and go

23

steal the property back away from them for just what

24

they paid for it at auction to get a full rehab for

25

free?

You can.
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1
2

UNIDENTIFIED SPEAKER:

I'm not sure what the

last name of the buyer was.

3

TREY STINNETT:

You should.

4

could, but should you do that?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

You should --

No.

No, okay.

We said yesterday,

7

everything has to be legal, moral, and ethical.

8

I'm teaching you guys some strategies, some really

9

cool stuff, but please remember, Jedi purposes only,

10
11

okay?

So

So don't mess anything up.
All right.

So here's your states that have

12

one-year redemption or no redemption rights, Arizona,

13

Connecticut, Delaware, Hawaii, Illinois, Iowa,

14

Louisiana, Massachusetts, Mississippi, Montana, New

15

Hampshire, New York, Oklahoma, Pennsylvania, South

16

Carolina, and Texas, right?

17
18

UNIDENTIFIED SPEAKER:
literature someplace?

I didn't see --

19

TREY STINNETT:

20

UNIDENTIFIED SPEAKER:

21
22

Was that in our

What's that?
Is that in our

literature someplace?
TREY STINNETT:

No, but it's easily Googled,

23

like this isn't proprietary information.

24

Google that at any point.

25

All right.
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1

these states, and then here are your states that have

2

one-year redemption rights.

3

South Dakota, Wisconsin, these are -- they can be up

4

to a year, but they also have some -- some smaller

5

ones.

6

shorter and longer periods?

Now, Idaho, North Dakota,

What do you think makes the difference between

7

UNIDENTIFIED SPEAKER:

(Inaudible).

8

TREY STINNETT:

All right, let's think

9

about it this way.

Nope.

What is Idaho known for?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

12

Potatoes.

Where are potatoes

grown?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

15

Potatoes.

In the land.

On the farm.

You got it,

right.

16

Wisconsin.

What's that known for?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

Cheese.

Cheese.

It grows on milk, right?

Where does cheese

19

grow?

On farms, okay?

So

20

whether it's a farm or it's a ranch, if it's a large

21

amount of acreage, they give them more time to redeem

22

their property.

23

lot that you built a house on, you got three months,

24

okay?

25

actually stair-step it depending on the acreage.

If it's just some, like, eight-acre

So in -- what's the one -- Wisconsin, they
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1

don't have it memorized, but easily Googled, again, to

2

see what the acreage is and how much time you have on

3

the redemption.

4

If you did not see a state you're interested in

5

up there, please Google it, because it must mean that

6

it is either a hybrid state, meaning that it goes down

7

to the individual document.

8

California wasn't on either of those lists, and that

9

is because California's redemption is set by the judge

So, for example,

10

and could be anywhere from 60 days up to six months,

11

okay?

12

rules around this stuff.

13

what the states are but, rather, to tell you please

14

pay attention when you are going to work in

15

foreclosure.

16

are when it comes to redemption rights and when it

17

comes to the way the foreclosures are processed.

18

So different states are going to have different
My point is not to tell you

Go Google what that state's actual laws

So as mentioned earlier, there is two different

19

ways that foreclosures can be processed, judicial and

20

nonjudicial, okay?

21

through a judge and has to be -- has to go through the

22

court system.

23

straight through the system without having to go

24

before a judge.

25

mortgage payments, you are in default, so you are not

So judicial meaning that it goes

Nonjudicial is simply you can just go
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1

going to show up at the courthouse and be able to,

2

like, defend yourself, unless you can prove you made

3

the payments and they're foreclosing on you

4

erroneously, which does happen sometimes, very rarely,

5

and almost always with private lenders, not like a

6

Bank of America.

7

Here are your judicial states:

Connecticut,

8

Delaware, Florida, Hawaii, Illinois, Indiana, Iowa,

9

Kansas, Kentucky, Louisiana, and Maine, all the way

10

down to Wisconsin.

11

must be processed judicially, meaning they all must go

12

before a judge.

13

the one that you're interested in, that does not

14

necessarily make your state nonjudicial.

15

Texas.

16

state either.

17

that it comes down to the individual document.

18

These states, all foreclosures

If you do not see your state up here,

For example,

It's not up here, but we are not a nonjudicial
We are a confused state.

That means

So on the mortgage, just like on any -- anybody

19

here that's ever filled out a contract and it has an

20

arbitration clause, where it says, in the event of a

21

lawsuit, rather than taking this to the court system,

22

we are just going to go to a third-party arbiter that

23

we both agree on, it's the same thing.

24

will state, in a state like Texas or a state like

25

California where they are hybrid states that could go
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1

either judicial or nonjudicial, it will say on the

2

specific document.

3

states that is not on this list, you need to look

4

document by document to see whether or not it is a

5

judicial or a nonjudicial foreclosure.

6

So if you're working in one of the

Now, which one do you think is more expensive

7

for the bank, judicial or nonjudicial?

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

Judicial.

So what do you think in those

10

states they usually choose?

11

nonjudicial.

12

residential mortgages in Texas are nonjudicial;

13

however, there's that other 10 percent.

14

to make sure you look document by document to see

15

whether or not it is judicial or it is nonjudicial.

16

It's usually going to be

I would say probably 90 percent of

So you want

So all of this ends up going all the way

17

through to the auction.

Now, once the -- whether it's

18

judicial or nonjudicial is irrelevant.

19

the auction block, now it is time for somebody to pay

20

to buy that house; otherwise, it is going to go back

21

to who?

Once it hits

22

UNIDENTIFIED SPEAKER:

The bank.

23

UNIDENTIFIED SPEAKER:

Bank.

24

TREY STINNETT:

25

To the bank, okay?

So the bank

does not get your house unless nobody else at the
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1

auction buys it, okay?

2

tax deeds and tax liens here real quick, because there

3

seems to be a lot of people that think that you're

4

going to be able to just, like, buy a tax lien and

5

then you get a house, okay?

6

interest-bearing interest.

7

acquisition strategy, okay?

8
9

So I'm also going to address

Tax liens are an
They are not a property

Tax deeds are a property acquisition strategy,
but you're not going to get a $300,000 house for nine

10

grand.

11

150, still a great deal, but you've got to bid against

12

people, and sometimes the bids go too high.

13

the reason why I don't make it a habit to go to

14

auctions personally, although there are plenty of

15

people, including students that are in our system,

16

that use auctions.

17

by county.

18

at an auction because people go there -- homeowners go

19

there to buy houses, so they can pay more than I can

20

because they don't have the 21 percent fees that I

21

have or 11 percent fees that I have.

22

You are going to get a $300,000 house for like

It just goes city by city, county

Austin, it's too competitive.

All right.

This is

I can't win

So at the auction, let's talk about

23

how the money flows.

24

paid at the auction whenever a bidder wins the house?

25

Who's the first person to get

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

Before the bank.

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

The IRS.

The auctioneer, right?

So the

4

courthouse technically is the first one to get paid,

5

okay?

6

before the bank?

Who gets paid after the courthouse but still

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

taxes, okay?

The IRS?

Not the IRS, but taxes, state

So property taxes get paid next.

IRS

10

would be further down, but unlike all the other liens,

11

IRS liens can survive a foreclosure.

12
13

All right, so the courthouse, property taxes,
and then, finally, who gets paid?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

The bank.

Now the bank, but which bank?
The first lien.

The first, okay, because there

18

may be more than one bank involved, okay?

19

first lienholder gets paid next.

20

draw a little thin red line here, because these are

21

the only three people guaranteed payment, okay?

22

Anybody else who has a lien on the property, a second

23

mortgage, a contractor's lien, anything like that,

24

they come after this red line, meaning they're not

25

guaranteed to get paid.
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1

paid, but there is no guarantees.

2

fourth lienholder as well, then your mechanic's liens

3

and your contractor's liens.

4

Third lienholder,

Now, let's say that at the end of the

5

foreclosure, one of two things are going to happen.

6

They are either going to pay more for the property

7

than you owe or they are going to pay less for the

8

property than you owe, one of the two.

9

less, say a $500,000 debt and all of your liens and

If they pay

10

sells for 400 grand at the auction, leaving it

11

$100,000 deficient.

12

could happen.

Could that happen?

Sure, it

13

Does the homeowner still owe the hundred grand?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

Yes.

Yes, they do.

The homeowner

16

still owes the 100 grand.

That homeowner just lost

17

their house because they couldn't make their mortgage

18

payments.

19

around?

Do you think they have 100 Gs laying

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22

Probably not.

So what do you

think the bank usually does?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

No.

(Inaudible).

They write it off their taxes,

and in order to do so, they send the homeowner a 1099.

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

EX 7, p. 34

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 36 of 389
35
1

So you just went into foreclosure.

2

house.

3

upside down right now.

4

the IRS is now sending you a tax bill on $100,000 of

5

income that you have to add to your income for this

6

year, could push you up as high as a $39,000 tax

7

liability.

8
9

You lost your

You couldn't make your payments.

Your life is

Then on top of all of that,

Now, the bank may not be able to get any money
out of you, but will the IRS figure out a way?

10

UNIDENTIFIED SPEAKER:

Yeah.

11

TREY STINNETT:

They can dragnet your

Yeah.

12

bank account.

13

check even comes in.

14

said that he had an issue with the IRS once, and he

15

went to go pick up a $4,000 check from his employer,

16

and it was a $40 check, and it was because the IRS had

17

taken the money straight out of his paycheck.

18

but that's the way that it works.

19

Okay.

They can confiscate wages before your
I had a guy in my class once

Crazy,

On the flip side, though, let's say if

20

the property -- you only owe 400,000, it sells for 600

21

grand at the auction.

22

Who gets the 200K?

There's $200,000 left over.

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

Homeowner.

The homeowner, okay?

The

homeowner's going to be on the hook for what's left
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1

over, and the homeowner is also going to get the

2

profit that's left over.

3

(inaudible).

4

You go buy a $600,000 house.

5

You get a mortgage for 400 grand, and then your

6

husband passes away, you get sick, you get transferred

7

to another state, but something happens and you lose

8

your house six months later.

9

grand you put down.

10
11

That's what makes sense

Think about it from this perspective.
You put $200,000 down.

That's still your 200

You're still entitled to get your

money back.
So how do you think they get the money back to

12

that homeowner?

Do you think the homeowner has to

13

show up at the auction to get their check?

14

think they just, like, wire it to the homeowner's

15

account?

16

deposits it into their own bank account and then tells

17

the homeowner to come and get it whenever you know

18

about it?

Do you

Or do you think that maybe the state just

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Yeah.

That one probably sounds a lot

21

more like the Government.

22

the Government will take the money and they put it

23

into an account.

24

called the excess proceeds account, and that is where

25

they put any money that's left over from a sale at an
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1

auction, whether it's a car or a house or anything,

2

and they notify the previous homeowner at their last

3

known address that they have money in the excess

4

proceeds account.

5

known address?

6

So unless they set up mail forwarding in a quick jiffy

7

and made sure that they got all their mail, they may

8

never even know that they have anything waiting for

9

them down there.

10

Wait a second, where is their last

The house they're no longer in, right?

One of our students, Conron (phonetic), he's

11

actually -- interestingly enough, he went through all

12

of the trainings at another company and then went

13

through all of our trainings.

Talk about, like,

14

increasing your value, right?

And when he went

15

through all of our trainings, he learned how to do

16

this, made some really cool connections, and now -- I

17

told you guys that you kind of all will get your own

18

flavor.

19

Some of you -- we are all going to start out

20

kind of flip, rentals, flip, rentals.

21

might do some construction.

22

into maybe some commercial properties.

23

into something else.

24

He's, like, all I'm doing is excess proceeds now.

25

talked to him the other day.
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1

was very happy for him.

2

Arizona, he basically -- his full-time gig right now

3

is he just goes and gets excess proceeds on behalf of

4

homeowners and charges them 10 percent of whatever he

5

goes and picks up for them.

6

I teach at a three-day, but that's pretty cool, that

7

he just found a way to kind of work the system and go

8

and get that money.

9

So not exactly something

Yeah?

10
11

He was telling me that in

UNIDENTIFIED SPEAKER:
for that?

12

TREY STINNETT:

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

15
16
17
18
19
20
21
22

Is there a time frame

They hold it in there forever.
Okay.

Of course, it's in the account,

right?
UNIDENTIFIED SPEAKER:

But it's not

noninterest-bearing?
TREY STINNETT:

Oh, man.

It's the Government.

Is anything ever interest-bearing?
UNIDENTIFIED SPEAKER:

Well, when it's against

you, yes.
TREY STINNETT:

When it's against you, of

23

course, yeah.

It is not interest-bearing.

24

have money in the excess proceeds account in Texas.

25

didn't know about this.
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1

four years ago, he goes, hey, check out this website.

2

You have got a hundred bucks in the excess proceeds

3

account.

4

never, like, had a car repossessed or anything like

5

that, never even lost account.

6

don't know.

7

just a hundred bucks, right?

8

I go to BB&T.

9

I was, like, what on earth is that from?

I was, like, okay, I

I just figured it was not worth my time,
So about six months ago,

You guys have BB&T up here, right?

UNIDENTIFIED SPEAKER:

10

I

TREY STINNETT:

Yeah.

So I go to BB&T to open up a

11

bank account for one of my new businesses, and I said,

12

hey, I'd like to open up another account here.

13

said, okay, you already have an account?

14

They said, okay, "chk, chk, chk," and they're, like,

15

you don't have an account here.

16

do.

17

bucks in it, never really did anything with it.

18

They're like, oh, yeah, we closed that account in

19

2014.

20

you don't touch your account after 12 months and a

21

day, we send your money to the excess proceeds account

22

and close your account.

23

my hundred bucks went.

24
25

They

I said yeah.

I'm, like, yeah, I

I opened one, like, in 2013, put like a hundred

I said, what are you talking about?

Like, if

I was, like, ah, that's where

So I still have a hundred dollars in the excess
proceeds account.
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1

to go get it, so it's not really worth my time, but

2

this is what Conron does.

3

people's excess proceeds, and he helps them claim it,

4

and he gets a percentage of it, because it's not as

5

easy as just going down and asking them to write you a

6

check.

7

have got to do all this crazy stuff to be able to get

8

that money back.

9
10

He just goes and he gets

You've got to get attorneys involved.

UNIDENTIFIED SPEAKER:
about this excess proceeds?

11

TREY STINNETT:

You

So how do we find out

Where would we look?

Just whatever state, excess

12

proceeds account, yeah, and you'll know whether or not

13

you have anything left over.

14

car, right?

15

like, I don't know, 1976 or something, and he -- he --

16

they went and they put his car on the back of a truck

17

and pulled it out.

18

Anyway, so he had his car repossessed and ends up

19

getting a check in the mail -- not a check in the

20

mail, but he gets a notification in the mail that he's

21

got money down in the excess proceeds account and went

22

and picked up a thousand dollars or something like

23

that.

24
25

Let's say you lost a

So my uncle had a car repossessed in,

My roots are pretty interesting.

So it can happen.

It is rare.

However, let's say that you just bought a
foreclosed home.
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1

says the previous homeowner has $200,000 down at the

2

excess proceeds account.

What could you do?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

Geez.

Go get it.

No, we can't go get it Theresa.

My 200,000.

6

UNIDENTIFIED SPEAKER:

(Inaudible).

7

UNIDENTIFIED SPEAKER:

(Inaudible) the previous

8

owner.

9

TREY STINNETT:

You can contact -- do what

10

Conron does.

11

You can let them know they got 200K down here.

12

could figure out what is required to be able to go get

13

those funds, and then you could go do that on their

14

behalf and help them get their money back and maybe

15

take a piece of it.

16
17

But let's think a little bit bigger.

20

You

What else

could you do?

18
19

You can contact the previous homeowner.

UNIDENTIFIED SPEAKER:

Help them invest that

money?
TREY STINNETT:

That's what I would do, right?

21

I like Brenda's thought.

22

Think about this.

23

happened to notice that you just lost your home,

24

because I bought it, but I happened to notice that you

25

just lost your home.
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1

able to qualify for a new place for a while.

2

credit is pretty thrashed.

3

your credit.

4

rent to somebody with a foreclosure on their credit.

5

So you're going to be in a very difficult spot for the

6

next couple of years.

7

Your

You have a foreclosure on

A lot of apartment complexes won't even

Would you like to move into a house that might

8

be more affordable for you?

I've got a wonderful

9

three-bed/two-bath lease option available for you.

10

The nonrefundable option consideration is only

11

$200,000, and that will get you in there.

12

200K on an NROC, but you get the point, right?

13

they give you 20, 30, 40 thousand of that for their

14

NROC, and then you let them move into the property,

15

help them fix their credit up, hook them up with Build

16

My Scores.

17
18

Maybe not
Maybe

Do you guys know how to be able to fix credit
now?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Right?

Yeah.
So we talked about

21

that.

Fix the back payments with something like Build

22

My Scores or probably Lexington Law wouldn't be good

23

enough for a foreclosure.

24

little bit better.

25

to three years, get them into that house, and now you
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1

just found a buyer for a house, you made money there.

2

You were able to get an NROC (phonetic) down payment,

3

you made money there, and with the rest of the money

4

they have left over, let's do what Brenda said.

5

them invest it, right?

6

left over.

7

can't even go buy a (inaudible) right now.

8

you put it into some real estate deals?

9

be a real estate investor, as you know, because I

Help

Look, you have got this money

What are you going to do with it?

You

Why don't

I happen to

10

bought your house, and I am able to invest your

11

capital and go make a return down at any of the deals

12

that we do here in the area.

13

So now you just turned a previous homeowner

14

into an investor and a customer for you to buy a house

15

from you.

16

almost always, like, two to three different ways to

17

make money off of any one situation, and that's one

18

way that we can do it here with the excess proceeds

19

accounts.

20

So if you think outside the box, there is

So here's your entire foreclosure timeline.

21

can take up to 700 days for a foreclosure, beginning

22

in the preforeclosure stage, then you have the

23

foreclosure, and the postforeclosure could be about

24

six months.

25

where they're still trying to keep the homeowner in

It

So -- and this orange line here, this is
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1

the house, okay?

2

So this is preservation efforts.

Now, after that point, the homeowner is no

3

longer able to satisfy their loan; however, they are

4

still in the home until when?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

7

(Inaudible).

Until they're actually evicted.

Whose job is it to evict the homeowner?

8

UNIDENTIFIED SPEAKER:

The county.

9

UNIDENTIFIED SPEAKER:

The sheriff.

10

TREY STINNETT:

The owner of the house.

So

11

let's say it's taken back by an REO, because the bank

12

now owns the property.

13

five-foot-two lady who becomes a realtor, and she's

14

super-excited, right, and she's like, yeah, and then

15

they say we are going to put you on the REO desk, and

16

she's like, yay, and then they say you are going to

17

have all the clients you need because you're not going

18

to have to go find anybody.

19

And she's, like, yes.

20

evict that guy.

21

for keys.

22

You have this little, like,

You're just an REO agent.

And they're, like, okay, go

She's, like, what?

Go offer him cash

Have you guys heard of this program before?

So cash for keys is a program where the banks

23

will actually pay somebody to get out of the house,

24

okay?

25

there -- and by the way, if you're five-foot-two, I'm

So let's say this little lady goes over
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1

not making fun of you, my wife and my mom are both

2

five-foot-two, all right -- so lady is there, she's

3

like knocking on the door, right, and then she's,

4

like, ah, hello?

5

the door.

6

my God, right?

7

$2,000 to move out of your house.

8

for keys is, right?

9

go away, and slams the door.

10

Hello?

And then, like, Greg opens

What do you want, right?

She's, like, oh,

She's, like, the bank is offering you
This is what cash

The guy behind the door is, like,

So she goes back to (inaudible) banker and

11

says, hey, I tried to get the guy to leave the house,

12

but he's refusing to do it.

13

her?

14

a second time, she will knock on the door, and then

15

just hears like a "ch-ch."

16

right?

17

You know what they say to

Go offer them more money.

No, nothing like that,

Who's going to be the third person or the third

18

time?

19

okay?

Now they're just going to call the sheriff,

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22
23
24
25

So they will go back

Yeah.

Why don't they just start with

the sheriff?
UNIDENTIFIED SPEAKER:

Because you don't get a

client that way.
TREY STINNETT:
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1

a client.

They're kicking a person out of a house.

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

It takes more time.

It takes more time, okay.
(Inaudible).

Who's seen the very -- was it

6

the second -- who's seen the second episode of Flip or

7

Flop, the very second episode, the one where the

8

people -- Tarek bought this property at an auction,

9

and he bought it sight unseen, and he and Christina

10

went over there and they tried to look through the

11

blinds, but they were all closed and everything,

12

and -- okay, do you guys remember this one?

13

So they buy the house.

They go in.

As soon as

14

they open the door, all the floorboards were banged up

15

with hammers.

16

poured concrete down all the drains.

17

destroyed the house, okay?

18

unfortunately, this is not abnormal.

19

cash for keys is to pay the homeowner to not destroy

20

the freaking house, okay?

21

The homeowner that was there before had
They just, like,

This is not -So why they do

The other reason they do it is public

22

relations.

If you remember in, like, 2008 and 2009,

23

they pulled people out of their houses, well, when the

24

cops are showing up and they're pulling everybody's

25

stuff out and they're pulling the people out, and the
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1

kid runs out in the -- you know, in the yard with a

2

phone and starts recording the whole thing, and it's

3

on the nightly news, like Bank of America evicts U.S.

4

veteran, right, and their stock drops three points.

5

So it's a PR nightmare for them.

The person

6

could rip up the house.

So they would rather just pay

7

to get the person out of the house without messing

8

anything up.

9

out of their playbook.

In fact, I think we should take a page
If you buy a house at auction,

10

go ahead and give the person a little bit of money to

11

help them move out.

12

money on their property anyway.

13

right thing to do, not to mention it makes sure that

14

your property is left clean.

15

You are going to make a bunch of
I think it's the

And while you're at it, if you happen to be in

16

a redemption state, that money also comes with what

17

string attached?

18

redeem the property.

19

done at one time if you are buying a property at

20

auction.

21

make sure that the previous homeowner is in the right

22

spot.

23

That they waive their right to
So you can kind of get it all

You then need to go after that property and

Okay.

So we have this entire foreclosure

24

sequence all the way across here, preforeclosure,

25

pre-preforeclosure, all the way up to the REO, okay?
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1

At what point in here is the seller the most

2

motivated?

3
4
5

UNIDENTIFIED SPEAKER:

Once the foreclosure

process starts.
TREY STINNETT:

Okay.

Once it starts, they

6

start to get motivated, but that's not the most

7

motivated point.

8

the entire foreclosure sequence for the seller, the

9

REO, because who's the seller there?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

Here's the most motivated point in

The bank.

The bank.

The bank is much

12

more motivated than the homeowner is to get out of

13

that house, much, much more motivated, and it's

14

because of the way the FDIC and the Federal Reserve

15

regulate those banks.

16

the FDIC and the Fed work, then you can understand why

17

the REOs are such a big deal for these banks.

18

If you understand the way that

So to understand the way the Fed and everything

19

works, you kind of have to understand how money works.

20

So let's just go back to the beginning and ask this

21

one question.

What is money?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

24
25

medium of exchange.

Currency?

What is money?

A

What was the original money?

UNIDENTIFIED SPEAKER:
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1
2

TREY STINNETT:

Gold.

What was money before

gold?

3

UNIDENTIFIED SPEAKER:

Salt.

4

TREY STINNETT:

Salt.

Before salt?

5

UNIDENTIFIED SPEAKER:

(Inaudible).

6

TREY STINNETT:

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

Before anything like that?
Trades.

Barter, right?

money was let's just trade stuff.

The very first

I've got 50 sheep,

10

you've got a daughter, let's do business, right?

11

That's about how it started out.

12

happened is that kind of exchange broke down because

13

of -- it wasn't equal amounts.

14

somebody wants to go buy a necktie, and the only thing

15

that dad has to trade is a cow.

16

same amount?

17

are you going to do, like, grab two pounds of ground

18

beef out of your cow?

19

But eventually what

So, for example,

Are those worth the

No, vastly different in value.

So what

You can't do that.

So they needed some sort of -- what did you

20

call it, a medium of exchange?

21

to go in between two barter items as trade, and so we

22

had things like salt and we had things like seashells.

23

In fact, in prison, cigarettes are money, right,

24

because it meets those requirements, but Aristotle

25

talked about what is sound money?
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1

good money?

And there are certain characteristics

2

that are required in order for money to be good.

3

The first characteristic that he mentioned was

4

durability, something that can stand the test of time,

5

okay?

Are seashells durable?

6

down.

They fall apart, right?

7

Yeah, we got pieces of gold that we can still see

8

inscriptions on from the Samarians.

9

like, pre-Egyptian.

10

Not really.

They break

Is gold durable?

We're talking,

So gold met that criteria.

How about -- the second criteria was that it

11

would be easily divisible.

12

divisible.

13

amounts; however, are seashells divisible?

No.

14

are you going to break a seashell in half?

So it's

15

not as good on the seashell side.

16

Yeah.

17

one ounce, two ounces, five ounces.

18

the purity of it.

19

Well, salt is easily

I could easily put salt into two different

You can melt it.

What,

Is gold divisible?

You can put it into exactly
You can look at

So gold may be a good one there.

The next is that it was fungible.

Do you guys

20

understand fungibility?

21

is an equal amount of value even if it's not the same

22

item being traded.

23

$5 bill and I give you back five ones, did we do an

24

equal trade?

25

money.

Yes.

So, for example, if you give me a

But it wasn't the same actual

It was fungible.
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1

I give you back a different five, it's fungible, two

2

different serial numbers, but the same amount of

3

value.

4

Durability was important.

Make sense?

5

So fungibility was important.
Scarcity was important.

Now, scarcity -- cigarettes are only money

6

inside of a prison because they're scarce.

7

a prison, cigarettes aren't money, okay?

8

scarce?

9

didn't live on the seashore, salt was pretty scarce.

10

So salt was money for a while, but it didn't meet the

11

durability, because salt could be disintegrated and

12

stuff like that.

13

of currency for basically -- well, all of human

14

history until about 50 years ago, okay?

15

Outside of

Is salt

Maybe not today, but back in the day, if you

So gold arose as the primary means

So gold became money, and that was our original

16

money, but gold has a problem, too, and that's that

17

it's what?

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

Heavy.

Yeah, it's heavy.

It doesn't

20

matter if you don't have very much, but if you start

21

to become a wealthy person, you start to accumulate a

22

lot of gold, you start to have all this -- this metal,

23

what, are you going to carry around with you all the

24

time?

25

do with all your gold?

It's heavy.
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1

can break in and steal.

What do you do?

2

So let's say you have got all this gold inside

3

of a vault and you want to go on a trip, from here all

4

the way to Baltimore, all right?

5

family up in your wagon, and you set out on your

6

three-week trip up the King's Road.

7

happen?

So you load your

What could

8

UNIDENTIFIED SPEAKER:

(Inaudible).

9

TREY STINNETT:

You could have Robin

Yeah.

10

Hood come in and, like, steal all your gold off the

11

wagon.

12

steal it.

13

let's hire people to guard our gold.

14

put all their gold inside their vaults, and then they

15

would hire a couple guys to guard the vault, and they

16

would pay those guys, and then they would also take

17

hostages, usually a child from each one of them, with

18

them on the trip, okay?

19

right, they would treat them just like their own

20

children, but they took them with them because they

21

didn't want those guys to make off with their gold.

22

Still, not very humane, but that's how things used to

23

go down back in the day.

24

really workable, though, for wealthy people.

25

And if you left it back there, someone could
So what they did is they said, okay, well,
So they would

They would treat them well,

And, again, that was only

What if you only had a little bit of gold?
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1

Could you afford to hire people and take hostages?

2

You couldn't do all that.

3

a lot of money couldn't make it work.

4

somebody came up with an idea, and this person's name

5

was Theresa.

6

my money into this vault, all of my gold back here,

7

and all of you guys can, too.

8

cost of the guards.

9

it, and we'll call this the Bank of Theresa, and the

10

So anybody who didn't have
So one day

Theresa said, I am going to put all of

We'll just split the

I'll handle everything and manage

first bank is born.

11

So they start to put all this gold inside of

12

the bank, and there's no problem, and anybody who

13

wants to go pick up their gold, they go pick up their

14

gold.

15

of Theresa, did she put it on a shelf with your name

16

on it?

Now, when you go deposit your gold at the Bank

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

No.

No, because it's fungible,

19

right?

As long as you get out the same number of

20

ounces that you put in, it's still the same value,

21

right?

22

inside the vault.

23

keep?

In fact, it's not even kept as a record like
What's the -- where's the record

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

a ledger that's actually backed by the gold, right?

2

So the ledger is really a derivative of the gold.

3

the ledger is where she keeps account of whatever you

4

have.

5

ounces of gold out.

6

ounces in here.

7

eight out, reduces it to three, goes back into the

8

vault, gets the five ounces of gold, and comes out and

9

gives it to you.

10
11

So

So you come in, you say I want to get my five
She goes, well, you've got eight

I'll go get you the five.

She takes

And this is how the economy runs for

a while.
And then one day

is clickety-clocking on

12

her horse (indicating), and she throws a shoe.

13

goes to Terrence, the blacksmith, and she says,

14

Terrence, can you shoe my horse?

15

problem.

16

goes, I don't have the five ounces on me.

17

where's your money?

18

He goes, oh, yeah, cool, no problem.

19

Just go grab it real quick, and I'll shoe your horse.

20

He says, yeah, no

That will be five ounces of silver.

So

So she

And she

He goes,

She goes, at the Bank of Theresa.
I know her.

hops on her horse, clickety-clock,

21

goes over to the Bank of Theresa, says, can I have my

22

five ounces of silver?

23

ledger and looks and goes, yeah, no problem, takes out

24

the five ounces, gets them out of the vault, gives

25

them to her.
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1

and Terrence goes, I'm so sorry, but while you were at

2

the bank, I had two other clients come in, so I have

3

got to take care of them first.

4

them, I'll be able to help you.

5

When I'm done with

She goes, how long is the wait going to be?

He

6

says, probably about three hours.

She goes, I can't

7

wait three hours.

8

Keith, the blacksmith, and he shoes her horse instead.

9

So Keith got some business, great for him.

So she goes across the street to

10

her horse shoed, no problem.

11

no big deal.

12

business.

got

Theresa did her banking,

But what happened to Terrence?

He lost

13

So the next time someone comes into Terrence's

14

blacksmithery and they say, hey, I need you to shoe my

15

horse, and he goes five ounces, they go, I don't have

16

five ounces.

17

Bank of Theresa.

18

account at the Bank of Theresa as well.

19

you going and picking it up, I will just go ahead and

20

take care of your horse now.

21

right here that transfers over five ounces of silver

22

from your account to mine, and the check is born.

23

goes, okay, no problem.

He goes, where is it at?

They say, the

He goes, you know what, I have an
Instead of

Sign this piece of paper

She

24

At the end of the day, Terrence takes all of

25

his gold and silver from his daily activities, takes
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1

that piece of paper that whoever the client was

2

signed, goes down to Bank of Theresa, and hands it to

3

her.

4

deposit your gold and silver.

5

transferring money out of this person's account, okay,

6

no problem.

7

Would you like that in actual physical silver or do

8

you want me just to add it to your account?

9

does Terrence say?

She looks at the ledger and goes, okay, I'll
Oh, cool, so you're

It looks like they signed, it's all good.

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

And what

Add it to my account.

Just add it to my account.

12

she adds it to his account.

13

adds it to his account.

14

people come in who start handing pieces of paper.

15

she starts updating the ledger, updating the ledger,

16

updating the ledger.

17

anybody ever going to actually come for the gold,

18

because it seems to me the only thing anybody ever

19

wants to do is update their ledger balance, and

20

they're just moving the money back and forth in

21

between each other.

22

No big deal.

So

And so she

And the next day some more

Then she realizes something.

So

Is

So she starts to take just a little bit, a

23

couple ounces of gold here, a couple ounces over

24

there, goes out and gets herself a nice Cadillac,

25

right?

She's enjoying her life a little bit.
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1

Everybody's, like, man, the Bank of Theresa must be

2

doing pretty good with those fees that they're

3

charging every month, until eventually somebody else

4

comes in and they demand their money.

5

Chuck rolls in, says I would like my 500 ounces

6

of gold, please.

She goes, five ounces of gold?

7

problem.

8

goes, yeah, no problem.

9

figure out that Theresa had been taking the money out

No, no, no, 500.

Fifty?

No, 500.

Then she runs away.

No

She
People

10

of the bank the entire time, because this is what

11

happens when you trust other people with your money,

12

okay?

13

They will run off with it, all right?
We live in the United States, so we haven't

14

seen that in a while, but there's people in other

15

countries right now, man, they deposit money in the

16

bank, they don't know that it's going to be there the

17

next month, okay?

18

world back in the day.

19

the money, so they grab their pitchforks and their

20

swords and their knives and they go hunt her down and

21

they kill the Bank of Theresa.

22

of Theresa is no longer a bank.

23

So this is happening across the
People figure out Theresa took

Sorry.

And the Bank

So as time goes on, a few other experiments

24

happen, the governments try and handle money, so the

25

kings are basically taking all the gold and silver,
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1

and they would put their faces on it and then

2

redistribute it to the people, right?

3

kings brought the gold and silver in, what they would

4

do is dilute it.

5

make it less valuable, but the people would never

6

know.

7

10,000 ounces of gold over here to go to the war

8

chest.

9

Only when the

So they would mix other metals in to

That way they can kind of scrape off an extra

And this is nothing new.

This was talked about

10

in the Bible, literally, (inaudible) and Proverbs, he

11

said, my sons do not clip coins, or another

12

translation, do not dilute currency.

13

like, taking a quarter made of silver and, like,

14

putting zinc and copper and other stuff in it.

15

you imagine if our quarters weren't made of silver

16

anymore?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

This would be,

Could

They're not.

They're not.

Anyway, so this

19

is what happened over time, right?

20

really trust the governments with it either, and so

21

eventually it goes back and forth between governments

22

and banks and governments and banks, where the

23

governments basically dilute the currency, and the

24

banks basically use fractional reserves.

25

familiar with fractional reserves?
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1

So here's what happens if you deposit money in

2

a bank, and this has been the case for about 5000

3

years.

4

is still the case today, and you go deposit $100.

5

much of that do they actually keep in an account?

6

Ten.

So let's say you go down to the bank, and this
How

What do they do with the other 90?

7

UNIDENTIFIED SPEAKER:

Invest.

8

UNIDENTIFIED SPEAKER:

Invest.

9

TREY STINNETT:

They lend it out.

So they lend

10

90 bucks to Kerry.

Kerry goes, oh, I have got 90

11

bucks, and he goes and buys a shirt or something.

12

Cool.

13

what does Express do with the 90 bucks?

So he goes to Express, he buys a shirt, and

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

Deposit it.

They deposit it into their bank

16

account where they now have a demand deposit of $90,

17

of which the bank keeps $9, and they lend out 81

18

bucks, and they lend that $81 to Keith.

19

the $81 to Starbucks and buys a whole bunch of drinks,

20

and what does Starbucks do with the 81 bucks?

21

deposit it into their bank account.

22

on the account, and they take the other 73 bucks, they

23

give it to somebody else.

24
25

Keith takes

They

They keep $8.10

That person goes and deposits it into their
account, and they keep about seven bucks.
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1

deposit about $64.

They keep six bucks.

2

deposit about $58, and so on and so forth, across an

3

entire economy, until the point where this original

4

$100 on deposit now represents $1,000 of deposits

5

across the entire banking system.

6

So is that a problem?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

They go

Sort of.

It could be, right?

What

happens if the guy with the hundred bucks opens up his

10

bank account balance and looks.

11

available?

12

90 have available?

13

with 80, 70, 60?

14

there's a thousand dollars sitting on demand deposit

15

accounts, but there's only actually a hundred dollars

16

that was ever deposited.

17

A hundred.

How much does he have

How much does the guy with the

Ninety.

How much does the guy

If you go across the whole thing,

So what happens if this guy comes in and says,

18

hey, I want my 100 bucks?

Do they have it?

Yeah,

19

they have got to take it out of somebody else's

20

account.

21

you're okay, but if you're the wrong person or you're

22

the last person there, you're screwed.

23

fractional reserve banking has been around forever.

24

In fact, the largest banking families in the world

25

have been doing this for centuries, and every time

So as long as you're the first person there,

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

This

EX 7, p. 60

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 62 of 389
61
1

that it pops, they just -- the people who had their

2

money in the accounts are the ones who lose.

3

banks never lose money, okay?

4

The

So some of the largest banking families in the

5

world, this is like probably 400, 500 years ago, the

6

(inaudible) family was the Rothschild family.

7

you may have heard of them before.

8

Rothschilds controlled a lot of the money.

9

one of the wealthiest families in England at the time

Some of

Now, the
They were

10

that Napoleon, that little not quite five-foot-two

11

little dude right there, pissed off about the world,

12

he wants to take over everything, Napoleon Bonaparte,

13

a little French guy.

14

So he wants to take over the world.

15

fight, and his final stand is the Battle of Brussells

16

or the Battle of Waterloo in Brussells, Belgium, and

17

he goes up against the empire.

18

French Empire versus the British Entire.

19

know who won?

20

You guys know about him, right?
He gets into a

He goes up against the

The British Empire won.

Problem, though.

Does anybody

Wonderful.

There's no Twitter, all

21

right?

Nobody was, like, yo, Napoleon went down, bro.

22

Right, that didn't happen.

23

went down, something happened, you don't find out

24

until somebody in the middle of the market square

25

stands up and reads the news of the day, right?
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1

back then, there was no way of knowing what happened.

2

What do you think was happening to the London

3

Stock Exchange, to the stock market in London during

4

war?

5

spy that happened to be at the Battle of waterloo,

6

because you were a Rothschild, and they ran back

7

really fast to London and told you that Napoleon lost

8

the war, what could you do real fast before anybody

9

else finds out?

It was going down.

So if you had, let's say, a

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

12

Buy low.

You could buy up all the stock.

So what do you think the Rothschilds did?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

No.

Buy up all the stock.

They told the newspapers

15

that Napoleon won.

So the next day, the article comes

16

out, Napoleon wins the war, heads north to London.

17

What now happens to the stock exchange?

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

Tanks.

Tanks, crashes.

You have got

20

about 24, 48 hours before the market is going to

21

actually know the truth, so what do you think that

22

they did?

They bought everything.

23

Now, how do you know when a market goes down?

24

UNIDENTIFIED SPEAKER:

25

People jump out of

buildings.
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1
2

TREY STINNETT:

That happens, too.

But how do

we know when a market goes down?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

(Inaudible).

We see the prices go down.

5

how do you know when a price goes down?

6

somebody sells.

7

somebody to sell?

8

In schools they teach us to be afraid of recessions

9

and depressions.

And

Because

And what is required in order for
A buyer.

Please understand this.

They teach us to sell everything.

10

When things go bad, liquidate.

11

want to teach you that because the wealthy people know

12

the truth.

13

Get your cash.

They

On the other side of every seller, there is a

14

buyer.

15

market, please understand that there's a person on the

16

other side of that that disagrees with you, and

17

wealthy people buy when markets go down.

18

sell when markets go down.

19

says be greedy when other people are scared, be scared

20

when other people are greedy, right?

21

on the opposite side of them.

22

So if you're selling stuff during a down

They do not

This is why Warren Buffet

So the market tanks.

You want to get

Of course, two days

23

later, they find out that Napoleon didn't win the war,

24

and they update everybody, and the markets go right

25

back up.

The greatest transfer of wealth in world
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1

history happened in two days.

2

family becomes the largest banking family in the

3

world.

4

So this Rothschild

Fast forward 100 years, 1776, not that far away

5

from here, we were throwing some tea over the side of

6

some ships, and the founders decided they wanted to

7

break off from the tyranny of England.

8

the Declaration of Independence, written by Thomas

9

Jefferson, and then who was our first president?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

So they sign

George Washington.

George Washington.

Now, there

12

were basically two factions at the time of the

13

founding.

14

federalists.

15

a strong central government because they thought,

16

well, every time there's a strong central government,

17

there's tyranny.

18

king, if you give too much power to the government,

19

they will eventually manipulate the people.

20

There was the antifederalists and the
The antifederalists were against having

If you give too much power to the

And one of the things that the antifederalists,

21

people like Jefferson, were very strongly against was

22

the idea of the central bank in our country.

23

said if we create a central bank, then we are going to

24

be in a position where we're going to basically have

25

the same tyranny we have always had.
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1

the other side of the table.

2

people like John Adams, who said, no, we're different.

3

We'll handle it better than anybody who handled it

4

before, because we're creating a democracy.

5

creating a country -- a democratic republic

6

technically -- we're creating a country that rather

7

than having the president with all the power or the

8

king with all the power, we're splitting his powers up

9

into three different branches of government, and that

10

way we can have a central bank that the Congress can

11

control it, and we don't have to worry about tyranny.

12

You had the federalists,

We're

And Jefferson said, yeah, well, maybe we're

13

better, but what do we know about four generations

14

from now?

15

children's children won't abuse that power?

16

we've got George Washington here with Jefferson in

17

this ear and we've got John Adams in this ear.

18

anybody know which party George Washington was part

19

of?

How do we know that our children's

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

And so

Does

Federalists.

Neither one.

He was the only

22

president that was not a member of the party.

23

fact, he said that he didn't believe in parties.

24

said, well, I don't want there to be parties in this

25

country, because if we do, I can see a day where we
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1

are divided down the center.

2

huh?

3

last, like, hundred years has been like 49 to 51.

4

It's always right down the middle.

5

Interesting foresight,

I think every presidential election for the

And so to me, it's not left versus right, red

6

versus blue.

7

It's the people trying to do what they can do, and

8

then you have the government controlling them.

9

it's freedom versus -- it's liberty versus tyranny

10
11

It's the people versus the government.

So

really is what it comes down to.
But that was what he believed, and he sided

12

with Jefferson, so when we founded the government and

13

we began, there was no central bank, okay?

14

lasted for about eight years, because who was our

15

second president?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

18

bank, let's do it, all right?

19

central bank.

20

who was our third president?

And that

Adams.

Adams, John Adams, central
We are going to have a

That lasted about eight years, because

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

Thomas Jefferson.

Thomas Jefferson.

So we got

23

rid of it again.

24

Jefferson comes in, gets rid of the bank again.

25

have this -- this kind of history in our country of
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1

not loving centralized banking, because when you

2

centralize the banking -- Jefferson wrote about this a

3

bunch during the latter part of his life.

4

Adams actually were -- they became best friends later

5

in their life, but Jefferson was the vice president

6

when Adams was the president.

7

that happened back then?

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

He and

Does anybody know how

Whoever was second --

Could you imagine that?

10

Hillary would be the VP right now.

11

weird, man, but that's the way it used to go, right?

12

So you had Jefferson and Adams, they ended up getting

13

along later in their life, and they wrote volumes

14

about this, the tyranny of centralized banking,

15

because what always happens when you trust somebody

16

else with your money is they manipulate it.

17

it, they find ways to lend it out, they steal it, they

18

do something, because, well, as Lord Acton said,

19

"Absolute power corrupts absolutely."

20

much power when you can control the money.

21

That would be

They use

You have too

And so we go back and forth, and so Jefferson

22

gets rid of the bank.

23

and Adams, being really close friends and writing

24

letters back and forth, were in a competition to see

25

who could live longer.
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1

eighties.

2

Adams died first on July 3rd, and then Adams died on

3

July 4th.

4

Independence was penned and the day that it was

5

signed.

6

Jefferson died, I believe, first -- no,

So, literally, the day the Declaration of

Kind of interesting the way that went down.
So this is kind of what's happening in our

7

country.

A few years go by, and we get a central bank

8

again.

9

probably now in the 17 -- now it's the 1800s.

I can't remember who started it, but it's

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

Hamilton.

And then we have another

12

president come along, Jackson, and Jackson has a lot

13

of faults; however, there's one good thing that he

14

did.

15

healthcare, he ran on getting rid of the central

16

banking, like this was his thing.

17

of the central bank.

18

banking.

19

all the things he did in his life, including the

20

Louisiana Purchase, the War of 1812, and he did some

21

other bad stuff, too, but despite all the good things

22

he did in his life, the one thing he wanted to be

23

remembered for was getting rid of the central bank.

He ran for president like Obama ran on

I want to get rid

We can't have centralized

He wrote volumes about it.

In fact, despite

24

So you can imagine what the conversation must

25

have looked like at the turn of the 20th Century when
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1

yet again they were talking about having a central

2

bank once more.

3

me?

4

There was no central bank, then there was.

5

no central bank, then there was.

6

bank, then there was.

7

have another central bank.

We have gone through this two times already.

8
9

And they were saying, are you kidding

There was

There was no central

So right now, we don't want to

However, at that time, you had three banking
families that basically ran all the money in the

10

country.

11

You had the Rothschilds, of course, and you had the

12

Rockefellers, so three basically families that had all

13

the money in the country, and they ran these banks.

14

Now, the banks were independent banks in different

15

parts of the country.

16

in Ohio, and you're doing fractional reserve banking

17

like this, okay?

18

and says, hey, my crops froze.

19

out of the bank so I can just pay my bills until next

20

spring.

21

You had the J.P. Morgan, the Morgan family.

So let's say that your bank is

And you have a farmer that comes in
I want to get my money

No problem, here's your money.
Well, wait a second, is he the only farmer

22

whose crops froze?

23

everybody starts coming in to the bank.

24

there loses, right?

25

failing all over the place.
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1

enough, these same families that have banks in Ohio

2

had them in Florida and Texas, too.

3

just take the money from those banks to shore up the

4

accounts in the other areas?

5

of corporate law in our country, they are not required

6

to.

7

Why couldn't they

They could, but because

So they just closed the banks down.
They started having these banking failures all

8

over the place, causing some disruptions in the

9

market, almost like they were signaling that Napoleon

10

was riding north to London.

11

now we're going into the early 20th Century, and these

12

three families come together, and they go, all right,

13

so we're crashing all these banks.

14

monopolized all the banking down to three families.

15

Let's create a super-monopoly.

16

I don't know.

Anyway, so

We've basically

Now, when we were taught in schools about

17

monopolies, they teach us that they are when somebody

18

is able to corner the market.

19

been a single time in history where somebody was able

20

to corner a market without government help, without

21

there actually being some sort of institutionalized,

22

some policy, some sort of regulation that forces that

23

into a single hand, okay?

24
25

There's actually never

So if they're going to create a centralized
bank and they're going to bring the three families
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1

together to create a super-bank that all other banks

2

have to bank through, and they want to create a

3

monopoly, who are they going to have to get on their

4

team?

5

they need to find a dirty politician.

6

so hard, is it, right?

7

Somebody from the government.

The problem is
Now, that's not

So they found a guy named Nelson Aldrich from

8

North Carolina, and they all got together, and they

9

had a meeting.

This meeting took place in Jekyll

10

Island, just off the coast of Georgia.

11

there, a beautiful clubhouse there, it's amazing.

12

surprise, that's where they chose to have their

13

meeting.

14

documented.

15

up with a central bank, and the next, like, six

16

months, Aldrich goes before the Congress and proposes

17

something called the Aldrich Plan, which would

18

establish a reserve trust that all banks had to bank

19

through, that even the Federal Government had to bank

20

through, and then create this super-bank, and they

21

proposed it before Congress.

22

I went out
No

All this, of course, is completely
And at the meeting, they decided to come

And Congress is, like, Jefferson got rid of it,

23

Jackson got rid of it, we are not going to have a

24

central bank in this country.

25

down.

And so they shot it

So in 1910, 1911, when it was proposed, it got
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1

shot down.

So there was -- there wasn't going to be a

2

central bank.

3

and said, okay, we obviously aren't going to get away

4

with calling this thing a central bank.

5

better term.

So they went back to the drawing board

We need a

So what did they call it instead?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

The Federal Reserve.

The Federal Reserve, which is

8

neither federal nor has any reserves, interestingly

9

enough.

And they proposed before Congress this time

10

on December 23rd.

11

date?

Now, what's significant about that

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

Before Christmas.

Two days before Christmas.

14

anybody actually at Congress ready to vote?

15

only the people that knew it was going to be on the

16

docket show up.

17

law.

18

time?

19

darkness of night, on, like, Christmas Eve, signs over

20

the authorization of Congress to coin and mint money

21

to a private party.

22

long ago, right?

23

There's a quorum.

No.

Is

So

They vote it into

Does anybody know who the president was at that
Wilson.

So Woodrow Wilson literally, under the

This was in 1913.

It wasn't that

So, now, for the first time in U.S. history,

24

this isn't just some central bank, this is a

25

super-bank that now has the right to create money for

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

EX 7, p. 72

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 74 of 389
73
1

the country, and now all of the money that the country

2

spends, even the U.S. Government's accounts, are now

3

held with this company.

4

basically is running all the money.

So now the Federal Reserve

5

Now, some people say, well, it's a

6

quasi-government organization because the President

7

gets to choose who the 12 chairmen of the -- no, the

8

12 chairmen choose who the President is.

9

haven't figured that stuff out yet, you need to take a

10

closer look, okay?

11

you start to have the economy.

12

happens to -- to all the other banks?

13

Reserve kind of becomes this super-bank.

14

has to bank through them.

15

anybody else know what we got in 1913?

16

big deal.

If you

So what ends up happening now is
Now, what do you think
So the Federal
Everybody

This was in 1913.

The 16th Amendment.

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

Bears.

Does

It's kind of a

What did that create?
Prohibition?
Wait a second.

19

mean we haven't always had an income tax?

20

haven't always had an income tax.

21

time we had an income tax was during the Civil War.

22

Outside of that, we have always only had excise, usage

23

taxes, and we had tariffs.

24

founders would spin in their graves if they knew that

25

we actually took a piece of a man or woman's labor
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1

that they created by the sweat of their own brow and

2

had their own value.

3

you owe a percentage of that to somebody?

4

right?

5

You pick an apple from a tree,

So they created the IRS.

Come on,

Now, wait a second.

6

Why did they need to create income tax at the same

7

time they just gave away the right to coin and mint

8

money?

9

Federal Government, gets has to come through the

So all of the money that the government, the

10

Federal Reserve now.

11

Fed.

12

gets money from the Federal Reserve, or anybody know

13

how the Federal Reserve sets interest rates?

14

purchasing T-bills, Treasury bonds.

15

debt.

16

So it was no longer backed by gold, even though they

17

say it was, okay?

18

All of their notes come from the

In fact, does anybody know how the Government

By

In other words,

100 percent of our money in 1913 became debt.

Now it's basically debt.

But hold on a second.

If it's debt and now

19

they're having to borrow this money from the Federal

20

Reserve, where are they going to get the money to pay

21

it back?

22

income tax to be able to take money out of you to be

23

able to pay them back.

24

somebody money, what would you want to make sure that

25

you had?

From the income tax.
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UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

Interest.

Interest, and?
Security.

Security, collateral.

5

what's the collateral, do you think?

6

your driver's license.

7

for a reason.

8

The 14th Amendment freed the slave.

9

Amendment enslaved the free.

You.

So

Look at

It's all in capital letters

Since 1913, Americans become chattel.
The 16th

Even if you go live in

10

another country, earn all of your money in that

11

country, don't ever step foot in the United States if

12

you still have citizenship here.

13

send your income tax to this country.

14

country that does that, by the way.

15

technically we all have accounts down at the Federal

16

Reserve, probably not a good idea for you to go try

17

and get your money out of it, though, but you are a --

18

you are owned by the state, and this is the reality of

19

our situation.

20

You still have to
We're the only

Amazing.

So

So what do you think happened to the economy

21

between 1913 when they started this, because they said

22

the whole reason that they were doing -- the reason

23

they proposed this was because Napoleon was riding

24

north to London.

25

they said we're not going to have a boom and bust
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1

cycle anymore.

2

recessions and depressions and stuff like that so we

3

just have a nice, smooth economy, which, of course, we

4

have had a nice, smooth economy since 1913, right?

5

Not a single recession, except for 1929, 1971, 1987,

6

1999, and 2008.

7

perfectly smooth economy, right?

8
9

We are going to get rid of these

Other than those, we have had a

So what happened to the economy between 1913
and 1928?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

12

heard of the Roaring Twenties?

13

Gatsby?

14

about this stuff.

15

It's almost like, I don't know, money was everywhere.

16

Who knows?

17

we know that wasn't true because the dollar was still

18

backed by gold, and where is the gold?

19

second World Trade Center.

20

saw it at the end of Die Hard 3, so it's all good.

21

Boomtown.

Boomtown, right?

Have you guys

Watched The Great

Watched Boardwalk Empire, right?
The economy expands.

They talk

It's huge.

Maybe somebody was just printing it, but

It's under the

We know that because we

So this is basically what's happening inside of

22

our banking system, and now the Federal Reserve

23

controls all the banks, okay?

24

the country, Chase -- also known as JP Morgan -- and

25

you have Bank of America, you have all these larger

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

The largest banks in

EX 7, p. 76

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 78 of 389
77
1

banks.

2

Federal Reserve.

3

Those banks all have to bank through the

So Congress no longer has the right -- under

4

the first article of the Constitution, it clearly

5

states that Congress has the right to coin and mint

6

money.

7

right away to a third-party institution, and now the

8

Federal Reserve is in control now.

9

bank now is regulated by two organizations, by the Fed

10

They no longer have that right.

and by the FDIC.

So every single

Anybody know what FDIC stands for?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

Federal Deposit --

Federal Deposit Insurance

13

Government -- oh, wait, no, Corporation.

14

private, too?

15

are government, okay?

16

the banks.

17

They gave the

Yes.

Wait, that's

Neither one of these institutions
So both of these now regulate

Now, if you think about what does all this have

18

to do with REOs, what it has to do with REOs is all

19

banks are now required to meet the same reserve

20

requirements, which is not 100 percent reserves.

21

Right now it's like 5 to 10 percent.

22

Fed is the one that sets the rate.

23

words, every single bank in the country uses

24

fractional reserves.

25

guys bail them out or these guys take them over.
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1

way or the other, your deposits are safe, okay;

2

however, what happens when the Fed just prints money?

3

What happens to the value of your dollar?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

It goes down.

It goes down.

So anyway the

6

dollar or a dollar denominated asset is losing value

7

every time they print, but, of course, we know they

8

can't print beyond the supply of gold because we saw

9

it under the second World Trade Center in Die Hard

10

2 -- no, Die Hard 3, sorry.

11

this fractional reserve banking.

12

is if a bank gets too many REOs, those REOs are not

13

performing assets.

14

you got a mortgage, you bought a house, you put money

15

down, and then created a mortgage, you have a 700

16

credit score, you have made perfect payments for the

17

past two years, okay, is that a quality loan?

18

Okay, so now you have all
So what happens now

So, for example, if you went and

Sure.

Let's say that the bank gets into a tight spot

19

because they have got too many loans, and the Fed or

20

the FDIC calls them up -- probably the FDIC at this

21

point -- and they say, hey, you don't have enough in

22

your reserves.

23

shore up their reserves?

What can the bank sell to be able to

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

because it's a performing mortgage, but what happens

2

if that person hasn't paid in six months?

3

sell that mortgage for as much or at all, right?

4

Probably not going to make much off selling that

5

mortgage.

6

known as an NPA, okay?

7

nonperforming assets at the bank, and the FDIC is,

8

like, well, you have got to shore up your reserve

9

requirements.

10

Can they

So that becomes a nonperforming asset, also
So now they have these

Well, what will also happen is you'll have the

11

Fed come in and say, all right, well, you don't have

12

enough reserves, so your credit rating goes down.

13

What happens to your interest rate if your credit

14

rating goes down?

15

Fed is lending interest at 0.5 percent to the bank.

16

The bank is going to lend it out at 6 percent, making

17

a what spread?

18

tells them, all right, you have got to shore up your

19

reserve requirements.

20

the Fed says, well, we're going to raise your rate to

21

0.75.

22

getting that 5.5 interest.

23

Yeah.

24
25

It goes up.

So let's say that the

A 5 1/2 percent spread.

Now, the FDIC

They don't do it in time.

So now they go to 6.25, okay?

Now

They're still

Did I do that right?

So they're still getting that 5.5 interest.
Now, that may not seem like a big deal, but if

you were sitting down with a mortgage broker and they
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1

just gave you two offers, 6 percent and 6.25, which

2

one are you going to go with?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

The six.

I am going to go with the 6.

5

So they are losing untold amounts of business because

6

their interest rate just got jacked up.

7

to that, here's what the FDIC says.

8

right, you have got a $100,000 mortgage that just went

9

bad.

Now that is an REO.

In addition

They say, all

That means that $100,000

10

that you lent -- by the way, how much is actually on

11

deposit when they lent that $100,000?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

10,000.

10,000, because they don't

14

actually have $100,000, which means in order for them

15

to actually have $100,000, they have to freeze in an

16

account a million dollars.

17

million dollars, but they have to take it out of the

18

market.

19

they're making a 5 percent spread on a million bucks.

20

That's $50,000 a year, $4,000 a month.

21

REO could be costing them $4,000 a month of lost

22

opportunity, not to mention who knows how many lost

23

deals they're not getting now because the Fed just

24

raised their interest rate.

25

That doesn't cost them a

So they are losing interest.

Let's say

That $100,000

So does this create stress on the banks?
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1

time.

2

profitable angle.

3

talking to an REO agent, they know any of this?

4

but I promise you the person at the actuarial

5

department, that's the one that's actually going to

6

decide how much you have to pay in order to do, say, a

7

short sale or something like that, oh, they know.

8

They know what it's costing them.

9

through their databases to see, what is that mortgage

10

So this is the reason why REOs can be a very
Now, do you think when you're
No,

They run this

actually costing us?

11

I want to show you guys a short sale later

12

today that I did.

13

$8,000, and this is why, because it's stressing the

14

banks out.

15

typically out of Bank of America, Wells Fargo,

16

something like that, but you will get it out of

17

smaller banks, because the smaller banks don't have as

18

much cash.

19

We got them down from 120 grand to

Now, you're not going to get that

And so one other thing I wanted to show you

20

guys is kind of how all this stuff has expanded.

So

21

basically -- do you all know what derivatives are?

22

I was talking about collateralized debt obligations

23

earlier, CDOs.

24

option.

25

you're betting on something.

So

So a derivative is basically an

So we did options yesterday, right, where
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1

Fort Knox, that gold is then issued as dollars.

2

dollars are backed up by the gold.

3

could go in and claim your gold from the -- from the

4

Government.

5

dollars, and they would give you an equal amount in

6

gold, okay?

7

Those

At any point, you

All you have to do is go trade in your

So that dollar is a derivative of the gold,

8

okay?

Then those dollars get distributed out into the

9

economy, and they end up in bank accounts.

Those

10

banks then lend the money out.

11

derivatives of the -- of the cash.

12

derivative of gold.

13

separated.

14

house.

15

times the amount they actually have anywhere in any

16

accounts, and so the loan for the house is a

17

derivative of a bank account balance which is a

18

derivative of the cash which is derived from the gold.

19

So basically you have this, like, string of

20

derivatives.

21

could affect the stuff up here, and vice versa.

22

Those deposits are now
The cash is a

So now you are like two degrees

Now they do a loan to a person to buy a

So that loan to buy a house typically is ten

So if something happens back here, it

Now, here's what happened in 2005, 2007, 2008,

23

and that was collateralized debt obligations, or what

24

are called, like, default swaps.

25

understand this is basically let's say I've gotten
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1

mortgages over here that I've lent out.

2

a 700-plus credit score, they put 20 percent down,

3

they've paid perfectly for the last six months, okay?

4

Those would be prime mortgages.

5

Everybody has

Over here, I've got mortgages that have been

6

lent out to hairdressers that said they make 400 grand

7

a year, they have got nine different mortgages, they

8

fogged the mirror and put nothing down.

9

those be called?

10
11

Subprime mortgages.

What would

So you have got

your subprimes and you have your prime.
Now, what somebody might say is they might say,

12

well, I want to make a bet -- this is what you would

13

see if you watched the movie The Big Short -- I want

14

to make a bet against those subprime mortgages because

15

I don't think that they're going to last.

16

also going to make a bet for those prime mortgages

17

because I think they are going to last.

18

these bets, and they use options to be able to do it.

19

So they say I think this one's going to go up

You say I'm

So they make

20

in value, so I'm going to go ahead and get an option

21

on it now to buy it at a lower price.

22

one's going to go down in value, so I am going to go

23

ahead and get an option on it now to sell it at a

24

higher price.

25

but there's actually a type of option where you can

I think this

So we didn't get into that yesterday,
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1

have the right to sell something you don't own.

2

Doesn't that sound kind of weird?

3

works.

4

That's the way it

So what some people started to do back then is

5

they said, well, these aren't selling for as much as

6

these, so let's put them together, and they would

7

create these collateralized debt obligations that

8

would create basically a derivative that is two sets

9

of mortgages together, and they would sell them as

10

like a mixed bag, and then that set of derivatives

11

would have a certain value.

12

say, okay, well, since that one is, like, 40 percent

13

subprime and 60 percent prime, I'm going to guess it's

14

going to go up to this amount.

15

create a bet on the bets and they would create a

16

derivative.

17

And then somebody would

So somebody would then

And then somebody else said, that guy's really

18

good at making bets.

19

I think he's going to bet really good on those bets,

20

and so they created a derivative that said this set of

21

derivatives here I think are going to be worth more

22

down the line.

This set I think will be worth less

23

down the line.

And so now you have these derivatives

24

that are derived from the derivatives that are derived

25

from other derivatives that are derived all the way
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1

back from four derivatives of gold.

2

huh?

3

Kind of a mess,

Right?
So what happened in 2008 is somebody didn't pay

4

their mortgage, all right?

The Fed adjusts the

5

interest rates up, okay, by basically borrowing money

6

from the -- or by lending money to the Federal

7

Government at a higher interest rate, so they rose the

8

rate on Treasury bonds.

9

When that happens, all these people over here with the

So they raised the rate.

10

subprime mortgages, they had adjustable rate

11

mortgages, meaning that the interest rate could go up

12

with the prime rate.

13

Well, when the interest rate goes up 2 percent,

14

that may not sound like a lot, but if it's 2 percent

15

on $500,000, I mean, some people can't afford an

16

actual 850 bucks a month out of nowhere, and so they

17

let their property go.

18

that becomes a toxic mortgage, and it was only

19

actually backed by 10 percent of the amount that they

20

actually lent them, and so you had this domino effect,

21

it was just a house of cards, and it was just

22

d-d-d-d-d-d, and everything fell apart, all right?

23

They let their property go,

But thankfully, since 2008, they made

24

derivatives illegal, so that no longer happens.

25

wait, they didn't do that, all right?
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1

a fun little visualization to kind of show you where

2

we're at in the markets right now.

3

money in the world.

There we go.

4

money in the world.

Here we go.

5

the world's silver, $17 billion.

Each one of these

6

squares represents $100 billion.

This is all the

7

money in the entire known world, okay?

8
9

This is all of the
All right, all the

Okay, so here's all

So all the silver in the world, 17 billion.
Cryptocurrencies -- you guys know, like, Bitcoin,

10

Ethereum, stuff like that?

That comes out to a couple

11

hundred billion.

12

right now.

13

Hathaway, who's that, by the way?

This is out of date, (inaudible)

Here's your biggest companies.

Berkshire

14

UNIDENTIFIED SPEAKER:

Warren Buffet.

15

TREY STINNETT:

16

Microsoft, who's that?

17

Google.

18

themselves into a parent company because they said

19

that we are going to create everything from A to Z.

20

Apple, Facebook, Amazon.

21

people in the world, Gates, Bezos, Buffet, Zuckerberg,

22

(inaudible), at the top.

23

these guys are Harvard dropouts.

24

know how to become a billionaire, go to Harvard and

25

drop out.

Warren Buffet, all right.
Bill Gates?

Alphabet?

So they're no longer Google.
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1

The State of California, $2.9 trillion goes

2

through there every single year.

3

Reserve's balance sheet, so all the money on the Fed's

4

balance sheet, $4.5 trillion.

5

before 2008, it was $1 trillion.

6

3.5 trillion come from?

7

printed it, I think.

8
9

All right.

The Federal

Interestingly enough,
Where did the other

Control-P, right?

They

I don't know.

So points and bank notes, 7.6

trillion, this is all the currency around the world.

10

Here's all the gold in the world.

11

super-interesting.

12

All the gold, 7.7 trillion.

13

possible to have all of our currency backed by gold;

14

however, do you think that people holding the currency

15

are also the people holding the gold?

16

all right?

17

to raise your hands, but I guess not all of you are

18

holding an equal amount of gold.

19

I find this

All the currency, 7.6 trillion.
So it is actually

You guys hold currency.

All right.

Not anymore,

I won't ask you

Stock markets, the U.S. is still

20

beating everybody else hands-down.

Here's the global

21

stock market right now.

22

country alone.

23

300 million people.

24

and we still have 38 percent of the money.

25

crazy.

38 percent of it's in our

By the way, that's amazing.

We have

There's 6.8 billion other people,
It's

That's the money on the books.
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1

Here's your global money supply.

So this is

2

narrow money, 36.8 trillion, includes coins, bank

3

notes, checking deposits, broadly also includes money

4

market accounts, savings accounts, and CDs, time

5

deposits, annuities, stuff like that.

6

find it interesting when people talk about, like,

7

digital money, you know, like, oh, it's not real.

8

Ninety-eight percent of our money right now is

9

nonphysical.

So I always

Only 2 percent of our money is physical.

10

Most of it just exists in computer systems, it's just

11

digits, okay?

12

Here's global debt, literally more than, like,

13

all of this combined, but don't worry, global real

14

estate is bigger.

15

could technically foreclose upon ourselves and we

16

would still have a trillion left over.

17

(inaudible).

18

Real estate, $217 trillion.

And that's it.

So we

Go Team

There's nothing else.

Oh, I forgot, derivatives.
There you go.

Here's your

19

derivatives market.

That's a little

20

bit.

21

roost sometime soon?

22

This is, like, almost six months old.

23

once go, thank you for depressing me on a Sunday

24

morning.

25

think that when this pops, it will affect all this?

Do you think those chickens might come home to
By the way, this is out of date.
I had a guy

This is the state of affairs, man.
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1

Absolutely.

2

And here's the one thing I know.

I don't think

3

people are going to be eating silver.

You can't live

4

inside of cryptocurrency.

5

stock, you can't use those to be able to pay your

6

bills, but the one thing I know for sure is that the

7

largest asset that is not a derivative is real estate.

8

The one place I know that's going to be a safe haven,

9

because people have to have a place to what?

As much as you want to own

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

Live.

They have to have a place to

12

live.

13

three things, you can see yourself through recessions,

14

okay?

15

your basement.

16

know I can get paid no matter what happens to the

17

markets.

18

have tenants, I still get paid.

19

up, I'm getting paid.

20

wanted to show you guys this stuff.

21

things.

22
23

Food, water, shelter.

If you invest in those

However, food and water, you can put those in
Real estate is the one thing where I

If they go down, I still get paid.

If I

If the market goes

So this is the reason why I
Pretty cool

Who likes this section, by the way?

Pretty

cool stuff.

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

reading more about it, the two books I recommend, The

2

History of Money and Banking in the United States, by

3

Murray N. Rothbard, a really good book, probably only

4

read that one, because he has some other books, too,

5

but he got a little bit crazy in his old age, went

6

like full out anarchist, but this is one of the best

7

historical books I've seen, because everything I've

8

told you so far is conspiracy fact.

9

conspiracy theory.

10
11

I didn't get into

That's more fun, but that's not

for this event, all right?

So it's in here.

The other book is The Creature from Jekyll

12

Island, and that one is by Edward G. Griffin, Ed G.

13

Griffin, The Creature from Jekyll Island, the website

14

for the derivatives thing, is all the money in the

15

world, is visualcapitalist.com.

16

capitalist" and "all the money in the world," and

17

you'll be able to find that if you want to show it to

18

some other people who don't believe that the world's

19

going to crap.

20

All right.

Just Google "visual

On a lighter note, has anybody read

21

this book?

This is Joseph Campbell.

22

Joseph Campbell is, heard of him?

23

book called The Hero with a Thousand Faces.

24

Technically, he didn't write a book.

25

collection of articles and papers that he wrote
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1

throughout his life.

2

do I -- a psychologist, so to speak, but he was also a

3

historian, and he went back and looked at all of the

4

ancient myths, all the way back from -- you can go

5

from Moses to Beowulf to -- I mean, even stories all

6

the way up to -- look at Star Wars, okay, you can look

7

all the way across, and what happens is you notice

8

that they all follow the same pattern.

9

hero's journey, and they always go the same way.

10

So Joseph Campbell was a -- how

There is this

It always starts with the hero realizing that

11

something needs to change in their life, that they

12

have to make a move, they have to do something, and

13

they always refuse to call on a friend.

14

going -- I don't want to do it.

15

it, right?

16

to go, right?

17

father's light saber, says, I don't know, man, I got

18

to take care of the farm, right?

19

the call at the beginning.

20

They go, I am

I don't want to do

So Moses saying, I stutter, I don't want
Or Luke Skywalker, when he's handed his

They always refuse

And I like to show you guys this because I know

21

that this is what we go through when we first go into

22

any new business, and for me, knowing how the hero's

23

journey works has empowered and inspired me to be able

24

to start companies, be able to go to different events,

25

be able to create different changes in my life, go on
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1

health journeys, go on relationship journeys, because

2

I have a predictable pattern.

3

You see, the reason why everybody wrote the

4

same story, whether it was in another part of the

5

country, another part of the world, in a different

6

language, 5000 years ago or yesterday, they always

7

write the same story, and it's because it's our story.

8

It's what we go through every time that we make a

9

decision to make a change in our life, and that's this

10

hero's journey.

11

So there is a cool video here that explains

12

pretty quickly how the hero's journey works, and I'll

13

let you guys watch that now, so long as my audio

14

works.

15

(Video played.)

16

"What do Harry Potter, Katniss Everdeen, and

17

Frodo all have in common with the heroes of ancient

18

myths?

19

same hero?

20

He studied myths from all over the world and published

21

a book called The Hero With a Thousand Faces,

22

retelling dozens of stories and explaining how each

23

represents the monomyth or hero's journey.

24
25

What if I told you they're all variants of the
Do you believe that?

Joseph Campbell did.

So what is the hero's journey?
a cycle.

Think of it as

The journey begins and ends in the hero's

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

EX 7, p. 92

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 94 of 389
93
1

ordinary world, but the quest passes through an

2

unfamiliar, special world.

3

some key events.

4

movie.

5

that's where we start.

Along the way, there are

Think about your favorite book or

Does it follow this pattern?

Status quo,

6

One o'clock, call to adventure.

7

receives a mysterious message, an invitation, a

8

challenge?

9

some help, probably from someone older, wiser.

Two o'clock, assistance.

The hero

The hero needs
Three

10

o'clock, departure.

11

from his normal safe home and enters the special world

12

and adventure.

13

o'clock, trials, being a hero is hard work.

14

solves a riddle, slays a monster, escapes from a trap.

15

The hero crosses the threshold

We're not in Kansas anymore.

Four
Our hero

Five o'clock, approach, it's time to face the

16

biggest ordeal, the hero's worst fear.

Six o'clock,

17

crisis.

18

death and possibly even dies, only to be reborn.

19

Seven o'clock, treasure.

20

some treasure, special recognition, power.

21

o'clock, result.

22

the monsters bow down before the hero or do they chase

23

him as he flees from a special world?

24

return.

25

his ordinary world.

This is the hero's darkest hour.

He faces

As a result, the hero claims
Eight

This can vary between stories.

Do

Nine o'clock,

After all that adventure, the hero returns to
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1

Ten o'clock, new life.

This quest has changed

2

the hero.

3

o'clock, resolution.

4

straightened out.

5

upgraded to a new level.

6

once you're a hero.

7

follow this ancient formula pretty closely, but let's

8

see how well The Hunger Games fits the hero's journey

9

template.

10

He has outgrown his old life.

Eleven

All the tangled plot lines get

Twelve o'clock, status quo,
Nothing is quite the same

Many popular books and movies

When does Katniss Everdeen hear her call to

11

adventure that gets the story moving?

When her

12

sister's name is called from the lottery.

13

assistance?

14

adventure?

15

leave her ordinary world?

16

capital.

17

in common with Harry Potter, Katniss Everdeen, and

18

Frodo?"

How about

Is anyone going to help her on her
Haymithc.

What about departure?

Does she

She gets on a train to the

Okay, so you get the idea.

19

(End of video.)

20

TREY STINNETT:

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

What do you have

Is that kind of cool?
Yeah.

So what you'll notice is it

23

always follows the same pattern, and the reason it

24

does is because it's our pattern, and it's what we go

25

through every time that we approach something new in
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1

our life.

2

going to take Cozi out of school and home-school her,

3

and it got really difficult for her about four weeks

4

ago, and I remember we were in our library and we were

5

talking about it.

6

And my wife decided in January that she was

She was just, like, I don't know.
I'm so stressed out.

Should I put

7

her back in school?

And I

8

reminded her, I said, you're just in the road of

9

trials.

You know, when you can identify where you're

10

at inside of that journey, it gives you the courage to

11

push through it, because you know that on the other

12

side of it is always going to be that redemption.

13

so the reason why it's the same story over and over

14

and over again is because we all experience the same

15

thing.

16

And

And I love this story of the tiger who was

17

raised among sheep, and maybe you guys have heard it

18

before.

19

by his mother and had no idea he was a tiger.

20

upon a pack of sheep as a cub, and the sheep took him

21

in as one of their own.

22

There was this tiger who was a cub abandoned
He came

And he lived with those sheep for years until

23

one day another tiger came by and said, hold on a

24

second, what are you doing with all these sheep?

25

the tiger looked at him and went, "Baaa."
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1

You're a horrible sheep.

Get over here.

He grabs the

2

tiger by the neck, walks over, and shoves his face in

3

front of a pond and says, look at your reflection.

4

You are not a sheep; you're a tiger.

5

Now, how many of us have lived our whole lives

6

thinking that we were sheep to one day realize that we

7

hadn't been doing the thing that inside of us we

8

should have been doing, and being willing to step up

9

and answer that call of adventure is huge.

The

10

universe is calling you.

11

you can hang up and run away, but the phone will not

12

stop ringing.

13

You can answer the call or

The truth is that we have to get rid of the

14

life we planned if we want to have the life that's

15

waiting for us.

16

this hero's journey right now, I would say most of my

17

students are up here at this call to adventure, and

18

now it's time to really go in, take action, and really

19

answer that call, to do something different than

20

you've done before.

21

And so wherever you find yourself in

When you go through that, eventually you get to

22

this part over here where you're approaching, and you

23

go into the darkness.

24

forest, and the forest is, like, going into the cave.

25

The darkness is the edge of what you know, and being
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1

willing to go into that even though it's dark takes

2

courage.

3

fears.

4

fears every single day, and being willing to walk in

5

the face of fear is what courage is all about.

6

Courage is not not having fear.

We all have

Those are always going to be there.

And so I love this quote.

I have

It says, "The forest

7

is the edge of what you know," and it takes a hero to

8

go into that forest.

9

I can lead you right up to what you need to do.

Really, that's all that it is.
I can

10

introduce you to the right people, show you where to

11

get the systems, everything, but the journey is your

12

journey alone.

13

have to go into that forest despite what happens.

14

You have to take those steps.

You

Now, the people around you won't understand.

15

Why would you go into the forest?

Why can't you just

16

stay where it's safe and it's easy and everything's

17

fine?

18

And the answer to that question is because you're

19

living your life; they're not.

20

world by yourself; you are going to leave by yourself.

21

You might as well do something that is worth living

22

for.

Why can't you just be happy with what you have?

You came into this

23

So don't be afraid of the forest.

24

impulse within you and follow your bliss.

25

what you love to do and do more of that thing.
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1

of you, when you were a kid, you wanted to paint,

2

maybe you wanted to build stuff, maybe you wanted to

3

sing, create music, or write a book, and you've been

4

putting that off for the last 15, 20, 30 years.

5

yourself the freedom to do that stuff.

6

rental properties or something so that you can go live

7

in Bali for six months while you write your

8

masterpiece.

9

Give

Go get some

Whatever it takes -- real estate doesn't have

10

to be your passion.

11

And so don't be afraid to do that, because if you

12

don't, you'll miss out on life.

13

from daddy's advice.

14

There's nothing in the world that I care about more

15

than keeping them safe.

16

don't know if you guys are familiar with what

17

dry-drowning is, but my daughter was at the swimming

18

pool apparently at the gym, and she got a bunch of

19

water in her stomach, in her lungs, felt like throwing

20

up.

21

want more than my girl to be secure and be safe.

22

It can just fund your passions.

You have to walk away

I've got two little girls, man.

Last night, I freaked out.

I

I was freaked out, man, because there's nothing I

And so her mom took her to the doctor, they

23

checked her lungs, and she's totally fine, but I just

24

wanted my kids to be safe, man.

25

come a point, 18 years old, 25, I don't know, and
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1

where she's going to have to leave me behind and go

2

follow her bliss, and she's going to have to do things

3

that may not be the most safe and secure.

4

Listen, I got the money to be able to take care

5

of my kids for the rest of their life, but that's not

6

going to let them grow, right?

7

sense.

8

point we have to walk away from the security that

9

daddy wanted us to have and go live the life that we

That doesn't make

They need to grow on their own.

So at some

10

have waiting for us, because if you just go for

11

security, you're bargaining away your bliss.

12

saying, I would rather just not feel any discomfort

13

than to see what's truly possible for me.

14

put aside what they will think of you.

15

You're

You have to

Ken Robinson, I talked about yesterday, does

16

the TED Talks.

17

what we are born with; fear is what we learn."

18

not about getting rid of fear.

19

courage.

20

monsters have when you leave them in the closet, but

21

there's a diminishment when you face them head-on.

22

I love this quote.

He says, "Love is
It's

It's about having

And he says that there's a power that

I saw this video on Facebook the other day of

23

Will Smith.

Has anybody here ever done skydiving?

24

Any skydivers?

25

done it, but he was explaining that when he was going

A couple of you guys?
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1

skydiving, he goes, you stand at the edge, and when

2

you're at your maximum point of safety, when you're

3

still on the plane, you are at your maximum point of

4

fear.

5

to jump on three.

6

because if they wait until three, what are you going

7

to do?

8
9

He goes, they tell you, all right, we're going
One, two, and they push you on two,

Try and not fall out of the airplane, right?
He goes, but once you're out of the plane and

you're falling, the fear's gone.

You're exhilarated.

10

You're in the flow.

11

life.

12

maximum point of danger, you're at your minimum point

13

of fear, and the reality is that the worst case

14

scenario almost never happens, and so it is our fear

15

of what could happen.

16

You're having the time of your

And he said, it's amazing that when you're at

Once you actually enter, once you actually go

17

through the thing you've been afraid of, what you find

18

out is, oh, it wasn't so scary as I thought it was at

19

all.

20

it is no longer unknown, the scariness and the fear

21

tend to melt away.

22

healthy warning, but it should not stop you from

23

living the life you want to live.

24

your life come after a struggle.

25

fighting yourself, you're open to what might come to

In fact, the scariest part is the unknown.
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1

you.

2

How many mothers do I have in the room?

3

(Show of hands.)

4

TREY STINNETT:

So you know exactly what I'm

5

talking about.

Transition labor, for example, is that

6

a struggle?

7

it?

8

in your hands, you're, like, that was worth it.

9

never heard a mom tell me different.

Oh, just a wee bit, but what comes after

A beautiful baby.

When you're holding that baby
I've

And so it's

10

amazing how in our lives sometimes we have to be

11

willing to go through difficulty and struggle in order

12

to get to the part of our life that is better.

13

I was reading a book last night, it's Desmond

14

Tutu and the Dalai Lama.

15

they were talking about how the greatest joy comes

16

after pain, because if you don't have the darkness,

17

you can't get the light.

18

it was Rumi that said that the depth of my pain is

19

what creates space for the heights of my ecstasy.

20

be willing to go deep in order to go high is what it's

21

all about, but ultimately, the end of the hero's

22

journey is all about getting back (inaudible), because

23

once you've discovered something, once you've realized

24

what is possible, once you've done it, you just want

25

to show other people what to do.
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I had a friend ask me once, he said, why do you

2

teach other people how to be your competitors?

Why do

3

you teach other people how to do real estate?

And the

4

answer to that question is very simple.

5

family doesn't want to know.

6

know how to do it.

7

cousins don't care, because I'm too close to them.

8

But you guys do want to know.

9

come out here, sure, yeah, Tarek and them pay me,

Because my

My mom doesn't want to

My sister's not interested.

My

So for me to be able to

10

that's great, but it's also being able to come out and

11

make a difference in somebody's life, to get them to

12

step up and do something.

13

give back what I know that is the ultimate gift from

14

going down through those journeys.

15

To me, it's being able to

And so sometimes I still run into fear.

16

Sometimes I still get a little bit anxious about

17

stuff.

18

dollar potential hotel acquisition down in Puerto

19

Rico.

20

but I've never done that before.

21

scary.

22

will allow people to be able to trade real estate

23

owned by, like, tokenized cryptocurrencies and stuff.

24

It's like five years out, $10 million just to develop

25

the software.

Kyle and I are working on a multimillion

I don't know if we're going to do it or not,
That's a little bit

I'm also working on a software platform that

I don't even know what the hell I'm
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doing.

2

It's scary.
But I could just stay with what I already know,

3

and I could stay safe and comfortable, but I've gone

4

through this journey so many times that I already

5

know.

6

forward and have that persistence and I know where I'm

7

at, eventually I will get to the other side of that

8

hero's journey.

9

As long as I keep pushing and I keep pressing

So one thing that I like to do whenever I am

10

not feeling as, like, ramped up and amped up as I want

11

to be to be able to succeed and do the things I want

12

to do is I go watch motivational videos.

13

if you guys are into that kind of stuff, but I have

14

one that watch.

15

play it for you guys now, and then we're going to go

16

to our first break.

It's kind of my go-to.

I don't know

I am going to

17

(Video played.)

18

You can't connect the dots looking forward.

19

You can only connect them looking backwards.

So you

20

have to trust that the dots will somehow connect in

21

your future.

22

gut, destiny, life, karma, whatever, because believing

23

that the dots will connect down the road will give you

24

the confidence to follow your heart even when it leads

25

you off the well-worn path, and that will make all the

You have to trust in something, your
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1
2

difference.
Your time is limited so don't waste it living

3

someone else's life.

Don't be trapped by dogma, which

4

is living with the results of other people's thinking.

5

Don't let the noise of others' opinions drown out your

6

own inner bliss.

7

and that is as true for work as it is for your lovers.

8

Your work is going to fill a large part of your life,

9

and the only way to be truly satisfied is to do what

You've got to find what you love,

10

you believe is great work, and the only way to do

11

great work is to love what you do.

12

If you haven't found it yet, keep looking, and

13

don't settle.

Have the courage to follow your heart

14

and intuition.

They somehow already know what you

15

truly want to become.

16

But you are going to have some ups and you are

17

going to have some downs.

18

themselves easily.

19

powerful.

20

kill the human spirit.

21

Most people give up on

You know the human spirit is

There's nothing as powerful.

It's hard to

Anybody can feel good when they have their

22

health, their bills are paid, they have happy

23

relationships.

24

can have a larger vision then.

25

under those kinds of circumstances.

Anybody can be positive then.
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The real challenge of growth, mentally,

2

emotionally, spiritually, comes when you get knocked

3

down.

4

when you have been defeated, it takes courage to start

5

over again.

6

It takes courage to act.

Fear kills dreams.

Part of being hungry

Fear kills hope.

Fear puts

7

people in the hospital.

8

you back from doing something that you know within

9

yourself that you are capable of doing, but it will

10
11

Fear can age you, can hold

paralyze you.
At the end of your feelings is nothing, but at

12

the end of every principle is a promise.

13

little feelings, there might not be absolutely nothing

14

at the end of your little feelings, but behind every

15

principle is a promise, and some of you in your life,

16

the reason why you're not at your goal right now is

17

because you're just all about your feelings.

18

(Inaudible) all on your feelings.

You don't

19

feel like waking up.

20

no to your dreams, you might be pushing your dream

21

back a whole six months, a whole year.

22

single day, that one day you didn't get up could push

23

your stuff back I don't know how long.

24
25

So who does?

Behind them

Every day, you say

That one

Don't allow your emotions to control you.

We

are emotional, but you want to begin to discipline
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your emotion.

2

your emotions, they will use you.

3

If you don't discipline and contain

You want it, and you want to go all out to have

4

it.

It's not going to be easy if you want to change.

5

It's not easy.

6

would do it, but if you're serious, you'll go all out.

7

If it were, in fact, easy, everybody

I'm in control here.

I'm not going to let this

8

get me down.

I'm not going to let this destroy me.

9

I'm coming back, and I'll be stronger and better

10

because of it.

11

that this is what you stand for.

12

for your dreams.

13

mind.

14

responsibility for your life.

15

You have got to make a declaration
You're standing up

You're standing up for peace of

You're standing up for help.

Take full

Accept where you are and the responsibility

16

that you want to take yourself where you want to go.

17

You can decide that I'm going to live each day as if

18

it were my last, to live your life with passion, with

19

some pride.

20

yourself.

21

written yet, and it doesn't matter about what happened

22

yesterday.

23

you.

24

it?

25

Decide that you are going to push

The last chapter to your life has not been

It doesn't matter about what happens to

What matters is, what are you going to do about

This year I will make this goal become a
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1

reality.

2

can.

3

I won't talk about it anymore.

(Inaudible) I think it's important for
everybody don't give up, don't give in.

5

mantra to everything.

7
8
9

I

I can.

4

6

I can.

TREY STINNETT:

The goal is a

If that don't get you going on

a Sunday morning, I don't know what will.
All right, so we are going to go to our first
break now.

Anybody that wants to get a hold of that

10

video, the guy that creates it, his name is Mateusz,

11

M-A-T-E-U-S-Z, M.

12

got, like, motivational pictures, like, every day, and

13

he just kind of keeps me in the fight constantly.

14

I follow him on Facebook.

He's

So let's do our first break now, ten minutes.

15

Please be back in your seats by 10:45.

16

to dive in next to the structure of your first year,

17

and we'll keep going.

18

paperwork up with the team, please try and do so now.

19

We are only going to have a couple of breaks today.

20

If you do get tapped on the shoulder, though, while

21

I'm speaking and they need to talk to you, you still

22

need to finish up your one-on-one session, whether you

23

are moving forward with us or not, make sure that if

24

they tap on you, you do go, all right?

25

If you still need to finish

All right, guys.
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be back in your seats.

2

(Music.)

3

TREY STINNETT:

4

seats.

All right, guys.

Grab your

Let's get going.

5

(Music.)

6

TREY STINNETT:

Hey, Kyle?

Hey, Kyle?

Can you

7

move to the front of the room real quick?

8

come up here, please?

9

to know this, but can we all sing him a little diddy

10

here real quick?

So Kyle did not want you guys

All right, you ready?

11

(Music, Happy Birthday.)

12

TREY STINNETT:

13

Can you

All right, wonderful.

How old

are you now, buddy?

14

KYLE:

15

TREY STINNETT:

16

there, right?

17

anything.

18

Thirty-two.
Thirty-two.

Getting on up

That's like -- well, yeah, I won't say

So, Jessica, let's find this guy a birthday

19

cake, could we?

20

out to dinner last night because I ate some bad

21

salmon.

22

All right, I didn't get to take him

But let's pick up where we left off.

We were

23

talking -- said we were going to get into the

24

structure, and your first year is your clutch year.

25

Anybody here who's ever driven a stick-shift car, you
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1

know that you've got to start in what gear?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

First.

First, right?

You can't just

4

jump straight to fifth gear.

5

crazy.

So your first year is going to be your clutch

6

year.

Some people might say it's your most difficult

7

year.

I would say no.

8

year.

Pay the most attention to what you're doing and

9

get the highest grade results.

10

Okay.

Things get a little bit

It is your most important

So we've talked about the circle of

11

wealth a few times and how we begin with our

12

education, we then go and get our mentors, then we get

13

the capital together, get our tools, protect our

14

assets, and expand our network, and we do that over

15

and over and over again.

16

you guys next is kind of a forecast of what it will

17

look like your first nine months to two years in this

18

business, and those of you that like to take notes,

19

you don't need to write down every word on this page,

20

because we are going to go through it blow by blow.

21

So what to expect your first year.

22

Hey, Jessica, do we have the power team sheets

23

back there?

24

until the end.

25

So what I'm going to give

Okay, just find them.

Okay.

I don't need them

I just want to make sure we have them.
So this is a proposed timeline for
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1

somebody getting started in the real estate business

2

if you're kind of DIY'ing it, if you're doing it on

3

your own.

4

business up and running.

5

get your business set up, start building your power

6

team, know your numbers.

7

that first deal done, start building your systems,

8

expanding your network within a year to other

9

investors.

10

You have about 24 months to really get the
So the first three months,

Then master renovations, get

So I don't recommend, for people who are brand

11

new, to immediately go out and start networking,

12

unless you are going to be at our events, and this is

13

the reason why.

14

know?

If you're new, do you think people

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

Yeah.

They do.

So you are going to

17

mess up a lot of your first contacts with people, and

18

you might mess up your first impression.

19

always say is let's get your business kind of modeled

20

first before you start going out and introducing

21

yourself to other people.

22

Build your 1031 rental chains.

So what I

So your first

23

year typically you will spend that flipping.

24

this is if you're not working with us.

25

working with us, I want you doing rentals by the end
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1
2

of the year, okay?

But build your 1031 rental chains.

Year two, start dialing in your systems, and at

3

the end of that second year, okay, whether it's with

4

us or you find somebody else, get a mentor.

5

somebody who has at least 20 to 30 years of experience

6

in this business to come out, take a look at your

7

business, and see what you're doing right and what you

8

could be doing better, because having somebody else

9

with a perspective that you don't have being able to

10
11

Get

look at what you're doing is vastly better.
A perfect example, I am going to be starting

12

this week with a personal trainer at the gym, and I'm

13

going to go in, and my guess, he's going to tell me

14

to, like, do some stuff, and he's going to be, like,

15

you're doing it wrong.

16

makes sense if I first know how to do it.

17

basically is the situation is you want to be able to

18

have somebody that can assess, help you fix it.

19

would love to be those mentors if you guys would like

20

us to do that.

21

experience.

22

Fix this, fix that.

That only
So what

We

Otherwise, just find somebody that has

Acquire more rentals and then move forward with

23

new financing options.

24

world, not those of you that will be working with us,

25

but if you go down to a bank, does anybody know how
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1

many years of history the bank wants you to have

2

before they would be willing to fund your business

3

without you having to cosign?

Two years, okay?

4

So after about two years, you are going to

5

start to get those new lines of credit, stuff like

6

that, even with regular banks.

7

working with us, our goal is to get you a line of

8

credit with our funding partners, because they know

9

what types of deals you're doing.

Those that will be

We want to get you

10

about a million bucks is the goal, within 12 months,

11

and then once you're at two years, then you can start

12

to utilize the fact that you have already had a

13

million dollars with us to be able to go out and get

14

higher credit lines with regular banks and stuff like

15

that.

16

lend money.

17

Just no one wants to be the first person to

The same timeline if you're working with us,

18

about nine months, maybe 12 months.

19

not about whether you have to work with us.

20

about speed, okay?

21

have to make as many mistakes.

22

straight to work.

23

So, again, it's
It's just

So if you work with us, you don't
You can just get

So the way I kind of break this down is going

24

to be from the inside out.

25

business, we'll talk about, like, the skeleton, and
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1

then it will kind of be like what moves that skeleton

2

around, the muscles and tissues.

3

we will end that conversation with the skin that goes

4

on top of it.

5

And then, finally,

So the way that I like to do this, in the

6

beginning, what you can expect, right out of the gate

7

is setting up your asset protection, okay?

8

of you that are working with us, you will get a call

9

this week to schedule your phone call with our asset

So those

10

protection people.

You're probably going to work with

11

Chandra (phonetic).

She is going to get you guys set

12

up with your LLCs.

13

If you're not working with us, go find an

14

attorney who understands real estate investor setup.

15

Show them what we kind of designed yesterday, where

16

we're going to put our property in land trusts, our

17

land trusts inside of LLCs.

18

things up for you.

19

Get them to set those

Find a CPA who can execute 1031 exchanges and

20

create flow-through with lendability -- with limited

21

liability, okay?

22

difficult to get your attorneys and your CPAs in sync,

23

so it may take a little time to find the right people.

24

We do have some of those that we will introduce you to

25

at the Summit.
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1

Next, start building your power team.

Okay, so

2

first of all, you need to have at least a title

3

company, lending partners, and contractors, okay?

4

That is the minimum.

5
6

Jessica, could I go ahead and get those?
you, ma'am.

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

let's go through this.

10

Thank

Thanks, Jessica.

Everybody got them?

Okay.

So

First of all, you will start at the top

11

there -- whoops -- with appraiser.

12

appraiser on our team?

Why do we need an

What's an appraiser for?

13

UNIDENTIFIED SPEAKER:

(Inaudible).

14

TREY STINNETT:

So when you're flipping

Yeah.

15

houses, sometimes you go to a private money investor

16

or you go to a hard money lender and they want to

17

know, well, what's the property worth, okay?

18

the purpose of an appraiser.

19

be if you're doing land deals and stuff like that,

20

being able to appraise the land, but usually when an

21

appraisal is involved on our deals, it's when we're

22

selling the property, and that's to find out what is

23

the property worth so that we can actually get a buyer

24

on board.

25

That's

The second purpose would

Typically, the bank's going to have their own
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1

appraiser.

2

we're doing things like lease options, if we're doing

3

things like subject-tos, we want to know that the

4

properties are worth what we think they're worth.

5

Having a third party verify that makes it a lot easier

6

down the road, especially if you're wanting to exit

7

the property, if you own a mortgage and want to sell

8

the loan, stuff like that.

9

value of the property is very important.

10

So the reason we have an appraiser is if

Being able to show the

Next is going to be your real estate lawyer.

11

real estate lawyer, I told you the story of Mr. Dover

12

(phonetic), we went to his law office and showed him

13

our LLC setup and what we wanted to do, and he was,

14

like, so confused.

15

you're talking about.

16

him.

17

A

He's, like, I don't know what
So we ended up not working with

So when I say real estate lawyer, I'm talking

18

one of two things, asset protection and then

19

contracts.

20

with our asset protection, he was more than capable of

21

helping us close title and more than capable of

22

helping us with contracts, so just because he didn't

23

know my asset protection structure didn't mean he

24

couldn't write contracts.

25

somebody that can write these contracts for you.

Now, the guy that wasn't able to help us
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1

There are a lot of online templates where you

2

can get contracts and stuff like that.

3

I always say go with a real, live, human being lawyer

4

is because they know whether or not the contract that

5

they're giving you is legal and currently applicable

6

in the state that you're trying to use it in.

7

just use templates and forms off the internet, I mean,

8

it will work until you get sued, and then they may

9

say, well, this agreement's not valid, and they throw
Then you're, like, crap.

The reason why

10

it out.

11

have a lawyer on board on your power team.

If you

So it's best to

12

Next, you want to have a CPA, okay?

13

needs to understand how real estate investors work,

14

okay?

15

I have an accountant that isn't my CPA, she's just my

16

bookkeeper, and I found her because I read a really

17

cool book called Profit First.

18

for anybody who needs to manage their money better.

19

And I found her because they was a Profit First

20

consultant, and so I hired her.

21

she could refer me to a CPA, because I was looking for

22

a new one.

23

That CPA

You don't want to just go get your local CPA.

I highly recommend it

Then I asked her if

She was, like, oh, yeah, this girl over here is

24

a wonderful CPA.

25

Networking International?
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1

Commerce.

2

because she's the best but because she's the CPA that

3

happens to be in her chapter, okay?

4

good enough reason to make a referral, but she also

5

referred me to an attorney who didn't understand

6

limited partnerships.

7

to stop asking you for referrals, because she was just

8

referring whoever happened to be in her chapter.

9

So this lady referred me to this CPA, not

That is not a

I was, like, okay, I am going

So the CPA needs to be somebody that

10

understands how real estate works, understands how you

11

are setting up your asset protection in order to get

12

your flow-through.

13

lawyer and your CPA need to be in communication with

14

each other.

15

kind of the same roof.

16

separate entities because they have to be, but my CPA

17

was referred to me by my attorney.

18

will be working with us, we will also give you guys

19

access to some of the people we use.

20

So a lot of times your real estate

Mine are now all in the same -- under
They are technically two

Some of you that

Next is going to be the title company.

You

21

need to have a title company in your local area,

22

somebody that can do double closings, simultaneous

23

closings.

24

percent for a title policy.

25

than that, just make sure you're actually getting a

Typically, you are going to pay about 1
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1

policy and they're not just filing paperwork.

2

lady in my classroom last week in LA who she said that

3

she paid the title company and everything, but they

4

didn't actually transfer the title.

5

actually followed through on it.

6

to, like, sue them and all this crazy stuff.

7

go with the cheapest title company.

8

quality or the most popular typically is a good idea,

9

First American Title, stuff like that is fine.

10

I had a

They never

So she is now having
So don't

Go with the best

Some states don't have title companies.

They

11

have attorneys that do closings.

12

state that is an attorney closing, then make sure your

13

real estate lawyer can also process closings for you.

14

Sometimes what you want your title company to do is

15

title search, to actually go look and see if there's

16

anybody else on record on that property, and if that's

17

the case, perfect.

18

hundred bucks for that, to go do a title search on the

19

property to see who else has liens on it.

20

So if you're in a

They will charge you about a

Those of you that have the software, it also

21

has the liens in there.

22

closing, open title, they will still pull title, okay?

23

So it will validate what you already know in the

24

software.

25

Next, banker.
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1

after that banker, because you need as many sources of

2

capital as you can get.

3

multiple times.

We've talked about it

4

Your shirt's hilarious.

5

MS. BAZAN:

6

TREY STINNETT:

Thank you.
We've talked about this

7

multiple times.

So what's a banker for us?

Now,

8

obviously, I'm not a huge fan of bankers because I

9

just did an entire section on that, but I still need

10

them.

11

you and the money you need to do your deals.

12

about getting these cheap lines of credit, 5, 6, 7, 8

13

percent interest, you're not going to get that through

14

our guys.

15

percent interest, but they are going to get you bigger

16

lines with less to prove.

17

These are the people that are standing between
We talk

Our guys are going to get you higher

Bankers, if you can prove that you don't need

18

their money, they will give you a lot of it, okay?

19

you guys have probably heard this before.

20

lend money when you don't need it.

21

time to ask a bank for money?

22

it, okay?

23

So

Banks only

So when's the best

When you do not need

So that's actually part of the conversation I

24

was having with a couple of you yesterday, is you were

25

like, well, you know, I only need, like, $40,000 to go
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1

to your class, and I have got approved for, like, 200

2

grand of foundation funding.

3

200.

4

need it, if you are trying to scramble to get it, it's

5

better to have it before you need it, okay?

6

Have more than one banker.

Yeah, take the whole

You don't need it right now, but when you do

Next, realtor, we

7

already kind of talked about how to be able to screen

8

our realtors.

9

with a realtor?

Do we ever sign an exclusivity contract

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

No.

No.

I got back from my

12

training and I went and sat down with a realtor and

13

she tried to get me to sign one.

I didn't know what I

14

was doing, so I was, like, okay.

Then my dad was,

15

like, well, hold on, we need to check with our mentor

16

before we sign anything.

17

one mentor told me, no, you should not be signing

18

exclusivity agreements.

19

what would my first year have looked like that?

20

single deal I would have had to go through her, and

21

she was like in Clear Lake.

22

Atascocita, which is basically an hour and a half away

23

from where she actually does business.

24

made no sense.

25

So I went, I checked, and my

If I would have signed that,

My first deal was in

Next, mortgage broker.
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1

mortgage broker?

2

UNIDENTIFIED SPEAKER:

(Inaudible).

3

TREY STINNETT:

They are not going to be

Yeah.

4

lending us money.

The mortgage broker is for our end

5

buyer.

6

option, okay?

7

need to buy the house.

8

mortgage.

9

you're working with and you've already pulled to get

10

them prequalified and that mortgage broker can tell

11

you what they need to do to be able to qualify for a

12

loan, you may actually get them to buy the house from

13

you a little bit sooner than the end of that

14

three-year lease option.

15

a few more angles and options here if we have that.

16

They can also be a massive referral source,

So we talked about, for example, doing a lease
At the end of that lease option, they
They need to go get a

If you already have a mortgage broker

So, again, it just gives us

17

especially if you're doing lease options, because do

18

you think mortgage brokers have clients every day who

19

get declined?

20

to buy a house?

21

payment money?

22

strategies I was teaching you here, use your mortgage

23

broker, they bring you leads, you help them get into

24

the house.

25

just gotten the mortgage broker another deal.

Every day.
Yeah.
Yeah.

Do those people still want

Do they still have the down
So you can basically use the

Once you're in the house, then you have
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1
2

make some money off you.
The other value of having a mortgage broker, do

3

you think that maybe if you've done 50 deals with the

4

same broker, at deal number 51, the person buying the

5

house from you is kind of like on the edge, not

6

exactly what they need, they might go ahead and help

7

you push it through?

8

So mortgage brokers are very important.

9

They can do that stuff, okay?

Next, contractors.

Okay, so this is kind of an

10

important one.

11

going to teach you how to be able to run your own

12

numbers.

13

contractors.

We'll even introduce you to some

14

contractors.

That's all great.

15

At the Fast Start Boot Camp, we are

We are going to teach you how to screen

That being said, if you're not going that route

16

and you're doing this on your own, please work with

17

subcontractors, okay, because if you're working with

18

general contractors, which is what we'll be teaching

19

our advanced training students, you're just not going

20

to be able to compete with our advanced students,

21

because they're going to be using generals and getting

22

stuff done faster, and you're going to have generals

23

that are trying to basically gouge you.

24
25

So what you do is you get subs to come give you
bids on each part.
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1

subcontractor on roofing, a subcontractor on painting,

2

a subcontractor on granite, whatever.

3

those numbers.

4

and that allows you to figure out what the price

5

should be in each area.

6

a deal.

7

actually ended up paying, because the amount that you

8

got bid and the amount you pay is not always the same

9

thing, right?

10

You get all of

You get three bids from each trade,

Then you actually have to do

Once the deal's done, you track how much you

Then you track that across three to five deals

11

and you have an average across those three to five

12

deals of what, on average, in your area, you should be

13

paying for granite and stuff like that, okay?

14

again, we will give you that stuff if you're

15

continuing on with us and we're building it in those

16

areas.

17

Camps in your backyard, but I know a few of you aren't

18

going to be joining us, and I totally understand that

19

you don't have the cash and stuff right now, but I

20

still want you to be able to have a shot at it.

21

it the same way that we do it.

22

longer, but you can still do it.

23

verify by actually looking at the numbers, and then

24

take the averages, okay?

25

So,

That's the reason we do the Fast Start Boot

It will take you much
Subs, validate and

Next, insurance agent, okay?
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1

liability insurance policy for your company, and you

2

need home insurance policies in all of your rentals,

3

and you need any sort of -- I just drew a blank --

4

anyway, the liability policy on your flips.

5

not what they call it, but the policy on your flips,

6

okay?

7

important.

8
9

That's

So insurance agent is going to be very

Next, investors.

As real estate investors,

when do we stop raising money?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

Never.

We never do.

We're always

12

looking for more capital to put into our deals.

13

this reason, you need to have private money investors,

14

people who can actually help you fund your deals,

15

including gap funding, people that will actually help

16

you fund the difference.

17

For

So in the beginning, when I first got into this

18

business, I would -- people like Roy, I called him up

19

and told him I got this deal, I need your help.

20

would -- I'd find deals, and I would get the, you

21

know, hard money or whatever funding I could in place,

22

but the difference, I didn't have the money for.

23

would go find someone who had the money for that part,

24

and I would give them half of my deal.

25

expensive, 50 percent of my deal?
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1

worth it to get my first deal done?

2

okay?

3

Totally worth it,

Then I realized something a couple years later.

4

I get half of the deal whether I'm the guy doing all

5

the work or I'm just the guy funding it.

6

seat did I switch to?

7

it.

8

I show you some of those strategies, way more powerful

9

than being the flipper.

I switched to the guy funding

So being the bank, as you guys will see today, as

The problem is, the flipper

10

doesn't have the money yet.

11

the banker, okay?

12

there.

13

So which

So flip your way to being

So investors are really great

Finally, you need to have a mentor, at least

14

one, okay?

15

continue on with us, but either way, have somebody you

16

can talk to, you can refer to, you can ask questions,

17

because when you have these deals and they're on your

18

plate and you're working on them, you can kind of feel

19

alone sometimes, because you're, like, oh, man, I got

20

to make this decision.

21

It helps a lot to have somebody that can hold your

22

hand and guide you along the way.

23

We will give you guys many mentors if you

I haven't done this before.

Like I said, our goal is to not just tell you

24

what to do.

We also want to show you what to do and

25

then watch you do it, okay?
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1

here, if you're going to be working with us, our

2

mentors is not a person that, like, is on the phone

3

with you every week, like, coaching you and helping

4

pump you up and stuff like that.

5

mentor that meets with you out at our events and will

6

help you kind of get to the next stage of your

7

business.

8
9

It is a real estate

Just like in the hero's journey, when the
mentor shows up and gives him the sword, he doesn't go

10

on the journey with him.

11

he says go, and then you come back (inaudible), right?

12

So that's kind of the way it works, and it's a series

13

of mentorship that you go through over that period of

14

time, and that is going to be kind of the basis for

15

your power team.

16

He gives him the sword, and

Now, I was talking to a couple of you this

17

morning that are moving forward with us.

18

going to give you some homework on what to do to start

19

assembling your power team, but we are not actually

20

going to really lock them in place until the Fast

21

Start Boot Camp, okay?

22

bonus orientation after class today for the people

23

moving forward to kind of go over what you should be

24

doing in the next few weeks, okay?

25

Ah, we are

So I'm going to do a little

If you're not moving forward with us, go ahead
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1

and get started on your power team right away, okay?

2

If you are moving forward with us, we want to make

3

sure we get the right people in the right place to

4

begin with, so we will give you some different

5

homework for that.

6

sheet, because you need to have that information as

7

you move forward in the business.

8
9

Okay.

But either way, hold on to this

Next, you got to know your numbers.

look at a lot of deals.

So

The more deals you do, the

10

better you'll get at your numbers.

11

here are having no problem with the math right now.

12

couple of you, however, have shared with me that it's

13

getting a little bit hairy when you are, like, oh,

14

I've got to calculate.

15

because it's new, okay?

16

right now, when you first started learning how to do

17

it, it wasn't easy, right?

18
19

A few of you in

What formula do I use?

A

It's

Just like any job you work

Do I have anybody in here that's active-duty or
retired military?

20

(Show of hands.)

21

TREY STINNETT:

Okay.

So they had the training

22

in the beginning, right?

23

when I was 18, and I went to basic training.

24

Everything that they were telling me, I didn't

25

understand any of it.
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1

here?

2

intentionally to disorient me so that they could then

3

teach me how to do it and train me the right way.

4

Everything's moving so fast.

They did that

Eventually, though, you get to the point where

5

you can, like, move your rifle around and do

6

everything like it's second nature, but at first

7

you're, like, twist the bulb this way and pull it,

8

what am I doing, right?

9

become second nature if you're constantly doing it.

10

Tony Robbins says repetition is the mother of skill,

11

all right, or practice makes permanent.

12

you do something, the better.

13

So eventually this stuff will

So the more

Have you guys ever heard that practice makes

14

perfect?

15

because if you practice the wrong thing, you will just

16

keep doing the wrong thing.

17

You'll notice I said permanent instead,

Next, run the numbers on test deals.

So either

18

from your notes this weekend, go run the numbers again

19

several times, do them every week.

20

to the Online Student Resource Center, just go through

21

those deals and run the numbers on those.

22

to keep you kind of training.

23

numbers, the more it becomes second nature for you.

24

Ultimately, though, what should you be running numbers

25

on?

Real deals.
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1

to get you there as quickly as we can.

2

access to it, go to the Advanced Fast Track Course.

3

That's the 45-day fast start that we talked about one

4

on one.

5

All right.

If you have

Now let's move to the muscles and

6

tissues.

The structure's kind of in place, all right?

7

We have got our power team working.

8

pretty good with running our numbers.

9

our asset protection, and now it's time for us to

We've gotten
We've set up

10

actually get out there and make this thing happen, so

11

be the master of renovations.

12

Some of you we are going to be training you to

13

do that.

That's the reason why the fast start is the

14

first thing you do, because we want you to master

15

that.

16

square footage and age, without walking through the

17

front door, and tell me within 20 percent how much the

18

rehab will be.

19

without having a contractor assisting you, I want you

20

to be able to tell me what the rehab is going to be

21

within 10 percent, okay?

22

requires a lot of work, a lot of repetition, okay?

23

You can shortcut that if you are going to be at the

24

fast start, but either way, get the three bids like I

25

was talking about to get the accurate estimates, track

I want you to be able to look at a house by its

Once you walk through the front door,
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1

your numbers across every deal to discover holes in

2

your system, and look at at least five to ten

3

properties a week, okay?

4

So some of you, you know, that could be

5

checking newspapers or you could be calling the for

6

sale by owner signs, all the stuff we've been talking

7

about this weekend.

8

the software a lot, but even if you have the software,

9

should you be using more than one strategy to find

10

Others, you might be utilizing

properties?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

Yes.

Yeah, all right?

So don't let

13

what we're giving you as tools become your crutches,

14

okay, those of you continuing on.

15

able to empower ourselves; we don't want to disempower

16

ourselves.

17

So we want to be

All right, let's get our first deal done.

Now

18

that the structure's in place, we know how our bids

19

are going to go, let's find a good deal, negotiate the

20

contract, put the funding in place, hire fast

21

contractor, and then list the house, okay?

22

teach you some advanced, like, hypermarket strategies

23

to move your properties more quickly.

24

heard me mention yesterday that Brian sold a house in

25

four days, okay?
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1

houses in four days.

His market sells houses in 30.

2

He moved it faster because he has some cool

3

strategies.

We'll teach you that at the fast start.

4

If you don't have that, it's not really that

5

big of a deal to go 30 days to flip a house or to --

6

on the market.

7

saves you 16 days five times this year, you know, that

8

saves you 2 1/2 months.

9

realtor.

It's just the faster you move -- if it

Either way, list it with a

Don't try and sell it yourself, okay?

No

10

matter what you -- because a lot of times people are

11

trying to sell properties on their own, for sale by

12

owner or something like that, because they are trying

13

to make a little extra money or they're trying to cut

14

the realtor out.

15

you're cooking cookies and popcorn and doing open

16

houses.

17

a realtor?

18

It ends up taking longer.

Now

Did you want to be a real estate investor or
All right, so choose the investor side.

Next, start building systems.

Why are systems

19

important?

If you don't have systems, you're kind of

20

left to your own devices, right?

21

years ago -- I can't remember the year, '13, '12,

22

2012, something like that -- I was -- I was doing -- I

23

was at an event in Las Vegas, and I was selling

24

T-shirts and stuff like that, and I remember I was up

25

in the -- in my hotel room.
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1

there with a bunch of other people, and I was

2

complaining.

3

I said, you know, lately, it's been feast or

4

famine, right?

I make a bunch of money, and then I

5

kind of rest on my laurels for a little bit, and then

6

I run out of money, and then I scramble again, make a

7

bunch of money, and then I rest on my laurels a little

8

bit, and then I freak out and I scramble again, and

9

you keep going kind of back and forth based off of --

10

what is going on?

11

and forth.

12

You good?

Okay.

I keep going back

What happens is your business makes money based

13

off your emotional state.

14

to make money, you make money.

15

make money even if we aren't necessarily interested in

16

doing something at the moment.

17

it stands for save yourself time, energy, and money,

18

because when you have systems in place, things are

19

happening on a regular schedule, all right?

20

things that are moving whether you're moving or not.

21

So that's the reason why you want so systemize.

22

So when you're in the mood

Here's how we do it.

Systems allow us to

So this is why I said

You have

Number one, a property

23

finding system.

24

software, setting up alerts, stuff like that, but just

25

make sure you're doing it on a regular schedule.
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Next, develop evaluation tools.

We are going

2

to give you some eval tools if you're moving forward

3

with us.

4

build your own tools.

5

Excel spreadsheet, go to your local junior college and

6

pay somebody 90 bucks, they will build you any

7

spreadsheet you want, okay?

8

do that; however, we do already have them for you if

9

you're going to be -- I mean, it's turnkey, so that's

10

the idea.

11

If you don't, just use Excel, okay?

You can

If you don't know how to use an

So not that difficult to

We give you what you need.

Next, execute on a regular schedule or use

12

software notifications to make sure stuff's happening

13

consistently so you're not riding those waves of your

14

attention span.

15

date.

16

member with us is that you come back to as many

17

Summits as you want to, and every Summit you come to,

18

you're being more up to date.

19

market since the last time you were here?

20

them every three to four months, stuff like that.

21

And then find ways to stay up to

So one of the big values of being a Diamond

What's changed in the
We're doing

Either way, whether you're working with us or

22

not, you should go to REA clubs as well, because

23

they'll tell you what's changing in your local market,

24

okay?

25

Next, let's put on the skin.
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1

start to expand our network, build our 1031 rental

2

chains, and dial in our systems.

3

to find more buyers and funding partners, okay?

4

this point, you have already got your first deal done.

5

You already know how to run your numbers.

6

already got your asset protection in place, and you

7

are moving forward in your business, okay?

8

be six months in.

9

us, that's probably what it would look like.

Part one, you need

You have

This could

Those of you who are working with

10

be a year and a half.

11

a half is going to happen either way.

12

At

It doesn't matter.

It might

A year and

God bless you.

So find more buyers and funding partners.

Get

13

advanced asset protection attorneys.

What do I mean

14

by that?

15

limited partnerships, all right?

16

little bit more than just a couple LLCs.

17

conversations about multifamily, doing those duplexes,

18

quadriplexes, eightplexes, and apartments, things like

19

that.

20

the first couple years because -- or in the first year

21

because typically you're just beginning to get your

22

flipping going, and on commercial property, we'll go

23

over some examples of commercial a little bit later on

24

today, but when you're dealing in commercial

25

properties, sometimes it's not as easy as residential.

Now it might be time for you to get the
Do some stuff a
Begin having

I don't have these conversations early on in
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1

You are, like, putting down earnest money that you

2

can't get back if the deal doesn't go through, for

3

example, right, whereas I have these escape clauses

4

and weasel clauses in the contracts that we talked

5

about on Friday, you don't really get away with that

6

in commercial properties.

7

have got a pretty good feel of making money before you

8

start getting into commercial.

9

something you can kind of fall back on.

10

Okay.

So I would wait until you

That way, you have

Get more mentors.

Next, build 1031

11

rental chains.

Every fourth deal, come on out to the

12

Summit and buy some rental properties, okay?

13

able to get on that -- that cycle.

14

yesterday?

15

doing a 1031?

So being

What did we say

When do you have to notify the IRS you're

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

(Inaudible).

Before closing, all right?

18

then when do you have to identify which property

19

you're going to buy?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22

And

(Inaudible).

Forty-five.

And then when do

you have to close?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

Make sure you have identified the new property
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1

before you sell the previous one.

That's the safest

2

way, okay?

3

want to move into, you don't have to take 180 days,

4

okay?

5

identify the property before you even sell this one,

6

just like I showed you yesterday, the 1031 exchange,

7

like, swap, where they do the depreciation swaps.

8

They already know what property they're going to buy

9

before they sell the one they have.

So if you already know what property you

It's just that's the maximum.

So you could

So basically they

10

do the whole thing inside of, like, a week.

11

doesn't need to take 180 days.

12

It

All right, leverage out with portfolio loans.

13

This is what I was talking about yesterday where now

14

you've got all these rental properties.

15

a lender and say, can I get a loan against my rental

16

properties?

17

your rental properties worth?

18

$800,000 of properties.

19

loan.

20

and gap fund your own deals.

21

deals with investors anymore, and you get to keep 100

22

percent of the profit that you'd be making from your

23

deals.

24
25

You can go to

He'll say, well, okay, well, what are
You'll say, well, I got

Great.

Here's a $400,000

Then you take the 400, and now you can go out
You don't have to split

Next, you want to dial in your systems.

This

is the part where you would hire a mentor or a
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1

consultant to come out and look at your business to

2

see what you're doing right and what you could do

3

better.

4

evaluate your power team, find your blind spot, and

5

then you can pivot or persevere.

6

that phrase before, pivot or persevere?

7

startup phrase that they use out in Silicon Valley

8

when they talk about businesses.

9

They'll help you clean those systems up,

Has anybody heard
It's a

So sometimes a business will be going in this

10

direction and then they'll realize, you know what, I

11

need to pivot, do something a little bit different.

12

perfect example of that, I think it was called a Hubdo

13

(phonetic) or something.

14

Williams.

15

He was the inventor of the blog.

16

successful, sold that to Yahoo! for like a million

17

bucks or something.

18

A

There was a man, Evan

He created a company called blogger.com.
He was very

He started another company.

I can't remember

19

the name of it, I think it was Hubdo or something, and

20

it didn't work out.

21

board.

22

do something different.

23

investors and he said, all right, I am going to start

24

a new company.

25

investments from the old one into the new one.

He went back to the drawing

He goes, all right, I got to pivot.

I have to

And so he went to his

You can, you know, move your
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1

pivot into this one.

We're not going to keep going in

2

the old one, so we are not going to persevere.

3

your choice if you want to keep the investment with us

4

or not.

It's

5

Half of his investors said, no, we want our

6

cash back out, and so he paid them off with the new

7

investors.

8

said, yeah, just move our investment into your new

9

company.

The second or other half of the investors

His new company was Twitter.

So the guy

10

that invented the blog also invented the microblog.

11

That's kind of interesting.

12

All right.

He made billions twice.

So that pivot or persevere is going

13

to be at the end of that time period, whether it's

14

nine months with us or two years without us.

15

have somebody look at that business and say, okay, is

16

what I'm doing working, should I persevere and

17

continue, or do I need to make some changes?

18

shift or pivot into doing something maybe a little bit

19

differently.

20

happen towards the end of that time period there.

21

Okay.

You can

Should I

That conversation usually is going to

So there's a difference between

22

education and training.

23

talked about there, that's not education, my friends.

24

This weekend was education.

25

go to with us might be education.
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1

you're actually out there doing it.

2

you're not just sitting in a room learning, but you're

3

actually out there making it happen.

4

better training than on-the-job training.

5

That's when

There is no

Now, if our mentors are going to be working

6

with you, we know what it takes to train you the right

7

way.

8

to be a business builder.

9

you're finding what works, what doesn't work, and

It's not a business in a box.

It's training you

So you're going out and

10

you're putting your business together.

11

to train you.

12

continuing on with us, that's awesome.

13

though, you're going to be training, training yourself

14

or someone else is training you.

15

We would love

Those of you that are going to be
Either way,

So get out there and do the deals, understand

16

you're going to be on a hero's journey, there is going

17

to be some points where you're going through the roads

18

of trials and things are going to be difficult, and

19

there may be some points in the cave, right, where you

20

get knocked down, but you've got to what?

21

UNIDENTIFIED SPEAKER:

Get back up.

22

TREY STINNETT:

23

So if all this sounds like a lot, there's a

You've got to get back up.

24

cool book that I read recently -- this is super-nerdy,

25

so probably only for like me and a mirror -- but if
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1

you're into this kind of stuff, okay, it's a book

2

called The Rise of Superman, and it talks about flow.

3

Are you guys familiar with flow?

4

met up with an old friend you haven't seen in a while,

5

and you guys start talking, and the next thing you

6

know, it's been six hours.

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

happened, right?

Have you ever, like,

Um-hum.

And you're, like, what

Or you get in a car accident, but as

10

soon as the accident starts, like, time slows down,

11

and you're, like -- like, you're moving the wheel the

12

right way and you're safe, or like -- stuff like that,

13

that's when your brain kicks into a different gear.

14

It drops all the other stuff that it's thinking about,

15

and it just focuses on being in the zone and getting

16

you there.

17

Hill called the wall of hypnotic rhythm, right?

18

That's where you get into a spot where you're just --

19

you're moving and you're in flow.

20

This is what -- kicks off what Napoleon

You guys remember the Super Bowl two years ago?

21

How were the -- how were the Patriots doing coming

22

into that third quarter?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

what happened the last quarter?
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1

It was like watching -- I wasn't watching football,

2

fan; I was watching a dance.

3

that, like, Brady threw the ball, it didn't matter

4

where he -- he's, like, not looking, and he would

5

throw the ball and it would go into body's hands.

6

was the most insane thing you'd ever seen?

7

were in group flow.

8

orchestrated it almost looked like, and it's because

9

they kicked into a certain mind mode.

10

It was like every time

Why?

It
They

The entire thing was, like,

So that's the reason why, you know, that always

11

comes after a struggle.

12

they did -- and this is neuroscience research that

13

basically just backs up what a lot of people and

14

Eastern mystics have already been saying, it begins

15

with a struggle.

16

releases a certain type of wave, alpha waves, and then

17

you go into flow.

18

you struggle again and you go into flow.

19

have the struggle, you don't get the flow.

20

understand that some things are going to seem a little

21

difficult.

22

reason to keep moving, okay, because that will

23

eventually get you to the other side.

24
25

And so in the research that

Then what happens is your brain

Then after flow, you recover.

That's not a reason to stop.

Then

If you don't
So

It is a

So this is the name of the book I was talking
about.

Don't freak out whenever things seem like --
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1

if that seemed like a lot when I went through all of

2

that just now, Tony Robbins calls it chunking.

3

goes, whenever you're in a space where you're

4

intimidated by something because you see all of the

5

little pieces, it's best to just put them into chunks.

6

He

For example, do you guys remember the first

7

time you drove a car?

Was that probably a little

8

nerve-wracking?

9

steps were there to driving a car?

You're, like, I got to do -- how many
Tons, right?

You

10

got to check the mirrors.

11

You got to get in.

12

You got to put it in reverse.

13

to turn the key first, and then you've got to do this,

14

you've got to do that.

15

steps.

16

You got to unlock the car.

You got to put your seat belt on.
Oh, wait, you have got

There's, like, all these

How do you drive a car now?

Has anybody ever

17

been driving for, like, 20 minutes and then, like,

18

you're, like, who's been driving for the last 20

19

minutes, right?

20

into a place in real estate, just like with driving,

21

where it's just kind of what you do.

22

job now or your life now, some things do become

23

second-nature.

24

do know this.

25

being part of what we're creating, what we're doing

So eventually you can get your mind

Just like your

So don't be too intimidated by it, but
If you are going to fully commit to
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1

here, then you can have the success that you're

2

looking for, but you have to be fully committed, and

3

that commitment and -- maybe it's a monetary

4

commitment, some of you are spending quite a bit of

5

money to continue working with us, and maybe it's just

6

a time commitment, okay?

7

You have to get out there and just be willing

8

to bang your head against the walls a few times until

9

you figure it out, because I have had people that come

10

here and they say, so, are you saying I can't do real

11

estate if I don't go with you guys and the advanced

12

trainings?

I have heard multiple people ask me that

13

question.

I'm not saying that, but here's what I am

14

saying.

15

own, that's all, and the fact of the matter is that

16

most people give up after three months if they don't

17

have the success they were looking for, and that's the

18

reason why we do what we do.

19

It's going to be a lot more difficult on your

There's so many people, thousands and thousands

20

of people every single year that say, man, I just want

21

someone to hold my hand because I want to make sure

22

I'm doing it the right way.

23

60 hours a week on this.

I want to -- what's the

24

ten-hour-a-week process?

That's the reason why

25

there's two different directions to go.

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

I don't want to go work

But either

EX 7, p. 143

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 145 of 389
144
1

way, five years from now, if you're willing to push

2

through the dollar side or you're willing to push

3

through the hard work side, five years from now, you

4

can be coming out on the other side of that looking

5

pretty peachy keen, so either way.

6

Okay.

So we talked about the stages of real

7

estate wealth.

Stage one was mostly the first day and

8

half of the second day.

9

and flipping.

Earned income was wholesaling

Then yesterday afternoon we got into

10

stage two, talking about rental properties.

11

want to kind of move into the second part of stage

12

two, which is commercial.

13

note-flipping and liens.

14

Now I

Number three is

Now, I obviously do not have time to give you

15

guys an entire class on commercial on Sunday here.

16

What I want to do is just give you a glimpse of what

17

commercial real estate looks like so you can know

18

whether or not that's something you want to be doing a

19

little bit further down the road.

20

here, just from private conversations, are ready to

21

get into commercial right away, so I want you to know

22

what it looks like.

23

expect to become a pro after I spent two whole days

24

learning how to do commercial properties.

25

All right.
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1

It is zoned differently.

2

of loans.

It is evaluated differently.

3

examples.

Apartment complexes, so anything with five

4

units or more is a -- is zoned commercial.

5

wholesale properties, billboards, storage facilities,

6

raw land, property rights, mobile home parks, office

7

space.

8

medical office space, these guys pay their rent.

9

Hotel, motel, Holiday Inn.

10

It requires different types
Here are some

Retail and

I'm a big fan of medical office space because

Elderly care centers, also really great.

I had

11

a friend, he -- I think I may have already mentioned

12

him.

13

does the senior care facilities?

14

that?

15

dad and I signed up to go out to the advanced

16

training.

17

got any sleep last night, and a few of you said no.

18

got no sleep on Saturday night when I went to this

19

class, and the reason I didn't sleep partly was

20

because I was excited, but the other reason was

21

because my dad and I had decided not to tell my mom

22

that we had just spent all that money to sign up for

23

class, and I was feeling really bad about that.

24
25

Did I tell you about the guy in Sacramento that
I didn't mention

So I -- after going through this three-day, my

It's funny, I asked you guys earlier if you
I

Interestingly enough, though, the same day that
we signed up to go to the advanced training, my mom
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1

bought a new car, right?

2

of money as the advance training, okay?

3

but within about two grand.

4

of money.

5

years old, so she was having that part of your life

6

where you go buy a Mustang, and she went out and

7

bought -- I mean, it wasn't even a cool one, guys.

8

She got, like, a V6.

9

why do they even make a V6 Mustang?

10

Her car cost the same amount
Not exactly,

She spent the same amount

She always wanted a Mustang.

Who does that?

She was 47

That is not --

Anyway, my mom goes out and gets this Mustang,

11

and she spent exactly, within two grand, the same

12

amount of money we spent for the class.

13

dad, I was, like, she bought a car, we started a

14

business.

15

like, we are going to wait a little bit.

16

like, okay.

17

morning before we came in, and he goes, I can't -- I

18

can't do it.

19

Just tell her what we did.

So I told

And he was,
And I was,

But we woke up the next morning, Sunday

We have to tell her.

I was, like, okay.

So we're having breakfast, and this was -- we

20

were going to class, she was going to church, and

21

before we left, I said, so, dad and I decided to start

22

a business.

23

you guys went to the class, you're doing real estate.

24

We're like, yeah, and we signed up, we hired some

25

mentors and all this stuff, and my dad told her how

She goes, yeah, of course.
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1

much it cost, and I was expecting her to freak out,

2

because she had a poverty mind-set.

3

not very wealthy.

4

a stay-at-home mom.

5

My mom was raised

Her dad was a marine.

Her mom was

They didn't have a lot of cash.

However, she had been married to my dad at that

6

point for 19 years, so, you know, she had been around

7

an entrepreneur, kind of, because my dad had the auto

8

shop.

9

goes, good.

So when he told her, she surprised us.
I said, what?

She

She said, I'm glad you're

10

doing it.

11

that will help you get your business started for that

12

and will put you into the business, get you your first

13

deals done?

14

two of you to figure out what business you are going

15

to do together, because it's obviously not going to be

16

the shop, all right?

17

You're telling me that there's somebody

She's, like, I've been waiting for the

I was, like, cool.

She supported us, which was

18

pretty awesome.

19

doesn't matter that you have to have someone's

20

support, but we had her support to do this business,

21

which was really great.

22

from there.

23

So we actually had her support.

It

So we were off to the races

Incidentally, that Mustang is no longer my

24

mom's.

My cousin, the one that works at Target, has

25

the hundred thousand dollars of student loan debt, she
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1

now drives that Mustang.

2

worth today?

3

held together with duct tape.

4

dollars with our business.

5

people won't bat an eyelash to buy a consumer good for

6

20, 30, 40 thousand bucks, but when it comes to start

7

a business or to invest in having somebody help them

8

create something, they're like, oh, I don't -- I don't

9

know, man, that's a lot of money.

10

How much do you think it's

Like $1,500.

The whole thing is, like,
We made millions of

It's interesting how

It's funny.

So when my dad got sick, I went to my mom.

I

11

said, do you want to be my business partner?

She's,

12

like, not really.

13

out to another training.

14

Do you want to come with me?

15

out to Vegas for a three-day, and one of the guys

16

sitting there, his name was Ogie (phonetic), and Ogie

17

was my age, and he was wearing a Lacoste shirt, and I

18

was really big into clothes back then, as you may

19

remember (inaudible).

20

hey, you're a real estate investor, too, right?

21

he said, yeah, I've been doing this for a year and a

22

half.

23

earlier than I did.

And I was, like, well, I'm going
It's going to be in Vegas.
She said sure.

So we go

So I went up to him and I said,
And

And he was my age, but he had gotten into it

24

And I was, like, how are you doing so far?

25

He's, like, well, I've already made 300,000 bucks.
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1

I've got myself a BMW 5 series.

2

I was, like, I like this guy.

3

He lives in Sacramento, California, and we kind of

4

created this bond, this relationship.

5

really before my life changed and I ended up not

6

caring as much about the material things, but he and I

7

both always talked about having an Aston Martin.

8

both wanted to get an Aston Martin.

9

I paid cash for it.

And we became friends.

Now, this was

We

So his grandmother had passed away inside of a

10

nursing home in Romania when he was a kid.

11

you think nursing homes always take really great care

12

of people?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

No.

Now, do

No.

We know their reputation,

15

right?

16

mom fled the country, when they were ending their

17

Communist rule, they came over to the United States,

18

Ogie remembers that, and his dad definitely remembers

19

it, because it was his mom.

20

these elderly care facilities.

21

They're worse over there.

So when his dad and

So they started buying up

So what they do now is they say, you know what,

22

a person who has to spend their golden years inside of

23

one of these, like, you know, prisons basically, that

24

doesn't make any sense.

25

Sacramento is they go buy these, like, five-bedroom,
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1

six-bedroom houses.

They put the caretakers in the

2

upstairs bedrooms.

They move, like, the kitchen and

3

stuff out of the way, and they cook three square meals

4

a day, and they let four to five different elderly

5

people live in their own room, in a neighborhood, with

6

dogs that are walking down the street and kids that

7

are playing in the street and stuff like that, and

8

they get to spend their golden years in a nice home

9

environment.

10

The cool part is, he charges $4,000 per month,

11

per room.

He makes a pretty good cash flow.

12

the way, that's cheaper than a nursing home.

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

Oh, by

Oh, yeah.

So he's saving them money,

15

giving them a better lifestyle, and making a ton of

16

money from it.

17

proceeds, I ended up in multifamily, this guy ended up

18

in elderly care.

19

flavor.

20

computer.

21

years ago now, he bought a V8 Vanquish Aston Martin,

22

so pretty cool for him.

23

people are able to do with this stuff.

24
25

So just like Conron ended up in excess

We all ended up finding our own

And I should look for it somewhere on my
Ogie sent me a picture, I guess it was two

So pretty awesome to see what

Ground leases are also a type of commercial
property.

R-E-I-T or a REIT, does anybody know what a
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1

REIT is?

A real estate investment trust.

So this is

2

a -- basically it's owning a stock and that stock owns

3

real estate, and so the real estate -- you still kind

4

of own it third party.

5

I have REITs, but it's just for, like, my legacy, it's

6

not for me, because I can get better returns than the

7

REITs can.

8

then sell it.

9

people.

The returns aren't that great.

However, it can be cool to own a REIT and
Now you're managing property for other

It's on -- basically it's a stock.

It's a

10

pretty cool approach to that when you do REITs in that

11

manner.

12

Lending is going to be a little different on

13

commercial.

Loan to value varies according to the

14

type of property, but lenders qualify the property

15

much more than they qualify the borrower.

16

know what DTI stands for, right?

17

right?

18

they ask you for debt to income?

19

you're going to be able to actually make the mortgage

20

payment, right, which makes a ton of sense on a house,

21

but if you're talking about an apartment complex where

22

the monthly payment on the mortgage is going to be

23

$75,000 a month, nobody's going to qualify for that

24

off their personal income.

25

actually qualify the property, not the person, to see

So you guys

Debt to income,

So that's how much the person makes.
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1

whether or not it is a good deal.

2

So the banks will lend you money on commercial

3

properties.

4

called DCR, and that stands for debt coverage ratio.

5

So basically they want to know that for every dollar

6

you're paying them, you're making at least $1.25, and

7

they will let the property's income itself qualify for

8

the mortgage instead of you personally with your

9

income from your job having to qualify for the

10

mortgage.

11

Instead of using DTI, they use something

It's kind of cool.

Also, loans on commercial properties are often

12

nonrecourse.

13

we were talking earlier that in a foreclosure, if they

14

still owe $100,000, the bank is going to go after that

15

homeowner for the difference, right?

16

different.

17

a commercial property and it goes completely south,

18

they are not going to go after you for the difference,

19

okay, which is kind of cool.

20

build, like, ten commercial properties, all of them go

21

south, bankrupt four companies, and still run for

22

President if you wanted to.

23

Pay me.

24
25

Does anybody know what that means?

So

This is

On commercial property, even if you build

Okay.

So you could literally

You can become President.

So lenders require skin in the game

typically on these, so you're not going to get away
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1

with any of this, like, 4 percent down or, like, no

2

earnest money deposit.

3

earnest money that we do on residential properties.

4

You are going to have to have a significant amount of

5

earnest money, and so that's the reason why I said

6

this isn't a game you necessarily want to play at the

7

beginning, because unless you have a lot of capital,

8

you're risking it.

9

You can't do Derrick's $1

I have lost about $75,000 on earnest money

10

deposits on commercial properties that I did not close

11

on.

12

the time to jump into -- into commercial properties

13

right now, okay?

14

though, let's go for it, because the returns are huge

15

on commercial, and you're in control of value.

16

can actually do things and tweak things to push the

17

value of the property up in commercial, whereas with

18

residential property, the value is just kind of based

19

off of what other sales in the area are, comps.

20

not based off anything that you personally do to

21

increase the value of that house.

22

If you can't take a $75,000 loss, probably not

If you can afford that kind of loss,

You

It's

Owner financing is more common with commercial

23

than with residential.

24

different people.

25

play around in residential properties.
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residential agent around here might make five or six

2

thousand dollars in a commission, a commercial agent

3

makes about 60 to 100 thousand dollars in commission

4

per deal, okay, which might make you think, oh, I

5

should go be a commercial real estate agent.

Some of

6

them only do, like, two deals a year, okay?

So that's

7

a lot of stress in between deals.

8

famine, all right?

It's feast or

9

Okay.

10

commercial property.

11

who brings me mobile home parks.

12

probably every two weeks I get another email from her

13

with another mobile home park, another mobile home

14

park, another mobile home park, whereas the guy that

15

brings me apartment complexes in Seattle, that's all

16

he does.

17

to be doing commercial, with the Planning & Zoning

18

Commission, people at the Chamber of Commerce, and

19

engineers and architects, okay, because things are a

20

little bit different at the commercial level, because

21

you are going to be playing on bigger properties.

22

They specialize according to the type of
So, for example, I have one lady
She brings me one --

You should have contacts, if you are going

The best agents to look for -- with residential

23

agents, we talked about you want to have them in

24

business for at least 11 years and all these different

25

things.

On commercial, the best agents are CCIMs,
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1

which stands for certified commercial investment

2

member.

3

million -- I'm sorry, $100 million in commercial

4

property, and they have been in the business for

5

years, typically ten or more, and you'll know if

6

they're a CCI member because they will tell you.

7

on their business card, on their little lapel pin,

8

whatever, okay?

9

These are guys that have done at least $10

It's

Closings are typically longer, so whereas we

10

were doing 14-day or sometimes 28-day closing with

11

residential property, on commercial deals, I might

12

make my closing two months, three months, four

13

months -- probably not four, but two to three months

14

is pretty common.

15

so when I make an offer on a commercial property, I

16

can put some contingencies in there that are based off

17

of being able to get it rezoned before closing.

18

that is an option as well.

19

Zoning and legal use contingencies,

So

You need to do feasibility studies and

20

appraisals.

So yesterday I talked about MAI

21

appraisals.

They cost about what?

22

About $3,500, yes, so they are quite a bit more

23

expensive, because these guys do everything.

24

have got to do soil samples to make sure there's no,

25

like, EPA issues; they do traffic counts; they do, you
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1

know, comparative market analysis; there's a whole

2

bunch of different stuff to see if the property's --

3

to determine what those properties are worth.

4

A little bit of a mind-set shift here.

On

5

residential properties, you're buying property, but on

6

commercial properties, you're buying cash flow.

7

you're out there doing those flips, and you're making

8

that money, and you're doing those 1031 exchanges, and

9

it's time for you to take your last 1031 exchange and

So

10

move it into rental properties, you want to get the

11

maximum amount of income possible.

12

good time to possibly get into commercial.

13

maybe not your first deal, but within a couple years,

14

probably not a bad idea.

This would be a
Again,

15

I got into commercial -- my very first

16

commercial purchase was 18 months after I started this

17

business, okay?

So not necessarily a good move right

18

out of the gate.

In commercial real estate, you are

19

going to buy the cash flow and get the property for

20

free.

21

this hotel.

What does that mean?

Well, just think about

What's worth more, the hotel or the land?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

The hotel, right?

The hotel's

24

are (inaudible).

25

200 bucks a night to stay in the rooms in this hotel.
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1

You guys, did you have to pay for parking here?

2

no parking?

3

to pay for stuff there.

They have got all sorts of

4

things they charge for.

The more money they can

5

accumulate and charge you, the more money they make,

6

the more their property's worth.

7

No,

Okay, there's a restaurant, you have got

The property, the land, it's free.

It's the

8

business that you're buying, but unlike other

9

businesses which you can't really run without knowing

10

who the owners were and having a system in place and

11

stuff like that, real estate's a sellable business,

12

and people will buy it just for the asset, and they

13

will put management in place.

14

In fact, we're in a Marriott right now.

This

15

place is probably not even owned by the Marriott.

16

It's probably independently owned by investors who

17

have a flag for the Marriott, and that flag is their

18

franchise fee.

19

student I met in Dallas, his name's Dennis, and his

20

dad was a multimillionaire before he even came to this

21

class.

In fact, his dad didn't even come to this

22

class.

He just sent his son.

23

if you want to do it, and I remember his -- his son,

24

he decided to come to the advanced trainings, that's

25

how I got to know him, and I ended up spending a lot

My -- one of my friends, also a
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1

of time with him in Dallas, and he's the guy I was

2

talking at yesterday that I went to his church.

3

So his dad owned the Marriott in Steamboat

4

Springs, Colorado.

5

there, Steamboat?

Has anybody ever been skiing up

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Um-hum.

So I actually -- it was funny.

8

I went to a concert once that was in that Marriott,

9

and then like a few years later I met Dennis, and

10

he's, like, yeah, my dad owns the -- I was, like, I

11

know that Marriott.

12

there.

13

said that he was selling it because he didn't want to

14

have to replace the mattresses.

15

the Marriott flag, Marriott had told him that he had

16

to replace 1000 mattresses in his property.

17

thousand mattresses at a thousand bucks apiece, what's

18

that come out to?

19

mattresses.

20

a whole new definition, right?

I have been there.

I have stayed

And I remember his dad telling me once, he

So in order to keep

A

That's a million dollars of

Talk about mattress money, that gives it

21

So I don't -- I think they sold the property

22

before they replaced the mattresses, but that's kind

23

of the -- the type of stuff you need to know if you

24

are going to play in that.

25

people to just go straight from where you are at now
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1

to doing commercial property, because what happens if

2

you get hit with a million dollars in mattresses?

3

Where are you going to get the -- it's a different

4

conversation.

5

However, that Marriott produced to him

6

something like $400,000 of net profit a year, just by

7

owning it and letting somebody else manage it, okay?

8

Did you ever see at a hotel or a motel where it, like,

9

loses its flag?

So it will change the brand.

It will

10

go from being, like, a Marriott to, like, a Comfort

11

Suites or something, and you're like, "Eeew."

12

why.

13

requirements of the franchise, so they had to change

14

their flag.

That's

They didn't want to keep up with the

15

Here's an example of a commercial property that

16

my friend Justin did.

This is a (inaudible) mobile

17

home park in Alabama.

They were asking 225 grand for

18

this entire thing, okay?

19

house for out here.

20

143,500, had 25 units, but only 12 were originally

21

rented.

22

bucks.

23

things about mobile home parks.

24

home parks for 11 years now, is mobile home parks, you

25

don't own the home.

This is less than you buy a

The purchase price on it was

He got it up to 22 units.
House rent, 240.
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1

Put a slab down, hook them up to the city water, city

2

sewer, give them electricity, they plug in, they set

3

up, they put a planter inside of their tongue, and now

4

you're up and running.

5

Now, sometimes when you buy these mobile home

6

parks, the seller owns the homes, too, and they want

7

to sell the homes with it.

8

I will take the homes and sell them to the tenants,

9

because I don't want to deal with a mobile home,

What I will usually do is

10

right?

And a lot of times when I sell the mobile

11

home, just like selling a house, when a person goes to

12

buy a house, are they looking at the price of the

13

house or are they looking at the monthly payment?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

Monthly payment.

Monthly payment, right?

So the

16

same thing with the mobile homes.

I would put an ad

17

in the paper, and I would say, "Manufactured home for

18

sale" -- notice I didn't say "mobile home" --

19

"Manufactured home for sale, owner-financed, no credit

20

check," and with my phone number.

21

call and they'd say, all right, tell me about your

22

mobile home.

23

house.

24

is 350 bucks a month, and you can buy the home from

25

me.

AND so people would

I say, well, it's a three bed/two bath

It's in Pecan Plantation.

It's already ready to go.
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1

tomorrow.

2

They say, okay, well, how much is it?

I say,

3

well, it's more a question of how much you can afford,

4

because I've got a couple options for you.

5

well, I could afford probably about 300 bucks a month.

6

I say, great.

7

said, well -- they said I could afford 300 a month.

8

said, what a coincidence, that's how much it costs.

9

They said, what's the down payment?

They say,

They say, what's the down payment?

I

I said, how much

10

can you put down?

He said, well, my tax return is

11

about 1500 bucks.

I said, what a coincidence, the

12

down payment is 1500 bucks, right?

13

I

So that's how I would basically structure it.

14

I would take whatever they could put down.

15

them a monthly amount that made sense for them.

16

I would tweak the total and the interest rate to make

17

sure that I was still making about a 300 percent

18

return over eight years.

19

little things -- and this is something that not

20

necessarily are we going to teach you guys, even if

21

you're moving forward with us, unless you have a

22

one-on-one mentor.

23

that came out and taught me how to do this, because I

24

was, like, ready to get into that side of the market.

25

I'd give
Then

So it's stuff like that.

So

So my one-on-one mentor is the one

These terms are much shorter on these than they
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1

are on residential properties.

2

individually meter your units, if you can, and then

3

typically on every dollar that's coming in to the a

4

mobile home park, you're keeping about 66 cents on

5

that dollar.

6

position.

7

because nobody wants a mobile home park, all right?

8

So you get a little bit of a bonus because people

9

think they're ugly.

10
11

You do want to

So it's a pretty good high-leverage

You make a good rate of return on them

Fine by me.

Gets me a cheaper

property.
So how do I evaluate a commercial property?

12

How do I come up with the value?

13

Whereas with the rental properties, we were evaluating

14

our cash and cash rates of return, with the flips, we

15

were evaluating how much money we could make, wanted

16

to make sure we had at least a 20 percent margin, but

17

commercial properties go off something called a

18

capitalization rate, also known as a cap rate, okay?

19

A cap rate is basically calculated by taking the

20

entire amount of money that comes in to the property,

21

minus all of its expenses, not including debt service.

22

So this is if you were to buy it cash.

23

What's it worth?

So you take all the income on the property, so

24

let's say, for example, if you have a property that

25

makes -- I don't know, let's say it brings in $150,000
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1

per year, okay, and you have to pay a manager, you

2

have to pay for electricity, security, you have some

3

vacancies in the property, you have maintenance you

4

have to take care of, stuff like that, and it costs

5

you about $50,000 for all of that.

6

property might look something like a hundred grand,

7

okay?

8

income.

9

Your profit on the

That is what is called your net operating

Okay, a little bit different from positive

10

monthly cash flow.

11

be the same thing, but yesterday we talked about PMCF,

12

we were also factoring in our mortgage payment, but

13

this you don't factor in any payments.

14

looking at the income on the property and dividing it

15

by the investment that you made or the cost for the

16

total property.

17

Positive monthly cash flow could

So just

So, again, unlike the calculations we did

18

yesterday, where we were evaluating only our cash, so

19

we were dividing it by the amount we put down, for the

20

cap rate, you're dividing by the total cost of the

21

property.

22

and the property -- let's say I can buy this property

23

for $1 million, well, you do a million dollars -- you

24

do a hundred thousand dollars divided by a million

25

dollars, and that will give you a 10 percent cap rate,

So if $100,000 is the amount that comes in,
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1

okay?

That's a good cap rate.

2

rate.

It's not a crappy cap rate.

3

It's not a great cap
It's good, okay?

Different properties have different cap rates.

4

For example, what I like to play in these days is

5

multifamily.

6

There's three different levels of apartment complexes.

7

You have Class A, Class B, and Class C.

8

know the difference in these?

9

A apartment complex?

So let's talk apartment complexes.

Does anybody

Anybody been to a Class

It's usually like a skyrise or a

10

highrise.

11

you go into the lobby.

12

there's usually a security guard that works at the

13

desk, and, like, he'll scan you in to be able to get

14

onto the elevator.

15

they have like a coffee station, and it feels like

16

you're in a hotel.

17

super nice.

18

really good places with views.

19

apartment complex.

20

It will have -- it looks like a hotel when
It's got a big lobby, and

Sometimes there's a fireplace and

It's nice.

It's expensive.

All the amenities are

They are usually in
That's a Class A

If you wanted a Class A apartment complex, you

21

can forget about getting some high cap rate like you

22

do in a mobile home park.

23

have a cap rate of probably about 6 percent, not even,

24

probably 4 percent, okay?

25

Those suckers are going to

A Class C apartment complex, that's probably
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1

the apartment complex that you first moved into when

2

you were like 18, 19, 20 years old.

3

moved into, right?

4

all.

5

gate to get into the complex, and, of course,

6

everybody, including the pizza delivery guy, knows the

7

code.

8

elevators.

9

climbing three sets of stairs.

That's what I

Typically not much security at

If there is, it's just a code to get through the

The only, like, really any -- there is no
Everybody gets up to their apartments by
Formica countertops,

10

carpet everywhere, linoleum tile.

11

of the best, but it's livable.

12

It's not the best

So Class C apartment complexes, that will get

13

you a much higher cap rate.

14

percent, okay?

15

middle.

16

two stories, it will have an elevator.

17

some sort of security in place, usually mailboxes

18

onsite, some stuff like that.

19

nicer, not necessarily is it going to have granite

20

countertops or anything like that, but it's just

21

somewhere in between Class C and Class A, okay?

22

Those, you'll typically get about a 6 percent cap

23

rate, maybe 7, or 7, a 7 percent cap rate.

24
25

You can get closer to 10

And then a Class B is somewhere in the

This is going to be typically -- if it's over
They will have

It's a little bit

So do you get the sense that maybe the cap
rates are kind of like fluid?
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1

number.

2

country you're in.

3

New York City, it could be a 1 percent cap rate, okay?

4

You go try and get a Class C in El Paso, it might be

5

17 percent, okay?

6

In fact, it depends on what part of the
You go try and get a Class A in

So all three of these -- let's say all three of

7

these properties make $100,000 of net income, or NOI,

8

per year, okay?

9

property, you can take the net operating income and

Now, to get to the value of the

10

divide it by the cap rate, and that will give you the

11

value of the property.

12

produce the same income, are they going to have

13

different prices?

So even though they all

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

Yes.

Vastly different prices because

16

they have higher quality.

So in commercial property,

17

you pay for quality.

18

than you will for a Days Inn, even if the Marriott has

19

50 rooms and the Days Inn has 200 rooms, if they

20

produce the same amount of money, you will still pay

21

less for the cheaper one, the cheaper quality one.

22

So let's go ahead and do the math on this.

You will pay more for a Marriott

A

23

Class C apartment complex makes $100,000 a month.

24

divide that by 10 percent, and what does it give you?

25

A million bucks.
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1

complex also makes $100,000 a year.

2

once ask me, wait, if they're A, B, and C, how can

3

they all make $100,000 a month?

4

example, okay?

5

I don't know, 50 units, Class B is, like, 30 units,

6

and Class A, there's only 20 units, whatever, but they

7

all produce the same net income.

8

me on this stuff?

9

I had a student

This is just an

So let's assume that Class C is, like,

Do you guys follow

UNIDENTIFIED SPEAKER:

Um-hum.

10

TREY STINNETT:

So let's take the

11

$100,000 and divide it by 0.07.

12

million.

13

you're paying 40 percent more, okay?

14

would say you'd do better to buy the Class B because

15

you'd make more money.

16

I'm sorry, Class C because you'd make more money.

17

Some people say, well, no, Class B is better, because

18

it's less of a headache.

19

personal preference.

20

Okay.

What do we get?

1.4

So for the exact same amount of cash flow,
So some people

Some people would say, well --

This really comes down to

Let's see what the Class A looks like.

2.5.

21

So you can choose which of these games you want to

22

play in.

23

pay more for the same level of cash flow, but you're

24

going to have pride of ownership, you'll be able to

25

smile and say, "That's my apartment complex."

If you're doing Class As, you're going to
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1

mobile home park does not make me smile and I'm not

2

telling you where it is, okay?

3

disgusting, because it's Class D.

4

there, right?

5

to see what we do in -- well, we are not doing it in

6

Seattle anymore because the Seattle market has

7

changed.

8

elsewhere, but here's what we have been up to in

9

Seattle.

10

That thing is
I can put it on

So here's what we do.

Do you guys want

We are actually going to move this strategy

We buy Class C apartment complexes.

We put

11

Class A amenities in them, which creates a what?

12

Class B apartment complex.

13

me as far as return on my investment?

14

B, can I charge more for rent?

Now, what does that do for

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

If it's Class

Um-hum.

I absolutely can.

17

Class B, do I have a lower cap rate?

18

going to have a?

19

A

If it's

Which means I'm

Higher value.

So let's say that this $100,000 property here,

20

the Class C property, $100,000 -- okay, divided by 12

21

months -- divided by ten -- all right, cool.

22

say that is a ten-unit apartment complex at $1,250 a

23

month of rent.

24

say I go into each of those units and I put in granite

25

countertops and I put in hardwood floors.

So ten units at $1,250.
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1

out all the cabinets or I paint them and I remove

2

the -- I put on new hardware.

3

to feel, once you walk into that apartment, you're

4

like, oh, wow, this is as nice as a Class A.

5

look out the window, it doesn't have a Class A view,

6

so it's not a Class A apartment, but maybe we change

7

the facade, and we definitely change the name of the

8

apartment complex.

9

I basically update it

Now, you

It is a new place.

Once we do that, that allows us to raise the

10

rent, but let's say that we spent on that probably

11

$15,000 per unit.

12

we do on this property to raise the value of the

13

property, okay?

14

for this property, we pay $1,150,000.

15

following me?

16

However, by doing that, I now get to raise to Class B

17

rents.

18

$1,800 a month, okay?

19

That's $150,000 on renovations that

So now instead of paying 1 million
You guys

So it's costing us more money.

Class B rents are probably something closer to

So what does that do to my cash flow?

Well,

20

that increases me by -- what is that, 550 a month

21

times ten, 5,500 a month times 12, gives me an

22

additional $66,000 a year of income.

23

follow me?

24

now $160,000, okay?

25

income of the property.

Did you guys

So this is now, instead of $100,000, it's
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1

value?

2

property.

3

It goes up.

It raises the value of the

So now, if it was still a Class C property,

4

that would make my property worth $1,600,000 on a 1.15

5

million investment.

6

us 450K.

7

I'm not going to use a 10 cap, am I?

8

I going to use now?

9

That's not bad.

However, it's a Class B apartment now, so

UNIDENTIFIED SPEAKER:

10

That just made

TREY STINNETT:

What cap rate am

Seven.

Seven, all right?

11

that.

12

makes this thing worth 2.28 or $2.29 million on

13

something that we only paid 1.15 for.

14

love commercial property.

15

house.

16

put in granite countertops and raise the rent.

17

rent's market rent.

18

make different amounts.

19

What's $160,000 divided by 0.07?

So give me

2.285?

So it

This is why I

You can't do that with a

I mean, I'm going to go in and I'm going to
Market

But with this, As, Bs, and Cs

Now, I didn't do that in six months.

That

20

whole process there takes about a year and a half, two

21

years, but to make a couple million bucks inside of

22

two years, is that pretty good?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

Um-hum.

And then some people ask me,

they go, well, how do you do it?
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1

tenants out?

2

lease -- first of all, you never buy an apartment

3

complex that's 100 percent occupied.

4

with the unoccupied units.

5

So what happens is when the tenants

So you start

Then you go to the tenants whose leases are

6

expired the soonest, and you offer them the

7

opportunity to move into one of the nicer units.

8

say, hey, you guys are living in a $1,250 unit now.

9

You want to move into an $1,800 unit, all right, it's

10

much nicer, granite countertops, the whole nine yards,

11

we are going to be not continuing your lease.

12

can either move into this one across the hallway from

13

you, and we won't charge you a deposit, but your rent

14

will go up, or we're not going to be continuing your

15

lease and you will need to move into another apartment

16

complex, okay?

17

So about 50/50 on that.

You

So you

Usually they will move

18

into one, if I am buying it in the right area, they

19

will move across the hallway, but about half the time,

20

they want to leave as well, okay?

21

them up, move the people out of those into the

22

fixed-up ones, and then fix those up, and then just

23

keeping doing the same thing and shuffling them

24

around.

25

So we basically fix

I could probably do it faster if I bought a

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

EX 7, p. 171

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 173 of 389
172
1

completely unoccupied apartment complex, but I haven't

2

found any of those yet, okay?

3

kind of shuffle people around to be able to build

4

stuff like this.

5

works?

So it takes time to

Is that pretty cool, the way that

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Um-hum.

So when I learned commercial

8

property, I fell in love.

Because, man, the stuff I'd

9

been doing with residential is just barely scratching

10

the surface of what's possible.

11

people get wealthier.

12

leverage their money and they understand the way that

13

the rules of the game work.

14

This is why wealthy

It's because they know how to

The banks are the same way.

The banks will

15

actually give you a better cap rate if it's a higher

16

quality unit, and the more income that you produce on

17

this property, the more it's worth.

18

default, just by raising the rents on an annual basis,

19

you're increasing the ultimate value of your

20

commercial property.

21

All right.

So just by

Pretty cool stuff, huh?

Any questions on the commercial

22

side of stuff?

23

introduction to commercial, but does anybody have any

24

questions on that?

25

I know that was only kind of an

(No response.)

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

EX 7, p. 172

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 174 of 389
173
1

TREY STINNETT:

2

All right.

3

wholesaling and flipping.

4

commercial.

5

No questions, awesome.

So stage one of real estate wealth,
Stage two, rentals and

Stage three, notes, lending, and liens.

It is right now 12:00 if you guys brought

6

snacks, feel free to pull them out and start snacking

7

on them.

8
9

I am going to talk about real mailbox money,
owner financing.

So yesterday I told you that the --

10

actually, I said it on Friday as well -- the people

11

who make the most money in this business are not the

12

realtors.

13

banks, okay?

14

understand the way the banking system works, you'll

15

get this.

16

They are not even the investors.
The banks make the most money.

It's the
If you

So owner financing allows you to build massive

17

liquid wealth, avoid landlording headaches, help

18

unbankable people own a home, and put your equity to

19

work.

20

wealth -- build massive liquid wealth?

21

mortgages, those mortgages are sellable assets.

22

anybody ever looked at an amortization schedule on a

23

mortgage?

So what does this mean, avoid massive liquid

24

UNIDENTIFIED SPEAKER:

Um-hum.

25

UNIDENTIFIED SPEAKER:

Yes.
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1

TREY STINNETT:

Okay.

So let's say it looks

2

something like this, okay?

3

zero, month 360, and this is your loan up here, and

4

you pay on your loan every month, principal/interest,

5

principal/interest, principal/interest, until it's

6

paid off, right?

7
8
9
10
11

So you have got month

Wrong.

It actually looks a lot more like this.
curves.

It

Why does it curve?
UNIDENTIFIED SPEAKER:

Because you're paying

your interest -TREY STINNETT:

Because you're paying your

12

interest up front.

13

So let's give you an example of this.

14

got an amortization calculator.

15

$300,000 property for 30 years, and we'll put it at,

16

like -- yeah, 5 1/4 is fine.

17

standard these days.

18

interest.

19

Most people don't understand this.
Let's say I've

Let's say I've got a

That's probably pretty

All right, calculate that

Okay, so you'll notice this thing curves.

So

20

you're borrowing how much money here did we say?

21

grand, okay?

22

and all this green is principal.

23

percent per year, and let's see what happens once we

24

start making our payments.

25

300

And all this yellow here is interest,
So 300 grand at 5.5

So our monthly payment on this is $1,657, all
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1

right?

2

to interest.

3

It sounds to me like most of it.

4

principal.

5

end of the year, you've paid $15,000 of payments, but

6

you've only paid down $3,000 of principal.

7

$30,000 of payments, you've only paid $8,000 of

8

principal.

9

April 2018, April 2023, okay, you still owe $277,000,

10

even though you have made, like, what is that, $15,000

11

times -- $75,000 in payments, but you've only paid

12

your interest down this much.

13

banks work.

14

Month one, of the 1,657, $1,313 of that goes
Does that sound like 5.5 percent to you?
Only 344 goes to

Make those payments every month, at the

Year two,

Go out five years, man, so started in

This is the way the

Now, why do the banks get away with this?

15

Because of the green.

So their explanation, if you go

16

all the way down to the bottom to year 2048, which I

17

don't know that we're all going to be here to see

18

2048, but if you go down to the bottom, it's the

19

opposite.

20

a little bit of interest.

Now you're paying mostly principal and just

21

So the bank's argument is simple.

22

you make every single one of your payments for 30

23

years and never miss a payment, go late or refinance

24

or move or sell your house, you will have averaged out

25

to 5.5 percent interest.
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1

happen?

2

Every five to seven years, right?

3

How often does the average person move?

In fact, you guys, if you ever have a mortgage

4

like this, here's what ends up happening.

A couple

5

years in, if you start to really start paying down

6

your principal, right around that time, you get a

7

letter in the mail.

8

preapproved for a shiny new home loan, cash-out

9

refinance.

Congratulations, you have been

Take 20 grand now, and your payments go

10

down a hundred a month.

11

right?

Who would say no to that,

12

So you add $20,000 to how much you owe, taking

13

you right back to where you were before, but what does

14

it do to your amortization schedule?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

Starts it over.

Starts it back over, all

17

interest at the beginning.

And then a couple years

18

later, you are going to get another letter in the mail

19

that says, congratulations, refinance, cash-out

20

mortgage, you are going to do the same thing, and so

21

on and so forth.

22

mortgage.

23

like, oh, you have a lower interest rate now.

24

Interest rates dropped, I have got to go refinance my

25

mortgage.

Nobody ever pays off their damned

They just keep refinancing and they're,
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1

No, man.

If you refinance your mortgage, even

2

if the interest rate is, like, 2 percent less, if you

3

have been in that house for 15 years, you just reset

4

your amortization schedule, and you're paying all

5

interest up front.

6

right here why so many millennials don't even own

7

houses, because they move every three years.

8

ever sit down and run the math, unless you're going to

9

stay put for at least ten years, you might as well

10

This is the reason right here or

If you

just rent, okay?

11

Now, I'm not saying that you shouldn't own real

12

estate.

13

lives in, not owning real estate necessarily that you

14

live in, unless you just want to, okay?

15

You should just own real estate somebody else

So how do we work this to our favor?

Well,

16

take a look at this, what this means for the bank.

17

They lent $300,000 and collected how much?

18

600.

19

You are going to pay $600,000 for your $300,000 house

20

if you buy it this way.

Almost

They doubled their money, man, just on interest.

21

Now, here's the cool part.

I lend you -- let's

22

say I'm doing some owner financing, okay?

23

owner-finance you a property, am I your landlord?

24

When's the last time you called Wells Fargo about a

25

leaky toilet?

If I
No.

You're not going to call your mortgage
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1

company and tell them your garage door stopped

2

working.

3

because when I owner-finance a property, it puts me in

4

the power seat.

5

month, but I'm not having to be responsible for the

6

property.

7

I love being the financier on a property,

I'm getting income every single

Now, this can help you get unbankable people

8

into a house.

So this could be people that maybe they

9

don't necessarily have a Social Security number for

10

one reason or another.

11

really bad credit, something like that, and you can

12

help them get into a property and owner-finance them

13

into it, and it allows you to put your equity to work.

14

Maybe this is somebody who has

So, for example, let's say that you've got a

15

property right now, and you've been paying on it or

16

you did some flips or whatever, and now you've got a

17

house paid off.

18

owe nothing on it.

19

you that that's bad.

20

was a good thing, because paying off your house is

21

smart.

22

for you.

23

So you have a $400,000 house, and you
You come to my class and I tell
You say, well, I thought that

I say, yeah, but your equity is not working

You say, well, how do I make my equity work for

24

me?

Get a loan against it.

25

can borrow against that outside?
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1

$360,000.

2

loan, okay?

3

you'd get if you have good credit?

4

something like 5 percent.

5

low right now, okay?

6

is going to be 1,933, okay?

7

So let's say that you get $360,000 in a
What kind of interest rate do you think
Yeah, probably

Interest rates are pretty

So your monthly payment on that

Now, you take that $360,000 in cash and you go

8

out and you buy properties with it.

Okay, let's say

9

you go buy $60,000 houses in, like, McCallum, Texas,

10

or something like that.

11

So you go and you buy six houses.

12

you put 60K to buy it, and then you put it on the

13

market, and you say, "House available, owner-financed,

14

no credit check, $5,000, $6,000 down."

15

give you six grand, and you finance the difference,

16

okay?

17

You could buy six of them.
Each one of these

People come

So let's say that you -- now, this is if you

18

bought it retail, so I'm not even -- I shouldn't be

19

buying them retail, but let's just say you did, okay?

20

So you buy them.

21

what's that come out to, six times six is?

They each put $6,000 down.

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

36K.

Okay,

Thirty-six.
So you already got back

24

36 grand of your 360, which is cool, and now you're

25

going to owner-finance it to them; however, they don't
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1

have the same credit score you do.

So let's say you

2

owner-finance it to them at something like 9 percent,

3

okay?

4

54,000, okay, and they're paying you 434 per month,

5

times six, which comes out to what?

6

getting 2,604.

7

Yeah, you're already making a $700 spread.

8

Arbitrage.

9

You're lending the bank's money at this.

Their properties are 60,000, or in this case

2,604.

So you're

Are you making some money already?
Why?

You're borrowing the bank's money at this.
That's all

10

you're doing, and you're using your house as

11

collateral to do it, but that's not the best part.

12

Here's the best part.

Let's sell the notes.

13

So after -- let's go five years, so 2,604 times 60,

14

you've received a total of $156,000.

15

following me on this stuff?

16

156K that you've received over a period of five years

17

across all of these properties.

18

gotten 36,000, plus 156 grand, and we still have five

19

notes that are still paying us every single month

20

2,604.

21

You guys

Okay, so now you've got

So so far we have

Now, let's say, all right, well, I'm going to

22

go sell those notes and see how much I can get for

23

them.

24

all right, in five years, they still owe 52,000 each.

25

So they borrowed how much?

Let's check it out.
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1

owe after five years?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

4

Fifty-two.

Fifty-two, yeah.

That's

actually how this works.

5

All right.

So, now, you could basically take

6

those notes that are worth 51,700 -- here, so 51,700

7

times -- probably sell those for about 90 cents on the

8

dollar to a secondary market loan buyer.

9

get about 47,000 apiece for them.

What's 47K times

10

six?

11

$280,000 right now selling those notes.

12

to the 156,000 you already got and the 36,000 you

13

already got, you just got $471,180, and you're out of

14

the deals, and you just sold them.

15

owner-financing can be such a lucrative game, because

16

even if you're in a market where people can't afford

17

to buy houses, like, say, a recession, this gives you

18

the ability to become the bank.

19

About 280 grand.

You could

So you could actually get
Adding that

This is why

You don't have to sell those notes.

You can

20

continue to make the money, and you would probably, on

21

these mortgages, make about 160 apiece, times six,

22

like $800,000 over 30 years, but by selling them at

23

the end of five years, you have now recapitalized and

24

gotten your liquidity back out.

25

off most of the mortgage that you paid here, because
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1

in five years, you don't owe 360 anymore.

2

years you probably only owe, like, 320, and you got

3

the 280, made that out of here, got your 36 and your

4

156, and you're back out of the deal.

5

I love owner-financing.

6

option for those of you that want to get into the

7

banking side of the game.

8
9

In five

So this is why

This is a totally valid

So when I talk about stage one, it's flipping,
it's doing -- it's doing wholesales.

Stage two is

10

really doing cash flow, which is rentals or

11

commercials.

12

you're a portfolio lender, literally all this is just

13

you shuffling paper, right?

14

mortgages, buying mortgages, moving things back and

15

forth, and when you do that, this allows you to make

16

the spread between what you can get.

17

Stage three is this portfolio.

When

You're just selling

So I actually have had students that their

18

entire reason -- excuse me -- their entire reason for

19

working with us, they just wanted to be able to get

20

large amounts of capital so they can play this game,

21

and this is one of my students actually in McCallum,

22

Texas.

23

able to owner-finance people in that area, so we

24

created strategies like this to let them do it.

25

They are right on the border.

They want to be

So why would you want to do this?
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1

unqualifiable.

2

helps you be able to help people, maybe undocumented

3

workers, people that had a divorce, somebody that had

4

a bankruptcy or a foreclosure on their credit, and

5

it's better than a lease option because it allows you

6

to simply put it in place, and you don't have to

7

follow up with that person, and you get it at the

8

beginning.

9

powerful ways of being able to position that.

10

You make money from it, too, but it

So that's just one of the kind of more

You can also do something called a wrap-around

11

mortgage, which would be like kind of the next level,

12

where while you're doing all of this, you could

13

actually go to these properties and take loans out

14

against them if you changed when the person gets the

15

deed.

16

the weeds on this, but there's even more money laying

17

there if you understand how to be the bank.

18

cool stuff?

19

So I don't want to get too deep into that, into

Pretty

So it allows you to put your equity to work.

20

You get a large down payment, plus you charge them

21

subprime interest.

22

percent interest rates from you.

23

get 9 percent.

24

lieu.

25

game, here's what I would do.

They are not going to get 4
They are going to

You set up something called a deed in

So if you are going to do this owner-financing
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1

Is it possible that you could owner-finance a

2

property to somebody who's an undocumented worker and

3

then they get deported?

4

could happen.

5

house?

6

to have them sign a document whenever you first do it

7

called a deed in lieu of foreclosure, and that is a

8

document that says that in the event that they do not

9

pay you for 60 days straight, so they miss two

Past the wall, right?

It

If they get pushed back, who gets the

They stop making their payments, so you need

10

payments, you can simply file to transfer the deed

11

back to your name, okay?

12

transfer a deed back to our name?

13

You guys got it, okay?

14
15
16

What form do we use to
A quitclaim deed.

Cool.

You guys got quiet on me today.

You all sleepy

or something?
All right.

Our next section is retirement.

17

you guys need to stretch your legs, need a break

18

before we dive into it?

19

quick break.

20

do, like, five minutes.

21

because we're trying to get done by 3:00 today.

22

you still need to talk to the guys, finish up

23

paperwork, do that right now.

Yeah?

Do

Okay, let's just do a

This says ten minutes, but let's just

24

(Music.)

25

TREY STINNETT:
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1
2

seats.
All right.

So this next section here is all

3

about retirement, and so we've talked this weekend

4

mostly about how we can utilize real estate to start

5

changing our lifestyle, and we can do that by doing

6

some wholesale deals and making a little bit of

7

scratch on the side.

8

fix-and-flips, and then taking that money and then

9

parlaying it over and over and over and over again

We can do that by doing

10

until we buy rental properties that then give us an

11

uptick in our lifestyle.

12

We talked about being able to take some of that

13

money and structure it into the right asset protection

14

so that we make sure that we're banking our money and

15

we don't have a hole in our bucket, called taxes, and

16

we don't have somebody that can come wipe us out of

17

everything we have with one lawsuit.

18

Now I want to shift the conversation to talking

19

a little bit further down the road, not just changing

20

our lifestyle today, but planning for retirement maybe

21

five, ten, 15 years out, some of you maybe 30 years

22

out, whatever, right?

23

So planning for retirement.

There are -- there are certain entities that

24

you can use to be able to protect your assets and

25

build up a retirement.
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1

called the individual retirement account.

2

who have IRAs and 401(k)s do not realize just how much

3

they're paying in fees.

4

video with Tony Robbins in it, and he mentioned the

5

guy named Jack Bogle, who is the founder of one of the

6

largest hedge funds in the world.

7

about the fees that are being paid right now on these

8

mutual funds and money market accounts.

9
10

Most people

Yesterday, you guys saw the

Here's Jack talking

(Video played.)
"...crucial part of the equation.

It doesn't

11

take a genius to know that the bigger the profit of a

12

management company, the smaller the profit that

13

lessors get.

14

that's natural enough in most businesses, but it's not

15

right for this business.

16

The money managers always want more, and

Bogle gave me an example.

Assume you're

17

invested in a fund that is earning a gross annual

18

return of 7 percent.

19

annual fee.

20

your net of 5 percent, the red line, and what you

21

would have made without fees, the green line, is

22

staggering.

23

of what you would have had.

24
25

They charge you a 2 percent

Over 50 years, the difference between

Bogle says you've lost almost two-thirds

What happens in a bond business is the magic of
compound returns is overwhelmed by the tyranny of
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1

compounding costs.

2

no getting around it.

3

it, too bad.

4

It's a mathematical fact.

There's

The fact that we don't look at

I wanted to know how others would react to

5

Bogle's claims.

6

mutual funds that charge anywhere from less than half

7

of 1 percent to more than 2 1/2 percent annually.

8

JP Morgan Chase offers more than 100

I want to get your reaction to an example that

9

Jack Bogle gave us, and that is that if you invest

10

over a 50-year investing lifetime in a mutual fund,

11

making 7 percent a year on average, but you're paying

12

2 percent in fee for that, that that 2 percent will

13

erode something like two-thirds of your gains.

14

the -- the lower fees relative to any given invested

15

loans result in higher accumulation.

16
17
18
19

But is his example correct?

So

I mean, it's

shocking that you would be giving up two-thirds of -UNIDENTIFIED:

So I don't know the math behind

the example that --

20

UNIDENTIFIED:

Does it sound credible?

21

UNIDENTIFIED:

-- it sounds -- it sounds high.

22

UNIDIENTIFIED:

It sounded high to me as well,

23

so I took Bogle's advice, found a compounding

24

calculator online, and used a simple example in order

25

to isolate the effect of fees.
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1

$100,000 balance and reduce it by 2 percent a year.

2

At the end of 50 years, that 2 percent annual charge

3

would subtract $63,000 from your account, a loss of 63

4

percent, leaving you with just a little over $36,000."

5

(Video concluded.)

6

TREY STINNETT:

Yet again, what happens when we

7

let somebody else be in control of your money?

8

many of you in here right now have a retirement

9

account?

10

(Show of hands.)

11

TREY STINNETT:

Okay.

How

You should be looking

12

into just what the fees are on these accounts, but

13

even without the fees, 7 percent, can we beat that in

14

real estate?

15

A little bit?

Yeah.

So let me show you how you can actually do real

16

estate inside of retirement accounts.

17

of you have an IRA or a 401(k) with a former employer?

18

(Show of hands.)

19

TREY STINNETT:

Okay.

Now, how many

If you've got an IRA or

20

a 401(k) with a former employer, you can actually do a

21

401(k) rollover into your IRA.

22

charge you some fees for it, but you don't have to pay

23

taxes.

24

anything like that.

25

They are going to

There's no penalties, early withdrawal, or

If you have something besides a 401(k) with a
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1

previous employer or an IRA, if you have like a

2

pension plan, something like that, you can borrow

3

against those, but you can't necessarily take the

4

money out without penalty.

5

you is how to do this with an IRA.

6

So what I'm going to teach

Now, if you don't have one yet, you can still

7

set one up, and you should, because this tax shelter

8

is what allows you to be able to grow tax-deferred and

9

sometimes not pay taxes at all on the retirement funds

10

that you're building.

11

Now, if you went down to an IRA manager next

12

week and said, hey, I went to this real estate class

13

this weekend.

14

estate inside of my retirement account.

15

going to laugh at you.

16

inside of an IRA.

17

how because they haven't figured out how to get around

18

it.

19

This guy told me to start doing real
They are

You can't do real estate

Yes, you can.

They just don't know

He who has the most strategies wins.
So how do we get around it?

And the way that

20

we do it is by understanding the law and making sure

21

that we abide by the law but break some rules.

22

So let's say that this is you, okay?

23

looks like you.

24

of an IRA.

25

built up something like $100,000 over the years.

All right.

Your IRA.
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1

You walk down to your IRA manager, and you say,

2

I would like to invest this $100,000 in real estate.

3

They are going to say, no, you have three options.

4

You can either put it in stocks, you can put it in

5

bonds, or you can put it in mutual funds.

6

well, I don't want to put it in that; I want to put it

7

in real estate.

8

Actually, you can, and the way you do it I will show

9

you here in a minute, but before we get to that, let's

10
11

You say,

They say, okay, well, you can't.

talk about what an IRA is.
Does anybody know what "IRA" stands for?

12

Individual retirement account, right?

13

to be these things called pensions.

14

those before?

15

grandfather, who was married to my grandmother, her

16

second husband, he had, like, two pensions, one from

17

Phelps Dodge and one from IBM, and he made some money

18

off those.

19

generation that got pensions, okay?

20

not get pensions.

21

even exist.

22

generation, and those don't exist if you don't last at

23

least five years.

24
25

So there used

You guys heard of

So my grandpa had a couple or my late

That's great.

His generation was the only
Baby-boomers did

My generation, the pensions don't

We're looking for stock options in my

So an individual retirement account was born
out of the ERISA, Employment Retirement Income
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1

Security Act of 19 -- I believe -- 79, and they passed

2

the ability for you to start investing your own money.

3

So you're not depending on your company to give you a

4

pension plan.

5

things, an individual retirement account.

6

And so they created, amongst other

The individual retirement account allows you to

7

be able to, every single year, save a certain amount

8

of money, tax-deferred, meaning you don't have to pay

9

taxes during the growth periods of that life, because

10

as we talked about before, your income will decay over

11

time.

12

inside of an IRA versus $40,000 outside of an IRA,

13

inside of the IRA, you don't have to pay taxes until

14

the end, okay?

15

taxes all along the way.

16

So if you were to invest, let's say, $40,000

Outside of the IRA, you've got to pay

So here's an example of what would happen if

17

you earned just a 20 percent rate of return inside of

18

your IRA.

19

IRA, either way, this is year one.

20

got 40, inside you've got 40, and now let's get to

21

work at 20 percent.

22

you've now grown this to $48,000; however, if it's

23

outside of your IRA, you have got to pay taxes on that

24

growth if you cash it out, okay?

25

Well, inside of your IRA, outside of your

At the end of your second year,

So I'll do it again.
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1

go to five years.

2

it's starting to make a very big difference if you're

3

building this wealth inside of versus outside of a

4

retirement account.

5

given us the ability to put our money inside of an

6

account and grow it tax-free is a huge boon to us as

7

an American citizen, but nobody uses this the right

8

way.

So just the fact that they've

Most people are just buying stocks with it.

9
10

Five years in, you can see already

What did I say yesterday or Friday was the
first rule of investing?

Never pay what?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

If you buy stocks, what are you

13

paying?

14

value is at the moment.

15

a 50 percent discount, and if you can, please show me

16

how, because I would love to buy some stocks at that

17

discount, okay?

18

can.

19

Retail.

Retail.

You buy it at whatever the market
You don't get to buy stock at

Real estate, on the other hand, you

All right, just to prove this point a little

20

bit more, let's draw it out to ten years.

21

in, you have almost twice as much money inside of your

22

IRA than you would outside of your IRA, having to pay

23

taxes all along the way.

24

million inside of your IRA, 356 outside of your IRA.

25

This is why you guys have to start thinking about
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1

retirement ahead of time, because 20 years is a

2

million dollars more inside of an IRA than it would be

3

outside of an IRA.

4

when you say you have got a leak or a hole in your

5

bucket, is if you're losing and you're having to pay a

6

percentage of that as you're growing, well, then you

7

can't maximize it.

8
9

This is what I'm talking about

Now, inside of the IRA, we're allowed to grow
tax-deferred, meaning we're not going to pay taxes

10

until the very end.

11

the end, well, now I have to pay taxes on it, but I

12

don't have to take it all at once.

13

the amount that I need and just pay taxes on what I

14

take out.

15

So when I take the million out at

I can just take

So to kind of go back over here, if this money

16

starts coming back out at age 65, you only pay taxes

17

on what you take out when you take it out.

18

actually take it out more slowly to keep yourself

19

below a certain tax bracket, if you want to, to be

20

able to have a retirement.

21

So you can

Now, let's talk about contributions to your

22

IRA.

23

anybody know the maximum amount you can contribute to

24

an IRA right now?

25

Let's say you make $100,000 a year, okay?

UNIDENTIFIED SPEAKER:
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1

the age of 50.

2

TREY STINNETT:

3

UNIDENTIFIED SPEAKER:

4

Six.
Oh, I'm thinking of the

401(k).

5

TREY STINNETT:
Yeah, 6,000.

Yeah, you're thinking of the

6

401.

So they just upped the number this

7

year.

8

can do, you know, twice as much if you have a spouse.

9

So let's say you put in $10,000, okay?

Now, it is 12,000 if you are married, so you

Now, what the

10

Government lets you do if this is a traditional IRA is

11

they let you actually take the $10,000 that you're

12

putting into your IRA, they'll let you take it off of

13

your taxes.

14

instead of being $100,000, is only what?

15

you just got yourself a $10,000 tax deduction without

16

actually having to spend $10,000 on something.

17

still have a hundred grand, but they are only going to

18

tax you on 90.

19

in a 25 percent tax bracket, meaning that your taxes

20

are going to be 22,500, okay?

21

into your IRA, and you save it up year after year

22

after year after year after year, until you have a

23

large nest egg, okay?

24

traditional IRA.

25

So now your taxable income for the year,
$90,000.

So

You

Let's say 90,000, you are going to be

And you put that money

Now, that's if this is a

We will get into Roth in a minute.

Okay, so now let's go back over here.

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

You've

EX 7, p. 194

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 196 of 389
195
1

got $100,000 inside of your IRA.

2

just invested in stocks and stuff like that, okay?

3

How do we get this $100,000 to grow?

4

continue to make contributions, but what's your

5

maximum contribution per year?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

That $100,000 is

Well, you can

$6,000.

$6,000 or an additional $6,000

8

if you're married, okay?

In 2012, whenever they ask

9

the Presidential candidates, Barack Obama and Mitt

10

Romney, to disclose their income statements, Mitt

11

Romney disclosed that he had $100 million inside of an

12

IRA.

13

you can only put in 6,000 for yourself and 6,000 for

14

your spouse?

How on earth did he get $100 million in there if

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

17

6,000 for each spouse, right?

18

(Laughter.)

19

TREY STINNETT:

(Inaudible).

He's Mormon.

No.

He adds an extra

It's because he didn't buy

20

traditional investments inside of his IRA.

21

stuff that got much more than 7 percent mutual fund

22

rate of return.

23

these rates of return we're used to seeing, 6, 7, 8,

24

those percentages, those are retail.

25

bank's going to give you, a mutual fund's going to
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1

give you, somebody else.

2

your own finances and your own assets, you realize

3

that you can make multi-hundred percent, sometimes

4

thousand percent rates of return, and those guys make

5

those returns, too.

6

because you don't know how to do it, so they just

7

basically give you a small amount, use your money and

8

go make more, and you get very little, okay?

9

When you take control of

They just don't give them to you

So what we want to do is we want to take the

10

money that's inside of this IRA, and we want to be

11

able to invest it in real estate, but they're going to

12

tell us, no, you can't invest it in real estate.

13

the first thing you need to do is get your IRA away

14

from an IRA manager who decides where your money goes,

15

okay?

16

down with an IRA manager once, and they asked him

17

which of the three funds he wanted to put his money

18

into, right?

19

or something, right?

20

So

If you sit down -- I remember my dad sitting

It's like, safe, risky, and medium rare

So most people go in the middle.

They try and

21

go with something that's not as risky.

22

all risky because they're all stocks.

23

401(k) becomes a 201(k), and it doesn't matter to you

24

if you lost 50 percent, 60 percent, or 30 percent, you

25

still got screwed.
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1
2

else.
So they tell you there's three things you can

3

invest it in, stocks, bonds, and mutual funds.

So you

4

go to your IRA manager, and you say, I would like to

5

transfer my IRA to be a self-directed IRA, meaning I

6

am in control of where the money goes.

7

self-directed IRA, it will still be stocks, bonds, and

8

mutual funds, okay; however, they are going to set you

9

up with a TD Ameritrade account, only instead of it

And a

10

being your tax ID number on that TD Ameritrade

11

account, it's going to be your IRA's tax ID number,

12

because your IRA, just like a separate entity, an LLC,

13

your IRA has its own tax ID number.

14

So when it files with the Federal Government on

15

an annual basis for all its profit, though, it doesn't

16

have to pay taxes, okay, because an IRA is a tax

17

shelter, is a tax-deferred account.

18

$100,000 in here, and you convert your IRA to a

19

self-directed or what we call an SDIRA, okay?

20

means you're going to have a custodian rather than an

21

IRA manager.

22

to control your own investments, but they still file

23

all the paperwork with the Government, they make sure

24

that everything that you're doing is aboveboard, and

25

they're ultimately the point of contact between the

So you have

That

A custodian is a person who allows you
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1

IRS and your IRA, not you.

2

Now, a few rules about the way your IRA must be

3

managed.

4

you up with a TD Ameritrade account, I mean, you can

5

go in and choose which stocks you want to be in.

6

can day-trade your IRA if you wanted to, okay?

7

completely legal.

8

okay?

9

right now.

10

If it's a self-directed IRA, okay, they set

You

That's

The problem is, that's stocks,

I don't feel super comfortable about stocks
I don't know if you guys do, but looking

at where the market is this year, I'm not excited.

11

That being said, I am going to take all of this

12

$100,000, and I am going to buy stock with it, but I

13

am not going to buy a publicly traded stock.

14

going to buy stock in a company over here that we're

15

going to set up -- actually, we will do this in

16

blue -- so this company over here we are going to set

17

up called IRA, LLC.

18

This company only owns one thing, itself, its own

19

shares.

20

I am

So I've just set up a company.

So it has member shares.
All right.

So what is this IRA, LLC, worth

21

right now?

Actually, we'll call it the Retire Me,

22

LLC, so it's not confusing.

23

Me, LLC, own right now?

24

doesn't have any money in it.

25

money inside of your IRA that's closed.

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

All right, what's Retire

Just its member shares.

It

It doesn't have the
If you have

EX 7, p. 198

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 200 of 389
199
1

100K in your IRA and you just started a brand new LLC,

2

and this LLC is called Retire Me, LLC, that LLC owns

3

only one thing, and that's its own shares.

4

currently have a value of zero dollars, okay?

5

Its shares

However, it has its own tax ID number because

6

it's an LLC, and it goes down and opens up a bank

7

account with a grand total of zero dollars in it,

8

okay?

9

I have a Retire Me, LLC.

So now I have an IRA LLC.

It has -- I'm sorry,

It has no money in it, and

10

there's a company.

11

say, I would like to purchase stock with my IRA.

12

they say, sure.

13

no, no.

14

say, what's that?

15

I want to use my IRA funds to purchase.

16

sounds legit; let's do it.

17
18

So I contact my custodian, and I

Would you like Apple, Google?

I would like to buy Retire Me, LLC.

And

No,

They

It's a privately held company that
They say,

Okay?

So how much are you going to purchase this LLC
for?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

A hundred thousand.

That's a great number,

21

$100,000.

I agree with Lisa.

22

it for 100K, but we're not buying it.

23

it?

24

LLC.

25

take money out of your IRA?

The IRA is.

So we are going to buy
Who's buying

So the IRA actually purchases the

So now the LLC is inside of your IRA.
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1

to use your IRA funds to purchase a company.

2

Now, this company, this LLC, who runs it?
You are the manager.

You

3

do.

You are not a member,

4

meaning you have no ownership.

100 percent of this

5

LLC is owned by the IRA, okay?

That is a requirement,

6

by the way, okay?

7

money off of this.

8

company do any repairs on the property and then charge

9

it to your IRA.

You cannot personally make any
You cannot have your contracting

You can't let your kids, your

10

grandparents, your grandkids, your nieces, your

11

nephews, your aunts and uncles or your cousins be able

12

to make any money off this.

13

area there with friends, but I try and stay away from

14

it, all right?

15

retirement plan.

16

okay?

17
18

There might be some gray

This is just a way to building your
It's not a way of evading taxes,

That being said, though, now, what is the value
of my IRA?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

The same, $100,000.

It's the same it was before,

21

it's 100 grand, although now instead of $100,000 mixed

22

across a bunch of different stocks, it's $100,000 in

23

one stock, the member shares inside of this LLC, okay?

24

So, all right, so here we are now.

We have an IRA.

25

Inside of our IRA, we have an LLC.

Inside of our LLC,
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1

we have a bank account with 100 grand in it, okay?

2
3

As the manager of the LLC, what are we going to
do with our LLC?

What business does it do?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

Real estate.

Any legal purpose technically,

6

but, yeah, let's do it with real estate, because

7

that's what we've been talking about all weekend,

8

right?

9

a house with it.

So let's take our 100 grand and let's go flip
What could we turn the 100 into?

10

could turn it into 150.

11

150K.

12

Wonderful.

We

So now you've got

Perfect.
Flip another house.

Turn it into 200.

End of

13

one year, now your IRA has gone up to 200,000.

14

has your IRA bought and sold anything?

15

owned the LLC.

16

property is in the LLC's name, not in the IRA's name.

17

The LLC is in the IRA's name.

18

this?

No.

Now,

It just

When the LLC buys the property, the

Are you guys following

19

UNIDENTIFIED SPEAKER:

Um-hum.

20

TREY STINNETT:

So the LLC is in the

Okay.

21

IRA.

The property is in the LLC.

22

property and you go to closing and they write a check,

23

who are they writing the check to?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

LLC's bank account.

Now the LLC's bank account has

2

200 grand in it.

3

grand and the IRA has the LLC, what is the IRA now

4

worth?

If the LLC's bank account has 200

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

200 grand.

200 grand.

So you have now

7

grown your IRA by 100 percent inside of one year.

8

this making sense?

9

UNIDENTIFIED SPEAKER:

10

TREY STINNETT:

11

Yes, ma'am?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

Is

Um-hum.

Okay.

(Inaudible).

No 1031 necessary.

You could

14

just buy and sell however you want to.

15

said, with 1031s, you can take the income from the

16

rental properties you end up buying with them now.

17

This, if I take that 200K and go by rental properties,

18

who do the rents go to?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

That being

The LLC.

The LLC, which is owned by the

21

IRA.

I can't take the rents for myself.

So we're

22

still going to do the 1031s.

23

part of our business model if we're playing the game

24

of money here.

25

been about money now, my lifestyle now, being able to

That's just a different

Part of it so far this weekend has
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1

change my life now, maybe even retire now.

2

I want to retire at -- what's the retirement age now?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

This is if

Sixty (inaudible).

67 1/2 now or something like

5

that, 65?

I don't even know.

For these guys, it's

6

going to be like 900, right?

7

retirement, this is about building something for

8

later.

9

might do one or two, right?

But when you get to

So I wouldn't do all of my flips in here.
If you're doing -- I

10

would say maybe 10 percent of your flips you might

11

want to do, something like that, inside of this.

12

Yes?

13

UNIDENTIFIED SPEAKER:

14
15
16
17
18
19

I

Is this applicable to

401(k)s, too, or is it only IRAs?
TREY STINNETT:

No.

It's only IRAs.

However -UNIDENTIFIED SPEAKER:

And you said previous

employer IRAs.
TREY STINNETT:

If your 401(k) is with a

20

previous employer, you can roll it into an IRA and

21

then do this.

22

UNIDENTIFIED SPEAKER:

Okay.

23

TREY STINNETT:

So how many of you have

24

a 401 with a current employer?

25

Okay?

(Show of hands.)
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1

TREY STINNETT:

Wonderful.

Once we get you

2

enough money to quit your job, you will then have a

3

401(k) with a previous employer, okay, then you can do

4

this.

5

You don't have to wait until you roll your 401,

6

because you don't -- there is no limit on how many

7

IRAs you can have.

In the meantime, you can set the IRA up now.

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

Right.

And you can combine them and

10

stuff like that later, so they will let you do that.

11

One second.

12
13

UNIDENTIFIED SPEAKER:
401(k) into an IRA?

14
15

Can I roll my whole

TREY STINNETT:

Yes.

It's a former employer,

right?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

18

UNIDENTIFIED SPEAKER:

Yes.

Yes.
Former employer.

And

19

then when (inaudible) part of it into my retirement

20

LLC?

21
22

TREY STINNETT:

100 percent of the profit,

because everything's happening inside of the LLC.

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

Okay.

All the profit has to go back

to the LLC.
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1
2

UNIDENTIFIED SPEAKER:

So maybe one of every

three or four --

3

TREY STINNETT:

So I would say do your 1031s

4

over here, and then every once in a while, if you get

5

a good deal and you don't want it to be part of your

6

1031 chain, just go ahead and do it inside of your

7

IRA.

8

instead of flips, would be funding, so funding other

9

people's flips, buying liens and loans and tax deeds

Ultimately, though, your IRA would be smartest,

10

and tax liens and mortgages and maybe rental

11

properties would be a smart move on that.

12

One second.

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

19

You can't take it out until

you're 65.

17
18

So is there an age limit

when you take it out for the IRAs?

15
16

Yes, ma'am?

UNIDENTIFIED SPEAKER:

Okay.

And then the tax

is -TREY STINNETT:

If it is a traditional IRA, it

20

is added to your ordinary income for that year, and it

21

will be taxed, but not the total amount; just the

22

amount you take out, which we will get to in a second.

23
24
25

UNIDENTIFIED SPEAKER:

Okay.

And then the last

question, can you put your pension into an IRA?
TREY STINNETT:
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1

borrow against it or you can take money out, but there

2

is probably going to be a penalty.

3

into an IRA, unfortunately.

You can't roll it

Okay?

4

Yeah.

5

UNIDENTIFIED SPEAKER:

Can different IRAs go

6

into the same account or it has to be completely

7

separate?

8

Can we just put both of the IRAs into an LLC?

9
10

TREY STINNETT:

Your IRAs can each own half the

LLC, yes.

11
12

Let's say I got an IRA, and she has IRA.

UNIDENTIFIED SPEAKER:

Oh, then they both

TREY STINNETT:

So you basically have 50

can --

13

Yeah.

14

percent of an LLC in your IRA, 50 percent of an LLC in

15

her IRA.

16

open a separate LLC for each and then build them

17

separately.

18

you wanted to.

But why do that?

Why don't you just both

Your LLCs can joint venture on deals if

19

UNIDENTIFIED SPEAKER:

Oh, okay.

20

TREY STINNETT:

So that's an option as

Yeah.

21

well.

22

flexibility so that in the event of something super

23

unlikely, you would have separate ones, okay?

24
25

So it just gives you a little bit more

Any other questions?
hand.

I think I saw another

Yes, ma'am?
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1

UNIDENTIFIED SPEAKER:

I was going to say, for

2

those of us that are moving on with you guys with

3

different packages, do they include like one LLC or

4

two LLCs, could we get extra -- could we get extra

5

LLCs?

6

TREY STINNETT:

Yes.

So at the Summit, they

7

are going to have Sprout there, who are our people we

8

teamed up with to do exactly what I'm teaching you.

9

So they'll teach this again at the Summit, and then

10

they'll actually -- if you want to do it, they will go

11

consult with you and help you set it up.

12

It has to be done differently.

It's not just

13

any old LLC.

It's a specific type of LLC, has to have

14

specific paperwork filed.

15

custodian to actually handle it.

16

this.

17

are going to continue on with us, of course, if I'm

18

teaching it to you, I am going to plug you in.

19

will introduce you to the people that do it.

You'll need to need a
So anybody can do

You just need to find the right people.

20

Okay.

If you

So I

So now you have got the money inside of

21

here.

22

your life, you grow this.

23

amount you have to have for retirement as a baby

24

boomer?

25

It's growing.

Let's say that over a period in
What did we say was the

UNIDENTIFIED SPEAKER:
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Three million?

According to the Federal

3

Government, it's $3 million.

Now, why do they say

4

that?

5

3 million is because based off of market fluctuations,

6

they're assuming a 3 to 4 percent annual draw.

7

you take 3 to 4 percent of the total that's inside of

8

your IRA annually, and your IRA is in stocks, what do

9

you have to do to get the money?

Well, the reason that they say you have to have

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

So if

Sell.

Sell stocks.

So if you're

12

selling 3 percent of your stocks and your stocks are,

13

on average, netting 3 percent return, you've got 7

14

percent inside of your mutual fund, they charge you a

15

2 percent fee, so now it's down to 5 percent, but that

16

was handled by a mutual manager who also charged 2

17

percent, so now it's down to 3 percent, okay, that net

18

amount, that's where the Federal Government comes up

19

with it.

20

it's real estate, okay, but that's their number.

21

So we don't necessarily need 3 million if

So let's say that we grow it to 3 million,

22

okay?

And instead of, in here, having $3 million

23

worth of stocks, we have $3 million worth of real

24

estate, okay?

25

ourself some commercial properties or maybe some

So we've got some houses, maybe we got
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1

rentals, we've got ourselves some deeds and notes, and

2

between all of these -- by the way, what do all of

3

these have in common?

4

and rental houses?

Notes, commercial properties,

5

UNIDENTIFIED SPEAKER:

Cash flow.

6

UNIDENTIFIED SPEAKER:

Cash flow.

7

TREY STINNETT:

Cash flow, okay?

So instead of

8

doing flips, we're going to flip and then buy cash

9

flows with this.

So let's say that we have $3

10

million, okay, of assets, but those assets are all

11

cash flow assets.

12

60,000 apiece, three -- $600 -- okay, 30,000 a month.

13

So let's say that your $3 million is increasing at

14

about $30,000 a month just from cash flow, okay?

15

there's cash flow coming off the notes, there's cash

16

flow coming off the rentals, the there's cash flow

17

coming off the commercial properties.

18

their rent to?

So between $3 million and, say,

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

So

Who do they pay

The LLC.

The LLC.

So the LLC's bank

21

account is now increasing at 30 grand a month, which

22

means every two months, you go buy another rental.

23

Every two months, you go buy another rental.

24

you're increasing it.

25

and you are now 65 if you're a baby boomer, 75 if
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1

you're a millennial, whatever you guys are, born in,

2

like, '85, right, and so now it's time for retirement,

3

okay?

So this is you.

4

(Laughter.)

5

TREY STINNETT:

6

perfect.

7

real estate instead.

8

Okay.

9

All right, there you are,

I was going to be an artist, but I chose

So there you are.

It's now time for

retirement, and you decide, all right, I want to take

10

some money out.

You're at age 65.

11

it.

12

out, okay?

13

to sell off stock, how much could you pull out of your

14

IRA right now without having to sell a single asset?

You're at age 65.

I'll loop back to

It's time to pull your cash

Unlike if it was in stocks, where you have

15

UNIDENTIFIED SPEAKER:

Everything.

16

UNIDENTIFIED SPEAKER:

(Inaudible).

17

TREY STINNETT:

18

How much is coming into your

bank account every single month?

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

30,000.

30,000.

So without selling any

21

assets, you could decide to take $30,000 out every

22

single month, and that's the total amount that you'd

23

be pulling out.

24

well, now your IRA is not going to grow.

25

contraire, mon frere, with the exception of these guys
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1

right here, what's happening to the value of your

2

commercial properties and the value of your rental

3

properties every single year?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

Appreciating.

They're appreciating.

Let's

6

say they appreciate at 5 percent per year.

Well,

7

that's an additional $150,000 of asset appreciation

8

that you're not spending.

9

which you probably don't need to pull that much out,

You're pulling $30,000,

10

but you could pull up to $30,000 out without having to

11

sell any assets.

12

Now, to her question earlier, do you have to

13

pay taxes on that 30 grand?

Yes, if it is a

14

traditional IRA; however, there is another type of

15

IRA, which is a what?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

A Roth.

A Roth IRA.

In a Roth IRA, if

18

we go back over here, it's a little bit different.

19

Roths also grow tax-deferred, where you don't have to

20

pay the taxes as you're selling properties and doing

21

stuff.

22

you to take the tax deduction up front.

23

$10,000, okay, into a Roth IRA, and your taxes for

24

this year are still going to be, on $100,000, making

25

your total tax burden this year, instead of 22,500,

The difference, though, is they don't allow
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1

25,000.

2

setting up your IRA.

3

traditional?

4

deduction at the beginning, but you have to pay your

5

taxes at the end.

6

tax deduction at the beginning.

7

first; however, at the end, all the money you get to

8

take out is tax-free.

9

So it's a choice.

You can decide when

Do I want this to be a Roth or a

If it's a traditional, you get a tax

All right.

If it is a Roth, you don't get the
You pay the taxes

Is that pretty cool stuff?

So which one's better?

10

UNIDENTIFIED SPEAKER:

Roth.

11

UNIDENTIFIED SPEAKER:

Roth.

12

TREY STINNETT:

13

of the time I would say Roth.

14

it's a personal decision, because if you already have

15

a traditional and you want to convert it to a Roth,

16

that's a lot of taxes, okay?

17

is your decision which direction you want to go with

18

that.

19

For real estate investors, most
It's -- ultimately,

So really it does -- it

If you go talk to an IRA manager, here's what

20

they will point out to you, or a financial advisor.

21

They are going to say, well, hold on a second.

22

do a Roth, you're going to pay $2,500 more in taxes on

23

a $10,000 investment, which is a 25 percent rate of

24

return.

25

25 percent, or those in higher tax brackets, 39

If you

So they're going to say it actually saves you
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1
2

percent by not doing a Roth.
However, can we beat a 39 percent rate of

3

return in real estate?

4

us two years to beat it, once we have gotten our 39.6

5

percent, or in this case 25 percent, earned, we've

6

made back what we lost anyway.

7

with the traditional because they're used to making 5

8

percent a year, but if you're making 30, 40 percent,

9

50 percent, or if you're doing flips, making 200

10
11

We can.

percent, just do a Roth.

And even if it takes

So most people say go

It makes a lot more sense.

If you're young and just getting started, I

12

would do a Roth.

If you're opening a brand new IRA, I

13

would do a Roth.

If you're moving 300 grand over from

14

a traditional, maybe just move a little bit over.

15

Don't move the whole 300 and then pay a big hit right

16

out of the gate.

17

Yes, ma'am?

18

UNIDENTIFIED SPEAKER:

So any money that you --

19

when you have that Roth, any money that you make

20

within that LLC, you're paying taxes on also, the same

21

as the traditional.

22

TREY STINNETT:

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

No.
No?

They are both tax-deferred.

Both of them, you do not pay on the growth.
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Oh.

The difference is, Roth, you

3

don't pay on the growth or at the end.

4

traditional, you don't pay on the growth; you pay at

5

the end.

6

UNIDENTIFIED SPEAKER:

7

point.

8

on the growth.

9
10

I've got your

I thought you had to -- you were taxed

TREY STINNETT:

No.

Otherwise, there would be

no point in putting it in an IRA.

11
12

Okay.

Okay.

The

UNIDENTIFIED SPEAKER:

So could this LLC be

sued by someone?

13

TREY STINNETT:

Any LLC can be sued.

14

sued by a tenant, stuff like that.

15

possible.

16

insurance and everything the same way.

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

It can be

It's totally

But, I mean, you are going to carry

Yeah.

You won't use loans.

The only

19

type of loans you would get inside of an IRA would be

20

a nonrecourse loan, which they do have nonrecourse

21

loans.

22

the commercial section, where they don't come after

23

you for the difference, okay?

24
25

We explained what those were earlier during

But, yeah, technically, there could be, but,
again, that's why you get insurance, that's why you
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1

can do asset structuring, and stuff like that.

2

can have multiple LLCs inside of one IRA.

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

You

Thanks.

Is this cool stuff or what?
Yes.

So, I mean, guys, as you

7

probably have deduced from this weekend, I have done

8

the best I can to kind of show what the world of real

9

estate looks like, but I have barely touched the tip

10

of the iceberg.

This thing goes so deep.

If you

11

choose to go into this industry, you choose to play in

12

this business, and you want us to be hanging out with

13

you for the next couple years while we build that, you

14

are going to be blown away as just how deep this

15

rabbit hole goes.

16

Once you start getting into this world, you

17

start to realize how many of the traditional things

18

we've been taught and learned about are just

19

completely bunk.

20

thought.

21

understanding what is possible when you go down this

22

route.

23

IRAs.

24

this is tax-free when you pull it out, so I recommend

25

that if you are -- if you don't have a tremendous

None of it really is what we really

And so there's so much opportunity in just

So very powerful what you can do inside of
You can pull this money out.
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1

amount.

2

One cool thing is you don't have to take your

3

entire traditional IRA and roll it into a Roth.

You

4

can roll just a little bit.

5

want to do a Roth and you are making -- I can't

6

remember the cutoff now -- I think it's 250, but you

7

start to -- if you're showing over 250 on the tax

8

return, you can't do a Roth anymore, okay?

9

they know that people that are making high incomes are

That being said, if you

Because

10

smart enough to do stuff like this, and they don't

11

want you putting $100 million inside of an IRA.

12

So that being said, you can do something called

13

a backdoor Roth IRA, where you set up a traditional

14

IRA.

15

transfer -- you convert it into a Roth IRA and then

16

make your investments.

17

There's always something you can do --

You can contribute to it, and maybe you

So there's always a way, man.

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

20

that stuff.

-- to be able to get around

Is this pretty cool?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

UNIDENTIFIED SPEAKER:

24
25

Wow.

Yeah.

Yeah.
Can you roll a 401(k)

into a Roth IRA?
TREY STINNETT:
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1

Probably not.

2

difference in taxes.

3

could cost you 60,000 bucks.

4

just to roll it into a traditional IRA, but you could

5

do part of it as a Roth.

6

got one deal right now that I am guaranteed to double

7

my money.

8

into a Roth first.

9

make your money back, and then start making money from

10

If it is, you will have to pay the
So if you move 200 grand in, it
So it might make sense

You could say, well, okay, I

I'm doing -- let me go ahead and move it
Go ahead and take the tax hickey,

there.

11

But if you look at your number now and you're

12

expecting to multiply it by ten before you retire, it

13

might be worth taking the hickey now.

14

to run the numbers on that or have a consultant sit

15

down with you.

16

You just have

So we all have different retirements, and we

17

all have different goals with this business, and, you

18

know, when I came out here with my dad, my goal was

19

just to be able to make money, man.

20

way to be able to have an income that didn't require

21

me to be washing cars and crap like that.

22

I just wanted a

And so what we did is we came out to this

23

event -- now, what my dad didn't tell me for a couple

24

of years is that his investment, it wasn't real

25

estate.

His investment was me.
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1

in me.

2

training.

3

went under all these radiation treatments and stuff

4

like that.

5

that one yesterday, Misty Pines.

6

details.

7

And so I told you the story.

We left our

My dad was diagnosed with cancer, and he

We got our first deal done.

I showed you

We then did two more

I am back in school in the fall, going to Texas

8

A&M University, and I'm sitting with my economics

9

professor.

My income professor is talking about

10

opportunity costs.

11

cost is?

12

opportunity, something you could do, and you say no to

13

it, that may cost you more money than it would cost

14

you to say yes.

15

Do you all know what opportunity

It's the cost of saying no.

When there's an

The way he was illustrating the point, he said,

16

how much does it cost you to go to college?

17

time, I think it was like 20 a year.

18

$100,000.

19

What's your opportunity cost?

20

the average Texan make graduating from high school,

21

working in a minimum wage job, probably like $20,000 a

22

year?

23

go to school?

24

Okay.

25

He goes, okay.

At the

So I said about

So that's your cost.
He said, how much does

He goes, okay, how many years does it take to
I said, probably five years.
So that's $100,000 also of lost

opportunity because you don't have a job while you're
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1

in school, so you're missing an opportunity to make

2

money.

3

well worth it, because when you graduate from school,

4

the average A&M graduate makes two to three times what

5

the average high school graduate makes.

6

sitting there, and I've already done five real estate

7

deals.

8

another two years so that I can go make 40 grand a

9

year?

He goes, however, that $200,000 may be very

Well, I'm

So I'm thinking, I'm going to school for

That doesn't sound very enticing.

10

So as soon as class was over, I went up to him

11

and I said, I think you talked me into dropping out of

12

college today.

13

investing in real estate now for nine months.

14

doing really well.

15

my belt, and I'm expecting to make a million dollars

16

over the next year.

17

way.

18

He says, what?

I said, I've been
We're

I've already got six figures under

I was (inaudible) figured it that

And he goes, based off what you've told me,

19

yeah, maybe it does make sense if you're not in

20

college.

21

hopped into my 1996 Chevy 1500 pickup truck -- I

22

remember it like it was yesterday -- and I started

23

driving around College Station, Texas, making a list.

24

I was, like, all right, Richard Branson didn't go to

25

college; Mark Zuckerberg didn't go to college; Warren

I was, like, that's weird.
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1

Buffet didn't go to college.

2

list?

3
4

UNIDENTIFIED SPEAKER:

Why was I making this

To rationalize

(inaudible) --

5

TREY STINNETT:

Because I was about to call my

6

mom, okay?

Now, I don't know about your parents, but

7

my parents, since I was about yea high, told me I had

8

to go to college.

9

married, dropped out.

My mom and dad met at college, got
My dad never had a high income.

10

The reason he never had a high income, his reason, he

11

didn't go to college.

12

that was his story, and if you got a story, man, and

13

you stick to it, you stay stuck sometimes, right?

14

Now, is that true?

So my dad was very pro-college.

No, but

My mom was

15

very pro-college.

16

junior year of college or her freshman year of

17

college, sorry, and it was his junior year.

18

sophomore year when they got married and he left the

19

school, she dropped out, too.

20

already dropped out.

21

mom to let her know that I'm not going to be going to

22

school.

23

My sister met her husband her

So her

So my sister had

So here I am about to call my

So I get on the phone, and I call her, and she

24

picks up the phone, and I said, hey, mom, I just

25

wanted to let you know, I made a decision today.
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1

going to go full-time into real estate, and I already

2

talked to the dean.

3

you know what she said to me?

4

I'm dropping out of college.

And

Thank God.

I was, like, what's going on?

5

she goes, your dad.

6

married at this point since 1979, so this was 2005, so

7

24 years, something like that, and she goes -- she

8

goes, I just -- I can't stand it.

9

of marriage, and now they're in a place where their

10
11

I need help.

And she goes --

Now, they had been

Twenty-four years

marriage is falling apart.
If you have ever dealt with somebody who was

12

experiencing a lot of pain from a disease or something

13

like that, in the state of Texas, we have still not

14

legalized medical or even medicinal marijuana, so the

15

only way that you can treat pain in my state, instead

16

of using cannabis, you have to use opium.

17

forms of hydrocodeine, hydrocodone, or morphine.

18

It comes in

They had prescribed my dad morphine to help him

19

treat the pain from his radiation treatments on his

20

lymph nodes and his surgery, and what would happen,

21

though, is the opium builds up in your liver, and so

22

you have to go off of it every three days in order for

23

you to recover; otherwise, you could get hypertoxic or

24

whatever.

25

but basically he would go into withdrawals every three

I don't know all the technical terms here,
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1

days.

So he would take morphine, take morphine, go

2

into withdrawals.

3

So day one, he would be, like, loopy.

Day two,

4

he would be cool.

5

cranky, maybe yelling at my mom, snapping at my

6

brother-in-law, who ran the auto shop at the time, and

7

she was telling me this, and she started crying.

8

said, put him on the phone.

9

Day three, he was irritable,

I

My dad gets on the phone, and I said, what's

10

going on?

11

He says, I hate the way I treat your sister, your mom,

12

your brother-in-law.

13

drugs.

14

goes, I can't.

15

well, I am going to be coming home.

16

a couple of weeks.

17

I said, no, I got it.

18

of weeks.

19

like, dad, you're a cancer patient.

20

help me move.

21

He said, I hate who I am every three days.

He goes, I just -- I hate these

And I was, like, so stop taking them.
I have to take them.

He

I was, like,
I'll be there in

He goes, do you need help moving?
Just, I'll be there in a couple

He's, like, I'll come help you move.

I'm

You don't need to

Like, he's always been this big, strong, burly

22

guy.

Growing up I thought, you know, like everybody

23

does, my dad, like, hung the moon, but this dude was

24

literally six foot eight, 305 pounds, before he had

25

cancer.
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Whoa.

He was a big dude.

And so at

3

this point, I'm on the phone with him, he's still six

4

foot eight, but now he's, like, 215 pounds, so he was

5

skin and bones.

6

help you move.

7

I'm going to have all my stuff ready to go.

8

not know this until he came to help me move, but he

9

went cold turkey off of the morphine, and it was one

10

of the hardest two weeks of his life, but he told me

11

when he got up there, he goes -- he goes, what you

12

said about my quitting, he goes, I realized I'd rather

13

have the pain than be treating my family the way I'm

14

treating them.

15

And so he goes, I'm going to come
I said, all right, fine.

Two weeks,
And I did

And I thought that was pretty great.

So he's -- he would use Lidocaine on his

16

tongue, because that was the part that hurt the most,

17

and he was just constantly having to squirt this stuff

18

on his tongue, and I went full-time in real estate,

19

and you can forget ten hours a week, man.

20

I was awake, I was looking at deals.

21

deals.

22

I was -- if

I was working on

I was looking for stuff, trying to find stuff.
And as time went on, we hit our million dollar

23

number about 18 months in.

We hit 100 rental doors

24

together.

25

income off of our rental properties, that my dad was

We were able to make enough money, residual
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1

finally able to close the shop, which was super

2

awesome, because I wanted him out of that shop anyway,

3

and I can remember my sister at that point had moved

4

to San Antonio, we lived in Houston, and my dad had

5

come to this event for me, having no idea that he only

6

had five years left, and we had retired him in two

7

years, having no idea that he would only have three

8

years left.

9

And those three years, man, we traveled.

We

10

got to go to different parts of the world.

11

go all over the country.

12

kids.

13

every week from Houston, which is like a 3 1/2-hour

14

drive, just to be able to go and see her kids.

15

We got to

We got to meet my sister's

In fact, we would drive to San Antonio almost

And after a while, real estate starts going a

16

little bit sideways.

17

when that happened, I was a little bit distracted.

18

met my wife that year, and when you're in love, man,

19

there's nothing wrong in the world, right?

20

interestingly enough, the way that I met my wife, I --

21

I went to a political convention.

22

about 15 years old, I decided that I wanted to be

23

President of the United States someday, and you can

24

laugh, but that was what I wanted, and I decided that

25

if I wanted to go there, I was going to need to have
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1

some qualifications, all right, because I used to

2

think you had to be qualified to be president.

3

Anyway, so I thought you had to have some

4

qualifications, so I needed to have military service;

5

I needed to have a college degree.

So I worked my way

6

backwards but with the end in mine.

Okay, I'm going

7

to be a senator, congressman, state house of

8

representatives, going to be in the Marine Corps for a

9

few years, I'm going to be an officer, because that's

10

what my grandfather told me to do, I'll go to

11

Annapolis.

12

went to military school in New Mexico for two years,

13

graduated there.

14

I didn't get into Annapolis, and that kind of --

15

things went sideways.

16

So when I was like 15, 16, I left home and

The problem was my grades sucked, so

So I realized a mentor of mine, who was a

17

mentor in politics, he told me -- his name is Robert

18

Talton -- he had told me, he goes, if you are going to

19

go into politics, you fund your own campaign.

20

goes, if you're not funding your own campaign, you are

21

going to have to do what other people tell you to do.

22

He said, you got to be running on your own money.

23

my advice, don't go straight into politics.

24

business.

25

business route.

He

So

Go into

That was the reason why I had gone the
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1

So now here I was, 23 years old, I was a

2

millionaire, it was a political election year, and I

3

was like, well, what's the first thing I can do?

I

4

decided I wanted to run to be national delegate.

Now,

5

if you don't know what that is, each party chooses a

6

certain number of delegates to go to their state

7

conventions -- or, I'm sorry, their national

8

convention, and they cast the vote that year.

9

decided, okay, I am going to run for that.

10

So I

So I started calling everybody that I knew that

11

was in politics.

12

several of his friends who were political.

13

helped several different, like, mayors get elected and

14

stuff like that in our area, and every single one of

15

them told me the same thing.

You can't be a national

16

delegate.

Everybody that's a

17

delegate is in their fifties, sixties, and they have

18

been in the party for 20 years.

19

My dad put me on the phone with

You're too young.

We had

I was, like, well, I been putting up signs for

20

the mayor since I was, like, nine.

21

count for something, right?

22

couldn't do it.

23

something is to tell me that I can't do it.

24

signed up to go to this state convention in Texas.

25

Now, when you run for a party position like that, you

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

That's got to

And they all told me I

One of the best ways to get me to do
So I

EX 7, p. 226

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 228 of 389
227
1

don't campaign like you're running for Congress,

2

right?

3

speech, you vote, and if they like you, they vote for

4

you.

You just -- you show up, you give a little

So that's what most people did.

5

That is not what I did.

I called and got

6

alliances.

I made sure that I was on slates.

I was

7

on multiple different slates, so that when people were

8

looking at who to vote for, they would see my name.

9

put a freaking banner on the wall with my picture on

I

10

it that said, "Choose your Future."

11

out to, like, everybody who was in my district, so

12

I -- basically, I would be one of three people -- if I

13

won, I would be one of three people to have all of

14

Harris County, which was like Houston.

15

out buttons, flyers, all this crazy stuff.

16

I gave buttons

I was giving

Then when it's time for us to run for the

17

position, 12 people are nominated.

I'm one of 12.

We

18

all get up and we give our little speech, and then the

19

votes come in.

20

it was a runoff election, and it was me and another

21

guy.

22

years old.

23

like -- they're, like, now it's time for your second

24

speech.

25

second.

And the vote came down to two people,

He's, like, 60, and I'm at the time like 23
I only prepared one speech.

So, I'm

And I was like, oh, crap, I don't have a
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1

So he went up first and gave his talk or

2

whatever, and then I got up, man, and I gave the most

3

arrogant speech you've ever heard.

4

meet humble Trey.

5

just this arrogant 23-year-old.

6

failed yet in life.

7

to me yet.

8

me, and I'm saying this thing, that thing, whatever.

9

And this lady sitting over here where Terrence is --

10

sorry, Terrence, and she's just got her arms crossed,

11

and she's, like, (indicating).

12

And I won.

13

the national convention in Minneapolis in 2008 from

14

Texas, which is kind of cool.

15

You guys got to

What I was like back then, I was
I mean, I hadn't

Nothing bad had really happened

So I just thought everything's good for

She did not like me.

So I was actually the youngest delegate to

When I won, man, I was like strutting on out of

16

the room, and she leans over to me and she goes,

17

humility is very important.

18

was, like, humility is overrated, and I walked out.

19

Guys, if you are not humble, life will make you

20

humble.

21

delegates are in, and I see that there's another young

22

person in the room that's also a delegate, and that

23

person was female, very cute.

24

talk to her.

25

was flirting, but I thought she blew me off.

I looked at her and I

And so I go to this meeting that all the

She blew me off.
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1

A couple months later -- a couple months go by,

2

and she's on Facebook, and she messages and says, hey,

3

are you the guy that's going to the convention and

4

met -- oh, yeah, that's me.

5

forth.

6

church is going to see The Dark Knight.

7

our first date.

8

really like this girl.

9

decided that I'm pretty traditional, the way I was

We start talking back and

And I say, do you want to go hang out?

We go to see Batman.

My

So we go on

I'm, like, I

She's pretty amazing.

So I

10

raised, I need to ask her dad's permission to court

11

her.

12

unless you're going to marry them, so I'm going to go

13

ask her dad permission to court her.

14

The way I was raised, you don't date somebody

So I said, I would like to meet your parents.

15

She goes, okay.

16

dad.

So I go over to her house to meet her

Guess who her mom is?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

Oh, my God.

Yeah, here comes the lady who's

19

like -- in fact, the way that she found me, her mom

20

kept one of my flyers, right?

21

little moustache, (inaudible), she didn't like me,

22

man, but she kept the flyer, and that's how Grace

23

actually found me.

24

house to meet them, and her mom is literally the whole

25

time just like dissing me.
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1

dating John (inaudible), he's really nice.

2

I'm sitting right here.

3

matters, right?

4

I'm, like,

(Inaudible), that's what

So a couple months go by, and I'm, like,

5

okay -- actually, it was like a week later.

I'm on an

6

airplane flying to Atlanta to go look at some

7

properties, and I'm writing her a letter about how I'm

8

in love with her, I'm going to marry her, and she's

9

the woman of my dreams, all this stuff.

I get home, I

10

print it out -- well, we had only been together for,

11

like, a week.

So I take it and I fold it up and I put

12

it in my safe.

I'm, like, I'm not going to give it to

13

her yet.

14

And some time goes by, and my friend Justin

15

calls me.

16

and I were in a class at Salt Lake once, and this

17

beautiful blond girl comes in the room, and they end

18

up hitting it off, and he ended up calling me now to

19

say that they're engaged.

20

students.

21

Justin used to teach these classes, and he

So once again we marry our

Anyway, so they were in Paris and just got

22

engaged.

I'm, like, dang it, I was going to propose

23

in Paris, because my wife, she loves French culture,

24

like she wants to name our first daughter Cozette, and

25

she's read Les Miserables like 20 times, and all this
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1

stuff.

So I'm like, man, where are we going to get

2

married -- where are we going to get engaged?

3

go, well, we're getting married in Mexico, at Cabo San

4

Lucas.

They

Has anybody here been to Cabo?

5

UNIDENTIFIED SPEAKER:

Oh, yeah.

6

UNIDENTIFIED SPEAKER:

Yeah.

7

TREY STINNETT:

Beautiful place, Lovers

Yeah.

8

Cove with, like, that arch and stuff like that.

I

9

asked Justin, I said, would it be cool if I proposed

10

to Grace while I'm there?

And he goes, yeah, let me

11

talk to Candace about it.

And Candace said, yeah,

12

just do it after the wedding.

13

thunder, right?

14

find a ring.

15

that can give me a ring.

16

So, no stealing our

So I'm, like, okay.

Now I've got to

Like, who do I know that's a jeweler

So I call Sherry.

Now, Sherry was one of my

17

students in class we did in New Jersey.

Now, back

18

then, I was kind of just like helping out with stuff.

19

I wasn't the instructor.

20

way that Kyle does here, and I was actually the person

21

that helped her sign up to go to all the advanced

22

trainings.

23

mean it.

24

negotiate with me on, like, every dollar, and I'm,

25

like, I can't negotiate on this stuff.

I helped out in the back the

And when I say she's a jeweler, man, I

She is a jeweler for sure.
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1

So I'm like here I am now, I don't know how

2

many years later, calling her and saying, hey, I found

3

the woman of my dreams.

4

Can you help me?

5

rock I can, Tiffany setting, but I need you to get it

6

for me for half price, okay?

7

to me?

8

half price?

9

I need an engagement ring.

I want to get, like, the biggest

You know what she said

Did you let me go to the advanced training for
No?

She goes, I'll get you a good deal.

So she gets me this massive rock and this

10

little band, and it's at my sister's house.

11

insurance on it to be safe.

12

because we weren't telling my mom about this.

13

and I knew about it, but my mom was in the dark,

14

because she can't keep a secret to save her life.

15

my mom called me, and she's, like, either your dad's

16

cheating on me or you haven't told me about something,

17

because I just got this insurance (inaudible)

18

(off-mic) going to Mexico.

19

I get the ring.

We get

My mom calls me -My dad

I get on the airplane.

And

On the

20

way to Mexico, I realize that I'm bringing this ring

21

to Mexico for five days.

22

five days without her knowing about it.

23

MS. BAZAN:

24

TREY STINNETT:

25

I've got to hold onto it for

Excuse me.

Sorry.

So I get to my hotel room.

I

check in, and they have one of these safes in the
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1

closet.

2

man.

3

into those safes?

4

those little Mexicans there.

5

that they're short, right?

6

inside a ceiling tile and kind of put the ring inside

7

there, and that way I'd know where it was.

8

time we came back to the room, I'd just, like, check

9

up there.

10

So where do I put the ring?

This is in Mexico.

Not in the safe,

You don't think they can get

Come on, right?

I don't trust

So what I do trust is

So I just, like, got up

Then every

Okay, still there, right?

And after, like, five days, we have this

11

beautiful destination wedding on the beach at sunset,

12

it's gorgeous, and then the next morning after the

13

wedding's over, I wanted to go to Lovers Cove to

14

propose.

15

so I wanted to be there at sunrise.

16

you there at sunrise, so I hired this little Mexican

17

man named Valentino and his son, who was probably,

18

like, 11 years old, and they pull us in this little

19

fisherman boat, like tiny little boat, like smaller

20

than that table.

21

At sunset, it's just crawling with tourists,
Now, no one takes

They take us through this choppy water over to

22

Lovers Cove.

And I jump out, and she jumps out, and I

23

carry her onto the beach, and I pull out that letter

24

that I had written way back when, and I give it to

25

her.

I may have waxed a little poetic.
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1

one knee, and I ask her to marry me.

2

Now, one thing you will learn about my wife.

3

She's a very smart woman.

So she said yes.

So we

4

decided, okay, we are going to head back to the U.S.

5

We get back to the country.

6

let them know that we're engaged.

7

stoked.

8

going to happen, including her dad, because I had to

9

ask his permission, of course.

We call our parents.

We

They're all super

Of course, they already all knew what was

And I love what he

10

said to me.

He told me, he goes, I've been waiting

11

her whole life for her husband to come along, and I

12

believe you're that man.

I said, that's beautiful.

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

Ah.

So we're like, all right, we've

15

got to have a destination wedding, because that was

16

really cool.

17

start telling my mom, my dad, we're having a

18

destination wedding.

19

that weddings are not about the bride and groom.

20

They're about their parents.

21

guest list is not going to go all the way to Mexico.

22

I was, like, can we do it in Colorado?

23

grandparents are not going to go to Colorado.

24

joints are going to hurt.

25

We're going to do the same thing.

My mom made it very clear to me

I'm, like, okay.
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1

destination with French culture close to Houston?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

New Orleans.

New Orleans.

So I call my -- I

4

told Grace, I said, have you ever been to New Orleans?

5

She goes no.

6

go to New Orleans.

7

Houston, we hopped in my car and we drove to New

8

Orleans, and we get to NOLA, and she falls in love

9

with it, and we found a place where we wanted to get

I was like, oh, my gosh, we have got to
So as soon as we got back to

10

married.

11

French impressionist painter, the guy that did all the

12

ballerinas and stuff like that?

13

Does anybody know who Edgar Degas was?

So he was French.

A

So, naturally, when he came

14

to the U.S., what city do you think he lived in?

15

Orleans.

16

and it was just your standard French architecture, had

17

the little French flag out there, has the staircase

18

that goes up on the inside here, got the balcony

19

across the top there, like this, and there was like an

20

entry door here.

21

mansions in New Orleans.

22

New

So he had this mansion built in New Orleans,

So it was one of these little

Now, interestingly enough, there's kind of a

23

real estate side to this.

He had left this piece of

24

property to his daughters, two daughters.

25

each other.

They hated

So what do you do when two people inherit
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1

a property and they hate each other?

2

UNIDENTIFIED SPEAKER:

Sell it.

3

UNIDENTIFIED SPEAKER:

Sell.

4

TREY STINNETT:

They didn't sell it.

They

5

split it, literally.

They cut it down the middle.

6

They then jacked it up off of its blocks with pulleys,

7

had donkeys lift it up, pull it apart, and set it back

8

down.

9

purchased the two properties, deeded them back

Over some years later, a historical society had

10

together as one property.

They didn't move the house

11

back together, though.

12

separate, and they strung up some lights back here,

13

right, put a little fountain down here, which is

14

perfect for a what?

They kept the two parts

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

A wedding.

A wedding, right?

So a bride

17

there, and a little groom right here, right?

18

that's a groom because of that thing.

19

(Laughter.)

20

TREY STINNETT:

You know

Anyway.

So you've got your bride and

21

your groom, okay, and they're both there doing their

22

thing.

23

married, and we called her dad, and we're, like, all

24

right, we're all in.

25

we've found the perfect place to get married.

So we found the place and wanted to get
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1

start telling him all about it.

2

yeah, yeah.

3

She's, like, well, because this is where we want to

4

get married.

5

it cost?

6

goes, oh, yeah, that's fine, then.

7

He's, like, yeah,

Why can't you get married at a church?

He's, like, yeah, yeah.

How much does

I was, like, oh, no, I'm paying for it.

He

Yeah.

So we go back to Houston, and my wife -- this

8

is, like, two days later -- is writing her senior

9

dissertation, the last paper of her college career to

10

get her degree, and her -- interestingly enough, that

11

paper was on the Federal Reserve, which is the reason

12

why I know all the stuff I was teaching you guys

13

earlier.

14

phone for, like, 45 minutes interviewing him for this

15

paper.

16

She actually had G. Edward Griffin on the

She's finishing it up, and she asks me to go to

17

Buffalo Wild Wings to get us dinner.

18

car, I'm driving over to B-Dub, and I get a call from

19

her mom.

20

the phone.

21

isn't here.

22

you.

23

your daughter?

24
25

So I hop in the

I didn't think anything of it.

I answered

I'm, like, hey, Gail, you know, Grace
She goes, oh, no, I wanted to talk to

I was, like, you're not cool with me marrying
What's going on here, right?

And she goes, so you know we're in California
right now.

I said, yeah, you went out there to see

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

EX 7, p. 237

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 239 of 389
238
1

Alan's doctor.

2

really great.

3

he's sick.

4

said, yeah, sure.

5

goes, could you be here tomorrow?

6

going on?

7

She goes, yeah.

So Alan's not doing

I said, what's going on?

She goes,

Can you guys get out to California?
When do you need us there?

I
She

I was, like, what's

She goes, Alan has cancer.

Now, you have got to understand, my dad has

8

been through cancer twice at this point, so I kind of

9

have an idea of what the next few months or few years

10

are going to look like for Grace with this, but it's

11

not easy.

12

what kind of cancer is this?

13

prostate cancer.

14

as soon as possible.

15

I said, okay, why is it such a rush?

Like,

And she said, it's

I said, okay, yeah, we can be there

I said, did they give him like a time -- how

16

much time he has?

17

months to live ten years ago.

18

said, yeah, he's been battling it for ten years.

19

just never told the kids.

20

know about this?

21

we're not sure if he'll make it through the week, so

22

we need you to get out to California.

23

She goes, yeah, they gave him six
I said, what?

She
We

I was, like, she doesn't

She was, like, no, she doesn't, and

So I hang up, and I don't know what to do,

24

because if I go home and tell her, she is not going to

25

finish writing her paper and she won't graduate.
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1

call my mom and dad, and my mom and dad told me -- I

2

remember my mom very clearly saying, if you don't tell

3

her and she finds out you knew and her dad -- and

4

something happens, you can kiss your marriage

5

good-bye.

6

like, okay.

7

She's, like, you have to tell her.

So I get home.

So I'm,

I give her the food first to

8

make sure she eats, because she is a woman.

They need

9

to eat before they find out bad stuff or they won't

10

eat.

So I made sure she ate first, and then I told

11

her.

Man, she just fell apart.

12

She never even knew her dad was sick.

13

comment to me the last time we saw him because his

14

legs were really swollen and she thought something

15

might be up, but she wasn't sure what it was.

16

She was 21 years old.
She had made a

So I told her, and she just -- she wasn't going

17

to write her paper.

18

1:00 in the morning, her mom calls, and her dad had

19

died, and we never got to make it out to California.

20

It was the first time in my life, man, where I

21

couldn't fix something.

22

will make you humble.

23

loved most in the world just falling because she had

24

lost the person she loves most in the world, and there

25

wasn't a damned thing I could do about it.
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1

call a mentor.

2

just in this position.

3

I couldn't throw money at it.

I was

There's one thing a little girl dreams of her

4

whole life, and that's her dad walking her down the

5

aisle.

6

like, have the pastor meet us at the hospital.

7

this whole plan worked out, but he didn't even make it

8

24 hours after we found out.

9

and about six months later, we had the wedding at the

I was getting ready to elope.

I was going to,
I had

But they say time heals,

10

DeGas house.

11

her down the aisle.

12

which was hilarious, because she's five-two and he's

13

six-eight.

14

It was beautiful.

Her granddad walked

She got to dance with my dad,

Then we get on the plane, we fly to our

15

honeymoon.

Of course, where do we go?

16

we get to Paris.

17

Has anybody been to the Louvre?

18

have seen the Mona Lisa?

Paris.

And so

We get to -- we go to the Louvre.

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Okay, so you guys

The Mona Lisa.

What a disappointment, man.

21

It's like as big as this piece of paper.

I thought it

22

was going to be, like, huge.

23

we go all see this different architecture, stuff like

24

that.

25

beautiful.

So we go to the Louvre,

We go to Heidelberg, Germany, which is
It's actually one of my favorite places on
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1

the planet.

2

that I've known since I was little-bitty, she married

3

Winston Churchill's great grandson.

4

go to the war room and to the House of Lords and stuff

5

like that, super cool.

6

We went to London.

One of my friends

So now I got to

Then we come back home, and we're home for

7

probably, I don't know, about three, four weeks, and

8

my dad says to me, he goes, hey, I want to go on a

9

road trip.

You have got to remember, my dad is kind

10

of like at this point in his life where he has time

11

now because we made this money in real estate.

12

goes, I want to go on a road trip.

13

He

Now, my dad was the kind of guy that if you cut

14

him, he would bleed red, white and blue.

15

up on two things, the Bible and the American Flag.

16

was, like, that was him.

17

go see sea to shining sea.

18

Rushmore, and I want to see Niagra Falls, and I want

19

to see this and this and this and this.

20

let's do it.

21

Like, I grew
I

So he was, like, I want to
I want to see Mount

I said, okay,

So we hop in his truck, and we start going, and

22

we make it about two weeks into the trip, and we're in

23

New York, and he says to me, he goes, can you drive

24

the rest of the way?

25

said, my shoulder's killing me.
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1

So we drive, finish everything up.

2

He goes to the doctor, and he had torn his rotator

3

cuff.

4

know.

5

We get back home.

We're, like, man, how's that happen?

I don't

So he goes in and has his surgery done to fix

6

his arm, and while he's in this -- what do you call

7

it -- sling, right, his other arm goes out, and the

8

doctors go, hold on a second.

9

cuff.

That's not rotator

There must be another problem here.

And so he

10

goes to the hospital, and they check him in, and they

11

do all these diagnostics.

12

not back, but his arms aren't working, and they can't

13

figure out why.

They check, his cancer's

They start doing all these tests.

14

They looked at Gillian-Barre syndrome.

15

looked at all this different stuff, and they couldn't

16

figure out what was wrong with him.

17

was like the most positive person you would ever meet.

18

We would go to the grocery store, and he would always

19

get a cart so he could rest his arms up on it and walk

20

around, because he didn't like to walk without having

21

his arms on something, because it would make his

22

shoulders go numb.

23

be walking through the grocery store, and he would

24

say, you know what, I may not be able to use my arms,

25

but at least I've got my legs.
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1

to see the brighter side, and he did have his legs for

2

about another month.

3

Then a month later my dad's legs stopped

4

working, and so here he is, 51 years old, and laying

5

in a hospital bed, legs don't work, arms don't work,

6

doctors can't figure out what's wrong with him.

7

weeks later, he stopped being able to swallow food, so

8

they had to install one of these buttons, these things

9

in his stomach to be able to actually feed him

A few

10

directly through a tube.

11

went in to the hospital, there's one thing you want

12

your mother to say to you.

13

you.

14

that he's proud of you.

15

I can remember every time I

You want to know she loves

The one thing you want to know from your dad is

Every time before I left the hospital, he would

16

say the same thing to me.

17

you.

18

from him said that.

19

I saw him, I was leaving, and he was in his hospital

20

bed, and I leaned down to give him a kiss on the

21

forehead, but his friend was there, and I felt

22

embarrassed, so I didn't do it.

23

regrets.

24
25

He'd say, son, I'm proud of

In fact, the last text message I had on my phone
And I can remember the last time

One of my biggest

So my wife and I go on a business trip, and we
actually went to Florida, and we were staying with
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1

Candace and Justin of all people.

2

New Orleans and got to go sleep one night at the De

3

Gas house again, so it was like our -- like a little

4

reunion thing.

5

and it's 2:00 in the morning.

6

me, and my mom couldn't do it, my sister couldn't do

7

it, so they made him do it.

8

two words, he's gone.

9

We stopped through

We're in Florida for about three days,
My brother-in-law calls

He calls me and just says

If you're not humble, man, life will make you

10

humble, and I just threw my phone down and I started

11

bawling.

12

truck, and my wife's in the seat.

13

didn't say a word to her for the whole drive, from

14

Florida all the way to Texas.

15

no music, just stopped to get gas, stopped to get gas,

16

got there, saw my mom, fell apart.

I cried every tear I had.

I got in the

I don't know, I

I drove the whole way,

17

We went to the funeral home to go see the open

18

casket, gave him a kiss on his forehead, but he wasn't

19

really there anymore.

20

moments in my life, and I can remember the day after

21

the funeral, we were in an apartment at the time that

22

my wife and I were living in, and she comes out of the

23

bathroom, man, holding a pregnancy stick, the day

24

after the funeral.

25

God gives and God takes away.
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1

again.

2

So I'm, like, okay, and that kind of was a

3

salve for the wound, so to speak, right?

4

feel a little bit better.

5

part of the story that I had skipped over, in 2008 --

6

yeah, I did tell you that -- the market had gone down.

7

So we were fine financially because I kind of pivoted

8

and started a contracting company and stuff like that,

9

but between losing the real estate, losing her dad,

10

now losing my dad, I just was -- I just felt like I

11

had just did something wrong, the universe was out to

12

get me.

13

It made me

I was more encouraged.

The

So now we're pregnant, and I'm just freaked out

14

that we're not -- that we're going to lose the baby.

15

And so I did all this research.

16

you can make it past the first trimester, you're out

17

of the danger zone.

18

trampolines, no stairs, anything like that.

We get to

19

three months.

We go and

20

get an ultrasound, and the doctor calls us two days

21

later and lets us know we miscarried.

22

man, I'm just getting sucker-punched every three

23

months in my life now.

24
25

I said, as long as

So we were super careful, no

We pass the first trimester.

I'm just, like,

So her dad, a year later my dad, three months
later lose the baby, and I just fell into a pit of

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

EX 7, p. 245

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 247 of 389
246
1

depression.

It didn't help that that's when I started

2

studying conspiracy theory and looking into the

3

Federal Reserve and stuff like that.

4

a dark place in general.

5

started drinking like a fish.

6

and we had Cozette, and it was -- it could have been

7

the most beautiful day of my life, but I missed it.

8

was there, but I wasn't there.

9

saying?

So I was just in

I started gaining weight.

Like I was detached.

We got pregnant again,

I

You know what I'm
I was just so full of

10

fear all the time, and I just kept getting more and

11

more depressed.

12

completely.

13

minute, for about three months.

14

worked for somebody else because I was just so far

15

away from being an inspired, excited entrepreneur.

16

I

I stopped doing real estate

In fact, I even went and got a job for a
I just went and

I got up to like 240 pounds.

I mean, I was

17

drinking, you know, whiskey more than I was drinking

18

water, and I was -- I had just gotten to a bad place.

19

And I remember my wife comes out again of the

20

bathroom, this time with another pregnancy stick, and

21

I wasn't as excited that time, because now I'm

22

thinking, man, things are already tough.

23

the car to be able to pay for bills, and I just

24

don't -- I can't handle this right now.

25

I just sold

I got to a point where I considered life might

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

EX 7, p. 246

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 248 of 389
247
1

be better if I wasn't here.

Then Candace calls me and

2

says, hey, we're in Dallas.

You want to come visit

3

us?

4

stuff.

5

positive people.

And I'm, like, no, I'm busy.

I'm working on some

The truth was I didn't want to be around

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Yeah.

Have you ever been in a place

8

in your life where you just don't want to be around

9

people that are happy?

10

friends, we're in town.

11

visit us?

12

said, yeah, I'll come by.

13

three-day, because they were teaching a three-day.

14

said, I'm not going to the three-day.

She goes, you

15

don't have to come to the three-day.

Just come meet

16

up with us.

I said, okay, what time's it over?

17

says, 5:00.

It was over at 6:00, and she told me

18

5:00.

19

And they go, we're your
You're not going to come

This is when we were living in Dallas.

I

I'm just not going to that
I

She

So I get there at 5:00, and Grace had never

20

been to one of these.

21

still doing the class.

22

for five minutes, it changed my -- my mentality.

23

remembered what it was like to be excited, to be

24

happy, to be encouraged, to be willing to go do

25

something different.
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1

It wasn't that day, but about two months later,

2

I discovered meditation.

3

told don't do that because you'll feel bad or

4

whatever, and then I realized that praying is talking

5

to God and meditating is listening to God.

6

became part of my life, and I started to read books

7

again.

8

started to read self-development again.

9

My whole life, I had been

So that

I started to get my health in order.

Then I

Then Candace calls me up and says, hey, are you

10

doing real estate again?

11

goes, well, you should, because I'm working with an

12

organization over here, and she basically explained

13

what Tarek and Christina are doing here, and she goes,

14

we'd love to have you come over here and help us.

15

told her, I was, like, honestly, I am just not in a

16

place in my life right now where I want to do that.

17

want to start doing some real estate first.

18

I said, no, not really.

She

I

I

So with that encouragement from her, I got back

19

into doing real estate, did a couple of deals, and

20

then she came and visited us in Austin, because we had

21

moved to Austin at that point, and she goes, hey, do

22

you want to come out and help?

23

I'd love to.

24

They asked me if I wanted to actually teach classes,

25

and I said, well, I don't know.

I said, you know what,

And that's how I got back out here.
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1

them.

2

why don't you give it a shot.

3

I've never done that before.

They said, yeah,

So I would come out here and I would teach

4

these classes -- this was three years ago -- and then

5

I would go up to my room and I would cry, because it

6

didn't matter how much I got people excited.

7

bittersweet, because I remember my dad being in this

8

room with me, and so it was a reminder every time I

9

was here that he wasn't with me.

It was

So I'd go back to my

10

room and I'd cry, and I would do it and I'd go back

11

and I'd cry.

12

Then one day a student showed me a quote, and

13

it was by Albert Einstein.

Albert Einstein said that

14

the most important decision we make is whether we

15

believe we live in a hostile or a friendly universe.

16

When I read that, I realized that the last however

17

many years of my life, I had just assumed that the

18

universe was out to get me, that I lived in this

19

hostile place.

20

what had happened with my dad and everything.

21

said, what if your dad dying wasn't the worst thing

22

that ever happened to you?

23

the best thing that ever happened to you?

24

would not be able to go inspire people and tell people

25

what they can do?

And I had shared with this student
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you wouldn't be able to transmute it into helping

2

other people make changes in their lives?

3

He said, maybe it is your attachment to

4

thinking he should have been here that causes you the

5

pain, not the fact that he isn't.

6

of that before, but the part of that quote that

7

changed my life wasn't the friendly universe part so

8

much as the word "decision."

9

decide what I believe, I had never even considered

I had never thought

The fact that I could

10

this in my life.

11

you believed what you believe, and some people believe

12

what's right and some people believe what's wrong.

13

had no idea that I could choose my beliefs.

14

I had been raised to believe that

I

And so from that point forward, I chose to

15

believe that I lived in a friendly universe.

I

16

created a painting called The Friendly Universe.

17

started writing a book called The Friendly Universe.

18

I started a podcast called The Friendly Universe.

19

wanted to start to give this message to other people,

20

but I needed to live it first.

I

I

21

Over the years since I've changed that

22

perception, now I'm completely healed around losing my

23

father, but I continue to look for more and more

24

opportunities to grow myself.

25

time with Tony Robbins.
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1

retreats.

2

spend some time with shamans to do some Ayahuasca

3

ceremonies, done everything that I possibly can to be

4

able to heal myself, because ultimately the money's

5

just part of it.

6

can't figure out a way to live in a zone where you're

7

happy because you choose to be, not because things

8

just happen to be going great, then you'll never

9

figure out the true key to happiness, and that is to

10
11

I went down to Peru and to Guatemala and to

If you can't get life right, if you

choose to live in a friendly universe.
So the reason I tell you guys this story, it's

12

not for your sympathy.

13

person in this room has lost someone.

14

experienced that.

15

just because it's exciting and we can make all this

16

money for the next two, five, ten years of your life,

17

that the rainbow (inaudible).

18

I know that every single
You've all

But I don't want you to think that

There will come a point, real estate or not,

19

where you get a phone call and found out that you lost

20

somebody you love, or sit down in a front of a doctor

21

and they'll tell you (inaudible).

22

AMBER GUZMAN GUZMAN:

(Off mic.)

Hey, okay, I've actually

23

still got Arlene sitting right outside.

24

on a few things.

25

(Inaudible) taking so long.

MS. BAZAN:
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1

UNIDENTIFIED SPEAKER:

I've got all of the

2

pieces that I'm putting together for your game plan

3

already so, if you just let me, I'll come tap on your

4

shoulder, and we'll spend a few minutes.

5
6

MS. BAZAN:

9

I just wanted to make

sure I didn't miss it.

7
8

Oh, sure.

UNIDENTIFIED SPEAKER:
it.

Yeah, thanks.

No, you will not miss

I'm the one who was late.

TREY STINNETT:

And I remember before he passed

10

away, he told me exactly what he wanted to make sure

11

that he did with the money that was his to make sure

12

that my mom would be okay.

13

MS. BAZAN:

14

TREY STINNETT:

Sorry.

Thank you.

And to this day, she has not

15

had to work.

16

I do not help her.

17

reserve ready to help her in the event that something

18

did go sideways.

19

She spends every penny that she gets, so
You better believe, I have got a

So I have a video I want to show you guys that

20

was also shown to me by one of my students after I

21

told this story, and I thought it was very powerful,

22

and I want to share it with you all now.

Please -- he

23

does mention God a couple times in here.

Maybe you

24

guys don't all believe in the same stuff.

25

the baby out with the bath water.
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1

powerful message.

Also, don't judge him because he

2

doesn't know who Miss America is, okay?

3

(Video played.)

4

STEVE HARVEY:

"I'm going to share something

5

with you.

I'm going to tell you something that every

6

successful person has to do, including you.

7

it or not, every successful person in this world has

8

jumped.

9

Eventually, you are going to have to jump.

Believe

I'm going to tell you what I mean by that.
You cannot

10

just exist in this life.

11

If you are waking up thinking that there's got to be

12

more to your life than it is, man, believe that it is.

13

Believe in your heart of hearts that it is.

14

get to that life, you're going to have to jump.

15

You have got to try to live.

But to

Now, I'll tell you why I call it jumping.

See,

16

God, when he created all of us, he gave every last one

17

of us a gift at birth.

18

without endowing them with a gift.

19

quit looking at gifts as running, jumping, singing,

20

and dancing.

21

how to network, if you can connect dots, if you draw,

22

if you teach, some of you all fry chicken better than

23

anybody else, bake pie.

24
25

He never created a soul

It's more than that.

You just got to

It's if you know

Some of you cut hair, color hair.
do the grass.

Some people

I got a partner, man, who never wanted
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1

to go out with us because we stayed out too late.

2

Come on, man, go out with us.

3

early in the morning, cut Ms. Johnson's grass.

4

kept laughing at this dude.

5

they pay you?

6
7

No, I got to get up

Cutting grass?

We

How much

He got a landscaping company in Cleveland worth
$4 million.

8

(Applause.)

9

STEVE HARVEY:

10

because he was gifted at it.

11

detail shop, make $800,000 a year detailing cars.

12

got six mobile trucks running around, $800,000 a year.

13

All he do is detail cars.

14

what he learned to do.

15

Because all he do is cut grass,
I got a partner own a

That's his gift.

He

That's

You got to identify that gift.

Now, listen to me.

When you see people in

16

life, when you're standing on the cliff of life and

17

you see people soaring by, when you see people

18

soaring, going to exotic places, you hear about them

19

doing wonderful things, maybe you look up the street

20

and your neighbor just gets a car every year, every

21

two years.

22

thought maybe this person right here has identified

23

their gift and is living in their gift, because your

24

Bible says -- it's your Bible -- it says your gift

25

will make room for you.

Well, how is he doing that?
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1

Your gift, not your education.

You go get an

2

education, that's nice, but if you don't use your

3

gift, that education is only going to take you so far.

4

I know a lot of people got degrees, man, and they

5

ain't even using them.

6

way for you to soar and you got to jump.

7

take that gift that's packed away on your back, you

8

got to jump off that cliff and pull that cord.

9

gift opens up and provides the (inaudible).

It's your gift, but the only
You got to

That

If you

10

don't ever use it, you just going to go to work, and

11

if you getting up and going to work on a job every day

12

that you hate going to, that ain't living, man.

13

You're just existing.

14

At one point in time, you ought to see what

15

living's like, but the only way to see what living's

16

like, you got to jump.

17

to just be real with you.

18

tell you something, your parachute will not open right

19

away.

20

it don't.

21

away.

22

get some skin tore up on the cliffs.

23

all your clothes tore up.

24

on you.

25

I'm sorry.

Here's the problem.

I'm going

When you first jump, let me

I wish I could tell you it did, but

When you jump, it's not going to open right

You're going to hit them rocks.

You going to

You going to get

You going to get some cuts

You going to be bleeding pretty bad.
But eventually, eventually the parachute has to
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1

open.

That is a promise of God.

2

That's a promise.

3

listen to me, you cannot name one single thing God has

4

not gotten you through.

5

you through, he currently pulling you through it right

6

now.

7

in here.

8

wouldn't even be here.

9

you through it, why would he not let your parachute

These promises are true, because

Name it.

And if he ain't got

And the living proof over there is you sitting
If he hadn't got you through it, you

10

open?

11

to jump, though.

12

That ain't a theory.

So if he ain't never not got

It has to open, man, but now and then you got

Now, here's another thing.

You can play it

13

safe and deal without the cuts and the tears, and you

14

can stand on that cliff of life forever safe, but if

15

you don't jump, I got another promise I can make you.

16

Your parachute will never open.

17

You'll never know what God really had for you.

18

your God has a wonderful life for you.

19

am going to refer to your God.

20

and you memorize these scriptures, you going to apply

21

them to yourself.

22

You'll never know.
So

Once again, I

Now, you go down there

Your Bible says that he comes to give you life

23

and give you life more abundantly.

If I were you, I

24

would jump, because that's the only way to get to that

25

abundant life.

You got to jump, man.

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

You got to take

EX 7, p. 256

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 258 of 389
257
1

a chance.

2

those of you who will discuss this in the car.

3

I got bills, and I got bills.

4

and you clean up all your junk, you don't have bills.

5

Well, if I quit my job, I am going to ruin my credit.

6

If you got a job, you're living check to check.

7

if you got A-1 credit, you can't buy nothing else no

8

damned way.

9

Now, when I get through talking, there are
Well,

Well, if you stay home

Even

At one point in time, do yourself a favor.

10

see what God really do.

God hold you up, man.

11

ain't going to let you fall.

12

to let you fall.

13

you leave this world, before you die, jump.

14

one time.

Go

He

He didn't bring you here

Do yourself a favor, man.

Before
Just jump

Just jump.

15

Thank you very much.

16

(Applause.)

17

(End of video.)

18

TREY STINNETT:

19

All right, guys, 1:43.

Pretty powerful stuff, huh?
Let's do a quick break

20

real quick, and then we're going to dive back in with

21

market selection, and we're going to go over that

22

divorce preforeclosure deal from yesterday.

23

right now 1:43, so about ten minutes, something like

24

that, 1:53, be back in your seats, and we're going to

25

keep going from there.
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1

(Music.)

2

MS. BAZAN:

3

UNIDENTIFIED SPEAKER:

4

MS. BAZAN:

5

Do you need some?

Are you sure, because I have a

second one.

6

UNIDENTIFIED SPEAKER:

7

MS. BAZAN:

8

packet.

9
10

(Inaudible).

I'm going to suck it up.

Oh, here you go.

I have a second

You can take it.
Are you sure you don't want it, because I --

okay.

11

UNIDENTIFIED SPEAKER:

12

MS. BAZAN:

(Inaudible).

I do that, too.

Like if I'm

13

emotionally connected enough to someone, who's saying

14

something really sad, I'll start crying, too, just

15

like -- I tell people I'm a sympathetic crier.

16

(Music.)

17

TREY STINNETT:

All right.

You guys grab your

18

seats.

19

still a couple people -- no, they're signing

20

paperwork.

21

We are going to get rolling again.

Okay, all right.

There are

So let's talk about market

22

selection.

So I was teaching one of these classes.

23

was in Seattle, Washington.

24

two years ago, and this guy sitting in class one of

25

one of those grumpy ones, and it was probably like the
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1

middle of the day Saturday, and he says to me, he

2

goes, Trey, nobody knew the recession was going to

3

happen.

4

like, nobody knew.

5
6

I'm, like, come on, dude, people knew.

He's,

Guys, did people know the recession was going
to happen?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

Yes.

Yeah.
Maybe we didn't know, but

9

do you think that people who were in the know knew,

10

the people with the money, the people that ran the

11

hedge funds and stuff like that?

12
13

Of course.

And do you think that maybe the Government
knew?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

Oh, no.

Did the Government tell us?

16

They did tell us.

17

supposed to get your information from the Government?

18

You get it from their websites, from their white

19

papers.

20

the problem for most people is, where do they get

21

their information?

22

okay?

23

the news, and that was the most amazing sneeze I've

24

ever heard.

25

The problem is, where are you

You get it from stuff that's released on --

All right.

In the news, right?

Fake news,

People get their information from

So most people get their information from the
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1

news.

2

mouthpiece of whatever propaganda of the week it is.

3

It's always the same stuff across every news station.

4

By the time you hear about it on CNN, MS-NBC, Fox

5

News, name your propaganda machine, it's already been

6

known about by the powers that be for probably months.

7

The problem is the news is just a regurgitated

And so he told me, he's, like, you're just a

8

conspiracy theorist.

9

prove it.

10

You can't prove that.

Let me

So if you go -- there's a website here

called FHFA.gov, right here, okay?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

13

Finance Agency.

14

this.

15

Index, the CPI?

Okay?

FHFA?

Yeah, dot-gov, Federal Housing

Did I go too quick?

It looks like

Are you guys familiar with the Consumer Price

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

Yep.

So what is that?

It's a basket

18

of goods, right?

19

loaf of bred, car.

20

'78, '98, 2008, 2018, right?

21

do is they take a basket of goods, and they compare

22

the prices across time to figure out, okay, what is

23

the rate of inflation.

24
25

So it's going to be eggs, milk, a
What did things cost in 1958, '68,
So basically what they

Now, there is another way to figure out the
rate of inflation.
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1

Federal Reserve is printing, because that's what

2

inflation is, is the devaluation of the dollar.

3

the last time that we audited the Federal Reserve --

4

oh, wait, we have never actually audited the Federal

5

Reserve, not even once, but if we were to, we could

6

figure out what the rate of inflation is, but since we

7

haven't done so yet, we have to use this Consumer

8

Price Index to be able to figure out the actual rate

9

of inflation.

10

So

Now, the Consumer Price Index does not include

11

real estate prices, so we need a different price

12

index.

13

the Consumer Price Index, it pegs the price of

14

consumable goods across a period of time.

15

Price Index tracks the price of housing over time.

16

if you go on this website here, FHFA.gov, and you find

17

the Housing Price Index.

18

right here, Housing Price Index, the housing price

19

calculator, and you want the HPI, all right?

20

This is the Housing Price Index.

Much like

The Housing
So

If you scroll down, it's

So you click a few links, you download it, and

21

it looks like this.

All right.

Housing prices rose

22

1.6 percent in the fourth quarter.

23

right, so these are the seasonally adjusted house

24

prices for 1991 to 2017.

25

2008, right?

That's good.

All

When did the market crash?

So let's look at when we actually had a
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1

warning or an omen that the market was going to go

2

down.

3

It's actually right here, the second quarter

4

2007, a full four quarters before the market actually

5

crashed, before the stock market went down, before it

6

hit the news and the media, before presidential

7

candidates started talking about it.

8

had a year heads-up.

9

So we actually

Now, you might say, well, yeah, but, I mean, it

10

wasn't that far down.

11

quarters every once in a while, right?

12
13

You probably see negative

UNIDENTIFIED SPEAKER:
the index again?

The index is --

14

TREY STINNETT:

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

17

UNIDENTIFIED SPEAKER:

18

number.

19

So what's the value of

Housing prices.
-- housing prices?

Yeah.
So we had a negative

I'm not following your logic.
TREY STINNETT:

This is appreciation rates.

So

20

right now we just had -- the last quarter, we went up

21

1.6.

22

the last quarter.

23

started the recession was 2007, second quarter.

24

the second quarter of 2007, we had our first negative

25

quarter.

It says that here at the top, 1.6 percent over
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1

Now, you might say, well, that's not a big

2

deal.

We always see that, right?

3

time we had a negative quarter was 1992, okay, and it

4

was only once, and it was only 0.1 percent and

5

immediately rebounded up, okay?

6

here, you say, hold on a second, maybe we should have

7

been paying a little more attention, because that was

8

double the worst quarter we had ever had in the last,

9

at that point, 15 years, and in the next quarter, it

10

was negative 1.23.

11

negative 5 percent return, okay?

Actually, the last

So when you look up

If you annualize that, that's a

12

You may be able to take a negative 5 percent

13

loss in the stock market, but real estate doesn't do

14

that.

15

warning sign.

16

worse and worse, to the point that our worst quarter,

17

fourth quarter of 2008, we lost 3 percent in one

18

quarter alone in real estate.

19

Real estate starts going down like that, it's a
And then, of course, it got worse and

So while the stock market moves like this

20

(indicating), right, the real estate market moves like

21

this (indicating), okay?

22

down, but it goes in waves, and if you catch the waves

23

right, it never actually ends up showing up in there.

24
25

So it still goes up and

So what we can look at here is we can see
there's actually negative appreciation until when?
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1

Third quarter of 2011.

2

in 2009.

3

until 2011.

4

longer for it to recover, and it will take longer for

5

it to go down, longer for it to come up, okay?

6

moves in waves.

7

heads-up that the real estate market was softening.

8

The people who manage billions of dollars, the hedge

9

funds, the multibillionaires, the millionaires, the

10

people who are working in real estate consistently,

11

they look at stuff like this.

12

coming, okay?

13

So the stock market came back

The real estate market didn't come back
So that's what I mean by waves.

So it to

So it

So we actually had over a one year

They know what's

The worst part for me is I knew about this

14

resource.

15

distracted.

16

stay involved and stay plugged in and constantly be

17

looking at stuff.

18

I just wasn't using it because I was
So this is why I say it's important to

So the market started going down.

Now, this source is not just a way for me to

19

prove that guy in my class that he knew when the

20

market was going down.

21

resource right now to help you figure out what markets

22

are the best to invest in.

23

what we're at now just to kind of see if there's an

24

omen.

25

This is also a valuable

So let's kind of look at

Nope, we're pretty good right now.
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1

estate has been pretty consistent, 1.5, 1.6 for

2

basically the last couple of years.

3

quarters where it wasn't as hot, but what we're not

4

seeing is this stuff right here, 2.62 percent, right?

5

That's a 10 percent annualized growth in real estate.

6

If you start seeing growth like that, that's when

7

other people are getting greedy, so you should get

8

what?

9

people are being scared, that's when you should get

10
11

We had a couple

You should start to get scared.

When other

greedy.
So right now we are at a nice medium rate, so

12

about 1.5, 1.6, and we have been there every single

13

quarter.

14

technically Q2 right now.

It usually takes them about

15

two months to get it out.

So we're looking at the end

16

of May before you'll see Q2; however, you can use this

17

resource to also show you which parts of the country

18

are doing the best.

19
20

So Q1 is not out yet, even though it's

Anybody know what's the fastest growing part of
the country right now?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

UNIDENTIFIED SPEAKER:

Colorado?

24

UNIDENTIFIED SPEAKER:

Florida?

25

TREY STINNETT:
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1

mountain are tied.

So California, Utah, Colorado,

2

Oregon, basically all those areas, followed by

3

Florida.

4

Then you've got -- the east/south central would be

5

kind of like the Georgia area, down there.

6

then -- so you guys are -- I guess this is you, south

7

central, yeah.

Then you're going to do down here in Texas.

And

That's east -- west -- okay.

8

So here's our tops.

9

Pacific and south Atlantic.

Our top ones are mountain
That's cool, but it

10

doesn't really do us very much good to know where we

11

should be looking.

12

by actual metropolitan statistical area.

13

by state, okay?

14

We want to go closer.

We can look
We can look

This is a very good resource.

All right.

Did anybody see it?

What's the

15

number one place in the United States for appreciation

16

right now?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

Washington?

Fifteen percent right here in

19

the (inaudible).

In fact, does anybody know the first

20

market to rebound after the last recession?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

guess why?

24

sure.

25

D.C.

D.C.
Does anybody want to

Everybody moved here for the weather, I'm

UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

Number two, state of

2

Washington.

3

money, like, down the street.

4

enough.

5

which, again, it kind of shows me a little bit of

6

where the money's going, but if I'm going to actually

7

choose a market to buy rental properties in, I'm not

8

going to buy rental property in a state.

9

going to buy rental property?

10

let's dig a little bit deeper.

11

It might be because they're printing the
Idaho, interestingly

Nevada, Utah, Colorado.

These are statewide,

Where am I

In a city, okay?

So

Oh, first, let's see what -- what's the worst

12

state in the country?

Number 51 of 50, Mississippi.

13

I like how that works.

Here's kind of the math you

14

can look at to see where areas are hotter, so you will

15

notice that this area right here tends to be the

16

warmest areas, interestingly enough.

17

All right, let's see here.
Just kidding.

You should read

18

over all this later.

19

tells you how they run the numbers and stuff.

20

right, here's your metros.

21

metros.

22

They share an airport.

23

So Tacoma/Seattle, 15 percent.

Port St. Lucy at 14

24

percent.

Mount Vernon,

25

Washington, also at 13 percent.

All

All right, the top 120

Number one, Tacoma.

Number two, Seattle.

It's basically the same place.

Vegas at 13 percent.
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1

are the areas that have the highest appreciation,

2

okay?

3

What do they have in common?

Legal marijuana,

4

legal marijuana, medical marijuana, medical marijuana,

5

medical marijuana legal marijuana, legal marijuana,

6

medical marijuana, legal marijuana, legal marijuana,

7

legal marijuana, legal marijuana, and then where

8

everybody's going to die when they retire.

9

basically it, okay?

10

So that's

If Florida legalizes, my guess is

real estate might tick up a little bit there.

11

Do you guys know what the vote has to be to

12

actually legalize on a referendum in Florida?

13

not 50 percent plus one vote.

14

because they got 60 percent in favor, and they still

15

did not pass medicinal marijuana.

16

percent or 67 percent in order to pass a referendum.

17

Crazy.

18

All right.

It's

In order to legalize,

So, let's see.

It has to be 66

I've got an

19

alphabetical listing in here somewhere.

20

any areas of the country you guys are interested in

21

seeing?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

Key West, Florida.

Key West, Florida, let's go.

24

It doesn't exist.

25

statistical area, so it's going to be --
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

3

-- it's going to be like a city

area.

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

6

Monterey, California.

Oh.

What's the biggest city near

Key West?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

Miami.

All right.

So Miami is at 7.5.

9

Then you can also look at what has it been since 1991.

10

So 7.5 and 288 percent versus, like, Washington, D.C.,

11

461 percent.

12

me, when I see that high of a run-up, I am not as

13

bullish, because I'm, like, if it's gone up 15 percent

14

and it's already done 461, that is begging for what?

Isn't that crazy?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

All right.

So, for

Fallback.

Correction.
Correction.

All right?

Versus something

19

that's been 12 percent that's only now at 244, okay,

20

that's a different Washington.

21

It's 11 percent, only done 202.

22

can kind of see, all right, the growth trend is in the

23

right direction, but it hasn't gone up a tremendous

24

amount, so it can probably continue to go.

25

Idaho, the same thing.
Nevada, 139.

So I

What's another area you guys want to see?
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UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

3

Where else?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

6

Richmond.

Richmond?

6.85.

(Inaudible).

It does it by the city, so just

give me a city.

7

UNIDENTIFIED SPEAKER:

San Diego.

8

UNIDENTIFIED SPEAKER:

Charleston.

9

TREY STINNETT:

10
11
12
13

San Diego, 8.14.

Charleston

what?
UNIDENTIFIED SPEAKER:

Charleston, South

Carolina.
TREY STINNETT:

11.7, and only a 267 over

14

the -- since 1991, and only 64 percent over the last

15

five years.

16
17

So is that where you guys are from?

UNIDENTIFIED SPEAKER:

TREY STINNETT:

19

UNIDENTIFIED SPEAKER:

Where's that accent from, then?
It's actually a

Tennessee accent.

21

TREY STINNETT:

22

UNIDENTIFIED SPEAKER:

23

No, but we like

Charleston.

18

20

No?

Tennessee?
Tennessee, Virginia,

North Carolina, Florida, Texas, California.

24

TREY STINNETT:

25

UNIDENTIFIED SPEAKER:
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1

North Carolina?

2

TREY STINNETT:

7.93.

3

Where else?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

Norfolk.

Norfolk?

3.48.

That's all

6

right, look at Houston, 5.34, so it's not doing much

7

better.

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

Tampa, Florida.

10

double the national average.

11

average is 5, 5 and change.

12
13

What about Tampa?

UNIDENTIFIED SPEAKER:

8.69, so about

Right now, the national

Do you have a rule of

thumb that you use?

14

TREY STINNETT:

As far as percentage?

No.

So

15

it's more like, okay, I want to go looking for rental

16

properties, okay?

17

individual properties in that area must meet the 1

18

percent -- bless you --

Rule -- my rule of thumb is that

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

Thank you.

-- so appreciation is a bonus,

21

right?

22

I want to go into an area that has market

23

appreciation.

24

me go look in those areas.

25

So when I'm going to buy my rental properties,

So this does give me an idea, okay, let

So now I can go look in Washington and I can
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1

figure out, okay, look at my software, what is the

2

median price here?

3

at least 1 percent of that, I'm not even going to look

4

any closer, okay?

5

just bonus money, okay?

6

And then if the rent there is not

So remember that appreciation is

The other rule of thumb that I follow is if

7

it's a rental property, I want it in a red state.

8

What do I mean by a red state?

9

blue states.

There's red states and

Okay, blue states tend to be democratic,

10

and red states tend to be Republican.

11

talking politics now.

12
13

You ready?

Yeah, we're

Okay, here we go.

Red states, Republicans, who do Republicans say
that they represent?

14

UNIDENTIFIED SPEAKER:

The people.

15

UNIDENTIFIED SPEAKER:

Business owners.

16

TREY STINNETT:

Business owners, right?

The

17

upper middle class, people that have companies, stuff

18

like that, okay?

19

laws that favor landlords or tenants?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22

Are they more likely going to have

Landlords.

Blue states,

Democrats, who do they say they represent?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

Landlords.

The poor, right?
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1

more in favor of the tenant or the landlord?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

Tenant.

The tenant, okay?

So we got

4

Republicans that handle the upper middle class.

5

got Democrats that handle the lower middle class.

6

takes care of the middle middle class?

7

on your own, okay?

8

states on rentals is because I'm a landlord in those

9

states, right?

10

those states.

11

We've
Who

I guess you're

So the reason I want to be in red

So I have my rental properties in

Now, that's not carte blanche, but when you

12

look specifically -- a perfect example is Seattle.

13

What color state is that?

14

Seattle has got great appreciation rates.

15

is I can't build -- I can't do an apartment conversion

16

in Seattle anymore because if I move somebody out of a

17

Seattle property, I have to pay for them to move into

18

the other property.

19

for their deposit, and I have to move for their moving

20

expenses.

21

to do a renovation and change it, I have to pay, like,

22

$3,000 to $5,000 on every single unit.

23

doesn't make any sense to do apartments anymore in

24

Seattle.

25

That's a blue state, okay?
The problem

I have to pay for them down --

So if I discontinue a lease because I want

So it just

So all that Seattle is going to have is new
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1

builds and only crappy properties.

2

rid of the B.

3

A apartments, because they wanted to protect the Cs.

4

So now there's not going to be any Bs left.

5
6

They are getting

It is just going to be C apartments and

UNIDENTIFIED SPEAKER:

Is that even if you let

their lease run out?

7

TREY STINNETT:

Yeah.

8

UNIDENTIFIED SPEAKER:

Ooh.

9

TREY STINNETT:

So if you're making them

Yeah.

10

move, you're saying I'm not going to renew your lease,

11

then you have to pay for them to move.

12

crazy?

Isn't that

13

UNIDENTIFIED SPEAKER:

Yes.

14

TREY STINNETT:

15

So they think the laws might get changed back,

Welcome to Seattle.

16

but we're not waiting to see.

17

elsewhere, so if the Government pushes you out, man,

18

you got to make your move.

19

in other areas.

20

We're taking our money

That's why we're looking

But this is a very good resource for being able

21

to find different areas of the country, see where

22

they're ranked.

23

Washington, Nevada, and Florida, and I think Texas

24

made -- barely made the list, in Dallas, okay, but I

25

wouldn't move to Dallas, man.
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1
2

years there.
Now, once I figure out an area I want to go

3

live in, then I can look at rent rates.

4

website, write this down, rentometer.com.

5

allows me to figure out what the area market rent is

6

if I'm going to buy a property and rent it out.

7

I've already established that a property meets a

8

certain dollar amount, does the rent equal 1 percent

9

of that dollar amount?

Okay, this

So if

Somebody give me an address of

10

a property in the United States.

11

something else.

12

Yeah, give me an address.

Any property.

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

15

UNIDENTIFIED SPEAKER:

16

Here's a

Not your house,

What have you got?

2707 Pleasantvale --

What was it?
Pleasantvale, one word,

Pleasantvale Road.

17

TREY STINNETT:

How do I spell it?

18

UNIDENTIFIED SPEAKER:

P L E A S A N T

19

(inaudible) Road, (inaudible).

20

TREY STINNETT:

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

UNIDENTIFIED SPEAKER:

-- V A L E.

24

TREY STINNETT:

That is not a word, man.

25

P L E A S A N --- N T --

T?

Vale?

Is that in Virginia?
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1

UNIDENTIFIED SPEAKER:

2

All right.

3

house.

4

this area?

5

Yeah, that's Virginia.

So let's say that's a three-bedroom

So what does a three-bed house rent for in

All right.

So now we know, the median right

6

there is probably about $2,400, average is $2,500.

7

can see other properties for rent in the area.

8

gives me an idea.

9

willing to spend to buy that house, maximum, would be

10

$230,000, okay?

11

less than that?

I

This

So the maximum amount I would be

So do you know if it's worth more or

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

It's more, 400.

Probably wouldn't buy it at

14

400, right?

So probably not a good rental market.

15

doesn't mean you can't do flips there, right?

16

is just kind of a rule of thumb, gives me the ability

17

to kind of figure out, okay, what would houses rent

18

for in those areas?

19

all right, now I'll go look for actual rental

20

properties.

21

evaluate the specific rental property using my

22

cash-on-cash rate of return and my year one ROI

23

formulas, just use the stuff that I taught you guys.

24

So it allows us to kind of get closer and closer and

25

segment until we find the perfect spot to be in.

So this

If it meets the 1 percent rule,

Great, I found one.

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

It

Now, let me actually

EX 7, p. 276

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 278 of 389
277
1

Now, on flipping, if I'm going into a new

2

market, the way that I'll do flipping -- and you can

3

do this with our software or you can do it with a

4

realtor -- is let's say you go into a city, and the

5

city looks something like -- I'll do this, maybe

6

something like that, do a loop around the city, maybe

7

like another loop around the city, and then maybe like

8

a road that goes that way and something here,

9

something like that, all right?

10

Anybody know what

city that is?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

San Antonio?

Houston.

Close.

Oh.

All right.

So let's say that I

15

can call my realtor up in Houston and I say, all

16

right, what is the average days on market in Houston?

17

And she says, well, right now, Houston is looking at

18

about 90 days on market.

19

me the areas where properties are selling in 45 days

20

on market or list?

21

looking for hypermarkets.

22

like a hypermarket strategy here.

23

this at advanced levels, but I'll give it to you now.

24
25

I say, okay.

Can you tell

So this is what I'm doing.

I'm

I'm just giving you guys
We usually teach

And that is, okay, what areas of this market
are selling in 45 days or less?
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1

(inaudible) Park to Clear Lake that are.

2

(inaudible) down here that are, maybe up in the

3

Woodlands.

4

does, and then right here in the Heights.

5

all sell in less than -- less than 45 days.

6

wonderful, all right?

7

You've got

You have got this part here in Cady that
These areas
I say,

Now, within those areas, what is the median

8

house price?

9

area.

They say, okay, well, it depends on the

If you're down here, the price is about 150K;

10

if you're over here, the price is probably about 200K.

11

Up here, it's probably about 350.

12

probably about 300.

13

about 600K.

14

Over here, it's

And in here, they're probably

Okay?

Now, what I'm going to do with my software, or

15

you can do this sitting down with a realtor as well,

16

is I'm going to set up alerts, okay?

17

alert to let me know every time there's a fixer-upper

18

in every one of those areas.

19

not like a check-box on the MLS for fixer-upper.

20

what you have to search for is terms, like TLC,

21

fixer-upper, handyman special, stuff like that.

And I want an

The problem is there's

22

But does every realtor use the same term?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

difficult to find the property.
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1

that we do it.

2

me any time there's a 3/2 that's selling in this area

3

for 150, 100, 75, 300, 175.

4

percent of the days on market, and then I did 50

5

percent of the ARV.

6

found myself some fix-and flips in areas where

7

properties move faster, because nobody would be

8

selling that property in an area like that where they

9

move that fast for half price unless there were some

10
11

I'll actually say, okay, well, alert

So what did I do?

50

Crossing those over, now I've

problems with the property.

Does that make sense?

So this is, for example, one of the things you

12

can set up to start to get properties rolling in to

13

you, and then you can evaluate them as they come to

14

decide, okay, this one, that one, and then I can go

15

purchase them for a flip, okay?

16

more way of being able to kind of automate and

17

systemize the process to have stuff coming in to you

18

periodically.

19
20

UNIDENTIFIED SPEAKER:

So just kind of one

So just to be clear, so

your half, that's half of the average for that area.

21

TREY STINNETT:

Median, yeah.

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

Okay.

At that house size.

So what's

24

the median, three/two in this area, and then I'll set

25

it up to give me half.
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1

what do I do?

I tweak it up.

I'll push it up to 60

2

percent, okay, or something like that.

3

you know, cut and dried.

4

You can go a little bit into a gray area here, but you

5

want to be smart about it in general.

So it's not,

It's not black and white.

6

What was that, Trey, music?

7

Okay.

Not yet.

Please pull out a pen and paper, and on

8

your pen and paper, draw nine dots.

And please, using

9

only four strokes of your pen, never lifting your pen

10

from the papers, connect all nine dots.

11

straight lines.

Do not lift pen.

12

(Music.)

13

TREY STINNETT:

So four

Ready, set, go.

If you've seen it before, don't

14

cheat.

When you think you've got it, go ahead and

15

raise your hand and I'll take a look.

16

UNIDENTIFIED SPEAKER:

You can't

17

Google it.

18

the way across.

19

of your pen, never lifting your pen from the paper.

20
21
22
23

Oh.

You got it.

Unfortunately that line is not all
So cross all nine dots, four strokes

UNIDENTIFIED SPEAKER:

Cross them or connect

the dots?
TREY STINNETT:

I don't -- just make sure the

line goes through them, whatever word you want to use.

24

(Music, off-mic conversation.)

25

TREY STINNETT:
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1

UNIDENTIFIED SPEAKER:

I got it.

2

TREY STINNETT:

That guy got it real

3

Yeah.

quick.

4

UNIDENTIFIED SPEAKER:

5

(Music, off-mic conversation.)

6

TREY STINNETT:

7

to see how to do it?

All right, time's up.

You want

I don't know, so let's go.

8

All right.

9

UNIDENTIFIED SPEAKER:

10

I don't have a good pen.

So how many lines?

TREY STINNETT:

Four.

Four lines, never lifting your

11

pen from the paper.

12

okay, bada-bing.

13

now someone will go, you went outside the -- there's

14

no damned box, man.

15

mind, all right?

16

outside the box, you'll be able to make these things

17

work, which is exactly what we have to do to make this

18

deal work from yesterday.

19

Ready, and one, two, three, four,

How about them apples?

All right,

You just created the box in your

So sometimes if you think a little

Do you guys remember yesterday we talked about

20

a divorce preforeclosure with both the people -- both

21

the members of the couple are perfectly capable of

22

being able to pay for the payments, but they refuse to

23

because they're just being stupid?

24

is a bad deal.

25

work.

And we said this

We couldn't find a way to make it

I told you we could, and we're going to do that
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1

by utilizing a strategy that we learned yesterday.

2

fact, we are going to utilize two strategies we

3

learned yesterday and combine them both into a single

4

deal.

5

In

So yesterday morning, we talked about using a

6

lease option as a way of acquiring a piece of

7

property.

8

afternoon we talked about using a lease option as a

9

way of selling a property.

Do you guys remember that?

Then in the

So let's do this as a

10

sandwich lease option, where we are going to put two

11

lease options on the same property, one for purchase

12

and one for sale.

13

option because one lease option is the top piece of

14

gluteny goodness here, that is going to be the seller,

15

and then the bottom piece down here is going to be the

16

buyer, and what's in the middle is for you.

17

sandwich term, we call that the spread.

18

We call this a sandwich lease

To use a

I am so good.

Anyway, so that middle part is what you get to

19

keep, and that's the difference between what you're

20

paying the seller and what you are getting from the

21

buyer -- from the buyer.

22
23

UNIDENTIFIED SPEAKER:
for me?

24
25

Can you go back there

TREY STINNETT:
right.

Oh, yeah.

(Inaudible).

All

So we've got...
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1

Okay.

So we have the seller.

Then we have you.

We have the

2

buyer.

Now, first things first.

3

Our purpose here is to do a lease option, which means

4

it's going to be a cash flow deal.

5

get a down payment plus a monthly amount.

6

an ad in the paper, and it says, "Property available,

7

owner-financed," and 10,000, 20,000, whatever amount

8

you think down, and no credit check, all right?

9

can put that ad in the paper now.

We are going to
So we put

You

You don't have to

10

wait until you have a property.

11

get calls, see who's calling you, okay?

12

tell them, oh, that property's not available anymore.

13

We're looking for one right now.

14

Then you can go find something that makes sense.

15

You'll just start to
Then you can

What can you afford?

So what we're going to do is we're going to

16

talk to this -- there we go -- we're going to talk to

17

this divorced couple, and we'll just tell them,

18

listen, what my company does is we specialize in

19

helping homeowners who don't have good credit be able

20

to move into a property, fix up their credit, and then

21

purchase it within three to five years.

22

lease option company.

23

So we are a

And what we'll do is we will find a person for

24

you to come in and move into that house.

25

that we will do this is we will guarantee their
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1

parents.

2

then we will handle it with them.

3

fee from them instead of from you.

4

seller says, okay, sure, sounds great.

5

So you'll sign the lease option with us, and
We will take our
Sound good?

The

So I'm not trying to trick them or pull the

6

wool over their eyes.

I'm telling them exactly what

7

I'm doing.

8

their house, but in order for me to guarantee the

9

payments, I need them to go ahead and fill a lease

I'm going to go put a lease option on

10

option out with me, all right?

So let's start with

11

our lease option to purchase, our agreement with the

12

seller.

13

So what are the four parts of an option?

14

UNIDENTIFIED SPEAKER:

(Inaudible).

15

TREY STINNETT:

So I'm going to go to

Okay.

16

the seller, and I am going to say, all right, so let's

17

go ahead and set this thing up.

18

to take for the person that I'm going to put in this

19

property to be able to fix up their credit?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

How long is it going

A year.

Yeah, probably a couple years,

22

right?

So I want to give it a buffer, though, so I am

23

going to tell this guy the same thing that Julie did

24

on that land deal from yesterday, and I am going to

25

say, let's do five years.
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1

UNIDENTIFIED SPEAKER:

Five years.

2

TREY STINNETT:

And I tell him it will

Okay.

3

probably be sooner than that, but it's probably going

4

to be out as far as about five years, all right?

5

Now, the next thing I've got to figure out is

6

my price.

How much am I going to pay for the

7

property?

Well, what's the minimum I can pay?

8

460, right?

9

get any lower than that; otherwise, they could just

10

That's what they owe.

The

I am not going to

sell the house.

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

13

the price, okay?

14

consideration.

Right.

All right.

So we're at 460 on

Now, nonrefundable option

What's the minimum I can give them?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

(Inaudible).

Remember yesterday.

What's the

17

point -- we're in foreclosure here, so we've got to

18

make sure they don't go into foreclosure, right?

19

even though technically a dollar is the minimum I

20

could do, what's (inaudible)?

21

because that's how much they're behind.

22

that 14K.

Yeah, the $14,043,

23

Then what's my lease going to be?

24

UNIDENTIFIED SPEAKER:

25

So

So let's call

Will you lease it for

the payment --
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1

TREY STINNETT:

Yeah, because all I'm going to

2

do is be making that payment, right?

3

make sure the payment's made to the bank.

4

agreement with the homeowner.

5

not making the payments to you.

6

payments to the bank on your behalf, and that counts

7

as a credit towards my rent, okay?

8

lease.

9

So I want to
That is my

I'm saying, listen, I'm
I'm making the

The $4,300 on the

And by the way, I know these numbers are a

10

little high for your areas.

11

you are going to do one here, okay?

12

now I've got this thing in place.

13

need to make sure you do here under your lease option.

14

Number one, you need to make sure, like I said

15

yesterday, that the lease allows you to do

16

construction, if necessary.

17

Just cut them in half if
So, all right,

A few things you

Number two, that the payments that are made to

18

the bank count as payments towards them.

Number

19

three, that the NROC also counts as payments towards

20

them.

21

one -- excuse me -- is an insurance policy.

22

require the previous seller to keep an insurance

23

policy in place on the property -- you guys write that

24

down -- with your company named as a beneficiary of

25

the insurance.

One additional thing you need to keep on this
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1

I would also have them sign a limited power of

2

attorney that will allow you to be able to discuss

3

insurance matters.

4

them involved if there's, like, a hail storm or

5

something.

6

safe.

7
8
9

That way you don't have to get

It probably won't happen, but just to be

UNIDENTIFIED SPEAKER:

Can you say that again,

that last part?
TREY STINNETT:

You want to make sure that you

10

have a limited power of attorney that allows you to

11

discuss insurance matters.

12

All right.

Once that is now in place, there's

13

one last thing I want to put in there, and that is the

14

right to extend my lease option for an additional one

15

year for $1,000, okay?

16

here in light colors because I'm not actually spending

17

it unless we have to exercise it.

So I'm going to write that

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

22

All right.

So that's an option?

Or just the right to extend.
Okay.

The whole thing's an option.

Now, from the buyer, all right, now

23

we put an ad out, an ad in the newspaper that says,

24

"House available, three bed/two bath, beautiful home,"

25

and a certain amount of money down.

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

Let's say on a

EX 7, p. 287

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 289 of 389
288
1

property like this, we might say $50,000 down,

2

owner-financed, no credit check, okay?

3

our buyer.

4

And we find

So what is the NROC going to be?

50K.

Now,

5

remember, if they are doing a lease option to sell, we

6

are looking for a person who has what but not what?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

okay?

Money but not --

Money but not good credit,

So this is going to be for a person -- they've

10

got the 50K.

11

able to actually do the deal, okay, or be able to get

12

a mortgage, okay?

13

down -- yeah, that's probably about right.

14

lower.

15
16

They just don't have the money to be

So let's say we get them to put

I can say 20K.
All right.

I can go

Whatever, just keep it 50.

So how long is it going to take for

them to fix up their credit and everything?

17

UNIDENTIFIED SPEAKER:

18

TREY STINNETT:

A couple of years?

A couple of years?

So let's

We'll do three years.

Next, we

19

give them a buffer.

20

have to figure out the purchase price.

21

property be worth in three years?

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

What will this

Whatever it appreciates.

All right.

So let's say

24

500,000 times 1.03, even though your appreciation rate

25

here is 15 percent, we are just going to go with
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1

three, okay?

2

1.03 is what?

3

need your help.

4

547 -- 546.

5

So 500 by 1.03 is what?

515.

Times

I can't do that one in my head, so I'll
530.

And then do it one more time.

I've gotten a lot better at math once I started

6

putting dollar signs in front of the numbers.

All

7

right, so 546, and then the lease payment, all right,

8

how much above the area market rent can we charge in

9

our leases, if they're a lease option?

About 20

10

percent higher, okay?

Now, the rent is below the

11

PITI, so let's say the rent is four grand.

12

percent over four grand?

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

What's 20

800?

4800, all right.

So I've got

15

myself a new buyer.

I'm now helping him fix up my

16

credit.

17

lease option strategy, he came up to me on a break --

18

not today, but on Saturday -- and he said, he goes,

19

I've seen this strategy before.

20

guy that came in to my realtor's office and taught a

21

bunch of us how to do a lease option.

22

people never end up finishing -- never end up being

23

able to qualify for the loan, so you can just keep

24

doing lease options over and over and over again and

25

just keep getting NROCs and making a bunch of money.

Now, I had a guy once, when I taught the
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1

He said, what do you think of that?

2

I said, I think that's unethical.

3

point here is to help the person get into a house,

4

like fix -- help them fix their credit, help them buy

5

the house, right?

6

hose people for NROCs.

7

okay?

8

make good on the NROC and doesn't make good on the

9

option, do you have to give them back their money?

10

We're not trying to just, like,
That's not the point here,

That being said, though, if the person doesn't

No, you don't, okay?

11
12

Chuck and Dan are both wearing Star Wars
shirts.

I like this class.

You guys rock.

13

Yes?

14

UNIDENTIFIED SPEAKER:

15
16
17
18

Okay.

TREY STINNETT:

Yeah, that's what we're

charging them.
UNIDENTIFIED SPEAKER:

Where did we get the

4,000 from?

20

monthly mortgage payment is 43 --

22

So if our lease would be -- if the

TREY STINNETT:

Yeah, so it says rent is below

the PITI.

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

So now we're --

the monthly payment is going to be 4,800.

19

21

The whole

about four grand.
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UNIDENTIFIED SPEAKER:

Okay, got it.

2

TREY STINNETT:

All right, so let's

Yeah.

3

count our chips.

How are we doing so far?

4

right out of the gate, we get an NROC of 50,000 bucks;

5

however, we don't get to keep the whole 50, because we

6

have to give how much to the bank?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

Fourteen.

That leaves us 36

Secondly, we're also getting $500 a month for
36 months, which is an additional what?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

14

on that.

15

okay?

16

Fourteen.

grand, okay?

10
11

Well,

18K.

Cash flow.
Does everybody follow me

500 a month times 36 months is $18,000,

And then at the end of that three-year period,

17

he goes ahead and buys the property from us,

18

purchasing the house for $546,000, and it's probably

19

worth more than that with your appreciation rate, but

20

we went conservative.

So 546 minus 460 is what?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

9 plus 3 is 12, 13.
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1

trying to do it in my head.

It's not happening.

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

4

140?

All right.

We've got 86,000

plus 36,000 plus 18,000 --

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

140.

-- 140, on a deal that

7

yesterday we all agreed to walk away from.

8

happens when you're the bank?

9

cool?

10

Now, hold on a second.

What

Isn't that kind of

What happens if that

11

person doesn't actually come up with the money?

They

12

get a job transfer, something like that, and they bail

13

on me.

14

option?

How much time do I still have left on my lease

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

17

UNIDENTIFIED SPEAKER:

Plus the right to

19

TREY STINNETT:

So what can I do there?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

18

Two more years.

I've still got two years left.

extend.
Okay.

Rent it again.

I can go get a new buyer.

A

22

new buyer three years from now, are they going to pay

23

a little bit more for the house?

24

UNIDENTIFIED SPEAKER:

Yep.

25

TREY STINNETT:

So two more years out,
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1

546 times 1.03 times 1.03 is 580, okay?

2

two years now because that's all the amount of time we

3

have left, okay?

4

NROC is, again, $50,000.

5

to the seller or to the bank?

6

already caught up.

7

higher at that time?

We get a new NROC.

But it's only

Let's say our

Do we have to pay anything
No, because it's

And will our lease payments be

8

UNIDENTIFIED SPEAKER:

Yep.

9

TREY STINNETT:

So lease payments might

Yeah.

10

have gone up a little bit.

11

five grand.

12

they buy the property from us for $580,000.

13

first of all, we are not going to get -- because the

14

guy cancelled, we are not going to get the 86.

15

we're already -- this has already been reduced to 54,

16

but still, is that okay?

17

Let's say they're even at

Let's count our chips.

All right, so
Well,

So

We made some money, okay?

Now, we're now to the point we sell to the new

18

buyer.

19

owe?

580 is what we sell it for, but how much do we

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:
120.

Less than 460.

The 460, okay?

So 580 less 460

22

is?

We also received $50,000 in NROC, and we

23

received $5,000 a month payments or $700 a month

24

spread, times two years, which is an additional

25

17,000, for a total of -- anybody add it up yet --
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

241.

-- $241,000, for five years, on

3

a deal that yesterday we all agreed sucked and we

4

shouldn't even go with.

5

if the second guy doesn't buy it from you?

6

do you do?

7

do?

8

ahead and I give the seller the thousand bucks, and I

9

extend this for six months, which gives me time to do

What happens, though, Trey,

Well, now I'm out of time.

So what can I

But I have the right to extend, right?

So I go

10

what with it?

11

more than the 580 anyway in five years, because the

12

appreciation rate is way more than 3 percent, but if

13

it is, I can just go ahead and do a fix-and-flip when

14

that second person doesn't buy it, and that -- and I

15

end up making more from the 241 anyway.

16

power of being the bank.

17

all said sucked, we just made a quarter of a million

18

dollars.

19

Flip it, right?

Then what

It's probably worth

This is the

On a deal that yesterday we

Isn't that cool stuff?

Now, on the lease option agreement that you

20

have with your buyer, it needs to state that the buyer

21

will keep in place a home warranty and that they are

22

responsible for all repairs on the property under 50

23

bucks.

24

warranty?

25

responsible for.

Guess how much the deductible is on the home
50 bucks.
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1

is responsible for.

So they will replace appliances

2

going out, stuff like that.

3

already have in place on the other side of the lease

4

takes care of any sort of natural disasters and things

5

like that.

This property never even has to go into

6

your name.

The whole thing is simply you make

7

arbitrage between a lease option with the seller and a

8

lease option with the buyer, open and shut.

9

pretty cool deal?

The home insurance you

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

12

works?

13
14
15

Oh, come on.

Is that a

Um-hum.

Any questions on how this

There's got to be questions.

UNIDENTIFIED SPEAKER:

It's starting to sink

TREY STINNETT:

Well, I mean, we

in.
Yeah.

16

basically just took two strategies from yesterday and

17

put them together on one.

18
19

UNIDENTIFIED SPEAKER:
investment?

So what is your actual

What did you pay?

20

TREY STINNETT:

Nothing.

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

Nothing, okay.

Nothing.

I mean, when I signed

23

the original purchase agreement -- I didn't do a

24

purchase agreement, I did an option.

25

here is $14,000, but where did I get it?
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1

from the 50K, and I am not going to actually pay him

2

until I find him the buyer.

3

go out and get you somebody to sign this document.

4

We're guaranteeing a buyer.

5

buyer, and now we bring them their $14,000.

6

total investment is zero dollars.

7

cool?

8
9
10

So I say we're going to

We bring him the first

UNIDENTIFIED SPEAKER:

Your

Is that kind of

Yeah.

You just

(inaudible).
TREY STINNETT:

I had a guy once, came into one

11

of those three-days, and on the first day, he's,

12

like -- because I was teaching, like, how you put

13

earnest money down or something like that, and he was,

14

like, I thought you could do this with no money.

15

like, you can.

16

get there.

17

he was, like, so mad at me, and he left.

18

like, he's going to miss Sunday.

19

see some of the stuff we can do with this.

20

Just let me get to it.

I'm,

We're going to

He's, like, no, you're supposed to be -And I was,

He's not going to

Isn't it pretty sweet the way this stuff works?

21

So there's always more opportunities if you're willing

22

to think outside of the box.

23

make a business of doing those, just running around,

24

finding properties where people owe basically

25

everything on the property, and they're, like, I can't
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1

get out of this property.

As long as they're willing

2

to allow the mortgage to stay in their name for a

3

couple more years, you can go ahead and get them out

4

of the responsibility of making the payments, and it

5

doesn't make sense on the subject, too -- because

6

there's not enough equity for us to do this as a flip,

7

it doesn't make sense on a lease option because we

8

can't purchase it, but as a sandwich lease option, we

9

don't actually have to take ownership of the property.

10

We simply keep it in their name, set up two lease

11

options, we take the spread.

12

Yeah, I love it, too.

13
14
15

Man, if this thing electrocutes me again, I'm
going to...
It's like -- you guys hear the ticking, right,

16

every time I do it?

17

only crazy one.

18

Pretty cool stuff?

I'm just making sure I'm not the

UNIDENTIFIED SPEAKER:

While you're (inaudible)

19

that, can you do something like this when the owners

20

are upside down?

21

TREY STINNETT:

Yep.

Yeah, you can.

22

Absolutely.

Break-even, upside-down.

23

if they're actually upside-down, I would probably just

24

do a short sale.

25

sales work.

Yes?
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1

All right.

Where is it at?

There it is.

2

right.

3

was with a lady that I have known her daughter since I

4

was three years old, and her husband passed away --

5

not the girl I knew, but her dad had passed away.

6

mom had called and said, hey, I heard you're doing

7

real estate now.

8

we're trying to sell?

9

So this is a deal that I did in Houston.

All
It

The

Can you help me with this house

Now, if you've ever met somebody who lost their

10

spouse or a loved one inside of the house, her husband

11

had died at home, and sometimes they don't want to

12

walk back on the property.

13

asked her brother-in-law to go empty the house or her

14

son-in-law to go empty the house out.

15

son-in-law had emptied everything out.

16

and the son-in-law were living in another part of the

17

city.

18

was living in one of those, like, 55 and older

19

communities, even though she wasn't over 55, so I told

20

her she was an illegal.

21

So her mom had basically

So the
The daughter

The mom actually moved in with her mom, and she

And she called me and she goes, hey, I got this

22

house I need to get rid of.

She says, can you help me

23

with it?

24

situation.

25

went and looked at the ARV, the property was worth

I said, I don't know.

Tell me your

She goes, all right, well, right now -- I
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1

215.

I said -- right now -- she goes, I'm trying to

2

sell the property.

3

okay.

4

and they said that the most they could get me for it

5

right now in its current condition is about 175 grand,

6

okay?

7

I don't want it anymore.

I said

She goes, but I talked to a broker or an agent,

Now, this would be what we call the BPO or the

8

fair market value was 175,000, okay?

9

broker price opinion.

BPO stands for

This is when a real estate

10

agent creates their own appraisal, basically, and

11

it's -- well, what's that O stand for?

12

UNIDENTIFIED SPEAKER:

13

TREY STINNETT:

Opinion.

Opinion, all right, so it's not

14

a real number.

15

However, this is a completely valid number to the

16

banks because that's what they ask every agent today,

17

and if that bank is going to be working a short sale

18

or they're going to be doing your REO or something

19

like that, the bank will always ask a real estate

20

agent to give them a number because they don't want to

21

pay for an appraiser, okay?

22

It's just what they think it's worth.

So they came up with $175,000 for the BPO.

23

property needs a rehab of about 45K, all right?

24

there any money in this deal right now?

25

right?

Is

Not really,

So not if she wants to get it for 175.
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1

asked her, I said, okay, well, I can't pay you that

2

much for it just because there's not any room there.

3

It would have to be less than that.

4

can't take less than that.

5

need more than that.

6

She's, like, I

She's, like, in fact, I

I said, what do you mean?

She goes, I have two

7

loans on the property.

8

America for $120,000, and she had another loan with

9

the Small Business Administration for 60,000.

10

She had one loan with Bank of

A total

of?

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

180.

180, making her upside down

13

$5,000.

That's a problem.

So the broker told her,

14

you can sell it right now for 175, but you are going

15

to lose five grand before my fee, and then once you

16

pay me my 3 percent and you pay the 3 percent to the

17

other -- he goes, you're going to lose probably about

18

$20,000 in this.

19

husband.

20

pay $20,000 to get rid of this house.

21

well, then you are going to go into foreclosure.

22

goes, okay, I will just give it back to the bank.

23

I told her, you can't give it back to the bank.

24

That's not how it works, all right?

25

goes into foreclosure and it sells at auction for less

The lady is, like, I just lost my

I don't even have a job.
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1

than she owes the bank, is she going to have to pay

2

the difference?

3

UNIDENTIFIED SPEAKER:

Yeah.

4

TREY STINNETT:

And if she doesn't pay

Yeah.

5

the difference, the IRS will come after her for

6

whatever the tax burden is on the difference, if it's

7

written off as a forgiven debt.

8

slice it here, she is not going to be walking away

9

from this property without spending some sort of

10
11

So no matter how you

money.
So is it okay if maybe all the stuff you guys

12

learned as real estate investors, every now and then

13

you get to a situation where there's not a way to make

14

money on a deal, but you just go ahead and use your

15

knowledge to be able to help a person?

16

little bit of pro bono work from time to time, right?

17

Yeah, do a

So I told her, I said, listen, because you're a

18

friend of the family and everything like that, I don't

19

really see a way I can make money with this deal, but

20

I can call and talk to the banks and see if they'll

21

negotiate a deed in lieu of foreclosure.

22

had mentioned this earlier, but a deed in lieu of

23

foreclosure is basically what it sounds like.

24

you going to the bank and saying, you know what, you

25

don't have to foreclose on me.

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

So I think I

It's

I'll just give you the

EX 7, p. 301

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 303 of 389
302
1

deed right now.

2

books, and instead of doing a foreclosure, they just

3

do a transfer of ownership and then kick the lien,

4

okay?

5

Then they basically write off their

That's not going to benefit me at all or her at

6

all other than it gets it off of her books and she

7

doesn't have to have a foreclosure on her credit.

8

she gives the authorization to do so, and we call the

9

bank.

Now, which bank do I call?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

Bank of America.

Bank of America, right?

12

call BofA up, and I tell them the situation.

13

this lady lost her husband.

14

into foreclosure.

15

She makes her payments.

16

stop making them soon.

17

house right now.

18

So

So I

I say,

Her house is about to go

They say, we don't see that here.
I said, well, she is going to
She is not even living in the

And they say okay.

I said, we wanted to see if you guys would be

19

willing to do a deed in lieu of foreclosure so that

20

she doesn't have to go through the foreclosure process

21

and she can just get this thing out of her hair.

22

Bank of America said, yeah, we could probably do that,

23

but we need you to go get SBA's approval first.

24

was, like, why do I have to get SBA's approval first?

25

You guys are the first lien.
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1
2

approval first, and then I go talk to them.
They said, no, sir, we're the second lien.

3

said, what?

4

60, how are you the second?

5

because the other one was there first.

6

about this yesterday.

7

based off the size of the lien but what?

8

was filed.

9

I

You're 120 grand and the other lien is
And they're, like,
So we talked

Lien prioritization is not
The date it

So I called and asked her, I said, what's this

10

all about?

11

the property in the early nineties, and we got a

12

mortgage to buy the house just like anybody else

13

would, right?

14

hit Houston, Hurricane Allison, and it had flooded the

15

place out.

16

She said, well, my husband and I bought

And then a few years later, a hurricane

And she said, so, what we had to do is we had

17

to go get a loan to be able to fix the place up.

18

they went to the Small Business Administration to

19

actually get that loan.

20

the area of Houston was declared a disaster, a natural

21

disaster area, gave them that loan at, like, I don't

22

know, 3 percent interest, some sort of really low

23

interest rate.

24

having a lower interest rate than their first.

25

So

The SBA, because at the time

So their second actually ended up

Now, SBA, putting that loan on the property
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1

after their original mortgage, would put SBA in which

2

position?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

(Inaudible).

Second, because they were put

5

there afterwards, right?

And so what happens is a few

6

years later, her father-in-law passes away, and he

7

left them an inheritance.

8

but it was enough for them to pay off their mortgage,

9

not both mortgages, though.

It wasn't a lot of money,

So they had enough money

10

to pay off one of their mortgages, and so that's what

11

they did.

12
13

They paid off their first.

Well, when they paid off their first, SBA was
the only loan left, which made it now is what?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

First.

Now it became a first.

Then

16

when he got sick, they needed money to be able to pay

17

for his medical expenses, because he didn't have

18

insurance, so they went to Bank of America and they

19

got a home equity line of credit, and I told you guys

20

to get HELOCs to use for real estate.

They used it

21

for medical expenses.

I think it is.

22

He stayed alive for an extra year.

23

loved one alive, do whatever you've got to do.

24

don't care, okay?

25

Is that smart?

If that keeps your
I

However, from a financial standpoint, it didn't
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1

turn out too well.

So now she ends up with a second

2

that's bigger than her first.

3

So I'm not really sure how this whole thing is going

4

to go.

5

I can, so I call up the SBA.

6

I get to talking to them.

7

willing to do a deed in lieu of foreclosure?

8

said absolutely not a problem, we will go ahead and

9

send the documentation over.

That's very abnormal.

I just figure I'm going to help her as much as
SBA answers the phone.

I say, would you guys be
They

The only thing is we're

10

not the only lien on the property.

11

lien on here for Bank of America, so you're going to

12

need to call and talk to them and get their approval

13

as well.

14

There's also a

So I called Bank of America, they told me to

15

call SBA, then I called SBA, and they told me to call

16

Bank of America.

17

to banks to you guys?

18

then I call Bank of America.

19

would you guys be willing to do a deed in lieu of

20

foreclosure?

21

not the first position loan, so if we do the deed in

22

lieu of foreclosure, we're not even the one who gets

23

the deed.

Does that sound about like talking
So I get SBA's approval, and
I said, Bank of America,

And they said, well, as you know, we're

Who gets the deed?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

do a deed in lieu, but she's going to have to pay us

2

off.

3

is she going to have to pay?

4

have to run it through the actuarial department.

5

they run it through their department or whatever and,

6

like, I don't even know, two weeks later or something,

7

she gets a letter in the mail.

8

hey, Trey, I got a letter in the mail from Bank of

9

America, and they said that they're approving my deed

I said, that doesn't help her at all.

They're, like, well, we

in lieu, but they want money from me.

11

yeah, I know.

12

they say they wanted?

14

So

She calls me and says,

10

13

How much

I was, like,

I'm not sure how much -- how much did

How much do you think they wanted for their 120
grand?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

(Inaudible).

8,000 bucks.

I was, like, can

17

you please send me a picture of that?

18

make sure it wasn't 80 and she didn't just make a

19

mistake.

20

you earlier about the Fed and the fractional reserves

21

and all that stuff?

22

much.

23

I wanted to

$8,000 on a 120 -- remember I was telling

That's why they come down so

So I was, like, ah, can I talk to the short

24

sale department, please?

25

not going to do this thing as a deed in lieu, man, not
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1

if I can short sale it, because now I can actually

2

make some money off the deal, because she can't come

3

up with the eight grand, so there is no point in doing

4

a deed in lieu.

5

So you know what, I said, okay, I want to talk

6

to the short sale department.

They said, no, we're

7

doing this as a deed in lieu.

I said, no, we're going

8

to do it as a short sale.

9

saying deed in lieu the whole time.

I'm, like, she

10

doesn't have the eight grand, man.

If you want the

11

eight grand, you need to do it as a short sale and

12

give me the property.

13

property go to somebody for 8,000, let it go to me

14

instead of SBA.

15

They said, you have been

If you're willing to let the

They said, okay, well, you are going to need to

16

get SBA's approval on that first.

So they send me

17

back to the other bank.

18

will you guys do a short sale?

19

will.

20

think they wanted for that 60 grand?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

So I call SBA up, and I said,
They said, yes, we

I said, how much do you want?

(Inaudible).

The whole 60.

23

down one red cent.

24

worth three times that much.

25

their whole 60 at auction.
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1

call Bank of America up, and I say, all right, SBA has

2

agreed to the short sale.

3

tell me where to send the $8,000?

4

$8,000?

5

said, we didn't agree to anything yet.

6

no, I just -- they said, no, that was a different

7

department.

8
9

Will you guys also please
And they said, what

I said, the $8,000 you guys agreed to.

They

I was like,

I was, like, okay.

So they came back at, like, 40-something
thousand that they wanted for it, still good, but I

10

was, like, no, man, come on.

11

grand.

12

Yes, I do, right?

13

wants to do a short sale, do it as a deed in lieu

14

first, find out what their really bottom dollar is,

15

and then convert it to a short sale.

16

14,000.

17

acquisition, 75K, plus we put like $45,000 in fixing

18

up costs.

19

You guys said eight

They're, like, do you have that in writing?
So now my advice to anybody who

We ended up at

That came out to $74,000 basically for

I don't remember all the numbers exactly, but

20

what I do remember is the profit.

21

$75,000 on this house.

22

my money partner on that, and he got half and I got

23

the other half.

24

36,000 bucks on a deal I expected to make nothing on.

25

Is it okay to help somebody out and then find out
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1

you're going to make some money in the process?

2

Yes.

Now, some people do ask me, man, you made a lot

3

of money off of your friend's mom.

Did you give her

4

any of it?

5

short sales.

6

profit at all from the short sale.

Rule number two,

7

the property must be upside down.

Is it upside down?

8

Yes.

9

financial hardship.

Let me tell you a couple of rules about
Rule number one, the homeowner cannot

Rule number three, the person must have a
She just lost her husband who was

10

her only breadwinner.

11

hardship?

12

know what number I'm on at this point, but the next

13

thing is -- it has to be upside down, they have to

14

be -- oh, and they have to have missed payments.

15

they have to be behind in their payments.

16

Yes.

Did she have a financial

Rule number -- whatever, I don't even

So

So we had to actually let her get behind in

17

order to do this deal.

18

her credit?

Do you think that messed up

19

UNIDENTIFIED SPEAKER:

20

TREY STINNETT:

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

Yes.

Yeah.
Do you think I fixed it?
Yes.

Yes.

I paid for it, okay?

23

I helped her fix her credit.

There is no law that

24

says I can't do that.

25

gift card to, like, Chili's, okay?
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1

rule that says I can't help her get into another

2

house.

3

apartment thing, and we got her into a house in a nice

4

area called Tuscan Villas, outside of Houston.

5

a 50 and up community, so she could live in that one,

6

and we got it for about $20,000 below the market

7

value.

8

that she moved already, and she made a $40,000 profit

9

when she moved.

So we got her out of the old 55-and-over

It was

Then she told me the last time I talked to her

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

Cool.

So she made some money.

12

did okay.

13

goes, man, being in a 50-and-up community made me feel

14

old.

15

the community.

16

like that at the time.

17

make money on deals like this.

18

up short sale, that was kind of the perfect timing.

19

There actually -- this is a short sale now.

20
21

I asked her why she moved so soon.

She

She was, like, I'm, like, the youngest person in
She's, like, right at 52 or something
So, yeah, you can actually

of America, do banks lose money on short sales?
UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

25

So since you brought

Now, before you guys start feeling bad for Bank

22

24

She

Yes.

Let me rephrase that.

Do banks

lose money?
UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

No.

If banks are going to lose

2

money, they will literally turn Washington upside down

3

and shake it by its legs to make sure they get a $700

4

billion bailout twice and tell you about one of them.

5

All right.

So here's what happens.

We already

6

looked at the amortization schedule, right?

7

that when you pay on stuff, it takes years for you to

8

actually start paying down your principal because they

9

front load it with interest, right?

10

We saw

To me, that whole

thing is crazy, but it's the way that it works.

11

So let's say you have a $250,000 mortgage.

12

Mortgage payments are $2,000 a month.

You make those

13

payments every single month for 120 months or ten

14

years.

Most of that money goes where?

15

UNIDENTIFIED SPEAKER:

Interest.

16

TREY STINNETT:

17

grand at the end of ten years.

18

down 50,000 bucks.

19

hardship and you have to do a short sale.

20

on a short sale of $140,000.

21

bank's taking a loss, and it's going to look like that

22

on their statements and everything like that, but are

23

they really?

Interest.

You still owe 200

You've only paid it

Then you get into a financial
They agree

Now it looks like the

Well, let's add it all up.

24

They got $240,000 in payments over ten years.

25

They got $140,000 from the proceeds of the short sale
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1

for a total of 380 grand.

When you subtract out the

2

$250,000 from the mortgage, that leaves them with a

3

$130,000 profit, and they're going to write $200,000

4

off their books.

5

will send a 1099 to the homeowner for the difference.

And one of the other things, they

6

When I was negotiating with Bank of America,

7

one of the requirements that I put in place was that

8

they would not 1099 her, and guess what they said?

9

Okay.

It turns out you just have to ask, right?

So

10

they didn't 1099 her for the difference, and she was

11

able to get out of that house, we fixed her credit up,

12

and she qualified for another house within a year.

13

So this is a fun little graph here.

It shows

14

you what happens with real estate prices.

15

talked about this this morning.

16

came out of real estate, guess where it went right

17

back into?

18

was real estate owned by individuals.

19

estate owned by corporations and hedge funds.

20

it did was shift the wealth.

21

the same thing happens.

22

Strong hands earn it.

23

wealth.

24
25

Real estate.

We already

All that money that

The only difference was it
Now it's real
So all

Every single recession,

Weak hands lose money.

It is literally a shift of

Now, during booms and during times of economic
progress where we're creating things and we're
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1

building up wealth and we're making money, that's a

2

different story.

3

prosper.

4

shifters.

5

certain number of years.

6

all the air goes out, and it goes straight into the

7

wealthy people's accounts, okay?

8

they're wealthy.

9

correctly.

10

That's when everybody begins to

So these recessions are huge wealth
So basically the balloon fills up for a
Then when the balloon pops,

But it's not because

It's because they're positioned

If you can position yourself correctly,

you can do the exact same thing.

11

All right.

So the last deal that I am going to

12

show you guys this weekend, this is also one of

13

Brian's deals, 2550 Oakland.

14

this one is kind of take you guys through pictures and

15

you tell me what this property needs to have done on

16

it.

17

we need to do on the outside of the house there?

$138,000 ARV listed for 81-5.

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

20

23
24
25

All right, what do

The driveway.

Driveway, okay.

That's like a

tripping hazard for sure.

21
22

What I want to do with

UNIDENTIFIED SPEAKER:

God, something with that

fence.
TREY STINNETT:

Okay, take the fence down.

What else?
UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

2

about this stuff here?

Okay, fix the porch.

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

Don't want to do that.

6

job, okay?

That is a lime green paint

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

10

needs to be replaced.

You can kind of tell right

there.
UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

13

UNIDENTIFIED SPEAKER:

14

TREY STINNETT:

Shutters?

What else?
Shutters?

Okay, possibly.

How about

gutters?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

18

Eew.

You can't tell, but the roof

11

15

Yeah.

Lattice screams 1990s, okay?

7

9

What

Oh, yeah.

Okay, let's go inside.

What do

we need to do here?

19

UNIDENTIFIED SPEAKER:

Doors.

20

UNIDENTIFIED SPEAKER:

Fixtures, floor.

21

TREY STINNETT:

22

UNIDENTIFIED SPEAKER:

(Inaudible).

23

UNIDENTIFIED SPEAKER:

Paint.

24

TREY STINNETT:

Popcorn ceiling has got

25

to go.

Floor, refinish it.

Okay.

What is this?
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

(Inaudible).

There it is.

It's because of

3

the basement.

4

country I'm in.

5

where they don't have basements, they are always,

6

like, what is that, a bar?

7

No, that's a stairwell down into the basement, but it

8

just has a 1970s style wood on it, so that's going to

9

have to change.

10

It always depends on what part of the
If I'm, like, in Texas or California

No, man, it's not a bar.

This is the kitchen right here.

I don't have a

11

better picture of it, but it's one of those kind of

12

galley kitchens that has the -- where the -- I guess

13

the cabinets go across here, there's a shelf here, and

14

there's like a window, a space you can see it through.

15

Is that how we do kitchens these days?

16

UNIDENTIFIED SPEAKER:

17

TREY STINNETT:

No.

No.

We want open concept.

18

want the kitchen and the living room to feel like

19

they're the same room.

20

You

So we open that stuff up.

All right, we already talked about the floors.

21

They're in pretty bad condition, but we can still

22

salvage them.

23

to change that?

24

banging his head on the door a bunch.

25

UNIDENTIFIED SPEAKER:

How about that front door?
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1

TREY STINNETT:

2

you got it.

3

spider.

Paint it, change the lights,

Okay, need to get rid of that giant

Did you guys see the rat over there?

4

UNIDENTIFIED SPEAKER:

5

TREY STINNETT:

6

I'm just messing with you guys.

7

All right.

Oh, God.

No, it's just spools of cable.

This is kind of a during picture.

8

I don't have a full before picture.

9

Brian sent me.

All right.

This is just what

And his camera -- that was

10

not the actual date.

11

it.

12

got into real estate.

13

Okay.

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

16

way in and out of this house.

17

here, you're in trouble, man, right?

18

might point out, well, Trey, there's a door over here,

19

right?

20

was a wall.

21

the door used to be.

22

before, they did some remodeling already.

23

It says 2012.

His camera has the wrong date on

That was actually before he even

What's missing from this photo?
A deck.

A back door.

There's only one

If the po-po roll up
Now, some people

But Matt went and opened that door, and there
They built the kitchen right over where
So whoever had been in the house

So Brian gets on the phone and calls the code

24

inspector.

Do you think that maybe he has a

25

relationship with that guy, having done already, like,
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1

150 deals in St. Louis?

2

UNIDENTIFIED SPEAKER:

Um-hum.

3

TREY STINNETT:

So he gets on the phone,

Yeah.

4

and the code inspector says, I'm looking at 2550

5

Oakland, he doesn't even finish his sentence.

6

guy goes, oh, my, God, I hate that property, like I

7

know exactly what one you're talking about.

8

going to fix it up like you did the rest of them?

9

Brian goes, yeah, I'm thinking about buying it.

Are you

10

goes, what do I do about this back door?

11

don't know, man.

12

you going to put it in your son's room or your

13

daughter's room?

14

did.

15

And the

And

He

He goes, I

What are you guys going to do?

Are

I'll show you in a minute what they

But so Brian says to the guy, man, it's going

16

to be a lot of work.

Tell you what, if I rehab this

17

to the same quality of every other one of my

18

properties that you've inspected, will you just leave

19

me alone for two months while I do this?

20

yeah, Brian, sure, that's fine.

21

can start to develop relationships in this business

22

that give you the ability to not only make more money,

23

but to do things more quickly.

And he goes,

Kind of cool how you

24

A lot of people, if they are in certain parts

25

of the country, like Florida, for example, where they
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1

have got to do inspections every time they take two

2

steps on a deal, it takes them longer to get the deal

3

done.

4

inspector kind of on his speed dial.

5
6

So this moves faster because he has an

Let's go look at the property afterwards.

Does

that look a little nicer?

7

UNIDENTIFIED SPEAKER:

Yes.

8

TREY STINNETT:

So, again, not the Taj

9

Mahal, okay?

Yeah.

You don't need to do all these amazing

10

updates to make it beautiful.

11

episode of HGTV, okay?

12

okay?

13

they -- they had to dig this up because they put a new

14

concrete stairwell, new stairs here.

15

this.

16

hasn't grown back in yet, but that's all they did.

17

This isn't for an

This is just to make a profit,

In fact, look at that landscaping, okay?

So

They blacktopped

This -- it's the middle of the winter, so this

I asked him about that.

I was, like, dude, why

18

is your landscaping so bad?

19

that's what everybody else in the neighborhood looks

20

like, okay?

21

you are not going to get it back, okay?

22

it.

23

downspouts.

24
25

He's, like, because

There's no point in spending the money if
They painted

They put new siding on it, gutters and

Let's go inside.
red door.

New front door, okay, that

Does that look nicer?
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Um-hum.

Yeah, way nicer.

Again, maybe

3

you don't want to live in that house, but if you were

4

forced to, you would be okay.

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

What kind of lighting?
Recessed.

Recessed.

Crown molding, white

7

trim.

This is a little bit older of a house, so you

8

will notice that it has earth tones there.

9

do grays, okay?

Today, we

The railing looks way better, right?

10

So you can't get rid of it, but you can open it up,

11

okay, so that you can see through it.

12

Again, the whole idea is opening up, opening

13

up, the open concept, opening, being able to see

14

through things, stuff like that, okay?

15

lighting's been redone.

16

So the

The kitchen, there was a load-bearing wall

17

here, this beam, so they had to leave the beam in, but

18

by opening that spot to the left up right there and

19

getting rid of the cabinetry that was hanging down

20

from the ceiling, that opened the kitchen wide up to

21

the living room, and there's still plenty of cabinetry

22

going around the back side up here and down there.

23

How about the quality of the work, guys?

24

do you think?

25

say so.

Did they do a pretty good job?

Kitchen, granite counters.
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1

glass backsplash, stainless appliances, updated

2

counter -- updated cabinets.

3

Now, the floor in here was a different type of

4

tile.

5

have just left it hardwood, okay, but creating that

6

differential actually really makes it look pretty.

7

If that had been hardwood, he probably would

You'll notice the doors are all those

8

dimensional doors.

9

brushed nickel.

The hardware on the doors is

The two colors we go with, brushed

10

nickel and oil rub bronze, okay?

11

top colors right now.

12

anywhere, okay?

13

seriously, look at these doors in here.

14

and stuff.

15

Those tend to be the

Do not have gold anything

It's just a bad idea.

I would not do that.

I mean,
It's all gold

It dates it.

Let's go downstairs into the basement, also

16

known as Brian's mancave.

I gave him a hard time

17

because this is the only one of his properties he ever

18

showed me where I couldn't find leopard or zebra print

19

somewhere in the house.

And what is that right there?

20

UNIDENTIFIED SPEAKER:

A back door.

21

TREY STINNETT:

He put the back door in

Yeah.

22

the basement.

That was a pretty smart move.

23

on the phone with the property inspector, and he tells

24

him I'm going to put the door in the basement.

25

inspector goes, if you do that, you are going to have
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1

to connect the drain to the house sewage.

2

going to be able to put it out to the city sewage.

3

goes, yeah, I understand that.

4

going to be cheap.

5

do.

6

in down there and then build it out, put the drain in

7

at the bottom.

8

final after picture.

He

He goes, that's not

He goes, got to do what I got to

So they actually had to cut down and put a door

9
10

You are not

That wasn't cheap.

Then there's our

I'm not sure why it's so staticky, but there's
like this white stuff on the photo.

11

UNIDENTIFIED SPEAKER:

12

TREY STINNETT:

What is that?

Snow.

I'm from Texas.

I don't know.

13

Okay, so it started snowing while he was taking

14

photos, and that's the house.

15

project.

16

So a cute little

What did they have to do?

Just a couple of

17

things.

New driveway, new concrete, porch, and

18

stairwell; new landscaping; new roof; new siding,

19

soffit, gutter, and downspouts; a brand new kitchen

20

down to the studs, including granite countertops,

21

stainless steel appliances, glass backsplash, ceramic

22

tile, new cabinets, new ceiling, all new lighting; all

23

new interior doors; refinish the hardwood floors; and

24

completely redid the bathrooms down to the studs; all

25

new electric, including having to rewire the whole
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1

house and install new panels.

2

They had them do all new plumbing, new AC, and

3

a new furnace, a new water heater, all new paint,

4

baseboards, and crown, exterior doors, including the

5

back door, and finished out three-fourths of the

6

basement.

In other words, they built a house, okay?

7

UNIDENTIFIED SPEAKER:

8

TREY STINNETT:

9

Yeah.

How much do you think that

cost?

10

UNIDENTIFIED SPEAKER:

11

TREY STINNETT:

Eighty.

Eighty?

Yeah, usually

12

contractors tell me about 70 to 80,000 bucks.

13

it for 45 grand.

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

He did

Wow.

45,000.

Well, how did he do

16

it?

Because, guys, he's been doing this for years.

17

Do you think he can negotiate his prices with

18

contractors better than other people?

19

supplies?

20

He has an area at the granite quarry where he just --

21

that's, like, Brian's granite over there, and he uses

22

the same color on all of his houses.

23

and get fancy and creative.

24

much the same, and we're going to be teaching you guys

25

at the next level how to be able to negotiate on these

How about his

He buys them literally in huge quantities.
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1

things to where you're getting stuff at about 20

2

percent cheaper than your competitor.

3

That's why people ask me all the time, they

4

say, you know, hey, you know, can I do this without

5

you?

6

with me.

7

students that have done it at this level, like that's

8

just going to be a different conversation.

Of course.

You are just going to be competing

You are going to be competing with my

9

So he got it under contract for 81 -- it was

10

listed for 81-5, and he got it under contract for 56

11

grand.

12

it needed new electrical, and it needed that back door

13

to be installed, he called back the REO agent, because

14

this was an REO, he called back the REO agent and he

15

said, I can't pay you 56 grand for this.

16

all these issues.

17

Now, once he saw that it needed new plumbing,

You've got

They said, okay, well, what can you give me?

18

He said 38,000 bucks.

Now, people tell me all the

19

time, REO banks will never take 50 cents on the

20

dollar, never.

21

renegotiated to 38,000.

22

probably done 14 different deals through, so he told

23

her, he goes, I'm not going to be able to do more than

24

38.

25

saying 38, I'm not going to get any better than that

They asked 81-5.

Now, this is a lady that he's

She goes, well, I trust you.
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1

from somebody else.

2

Now, what the bank requires, if they can't

3

renegotiate, the bank requires that she just cancel

4

the contract and find a different buyer.

5

if you can send me over a contract in the next 30

6

minutes, I'll cancel the old one and sign the new one.

7

Did she have to do that?

So she said,

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

10

relationship with her.

11

many times, and so this is the direction that he chose

12

to go.

13

138, for a net profit of $55,000.

14

good?

15

No.

No.

But he built a

They have done deals together

They renegotiate to 38, put 45 in, sold it for
Is that pretty

That sounds like a pretty good deal.
All right.

So when they asked me if I would

16

come out and do this, I said sure, and I asked what I

17

was allowed to teach, because I wanted to teach some

18

stuff outside of what they gave me as the kind of

19

script for the weekend.

20

as long as you hit these items, which, of course, I've

21

hit all of them already, they said, you can do

22

anything you want outside of that.

23

anybody to do anything illegal.

24
25

They said, all right, well,

Just don't teach

I said okay.

So I thought, all right, well, I know not
everybody that comes out to these -- typically about
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1

half the room will continue working with us and

2

probably get some big results in their life, but the

3

other half, I don't know what's going to happen to

4

them, right?

5

on their own, not succeed, but I want every person

6

who's ever sat in one of my rooms to be able to have

7

success in one area or another of their life, whether

8

it's in real estate or not, and that's the reason why

9

I taught the stuff with, like, the Federal Reserve,

They may go out there, try and do stuff

10

and it's the reason I told you my story.

I think we

11

all have a long, dark road we have to go through to be

12

able to get to success.

13

But ultimately, our success isn't about us.

14

It's about the people that we leave behind, because

15

once you're done, you're done.

This life is only

16

going to be here for so long.

What are we doing to

17

leave a legacy?

18

greatest legacy I'd like to leave would be educating

19

children on how to do this stuff.

20

And so I started thinking, well, the

And so I reached out a few times, and my friend

21

Conron and I both -- the guy I mentioned earlier from

22

Arizona -- are working on creating kind of an

23

education -- financial education for children.

24

problem is, guess how many kids are interested in

25

that?

None, right?
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1

real point in doing that.

2

could just teach our own children, right?

3

What can I do?

What if we

So I thought, well, what are the things that

4

we're not getting in school?

And so I wrote a little

5

piece called The Financial Education You Didn't Get in

6

School, so that you can teach these principles to your

7

children.

8

teach a kid three things, and all they knew were these

9

three things, super simple, and they followed those

And I thought, all right, if I could just

10

three items their whole life, they would be more

11

financially successful, and I boiled them down to

12

these.

13

Number one, the law of compounding.

If kids

14

understood this, they would not wait until they were

15

50 to come to one of my classes.

16

here at 20.

17

start, the more money you make, they would be here and

18

they would do things differently, but most people

19

think, well, I'm going to make more money later, so

20

I'll start saving later.

21

investing is.

22

and put it to work.

They would be in

If they understood that the earlier you

Saving isn't smart, but

So take the money that you're making

23

What is compound interest?

24

called it the eighth wonder of the world.

25

who understands it earns it; he who does not pays it.
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1

So compound interest is when the money that you're

2

making starts making money, and then the money that

3

was made starts making money, too.

4

let's say you invest 10 grand at 6 percent interest.

5

All right, at the end of year, that's grown to

6

$10,600.

7

also going to grow.

8

you're going to re-invest the $36 and the $600 and the

9

$11,000, and that's going to grow to 11,920.16.

So, for example,

Well, if you re-invest the $600, now that's
Now you're at 11,236.

Well, now

So

10

what you're noticing here is you'll see as it goes

11

from thousands to hundreds to dollars to pennies.

12

what happens is the money starts to accumulate,

13

accumulate, accumulate, to the point where it becomes

14

worth a lot more.

15

So

Now, an example of this would be -- let's take

16

two twins, Rob and Sue, each investing $15,000, 5 1/2

17

percent, each taking that money out at age 50.

18

difference is when they start.

19

investing or her investing at age 25.

The other

20

doesn't start investing until he's 35.

Just a

21

difference of ten years at age 50 is almost a 100

22

percent greater increase.

23

in the difference between these two?

24
25

The

One starts his

What's the major component
Time.

So one person that understood this was this guy
right here, Ben Franklin.
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1

experience two deaths.

The first death is when you

2

die and you leave this planet, and the second death is

3

when the last person who remembers you dies and leaves

4

this planet.

5

I don't think anybody's forgetting this guy any time

6

too soon, because he left quite the legacy, including

7

helping pen the Declaration of Independence with

8

Thomas Jefferson.

9

England and to France, and he was also a big part of

That's the reason why we leave legacies.

He was also an ambassador to both

10

writing the Constitution itself and being part of

11

that.

12

the hun-note,right?

13

And, of course, we all know him because he's on

But what most people don't know is what he did

14

before he died, and that was that he left money for

15

his two home cities of Boston and Philadelphia.

16

any of you read his autobiography?

Have

17

UNIDENTIFIED SPEAKER:

No.

18

UNIDENTIFIED SPEAKER:

No.

19

TREY STINNETT:

Highly recommend it.

Okay.

20

It's very thin.

Here's kind of my opinion on books.

21

They need to be written by the person who experienced

22

it, okay?

23

because they're stories.

24

because they're thought processes, somebody that tells

25

you, from my perspective, the life that I went

For me, I mean, I don't like biographies,
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1

through.

He wrote his own biography.

Every kid

2

should be required to read Benjamin Franklin's auto

3

biography, just because you get the understanding of

4

the way he thinks.

5

Do you guys know he was a vegan?

Yeah, he

6

didn't eat meat, and not because PETA was, like,

7

superactive in Philadelphia in, like, 1870 or 1770.

8

No, he was a vegan because it cost too much to buy

9

meat, and his brother was basically in charge of him.

10

He was an apprentice in his brother's print shop in

11

Philadelphia -- I always get the two backwards -- in

12

Philadelphia, and his brother paid for his room and

13

board and everything.

14

And he said to his brother, he goes, why don't

15

you just give me the money that you would normally

16

spend on my food, and I'll take care of it myself?

17

And his brother goes, all right, whatever, and gives

18

him the money.

19

of, like, fruits and vegetables and bread and doesn't

20

eat meat; takes the difference and buys books and

21

educates his mind, feeds his mind instead of feeding

22

his belly.

23

He takes the money and he lives off

Interestingly enough, one of my favorite quotes

24

by him, he says, "Empty your purse into your mind, and

25

for the rest of your life your mind will empty coins
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1

into your purse."

2

purse in your mind?

3

the reason -- one of the reasons why I've spent

4

hundreds of thousands of dollars on my own

5

self-development.

6

where I spent over a million dollars in

7

self-development, because then I'd be a million-dollar

8

man, right?

9

Did he say invest some of your
No.

He said empty it.

This is

I would like to get to the point

So he believed in that self-investment, and the

10

reason why he was having to buy books -- you say,

11

well, why didn't he just go to the library?

12

he hadn't invented it yet, okay?

13

created the library for us, and how many of us grew up

14

in libraries?

15

three.

16

library that much.

17

wife takes the kids to the library almost every single

18

week, which is super cool; however, I have told her

19

that she's not allowed to actually rent any library

20

books, because she always forgets to return them on

21

time, and then it's just a pain -- I'm, like, just buy

22

them on Amazon.

23

them, then we don't have to return them.

24
25

Because

This is the man who

Probably two people in the room.

Okay,

All right, so I know I didn't go to the
My daughters do all the time.

My

Go to the library, pick them, buy

So -- but the library is beautiful, a big
place, the girls can play, and they are surrounded by
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1

people reading and books, and my daughter's obsessed

2

with learning how to read right now.

3

number one goal, besides apparently starting a massage

4

business.

5

It's like her

I don't know.

So he leaves each of his home towns a thousand

6

pounds Sterling each, $4,400, gives them the

7

instructions to invest it at 5.5 percent simple

8

interest, invest it with young married couples after

9

they get married, and they have to pay it back within

10

ten years.

11

out of here.

12

re-invest the money for 200 years.

13

because he understood the law of compounding, that

14

4,400 bucks worth $6.5 million.

15

anybody's forgetting him any time too soon?

16

not.

17

compounding.

18

He says, you cannot take any of the money
Boston and Philadelphia must continue to
After 200 years,

Do you think
Probably

This, my friends, is the power of the law of

The next thing I would teach children is

19

multiple streams of income.

You cannot have one

20

stream of income.

21

have come into my classroom and told me at age 50, 60,

22

man, that they work, like, 60 hours a week for one

23

employer.

24

said, well, that's how I make the most money I

25

possibly can.

I can't tell you how many people

And I'm, like, why do you do that?

He

It's because they have one stream of

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

EX 7, p. 331

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 333 of 389
332
1
2

income, and they have been in that worker stage.
So remember we talked about the prism, where

3

you start in survivor and then you become a worker and

4

then you become a player?

5

and the worst way to get stuck in worker is if you get

6

paid too much, because if you're getting paid a lot

7

for your time -- I've got a friend, man, he graduated

8

top of his class at Johns Hopkins, not that far away

9

from him, graduated top of his class at Wharton,

People get stuck in worker,

10

became one of the, like, four people out of the 3000

11

applicants -- and this is six years ago -- four years

12

ago, 2014 -- to get into Goldman Sachs, and now he,

13

like, runs the office in Atlanta.

14

all measures, is the traditional path, and he is

15

successful.

16

sees his family.

17

I mean, that, by

He makes $300,000 a year, and he never
I don't think that's successful.

If you're having to work every single hour --

18

like, he is just measuring it by dollars.

19

figured out how to be a player, how to get other

20

people into place so that he's playing the game rather

21

than working inside of it.

22

people that make a ton of money, man, but they still

23

haven't figured out how to be at the playing level.

24

Multiple streams of income is what it's about when

25

you're a player.
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1

The first business I started was a Chinese

2

imports company.

I was 12 years old.

3

fancier than it really was.

4

Trading Magazine?

It sounds a lot

Do you guys know Oriental

5

UNIDENTIFIED SPEAKER:

Yeah.

6

UNIDENTIFIED SPEAKER:

Yeah.

7

TREY STENNETT:

So I got an Oriental Trading

8

Magazine at my parents' house when I was, I don't

9

know, probably your age, and I opened it up, and I

10

went, these are all the toys that I get at Chuck E.

11

Cheese, and I can actually just order them.

12

cool, right?

13

hackey sacks with her credit card, and she let me do

14

it.

15

apiece, took them to school, and sold them for five

16

bucks apiece.

17

This is

So I asked my mom if I could order some

So I ordered a bunch of hackey sacks at 50 cents

Here we go.

That was like a thousand percent ROI, man.

I

18

was making good money on that.

19

the eighth graders.

20

school shut me down.

21

entrepreneurship here.

22

the, like, candy bar selling competition two years in

23

a row, going door to door for them, but I couldn't do

24

it for myself.

25

I was even selling to

It was pretty cool until the
They were, like, no
They didn't mind when I won

My dad saw that, and he was like -- saw the
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1

entrepreneurial spirit, and he wasn't really an

2

entrepreneur, but his dad had been one, so he's, like,

3

well, let's put you to work.

4

at his shop.

5

years old, mopping floors, maybe like $5 or $4 an

6

hour, something like that.

7

changes and stuff like that.

8

So he let me come work

So I was, like -- I don't even know, 11

He even let me do some oil

Then I noticed something.

All of the employees

9

at my dad's shop and all the customers, every time

10

they came in, they would put 50 cents in the soda

11

machine, and they'd all buy these cans of Coke, and my

12

dad would -- we would crush the cans and then go turn

13

the cans in to get some money and stuff like that, and

14

my dad let me take the money and go do that.

15

Then I noticed, though, I said, the big money

16

is being made by the machine.

I was, like, can I have

17

the machine?

18

buy the sodas and everything, he said, I'll take you

19

to Sam's -- Sam's Club, you know?

20

you to Sam's, you can buy the sodas, and then you can

21

take care of the machine.

22

business -- I guess my second one if you count the

23

Chinese imports -- my second business was a soda

24

machine, and I started, you know, selling Cokes in

25

there and stuff like that.

He goes, if you take care of it and you
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1

So I had the job working for my dad and I had

2

the soda machine.

3

of these multiple streams, and it was pretty cool to

4

have multiple places -- it becomes addicting.

5

was, like, oh, shoot, if I can do two, can I do three?

6

Can I do four?

7

the worker at each one, that's having multiple jobs.

8

That doesn't work, right?

9

income means multiple teams.

10

Only if you're a player.

Then I

If you're

So multiple streams of

Why is it important for us to have multiple

11

streams?

12

as a adult?

13
14

That was the first time I was aware

That's me as a child.

Why is it important

UNIDENTIFIED SPEAKER:

All your income's in one

TREY STINNETT:

So security is part of

basket.

15

Okay.

16

it.

17

dries up, right?

18

on.

19

worried about income streams drying up.

20

have multiple teams and multiple streams, because they

21

want to make impact in multiple places.

22
23

All right, what happens if one income stream
You have something else to fall back

But there's also people that they're not really

A perfect example, Elon Musk.

They still

What's he known

for, what company?

24

UNIDENTIFIED SPEAKER:

25

TREY STINNETT:
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1

SpaceX and (inaudible), all right?

And he's got

2

several more now.

3

Neurallink, stuff like that.

4

Technically, he started X.com and merged it with

5

PayPal, but whatever, all right?

6

company after company after company.

7

he have so many of them?

8

going to dry up or does he just have multiple places

9

where he can make an impact, can create something?

He has The Boring Company,
He started PayPal.com.

Company after
Why?

Why does

Does he worry that one's

10

And when he does that, he's creating wealth in other

11

people's lives.

12

reason to have multiple streams of income.

13
14

So it's not always a self-serving

Another example of that would be this guy right
here.

What's he known for?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

Apple.

Apple.
Less known for?

Pixar.

17

He became a billionaire three times over, three

18

different companies.

19

became part of Apple, which to me, that's a legacy.

20

In fact, his legacy is all over my house.

21

road trip to Houston, my daughters are sitting in the

22

back seat watching Pixar movies on their iPads.

23

like, it's like a Steve Jobs combo right there, right?

24

So multiple streams is huge.

25

The other one was Next, which

I go on a

I'm

The third thing that I would teach children --
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1

and this is more important for children to learn than

2

anybody else, because if you don't get this while

3

you're young, you'll never be able to get it.

4

Decisiveness.

5

make a decision to save their life.

6

these rooms or whatever, and they hem and they haw and

7

they hem and they haw.

8

do.

9

if I'm going to do it.

10

I have had people, man, that they can't
They will come to

I don't know what I'm going to

I don't think I'm going to do it.

I don't know

I was like that, too.

I remember I had a deal that I was working on,

11

and my mentor told me to send the offer out.

12

oh, I'll send it tomorrow.

13

in the afternoon.

14

well, I've got to think about it.

15

about it?

16

minutes.

17

know, I've got to sleep on it.

Sleep on it?

You're

18

going to stick a contract under your pillow?

I was,

19

like, no.

20

let me, you know, do my thing.

21

do here?

He goes, what?

Just send the offer.

I said,

It's 3:00

I was like,

He goes, think

We've been talking about it for the last 45
Just send the offer.

I said, well, you

I just wanted this guy to back off and just

22

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

What was I trying to

Stall.

Procrastinate, stall, push

24

things off, not make a decision.

25

he's, like, you have to learn how to make decisions,
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1

dude.

And then I played my trump card on him.

I

2

said, I understand where you're coming from, man, but

3

just the way I was raised, I have to pray about it.

4

And you know what he said to me?

5

good.

Let us pray.

He was

6

And I was trying every tool I had in my book,

7

man, because I wanted to figure out a way to not have

8

to make a decision.

9

being able to make decisions, the harder it is for you

And the older you get without

10

to be a decisive person.

11

Trey, you have got to practice your decision-making

12

muscle.

13

to eat, you choose the restaurant, you get to the

14

restaurant, you choose what you want to eat.

15

to go to a movie, pick a movie.

16

Nicholas Cage film, I'm sorry, but you picked one,

17

just do it, okay?

18
19

And so he told me, he said,

He said, next time somebody wants to go out

You want

Even if you pick a

You ever meet somebody that can't make a
decision?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

I'm, like, you hungry?

22

know, you hungry?

Yeah, man.

23

eat?

24

don't know.

25

Where do you want to eat?

I don't know.

Yes.

Where do you want to

Where do you want to eat?

Where do you want to eat?
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1

restaurant, you get there, they pick up a menu, and

2

they go, what are you going to order?

3

You're ordering your food.

4

the habit of making decisions, okay?

5

Come on, man.

I'm ordering mine.

Get in

Yes or no, okay?

But don't do this, oh, I'm going to make it

6

later, I'm going to make it later, I'm going to make

7

it later, until the option is no longer available.

8

Then you're, like, oh, okay.

9

No, you still made a decision, but you need to be in

Well, it's not my fault.

10

charge of your decision; take responsibilities for

11

your decision.

12

begin to understand it as adults, we would have a much

13

more decisive population, and you wouldn't have all

14

this hemming and hawing, right?

15

that book with the -- with the change, all right?

16

If kids could understand that, and we

It comes back down to

I love this quote by Dick John.

He says,

17

"Don't wait for the perfect time.

18

forever.

19

you're given and make it perfect for you."

20

that really is the three things that I would teach

21

kids is, man, get multiple streams of income, be a

22

decisive person, and understand how the law of

23

compound interest can work for you, and it can also

24

work against you, if you get how that works.

25

You'll always wait

Always take advantage of the time that
So for me,

And the last piece that I want to kind of go
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1

over -- not the last piece, but one of the last pieces

2

I want to go over with you guys this weekend is

3

ultimately what this is all about, which for me is

4

leaving a legacy.

5

of you in here have children?

And I think most of you -- how many

6

(Show of hands.)

7

TREY STINNETT:

Who's got kids?

Okay, almost everybody.

8

(inaudible).

9

legacy when he came here.

And

So, you know, I was obviously my dad's
I didn't know that.

I

10

didn't get that because I didn't have kids at the

11

time, but he was looking at me, going, what we create

12

from this is really going to be what he does.

13

And so for me I started thinking, okay, well,

14

we've talked about how to do deals to be able to make

15

money now, pay off some credit cards, maybe even,

16

like, fund kids' student loans or be able to put kids

17

in college or whatever.

18

able to maybe even put that money into 1031 exchanges

19

so we can start to build up an income that we can live

20

on now, maybe even go into early retirement.

21

We talked about how to be

And then earlier today, we talked about how to

22

use the IRA/LLC to be able to start putting some of

23

our money away for later.

24

using some of this real estate to leave a legacy?

25

you guys familiar with Abraham Maslow?
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1

know Maslow?

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

4

Yes.

I'm sure you do.

Maybe if you

don't have -- do you know Sigmund Freud?

5

UNIDENTIFIED SPEAKER:

6

TREY STINNETT:

Yes.

He had some interesting ideas

7

about what you think about your mama and stuff, right?

8

So Sigmund basically just assumed that everybody was

9

just like a messed up deviant, and the reason he

10

believed that is because everybody that Sigmund Freud

11

studied was, well, in an insane asylum already, so

12

Maslow says, well, I think I am going to study some

13

different people, and he starts studying perfectly

14

sane humans, and he's basically, in my opinion, the

15

father of popular -- or positive psychology, right,

16

where psychology is not just something that you use on

17

crazy people.

18

perfectly sane person's mind to be able to figure out

19

what's going on.

20

It's a way to be able to evaluate a

And he started to evaluate people to see what

21

are their motives and what are their drivers.

22

did is he basically created something called a

23

hierarchy of needs, the lower basis of the hierarchy

24

of needs being, like, survival, and then moving

25

through stuff like love and connection, and then
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1

getting up to esteem needs, and then ultimately, at

2

the top, is what he called self actualization or what

3

Yogananda would call self-realization, and that's

4

getting to a point in your life where you do things

5

not because you need to survive, not because they make

6

you feel better than anybody else, not because it's

7

going to get you love.

8

You do it because you want to.

This is the reason why some people will go

9

through their entire life, like a Ray Dalio, and they

10

will be a multibillionaire, and then they will decide

11

after retiring to write a book, right?

They're not

12

doing it because they need to survive.

They're not

13

doing it -- they have already got everything, but

14

they're writing that book because they want to give

15

back in such a way that gives them that

16

self-actualization.

17

full potential.

18

I am actualizing or realizing my

And so I thought I would write my own hierarchy

19

of needs, and I call it the real estate hierarchy of

20

needs.

21

is join our investing family.

22

man, something bigger than you.

23

money on your own.

24

be in the channel of wealth.

25

to where all the money is.

Step one in the real estate hierarchy of needs

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

Be part of something,
You can't go make the

Remember what I said, you want to
Don't go dig a hole next

Come be part of where the

EX 7, p. 342

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 344 of 389
343
1

wealth is being made.

2

Then once you're doing that, then you can reach

3

that financial security.

4

security is an illusion, so in reality, to reach

5

financial security, it's not a dollar amount in the

6

bank.

7

changing and keep moving as the markets move, as stuff

8

moves, so that you can stay on top and continue to

9

profit, but once you've got financial security, once

10

you put that oxygen mask on yourself, now you get to

11

do the one thing they've been telling you was stupid

12

since you were a kid, and that's to live your dreams.

13

It's an ability.

As I said yesterday,

It's an ability to keep

You have permission, my permission, to live

14

your dreams.

15

we're kids, they tell us we can do anything.

16

be anything when you're six.

17

they're, like, well, your grades aren't so great, so

18

maybe you can't be anything, right?

19

like, 18, they're, like, well, according your grades,

20

you probably should be an electrical engineer or

21

something, right?

22

I think it's absolutely absurd -- when
You can

Then when you're ten,

Then when you're,

And they try and box you in.

I remember hearing one of my friends say to his

23

younger brother -- his younger brother has a beautiful

24

voice, plays the guitar like John Mayer.

25

amazing.

I mean, it's

And his brother said, he goes -- I said,
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1

what's your dream?

2

be a professional musician.

3

at him.

4

to do it, you would have done it by now.

5

successful people in music have already gotten their

6

start.

7

He goes, I'd like to -- I want to
And his brother laughed

He goes, dude, you're 23.

If you were going
Most

And I saw his brother kind of like hang his

8

head, and I was like, dude, why on earth did you just

9

say that to him?

Like, why would you kill somebody's

10

dreams?

11

have gone through.

12

that.

13

You're too old.

14

You're too white.

15

You're too whatever.

16

living your dreams.

17

But it's a perfect example of what we all
I want to do this.

I want to do that.

You can't do

No, you can't do that.

You're too young.

You're too black.

You're too short.

You're too tall.

People want to tell you to stop

But when you were a kid, you thought anything

18

was possible.

Now you're like, well, you know, maybe

19

the Nationals will win a game one of these days and

20

I'll feel like I won something, right?

21

doesn't matter what somebody on TV does.

22

what you do.

23

means to go out and buy the house that you thought was

24

too unattainable to have, drive the car that you

25

thought was crazy.

No.

It

It matters

And so ultimately living your dreams
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You know, it's funny, as you start to expand in

2

your lifestyle, make more money and be more successful

3

and impact more people, people start to notice, and

4

what I've noticed is the more successful I become, the

5

earlier on in my life people I hear from, right?

6

like, as I started to make money, the people that were

7

around me at that time started to notice.

8

started to make a lot more money, people that I knew,

9

like, maybe five or ten years earlier started to reach

So,

Then when I

10

out to me.

Then when I was on an infomercial for one

11

of these companies that does, you know, successful --

12

I started to hear from people from, like, my

13

childhood.

14

Then when I started doing stuff online and,

15

like, self-development work, I started hearing from

16

high school, like all the way back.

17

from people from my entire life that are, like, oh,

18

hey, I knew that guy, right?

19

all got that person or those people that went to our

20

high school or that we kind of knew that one time.

21

So now I hear

Think about it.

We have

What happens when you start living your dreams

22

is you start inspiring other people to do the same

23

thing, because they think, well, man, if that guy that

24

went to my school can do it, maybe I can, too.

25

living your dreams isn't just about you.
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1

Marianne Williamson quote, where she says that our

2

greatest fear is not that we are inadequate; our

3

greatest fear is that we are powerful beyond measure.

4

You say, who am I to be smart, to be beautiful, to be

5

wonderful?

6

child of God.

7

unconsciously allow the people around you to let

8

theirs shine as well.

9

here for.

10

She says, who are you not to?

You're a

By letting your own light shine, you

So that's really what we're

Once you become an inspiration, that's great;

11

however, you can't take it with you when you go.

12

how are you actually going to leave a financial mark

13

on the world?

14

next legacy piece.

15

So

And that is why I came up with this

Let's take a single deal, and this is something

16

that Leslie and I were talking about earlier, about

17

kind of leaving money for kids and teaching them how

18

to make money and stuff like that, and I don't believe

19

that there's going to be a safety net for my kids.

20

I'm not planning on the Federal Government making sure

21

that Social Security is still here for another 50, 60

22

years, so I have got to make sure that there's a daddy

23

safety net instead.

24
25

And I was teaching in a class like this in
Seattle, and halfway through the day on Saturday, I
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1

had this guy walk in the room.

2

twenties, big boy, wearing probably the cheapest suit

3

I've ever seen in my life, and he walked straight in,

4

high waters, whole nine yards, walked straight in,

5

like sits down right as I'm going into presenting the

6

additional trainings.

7

except for me talking about the advanced trainings.

8
9

He was probably early

So he missed, like, everything

So, I'm like, this is going to be awkward,
because he doesn't have any idea what we're doing

10

here, and as soon as we finished the day and I

11

dismissed, he was the first person to walk back there

12

and sign up, and he pulled his credit card out and he

13

paid for it.

14

right?

15

I was like, okay, what's your story?

16

And I was, like, okay, that's weird,

So I went over to him and I'm talking to him.

He's, like, well, I figured there would be more

17

stuff for sale here, so I didn't want to waste my time

18

with the first two days, just come sign up for it.

19

That's pretty smart, all right?

20

get $40,000?

21

and my family had money, but not lots.

22

He goes, but when I turned 18, I found out that I

23

inherited a million dollars.

24
25

I said, where did you

He goes, well, you know, I was adopted,
We did okay.

I said, really?

He goes, yeah, my grandmother or great, great
grandmother apparently was an heiress to the Duke
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1

empire.

Do you guys know Duke University?

2

were the largest tobacco farm family in the United

3

States, and apparently this woman had such a large

4

amount of money, and she had specified the way her

5

trust worked, that an adopted kid, like, twice

6

removed, like three generations later, gets a million

7

bucks at 18.

8

UNIDENTIFIED SPEAKER:

9

TREY STINNETT:

So they

Wow.

I said, that's pretty awesome.

10

I said, that's how you paid for this?

11

said, what?

12

the entire million dollars before I turned 20.

13

less than two years, he blew through a million bucks.

14

You guys have heard these stories before, lottery

15

winners who lose all their money, right?

16

that sucks.

17

What do you mean?

He was like, yeah, man.

He goes no.

I

He's, like, I spent
So in

I was, like,

At first, my friends,

18

like, they were asking me if I would invest in their

19

apps and stuff like that, and I tried that, but none

20

of them ever really built any apps.

21

was having fun with it, too.

22

car.

23

thinking, not that suit.

24

goes, I was buying bottle service.

25

goes quick when you're having fun.

And he's like, I

I bought a super nice

I bought myself a bunch of clothes.
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1

He goes, but when I ran out of money, man, I

2

lost my friends.

I said, I don't think those were

3

friends.

4

embarrassing, right, to go from being a millionaire at

5

18, 19 years old, having to get a job.

6

that's crazy.

7

four months ago, and I found out that my grandmother

8

left me another million dollars.

9

brilliant woman.

He goes, and I had to get a job.

He goes, yeah.

That's

I said, man,

So I turned 21 about

And I went, what a

She knew, the first time someone

10

comes into money, they are going to blow it, make some

11

mistakes.

12

so she set it up to where he got a double tap.

13

21, he got another million bucks.

14

She knew that that was going to happen, and
So at

He goes, I didn't want to lose it or waste it

15

this time.

16

figure this crap out on my own.

17

the reason why I just came here to sign up, dude.

18

He's, like, I just want to go all in.

19

use the money.

20

move.

21

He's, like, I'm not going to go try and
He's, like, that's

Show me how to

I said, that's actually a really smart

His niche now is gas stations.

So his whole

22

real estate play is buying these, like, Flying J gas

23

station/RV park combos.

24

everybody kind of starts with flipping, but we all

25

kind of end up in our spots, and that's his thing
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1

right now.

2

But when he told me that story about how his

3

grandmother had structured it, I thought, I've got to

4

completely rework the way I'm leaving my inheritance

5

for my girls, because I basically just had it all

6

going to them -- when I die, it goes to my wife.

7

she dies, it goes to them.

8

hadn't really thought about structuring it out.

9

When

They split it in half.

I

So let's take one deal, not one deal a year,

10

one deal ever, and let's leave it behind for somebody

11

that we love.

12

do it, by utilizing the law of compounding interest.

13

So let's take that last deal we did, $55,000, and

14

invest it into an irrevocable gift trust left behind

15

for somebody we love.

16

for the SPCA, I don't care, something that you love,

17

you believe in, something that you want to support,

18

okay?

19

Now, here's the way that we're going to

If you don't have kids, do this

You don't have to do this, but I think that

20

some people agree with giving about 10 percent of what

21

you do to other people anyway, right?

22

your deals and invest it.

So let's put it into a real

23

estate investment trust.

The reason that I chose this

24

is because the best thing to invest in in my opinion

25

is real estate; however, I don't know at what point
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I'm going to kick the bucket, all right?

2

to try and eat healthy, and I'm a pretty young guy,

3

but I'm getting on an airplane here in a few hours,

4

and I don't know if it's going to land.

5

right?

6

something's left behind for my family.

7

(Knocking).

I am going

It will,

But I've got to make sure that

And so by putting it into a REIT, a real estate

8

investment trust, it's still in real estate, but it's

9

managed by other people who are responsible for those,

10

and there are some real estate trusts that are over

11

100 years old.

12

Trust.

13

necessarily promoting American Century; however, they

14

do a bang-up job with it so far at least.

15

So ours is American Century Gift

You can use any company for this.

I'm not

Take the $55,000, and we're going to split it

16

into six different pieces, all right?

17

will be notifying her that she has the money at

18

different ages of her life, 18, 25, 30, 35, 50, and

19

65, okay?

20

Each of those

Now, by investing 9166 at about a 10 percent

21

rate of return, when she turns 18 years old, what's

22

going to be happening in her life around that time?

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

right, maybe going to college?
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1

college, but definitely graduating from high school.

2

At that age, she's going to get 51,000 or so dollars.

3

How many people would like to get 50 grand as a

4

graduation present?

5

Be kind of cool?

All right.

So that's not enough to pay for college, but

6

she can do three things with it.

One, she can pay for

7

education.

8

because she can get education from a lot of different

9

places, including something like this.

I'm not going to use the word "college,"

That would be

10

fine.

11

If she wants to start her own company at age 18, I

12

think that would be a great idea.

13

use it to travel the world, because, again, I believe

14

that there's no greater reduction of prejudice than

15

going to other countries and seeing how other people

16

live.

17

there's a fourth option.

18

all and just let it continue to grow, because it will

19

grow if she doesn't touch it, okay?

20

Two, she can use it to start a business, okay?

Or, three, she can

Those are the things I want her to do.

I guess

She could not spend it at

Now, by that point, she's 18, I probably

21

already taught her how to do real estate.

22

probably has already been traveling the world, and I

23

don't really necessarily think that I want her to go

24

to college at 18.

25

go to college, maybe go at, like, 22.
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1

can grow up a little bit first, because my experience

2

with college was you don't grow up.

3

from high school to now basically older high school

4

but without your parents and lots of beer.

You go straight

5

Age 25, what's going on in her life?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

Marriage.

Yeah, maybe she's getting

8

married, and maybe she's graduating from college,

9

something like that.

10

Either way, would it help to

have an extra hundred Gs?

11

UNIDENTIFIED SPEAKER:

Yes.

12

TREY STINNETT:

Now, by the way, if she

Sure.

13

didn't spend that first one, how much does she have

14

now?

15

UNIDENTIFIED SPEAKER:

16

TREY STINNETT:

17

continued to grow.

18

page 30?

200.

200, because the first one

What's going on in her life at

19

UNIDENTIFIED SPEAKER:

Family.

20

TREY STINNETT:

Maybe she's starting to

Yeah.

21

have a family.

Maybe she's having her first kids.

22

the time I hit 30, my dad wasn't around anymore.

23

at age 30, 159,000.

24

would pay for a midwife or two, right?

25

actually born at home.

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

Would that help?

By

So

Yeah, that
This one was

No one ever likes to talk

EX 7, p. 353

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 355 of 389
354
1

about that.

2

kid was born at home.

3

very proud of my wife on that one.

4

lazy and didn't want to go to the hospital, okay?

5

was born at home because we chose that.

6

first one, Cozi, was C-section, and so every doctor

7

that Grace went to was refusing to do a V-back after

8

cesarean, but the midwives would do it, and so we did

9

the whole, like, bathtub, the whole nine yards.

10
11

It's always weird when someone says their
She was born at home.

I was

We're not, like,
She

Her -- the

I

told you guys I'm an Austin hippie, so it's all good.
But age 35 or age 30, she's having babies, I

12

think she should get $160,000 bonus, so I think that's

13

good for her.

What's going on in her life at age 35?

14

UNIDENTIFIED SPEAKER:

15

TREY STINNETT:

Kids.

She could be having other kids.

16

Something else could be going on in her life.

17

wife and I do some relationship coaching, and we both

18

had parents that were married until they died, but is

19

it possible that she may be single again at 35?

20

Do you think that her husband gets any of this money?

21

UNIDENTIFIED SPEAKER:

22

TREY STINNETT:

No.

Now, my

Okay.

No.

This is hers.

Age 35,

23

actually a quarter of a million dollars.

24

would that be enough money to kind of get a new start?

25

UNIDENTIFIED SPEAKER:
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1
2

TREY STINNETT:

Yeah.

What's going on in her

life at age 50?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

Retirement.

Retirement, okay.

I think 50

5

is a good age to retirement.

6

well enough for you to enjoy your money.

7

of people are retiring at, like, 78, 80 years old.

8

You can't actually do much stuff at that point.

9

would like her to be able to retire early.

10

Your body still works
Okay, a lot

So I

One way or

another, it helps if she has a million dollars.

11

9166 invested at a 10 percent rate of return

12

over that period of time, because of time being on our

13

side, we're talking about a million dollars.

14

millionaire.

15

that she got the money, even if she made mistakes --

16

and do you learn from your mistakes?

17

kid learned from his mistakes.

18

time not to just invest it in friends' apps and blow

19

his money on stuff.

20

estate.

21

way, even if she screwed up 50 different times, at age

22

65, what's going on in her life?

Even if she blew it every single time

You do.

That

He decided the second

He decided to put it into real

He got smart that second time.

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

She's a

But either

Retirement.

Retirement.

If 50 didn't work

out at retirement, 65, it's grown to $4.5 million.
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1

UNIDENTIFIED SPEAKER:

2

TREY STINNETT:

Wow.

Now, here's a question for you.

3

If she did not spend any of it and just let every

4

single one of these trusts continue to grow, how much

5

does it grow to over a period of 65 years?

6

million.

7

money.

8

Even with -- adjusted for inflation.

9

$25

That's not just, like, okay retirement

That is, like, generational wealth money.

Now, I had a smart ass in my room once that

10

went, yeah, that's assuming she gets 10 percent.

11

Well, yeah, the REIT has gotten an average of 10

12

percent over the last 60 years, but okay.

13

only gets 5 percent?

14

Guys, this is one deal, not one deal a year, but one

15

deal.

16

deal per grandkid.

17

you just have kids, guess how many kids your kids'

18

kids are going to have.

19

That's how she did that.

20

got, she probably invested a grand, but she put it

21

into something that grew and put it in in such a way

22

that by the time it got down to her heirs, it made a

23

difference.

24

Is that pretty cool stuff?

25

Is $12 million okay?

What if it
Yeah.

Figure out how many grandkids you have.

Do one

If you don't have grandkids yet,

Just think about that.
That million dollars she

This is the power of compound industry.

So legacy design is on the docket.

3-Day Workshop - Dulles, VA
Day 3 - April 22, 2018

We invite

EX 7, p. 356

Case 2:19-cv-00713-DAK-EJF Document 12-6 Filed 09/30/19 Page 358 of 389
357
1

you guys to come out to that Salt Lake City Boot Camp

2

where we talk about wealth strategies and stuff like

3

this.

4

All right.

So the last part of our weekend --

5

I'm going to miss you guys, we have had so much fun

6

this weekend, haven't we -- is to talk about the

7

future of real estate.

8

a lot, which is, Trey, where is the market headed

9

next?

10
11

This is a question that I get

How do I know what's going to happen in the

real estate market?
I have no crystal ball.

I don't know, but I

12

can tell you that in 2008, when I lost money, I got

13

pretty upset, and I wanted to understand why.

14

the market going down?

15

movies like The Big Short hadn't come out yet to

16

explain the derivative side of it, and so I started

17

studying economics.

18

Why was

What caused all of this?

And

If you haven't noticed already, I'm kind of

19

really big into education.

20

I listen -- I really listen to a lot of books.

21

decided I would move away from books about business

22

and wealth and self-development and exciting things,

23

and I would start studying economics, and I would

24

start studying -- unfortunately, I got into some

25

conspiracy stuff, too, but I studied economics mostly,
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1
2

and the economics, it taught me things.
I kept asking the same questions.

I would go

3

out to economics conferences.

I got to study under

4

Israel Kirzner.

5

know the people that he used to hang out with.

6

people like Alan Greenspan, people like Milton

7

Friedman, so this was his circle of influence.

8

he's, like, 90 years old.

9

but this guys knows his economics.

You may not know who that is, but I
It was

So

He's like a crypt keeper,
I got to study

10

under him in upstate New York.

11

Foundation of Economic Education's basic economics

12

training in Atlanta.

13

Goldman Sachs.

14

When is the next recession?

15

can time it, I can make more money, and I can prevent

16

my family from losing money.

17

I got to go out to the

I sat down with an analyst at

I asked all of them the same question.
If I can predict it, if I

They all basically said the same thing.

I have

18

no crystal ball, but the best way to look into the

19

future is to look into the what?

20

UNIDENTIFIED SPEAKER:

21

TREY STINNETT:

Past.

Into the past.

And so we left

22

off earlier talking about 1929 or 1928 and had the

23

market between when the Federal Reserve took over our

24

money and 1929 when the market went up, but when did

25

it crash?

1929.
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1

Depression.

Do you guys remember learning about the

2

Great Depression in high school?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

5

What did they tell us about it?

6
7
8
9

Oh, yeah.

What did they tell us it was?

UNIDENTIFIED SPEAKER:

People would literally

(inaudible).
TREY STINNETT:

That it was depressing, right?

So people lost their houses.

They lost their jobs.

10

The stock market crashed.

11

hell in a handbasket, right?

12

you about the Great Depression is the way the

13

Government responded to it.

14

did, while there were soup lines and food lines -- and

15

they have got a memorial for this thing just around

16

the corner down here of, like, literally guys made of

17

brass standing in soup lines -- but what they don't

18

have a memorial of is the at gunpoint forcing farmers

19

to burn their crops and dump their food into the water

20

to destroy it to be able to push up prices.

21

people are starving, they're also destroying food.

22

Why on earth would they be doing that?

23

had a bunk idea about economics at the turn of the

24

20th Century.

25

Everything was going to
What they don't teach

One of the things they

So while

Because they

So there are two schools of economics that were
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vying for control, and they still are to this day, and

2

that's the austere or Austrian Economics School, which

3

is going to be the School of Austerity, which is

4

savings to create wealth; and then the other side of

5

it, which is the Keynesian side or the neoclassical

6

economics, which you can find in Chicago -- both

7

schools teach that -- and all the chairmen of the

8

Federal Reserve, except for Greenspan, are pretty much

9

schools of that, who believe that spending makes the

10

economy grow.

11

In fact, how do we measure our economy every

12

year?

13

savings.

14

this.

15

grows is let's take everything that we know off the

16

table and just go on to a deserted island.

17

a deserted island.

18

sitting there, and you're hungry, and you've got to

19

eat.

20

the animal kingdom has to do.

21

survive.

22

GDP, gross domestic product, not gross domestic
So to defend one or the other, I'll just say

The best way to understand how the economy

You're on

It's just you, Robinson Crusoe,

You're now loosed to what every other animal in
You have to eat to

So you spend all day trying to catch a fish,

23

and you finally get lucky and you end up with a finger

24

inside a gill and you got yourself a fish.

25

cook it.

You go

How long does a fish feed a person?
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1

feeds you for a day.

2

the next day and do all over again?

3

fish.

4

day you get lucky, and you catch two fish or maybe you

5

just got really skilled and you caught two fish.

6

you eat one fish and you have one fish left over.

7

Your economy is now in a surplus of one fish.

8

you've got a choice.

9

just eat that fish or you can work the next day as

10

well and you can catch more fish or you can maybe

11

spend that day trying to come up with some new idea.

12

Then what do you got to get up
Catch another

Get up the next day, catch another fish.

One

Now

Now

You can relax the next day and

So let's say you go with the third option.

So

13

while you're snacking on your extra fish the next day,

14

you also go out and you get a rock and you get some

15

sticks and you get some vines and you fashion a spear.

16

So now the next day you go out to go fishing and

17

you've got an increase in technology.

18

an economy that's increased net one spear.

19

has been eaten, though, okay?

20

you -- thum, thum, thum -- now you're catching

21

multiple fish, and you start to multiply the size of

22

the economy, not because you're eating the fish.

23

So now you have
The fish

Now you go out and

Now, if you eat up all the fish, if you spend

24

them, what's going to happen?

25

shrinks back down.
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1

all these fish.

2

there's other people on the island, and you start

3

giving those people fish to help you hunt, so now

4

you're expanding the economy.

5

No.

Instead of doing that, now

And then one day a young fisherman comes up to

6

you with his spear and goes, hey, I've been catching

7

fish for you for the last five years, man.

8

wondering, would you be willing to lend me five fish?

9

He goes, why?

What are you going to do with five

10

fish?

11

something.

12

ten fish.

13

He's, like, just invest in me.

14

so he invests five fish in the guy.

15

I was

He goes, I got an idea.
Lend me five fish.

I want to work on
I will give you back

He goes, how are you going to do that?
So the guy goes okay,

The guy takes the five fish, disappears for

16

five days.

17

goes and, thum, now he can pick up 30, 40 fish at a

18

time.

19

reason and one reason only, savings.

Those savings

20

are increased because of technology.

So savings and

21

technology increase the economy.

22

be invested in the technology in order for the economy

23

to increase.

24
25

Five days later he comes back with a net,

The economy is increasing now because of one

The savings have to

Now, if you do something like, say, go blow up
all the fish and all the nets and all of the -- all
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1

the spears, would that be an increase or a decrease in

2

the economy?

3

UNIDENTIFIED SPEAKER:

4

TREY STINNETT:

Decrease.

Decrease, yet there's this myth

5

that, like, wars somehow increase the economy.

6

There's even one about the Great Depression, that

7

World War II ended the Great Depression.

No, savings

8

and investing ended the Great Depression.

It's just

9

that's the way the economy works.

10

So we have these two schools of thought.

11

Unfortunately, the Keynesians are winning.

12

still winning today.

13

hundred years, which is this whole, like, whatever it

14

takes, just spend.

15

spend.

16

moving, we won't have to suffer the pain.

17

kick it down the -- the can down the road and let our

18

grandkids have to take care of it, right?

19

what ends up happening.

20
21

They have been for the last

You have got print it, print it,

As long as you're spending and the money is

The market goes back up.

So that's

Who was President in '29?

UNIDENTIFIED SPEAKER:

23

TREY STINNETT:

25

We can just

But in 1929, there is eventually a recovery.

22

24

They're

Hoover.

All right.

Who was President

in '33?
UNIDENTIFIED SPEAKER:
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1

TREY STINNETT:

FDR.

What do you think FDR

2

did?

Well, you have got to remember, right now, at

3

this point, we still have our dollar backed by gold.

4

Now, it's not a U.S. dollar.

5

printed dollar, but you can still go into the Treasury

6

Department and you can turn your Federal Reserve

7

dollar in and you could get back a dollar worth of

8

gold, but in 1933, FDR made the ownership of gold

9

illegal.

It's a Federal Reserve

So now, even though you technically had a

10

dollar backed by gold, you couldn't actually go get

11

the gold, and they confiscated all the gold from the

12

United States citizens and paid them 30 bucks an

13

ounce.

14

Huh, that's interesting.
So why would you have to take all the gold if

15

you already have dollars backed by gold?

I mean,

16

obviously, the gold is there because we all saw it in

17

the second World Trade Center in Die Hard 3.

18

1933, gold becomes illegal.

19

World War.

20

First World War, right?

21

that was signed that basically put major

22

reparations -- what's the word --

But in

Then you have the Second

What caused the Second World War?

The

So the Treaty of Versailles

23

UNIDENTIFIED SPEAKER:

24

TREY STINNETT:

25

-- reparations on Germany, and Germany did not
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1

have the money to pay back those reparations, so what

2

did they do?

3

ever seen the pictures of the Weimar Republic with

4

wheelbarrows of cash?

5

on one side of the bill because by the time that bill

6

went through circulation, they need to do reprint on

7

the other side of the bill?

8

trading in wheelbarrows for bread.

9

With that amount of economic, basically, destruction

10

happening in Germany, when times are hard, when times

11

are bad, when money's bad, that bad things happen.

12

Evil people rise to power, like a little guy named

13

Adolf, right?

14

happen if their economy hadn't been in shambles.

Control-P.

They printed it.

You guys

They would literally only print

People were literally
It was insane.

That would have never been able to

15

So everything that happens in World War II,

16

after that's over, the governments of the world get

17

together and they go, whoa, whoa, whoa, we cannot just

18

have people printing money like this.

19

We need to create some sort of, like, agreement to

20

where when we do money between nations and stuff, we

21

can't just print money to pay people back.

22

went to Bretton Woods, Connecticut, and they struck up

23

an agreement that said that all of the money in the

24

world would now be denominated in U.S. dollars.

25

any kind of trade, it will all go through the U.S.
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1

dollar.

2

the world.

3

So the dollar became the reserve currency of

Why the dollar?

Because it's backed by gold.

4

Now, the people there said, well, hold on a second.

5

Aren't your own citizens not allowed to go get their

6

gold?

7

citizens.

8

problem.

9

it's under the second World Trade Center.

10

They said, yeah, yeah, but that's your
If you want to come get the gold, no
It's here, and you know it's here because
So no

problem.

11

Basically, at that point, all the world's

12

currencies -- not all of them, but all of the ones

13

that agreed to the Bretton Woods agreement become now

14

basically attached to the U.S. dollar.

15

we will pick up that thread here in a little bit.

16

All right, so

So 19 -- I can't remember when that was, the

17

forties -- oh, by the way, when they set that currency

18

reserve, it was at, like, 35 bucks, which is $5 more

19

than what they set it at when they confiscated the

20

gold.

21

So they already inflated the currency.
In 1929, the market comes back up eventually

22

until when?

How many of you remember this one?

23

oil prices, right?

24

dinosaur fuel, right?

25

fuel prices skyrocketed all the way up to...
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1

(Speaker off mic.)

2

AMBER GUZMAN:
Yeah.

I figured as close ato the door

3

as possible.

Okay, so I've got a plan, and I

4

am going to just kind of show you some of the things

5

that we are going to start mapping out.

6

MS. BAZAN:

7

AMBER GUZMAN:

8

Okay.
Do you have any questions for me

first, anything that you can think of first?

9

MS. BAZAN:

10

No.

AMBER GUZMAN:

That's fine.

Okay.

11

write out this plan.

12

you feel like you need to.

13

MS. BAZAN:

14

AMBER GUZMAN:

15

So I'm going to kind of

Definitely take whatever notes

Okay.
But I am going to write on a few

of these different papers also.

16

MS. BAZAN:

I'm sure whatever notes you take

17

are probably going to be better than mine, so go for

18

it.

19

AMBER GUZMAN:

Well, you know, it might be a

20

little bit of a scribble here, but -- okay, so this

21

sheet here --

22

MS. BAZAN:

Um-hum.

23

AMBER GUZMAN:

-- these are -- so what you're

24

going to do is you don't -- as soon as you can, you

25

want to go on to, like, LegalZoom.com.
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1

not the best route, but you want to go and set up a --

2

an LLC.

3

MS. BAZAN:

Okay.

4

AMBER GUZMAN:

5

maybe around $495.

6

MS. BAZAN:

7

AMBER GUZMAN:

You -- it might end up costing

Okay.
They have some different prices

8

on there, but you have got to have an LLC to be able

9

to get the funding and the proof of funds.

10

MS. BAZAN:

Um-hum.

11

AMBER GUZMAN:

So that paper that we gave you

12

the other day, USAPrivateMoney.com, you're going to go

13

on here, and you're going to fill out the loan

14

application.

15

credit or your income, but they are going to want to

16

know all that information.

17

MS. BAZAN:

18

AMBER GUZMAN:

It's not going to be based on your

Okay.
Once they have you in the

19

system, they can fund deals for you within four days,

20

and this is also going to give you proof of funds to

21

be able to make offers, offers and the funding.

22

MS. BAZAN:

23

AMBER GUZMAN:

24
25

Okay.
Okay.

So the first thing we got

to do is we've got to find properties.
MS. BAZAN:
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1

AMBER GUZMAN:

So what you're going to do, in

2

this pamphlet, these are all the distressed banks in

3

the country.

4

state in the country, and it has their phone number

5

and their email address.

As you go down the list, there -- every

6

MS. BAZAN:

Okay.

7

AMBER GUZMAN:

So what you are going to do is

8

you are going to contact the bank -- I am just going

9

to do it on this top one so that you can see it --

10

MS. BAZAN:

Um-hum.

11

AMBER GUZMAN:

-- you are going to contact the

12

bank, contact, and ask for a list of bank-owned

13

properties.

14

your email of all of the properties that they have.

15

So you're going to know a little bit ahead of time

16

from some of the numbers and ideas that he showed you

17

on picking areas, talking to a real estate agent,

18

finding out areas that are selling within 30 to 90

19

days, you can pick those zip codes.

So they will send you a spreadsheet in

20

So when they send you this list, do a search

21

and click all the zip codes in the areas that you're

22

interested in, and then what you're going to do -- so

23

find properties, we're going to say bank-owned.

24

MS. BAZAN:

25

AMBER GUZMAN:
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1

Then you're still going to get a real estate agent.

2

Even though it's not going to be the best avenue,

3

there's still going to be times that you can find

4

deals that way.

5

run the numbers, okay?

6

on day one and a little bit yesterday.

7

actually a three-week action plan --

So the next thing is you're going to

8

MS. BAZAN:

9

AMBER GUZMAN:

So I know we went over numbers
This is

Okay.
-- from -- for our advanced

10

students, but I'm putting it in here because each of

11

these beginning steps are what you're going to need to

12

do.

13

MS. BAZAN:

Okay.

14

AMBER GUZMAN:

Signing up your LLC, getting a

15

UPS box, giving you some ideas on how to talk to real

16

estate agents to find an agent.

17

this market analysis, it's giving you a -- how to run

18

the numbers again.

19

MS. BAZAN:

20

AMBER GUZMAN:

It's also here in

Okay.
And then on the back of this,

21

it's going to give you a bunch of resources for, like,

22

another one, REOs, real estate agents, and for sale by

23

owners.

24

MS. BAZAN:

25

AMBER GUZMAN:
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1

your best avenues for finding properties.

So you're

2

going to run the numbers from the numbers on Friday,

3

running your numbers, getting that ARV, that you can

4

get help from your agent for, and all the rest of

5

them.

6

going to make offers, and he -- we handed out that

7

contract for you.

And then after you run the numbers, you're

What day was that, day one?

8

MS. BAZAN:

I think so, yeah.

9

AMBER GUZMAN:

Okay.

So you have got the

10

contract, you are going to make offers.

You are going

11

to use the contract, and you're going to need that

12

proof of funds letter to show that you have the

13

ability to do it, okay?

14

offers and you've got one accepted, we've got to do

15

some marketing.

16

you've got -- on the -- you've got the Prop Finder.

17

You have the first version of it for being here, so

18

you have cash buyers across the country that you can

19

market to.

Now, once you have made the

You're mainly going to market to --

20

MS. BAZAN:

Okay.

21

AMBER GUZMAN:

You are also going to be able to

22

market to craigslist.com.

There's something called

23

postlets.com, and then you can also go to meetup.com

24

and type in "real estate" and start finding some real

25

estate groups.

You'll also get more education and get
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1

familiar with the market.

2

MS. BAZAN:

3

AMBER GUZMAN:

Um-hum.
This is for your marketing, so

4

you will find buyers pretty quickly.

5

doing is you're -- you are marketing.

6

this is.

7

marketing.

8
9

So what you're
That's what

I maybe should have wrote that first,

Okay.

So you're going to want to get, like, a

Word document --

10

MS. BAZAN:

Okay.

11

AMBER GUZMAN:

-- and you are just going to

12

want to copy and paste some pictures.

13

to want to have the numbers, and you're going to have

14

a little detail of the work that needs to be done,

15

numbers, and pictures, and that's what you're going to

16

market to those places.

17

print out and take to those different meetings that

18

you go to.

19

You are going

That's what you're going to

When you find a buyer and your buyer gets that

20

property under contract from you, at that point,

21

you're going to schedule to go to a title company, and

22

he gave you that power team sheet --

23

MS. BAZAN:

24

AMBER GUZMAN:

25

Yeah.
-- told in class, so start just

looking, Facebook, do I know any real estate agents or
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1

any contractors.

Go on craigslist, look up title

2

companies.

3

the closing, and then -- how did I write on a paper

4

that was -- schedule a closing.

Title company, you are going to schedule

5

MS. BAZAN:

6

AMBER GUZMAN:

7

Um-hum.
So your step seven is you're

going to go back to the USA Private Money.

8

MS. BAZAN:

Okay.

9

AMBER GUZMAN:

And they're going to want to see

10

your contract, your numbers, your buyer's contract,

11

and they're going to want the title company info.

12

what they're going to do is they're going to review

13

your deal, and if your deal -- if the numbers aren't

14

right, if your buyer doesn't really have the funds in

15

place, they're going to tell you, nope, the deal's not

16

going to work, and here's why.

17

know what you need to work on to either make it work

18

or move on to the next deal, but as long as the

19

numbers and everything works, then they are going to

20

fund you on that deal.

21

And

So they'll let you

So when you go to close, close, you're going to

22

go in and own it.

Your buyer is going to buy from

23

you.

24

going to pay back the funding, and then they are going

25

to write you a check for the profit left in the deal.

They're going to leave.
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1

UNIDENTIFIED SPEAKER:

2

AMBER GUZMAN:

3

(Inaudible).

You sure can.

Do you want me to

just -- do you want to pull me aside for one second?

4

UNIDENTIFIED SPEAKER:

Yeah, sure.

5

AMBER GUZMAN:

6

MS. BAZAN:

7

AMBER GUZMAN:

8

(Pause, off-mic conversation.)

9

AMBER GUZMAN:

Give me just one second.

Okay.

10

MS. BAZAN:

11

AMBER GUZMAN:

So -- yes, one second.

Okay, so sorry.

No, you're fine.
So they -- the title company is

12

going to pay back the funding, and then they are going

13

to write you a check or direct-deposit what your

14

profit is, and your profit is what you rounded up the

15

numbers, because everything's going to be taken out

16

prior to --

17

MS. BAZAN:

Okay.

18

AMBER GUZMAN:

-- and with the numbers that you

19

added.

So those -- okay, so these are the steps.

20

made your offer.

21

got your contract.

22

other creative money sources, more so for like the

23

rehab --

We round the numbers here.

You've

This sheet here is going to be for

24

MS. BAZAN:

25

AMBER GUZMAN:
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1

money that we need to borrow, this is how to get those

2

type of monies to do your deals.

3

them yet.

4

MS. BAZAN:

5

AMBER GUZMAN:

I would say don't do

Okay.
I would not suggest that, but

6

what I would say is -- so, let's just focus on

7

wholesales, that is our goal, and then what I'm going

8

to say is do one, maybe two of these deals, and come

9

back.

10

MS. BAZAN:

Yeah.

11

AMBER GUZMAN:

Because we will -- we talk as a

12

team.

We talk to the office.

13

levels, like, for example, the fast-start mentor, the

14

software, and the online resource center.

15

the pieces that I'm really going to have you focus on

16

doing first --

17

MS. BAZAN:

18

AMBER GUZMAN:

We have some different

Those are

Um-hum.
-- and so we get you doing one

19

deal and maybe say, hey, take $2,000 of the profit,

20

we're going to put the rest of the profit towards a

21

piece of this.

22

software and the online resource center that's going

23

to teach you some extra strategies, so we won't do

24

just that by itself --

25

Now, you've got the full access to the

MS. BAZAN:
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1

AMBER GUZMAN:

-- because it would be a waste.

2

And then once we get to that second deal, awesome.

3

are going to get you to the fast start.

4

going to start building the rest of the pieces of the

5

team, and now we're going to start getting into the

6

rehab side of it.

7

piece by piece so that you don't have to feel like,

8

oh, now I have to still do, you know, four deals

9

before I'm able to really get into the training.

10

We

Now we are

So we will break it down for you

We

won't do it that way.

11

MS. BAZAN:

Okay.

12

AMBER GUZMAN:

We will make sure that you've

13

got support.

I am going to give you -- this is my

14

email address, if I spell it right,

15

businesstuffforyou, it's only two Ss, at gmail.com.

16

This is my email address if you have any questions or

17

when you're looking for different support and steps.

18

Also, there's a customer service number --

19

MS. BAZAN:

Um-hum.

20

AMBER GUZMAN:

-- that is on the receipt that

21

you got for coming here.

22

there --

23

MS. BAZAN:

24

AMBER GUZMAN:

25

different steps.
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1

dark.

They will actually help you run your numbers on

2

deals.

They'll -- you've got the funding that we'll

3

do, review and double-check on your deals for you, the

4

hotline that will help you run numbers on deals and

5

that will help you with what your next steps look

6

like.

7

MS. BAZAN:

8

AMBER GUZMAN:

9
10

there.

Okay.
So you have got some support

So as beautiful as that sheet looks, I know

you took some notes here as well.

11

MS. BAZAN:

Um-hum.

12

AMBER GUZMAN:

I am going to put these -- so

13

this is your funding first.

14

three-week action, because these are really going to

15

be your first steps, and then these are going to be

16

the steps to doing your deal.

17

that in there for you, and phone number was -- or

18

email was in there, phone number's on the bottom of

19

the receipt.

20

MS. BAZAN:

21

AMBER GUZMAN:

22
23
24
25

that?

I am going to put this

So I am going to put

Okay.
Do you have any questions on

I know it was kind of a little bit -MS. BAZAN:

Ah -- oh, no.

I mean, I understand

you guys are pressed for time, but -AMBER GUZMAN:
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1

MS. BAZAN:

I mean, I can imagine, it's been

2

two very jam-packed days, and people must have

3

questions, yeah.

4

AMBER GUZMAN:

Lots and lots of questions

5

usually, yeah.

And it just seems like -- yeah.

6

you ready next?

Yep?

7

just like that.

But do you have any questions for me,

8

as you just looked at all of what I just mentioned?

9

So you have got my email --

10

MS. BAZAN:

11

AMBER GUZMAN:

Perfect.

Are

And, yeah, exactly,

Um-hum.
-- so I am happy for you to go

12

through everything and break out an email of, okay, I

13

think this is what you said, am I missing anything

14

here, once you have a little bit of time to just sit

15

down and kind of look at it all.

16

there anything you can think of right now?

We have that, but is

17

MS. BAZAN:

18

my situation pretty well.

19

everything that's come up so far, but, I mean, if

20

anything comes up, I will definitely email you.

21

Not immediately.

AMBER GUZMAN:

I mean, you know

I think I have asked

Yes.

Please do.

And even if

22

it's a matter of just kind of like putting it in an

23

order that you can -- that works for you to

24

understand, oh, this is what I do next, and then if

25

you look at it and realize, oh, there's some pieces
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1

that I'm not quite sure about, then, yeah, we're here

2

to help.

3
4

MS. BAZAN:

Thank you so much.

You have been

so helpful these past three days.

5

AMBER GUZMAN:

Well, I appreciate you saying

6

that.

7

as much as I possibly can.

8

yesterday.

9

do email me, because I might even have some extra

10

I really do attempt to, you know, to give you

Oh, what I'll do -- actually, do -- plus

credit-building formats that I can email you as well.

11

MS. BAZAN:

12

AMBER GUZMAN:

13
14
15
16

I know I gave you this

Okay, yeah.
I know that's not real estate,

but it can be -MS. BAZAN:

I mean, it would be very much

appreciated.
AMBER GUZMAN:

Yeah, certainly.

I think he

17

just asked me, where are the surveys?

18

different surveys as well, so if you want to kind of

19

let us know what you thought about the event --

20

MS. BAZAN:

21

AMBER GUZMAN:

He's got some

Okay.
-- what you liked, what you

22

might change, just anything you can think of, yeah,

23

he'll have you fill out that survey.

24
25

MS. BAZAN:

Of course.

One last thing I did

want to ask you, this -- we were told we would get a
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1

list of private lenders.

2

lenders?

3

AMBER GUZMAN:

Is this pamphlet the private

So, actually, the distressed

4

bank list is this right here, so that's the banks to

5

find the properties.

6

MS. BAZAN:

Okay, um-hum.

7

AMBER GUZMAN:

8

MS. BAZAN:

9

AMBER GUZMAN:

And then the private lenders --

Yeah, we were told -- yeah.
Oh, that was the sheet on

10

Friday.

11

wrote down, that's the lenders.

12

So this -- this USA Private Money that I

MS. BAZAN:

Um-hum.

Oh, so wait, so this is

13

the site that gives information for different lenders

14

or this is just one lender?

15

AMBER GUZMAN:

It's multiple different lenders

16

that will lend on 100 percent for wholesale, 100

17

percent -- or 70 to 80 percent for the rehabs, and

18

then long-term rehabs and cash-out refinance.

19

that company.

20

find other individuals that do it.

21

like broker out to lenders across the country.

22

you've got that.

23

the website down again here.

So it's

They do it, but then they also help you

That came Friday.

24

MS. BAZAN:

25

AMBER GUZMAN:
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1

the money.

That's where you'll go to get the

2

properties.

3

numbers.

4

you'll kind of put it together.

This is where you'll go to run the

And then the contract that you have is where

5

MS. BAZAN:

Okay.

6

AMBER GUZMAN:

Yes.

When you said that, I'm,

7

like, what am I missing?

8

sheet, it was the one we handed out Friday --

9

MS. BAZAN:

AMBER GUZMAN:

11

MS. BAZAN:

-- that had the --

-- the one that had the four

loans --

13

AMBER GUZMAN:

14

MS. BAZAN:

15

AMBER GUZMAN:

16

Well, let me give this to you.
MS. BAZAN:

18

AMBER GUZMAN:

All right.

You're welcome.

Congratulations.
MS. BAZAN:

21

AMBER GUZMAN:

23

That's the one.

Thank you so much.

20

22

That's right, yep.

Okay.

17

19

And then that other

Yes --

10

12

Yes.

Thank you.
Yeah.

And let me know if you

need anything for sure.
MS. BAZAN:

Of course.

24

you about those credit scores.

25

AMBER GUZMAN:
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1

remind me as well, because if it's just left on me

2

right now, I don't want to forget.

3
4

MS. BAZAN:

No.

I mean, you've talked to,

like, 40 people today.

5

AMBER GUZMAN:

6

MS. BAZAN:

7

Oh, did they wrap up here?

8

AMBER GUZMAN:

9

MS. BAZAN:

10

Excuse me.

11

UNIDENTIFIED SPEAKER:

12

MS. BAZAN:

13

(Music, off-mic conversation.)

14

MS. BAZAN:

15

Yeah.

Yeah, like 20.

Go ahead.

Thank you.

He's coming back.

Okay.

Oh, I'm sorry.

Oh, don't worry about it.

Excuse me.

Did they already wrap

up or --

16

UNIDENTIFIED SPEAKER:

17

do, like, last-minute stuff.

18

(inaudible) now.

They're just going to
So there's, like

19

MS. BAZAN:

Okay.

20

(Music, off-mic conversation.)

21

TREY STINNETT:

All right.

So this is the

22

question I always get at the end of the third day,

23

which is, Trey, what books do you recommend that I

24

read?

25

important answer.

Before I answer that question, here's my most
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1

not the end game.

2

is that nothing has empowered me more to go out and

3

perform in any area and be successful than mentors.

4

The problem is you don't always know what mentor to go

5

get, and so what I've found to be the path to success

6

is book, class, mentor, right?

7

So what I have found over my life

So I read a book that taught me about real

8

estate.

I read a book that taught me about business

9

and finance.

That first book I read wasn't about

10

technically real estate.

11

This book is by Napoleon Hill.

12

early 20th Century.

13

Carnegie gave him the task to spend 20 years

14

researching and studying the most successful people at

15

the time.

16

he interviewed people like Edison and Henry Ford and

17

stuff like that, to distill down what the primary

18

things that made them successful were, and he boiled

19

it down to 13 principles.

20

It was Think and Grow Rich.
It was written in the

The legend goes that Andrew

He interviewed -- and including Carnegie,

That was one of the very first books that I

21

read early on in my financial career, and it changed

22

the way that I looked at business and looked at money.

23

The second book that I read that made a big

24

difference for me was a book called Rich Dad, Poor

25

Dad.

Some of you have probably heard of this one.
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1

This one was by Kiyosaki, okay?

2

has since licensed the name of the book to other

3

people, so just read the book.

4

diving into any of the other parts of that because

5

he's not in control of anything except the book, okay,

6

but the book is amazing.

7

It's a good book.

I wouldn't go probably

The other ones that have made a big impact for

8

me, this one is for my men in the room, and that is

9

Way of the Superior Man by Deida, okay?

Ladies can

10

read it, too, but it's kind of for men.

Let's see.

11

How far off the deep end should I go with you guys?

12

All right, Principles, really good, by Dalio.

13

Awaken the Giant Within, oh, my goodness.

14

read Way of the Superior Man next, Alex.

15

the Giant Within, this is Robbins.

16
17

He

Let's see here.

Oh,

You need to
So Awaken

I'll try and stick to some

business stuff.

18

UNIDENTIFIED SPEAKER:

19

TREY STINNETT:

How about Outwitting?

That is good.

So Hill had a

20

second book that came out after he passed away called

21

Outwitting the Devil, so any -- Napoleon Hill had

22

three books.

23

Dad, Poor Dad.

24

that didn't come out until, like, 2009 or something.

25

It was much later released.

There was the 13 Laws of Success, Rich
There was Outwitting the Devil, but
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1

The book that turned my health around was The

2

Omnivore's Dilemma, so if anybody's got a health

3

journey that they're on right now.

4

one?

5

it Poland?

Do you know who wrote it?

6

UNIDENTIFIED SPEAKER:

7

TREY STINNETT:

8

Have you read this

I can't really -- is

Yeah.

That one turned my health

around.

9

UNIDENTIFIED SPEAKER:

10

TREY STINNETT:

I think it's two Ls.

A New Earth by Tolle, that one

11

is kind of what gave me kind of my spiritual center,

12

to be present and to be aware with what's going on in

13

my life.

14

Napoleon Hill book.

15

though.

16

Highly Successful People, and that is by Covey.

Oh, and The Law of Success was the only
I'm not going to write it down,

That's probably too much.

Seven Habits of

17

Habit number one is morning ritual.

18

checking your damned phone first thing when you wake

19

up.

20

newspaper, okay?

21

for you.

22

the same thing as the most successful people in the

23

world do.

24
25

Stop

Stop turning on the news, and stop reading the
When you wake up, that is your time

If you protect that time, you'll be doing

That's the number one of those.

Let's see here.
you guys?

What else do I want to give

I'm literally, like, scrolling through all
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1

my audiobooks.

2

UNIDENTIFIED SPEAKER:

3

TREY STINNETT:

(Inaudible).

Yeah, I just started reading

4

that one.

5

it's pretty good.

6

Creature.

7

audiobooks, because I can see different phases of my

8

life.

9

(inaudible).

10

I haven't finished it yet, but it is -And then I already gave you guys

Wow, it's so fun to look back through my

There's, like, Ender's Game in here.

And then here's one for you.

I'm not

You've already

11

got The Hero with a Thousand Faces, but this one's

12

pretty amazing, and that's Mastery by Greene.

13

these are just some of the books that I would

14

recommend.

15

but probably over the next couple of years.

16

good because they're well rounded.

17

business, business, business, business, business.

18

So

You don't need to do them all tomorrow,
They are

It's not just

We all have four parts of our life, our health,

19

our wealth, our relationships, and then whether you

20

call it your emotional intelligence or your

21

spirituality, but it's that fourth part of us that is

22

the intangible.

23

those.

24

go to crap, all right?

25

Okay.

We need to be nurturing all four of

Don't just go do business and let your health

Other than that, guys, it is now the end
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1

of our three days together.

2

completing your three-day real estate accelerator

3

training.

4

know a few of you are going to be continuing on with

5

us to go to the next level.

6

if you are going to continue to the next level, hang

7

out.

8

little bonus session for those of you, just an

9

orientation for what to expect over the next couple of

10

weeks, before we're going to see you again at the Fast

11

Start.

12

Congratulations on

I had an amazing time with you guys.

That's awesome.

I

Please,

In about ten minutes, we are going to have a

Other than that, guys, everybody else, it was

13

wonderful seeing you.

Thank you for being out here.

14

Go out there and get your first deals done.

15

to us and let us know how much money you made, how

16

well you did, and I'd love to hear back from you as

17

well.

18

All right, guys.

19

UNIDENTIFIED SPEAKER:

20

(Applause.)

21

TREY STINNETT:

Reach out

Have a fantastic week.
Thank you.

And, again, if you're

22

continuing on, just hang out, and in about ten

23

seconds, we will have a bonus session.

24

(End of recording.)

25
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1

P R O C E E D I N G S

2

-

3

-

MATT DAVIS:

-

-

-

I want you to turn around

4

(inaudible) introduce yourself and make a friend.

5

(Inaudible).

6

:

7

(Chatter.)

8

:

9

JIM:

Hi, I’m

Hi, I’m

.

.

I’m

How you guys doing?

10

(Chatter.)

11

MATT DAVIS:

All right.

.

Jim.

Let me introduce

12

myself now.

My name is Matt Davis, M-a-t-t, Matt

13

Davis.

14

(inaudible) today.

15

welcome.

16

to cover, as you can imagine, in three days.

17

let’s see, three days.

I might suggest that you write that down
But, again, Matt Davis.

Welcome to the conference.

18

AUDIENCE:

19

MATT DAVIS:

We’ve got a lot
And,

Is that a long time?

Yes.
Depends on how good the

20

instructor is.

21

it’s going to be a long three days.

22

this?

23

meeting with experts in any field.

24

happen?

25

So,

(Inaudible).

If you’re really bad,
Okay, how about

Is three days enough time if we’re going to be

AUDIENCE:
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1

MATT DAVIS:

I made a drastic miscalculation

2

(inaudible) classes next (inaudible).

3

aware of the promises as well as expectations that the

4

(inaudible) at the very first meeting as far as

5

learning.

6

deal.

7

afternoon session today.

8

step how to find properties, how to run the numbers,

9

how to find owners, how to negotiate the contracts,

10

So I’m well

Like, for example, how to do your first

We’re going to specifically do that in the
I will teach you step by

build your buyers lists, close the transaction.

11

We’re going to go through several ways on

12

how to close the deal.

13

fulfilled today.

14

to fund the deal.

15

to a funding resource that will fund -- let me quote

16

-- 100 percent of the purchase price.

17

will take their fee out of the deal, not out of your

18

pocket.

19

see your hands?

20

So that promise will be

All right?

I’ll also show you how

In fact, you were promised access

And then they

Who remembers that promise as well?

All right.

Let me

That promise is fulfilled as

21

well.

So access to funding will be provided to you at

22

the end of the weekend.

23

at the beginning is because we want you to learn the

24

type of deals we will fund.

25

the education, then you start submitting applications
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1

for deals we will never fund.

2

for a very unpopular relationship between us two.

3

we want to make sure you understand the type of deals

4

that we fund, and then we’ll give you access to the

5

funding and you go out and make it happen.

6

So that obviously bodes

And I will also review how to do your very

7

first deal tomorrow.

8

day number three.

9

go out and do you first deal.

10

We will then review it again on

It’s going to be very clear how to
All right?

But I now want to have a reality check.

11

won’t really actually know how to do it.

12

will get out there and what?

13

AUDIENCE:

14

MATT DAVIS:

15

So

kicks in.

You

You guys

Do it.
And what’s where the reality

Is that right?

16

AUDIENCE:

Yes.

17

MATT DAVIS:

I’m going to say that’s when

18

you’re on trial.

19

explain what I mean by that.

20

not you’re successful in this business, and really any

21

business, comes down to one single thing.

22

find the workaround.

23

Now, I’m going to go ahead and
All right?

Whether or

Can you

Let me explain what I mean by that verbiage.

24

All right?

I’m going to teach you as much as I

25

possibly can and prepare you for how to do your first
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1

deal.

2

a problem, gets thrown in the mix, can you work around

3

the curve ball or the problem and still close the

4

deal?

5

But when a curve ball that I cannot anticipate,

Now, would you agree some people can because

6

they’re going to think outside the box and they

7

understand the basic structure, they’ll weave in and

8

out of the structure.

9

throw their hands up in the air and say, well, maybe

But some people can’t.

They

10

what my instructor taught me didn’t work.

Maybe the

11

program doesn’t work.

12

really do real estate.

13

work.

14

it may not have worked for them exactly the way that I

15

taught it.

Maybe Tarek & Christina don’t
Maybe real estate doesn’t

And they begin to challenge everything because

Does that make sense?

16

AUDIENCE:

17

MATT DAVIS:

18

actually fail?

19

someone else?

Yes.
What do people do when they

Do you think they blame themselves or

20

AUDIENCE:

Someone else.

21

MATT DAVIS:

So what happens next?

They go

22

complain on the internet about us, our company.

23

going to let that sink in for a second.

24

Do you think that happens?

25

AUDIENCE:
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1

MATT DAVIS:

Yeah.

2

even more basic question.

3

us?

4

AUDIENCE:

5

MATT DAVIS:

6

Does real estate work for

Yes.
Come on.

Is money being made

right now in real estate?

7

AUDIENCE:

8

MATT DAVIS:

9

So let’s get back to the

Yes.
Okay.

So I’m going to make a

statement right now and I’m going to stick to it all

10

weekend.

Real estate is not on trial this weekend.

11

And I want you to think about that.

12

come to a conference like this with an attitude.

13

say, okay, pal, I paid my money, prove it.

14

know how you prove anything.

15

AUDIENCE:

16

MATT DAVIS:

Sometimes people
They

I don’t

Guilty.
Whether or not people believe

17

in real estate is real irrelevant as to whether or not

18

it works.

19

Is that right?

It works with or without you and I both.

20

AUDIENCE:

Yes.

21

MATT DAVIS:

So who’s really on trial?

22

Whether or not you can make it work for you is really

23

the question.

24
25

This works with or without you.

So you’re really the anomaly here.
or not you can follow a system.
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1

interesting when you follow a system you get a very

2

predictable result.

3

that?

4

transparency (inaudible).

5

learned everything I’m going to teach you this weekend

6

for free on your own.

7

need to know this again.

Don’t you?

Can I see your hands?

8

AUDIENCE:

9

MATT DAVIS:

How many agree with

I want to give you full

You could have gone and

Do you know that?

Okay?

I

Do you know that?

Yes.
Okay.

Then why did you spend

10

the money to come to a conference like this?

11

that’s a good question for you to ask yourselves.

12

Okay?

13

AUDIENCE:

14

MATT DAVIS:

15

AUDIENCE:

16

I think

(Inaudible).
Okay.

I don’t know how to make

something out of nothing.

17

MATT DAVIS:

Okay.

The steps that you have

18

in front of you, then you can anticipate what’s coming

19

next.

Right?

Very good.

20

AUDIENCE:

21

MATT DAVIS:

(Inaudible) money.
The system has worked for

22

others.

23

people this weekend that it’s worked for, including

24

myself.

25

All right.

What else?

Very good.

You’ll meet several

Yes?
AUDIENCE:
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1

(inaudible).

2

MATT DAVIS:

Okay.

The funding.

All right.

3

But could you have found funding on your own without

4

coming here?

5

AUDIENCE:

6

MATT DAVIS:

7

AUDIENCE:

8

MATT DAVIS:

9

(Inaudible).
Okay.

Time.
Time.

All right.

Explain what

you mean by that?

10

AUDIENCE:

If I was going to find out all

11

the information I’m going to learn in this three days,

12

it would probably take me weeks.

13

MATT DAVIS:

14

AUDIENCE:

15

I’d say (inaudible).

As far as doing my own research.

This is going to take three days.

16

MATT DAVIS:

So -- I agree, Sean, and I’m

17

fearful that you’re actually coming up with what I’m

18

-- where I’m going today.

19

that right?

20

right?

21

going to a legal library and picking up books and

22

starting to read.

Is

I think a great example is this, all

You can go learn what an attorney knows by

Is that right?

23

AUDIENCE:

24

MATT DAVIS:

25

You paid for speed.

Yes.
That is true.

If that’s the

case, then why do people pay big money to go to law

3-Day Workshop - Dallas, TX
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1

school?

2

There’s a curriculum.

3

(inaudible).

4

reason I’m starting with a very obvious point is to

5

get rid of people that begin to shoot holes in real

6

estate or whether or not what we’re teaching works.

7

Go learn on your own.

8

Because there is a step by step plan.
There is step one, step one

I know I’m being very obvious.

But the

So let’s go ahead and (inaudible) past.

You

9

can pay for education, which is learning how to get

10

there faster, or you’re actually going to go through

11

the school of hard knocks.

12

AUDIENCE:

13

MATT DAVIS:

14

before?

15

expensive school?

Is that true?

Yep.
Who’s ever been to that school

The school of hard knocks.

16

AUDIENCE:

Yeah.

17

AUDIENCE:

Yes, it was.

18

MATT DAVIS:

Is that an

Would it have been more

19

expensive to pay for education or going through the

20

school of hard knocks?

21

education one way or another.

22

AUDIENCE:

23

MATT DAVIS:

You’re going to pay for your
Is that right?

Yep.
So this is intended to be a

24

very basic real estate course, intended to teach you

25

how to learn how to do your very first deal.
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1

not going to plug you into high-risk transactions.

2

want to keep your risk super low, help you watch the

3

process from start to finish, help you make a little

4

money as you begin, and then as your experience grows

5

the risk does grow as well.

6

that point.

7

We

But you can handle it at

How many of you are with me on that?

Start

8

out with low risk, just make a little money to get our

9

feet wet.

10

How many raise their hands on that?

fund those deals.

11

Okay.

We’ll

I’ll show you how that works.

So as we go through the curriculum,

12

I’m going to tell you right now the fastest way to get

13

from where you are to where you want to be is to learn

14

from somebody else that’s already doing it

15

successfully.

16

Okay, I know it’s obvious.

17

get off that straight path to getting to where they

18

want?

19

it your way and we’ll see you back here in class three

20

years from now.

21

That sounds pretty obvious, Matt.

Arrogance.

But what causes people to

I want to do it my way.

You go do

The trouble is when you actually get into

22

real estate, there’s not a whole lot of room for

23

error.

Would you agree?

24

AUDIENCE:

25

MATT DAVIS:
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1

it’s usually not a little bit of money in real estate,

2

you lose a lot of money.

3

All right?

Has anyone ever lost money in real estate in

4

this room?

Can I see your hands?

5

lesson, isn’t it?

6

keeps people away.

All right.

It’s an expensive

And that’s usually what

7

So as I look through the curriculum, it’s

8

important for you to understand, first of all, I’ve

9

been asked to come teach the class because -- why do

10

you think?

11

AUDIENCE:

You’re an expert.

12

MATT DAVIS:

How many of you think it’s

13

because I know real estate?

14

now (inaudible) and I’m in the middle of four

15

transactions right now as we sit here today.

16

going to be sharing with you some things that I’m in

17

the middle of right now and some things I’ve recently

18

completed.

19
20

(Inaudible).

I’m just

So I’m

I’m not going to talk about deals I did ten
years ago.

Why?

21

AUDIENCE:

It’s not relevant.

22

MATT DAVIS:

Things do change, is that

23

right?

It’s like talking about your glory days back

24

in high school.

25

now is what matters most.
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1

sharing with you some things that I’m in the middle of

2

right now is so you can learn how to do it for

3

yourselves.

4

me.

5

work for you.

Is that fair?

It’s not a weekend about

This is helping you understand how to make this

6

The company also gave you an incentive that

7

if you do your very first transaction in the next how

8

many days --

9
10

AUDIENCE:

Ninety.

MATT DAVIS:

-- 90 days -- by the way, when

11

does that 90-day clock begin?

12

AUDIENCE:

13

MATT DAVIS:

14

AUDIENCE:

15

MATT DAVIS:

Today.
It begins Monday.

Oh, good.
You haven’t lost any time yet.

16

We’re going to go through the process so you know how

17

to go out and execute the first deal.

18

do, they’ll give you a reimbursement check of the

19

entire amount that you spent to be here.

20
21

And when you

Okay?

How many believe you’re going to be one of
those people?

Can I see your hands?

22

AUDIENCE:

I am.

23

AUDIENCE:

Right here.

24

AUDIENCE:

Yes.

25

MATT DAVIS:
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1

to raise your hand no matter what I ask you this

2

weekend?

3

(Laughter.)

4

MATT DAVIS:

5

think it’s a 90-day challenge?

6

year challenge?

7

why?

All right.

And why do you

Why is it not a one-

What do you think?

8

AUDIENCE:

9

MATT DAVIS:

It’s obvious, but

To make money.
Urgency.

And statistically

10

what’s hard about that?

How many would agree the

11

longer you go after a weekend like this without doing

12

a deal, would you agree the momentum and the

13

likelihood of you being an investor goes down

14

drastically?

How many agree with that?

15

AUDIENCE:

16

MATT DAVIS:

Yes?

Yeah.
We want to capitalize on the

17

momentum.

Now, this is intended to be a basic real

18

estate course.

19

pay for other courses and classes to help you go even

20

faster from our company?

You paid for speed.

21

AUDIENCE:

22

MATT DAVIS:

Can you actually

What do you think?

Yes.
Yes, you can.

Some of you are

23

going to take the next 90 days and get out there and

24

do your first deal.

25

advantage of hiring a mentor to fly out here in the
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1

next four weeks and take you face to face in the field

2

and go do your first deal with you.

3

you go fast?

4

getting as much of a response right now because

5

everyone is already thinking what’s that going to

6

cost?

What do you think?

7

(Laughter.)

8

MATT DAVIS:

9

just thought that?

Would that help

And, see, I’m not

You know -- how many of you

Let me see your hands.

All right.

10

Who wants people that want something for nothing.

We

11

want to do business with you, obviously.

12

would cost more money if you hire a mentor to fly out

13

here and do your deals face to face.

14

it should cost more money if you’re getting more

15

value?

Of course it

How many agree

Would you agree with that?

16

AUDIENCE:

Mm-hmm.

17

MATT DAVIS:

Value for value exchange is

18

what it should be in any business transaction.

So how

19

many of you got a chance to read through the brochure

20

that we placed inside the material before I started

21

this morning?

22

that, those are other classes and courses beyond

23

a weekend like this.

24

real estate course.

25

the depth to take you far beyond just a basic in-the-

If you happen to get a chance to do
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1

classroom course.

You know, we actually put our money

2

where our mouth is, take you straight out in the

3

field, eyeball to eyeball how to get your first deal

4

done with you.

5

see your hands?

6

Okay.

How many respect that depth?

Can I

You’re dealing with a company that

7

knows how to do this (inaudible).

So some of you may

8

have some deals under your belt, and that’s good.

9

Some of you are barely starting, never done a real

10

estate transaction besides your own home before.

11

it a different story when you’re talking about owner

12

occupied versus investment?

13

AUDIENCE:

Mm-hmm.

14

AUDIENCE:

Yes.

15

MATT DAVIS:

Is

What do you think?

Different story.

All right.

16

Funding changes when it’s not owner occupied.

Also,

17

if you go to the bank, all right, and ask for a

18

business loan, they’re going to treat it differently

19

than an owner-occupied loan.

20

rates might change as well?

You think your interest
What do you think?

21

AUDIENCE:

22

MATT DAVIS:

23

going to discuss this weekend.

24

kind of the general plan.

25

not challenge whether or not real estate works.
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1

interesting how people begin to find reasons why it

2

won’t work for them.

3

something is not going to work, guess what?

If you find enough reasons why

4

AUDIENCE:

It doesn’t work.

5

MATT DAVIS:

It’s not going to work.

All

6

right.

If you find every reason why it can, will and

7

should work, and here’s the mathematics to follow and

8

validate that we should move, things begin to work.

9

All right?

10

So let me go through, I guess, some of the

11

obvious things that the company makes me show you.

12

This slide right here they make me show you.

13

level of success will vary depending on several

14

factors such as your background, motivation and

15

action.

16

that you’ll make money.

17

does not mean you get in shape.

18

the work.

Your

Just because you paid the money does not mean
Just because you join the gym
So you got to put in

Would you agree?

19

AUDIENCE:

Yes.

20

MATT DAVIS:

Can you actually hire a

21

personal trainer, does that increase your likelihood

22

of success?

What do you think?

23

AUDIENCE:

24

MATT DAVIS:

25

Yes.
This is no different, folks.

This is no different than any of that as well.
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1

we dial you in, there’s three house rules that I have

2

for you just to make sure we have a good weekend.

No

3

recording.

We

4

find those recordings for sale out there on the

5

internet.

6

We’ve had people do that in the past.

We don’t allow the recordings.
No soliciting class members.

All right?

I know we’re

7

going to make friends this weekend, and that’s fine to

8

get to know people.

9

card and phone number to people that you do not even

10

know, real estate agents, you’re not here to solicit

11

this audience to become everyone’s agent in the room.

12

But passing out your business

Contractors, you’re not going to be

13

everyone’s contractor as they start flipping houses.

14

Okay?

15

that list at a later point.

16

that’s not why you came here?

17

All right.

So it’s not allowed to create a list to solicit
How many of you agree
Let me see your hands?

So, next, no cell phones.

Cell

18

phones, just at least turn them to the silent mode or

19

even off.

20

during breaks and lunch time.

21

Questions:

You’ll have a chance to stay in touch

How many of you already have

22

questions you came prepared with?

How many of you

23

have questions but you don’t know what they are yet?

24

You’re going to have them, right?

25

on questions.

So here’s the rule

I’m fine with questions.

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

Have you ever

EX 8, p. 19

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 21 of 435
20
1

been to a classroom where they say, hold the questions

2

until the end or at a break?

3

that’s weak because usually that means the instructor

4

cannot handle your questions on the fly.

5

them off.

6

All right?

7

Personally I think

It throws

I can handle any question you throw at me.

However, just for our curriculum to advance

8

and stay on time, the question must be relevant to the

9

topic at hand.

Is that fair?

10

AUDIENCE:

Mm-hmm.

11

MATT DAVIS:

If it’s way off topic, I will

12

ask you to come see me at the break or at the end.

13

that okay?

14

that you have in mind, like have me help you run

15

numbers, that’ll be fine, but let’s not do that in the

16

curriculum part of the presentation.

17

Is

If you want to discuss a particular deal

All right?

With that, also, what books do you have in

18

front of you?

These are not meant to be followed

19

along slide by slide.

Said material is more reference

20

material.

So I’ll have you probably

21

directly refer to certain pages where it will help on

22

some of the notations, but when you hear me say write

23

this part down, that’s your cue.

24

in your notes, it’s not in your notes at all.

25

many came prepared to take some really good notes?

All right?
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1
2

Did you?
Good.

With that, I’m going to give you this

3

little fair warning.

This is going to be a tremendous

4

amount of content.

5

is, like, bring it on, whooo, yeah.

6

tomorrow afternoon, when some of you are going to be

7

saying, this is way too much.

8

something, and I think we all need to agree with this,

9

first of all.

I know at the beginning everyone
Okay.

But

May I remind you of

For the amount of money you spent here

10

to be here this week, here’s three things.

11

you’d rather it be so jam packed full of good, raw

12

content because of the (inaudible).

13

agree with that by show of hands?

14

All right.

I think

How many would

Yes?

So I’m teaching everything that

15

was promised, but I’m going to go far above and beyond

16

that to teach you as much as I possibly can.

17

be a lot of fun.

18

be begging me to shut up about the numbers.

19

There’s a lot of prep work, and even in things that

20

have to do with the way that you think about money.

21

Your mindset that does determine how well you do in

22

real estate.

23

It will

By the end of the weekend, you will
You will.

What’s interesting, as I talk about mindset,

24

I’m a pretty good reader of energy.

25

their brain off thinking, when are we going to get to
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1

the part where he just teaches me how to buy a house?

2

We’ll get there.

3

But know (inaudible) some of you are going to be

4

better at this than others as far as the math is

5

concerned.

6

group.

I promise you we will.

I want to really help everyone move as a

Is that fair?

7

AUDIENCE:

8

MATT DAVIS:

9
10

Mm-hmm.
So if your neighbor is

struggling a little bit, help them.

Let’s be

willing to help sort of along the way.

11

All right?

Okay?

With that, let’s go ahead and turn to page

12

number 17 inside the materials.

13

to draw this large pie chart on the top half of page

14

17.

15

it takes to be a well rounded investor.

16

circle, we draw this big pie chart.

17

Page 17.

I want you

We’re going to take a good birds eye view of what
Page 17, the

We’re going to start obviously with

18

education.

19

We have other classes in the courses.

20

about the cost of those other classes and courses if

21

you want to go further with our company.

22

We’ll get as far as we can this weekend.

Earned income.

And in parentheses I’m

23

putting money now.

24

in this room want to make some money when?

25

AUDIENCE:
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1

MATT DAVIS:

Yesterday, if possible.

Right?

2

Can you make money relatively fast in real estate?

3

Can you?

4

AUDIENCE:

Yes.

5

AUDIENCE:

Yes.

6

MATT DAVIS:

7

Well, which one is

faster in real estate?

8

AUDIENCE:

9

MATT DAVIS:

10

Okay.

Wholesaling.
A business to business

transaction or business to consumer transaction?

11

AUDIENCE:

Business to business.

12

AUDIENCE:

Business to consumer.

13

MATT DAVIS:

Business to business is faster.

14

So if you’re an investor, you’re running an investment

15

business, you then want to begin to build a list of

16

other investors.

Is that right?

17

AUDIENCE:

That’s right.

18

MATT DAVIS:

Other investors, sometimes

19

people have adopted the (inaudible) mentality

20

thinking these are my competitors, I want to stay

21

away, they’re going to snake all the good deals.

22

Folks, that’s not even possible, first of all.

23

right?

24

mentality, which is there’s more than enough to go

25

around for everyone?

All

How many of you believe in the abundant
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

I do as well.

So if you have a

3

list, which is something that was promised to you at

4

the first meeting, I’m going to teach you how to build

5

your buyer’s list.

6

list consists of?

What do you think this buyer’s
Who are they?

7

AUDIENCE:

(Inaudible).

8

MATT DAVIS:

Other real estate investors.

9

So let’s talk about kind of the early best strategies.

10

A wholesale transaction versus a buy, fix up and flip

11

transaction.

Wholesale is what?

12

AUDIENCE:

13

MATT DAVIS:

14

Buy low, sell what?

High.
Not high, come on.

Think.

Buy

low, sell --

15

AUDIENCE:

Higher.

16

MATT DAVIS:

Higher.

You get the point.

17

Why would an investor want to buy a property from me?

18

Because they’re going to get a discount.

19

going to buy from me, fix it up and flip it business

20

to consumer.

Is that going to take longer?

21

AUDIENCE:

22

MATT DAVIS:

23

They’re

Yes.
Are they going to make more

money?

24

AUDIENCE:

25

MATT DAVIS:
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1

going to take on more of a risk as well with this

2

transaction?

3

AUDIENCE:

4

MATT DAVIS:

5

It’s going to take them longer.

6

more money because I brought them the deal.

7

to charge about a $5,000 or $10,000 profit margin.

8

made a little bit of money watching the process start

9

to finish, pass it off to them and let them flip it

10

Yes.
So they’re taking on more risk.
They deserve to make
I’m going
I

business to consumer.

11

Here’s the problem.

Either side I choose,

12

whether I do a wholesale deal to another investor or I

13

buy, fix up and flip it, both are only one-time

14

paydays.

Is that right?

15

AUDIENCE:

16

MATT DAVIS:

17

Right.
The only way to get paid again

is to do what?

18

AUDIENCE:

Sell.

19

MATT DAVIS:

Another deal.

If you get paid

20

after that one, it’s another deal.

These are only

21

one-time pops.

22

part of the business.

23

about flipping houses because that’s what the TV shows

24

are all about.

25

advanced strategies, flipping houses becomes child’s

This is what I would call the hustle
And I know everyone is excited

But once you learn more of the
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1

play.

I know everyone is excited about that and it

2

sounds like a great payday, flip a house.

3

(inaudible) understand there are better strategies

4

with a whole lot less effort.

5

in flipping a house?

6

AUDIENCE:

Yes.

7

AUDIENCE:

Yes.

8

MATT DAVIS:

9

saying I don’t do it.

10

strategies.

11

well?

Well,

Is there a lot of work

A lot of work, right?

I’m not

But there are far better pay

How many want to learn those ones as

Yes?

12

AUDIENCE:

Yes.

13

MATT DAVIS:

But we start with the basics.

14

The basics are wholesale transactions and flips.

15

We’ll cover those a lot today as well as tomorrow and

16

the next day.

17

hustle part of the business, only the one-time payday

18

type of transactions.

19

But we initially want to get rid of the

We want residual income.

Now, most of you think when I say residual

20

income when the asset is now working for us, oh, he

21

must talking about renting a house.

22

a passive or a residual strategy, obviously.

23

there are other strategies that are in the residual

24

category that pay far better than just a rental rate.

25

And you already know how to buy and rent a house.
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1

Right?

You guys paid money to be here because you

2

wanted to learn something you didn’t know.

3

agree?

4

Would you

I’m going to show you other strategies that

5

allow you to make residual income.

6

pay far better than just rent.

7

perception of real estate is one of two things.

8

know (inaudible) yourself.

9

houses.

10

They’ll usually

But most people’s
You

Flipping or renting

That’s about the extent as far as real estate

is concerned.

11

How many will admit that that’s about your

12

limited understanding?

13

many of you (inaudible) way, that’s most of you.

14

right.

15

renting houses.

16

Can I see your hands?

How
All

Far more strategies than just flipping or

We mentioned one in the portfolio income

17

where we can now become the bank.

18

money in real estate.

19

will.

20

do, even on a smaller scale, you begin to learn how to

21

make banking money.

22

whole lot less effort, I might add.

23

Banks make the most

They always have, they always

So if you literally want to do what the bankers

All right.

And that’s far more money with a

Now, there are licenses that you

24

have to maintain as well as obtain to begin with.

25

Every state has a regulatory body that has their own
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1

requirements as far as being a commercial lender.

2

necessarily a bank, but becoming and doing activities

3

like a bank, like lending.

4

Not

We also want asset protection and tax

5

strategies.

Sunday morning, I’ve got about an hour

6

and a half session just focused on asset protection

7

and tax strategies.

8

favorite discussions for the weekend.

9

you’re making this, but you’re keeping what matters

And it’s actually one of my
It’s not just

10

more.

And if you don’t learn how to protect the stuff

11

from the IRS, they will take most of your money.

12

All right.

Asset appreciation is where we

13

wrap up.

If the value of what we have grows in value,

14

then you had better learn how to protect that growth.

15

If you don’t know how to protect it, then the IRS will

16

take most of it.

17

dial on the screen or on the chart that you just drew,

18

and you follow this clockwise all the way around, it

19

very much resembles a business plan.

If you look at the 12 (inaudible)

20

AUDIENCE:

21

MATT DAVIS:

Doesn’t it?

Mm-hmm.
One leads into the next, which

22

leads into the next.

We will not have time to cover

23

this entire circle this weekend.

24

most of our time right here in the (inaudible)

25

category.

We will be spending

This is where you learn the basics.
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1

your feet wet, keep your risks low in the beginning.

2

All right?

3

I’ve also known that as I teach this class,

4

some people come in with some deals under their belt.

5

Some people are brand new.

6

you are brand new, you’ve never had a deal before.

7

Can I see your hands?

That’s about 90 percent of the

8

audience right there.

So I obviously have to start

9

with absolute square one.

10

So let me ask, how many of

And if you’ve already got some deals under

11

your belt and discussing a topic that you already

12

think you know a lot about, I would advise you to just

13

-- or invite you as well to keep an open mind.

14

right?

15

learned along your journey and it fills in a blank,

16

then it was worth paying attention.

17

All

If I teach you something that you may not have

All right.

Wasn’t it?

So which one do you think is

18

easiest, teaching a brand new student or somebody

19

who’s got some deals under their belt?

20

AUDIENCE:

Brand new.

21

MATT DAVIS:

22

AUDIENCE:

23

MATT DAVIS:

Which one is easy?

Brand new.
Brand new is far easier.

24

right.

25

for those of you that have some deals.

All

Now, that’s not making a derogatory statement
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1

experience.

2
3

I do.

You’ve all heard the old saying practice
makes what?

4

AUDIENCE:

5

MATT DAVIS:
Right?

Perfect.
But you all know that’s not

6

true.

It’s perfect practice that produces

7

perfect results.

8

learn just kind of on their own, I’ll figure some

9

things out on my own, they may have learned a process

Here’s the problem.

When people

10

that has produced at least some results.

11

an inefficient process that they are repeating, then

12

they’re continuing to practice that inefficient

13

process that’s creating not the optimal results, as

14

you can see.

15

perfectly so you can get far better results.

16

But if it’s

So we want to teach you how to practice

Now, every one of you is smart enough to go

17

figure out how to buy, fix up and flip a house, or

18

buy, shove a renter in there and go get (inaudible)

19

and hope for the best.

20

pretty much do that.

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

Would you agree?

Mm-hmm.
Do you agree with that?

Yes.
Okay.

How many of you think

you can at least figure that out?
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1

The amount of enthusiasm in your own confidence right

2

now isn’t going to go through the roof.

3

stand the confidence.

4

(Laughter.)

5

MATT DAVIS:

I can hardly

Now, I do realize when you

6

haven’t done a deal yet, though, there is a lack of

7

confidence.

8

up.

9

Can you lose money in real estate?

Isn’t there?

We all know you can make money in real estate.

10

AUDIENCE:

11

MATT DAVIS:

12

Yes.
(Inaudible) audience.

Can you

go bankrupt because of real estate?

13

AUDIENCE:

14

MATT DAVIS:

15

You don’t want to mess it

Yes.
Can you go to jail because of

real estate?

16

AUDIENCE:

Mm-hmm.

17

MATT DAVIS:

18

(Laughter.)

19

MATT DAVIS:

How do you think I know that?

I’ve never been to jail, you

20

guys, for any reason for that matter.

Some of you are

21

like, this guy must (inaudible).

22

jail.

23

saying is let’s respect real estate for what it is.

24

Because this can hurt you.

25

hands and sing Kumbaya and pretend that we’re going to

I’ve never been to

And I’m not trying to scare you.
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1

be millionaires by next Tuesday.

2

happen.

3

That is not going to

What I am going to teach you, though, is

4

good, raw, real content.

5

prepared as I possibly can make you by the end of the

6

weekend.

7

So you can be as best

All right?
By the way, preparing to get out there is

8

more than just taking notes in a book.

There are

9

things that we will be asking you to do this weekend.

10

Because I’ll have you take notes on something, then I

11

will ask you to go do it.

12

just writing something down.

13

AUDIENCE:

14

MATT DAVIS:

Because you don’t learn by
You learn when you what?

Do.
Do something.

Then you will

15

begin to know it.

So here’s the definition of what I

16

mean to know something.

17

personally.

18

eliminates a whole lot of bull this weekend, doesn’t

19

it?

20

the rules of this company.

21

allowed to teach you a strategy that I have not

22

personally done successfully myself.

23

that (inaudible) right there?

24

AUDIENCE:

25

MATT DAVIS:

It means you’ve done it

Now, let’s talk about that because that

I’m not allowed to teach you a strategy.
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1

hearing from people that might even be sitting next to

2

you, they’ve got advice for you but they haven’t done

3

a deal yet, they may be really nice, but taking advice

4

from someone that’s not done real estate yet, would

5

you agree, there’s peril in that.

6

AUDIENCE:

7

MATT DAVIS:

Would you agree?

Mm-hmm.
You got to be careful who you

8

listen to.

So the goal this weekend, let me ask and

9

see if this matches what you’re looking for.

The goal

10

of this weekend is to learn how to handle your first

11

deal, but also learn how to build a team that allows

12

you to do at least one deal per month.

13

that would be awesome?

14

How many agree

Now, let’s go to the opposite side.

Please

15

be honest.

16

about the idea of one deal per month?

17

hands?

18

like, one deal a month?

19

one in the next 90 days and get my reimbursement

20

check, Matt.

21

How many of you feel a little nervous

Thank you for the honesty.

Can I see those

Some of you are

I just want to get my first

Folks, how many of you have big plans for

22

this reimbursement check?

Do you?

(Inaudible).

23

don’t necessarily care (inaudible) once you get out of

24

(inaudible).

25

if you’re mildly paying attention to what’s happening

But one deal per month.
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1

right now in the real estate atmosphere, one deal per

2

month is very doable.

3

from somebody that at least is doing a deal a month.

4

Is that true?

5

AUDIENCE:

6

MATT DAVIS:

It’s important that you learn

Yes.
True to my premise, if you’re

7

going to learn how to do something, you should learn

8

from somebody that’s already doing it.

9

I fit that description?

Yes, I do.

Right?

So do

When you actually

10

factor in portfolio deals, when you start doing

11

multiple homes with one transaction, your average goes

12

far higher than just once a month.

13

really about me.

14

you’re going to (inaudible) first.

15

to your right and ask them -- come on, do it.

16

them, are you doing a deal a month?

17

them.

This is about you, though.

So

Go to the person
Ask

Come on, ask

Answer.

18

(Chatter.)

19

MATT DAVIS:

20

(Inaudible) is not

The person to your left.

Do

it.

21

(Chatter.)

22

MATT DAVIS:

23

Is that right?

24

person.

25

great.

My guess is the answer was no.

Now, that’s not to take away from that

They may have done a few deals.

That’s

But doing a deal a month, okay, not everybody
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1

can teach you how to do that.

2

begin to believe that that’s possible for you.

3

doesn’t matter what I teach you.

4

believe is possible for you.

5

Okay.

I also need you to
It

It’s what you

So I’ll try to break down as many of

6

the levels of interference that cause us to believe or

7

not think that we can really do this.

8

students are very fragile.

9

you act in fear instead of confidence, that’s where

Brand new

They’re real afraid.

When

10

mistakes are made and people start losing money.

11

it’s not really what you know that hurts you most.

12

It’s what you don’t know that hurts you.

13

right?

14

me see your hands.

15

possibly can.

16

And

Is that

How many of you agree with that concept?

Let

So I’ll prepare you as much as I

So here’s the cold, hard facts.

Over the

17

years that I’ve done this presentation, what I do

18

(inaudible) in.

19

when they ask me do I want to come teach this class, I

20

will always ask where is the class?

21

Dallas, I said, yes, I’d like to teach that class.

22

I don’t know why I’m somehow busy when the class is

23

being held in New Jersey.

24

just a conflict of scheduling.

25

Jersey.

So this is a fun town to come to.

So

When they say

I don’t know why.

It’s

Nothing against New

Right?
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1
2

But would you agree, real estate changes no
matter where you go in the country?

3

AUDIENCE:

Yes.

4

MATT DAVIS:

No, it doesn’t.

Real estate is

5

still sticks and bricks.

Pricing changes.

I’m not

6

going to deny that.

7

where you are.

8

right?

9

here in Dallas -- and I’ll tell you where I live later

Zoning laws change depending on

Real estate is still real estate.

All

So just because I may not necessarily live

10

on -- does that mean what I’m teaching is not valid

11

here in Dallas?

12

I come to Texas.

13

here, pal, it’s different.

14
15

Because sometimes I get attitude when
I don’t know why.

You don’t live

Texas is different.

And when I go to L.A. to teach this class,
what do you think I hear in L.A.?

16

AUDIENCE:

It’s different.

17

MATT DAVIS:

Bro, it’s different here, bro.

18

I go to New York, what do you think I hear?

19

the point.

20

transactions and things I teach you are legal in all

21

states.

22

when it comes to a lease option strategy that I will

23

be addressing when we get there.

24

show you a way around that lease option strategy, and

25

I’ll show you and you can go to the State of Texas

Real estate still works.

All right?
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1

website and verify that it’s true.

2

All right?

So I have my preparation to be here to

3

instruct you on an efficient way -- in an efficient

4

way, excuse me.

5

respect that because I flew here last night from San

6

Juan, Puerto Rico, where I live.

7

tell you why I moved there a little bit later.

8

But I have real estate all over the country.

9

been fun to do.

All right?

So I hope that you

And I have -- I’ll
Okay?

And it’s

Twelve and a half years, I’ve not

10

only some success but also some failures.

11

showing you some things that went wrong for me along

12

the way so you can avoid those mistakes as well.

13
14

I’ll be

Is there a way to learn from somebody else
that’s already done this?

15

AUDIENCE:

16

MATT DAVIS:

What do you think, yes?

Yes.
All right.

With that, over the

17

years that I’ve done this, I’ve found that the cold,

18

hard facts are easy to detect.

19

percent of those that come to my class that call

20

themselves investors actually know what they’re doing.

21

I found that about 1

Now, if you bought a few rentals and you’re

22

renting along the way, that’s good.

But I would say

23

that’s not always an efficient way that you’re doing

24

things.

25

month, I would say you’re probably an amateur at best.

If you’re not at least doing one deal per
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1

All right?

2

What’s the difference?

Education.

We all

3

think you make a whole lot of money in real estate.

4

When appreciation is happening, the market is going

5

up, that’s pretty easy to make money in real estate.

6

When the market is going down, okay, can you still

7

make money in real estate?

8

AUDIENCE:

9

MATT DAVIS:

10

Do you know how?

11

now.

12

Have we rebounded?

Yes.

So let’s look at the market right

Back in 2007, the bubble burst, the market fell.

13

AUDIENCE:

14

MATT DAVIS:

15

AUDIENCE:

16

MATT DAVIS:

17

That depends on your education.

Yes.
Yes or no?

Yes.
Is the market pretty high right

now?

18

AUDIENCE:

Yes.

19

MATT DAVIS:

20

AUDIENCE:

21

MATT DAVIS:

22

AUDIENCE:

23

MATT DAVIS:

Does the market cycle?

Yes.
How often in this country?

Eight years.
Ten, 12 years.

24

Look at history.

25

want you to think about when 2007 was.
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1

years ago.

Do you think we might be in for a slight

2

slowing down, therefore a slight correction?

3

talking about a 50 percent fallout like we had before.

4

Supply and demand will always rule a marketplace.

5

many agree with that?

6

AUDIENCE:

7

MATT DAVIS:

I’m not

How

Yes?

Yes.
But if your big plan right now

8

is to buy high, shove a renter in there and hope for

9

the best, I would say the next 12 months you’re going

10

to hate the fact that you buy that home and the market

11

corrects.

12

is, I hope it comes back.

13

that?

14

way no matter.

15

that.

16

education.

17

And the only thing you can do at that point
How many don’t want to do

You want to be profitable in every step of the
See the hands?

Show you how to do

So that’s what I’m about to give you your

So let me go ahead and show you how most

18

people do this.

19

of real estate investing.

20

number one real quick.

21

Then we’re going to compare why rule number one is how

22

most people go about doing real estate.

23

I will then give you rule number one
Everyone flip back to page

You have to write it down.

I know there’s a lot -- a whole lot of blank

24

area right there.

25

this.

That’s where I want you to write

Top of page number one, write down, “We never
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1

pay retail for real estate.”

We never pay retail.

We

2

always get some sort of discount.

3

that to how most people go about doing this.

4

work jobs and they’re -- maybe they run their own

5

business, but they have a day off per week, maybe it’s

6

a Saturday, whatever it is for you, and they want to

7

load up that day with seeing a whole lot of real

8

estate all at once.

Now let’s compare
They

9

So who are they going to call to load up a

10

bunch of appointments so they can maximize their day

11

off from work.

12

AUDIENCE:

Real estate agent.

13

MATT DAVIS:

A real estate agent.

The

14

agent, before they take you out to look at homes, are

15

going to get you pre-qualified.

16

AUDIENCE:

Mm-hmm.

17

AUDIENCE:

Yes.

18

MATT DAVIS:

19

Is this true?

Once you name your budget, they

will then take you out to neighborhoods that what?

20

AUDIENCE:

21

MATT DAVIS:
All right.

Match.
That are just above your

22

budget.

They get you in that palace that

23

you love.

24

Johnny’s room, that’s Sally’s room.

25

And they know that if that emotional play makes you

You’ve already named the bedrooms.
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1

fall in love with a home, you’re going to stretch.

2

Aren’t you?

3

budget anticipated.

4

Even if it’s a little more than what your

Now, I’m not talking about every agent in

5

the world.

But you can imagine, and how many would

6

agree by show of hands, this does happen.

7

your hands?

8

house.

9

the house.

May I see

(Inaudible) you pay retail for that

All right?

Let’s say you spend $200,000 on

Let’s pause right there.

Don’t worry

10

about the number.

I know around these parts you’re

11

looking at more like $350,000 to $450,000.

12

right?

Is that

For the average retail cost of a home.

13

But let’s back up.

14

what database of properties?

15

AUDIENCE:

MLS.

16

AUDIENCE:

MLS.

17

MATT DAVIS:

MLS.

The agent is relying on

And would you agree that

18

the MLS predominantly represents more of a retail or a

19

wholesale side to this business?

20

AUDIENCE:

21

MATT DAVIS:

Which is it?

Retail.
Yeah.

That doesn’t mean you

22

can’t get a discount on the MLS, because you can.

23

(Inaudible) represents retail.

24

City, Missouri, is your pricing going to change from

25

what you experience here in Dallas?
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1

AUDIENCE:

2

MATT DAVIS:

3

Yes.
Is it going to be higher or

lower?

4

AUDIENCE:

Lower.

5

MATT DAVIS:

Lower.

So median around here

6

is about $420,000 -- $410,000, $420,000.

All right?

7

You go to Kansas City, Missouri, same home that here

8

costs $420,000 costs $84,000 in Kansas City, Missouri.

9

Do not pass judgment on me because it must be a dump

10

if it costs that much less.

That is not true.

The

11

same exact home in the same condition costs $84,000;

12

$420,000 here.

13

moving to downtown San Francisco.

14

spending on that property right now?

You pick the same home and go to --

15

AUDIENCE:

16

MATT DAVIS:

What are you

(Inaudible).
$1.4 million.

Let’s not pass

17

judgment because the pricing might be different.

18

the premise that I want you to understand, not the

19

actual number.

20

this down, you guys.

21

real estate.

22

trying to create a premise for you for a second.

23

right?

24
25

All right?

It’s

Don’t worry about writing

I’m showing you how not to do

So don’t write this down.

I’m just
All

You’ve to put 20 percent down in most
conventional financing situations.
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1

to be seasoned money.

2

money is?

3

note-taking pad, not in the workbook.

4

equals you had to earn it.

5

funds for your down payment in most conventional

6

scenarios in conventional lending.

7

at one time you could grant a gift, or VA, other

8

exceptions.

9

Who does not know what seasoned

Raise your hands.

Write it down in your
Seasoned money

You cannot use borrowed

I know there’s FHA

When you put 20 percent down, that’s $40,000

10

in this example.

That had to come from your bank

11

account and you had to earn it.

12

(inaudible).

13

$160,000, give or take on the interest rate points,

14

let’s say your monthly PITI -- if you don’t know what

15

that stands for, on your note-taking pad write it down

16

as well.

17

stands for principal, interest, taxes, insurance.

18

I’ll say it again, PITI, principal, interest, taxes,

19

insurance.

They want your

You finance the balance, which is

PITI, I know this is basic for most of you,

20

Your monthly mortgage payment is most of the

21

time broken down into four different things added up.

22

When you pay the mortgage, it goes to four different

23

places.

24

the home.

25

Principal, interest, taxes and insurance on

So your mortgage payment, let’s say, is
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1

around $1,100 per month.

2

and the local rental rates to remain competitive allow

3

you to charge $1,300 a month.

4

$1,300, $1,100 is going back to the bank.

5

profiting obviously -- I know it’s simple math -- how

6

much?

7

AUDIENCE:

8

MATT DAVIS:

9

right there.

You shove a renter in there,

You’re collecting
You are now

$200.
$200 a month.

So let’s pause

How are we doing so far, investors?

10

AUDIENCE:

(Inaudible).

11

MATT DAVIS:

Some of you are saying good,

12

some of you are saying, well, it’s at least

13

profitable.

14

buy, hold and rent is a long-term play.

15

right?

(Inaudible) feedback.

16

AUDIENCE:

17

MATT DAVIS:

18

in any of that.

19

ask that again.

And you know that
Is that

Yes.
It’s not really up-front profit

So how are we doing so far?

20

AUDIENCE:

21

MATT DAVIS:

22

AUDIENCE:

23

MATT DAVIS:

Let me

(Inaudible).
This is a pathetic transaction.

Yeah.
All right.

Let’s look at the

24

bigger picture when you get it farther away at the

25

bone here for a second.
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1

note that, in a perfect rental scenario, $200 a month,

2

is going to make us $72,000 over 30 years.

3

a perfect rental scenario which does not exist.

4

AUDIENCE:

5

MATT DAVIS:

But that’s

You have (inaudible).
All right.

Over the years as

6

you have this, you’re going to need some repairs like

7

a new roof.

8

update the HVAC system as well.

9

repairs when certain tenants move out of your home?

You’re going to need to replace and

10

Is that going to happen, also?

11

AUDIENCE:

12

MATT DAVIS:

How about certain

Mm-hmm.
The way (inaudible) reflect

13

nonrefundable deposits, I’m going to say,

14

congratulations, but that’s more likely than not not

15

going to end up paying for most of the damage that

16

certain people do.

17

statement?

How many can back me on that

Yes?

18

AUDIENCE:

Mm-hmm.

19

MATT DAVIS:

All right.

So let’s plan

20

conservatively.

How about vacancies?

Will that

21

happen?

22

we have zero for the year.

23

month (inaudible) every year.

We’ve still got to make

24

the mortgage payment as well.

And, folks, over a 30-

25

year span, it took us 30 years to lose $18,000.

Sometimes we have two for the year, sometimes
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1

Awesome.

2

Let’s go meet at the bank.
Two arguments that I will validate against

3

this transaction.

First, Matt, we own the property

4

free and clear at the end of the road.

5

rent is profit.

Is that true?

6

AUDIENCE:

7

MATT DAVIS:

Yeah.
Here’s my rebuttal.

8

want to wait 30 years to get there.

9

that rebuttal?

10

Then all the

Second argument.

I don’t

Who’s with me on

Matt, the value of the

11

home and rental rates have gone up over a 30-year

12

term.

13

How many agree that most likely will happen if you

14

look at this, that appreciation will happen?

15

it’s something that’s completely out of your personal

16

control, that therefore becomes speculation by nature.

17

Is that true?

Okay.

Here’s what I’m going to say to you.

18

AUDIENCE:

19

MATT DAVIS:

But if

Mm-hmm.
You’re hoping for that outcome.

20

Most likely it will happen.

21

control it.

22

an investor, I’m going to remove appreciation from

23

your entire approach as an investor, especially right

24

now considering the market is not (inaudible).

25

But you cannot personally

So here’s what I’m going to give you.

All right?
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1

what are you left with?

2

AUDIENCE:

(Inaudible).

3

MATT DAVIS:

Strategies and methods on how

4

to extract cash out of the asset.

5

and methods are 100 percent within your control.

6

it’s not longer speculation.

7

So here’s the deal.

Those strategies
So

Most of you are only

8

operating on one strategy, rent.

9

show you a different strategy that allows you to make

10

well over $100,000 in a fraction of the time with even

11

still the same set of repairs and things factored in.

12

Who wants to learn that strategy this weekend?

13

Okay.

Well, I’m going to

What’s the problem right now?

14

there a problem right now with that strategy?

15

there is.

16

problem?

You don’t know it.

17

AUDIENCE:

18

MATT DAVIS:

Hang on.

Is
Yes,

Is that a

Yes.
Okay.

So let’s again come back

19

to the idea that kills most people in real estate.

20

Most people are smart enough to figure out, like I

21

said, how to buy, rent a place, if you can get that

22

cash flow then we stay here and hope for the best.

23

So the difference between making some and

24

making a lot -- let me change the (inaudible) the

25

difference between making some money in real estate
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1

and becoming downright rich in real estate, comes back

2

to one thing.

3

negative $18,000 in here, but I’m going to teach you a

4

strategy that shows you how to make about $100,000 on

5

that strategy -- or on this home.

6

different strategy.

7

(inaudible).

It’s your education.

Same home.

See, that’s perfect.

8

That’s a $118,000 swing.

9

AUDIENCE:

10

You see, the

A

I was

Is that right?

Yes.

MATT DAVIS:

So this is something I need you

11

to write down in your notes, in your note-taking pad

12

or even in your workbook.

13

estate is not costs but it’s opportunity costs.

14

people don’t understand what that is.

15

costs.

16

You should make but did not make.

17

these cases I didn’t know.

18

strategy, Matt.

19

The biggest killer in real
Most

Opportunity

Opportunity costs is money you miss out on.
Most of the time in

I didn’t know that

It’s not my fault.

So, one, you didn’t know the strategy.

20

let me (inaudible) the seven (inaudible).

21

your fault.

22

in a business, you should know your craft.

23

agree with that concept?

Folks, yes, it is.

24

AUDIENCE:

25

MATT DAVIS:
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1

business.

2

grandpa’s advice right there, mind your business.

3

the very bottom of page number one, I want you to

4

create a heading -- a heading at the bottom of page

5

number one in your workbook.

6

or create this heading called Grandpa’s Advice, as in

7

grandfather.

8
9

You should mind your business.

That’s
At

I want you to label it

Grandpa’s Advice.

I will be referencing two pieces of
grandpa’s advice this weekend.

10

you.

Mind your business.

11

saying mind your own business.

12

your own business means what?

13

AUDIENCE:

14

MATT DAVIS:

The first I just gave

Now, that’s different than
Is that right?

Mind

(Inaudible).
Butt out.

Don’t stick your

15

nose in other people’s business where it doesn’t

16

belong.

But minding your business means what, folks?

17

AUDIENCE:

(Inaudible).

18

MATT DAVIS:

It’s easy to say I didn’t know

19

the strategies.

20

fault.

21

you should know every strategy there is.

22

what you know, it’s what you don’t know that matters

23

most.

Oftentimes people don’t know what they don’t

24

know.

You ever heard that concept before?

25

It’s not my fault.

Yes, it is your

If you’re going to be a real estate investor,

AUDIENCE:
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1

MATT DAVIS:

All right.

To give that a

2

little bit more life, if it’s the first time you’ve

3

ever heard it, how many of you did not know there’s

4

nine ways to structure a lease-option contract?

5

did not know that?

6

Who

You see, until you know that are nine ways

7

to do it, you cannot even ask the intelligent

8

question, like what are the nine, until you know that

9

there are nine.

10

You don’t know what you don’t know.

That’s the point.

11

So this is not a real estate investment to

12

me, and that’s not what I came to teach you this

13

weekend.

14

Yes.

15

about them (inaudible) will make you more and more

16

money.

17

How many of you are excited to see that?

Oh, I’m sure you think that you just don’t know

So let’s (inaudible) to review the

18

(inaudible) the weekend.

There’s no need to write

19

this down.

20

want it on the screen.

21

I do provide for you exactly what you thought this

22

weekend was supposed to be.

23

not want a weekend where at the end some people say,

24

well, this is not what I thought it was supposed to

25

be.

I already covered this verbally, but I
I also want to make sure that

Is that important?

I do

So if what I’m about to show you is not what you
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1

think you paid for, now is the time to come out

2

(inaudible).

Is that fair?

3

AUDIENCE:

Mm-hmm.

4

MATT DAVIS:

5

AUDIENCE:

6

MATT DAVIS:

I need to know, yes or no.

Yes.
Okay.

Just meet me out there

7

and hold your peace.

8

properties, running numbers, finding the owner,

9

negotiate the contract, build your buyer’s list, and

10

then close the deal.

11

how to start this.

12

All right?

So finding

I’ll show you several ways on

Now, doing your first deal also requires

13

funding.

So you also get access to our transactional

14

funding.

The funding resource has four separate types

15

of loans.

16

of strategy it is intended to fund.

17

a wholesale transaction, you just buy quick and sell

18

to one of your investors, that’s a quick transaction.

19

That’s a wholesale deal.

20

for that -- that transaction.

Why?

The type of loan goes with the type
When you’re doing

And we have a loan specific

21

If you’re going to go ahead and buy, fix up

22

and flip the house, that’s a second type of loan that

23

we offer.

24

funds 100 percent of the purchase price.

25

fee out of the deal, not your pocket, as promised.

All right?
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1

All right.

So there are three types of loans that we

2

offer that do not fund 100 percent of your purchase

3

price.

4

we offer will fund 80 percent of your purchase price.

5

So the 20 percent needs to come from who?

So, for example, the second type of loan that

6

AUDIENCE:

7

MATT DAVIS:

8

From you.

Now, keep in mind,

does it have to be seasoned money?

9

AUDIENCE:

10
11

Us.

Yes.

MATT DAVIS:
is?

Remember what seasoned money

What’s seasoned money?

12

AUDIENCE:

Money you earned.

13

MATT DAVIS:

You had to earn it.

14

come from your bank account.

15

the game.

16

payments?

Had to

They want your skin in

Banks, do they require seasoned down

17

AUDIENCE:

Yes.

18

MATT DAVIS:

Yes, they do.

So let’s go back

19

to the question.

If we’re going to fund 80 percent,

20

your 20 percent, does that have to be seasoned money?

21

AUDIENCE:

Yes.

22

AUDIENCE:

Mm-hmm.

23

MATT DAVIS:

It does not.

We’re not a bank.

24

We’re able to operate outside the banking laws.

25

allow you to bring a borrowed source in the form of
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your down payment as funds.

2

seasoned with us.

3

ears?

4

It doesn’t have to be

How many agree that’s music to your

All right.
So -- but that also means we need to uncover

5

other pockets of cash that we can dip into to fund

6

these deals.

7

start touching on the funding.

8

second, please.

9

to money on the sidelines.

So here’s the -- this is the idea as we
Eyes up here for a

I want to teach you how to get access
Money that you have access

10

to but you are not required to use it.

11

you like the sound of that money right there?

12

to it without the requirement to use it.

13

How many of
Access

So that way -- eyes back up here, please --

14

when you find that deal you know you love, what do you

15

do?

16

into the deal.

17

the house and take our profits, and when we liquidate

18

the home and sell it, we’ll take our profits but any

19

borrowed dollars plus any unpaid interest is going to

20

go back on the sideline ready to go for what?

Activate money off the sidelines and bring it
Take down the deal, let’s say we flip

21

AUDIENCE:

The next deal.

22

MATT DAVIS:

23

is something we do all day long.

24

until you begin to establish assets to money here on

25

the sidelines.

The next deal.

Money movement

But we can’t do it

We are beginning you with one pocket
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1

of cash, access to our transactional funds.

It is

2

access to money that you are not required to use that

3

funding resource.

Are you aware of that?

4

AUDIENCE:

Yes.

5

MATT DAVIS:

It’s just another option.

So

6

if access to one pocket of cash is good, how about

7

access to multiple pockets of cash as part of that?

8

Would you agree?

9

this weekend how to uncover money.

10

it.

All right?

11

weekend?

So we’re going to be able to learn
Real ways to have

Does that make anyone nervous this

Be honest.

12

AUDIENCE:

13

MATT DAVIS:
Okay.

Sure.
People are nervous about that.

14

Three.

Well, let me actually start out, your

15

lunch time assignment today, and you’ll have an hour

16

and a half for lunch from 1:30 to 3:00, your lunch

17

time assignment today is to raise $50,000 today by the

18

time you get back from lunch.

19

it and I’ll ask you to go do it.

20

that you don’t know how to do it until you go what?

21

AUDIENCE:

22

MATT DAVIS:

I’ll show you how to do
You might understand

Do it.
Do it.

Now, as I just said,

23

your assignment is to raise $50,000 during lunch.

24

honest.

25

You’re like --

Be

How many of you just had a gutcheck just now?

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

EX 8, p. 54

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 56 of 435
55
1

(Laughter.)

2

MATT DAVIS:

Did you?

Okay.

Here comes the

3

emotional roller coaster that this business is.

All

4

right?

5

out there doing your first deal?

6

what do you think keeps most people away from doing

7

deals?

You think that can be amplified when you’re

8

AUDIENCE:

Money.

9

AUDIENCE:

Fear.

10

MATT DAVIS:

Fear.

Yes, they will.

Fear.

So

Understanding

11

overcomes fear, but it’s still -- you’re going to feel

12

that fear until you actually get your first deal done.

13

Okay?

14

why we have that 90-day incentive (inaudible).

15

$50,000, who has (inaudible)?

16

AUDIENCE:

Yes.

17

AUDIENCE:

If you don’t have it.

18

MATT DAVIS:

That wasn’t so bad.

Let’s do it again.

That’s

Is that a lot of money?

As soon as I pause, everyone

19

begins to apply their own measuring stick to the

20

question.

21

okay, here’s the question:

22

of money?

Well, in real estate it’s not, but in --

23

AUDIENCE:

24

MATT DAVIS:

25

Now,

To you, is $50,000 a lot

Yes.
I don’t care how many dollars

you may eventually have, I still believe that $50,000
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1

is still $50,000.

Agree with that?

2

AUDIENCE:

Yes.

3

MATT DAVIS:

So $50,000 for most people, if

4

you had to (inaudible) a check for that amount of

5

money, you’d probably think twice.

6

question now (inaudible).

7

in real estate?

8

real estate?

9

Right?

So same

Is $50,000 a lot of money

How fast can we go through $50,000 in

Just like that.

But we have to realize the divide right now

10

in this (inaudible) for us.

To most people $50,000 is

11

a lot of money.

12

called real estate, it’s not even a drop in the

13

bucket.

14

to change for you to feel warm and fuzzy and adjust

15

the prices so you can handle it?

But in the world you want to play

What needs to change?

16

AUDIENCE:

17

MATT DAVIS:

Is real estate going

No.
Do you need to change to come

18

play in the world called real estate?

19

change.

20

is about identifying where you lack in your financial

21

plans.

22

lack, it is your job to then plug the hole and prove

23

your armor and emerge better than you came in.

24

many intend on doing that this weekend?

25

You need to

This weekend is about changing.

This weekend

And as I begin to show you where it might

How

So my job this weekend is to have you look
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1

in the mirror.

2

going to do it financially speaking.

3

minutes, we’re going to fill out the (inaudible)

4

sheets to then analyze your own net worth as of today.

5

You cannot measure the progress until you measure

6

where you are right now.

7

Not just emotionally speaking.

We’re

Here in about 15

All right?

And where you’re starting determines the

8

strategies that we’re going to be suggesting that you

9

begin with.

Okay.

Think about this:

If you’ve got

10

somebody that has tons of rentals and lots of equity,

11

great cash flow, a very high paying job, how I would

12

coach that student is very different than somebody

13

that’s starting out brand new.

14

AUDIENCE:

15

MATT DAVIS:

Is that right?

Mm-hmm.
So how many can see that this

16

cannot be a one-size-fits-all from the front of the

17

room?

18

we have a consultation process.

19

process is designed to customize what we teach to you

20

and the person who came.

21

guest will sit down with one of our consultants, and

22

we’re going to get to know you better.

23

get to know your goals, what you’re starting, this and

24

that.

25

to do.

Can I see your hands?

To help overcome that,
The consultation

So tomorrow you and your

We’re going to

When (inaudible) show you what I hope you want
When people lie on their balance sheet because
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1

they’re embarrassed with where they are or just don’t

2

want to really have a good, honest look, and that

3

balance sheet is then analyzed between you and your

4

consultant and we begin to develop an action plan for

5

you, if it’s based on lies, believe me, you cannot

6

even execute your action plan because you lied about

7

it in the first place.

8
9

So how many are willing to just be honest
and have a good strong look in the mirror?

Let me see

10

your hands.

11

people get mad at me because I make them look in the

12

mirror.

13

mirror, and by the end of the weekend you are in a

14

better level of performance, I don’t care (inaudible).

15

I want you to have raised not just $50,000, but I want

16

you to raise a lot more than that this weekend.

17

going to start with an even fifty.

18

Some people don’t like to do that.

Some

But if I actually make you look in the

All right?

We’re

If you’ve raised a decent amount

19

of money this weekend, you’ve got a book full of notes

20

and you are on fire, are you actually getting out

21

there in a far better position than when you came in

22

this morning?

What do you think?

23

AUDIENCE:

24

MATT DAVIS:

25

Yes.
But if we navigate along the

way, I would say mission accomplished.
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1

if you get mad at me.

2

friend.

3

be your friend.

4

came to show you the truth not only about real estate

5

but also to get you to understand the truth about

6

where you are.

7

they are.

8

long look in the mirror?

9

Okay.

Okay?

I didn’t come to be your

I want to be clear about that.

I will

But I want you to understand that I

Some people are delusional with where

How many of you are willing to take a good

With that, I’ll show you how to do

10

it.

All I can ask you to do is go try it.

11

you how, I’ll show you one of the easiest pockets of

12

cash to start to dip into and raise capital.

13

show you how to do it, I’ll even hand you a script,

14

see exactly what to say, by the way.

15

first person that came to a real estate class.

16

is a step by step system that produces a very

17

predictable result.

18

If I teach

If I

You’re not the
There

Just follow the system.

How many are willing to try?

Show of hands.

19

Okay.

20

(inaudible).

21

right now, that’s okay.

22

big boy and big girl pants if you’re going to be in

23

real estate.

24

especially brand new students.

25

So I’m not kidding so I can say this
If you think $50,000 is a lot of money
But it’s time to put on the

Bigger numbers tend to scare people,

So if you’re willing to get through that
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1

fear and trust the mathematics of this business, the

2

math keeps you safe.

3

in real estate are far better than most other

4

professional industries in the world.

5

are excited when you hear that?

Here’s the good news.

6

AUDIENCE:

7

MATT DAVIS:

Paydays

How many of you

Yes?

Yes.
Okay.

We also sponsor a

8

reimbursement program.

If you do the first deal in

9

the next 90 days, you get your entire amount of money

10

back.

These are the promises and expectation for the

11

weekend.

12

perception of what we’re supposed to be covering this

13

weekend for the money that you spent?

Is there anybody that has a different

14

(No response.)

15

MATT DAVIS:

Okay.

Thank you.

That’s

16

important that we fulfill on these promises.

17

now curious about you.

18

what were your thoughts?

19

here.

20

my goodness, what have I done?

21

(Laughter.)

22

MATT DAVIS:

So I’m

When you woke up this morning,
A little bit of feedback

How many of you coming in this morning thought,

One hand.

(Inaudible).

Who

23

got dragged by a spouse, a friend or a business

24

partner to this seminar this weekend?

Anybody get

25

dragged here by somebody else?

Who woke up
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1

pretty excited to change their lives?

2

AUDIENCE:

3

MATT DAVIS:

How about that?

Yes.
Okay.

It sounded like you’re

4

trying to hype up the audience with that.

5

clear, I don’t teach on hype.

6

you up on (inaudible) is good, quality content.

7

will most likely go to sleep this weekend because --

8

not because I’m hyping you up.

9

begin to see angles that can begin to change things

10
11

So let’s be

What’s going to hype
You

It’s because as you

for you, that’s exciting.
I would ask that you lean to that.
Lean into it.

Don’t

12

resist it.

If you’re going to have a

13

life-changing weekend, this is going to require more

14

of you than just taking notes.

15

you to do things we’ll be asking you to do.

16

going to ask you to do anything just because I said so

17

as your instructor.

18

the clear logic as to how you will benefit if you do

19

these exercises.

It’s going to require

That’s ridiculous.

I’m not

You will know

20

All right?

21

gets you excited on something.

22

sleepless nights but those wheels will be turning.

23

think that’s when change happens.

24

had other people come through the class that had life-

25

changing weekends?
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

We’ve got a lot of them.

All

3

right.

You think we’ve had people sit through the

4

exact same course for the exact same weekend and

5

listen to the exact same instructor that didn’t do a

6

darned thing with real estate?

7

people like that, too?

8

AUDIENCE:

9

MATT DAVIS:

You think we got

Mm-hmm.
Same weekend.

Same invitations

10

to do the same exercises.

Same workbook, same

11

everything.

12

you have a life-changing weekend is up to you.

13

know I -- and I do realize I carry the responsibility

14

in that process.

15

whether I can have a life-changing weekend, that is up

16

to whom?

The obvious difference is whether or not
So I

But I’m going to ask out loud

17

AUDIENCE:

You.

18

MATT DAVIS:

You.

All right.

I’m up here

19

like the Energizer bunny.

I’ll give you all I got.

20

When we take breaks, I don’t get breaks.

21

asking questions, wanting to go through some things,

22

and that’s fine.

23

promise you that I will give you all I got this

24

weekend.

25

for.

People are

I want you to use and abuse me.

I

I will deliver far more than what you paid

And you’ll have a chance to rate your entire
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1

weekend at the end of the weekend as the company

2

(inaudible) those feedback cards.

3

promise you.

4

an arrogant way.

5

can teach you something you may not have known before.

6

Okay?

7

I always deliver.

I will deliver.

I

I don’t mean that in

I just know this business.

I know I

So as we go through, I just ask that you

8

come in this space with an open mind, and not

9

requiring you to list it, but sing Kumbaya and, you

10

know, be mystical about things.

11

that with a positive mental attitude, you will get a

12

lot more out of this weekend (inaudible) attitude.

13

All right?

14

How many of you agree

Sometimes I get the gunslingers that come

15

through class.

You guys know what a gunslinger is?

16

No matter what you present, they shoot you down.

17

Negative people, naysayers, dream stealers, call them

18

what you want.

19

stealers or gunslingers in your life?

20

Only a few of you.

How many of you have some dream

All right.

How many of

21

you have people in your life that are all very excited

22

about you being here this weekend for this class?

23

me see those hands?

24
25

Let

Three of you.

Let me change the question.

Be honest.

How

many of you chose not to share what you spent on this
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1

weekend with certain people in your life because you

2

knew what the response would be?

3

(Laughter.)

4

MATT DAVIS:

I think you need to prepare

5

that -- to prepare you for that and address that.

6

right?

7

For example, if you told that same person in your

8

life, I’m going to go back to university and get my

9

advanced degree.

10

All

I’m well aware of what peoples’ perception is.

What do you think they would say to

you?

11

AUDIENCE:

Good for you.

12

MATT DAVIS:

13

AUDIENCE:

14

MATT DAVIS:

Good for you.

Go for it.
Go for it.

You say, I spent

15

two grand, I’m going into a ballroom to listen to some

16

company this weekend.

The perception is different,

17

isn’t it?

Those of you that choose to do

18

a lot of the advanced training courses.

19

You’ll be spending more money.

20

those people that are in your life but not here,

21

they’re probably going to try and talk you out of it.

22

Am I right?

23

All right.

Okay.

All right?

Ultimately some of

I think they’re (inaudible) place.

24

They don’t want us to do something stupid or

25

(inaudible) this week.
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1

want you to think about whether or not they are doing

2

real estate.

3

from people who are doing real estate.

4

And it’s really important to take advice

So I’ll never forget it.

All right?

And some of the

5

gunslingers that have come through, only twice in the

6

history of me teaching this class I asked them to

7

leave and they’re not allowed back in the room.

8

it’s not something I want to do.

9

to do it because brand new students in here are

And

But I’m not afraid

10

fragile.

They’re afraid.

11

this up.

They got somebody in their ear just with a

12

whole lot of negativity, I think that really does tend

13

to rob somebody of something that actually will be a

14

phenomenal change in their life.

15

They don’t want to mess

So I’ll never forget one of them.

16

didn’t have to ask them to leave.

17

right?

18

a much larger audience.

19

sessions.

20

doing this course (inaudible).

21

All right?

Barbara and (inaudible).

And I

His wife did.

All

A couple years back,

We had four (inaudible)

Elderly couple.

All right?

They were all

At the end of day one, 6:00, in front of the

22

(inaudible) everyone left.

23

sitting and they were having one of these we’ve been

24

married for a very long time discussions.

25

know what I mean?
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1

How many of you agree somebody’s energy

2

screams very loudly without them really saying much?

3

Would you agree with that?

4

today, we try not to be judgmental, but sometimes you

5

can (inaudible) discern someone’s demeanor.

6

is super excited about being here.

7

taking notes, I mean, she was a great student.

8

husband, Monroe, not so much.

9

find him the whole day.

10
11

(inaudible).

Oh, this (inaudible)

Barbara

Raising her hand,

Okay?

Her

And I couldn’t

So finally I think this is my

All right?

The other day, I was just down there, I was

12

stuck up here.

I couldn’t help but overhear.

13

gather up the stuff and he went to leave, and the exit

14

was in the back of the middle to the side.

15

is the wife, unforgettable.

16

husband, loud, she goes, then tomorrow stay home, you

17

negative bastard.

18

(Laughter.)

19

MATT DAVIS:

Barbara (inaudible).

what she said to her husband.

21

Earl the next day?
AUDIENCE:

23

MATT DAVIS:

And this

She turned to her

20

22

I

That’s

Do you think we saw

No.

24

sister, Grace.

25

the classes together.

We did not.

She brought her

So Barbara and Grace continued with
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1

disclosure here, Barbara and Grace did a lot of our

2

advanced training classes beyond the weekend like this

3

and paid more money.

4

All right?

I saw Barbara at her very first what we call

5

summit.

Summit is out in Las Vegas a couple times a

6

year.

7

actually have the opportunity to buy real estate from

8

us when you’re there.

9

later.

All right?

10

Go to a three-day class.

And we’ll talk about this stuff

But when I saw Barbara, and you can’t forget

11

Barbara, honestly.

12

have you done?

13

after this class.

14

months.

15

didn’t see Earl.

16

Right?

Big hug.

How many deals

So this is about four months later
She had done five deals in the four

Pretty good, right?

I look around for Earl,

Grace was still there.

married.

18

the parked car.

19

(Inaudible) forget.

But she said I could no longer sit behind
Interesting way of putting it.

Now, I thought about that since, and I want

21

to ask you, how does this apply to you?

22

she wanted her husband’s support?

23

AUDIENCE:

24

MATT DAVIS:

25

All right?

Now, I’m happy to report that they’re still

17

20

You

Do you think

Yes.
Of course she did.

But it’s a

decision she had to make to decide whether or not
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1

somebody would want to deter her from doing a business

2

that we all know works.

3

you, folks?

4

people that are at home, try to think about whether or

5

not they’re just coming from a loving place, which

6

most of the time they are, but sometimes them not

7

wanting you to actually do things.

8

you may be brand new.

9

up.

So how does that apply to

If you get negativity spat at you from

It’s scary because

They don’t want you to mess it

Maybe they had a cousin, I had a cousin try that,

10

it didn’t work for them.

11

negativity on you.

12

I see your hands?

13

They start throwing this

How many of you can see that?

Can

I need you to go up to them and ask them, do

14

they have a plan that’s going to help me move forward

15

financially speaking?

16

right?

17

whether or not you’re going to real estate merit for

18

their advice.

19

Everyone do this.

20

workbook.

21

people you spend most of your time with.

22

hanging out with?

23

book or anything like that, all of them will attach

24

two basic concepts.

25

listening to?

The answer is usually no.

All

Secondly, we need to make a decision as to

See, here’s what I would say to you.
In your note-taking pad, not the

In your note-taking pad, write down five

If you read any self-improvement

The first is who are you

All right?
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1

advice?

Most of the time we listen to those we spend

2

our time with.

3

Five people you spend your time with.

Do

4

you know that?

Financially speaking -- I’m just

5

talking finance.

6

friends or family or spouses or your (inaudible).

7

right?

8

those on that list that have the ability to guide you

9

to higher financial ground.

I’m not asking you to fire your
All

But financially speaking, circle the names of

10

It’s an interesting exercise.

If you want

11

to make more money, don’t take advice from somebody

12

that doesn’t make more money than you do.

13

that’s obvious.

14

this class, they go home, tell their cousin about

15

what’s going on, but they fail to remember their

16

cousin is broke.

17

I know

But it’s surprising when people leave

All right.

I’m going to talk about power

18

teams.

We’re going to create a list of people that we

19

need to surround ourselves with to be in this

20

business.

21

at.

22

when they’re not good at something, what do they do?

Successful people know what they are good

They also know what they are not good at.

23

AUDIENCE:

24

MATT DAVIS:

25

somebody that is.
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1

component, having a power team, allows us to own our

2

time.

3

is with two things in mind.

4

not lay tile in the homes that I’m flipping.

5

those of you that are going to do that.

6

you’re saving money.

7

your hands and knees laying tile, you could be

8

flipping two other houses at the exact same time,

9

making far more than what somebody is going to charge

All right?

Because the way I teach real estate
All of your time, I do

No, you’re not.

I know

You think

While you’re on

10

you to lay tile.

How many see that (inaudible) there?

11

That’s different.

That’s difficult as well sometimes

12

because we were probably raised with a good work

13

ethic.

14

by who?

If a job is to be done right, it must be done

15

AUDIENCE:

Me.

16

MATT DAVIS:

Me.

No one can lay tile as

17

good as I.

That may be true.

But (inaudible) 95

18

percent as good as you can while you’re on the beach

19

doing what you do with your family or whatever, owning

20

your time?

21

thing, own your time.

22

the goal.

23

up.

24

mind, generational wealth?

25

building something and making a few flips.

That’s good enough for me.

The first

Second, generational wealth is

The way you start determines how you end

All right?
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1

about building that far outlasts (inaudible).

2

Okay?

So keep in mind who you’re listening to.

3

Maybe find some people that are doing it in this

4

business.

5

weekend, they are investors.

6

class.

7

real estate, why else do you think I’m here teaching

8

this class?

9

They have (inaudible) to

And, again, beyond just the fact that I do

AUDIENCE:

10
11

The consultants I brought with me this

(Inaudible).

MATT DAVIS:

It’s because they’re paying me

to be here.

12

(Laughter.)

13

MATT DAVIS:

I did not pay (inaudible) right

14

now?

Then I can be like the mother-daughter that

15

(inaudible) because I love you and I want -- I don’t

16

even know you guys.

17

either, do you?

18

But it’s worth it for me to sacrifice the weekend and

19

come do this because they pay me to be here.

20

do enjoy it.

21

Absolutely not.

22

All right?

Real estate is my biggest and my base.

23

All right?

Four other things that have all become

24

possible because of real estate.

25

estate as my base, as the fuel to begin to fund other

Okay?

And you don’t know me yet,

Now, do I love to teach?

Yes, I do.

Yes, I

Is this something I do every weekend?
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1

things that I do.

2

So, second, yes, they pay me to come out and

3

teach classes like this.

4

and my brothers run three martial arts school teaching

5

tae kwon do, which is probably where my militant way

6

of presenting comes from.

7

appreciate the fact that I’m here to help you get

8

results.

9

pat you on the back and say it’s okay.

Okay?

All right?

Number three, me

Because I hope you guys

If you have excuses, I’m not going to
It’s not okay.

10

You either can make excuses or you will get results,

11

and that’s it.

12

better at policing our own excuses.

13

with that?

If you have excuses, we need to get

14

AUDIENCE:

15

MATT DAVIS:

Would you agree

Yes.
Because we all have them.

In

16

the end, it’s just the story that’s preventing

17

results.

18

you are going to come back with results because you

19

just went out and called a friend.

20

going to come back and tell me every reason why you

21

can’t, won’t or shouldn’t.

22

So during the lunchtime exercise, some of

Some of you are

And, by the way, let me address arrogance.

23

Those of you that said in your mind about the $50,000

24

during lunch, I already have access to $50,000, I

25

guess I don’t have to do the lunchtime exercise.
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1

didn’t ask what you have access to.

I said let’s add

2

to it an additional $50,000.

3

here in the room.

4

dodge just getting out and putting in the work.

5

right?

6

the results.

That includes everybody

Interesting how people begin to
All

Get out there and put in the work and go get

7

So, let’s see, teaching martial arts.

I

8

also own crypto-currency operation, if you know what

9

that is.

All right?

And the fifth thing is I invest

10

in movies.

I’ve been investing in movies for a number

11

of years.

12

feature films so far.

13

can get on Amazon, Netflix and stuff like that today.

14

So five things.

I fully funded and produced 13 of my own
And these are all things you

15

So that’s let me have businesses.

16

you to realize all of them became possible because of

17

what?

18

AUDIENCE:

19

MATT DAVIS:

I want

Real estate.
Real estate.

And here is the

20

best advice you can get in the investment world.

21

Write it down.

22

Know your exit before you invest.

23

business, I have (inaudible) in place before I make

24

the movie.

25

Know your exit before you invest.
In the film

The film is sold before it’s made.

In real estate, we should know the people
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1

that we’re going to be doing a wholesale deal with.

2

We should build our buyers list first.

3

you the problem that most people do.

4

you paid to come over and have a more effective

5

(inaudible).

6

figure out how to pay for the house.

7

the house, let’s figure out how to sell the house.

8

How many of you think that’s most peoples perception

9

or sequence?

10

Let me show

And this is why

People want to find a house and then
Once they have

Let’s reverse engineer that.

Let’s build

11

our buyers list first.

12

investors, we know they have the cash, we’ve already

13

prequalified them as a cash buyer.

14

that will take this property off our hands.

15

figure out how we’re going to pay for the property.

16

Because once you get to the property, you’re going to

17

have to figure out how to pay for the property.

18

figure that out beforehand.

19

Let’s have ten active

We eye ten people
Let’s

Let’s

Once you find that house, you already have

20

the exit built.

Know your exit before you invest.

21

How many can see the wisdom in that?

22

hands.

23

business, blown away by how many creative people are

24

there that know nothing about business.

25

couple million on a film, how are you going to market

Let me see your

It’s interesting, I got into the film
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1

this film?

We’re going to submit it to the Dallas

2

Film Festival.

3

hope you get noticed?

4

know a film festival is normally just a big party.

5

I’m not saying films don’t get bought, but the idea

6

that you get bought just from a film festival, would

7

you agree some do, most what?

8

AUDIENCE:

9

MATT DAVIS:

So you’re going to attend a party and
That’s your plan?

You guys

Don’t.
Don’t.

Waste a couple million

10

dollars on a film being the creator, who cares.

11

You’re making something that needs to be sold.

12

is no different.

13

we invest.

14

Okay.

So let’s know our exit before

Let’s see, what was one of the real estate

15

(inaudible).

16

page number one inside the book.

Tell me again.

17

AUDIENCE:

18

MATT DAVIS:

It’s at the top of
Never pay what?

Retail.
Retail.

19

we discount the prices down.

20

problems.

21

idea.

22

discounts?

23

This

Let’s talk about how

We get paid to solve

We get paid to solve problems.

Now let’s dig into it.

That’s the

How do we find

We get paid to solve problems.

There are three problematic areas that we

24

are going to look for in the marketplace.

25

back to the home we looked at.
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1

price and 20 percent down.

2

number, yes or no?

3

AUDIENCE:

4

MATT DAVIS:

Do you guys remember the

Yes.
Okay.

The home, there’s

5

nothing wrong with it.

6

foreclosure or pre-foreclosure status.

7

that’s financing their home is not in trouble, either.

8

There’s no problems with this house in any way.

9

you ever think you’re going to get a discount on that

10

The homeowners are not in
The bank

Do

home?

11

AUDIENCE:

Yes.

12

AUDIENCE:

No.

13

MATT DAVIS:

Those of you that said yes, how

14

would you?

No, you won’t.

15

had a really nice home and you’re not in financial

16

trouble and you’re trying to sell it, you would

17

probably try to sell it for top dollar.

18

right?

19

AUDIENCE:

20

MATT DAVIS:

If you were the owner and

Is that

Yes.
How would you go about trying

21

to discount in that manner?

22

(inaudible) discounts.

23

area.

The first is obvious.

24

home.

Let’s go after the messy houses.

25

talking the ones where you drive by, most people turn

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

We see problems

That’s a pretty problematic
The condition of the
And I’m

EX 8, p. 76

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 78 of 435
77
1

a blind eye hoping somebody else will blow it up and

2

bulldoze it down.

3

that around here?

Do you guys have any homes like

4

AUDIENCE:

Mm-hmm.

5

MATT DAVIS:

Some of you are like, not in my

6

neighborhood.

I happen to live in a real nice

7

neighborhood.

You guys, do nice neighborhoods have

8

homes that (inaudible) fixing up?

9

AUDIENCE:

10
11

Yes.

MATT DAVIS:

homes that people get divorced in, yes or no?

12

AUDIENCE:

13

MATT DAVIS:

14

Do nice neighborhoods have

Yes.
Do people die in your

neighborhood?

15

AUDIENCE:

Yes.

16

MATT DAVIS:

These are problems.

Don’t tell

17

me these deals are not out there.

There is a section

18

of the business which is the condition of the home

19

first.

20

lot of people are, there’s profit in that deal.

21

show you one that I’m in the middle of right now.

22

just barely sold it.

23

guys know what that is?

If you’re willing to work with visions, not a

All right?

24

AUDIENCE:

25

MATT DAVIS:
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1

ago, boarded up.

The woman that owned it passed away,

2

no next of kin.

The State seized it, offered it up to

3

the investing audience.

4

and there were 42 cash offers (inaudible) within 24

5

hours of this listing.

6

Investors only, cash only,

Who would want to know a strategy that

7

allows you to get the property every time, no matter

8

how many cash offers are on the table?

9

AUDIENCE:

10

Yes.

MATT DAVIS:

I can show you that strategy as

11

well.

12

would not even touch it with a ten-foot pole.

13

right?

14

say, I wouldn’t touch that with a ten-foot pole, are

15

going to now be getting the smile because that’s music

16

to your ears.

17

though it’s a messy house, you fix it up, there’s a

18

whole lot of profit.

19

one home.

20

Most people can’t see beyond what it is.

21

So I took that deal down where most people
All

Those of you that are going to hear people

If it’s in the right neighborhood, even

I made about $110,000 on that

How many would do that all day long?

Yes?

Second problematic area, write it down.

22

Financial condition of the homeowners.

23

condition of the homeowners.

24

nice house, but there’s a divorce going on, they’re

25

trying to liquidate quickly, or maybe a death or pre-
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1

foreclosure status because they lost their job or

2

their business went south.

3

that could cause that mortgage to not be paid.

4

you agree?

There’s lots of things

5

AUDIENCE:

6

MATT DAVIS:

7

finances, not the home itself.

8

discounts and opportunity for us.

9

Would

Yeah.
So it’s the condition of the
That spells out

The third problematic area is the financing

10

bank.

Were you told at the first meeting that I would

11

teach you how to get access to REO lists.

12

remember that?

13

AUDIENCE:

14

MATT DAVIS:

Do you

Yes.
That’s when we’re (inaudible)

15

with and analyzing the bank behind the scenes.

16

do that as part of the weekend tomorrow morning.

17

will analyze a little more about banks.

18

problematic area is the home, the condition of the

19

home.

20

Number three, the bank.

21

problems.

22

I will
I

So a pretty

Two, the financial condition of the homeowners.
We get paid to solve

By a show of hands, how many of you know

23

people in your life that do not solve problems very

24

well?

25

individuals don’t make for great investors.

If they’re having (inaudible).
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1

right?

There’s more of the consumer mentality rather

2

than the investor mentality.

3

between those two characters, consumer versus

4

investor?

5

AUDIENCE:

6

MATT DAVIS:

Yes.
What are we mostly trained to

7

be in this -- in our society?

8

AUDIENCE:

9

MATT DAVIS:

10

Is there a difference

(Inaudible).
Let’s tell the story.

Grades,

education, get a degree, land a what?

11

AUDIENCE:

12

MATT DAVIS:

13

ladder.

14

people?

Job.
A job.

Is that right?

15

AUDIENCE:

16

MATT DAVIS:

Work up the corporate

How’s that working for most

It’s not.
Everyone is doing it, man.

17

Okay?

18

a job, maybe you’ve got student debt coming out your

19

ears and you land a job for $45,000, $50,000 a year.

20

Most people think that that’s a good start, success.

21

How long do you have to live on the $40,000 to $50,000

22

grand a year, but you now have to start to chip away

23

at your student debt?

24

process for most people?

25

Let’s think about this.

All right?

So you get

How many agree this is a long
Can I see your hands?

You climb up the corporate ladder and you
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1

get a raise.

What do most people do when they get a

2

raise?

3

spend more money.

4

start having kids, we need a bigger house, we need a

5

second car.

6

that right?

They spend more money.
All right?

Another way is to
Start having a family,

You guys know the American dream.

7

Is this a dream?

8

AUDIENCE:

9

MATT DAVIS:

Is

(Inaudible).
Okay.

Well, let’s look at the

10

outcome.

11

materials.

12

dream.

13

percent end up independent.

14

working.

15

on (inaudible).

16

categories.

17

did something (inaudible).

18

failure rate in this country.

19

curriculum that I just laid out.

20

By show of hands, how many know people that are not in

21

the same field they studied for in university?

22

See your hands?

23

Turn to page number nine inside your
Let’s look at the results of this American

At the bottom, 2 percent in (inaudible).

Six

29 percent are still

(Inaudible) page nine.

57 percent depends

So let’s isolate the top two

Independent and wealthy.

Top 8 percent

This leaves a 92 percent
Following the
Let me go further.

Okay?

I’m going to show you the (inaudible) maybe

24

your friend.

So that’s the consumer mentality.

25

They’re spoiled with owner occupied loans.
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1

there’s a reason I’m going to get to this.

2

trained to avoid costs at all costs.

3

things growing up like, money does not grow on what?

4

AUDIENCE:

5

MATT DAVIS:

They are

How many heard

Trees.
Does that begin to take its

6

toll when you try to look for money to invest in real

7

estate?

8

AUDIENCE:

Yes.

9

MATT DAVIS:

When I begin to share with you

10

the raising capital exercise and all of a sudden money

11

starts growing on trees.

12

got to know where to go and how to ask for it.

13

right?

14

Money is out there.

We just
All

When you hear it in that way, how many are a

15

little more open-minded to the idea of raising

16

capital?

17

about this:

18

because you don’t have the money?

Let me see your hands.
(Inaudible).

19

AUDIENCE:

20

MATT DAVIS:

All right.

How

How many of you came

Yeah.
Did anybody hear that growing

21

up?

What does that teach a child, the only thing that

22

determines whether or not you can do something is if

23

you have what?

24

AUDIENCE:

25

MATT DAVIS:
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1

estate.

How many of you have a similar perception of

2

real estate before we came here this weekend that you

3

have to have a lot of money to do real estate?

4

see your hands.

5

It’s not how much we have.

Let me

It’s how much we

6

have access.

You don’t access it until you go ask for

7

it.

8

capital?

9

reasons why they’re going to be told no before they

What is the biggest reason people don’t raise
They don’t ask.

10

even ask.

11

you ask.

12

no, is that right?

They start developing

Guess what, the answer is always no until
You have to ask.

13

AUDIENCE:

14

MATT DAVIS:

You might hear the word

Mm-hmm.
There’s lots of things we hear

15

growing up.

For example, credit cards.

16

you had one or two credit cards for emergency purposes

17

only?

18

for your (inaudible).

19

(inaudible) program.

20

this weekend as your instructor, it’s your private

21

program that got you to where you are right now.

22

many want to be lucky?

23

that means different things to different people.

24

making your blueprint is not (inaudible) you to get

25

there.

May I see your hands?

How many of

Worst thing you can do

This goes against your
You see, when I get into finance

Let me see your hands.

How

I know
But

$45 an hour is something that people feel is a
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1

decent wage.

Is that good money, 45 bucks an hour?

2

AUDIENCE:

3

MATT DAVIS:

4

AUDIENCE:

5

MATT DAVIS:

6

Yes.

Yes.
Is that going to make you

wealthy?

7

AUDIENCE:

8

MATT DAVIS:

9

Is that good money?

No.
Then it’s not good money.

this is the goal, what’s your belief system?

If

Is it

10

going to get you there or not?

11

hour is not going to make you wealthy.

12

you agree with that?

I’m not making fun of you if you

13

make less than that.

Please understand.

14

the blueprint.

15
16

Twenty-five bucks an
How many of

I say change

Change your belief system.

What in this world pays $500 an hour?

What

professions?

17

AUDIENCE:

18

MATT DAVIS:

19

investment bankers.

20

there?

Lawyers.
Attorneys, doctors and

Is that a lot of schooling to get

21

AUDIENCE:

Mm-hmm, yes.

22

MATT DAVIS:

Okay.

So when I teach you how

23

to do a wholesale deal, find a messy house, bring it

24

to an investor that wants to actually make some money

25

because they’re already looking for the dumpy house to
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1

take on and make $5,000.

2

house, find an investor that’s already on your buyer’s

3

listing that wants to take this deal off your hands.

4

Ten hours, $5,000, $500 an hour.

5

Ten hours.

Find a messy

But your belief system for some people that

6

go to this class, you put $500 an hour in some lofty

7

arena that you will never get there because only

8

attorneys and physicians make that kind of money.

9

you see how it’s the belief system that prevents them

10

from actually getting their first deal done.

11

that?

12

excites you?

13

once, you’ll probably do it again.

14

And

You see

$500 an hour, how many agree that kind of
Can I see the hands?

If you did it
Right?

If I’m not making $30,000 on each flip, it’s

15

not worth my time.

Investors make far more money than

16

most people do in the workplace.

17

get over your belief system.

18

really want you to think about, your belief system.

19

Avoid costs at all costs.

20

Consumers watch Suzie Orman on CNN.

21

(phonetic) and David Ramsay.

22

Suzie Orman -- do you guys know who I’m talking about,

23

Suzie Orman?

24

AUDIENCE:

25

MATT DAVIS:
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1

cards I have, which is 41 at the present.

2

credit cards.

I have 41

What would she say to me on her show?

3

AUDIENCE:

You’re crazy.

4

MATT DAVIS:

She’d hit that big red button

5

like this.

6

screen red.

7

addressing, a consumer audience or an investing

8

audience?

9
10

You ever seen the show?
Denied.

AUDIENCE:

(Inaudible).

Flashes the
Right?

Who is she

Consumers.

MATT DAVIS:

So tell a consumer that’s going

11

to tempted with racking up credit card debt on buying

12

designer jeans and groceries with her credit cards,

13

yes, to tell that person to cut those credit cards out

14

is good advice.

15

by designer jeans and groceries.

16

money, invest.

17

41 credit cards, I don’t use them to
I use them to make

All right?

How many of you have solicitations in your

18

mailbox every week with credit card companies?

19

see your hands?

May I

What do you do with them?

20

AUDIENCE:

Throw them away.

21

MATT DAVIS:

Why?

You don’t need them?

So

22

as an investor you’re saying I don’t need more money.

23

I don’t need access to more money.

24

you, yeah, you do.

25

I would submit to

Okay.

So credit card applications, why do we throw
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1

them in the garbage?

2

our credit if we ask for their money?

3

what it might say on the top of that application.

4

What if the document did not say credit card

5

application.

6

to fund your deals if you’ll pick up the phone and ask

7

me for some of my (inaudible).

8

to use my money, you don’t even have to ask permission

9

to use my money.

10

Because we don’t an inquiry on
Let’s show you

What if it said private investor willing

And when I approve you

You can use it whenever you want.

And, by the way, when you do use my money,

11

you can (inaudible) right away.

12

by the way, when you do use my money, for the first 18

13

months while we do business together, I will not

14

charge you one dime worth of interest.

15

just explain?

16

AUDIENCE:

17

MATT DAVIS:

It’s up to you.

And,

What did I

A credit card.
A credit card.

You probably

18

wouldn’t throw that application in the garbage if it

19

said that.

20

Exactly what I just explained.

21

But what do you think a credit card is?

Forty-one credit cards gives me access to

22

just shy of $1.3 million whenever I want it.

23

you start establishing LLCs and to (inaudible) then

24

you’re qualifying for business lines of credit and

25

corporate credit.
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1

$150,000 to $200,000 credit cards instead of $20,000

2

or $30,000 with a personal credit card.

3

time, you begin to have access to a lot more money.

4

This is not something that’s going to happen

5

overnight.

6

Where are we going to start?

7

with $50,000 today.

8

other lines of credit for you.

9

you need to begin to establish access to more money.

This is something you have to start.
We’re going to start

Tomorrow we’re going to work on
All right?

10

How many see the vision right now?

11

hands?

12
13

And, over

Because

Can I see your

So can you buy real estate with credit
cards?

14

AUDIENCE:

Yes.

15

MATT DAVIS:

So I can go down to ReMax and

16

take my American Express and swipe the card inside and

17

think now the house is mine?

18

certified funds to a real estate transaction.

19

will show you later on how to take credit card money

20

and turn it into certified money so you can use credit

21

lines in real estate as well.

22

about that?

23

That’s fun.

No.

You have to bring
But I

How many are excited

All right.

So keep in mind a little bit, the investor

24

is what I want to teach you how to be and to think

25

differently.

ROI, what does that stand for, everyone?
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1

ROI.

2

AUDIENCE:

3

MATT DAVIS:

4

Return on investment.
Which one comes first, the

return or the investment?

5

AUDIENCE:

The investment.

6

MATT DAVIS:

The investment comes first

7

before the return.

Let’s go back to the working

8

household for most Americans.

9

they finally develop the amount of money to maybe put

They save, save, save,

10

20 percent down on a home.

Maybe $40,000 or $50,000.

11

That is their life savings.

They can never imagine

12

putting the life savings in harm’s way.

13

How many of you agree with that as well?

14

Let me see your hands.

Therefore, they will never

15

invest and they will never be able to experience --

16

the investment comes first.

17

fear.

18

real estate.

The investment causes

And that’s what keeps most people away from

19

I started to map out the psychology of how

20

most people approach this business and show you that

21

it is flawed so they can then go ahead and take a

22

better route.

23

So be open-minded.

If you already have what

24

you want out of life, you probably wouldn’t be here

25

this weekend.

Agreed?
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

How many spend $2,000 on a

3

weekend for three days because you’re bored?

4

for some new level of performance.

5

change your mindset, the way that you think about

6

money.

7

you.

8

looking for a change.

9

what you do but you want to add to it.

10

Is change necessary?

Looking

All right?

So

I would say that’s up to

The fact that you’re here indicates to me you’re

that category?

11

Not entirely.

Some of you love
How many fit

Can I see your hands?

How many of you don’t like what you do and

12

eventually want to parlay away from doing that?

13

right.

14

retirement?

15

want to build an empire?

16

raise two hands on that one?

All

And how many just want to supplement your
How many want to think bigger and you

17

(Laughter.)

18

MATT DAVIS:

How many are willing to

So where are you today is a

19

direct reflection of what you will be and what you

20

know.

21

improvement books focus on.

22

and are you taking 100 percent accountability for your

23

life?

24

(inaudible) so-and-so’s fault.

25

spouse’s fault.

That’s the second thing that the selfThe circle (inaudible)

It’s not your boss’ fault.
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1

So here’s the goal.

Then we’re going to go

2

ahead and get you a worksheet.

3

identify honestly where you are.

4

worksheet.

5

can tell what you’ve got to do effectively.

Identify

6

where you want to be.

If your

7

only answer is I want financial freedom, I’m going to

8

ask you to be more specific.

9

Financial freedom, it sounds great.

Be honest on your

Be honest with where you are.

mean to you?

11

-- that’s not an answer.

I do all the time.
What does that

I don’t know, but I want it.

All right.

That way we

So why did you come?

10

12

We want to help you

It’s not

If you say it cost me X amount

13

of money to live my life and my bills and needs are

14

met, I need X amount of rentals to experience that

15

residual income, to pay for that amount of money per

16

month.

17

an option.

18

don’t have to because it’s still supplemental income.

Then my job is no longer an obligation.

19

It is

If you want to quit, you can, but you

This is a better answer.

Most people don’t

20

really know what they want.

It’s not as lofty, well,

21

I want something different.

But I want you to get

22

specific.

23

you how to get this.

24

get there using the vehicle called real estate.

25

vehicle works with or without you, like we said.

I want you to get specific.
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1

car drives just fine.

2

of making money, good (inaudible), and that’s what

3

needs to be analyzed first.

4

Real estate is a phenomenal way

So, with that, we’ll dig out some numbers.

5

As well we’re going to be asking you questions like is

6

your credit worthy to get access to loans?

7

credit a part of investing, yes or no?

8

AUDIENCE:

Yes.

9

AUDIENCE:

Yes.

10

MATT DAVIS:

Yes, there are.

Folks, is

Some of you

11

are saying, well, they told me I didn’t have to have

12

very good credit to be able to do this business at the

13

first class.

14

going after non-credit-bearing lenders, they are going

15

to charge you higher what?

That is technically true.

16

AUDIENCE:

17

MATT DAVIS:

Fees.
Fees.

18

credit, is that a good thing?

19

business easier.

20

AUDIENCE:

21

MATT DAVIS:

So if you do have good
It’s going to make this

Mm-hm.
How many of you have pretty

22

good credit?

Can I see your hands?

23

ask the opposite, who has bad credit.

24

like to admit that.

25

will ask you how long has it been bad?
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1

this answer.

Years.

Have you done anything about it?

2

No, I don’t know how.

3

Folks, grandpa’s first advice, what was it?

4

AUDIENCE:

5

MATT DAVIS:

(Inaudible).
Is this a drastic example of

6

somebody not minding their business?

Your credit

7

score is your most important financial barometer of

8

your life.

9

say let’s mind your business a little better.

And you don’t know what it is?

I would
Those

10

of you that have good credit, I hope I smack you in

11

the nose with an equally important question.

12

you doing with it?

13

To do what?

Nothing.

I just want good credit.

Bragging rights at (inaudible).

14

(Laughter.)

15

MATT DAVIS:

16

What are

It’s something that you work

hard to maintain so it can be what?

17

AUDIENCE:

Used.

18

MATT DAVIS:

All right.

Most people say,

19

well, I had to go finance a truck -- this is actually

20

my little brother talking.

21

truck, I can get whatever financing terms I want.

22

that true?

23

AUDIENCE:

Yep.

24

AUDIENCE:

No.

25

MATT DAVIS:
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1

an 820 credit score, which is what his credit score,

2

is that good credit, 820?

3

AUDIENCE:

Mm-hmm.

4

MATT DAVIS:

Phenomenal.

Get any truck he

5

wants, financing terms, all he wants.

But a truck?

6

That’s a very consumer-based response.

7

your credit to get you access to more money so you can

8

do more deals.

9

hanging it on a mantle for bragging rights at parties.

Agreed.

Use

Now it’s making money instead of just

10

Also, what makes up the credit score?

11

for me right now off the top of your head the five

12

parameters that make up your score?

13
14
15
16
17
18
19
20

AUDIENCE:

(Inaudible)?

(Inaudible) life savings

percentage.
MATT DAVIS:
What else?

Thirty percent of your score.

(Inaudible)?

AUDIENCE:

Length of credit, length of

accounts opened.
MATT DAVIS:

So, like, how long you’ve had

credit is 15 percent of your score.

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

Who can name

Available amount of credit?
That’s utilization, same thing.

Payments on time.
On-time payments is 35 percent

of your score.
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1

AUDIENCE:

Delinquencies.

2

MATT DAVIS:

Delinquencies take away from

3

your credit score.

They don’t make up your score.

4

I’m asking what makes up your score.

5

AUDIENCE:

(Inaudible).

6

MATT DAVIS:

No.

That’s utilization.

The

7

amount that you’re using versus what you have access

8

to.

9

more answers than most.

Let me pause real quick.

10

in just a minute.

11

should know this?

I’m glad that you have

I’m going to go back to you

But would you agree every one of us

12

AUDIENCE:

Mm-hmm.

13

MATT DAVIS:

How many agree with that?

How

14

many agree we should have been taught that in high

15

school?

16

uneducated general public about what it takes to make

17

a credit score.

18

FRED:

19

MATT DAVIS:

20

23
24
25

I’m surprised we have a very

One more, Fred?
Your age.
Your age?

That’s credit

history, same thing.

21
22

It’s not.

AUDIENCE:

(Inaudible) different types of

credit?
MATT DAVIS:

Good.

Types of credit, 10

percent of your score.
AUDIENCE:

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

(Inaudible).

EX 8, p. 95

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 97 of 435
96
1
2

MATT DAVIS:

No.

Is debt-to-income ratio a

factor in your credit?

3

AUDIENCE:

Mm-hmm.

4

MATT DAVIS:

5

AUDIENCE:

6

MATT DAVIS:

Not one bit.

No?
Isn’t that interesting?

When

7

you’re applying for a mortgage, which is a credit-

8

based type of environment, the mortgage company asks

9

what’s your debt-to-income ratio.

They want to know

10

how much is going out the door per month versus what’s

11

coming in the front door in your income, and can they

12

shove in the middle of that and then spill water all

13

over the front row -- no, I’m going to clean it up.

14

I’m going to mind my business and clean it up.

15

you.

16

there.

I’ll get it.

17

Thank

Great public speaking grace right

The final thing was new credit.

Okay?

So

18

debt-to-income ratio has nothing to do with it.

19

try and analyze whether or not you can afford the

20

mortgage.

21

They

Okay?
So we’re going to go back and review these

22

factors in detail because this is an important piece.

23

All right?

24

you about things like this.

25

What brought you in this weekend?

So this worksheet is going to be asking

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

What are your goals?
It will ask you,

EX 8, p. 96

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 98 of 435
97
1

there’s only two ways you can pay for a deal, your own

2

money or somebody else’s.

3

both.

4

All right.

It’s going to ask you about

We ask that you get this filled

5

out right now.

Go ahead.

You guys can pass it out.

6

Thank you, guys.

7

going to get this filled out (inaudible).

8

If you’re here with your spouse, then you only have

9

one household income, one between the two of you,

And once you get your own, you’re

10

which is funds.

11

spouse here, do them separately.

12

fill this out separately.

13

partner, then you obviously fill out your own.

14

All right?

All right?

If you don’t have a
I would ask that you

Your friend, your business

If you’re (inaudible) saying this, okay,

15

this information that is being asked is not shared or

16

sold to other outside agencies.

17

gather this data and then sell it.

18

All right?

19

this weekend.

20

these up from you again in about five, ten minutes,

21

once you’re done with them.

22

get this filled out.

I’m not going to
We don’t do that.

So this is only used for purposes with you
So we are going to come back and gather

23

(Pause.)

24

(Music playing.)

25

AUDIENCE:
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1

AUDIENCE:

Hi.

2

AUDIENCE:

Hi.

AUDIENCE:

Yeah, I’m glad you didn’t,

3

I didn’t have any water up

here.

4
5

either.

I’m a little -- I’m a little nervous.

6

little reckless when it comes --

7

(Music playing.)

8

MATT DAVIS:

9

I’m a

Once you are done with this,

wait for your person that you came with this weekend

10

to get done with theirs as well.

11

they’re both done, put them together and hold them up

12

in the air.

13

done.

14

with yours, hold it up in the air and we’ll come by

15

and gather these up from you.

16

make sure it’s filled out as thoroughly and completely

17

as possible.

18

And then once

We’ll gather them up from you once you’re

If you’re just here by yourself and you’re done

It’s (inaudible) but

Like I said, the second half of this is

19

actually about you, your finances, and you’re going to

20

fund a deal with your own money or somebody else’s.

21

We’re asking about the amount of access to money you

22

have now with your own accounts, your 401(k), your

23

retirement accounts.

24

you can’t touch your retirement account until you

25

reach a certain age?
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1

true.

It’s not even true at all.

2

more about how to do it profitably specifically on

3

Sunday morning.

4

I will show you

But you can utilize your retirement account

5

to make real estate transactions as well.

6

of times you’re (inaudible).

7

known that.

8

the hiring packet didn’t even know it.

9

But a lot

They may not even have

Certainly not the HR rep that handed you

Okay.

(Inaudible) credit cards.

On the

10

lower right-hand -- I’m sorry, lower left-hand side,

11

you’ll see something that says HELOC, home equity line

12

of credit.

13

credit already?

14

time very few audience members do.

15

do.

16

there.

How many of you have a home equity line of
Can I see your hands?

That’s good.

17

Most of the

A couple of you

Great lending instrument right

All right?
If you establish a line of credit against

18

the equity you may have in your home, does that access

19

the money without the requirement of using that money?

20

Again, we’re going to talk about access to money

21

during the (inaudible).

22

equity line of credit that allows me to just pull from

23

it any time I wish.

24

small interest rates for your home equity line of

25

credit.

All right?

I have a home

Most of the time they charge very

You can take the deal, fund it, buy it, fix
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1

it up, sell it, only pay a little bit of interest over

2

the 90-day term it takes to flip the house, then pay

3

your HELOC.

4

Now you’re utilizing the equity instead of

5

letting it just sit there.

What was equity doing in

6

your property?

7

to begin to understand it’s about accessing money when

8

you want to fund a deal.

9

up to access when you find that deal you know you

Sitting, doing nothing.

So I need you

The more you begin to line

10

love, the more you’re able to do deals.

11

amount of deals that are out there that are going to

12

hold you back.

13

and capital that will either hold you back or let you

14

go out and do a lot of deals.

15

it’s what you access is the point.

16

It’s not the

It’s the amount of access to your cash

All right.

It’s not what you have,

And, by the way, those of you

17

that are done with this, write this down in your note-

18

taking pad.

19

you do not need the money.

20

capital is when you do not need the money.

21

The best time to raise capital is when

Think about this.

The best time to raise

When you’re in a dire

22

situation, you really need money now, nobody wants to

23

lend you money.

24

now thinking, well, how can I access the equity in my

25

home?

When you lose your job, people are

Because I’ve got a ton of equity, but I don’t
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1

have an income.

2

lost your job.

3

money is when you do not need the money.

4

Nobody’s going to touch you after you
Is that right?

The best time to raise

Who was originally credited for saying that?

5

Elon Musk, owner of Tesla, as well as other things.

6

The best time to raise capital is when you do not need

7

the money.

8

All right.

So once you’re done with this,

9

just hold it up in the air.

10

(Pause.)

11

MATT DAVIS:

All done?

(Inaudible).

If you’re (inaudible) next

12

segment.

There’s three things I want to discuss

13

before we take our first break.

14

wrap it up at the top of the hour and take five

15

minutes.

I’m just hoping we

All right?

16

(Pause.)

17

(Music playing.)

18

AUDIENCE:

19

(Inaudible conversation among participants.)

20

UNIDENTIFIED MALE:

21

I’m excited (inaudible)

At least the weather is

nice.

22

UNIDENTIFIED FEMALE:

23

UNIDENTIFIED MALE:

24

UNIDENTIFIED FEMALE:

25

UNIDENTIFIED MALE:
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1

UNIDENTIFIED FEMALE:

2

UNIDENTIFIED MALE:

3

I think I’m going to do

that coffee.

4

UNIDENTIFIED FEMALE:

5

UNIDENTIFIED MALE:

6

UNIDENTIFIED FEMALE:

7

9

UNIDENTIFIED FEMALE:

UNIDENTIFIED MALE:

12

UNIDENTIFIED FEMALE:

13

UNIDENTIFIED MALE:

Oh, is there something

Oh, no.
It’s my handwriting.

Oh, on.

My -- no, it’s

my writing.

15

UNIDENTIFIED FEMALE:

Okay.

Because I just

looked at that, I’m like, that’s his money now.

17

UNIDENTIFIED MALE:

18

UNIDENTIFIED FEMALE:

19

to follow grandpa’s advice, mind your --

Yep.

20

UNIDENTIFIED MALE:

21

UNIDENTIFIED FEMALE:

22

I

you can’t --

11

16

No, I’m fine.

brought enough snacks to kill a horse.
(Music playing.)

14

Okay.

Can I get you anything?

8

10

(Inaudible).

I got that one.

This morning he said

Mind your business.
Not mind your own

business, but mind your business.

23

MATT DAVIS:

24

few things.

25

complete.

All right.

Let’s go through a

(Inaudible) make sure it’s done and

Okay?
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1

playing the sound, there’s a few things that I just

2

want to discuss.

3

exact questions every break that I go to.

4

are you from, where’d you grow up, you know, what got

5

you into real estate and just all some of the basic

6

things.

7

few of those things, then the breaks become not

8

necessarily as efficient as I would hope they would

9

be.

And if I don’t, then I get the same
Matt, where

And I found that if I don’t just address a

All right?

10

Born in Santa Monica, California.

At a

11

young age, my parents moved me to Lima, Peru.

12

there for four years.

13

setting up a part of the business he was working for

14

called Arthur Andersen.

15

firms in the country.

16

I was

My father was down there

It’s one of the largest CPA

My father is a CPA.

We came back -- I

17

learned Spanish before English.

I came back to the

18

States.

My parents split up.

19

Not a sob story, just it is what it is, gives you my

20

background.

21

boys, younger sister, five of us, mostly in Colorado.

22

We landed in Colorado.

My mother raised us five kids.

All right?

Four

In my early twenties, I moved

23

out of the country again to Portugal, lived there

24

about three years.

25

Portuguese.

I forgot Spanish and learned

It’s a similar language.
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1

to the States and met a nice young lady and we got

2

married.

3

with her.

4

ten years.

5

longer married to her today.

6

students in my class come up and ask about my divorce

7

and why we ended up divorcing.

8

don’t go through my divorce with the audience this

9

weekend?

And she was from Utah.

So I moved to Utah

We began our family there.

We were married

We had two children together.

10

(Laughter.)

11

MATT DAVIS:

I’m no

I’ve actually had

Are you guys okay if I

That’s not going to happen.

12

don’t know why people think they have permission to

13

ask if they want.

14

I

I only say this and share this with you

15

because it gives you a snapshot of what began to cause

16

me to be interested in real estate.

17

divorce, I ended up with the kids full-time.

18

that (inaudible) changes quite a bit on how you can do

19

things.

20

raising the kids full-time, that’s a different

21

juggling act as you can imagine.

22

After the
And now

Obviously I still needed to make money, but

All right?

So I wanted the freedom that a real estate

23

investor can enjoy.

24

employer if my daughter’s sick at school to, hey, can

25

I get off work to go get my daughter?
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1

-- I wanted the freedom to be able to be there, to

2

have a part in (inaudible) my kids’ lives.

3

All right?

As my kids started getting into junior high

4

and high school, I recognized that probably some of

5

the most critical hours in the upbringing of a child

6

is right after school until mom and dad get home from

7

work.

8

kid.

9

Those hours are critical in the upbringing of a

Okay.

So I just wanted to be there full-

10

time.

So I got all excited when I was watching an

11

infomercial late at night about 12 and a half years

12

ago, and some of you may have seen this older

13

commercial from a guy named Carlton Sheets.

14

ever heard of that guy?

15

AUDIENCE:

16

MATT DAVIS:

Have you

(Inaudible).
The no-money-down system.

I

17

bought his program, which is essentially a series of

18

CDs and a few books.

19

could.

20

estate thing.

21

I went through them as much as I

And then I said, I’m going to go try this real

Now, I just want to make a comment, and I

22

hope this applies to you as well.

23

it is about real estate investing where people think

24

with a CD series, or let me try to get that for you

25

right now, three days in a class, now you really think
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1

you’re going to go on with absolute confidence and be

2

a master at one of the most expensive industries on

3

the planet?

4

and even reckless?

5

for me.

6

How many agree that’s a little precarious
Can I see your hands?

And it was

So I (inaudible) get into real estate, to

7

try this out, and long story short, two years later --

8

just shy of two years later, I had to declare

9

bankruptcy.

Even still today, it’s a little

10

embarrassing to admit to people I don’t even really

11

know that I had to do that.

12

me.

13

just I didn’t do it right obviously.

14

But real estate ruined

It wasn’t that real estate didn’t work.

Real estate works.

It’s

It’s just I didn’t

15

understand how to do it properly.

16

a half because, ouch, that hurts, I stayed away from

17

real estate about a year and a half.

18

at the same impasse.

19

investors are able to enjoy.

20

So about a year and

But I still was

I wanted the freedom that

So the second time around, I actually got

21

involved similar to how you’re getting in, with more

22

of a system.

23

different than it was back then.

24

offered back in the day was mentors and one-on-one

25

help, like live in the field.

All right?
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1

I’ll never forget my very first live mentor,

2

this guy out in the field named Sean.

3

and I are still friends today.

4

began to show me how to do this because he was a

5

successful investor.

6

almost nine years ago now.

7

Okay?

All right?

And Sean

But he

That was about eight and a half,

And I want you to think about the real

8

estate environment in this country nine, eight years

9

ago.

It was a scary time.

We didn’t really know

10

where the bottom was quite yet.

Banks were not

11

lending money at all.

12

Hindsight is 20/20.

13

because obviously pricing and growth.

14

you agree that wealth creation can and had to do with

15

timing?

Things were very different.

I’m glad I got involved back then
But how many of

Would you agree with that?

16

AUDIENCE:

Mm-hmm.

17

MATT DAVIS:

It does.

Now, timing, if you

18

think that timing is not indicative of the markets up

19

here, ever so more important that we follow rule

20

number one and get discounts.

21

AUDIENCE:

22

MATT DAVIS:

Buy low.
Be willing to solve problems.

23

And that spells discounts.

24

has been very good to me.

25

my kids how to do this as well.
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1

kids to eventually be investors?

2

turned 15, I made him go get a job.

3

have a very bad taste in his mouth of what it means to

4

sell your hour for X amount of dollars.

5

think, oh, that’s cute, 15 year olds.

6

you’re doing?

7

only worth X amount of dollars?

8

at the office say -- literally you hear people say, if

9

I put in the extra six months, I’ll get an extra $5

10

raise per hour, as if that’s going to make a change

11

financially.

12
13

My son, when he
I wanted him to

Hang on.

We

Isn’t that what

When did you believe that your hour was
And you hear people

And if one job is not cutting it, what do
people do?

They get a --

14

AUDIENCE:

Another one.

15

MATT DAVIS:

-- second or third one.

I know

16

why they do it.

17

bills so they can at least be met on a minimum basis.

18

Gotta put food in my kid’s mouth, man.

19

responsibilities.

20

be a better way than trading your time for money.

21

that’s just what we’re taught to do.

22

They’re trying to patch together the

So do I.

I got

(Inaudible) there might
And

Those of you saying, well, I make a salary,

23

Matt.

I’m different.

That’s usually an employer’s

24

way of overabusing you on the hourly.

25

with that?

Let me see your hands.
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1

Okay?

So real estate has been good to me.

2

a lot of houses.

3

All right?

4

to my son, his job.

5

at a grocery store, after school and after practice,

6

stocking shelves and doing grunt work.

7

the whole time.

8

I flipped

I have a decent-sized portfolio now.

In January of this year -- let me go back
I made him go out and get a job

He complained

And I made him keep that job for six months.

9

I let him quit and I introduced him to two of the

10

properties in my portfolio that I let him begin to

11

manage.

12

cash flow on these if you’ll take care of them.

13

he went from making minimum wage part-time to about

14

just shy of $1,200 a month, positive, spendable cash.

15

Now, to a teenager, is that a lot of money?

16

AUDIENCE:

17

MATT DAVIS:

18

Two rentals.

hilarious.

I said, you can keep all the
And

Yes.
He thinks he’s rich.

It’s

Do I want him to believe that he’s rich?

19

AUDIENCE:

No.

20

MATT DAVIS:

You see, I left that word

21

hanging for a second on purpose, rich.

22

-- that word invokes emotion in people.

23

me ask you to please be honest.

24

you, please raise your hand so people know that I’m

25

not making this up.
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1

that rich people were in some way dishonest people?

2

Can I see your hands?

3

making this up.

4

Look around the room.

I’m not

And I can -- I want you to analyze that part

5

of the program.

All right?

Because then it becomes

6

guilty if I do it well.

7

you know, I asked you to kind of revisit.

8

I’m not here to teach you how to be a parent, but I am

9

going to ask this.

And that value system I made,
All right?

How many of you do believe in

10

what’s just called the law of attraction.

11

believes that?

Who

You attract what you are.

12

AUDIENCE:

Mm-hmm.

13

MATT DAVIS:

And life attracts what, birds

14

of a feather flock together.

15

sayings.

16

abundant life, then what will be attracted to him?

Okay?

You’ve heard the old

So if my son believes he’s living an

17

AUDIENCE:

More of them.

18

MATT DAVIS:

Abundance.

And that is

19

precisely what I want him to believe.

20

he’s -- his goal when he was a little boy, he wanted

21

to have a Jeep when he turned 16.

22

can drive a Jeep, that would be the coolest thing

23

ever.

So

He thought, if I

Right?

24
25

All right?

So when he turned 16, what happened?
a Jeep.

He got

An old, crappy two-door jeep, okay, that he
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1

thought was the coolest thing ever.

2

since then upgraded it to, you know, other things and

3

(inaudible) big lights and tires.

4

started eight and a half, nine years ago, this is what

5

they looked like then.

6

here’s his picture of his old, crappy Jeep that he

7

bought when he was 16.

8
9

Right?

He’s

But when I first

But as they’ve grown up,

And my daughter, she’s been in professional
model and dance since she was four.

She’s been

10

featured on Dancing with the Stars several times so

11

far.

12

adults.

13

But they do fly in kids from all over the world to

14

entertain the live audiences during the commercial

15

breaks.

16

on that show, Dancing with the Stars.

17

Not as a competitor, obviously.

That’s for

But they’re now coming up with a new show.

It is one of her goals to be a professional

So let’s go back and make a quick parallel

18

that I had to learn the hard way.

19

real estate with bankruptcy and came back, the

20

difference was I learned from somebody already

21

successfully doing it.

22

grow (inaudible).

23
24
25

When I failed in

And my success then began to

All right?

If she wants to be on Dancing with the
Stars, she should learn from somebody that is what?
AUDIENCE:
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1

MATT DAVIS:

On Dancing with the Stars.
Okay.

How

2

many watch the show?

Do you know who Whitney

3

Carson is?

4

Chelsea Hightower?

5

that are professionals on the show over the years, and

6

those three people are my daughter’s primary coaches

7

in ballroom dance.

8

should learn from somebody that’s already there.

How about Willie Van Asgolt?

How about

These are all different people

If she’s going to get there, she

9

It’s no different for you.

10

my film business, I didn’t go just try the film

11

business.

12

dime, independently produced films.

13

money on a movie.

14

mentor in film, taught me a good business model.

15

When I started

Most -- 99 percent of films do not make a
I’ve never lost

I had a good teacher.

John Lye, my

So are you willing to just learn from people

16

that are already doing this?

17

that’s far easier than the school of hard knocks?

18

That’s the curriculum that I took.

19

How many agree that

All right?

So as my kids were growing up, I’ve been

20

able to have just a front row seat into their lives.

21

My son is 21 now.

22

And real estate has been a wonderful thing for us.

23

Okay?

24
25

My daughter turns 18 next month.

Now, let’s go ahead and show you
(inaudible).

That’s a little about me.
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1

of this year, I decided to move to Puerto Rico.

2

-- by the way, we get paid to solve problems.

3

right?

I was

Is that

Are there problems in Puerto Rico right now?

4

AUDIENCE:

Yes.

5

MATT DAVIS:

I’m there to help rebuild.

6

not think for one second that I’m not going to be

7

profiting very handsomely as I do.

8
9

Do

All right?

So as we do these things -- and, plus, there
were some tax reasons in going there.

I didn’t feel

10

it was necessary or my children were old enough yet

11

until this year.

12

family that it was okay for me to go establish a new

13

home.

14

homes in other parts of the country as well as rentals

15

and portfolio properties and this and that.

I kind of made a decision as a

So we still kept our home in Utah.

16

So real estate has taken time.
It kicked my butt.

We have

But it

17

wasn’t always good.

I had to go

18

bankrupt.

19

estate.

20

showing you about flipping houses.

21

show you what went wrong that eventually caused

22

bankruptcy.

Yes, you can lose a lot of money in real

And tomorrow morning we’re going to start
I will begin to

23

How many want to know that stuff?

24

It’s embarrassing to admit today, but tomorrow you’ll

25

see why I shared (inaudible).
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1

nine-month IRS audit.

2

go through that to learn what I’m going to teach you

3

in an hour and a half on Sunday morning in the asset

4

protection lesson?

5

How many don’t want to have to

So the first thing is you’re welcome.

But,

6

secondly, I passed with flying colors that audit with

7

one single correction.

8

or what it was so you can actually get the net --

9

actually, no, just think it like that.

I’ll share with you what it is

So there’s a

10

lot of wisdom learning from somebody else that’s

11

already done it.

12

Now, let’s go ahead and change gears and I

13

want to address the business model of my company.

14

Have you asked this stuff yet?

15

going to put this question in your mind because I like

16

full transparency.

17

company is willing to give me my money back, how does

18

this company make money?

19

that question?

20

Have you asked yourself if this

Okay.

Good.

If you haven’t, I am

How many of you have asked

See your hands.

If you haven’t, I do want you to ask

21

that.

22

(inaudible) or -- I want you to know exactly what this

23

company is here for.

24
25

So (inaudible) zero, okay.

Dallas or

So this is what you already paid for.
You’ve already seen this slide.
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

Okay.

By the way, this is

3

addressing the response rate, you guys.

4

instructor, which one is easier, teaching a larger

5

audience or a smaller audience?

6

AUDIENCE:

7

MATT DAVIS:

Which one is easier?

Smaller.
Larger audience is far easier

8

than a smaller audience.

9

side.

All right?

As an

Why?

This is about on the small
Because a little bit of

10

energy from a lot of people, the entire room erupts

11

with a lot of energy.

12

smaller audiences and I ask a question, and the

13

response of 90 percent of you is this, it’s hard,

14

guys.

15

Okay?

When I am dealing with

So I’m not asking for rah-rah, all right.

16

But if you’ll give me a nod of head or a grunt, I’ll

17

take it.

18

this, if I were to ask you a yes or no question, even

19

if you don’t know the right answer, you’ve got a 50/50

20

shot at getting it right.

21

cares if you’re wrong.

22
23

Or yes or no or raise your hand.

Is that right?

Figure

So who

All right.

Is it okay if we have a little bit of fun
this weekend as well?

24

AUDIENCE:

25

MATT DAVIS:
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1

okay if we have some fun?

2

AUDIENCE:

Yeah.

3

MATT DAVIS:

All right.

4

help on the response rate.

5

lot, you guys.

6

A little bit of

It actually energizes me a

So I appreciate that.

So I’m going to take this and now apply it

7

to more of a -- I would say flow chart so you get the

8

business model.

9

that you came to was our preview event.

All right?

The very first meeting
Obviously you

10

spent the money to come from the preview event to this

11

event, which is where you’ll get all the promises and

12

expectations fulfilled.

13

To be honest, what I’m now going to forever

14

-- forever, the rest of the weekend, label as advanced

15

training.

16

you’re going to read about that tonight in the

17

brochure.

18

these pages has other classes and courses that this

19

company offers.

20

now.

21

What comes included with that?

These are all the menu items.

Well,

Every one of

I’m not asking you to read it right

Tonight, take the time to do it.

All right?

So let me give you some highlights.

It

22

comes with fanning the field mentorship.

23

please write -- not this whole -- this chart down, but

24

write down a few things that come included with

25

advanced training.
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1

go to the advanced training will be going through

2

what’s called the fast start boot camp.

3

down.

4

mentorship.

Mentors are flying out here to spend the

5

three days.

But as you can imagine, the reason why

6

it’s called the fast start bootcamp, it’s not

7

necessarily all held in a ballroom like this weekend

8

is.

Write that

Fast start boot camp is in-the-field

Where is it held?

9

AUDIENCE:

10

Out in the field.

MATT DAVIS:

Out in the field.

So day one

11

is about finding properties.

12

ballroom and go out into the field, walking through

13

properties that you found on day one.

14

Walking through properties, seeing the messy houses.

15

You will be learning what’s called bid work

16

assessment, which essentially teaches you tier one,

17

tier two or tier three rehab costs.

18

Day two, you leave the

All right?

So within about 15 to 20 minutes, you’re

19

able to walk into a property and begin to know exactly

20

what it’s going to cost to fix it up, because you’re

21

trained out in the field on how to do that.

22

agree that is invaluable training?

23

hands.

24
25

All right.

How many

Let me see your

After you walk through several

properties, okay, like four or five, on your fifth,
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1

sixth or seventh, your instructor and the mentor

2

that’s there with you is probably going to stand

3

outside and say, okay, go in, I want you to come back

4

out in 15 minutes and I want you to tell me how much

5

it would cost to fix this house.

6

is live training, nothing can replace it?

7

right?

8
9

How many agree that
Is that

Awesome.
But we can’t do that because we’re in a

ballroom right now.

All right?

So this is actually

10

out there live, in-the-field training.

Day number

11

three we call the contracts, (inaudible) clauses,

12

things like this.

13

contract and let’s get your first deal underway.

We put the (inaudible) in the

14

When is that (inaudible) date?

15

AUDIENCE:

16

MATT DAVIS:

Four weeks.
Four weekends from now.

All

17

right.

A lot of you are saying, well, I can’t make it

18

because of this or that.

19

right?

20

it’s important enough to you to find a way to get

21

here, you’ll get here.

Fine, it’s our dime.

All

This is when it’s going to be happening.

22

AUDIENCE:

23

MATT DAVIS:

If

Is that right?

Yes.
We’ll be happy.

Along with

24

that, the fast start boot camp, we also have the base

25

summit.

Base summit happens about twice a year where
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1

we have our advanced students, you and a guest, fly

2

into Vegas for three more days of education there.

3

Tarek and Christina are there teaching part of that

4

class.

5

called Love It or List It?

6

that show, she’s there teaching part of the class as

7

well.

8

but asset protection attorneys, three more days of

9

education.

How many of you watch another show on HGTV
Hillary Farr, the woman on

We have several -- not just TV personalities,

10

Here’s one of the best parts about this

11

company.

One of our companies goes nationwide.

12

is (inaudible).

13

properties and do different things.

14

up.

15

management companies, some of the best management

16

companies in every part of the country.

We go nationwide.

This

We pick up
We then fix them

We already have a nationwide network of property

17

We put property management in place on those

18

properties.

We then have renters put into the

19

properties.

So the property is already experiencing

20

that positive cash flow.

21

of performance, we bring about 200 to 250 of these

22

properties every six months or so to our students here

23

in Vegas.

24
25

Once it reaches that level

And you can have your pick.

All right?

So you’re sitting down in front of a
computer screen -- and literally just flipping through
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1

houses, I don’t like that one, I don’t like that one,

2

I do like this one.

3

the ROI.

4

are.

5

Here’s how much the property is already rented for.

6

Here’s how much the positive cash flow is.

7

everything about it.

Here’s

Here’s what the expenses on the property

Here’s how much property management costs.

8
9

Here’s all the numbers.

If you like it, you buy it.

You know

If you don’t

have all your money for that purchase, then excuse

10

yourself from that table, go over to the funding table

11

-- and, remember, our funding does not fund against

12

your credit?

13

on the deal, not your credit.

14

We don’t look at your credit.

We fund

How many of you agree that is a refreshing

15

way of getting access to money?

16

You come back and buy that property.

17

begin to imagine not only do we want to get out here

18

right away and help you get out there and doing deals

19

in your own backyard, but we also make these

20

properties available to our advanced students that are

21

in Vegas.

22

say, six months, and pick up four or five rentals

23

every time you go, you’re getting to your goals

24

faster.

25

May I see your hands?
So I want you to

So if you come to Vegas once every, let’s

And let’s go back to what we said in the
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1

beginning.

2

paid, Sean?

You pay for speed.

3

SEAN:

4

MATT DAVIS:

Isn’t that why you

Yes, sir.
Same exact reason why you might

5

consider doing the advanced training as well.

So I

6

think it’s a little difficult to kind of portray what

7

I call the bigger picture, the one I’m explaining

8

right now.

9

think that’s a little bit better way to do it.

So let me just kind of show it to me.

I

This

10

is the net result of attending our summit over and

11

over again over time.

12

VIDEO PLAYING:

Well, quite honestly, I was

13

real apprehensive.

14

intending to buy properties.

15

surprised.

16

suggested two single-family houses in Detroit,

17

Michigan, and I thought, well, okay, let me think

18

about that.

19

I didn’t go to the buying summit
It was (inaudible)

And -- but, you know, we sat down and you

And we ended up doing a deal right then and

20

there.

And that’s how I got started with my first two

21

properties.

22

months, I’ve picked up 24 additional properties.

23

now have a portfolio of 26 single-family homes.

Somewhere along the way over the past 18
So I

24

Wonderful.

25

And I’m looking forward to many years of
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1

generating cash flow for me and hopefully appreciation

2

in the future.

3

MATT DAVIS:

4

18 months, how many properties?

5

AUDIENCE:

6

MATT DAVIS:

All right.

So in a period of

Twenty-six.
Twenty-six.

Two the first time

7

and then 24 over the next 18 months.

Now, remove the

8

fact that he was able to get those properties from us.

9

All right?

Would you agree that 26 rental properties

10

on his own probably would have taken longer than 18

11

months.

How many would agree with that?

12

AUDIENCE:

13

MATT DAVIS:

Yes.

Yes.
But, again, you’re paying for

14

speed.

Now, we’re well aware of the fact that if you

15

buy a rental from us and it doesn’t go very well,

16

you’re probably never going to come back and buy

17

another one.

Is that right?

18

AUDIENCE:

Mm-hmm.

19

MATT DAVIS:

So if you can see the long-term

20

picture here, we eventually want to turn our students

21

into clients long-term.

22

you do buy a rental from us and it goes really well,

23

then likelihood of you coming back and buying more is

24

very high.

25

Now, flip that around.

So we know that very clearly.
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1

of all need to get you to a point where you’re

2

educated, not just buying rentals from us but

3

obviously educated in your own backyard as well.

4

So going beyond that, we’ve got the

5

(inaudible) membership, the fast start boot camp.

6

We’ve got the Vegas summits.

7

one mentor, which is when they will fly back out just

8

with you and your guest and kind of fine tune the

9

skills that you’ve been able to develop, I would say,

10

We also have the one-on-

over the prior four or five months.

11

You see, the next four or five months, we

12

want you to get the deals under your belt.

13

develop kind of your style of investing.

14

because you developed a style, now we want to fine-

15

tune that style and make sure it’s very efficient.

16

How many see the vision right there?

17

it as well with the advanced training.

18

You

But just

So that comes in

We also offer what our software.

The full

19

version of our software -- now, for the amount of

20

money that you’ve already spent, you have been given

21

access to what is called the light version of our

22

software.

23

first meeting?

24

many of you use your assets (inaudible) in the

25

software so far?

How many of you remember that from the
Can I see the hands real quick?
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1

button is the one you can put it on?

2

AUDIENCE:

Yes.

3

MATT DAVIS:

Okay.

It says cash buyers,

4

right?

5

like any app that you would download from the app

6

store, or any piece of software that you buy, they

7

give you a light version to try it out.

8

right?

9

The other ones you’re not -- you guys, just

Is that

What is their real goal?

10

AUDIENCE:

To get you signed up.

11

MATT DAVIS:

To next to get you to upgrade

12

to the full version of the software.

13

hide for one second that is exactly what they would

14

love to have you do with their full version of the

15

software as well.

16

I’m not going to

So that full version addresses not just cash

17

buyers, but also foreclosure properties and lots of

18

other things as well.

19

wholesaling.

20

a lot more data than just the cash buyer button.

21

Assets of the MLS and

All right?

All right.

So that allows you to access

The on-demand courses, also the

22

action plan, the asset protection products, the

23

(inaudible) the net profit guarantee, you get, you get

24

and you get.

25

things that you’re going to be reading about in that

Right?
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1

brochure that I highlighted.

2

read -- I’ll call this the menu, so to speak.

3

right?

4

training like this weekend.

5

Take the time tonight to
All

Everything we offer above and beyond the
All right?

Now, long-term, as you can see is long-term

6

products, if you like the rental you’re getting from

7

us, you’ll come back and buy more.

8

business model here.

9

company, are they going to make profit on that

10

purchase from you?

If you buy a rental from the

Yes or no?

11

AUDIENCE:

12

MATT DAVIS:

Yes.
Are you going to make a profit

13

long-term on the rental play?

14

AUDIENCE:

15

MATT DAVIS:

16

long-term exchange.

17

Okay?

18

But this is the

Yes.
That’s the value-for-value

That’s what we’re looking for.

So cost is obviously something that comes

19

up.

Right?

So when some of you really read the menu

20

items and know what are even on the menu, I’m going to

21

make everything just kind of a range of what it would

22

cost so that it’s at least in your brain.

23

So everyone write this down.

24

as -- and I’m going to try to give a more specific --

25

this is $40,000 on advanced training purchases and
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1

classes and courses.

2

On the line 40, I think the highest thing is

3

just shy of $74,000.

Everyone write that down,

4

$40,000 on up to $70,000-ish, $74,000.

5

said, the $40,000 on up to $74,000 -- this is kind of

6

a fun question here -- how many of you just had some

7

emotional pushback against that as well?

8

your hands?

9

you hear costs.

All right.

Now, as I just

Is that natural?

All right?

Let me see
It is when

Because like anything,

10

your costs (inaudible) evaluate for the term.

11

those costs.

12

Find

All right?

So a big (inaudible) tonight to take a

13

chance to see if some of these classes and courses are

14

run for you.

15

answer this now.

16

with your advanced training?

17

answer is?

I do get this question.

I want to

Matt, do you have a financing option

18

AUDIENCE:

19

MATT DAVIS:

What do you think the

Yes.
We do not.

No.

We -- I -- and

20

I’ll tell you a little bit of history on that.

21

used to.

22

financing option.

23

it back.

24

picture.

25

We

But the company chose to do away with the
It wasn’t because people didn’t pay

Some did, some didn’t.

Okay.
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1

statistics of those who financed versus those who

2

didn’t, and just figured out a way to pay for it.

3

Which one was far less successful?

4

AUDIENCE:

Finance.

5

MATT DAVIS:

The financing.

All right.

And

6

it basically uncovered, if you think about this

7

(inaudible) we were robbing our students from the most

8

important lesson you can learn as an investor, which

9

is how to put together capital, how to farm cash, how

10
11

to find it.
Do you think in real estate you’re going to

12

have to find more than $40,000 to $70,000?

13

you think?

14

Yes, we will.

What do

All right.

So the Trend National Fund (phonetic), the

15

one you guys have access to by coming here this

16

weekend, I want to be very clear, that fund is to fund

17

real estate transactions, not educational

18

transactions.

19

(inaudible) confirm that you got it?

20

How many see that already?

How many

Okay.

I am, however, going to show you how to

21

begin to raise funds.

22

funds for educational purposes, you can.

23

essentially I’m telling you I will show you how to get

24

access to both.

25

to do deals and access to get education, how many of
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1

you are open to having both?

2

obviously a lot of things you’d have to go to better

3

classes.

4

Because education,

Okay?
One of the few questions I always have,

5

Matt, are you going to be talking about that

6

throughout this weekend?

7

90 to 95 percent of my time this weekend, I will not

8

be focused on the advanced training purchases.

9

just be focusing on as much real estate content,

10

Well, isn’t that what about

I will

strategies and fun stuff as I can.

11

Now, I’ve been doing this long enough to

12

know that an audience of this size, usually about 50

13

percent of the audience does choose some form of

14

advanced training besides just this weekend.

15

right?

16

is the beginning course.

17

want to go beyond high school, you go to some college

18

courses, we have that available.

19

All

So the only thing about this -- this weekend
This is high school.

If you

All right?

So about 5 to 10 percent of my time, I will

20

be (inaudible) the presentation a little bit

21

throughout the weekend to show you what those are

22

about.

23

And you can make an informed decision.
And here’s what I’m going to be asking you.

24

This is the mindset I would ask for you.

25

show you as far as advanced training is concerned, if
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1

it’s right for you, then great, let’s do further

2

business.

If it’s not, is that okay as well?

3

AUDIENCE:

Yes.

4

MATT DAVIS:

5

AUDIENCE:

6

MATT DAVIS:

Who gets to make that decision?

We do.
You.

How many of you think

7

that’s a good understanding as we head into the rest

8

of the weekend?

9

Whether you (inaudible) or not, that’s okay, too.

10

Let me see your hands.

All right.

Okay?

11

With that, I want to get you two mathematic

12

performing lists.

13

Investments are always measured in two different time

14

frames.

15

is called a five-year schedule or a five-year pro

16

forma.

17

schedules.

18

we’ll be using for the rest of the weekend.

19

them down.

20

We will then take our first break.

One-year (inaudible) investment and then what

We’re going to begin right now with one-year
I also need to teach you two acronyms that

The first acronym is PMCF.

Write

That is P as in

21

Paul, M as in Mary, C as in Charlie, F as in Frank.

22

PMCF stands for positive monthly -- what?

23

think?

24

AUDIENCE:

25

MATT DAVIS:
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1

the first letter stand for?

2

AUDIENCE:

Positive.

3

MATT DAVIS:

I know it’s (inaudible).

But,

4

folks, if it’s positive monthly cash flow, that means

5

the mortgage payment has already been paid if you have

6

a mortgage on the property.

7

have been paid.

8

isn’t positive, your net profitable amount you can go

9

buy groceries with on a monthly basis.

10
11
12

Property management fees

Repairs have been paid.

Whatever

Cash in your

pocket.
How many have ever heard of people that are
asset-rich but cash-poor?

13

AUDIENCE:

14

MATT DAVIS:

You ever heard that term?

Mm-hmm.
That’s no fun.

Who cares what

15

your asset base is worth.

16

put food on your table, who cares?

17

called your cash-on-cash -- write this down -- cash-

18

on-cash ROI formula.

19

investment.

20

this is not just a real estate formula.

21

investment formula.

22

bonds, mutual funds, crypto-currencies, whatever,

23

including real estate.

24
25

If you don’t have money to
This first one is

Again, ROI stands for return on

Cash on cash ROI formula.

By the way,
This is an

You can use this on stocks,

Right?

The second acronym is NOI.

In the

accounting world, most accountants use net operation
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1

income.

2

income, is the same as PMCF.

3

per month, all expenses taken out.

4

home cash?

5

It’s the same thing.

Okay.

NOI, net operational
It is your net profit
What’s the take-

So here’s the formula.

PMCF times 12

6

-- write it down -- PMCF times 12, divided by your

7

investment, divided by your investment -- I’ll say it

8

again.

9

equals cash-on-cash ROI.

10

PMCF times 12, divided by your investment,

PMCF times 12, divided by your investment,

11

equals cash-on-cash ROI.

12

cash?

13

of your pocket to make the investment.

14

measure that against the amount of cash flow it has on

15

an annual basis.

16

Why is it called cash-on-

Because it’s going to cost X amount of cash out

Cash on cash.

You then

Okay?

So let me give you three numbers now.

Let’s

17

say we buy a property for $42,000.

18

Let’s assume we paid cash for it.

19

$42,000, most people that live here in the Dallas area

20

think it must be a dump.

21

three-bedroom, two-bath home in Kansas City, Kansas,

22

which is a suburb of -- it’s in the suburbs of Kansas

23

City, Missouri.

24

place called Overland Park.

25

And when I say

No, it’s not.

This is a

Just over the border there’s a little

AUDIENCE:
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1

MATT DAVIS:

Great suburb.

2

area, good, strong homes.

3

what I bought that property for.

4

hear what I just said?

5

own this home.

6

month.

42 grand is

And, yes, did you

I know these numbers because I

All right?

It’s rented for $800 a

Is that $800 the PCMF?

7

AUDIENCE:

8

MATT DAVIS:

9

All right?

Good rental

being charged.

No.

Okay.

That’s the total rent that’s
All right.

It does have $155,

10

that’s $155 per month, worth of expenses.

11

That is paying for property management, taxes and

12

insurance costs.

13

$800, minus $155, what is left over?

What is our PMCF?

14

AUDIENCE:

$650.

15

AUDIENCE:

$645.

16

MATT DAVIS:

$645.

1-5-5.

We would take the

Please plug these

17

numbers into the cash-on-cash ROI formula and tell me

18

what my cash-on-cash ROI is.

19

this out and do it.

20

Why do you have to have a calculator with

21

you to do (inaudible) today?

22

$645, times what?

23

AUDIENCE:

24

MATT DAVIS:

25

I want you to calculate

button.

You must.

We take the

Twelve.
Twelve.

Hit your equals

That’s going to total $7,740 for the year.
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1

Right?

2

AUDIENCE:

3

MATT DAVIS:

4

AUDIENCE:

5

MATT DAVIS:

6

it for $42,000.

7

what?

Mm-hmm.
Divided by what number?

42,000.
$42,000 acquisition.

We bought

You divide it by $42,000, equals

8

AUDIENCE:

18.4.

9

MATT DAVIS:

It’s going to be .184.

Move

10

the decimal point over twice, that is an 18.4 percent

11

ROI.

Is that pretty good?

12

AUDIENCE:

Yes, pretty good.

13

MATT DAVIS:

In the (inaudible) they may not

14

know what is good as far as the rate of return is

15

concerned.

16

say any double-digit return, 10 percent or above, is

17

worth your consideration.

18

If you want to write this down, I would

All right?

So let me just say this.

If your 401(k)

19

were always growing at a steady 18 percent (inaudible)

20

ROI, you wouldn’t be sitting here this weekend.

21

be rich.

22

return.

23

(phonetic), all right?

24

about this formula so far?

25

weekend long.

All right?

You’d

This is a phenomenal rate of

The more the merrier than a 10 percent ERBA
Now, are there any questions
We will be using it all

If you’re confused, please come see me
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1

at the break.

2

I’m now going to expand this formula.

3

Before you write anything down, let’s understand the

4

concept.

5

never pay retail, that means I’m buying it for

6

$42,000, but it’s worth somewhere higher than that.

If I’m following rule number one, which is

7

AUDIENCE:

8

MATT DAVIS:

9

AUDIENCE:

10

Right.
Is that right?

Yes.

MATT DAVIS:

The third-party appraisal came

11

in at $50,000.

Before you write it down, I bought it

12

for $42,000, it’s worth $50,000.

13

how much instant equity on the acquisition?

14

AUDIENCE:

15

MATT DAVIS:

16

Eight thousand.
Eight grand.

Does this add to

my personal net worth?

17

AUDIENCE:

18

MATT DAVIS:

19

I’m stepping into

Yes.
But is this spending cash in my

pocket?

20

AUDIENCE:

No.

21

MATT DAVIS:

It is not.

So the second

22

formula is not only measuring the cash for the year,

23

but also the increased equity play for the year as

24

well.

25

three, but it does count on year one.

You don’t count the equity on year two or
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1

So here’s the new formula called the year

2

one ROI formula.

3

year.

4

the other one.

5

12, plus instant equity.

6

12, plus instant equity, divided by your investment

7

again, equals year one ROI.

8

instant equity, divided by your investment, equals

9

year one ROI.

10

This is cash plus equity for the

Year one ROI formula.

It begins the same as

Here we go, write it down.

PMCF times

Saying it again, PMCF times

PMCF times 12, plus

Does anybody need me to repeat it again?

11

Grab your calculators and tell me what my year one ROI

12

is.

13

flow, multiply it by 12 and hit your equals button.

14

That’s $7,740.

Take the $645 with the positive monthly cash

Plus what?

15

AUDIENCE:

Eight thousand.

16

MATT DAVIS:

Eight thousand dollars.

the

17

difference between what we bought it for, which was

18

42, and what it’s worth, 50.

19

your equals button again.

20

you with me?

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

So plus $8,000 and hit

We now have $15,740.

Yes.
Divided by what?

Forty-two thousand.
Forty-two thousand.

equals button, that’s a 37.4 percent ROI.

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

Are

Hit your
How are we

EX 8, p. 135

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 137 of 435
136
1

doing now?

2

I went to, I bought two assets.

3

All right?

I also bought a mortgage contract while I

4

was there.

So these are the type of properties that

5

you can expect to get from the Vegas summit.

6

Pretty good?

Folks, the last summit that
This was one of them.

Now, let me give full disclosure here.

Not

7

all of you are going to get 18 percent.

You can

8

expect anywhere between 12 and 16 percent cash-on-cash

9

ROI.

Occasionally you get the gems that can give you

10

an 18, maybe 20 percent ROI, but a good standard 12 to

11

16 percent cash-on-cash return on your investment,

12

these are good assets to consider.

All right?

13

These are the two formulas that will begin

14

to parlay into the math for the rest of the weekend.

15

Now, if your property is managed by property

16

management, that means they keep it full of renters,

17

they handle collections, they handle proper eviction

18

procedures when necessary, they keep the property

19

full.

20

that that pushes your comfort zone just a little bit?

21

People usually want to own real estate within a five-

22

mile radius of where they live.

But it’s not in my back yard.

23

AUDIENCE:

24

MATT DAVIS:

25

How many feel

Is that right?

Why?

To watch it.
They can see it, smell it,

touch it, love it, drive by a few times a day, make
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1

sure the grass is being watered and cut.

2

(inaudible) folks, that’s control freak mentality.

3

Investing is about whether or not it’s going to make

4

you a return on your investment.

5

And

So I would ask that you be open-minded to

6

maybe a little bit of distance if property management

7

is handling the day-to-day operations.

8

It’s kind of like saying this:

9

it unless I can see it.

All right?

Matt, I wouldn’t touch

Well, that means you need to

10

go through Apple’s corporate offices, take an entire

11

tour before you buy their stock.

12

that?

13

AUDIENCE:

14

MATT DAVIS:

Do you have to do

No.
No.

You analyze the stock.

15

it a good investment or not?

16

How many of you do not like math?

17

All I can say is, get over it.

18

business about math.

19

takes away all our emotion and it’s a mathematical

20

green light or a red light.

21

either matches or it doesn’t.

22

Because the math says so.

23

begin to trust the math.

24
25

Is

It’s about the numbers.
Raise your hands.

Because this is a

How many of you love math?

It’s that simple.
We move or not.

Okay.

It

It
Why?

You’re going to

With that said, we’ll take a ten-minute
break.

That’s all we have time.
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1

minutes.

If you have questions about the formulas,

2

come talk.

But don’t (inaudible).

3

(Music playing.)

4

(Pause.)

5

AUDIENCE:

Yes, yeah.

I look for her, I’m

6

telling you, every night.

I starve my child every

7

day.

8

You forgot to feed me.

9

she had just come back from -- from California from

She was like, I didn’t think you cared about me.
But the problem was is that

10

graduating med school.

11

anybody in three years (inaudible) for the one that

12

was missing.

13

I hadn’t had to take care of

UNIDENTIFIED MALE:

Right.

14

went to med school.

15

get ramen and all that kind of stuff.

16

school students eat.

17

And she had just

So you figured she knows she can

UNIDENTIFIED FEMALE:

That’s what med

That’s such a good

18

(inaudible).

19

I’m like (inaudible) I cared about you, too.

20

That’s all you cared about was your dog.

UNIDENTIFIED MALE:

But she fared.

The dog

21

can’t fare for it -- she can’t go into the grocery

22

store.

23

UNIDENTIFIED FEMALE:

And when I got her

24

back, I said, I don’t want to know what you ate.

25

just want (inaudible).
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1

day (inaudible) my daughter (inaudible) because I had

2

some oatmeal for her.

3
4

I tell you --

UNIDENTIFIED MALE:

Yeah.

absolutely be doing it, yeah.

That’s -- oh, yeah.

5

UNIDENTIFIED FEMALE:

6

UNIDENTIFIED MALE:

7

So I have --

Because you know they’re

out there and you want to -- yeah.

8
9

No, I would

UNIDENTIFIED FEMALE:

Yeah.

So she -- she

took her to the vet the next day -- bless you -- and

10

we -- she took a picture of her when she got to the

11

vet.

12
13

She was standing there like (inaudible).
UNIDENTIFIED MALE:

I (inaudible).

(inaudible).

14

UNIDENTIFIED FEMALE:

15

UNIDENTIFIED MALE:

16

UNIDENTIFIED FEMALE:

17

19

UNIDENTIFIED FEMALE:

We ended

Oh, wow.
Yeah.

Because we

(inaudible) a lot of it.

21

UNIDENTIFIED MALE:

22

UNIDENTIFIED FEMALE:

23

UNIDENTIFIED MALE:

25

Oh, my God.

up in the (inaudible).
UNIDENTIFIED MALE:

24

Yes.

That’s funny.

18

20

I get

was way cool.

Yeah.
(Inaudible).

That was cool.

Oh, that

Yeah, they didn’t have to do that.

UNIDENTIFIED FEMALE:
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1

UNIDENTIFIED MALE:

2

UNIDENTIFIED FEMALE:

3

That’s (inaudible.)
(Inaudible).

And I’m

thinking, wow, I can’t tell you it was really nice.

4

UNIDENTIFIED MALE:

Yeah.

5

UNIDENTIFIED FEMALE:

6

UNIDENTIFIED MALE:

(Inaudible).

Yeah, because you get to

7

see some new neighborhoods that you wouldn’t know

8

where you get lost very easily.

9

UNIDENTIFIED FEMALE:

Yeah.

And I didn’t

10

even know anything about the (inaudible).

11

UNIDENTIFIED MALE:

Oh, yeah.

12

UNIDENTIFIED FEMALE:

13

about it until my daughter (inaudible).

14

she had (inaudible).

15

to mind her.

16

tired.

17

drove off.

I didn’t know anything
Oh, my God,

(Inaudible) you’re never going

Oh, I saw your dog, but she was really

I couldn’t get her to come to me.

18

UNIDENTIFIED MALE:

19

UNIDENTIFIED FEMALE:

20

UNIDENTIFIED MALE:

21

UNIDENTIFIED FEMALE:

So I just

Ohhh.
And I’m like --

Come on, people.
Just horrible.

It was

22

horrible.

And so I said, that’s (inaudible) needs a

23

vacation, you know, this kind of thing, you know

24

(inaudible) pick her up or whatever.

25

They’re still looking for your dog.
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1

(inaudible) my daughter.

2

said, I’m on my way.

3
4

UNIDENTIFIED MALE:
noise.)

5
6

UNIDENTIFIED MALE:

I got off my couch and

Which apparently it’s

not easy to do.
UNIDENTIFIED FEMALE:

No, it isn’t.

And I’m

(inaudible).
MATT DAVIS:

12

UNIDENTIFIED MALE:

All right.

Let’s begin again.

Yeah, this is important.

13

The (inaudible) I mean, come on.

14

MATT DAVIS:

15

UNIDENTIFIED FEMALE:

16

UNIDENTIFIED MALE:

(Inaudible).
(Inaudible).

That’s awesome.

See,

that’s what (inaudible).

18
19

(Barking

Yeah.

11

17

And I

went down (inaudible).

9
10

Right now.

UNIDENTIFIED FEMALE:

7
8

She (inaudible).

UNIDENTIFIED FEMALE:

(Inaudible) know we’re

bored.

20

UNIDENTIFIED MALE:

21

MATT DAVIS:

(Inaudible).

I don’t care if you’re starting

22

with a website on the internet or investing in real

23

estate, you need four things to have success in any

24

enterprise.

25

All right?

We call this the golden ticket slide.
Everyone write this down.
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1

need education first.

2

from somebody already doing it.

3

about these, but now we’re going to lay it out in

4

sequence and dig into each one of these.

5

Number two would be learning
And we’ve talked

Number three, having a power team.

Again,

6

the team begins to allow you to own your time.

7

finally, a plan of action.

8

have a plan.

9

go.

10

And,

Most people don’t really

They say, well, I’ll figure it out as I

Again, there’s a whole lot of room from the

school of hard knocks of you’re doing it that way.

11

Let’s have a plan.

Let’s have step one,

12

step 105 and everything in between to get us there.

13

So let’s back up.

14

are not financially educated.

15

begin to practice in a certain field of work, but they

16

don’t know much about money.

17

Financial education.

Most people

They were educated to

All right?

They get a raise, they spend more.

18

talked about this.

19

people do is their 401(k).

20

that?

21

doing?

We

The only real investing that
How many would agree with

Can I see your hands?

22

AUDIENCE:

23

MATT DAVIS:

How is your 401(k)

Low.
All right.

Those of you who

24

said great, let me attack that as well.

25

realize even once you reach retirement age, you can’t
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1

pull all the money out all at once.

2

that?

3

AUDIENCE:

4

MATT DAVIS:

5

opposite?

Yes.

Are you aware of

Yes.
How many of you knew the

How many knew that?

6

AUDIENCE:

Yes.

7

MATT DAVIS:

Did you know the opposite?

8

you pull it out too slow, you also get extra

9

penalties?

10

AUDIENCE:

Mm-hmm.

11

AUDIENCE:

Yes.

12

MATT DAVIS:

13

pull it out too slow?

14

go fast enough yet slow enough to satisfy the IRS.

15

All right?

Who did not know that?
(Inaudible) there.

16

What was grandpa’s first advice?

17

AUDIENCE:

18

MATT DAVIS:

If

If you

You have to

Mind your business.
If we applied that to how most

19

people treat their 401(k).

You sign up at the HR

20

department with your company, so you hand them

21

(inaudible).

22

403B, pension, whatever the vehicle was, and they

23

said, would you like to guide your money, by checking

24

the box, aggressively, moderately or conservatively?

25

Who remembers those boxes?

You got your retirement account, 401(k),
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1

Most Americans have checked the box once.

2

would be a nonparticipation they end up having with

3

their own retirement plan.

4

And that

You’re not aware -- most people are not

5

aware of the fees that the bank charges in their

6

401(k).

7

exactly sure, but I get a statement once a quarter.

8

So you’re telling me that money comes out of your

9

check and goes behind the Wizard of the Oz curtain?

Where is the money being held?

Well, I’m not

10

Is that what you’re telling me?

11

they get a statement, though, once a quarter and it

12

tells me if I made money or not.

13

money in their 401(k).

14

AUDIENCE:

15

MATT DAVIS:

Pretty much.

And

And they will lose

What do they do about it?

(Inaudible).
They say, I hope next quarter

16

it (inaudible).

They don’t do anything about it.

17

They go, oh, (inaudible) with not minding our

18

business.

19

Tony Robbins is?

Let me see your hands.

20

AUDIENCE:

21

MATT DAVIS:

You guys know who

Yes.
One of the recent books he

22

wrote, all right (inaudible) later on.

23

in this book, Money Master, the Game, he claimed

24

(inaudible) excuse me, directors, that said, “The

25

American 401(k) is the largest heist in the history of
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1

the planet.”

2

He found 43 different fees that most 401(k)

3

plans and retirement plans have.

4

required to disclose these fees in your initial

5

prospectus.

6

wouldn’t you agree it’s written in a language that is

7

intended to confuse?

Did you read it?

8

AUDIENCE:

9

MATT DAVIS:

10

They’re only

If you did read it,

Yeah.
Is this done on purpose

(inaudible)?

11

AUDIENCE:

Yes.

12

MATT DAVIS:

Very much.

We set it and

13

forget it and we hope the pot of gold will be there at

14

the end of the rainbow.

15

You can extract fast enough yet slow enough, 8 percent

16

of what’s in there per year.

17

check, I want you to pull out the calculators again.

18

Take into your calculator -- come on, everyone do this

19

-- the amount you have in your retirement account

20

right now.

21

.08.

22

Here’s the extraction rate.

If that’s not a reality

I now want you to multiply that number by

.08, and look at your annual income.
Okay.

What’s in your 401(k) multiplied by

23

.08.

You don’t have one at all?

You’re going to need

24

this.

25

is going to take most of it in the form of capital

You start making money in real estate, the IRS
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1

gains taxes if you do not have the retirement planning

2

and tax strategies set up.

3

of those this weekend.

4

I will be addressing all

All right?

But, folks, if you have a million dollars in

5

your 401(k), your annual income is $80,000 a year.

6

Two million, that’s $160,000 a year.

7

that (inaudible) private jets making $160,000 a year.

8

Would you agree with that?

9

That’s comfortable.

Would you agree

That’s not the high life.

But would you also agree that

10

$160,000 per year today is not nearly what it was 30

11

years ago?

Would you agree?

12

AUDIENCE:

Yes.

13

MATT DAVIS:

Now, with that said, on the

14

morning of our first day together, how many of you are

15

willing to admit you still have some work to do when

16

it comes to retirement planning?

17

So just because you have a couple hundred

18

grand in there does not mean you’ve arrived.

19

doesn’t mean you’re doing great.

20

far better than what you think.

21

at the American statistics, only 90 percent, or 87 are

22

wealthy or independent.

23

this country believing the old set it and forget it,

24

401(k) will be there at the end of the rainbow.

25

that’s not minding our business at all.
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1
2

How about educational plans?
expensive?

3

AUDIENCE:

4

MATT DAVIS:

5

Is education

Yes.
Can be.

How expensive is

ignorance?

6

AUDIENCE:

A lot more.

7

MATT DAVIS:

Far more.

Mentor.

Everyone

8

write down the following statement underneath the

9

mentor.

Amateurs might not have coaches, but

10

professionals do.

11

professionals do.

12

Amateurs might not have coaches,

There’s a reason why some of the most

13

successful entrepreneurs in the world, even though

14

they are successful, they still hire consultants, they

15

still hire mentors, to point out what they do not see.

16

It’s not what you’re seeing, it’s what you’re not

17

seeing.

18

All right?
Power team.

Please write down the

19

characters that may you eventually -- I’m going to say

20

that word again, eventually -- be on your power team.

21

You do not have to have a full team to begin to start

22

doing deals.

Some of them are just over time an

23

eventuality.

All right?

24

First, I would say the person that’s going

25

to be teaching you, the mentor, the one that’s going
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1

to show you the way.

2

Number two, a real estate agent.

Just

3

because you know an agent does not mean they’re going

4

to be your agent.

5

qualifications I’ll talk about a little later.

6

There’s a series of minimum

Number three, CPA.

After you write down

7

CPA, write down in parentheses not H&R Block.

Okay.

8

You guys, I’m kidding.

9

but not somebody that’s going to do your taxes once a

But nothing against H&R Block,

10

year.

I’m talking about somebody that helps you plan

11

long-term wealth creation.

12

you think he’s my CPA?

So my father is a CPA.

13

AUDIENCE:

14

MATT DAVIS:

15

ruffled a few family feathers?

16

AUDIENCE:

17

MATT DAVIS:

Do

No.
He is not.

Do you think that’s

Yes.
Yes, it has.

My father is

18

brilliant when it comes to auditing publicly traded

19

companies for compliance on the stock exchange.

20

got no clue what he’s doing in real estate.

21

I hear people say numbers are numbers, I’ll figure it

22

out, it’s the same, folks, the reason I know you can

23

go to jail because of real estate is because my father

24

spent three months in jail doing their real estate

25

transaction.

He’s

And when

Because he thought numbers are numbers.
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1

That’s a little embarrassing even to admit as well.

2

All right?

3

applies to a foreclosure timeline.

4

Dodd-Frank Act guidelines.

5

He didn’t know how the Dodd-Frank Act
And he broke the

How many of you -- be honest.

6

you do not know what that even means?

7

hands.

How many of

Let me see your

It’s not what you know, it’s what you what?

8

AUDIENCE:

9

MATT DAVIS:

10

that in any business.

11

All right?

12

Don’t know.
Don’t know.

There’s a lot of

That’s why my dad’s not my CPA.

Next, mortgage brokers help you get access

13

to loans.

Here’s a bigger reason, though.

14

get access to people that just got turned down for

15

financing.

16

broker here is you’re only doing second loans.

17

a family of five, mom, dad and three kids, apply for a

18

mortgage.

19

something wrong with their what?

Think about this.

The job as a mortgage
And if

If they get turned down, normally it’s

20

AUDIENCE:

21

MATT DAVIS:

Credit.
Their credit.

Most people know

22

they have to have a down payment saved up.

23

is wrong with their credit.

24

want a house?

25

To help me

AUDIENCE:
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1

MATT DAVIS:

The other option is to go back

2

to the rental market for a while.

3

it legal for John to share their information with me

4

because there are privacy laws?

5

is running their mortgage application does not mean he

6

can share that information with me.

7

find the workaround.

8
9

AUDIENCE:

All right?

Now, is

Just because somebody

That being said,

How do we get around that law?
Ask them to give them your

information.

10

MATT DAVIS:

Perfect.

He cannot give me

11

their information, but he can give them my

12

information.

13

says, hey, this guy, here’s his business card, his

14

name is Matt Davis.

15

house, which is what you want.

16

put you on like a three-year lease option.

17

guys understand the premise of a lease option?

18

rent for a while until they have the option to be able

19

to buy the home.

He turns them down for a mortgage and

This man can get you into a

20

AUDIENCE:

21

MATT DAVIS:

He will most likely
Do you
They

Mm-hmm.
But during the three-year

22

interim, I am going to put them on a credit repair

23

program.

24

will it improve your credit to even buy this home

25

three years later?

If you look at the family of five and say
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1

say to you?

2

AUDIENCE:

Of course.

3

MATT DAVIS:

4

she’ll want the keys.

5

people do not know the rules of credit to the way that

6

they -- to the extent that they should.

7

inform my clients -- write this down if you wish -- to

8

hire a company called Lexington Law, L-a-w,

9

LexingtonLaw.com.

Of course I will.

And then

But as we’ve learned, most

So I will

This is a credit repair company.

10

There’s others like him like creditrepair.com or

11

whatever.

12

amount.

13

And they all charge you about the same

Lexingtonlaw.com specializes in the overall

14

improvement of credit.

They’re going to charge the

15

client $79 a month.

16

payment for the house, they’re also required to pay

17

Lexington Law $79 a month until their credit score

18

reaches the minimum 720 or higher.

19

Why 720 or higher?

So in addition to my lease

20

AUDIENCE:

21

MATT DAVIS:

Write it down.

(Inaudible).
Because they are now

22

financeable.

I know I made that word up, but I like

23

it.

24

They can get a mortgage now with 720 or higher.

25

way they can pull the trigger and buy the house.

You good?

Financeable.
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want them to buy this house?

2

AUDIENCE:

3

MATT DAVIS:

Yes.
That’s (inaudible) payday, is

4

that right?

I’ll make money on the residuals as

5

they’re on their way to improving their credit.

6

get a house.

John is the mortgage broker that gave

7

the family.

So does John deserve to be paid as well?

8

AUDIENCE:

9

MATT DAVIS:

They

Yes.
So I’m going to try and get

10

John paid twice.

I’m going to pay him for the lead

11

because he brought me a client.

12

like that and share profits?

13

AUDIENCE:

14

MATT DAVIS:

And can I pay someone

Yes.
Agents, it’s illegal for you to

15

share commissions.

I’m not an agent.

Investors can

16

share profits all day long.

17

John for the lead, and when they go to long-term

18

finance the house, I’m going to try to send them back

19

to John.

20

get him paid twice.

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

AUDIENCE:

So I am going to stiff

It’s not required, but I’m going to try to
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MATT DAVIS:

How many like the idea of

2

making money and helping people back on their feet?

3

Let me see your hands.

That’s (inaudible) guys.

4

So if you use your mortgage brokers

5

properly, allowing them to get paid (inaudible) access

6

to loans, but they also can get you access to buyers.

7

More lease option candidates than you can ever, ever

8

handle.

9

All right?
Next, real estate attorney.

I’m going to go

10

ahead and have you put in addition to what’s on the

11

screen, or preferred title company.

12

what you use.

13

use an attorney to close your real estate deals.

14

attorney is still going to do the title work.

15

Frankly, their paralegal is going to do it.

16

your attorney’s office.

17

stipulates you have to be at a title company to close

18

a real estate deal.

19

It’s up to you

I would say you -- my suggestion is to
An

Close at

There’s no law that

It’s not true.

The difference that I found is this:

Title

20

companies, if they see liens on the title, so the

21

title is not marketable or clear, they will then hand

22

you a list of liens and they go, clean them up.

23

if my attorney finds liens, who’s going to clean them

24

up?

25

AUDIENCE:
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1

MATT DAVIS:

The attorney is.

Frankly,

2

again, the paralegals will.

3

get paid extra if they clean up my liens?

4

AUDIENCE:

5

MATT DAVIS:

6

Yes or no?

Yes.
They deserve it.

Do you pay

extra?

7

AUDIENCE:

8

MATT DAVIS:

9

Now, does the attorney

more value.

Yes.
Of course.

They’re providing

Think about what it means to clean up

10

liens.

11

going to rely on my team.

12

sometimes the consumer mentality flares up, uh-oh,

13

that costs money.

14

costs money.

15

attorney’s compensation to come out of the transaction

16

and not on a retainer basis out of your pocket, now

17

they get paid only when you get paid.

18

That’s boring.

I don’t want to do that.

I’m

When I say attorney,

Well, first of all, of course it

But, secondly, if you structure your

How many are okay if your attorney gets paid

19

when you get paid, and that’s okay?

20

have the expertise of an attorney, they’re getting

21

paid, they did a little extra if they clean up your

22

liens.

That’s a good value-for-value exchange.

23

right?

You want to use a title company, that’s fine.

24

Just my preference is to suggest an attorney.

25

Okay, next.
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1

They’re the ones that are going to fix leaky faucets

2

and keep the properties full of tenants and collect

3

rent and this and that.

4

Banks.

Get to know your local, smaller,

5

boutique banks.

6

talking about your local branch of Wells Fargo.

7

Fargo is going to treat you more like a statistic

8

instead of treat you like a person.

9

Credit unions are fine, too.

I’m not
Wells

If you know your banker on a first-name

10

basis and you go to lunch with them once a quarter,

11

they’d have your financials fed to them every month by

12

your CPA.

13

They’ve already done deals with you.

14

know your credit score already.

15

your deposits through that bank, which makes them a

16

lot of money as a banker.

17

from that banker is a phone call away.

18

say that?

19

now like that with your bank?

20

Is that a worthy delightment to have in business?

They know you on a first-name basis.
Therefore, they

You’re running all of

And you see that a loan
How many can

How many of you have a relationship right

21

AUDIENCE:

22

MATT DAVIS:

Let me see your hands.

Yes.
You bet it is.

To help you not

23

only get access to deals, but also more what?

24

All right.

25

deals?

Money.

And how do they help you get access to

If they know you on a first-name basis, Kate,
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1

and there’s foreclosures happening, who are they going

2

to call as the investor?

3

This is a good alignment.

4

about, aligning yourself with the right people.

5

Next, software.

They’re going to call you.
And that’s what business is

And, yes, we have an older

6

version than you already have.

But if you want to use

7

certain websites, please allow me to exclude a website

8

off your list.

9

to say right now?

Which website do you think I’m going

10

AUDIENCE:

Zillow.

11

MATT DAVIS:

12

AUDIENCE:

13

MATT DAVIS:

Zillow.com.

Why?
I’d be happy to tell you why.

14

First of all, the day-to-day (inaudible) predominantly

15

MLS-based information.

16

why Zillow has an algorithm on top of the date, which

17

means the date has changed.

18

with a general poll.

19

price on Zillow, then you talk to the listing agent on

20

the phone and it’s a completely separate price?

21

ever seen that before?

22

inaccurate data.

23

Right?

However, I don’t know

I mean, I should do this

How many of you have ever seen a

Raise your hands.

Who’s

It’s

That’s why.

All right.

But to understand the history of

24

Zillow, we begin to understand why I will not suggest

25

it.

All right?
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1

started and sold Expedia.com.

2

money off of ad revenue.

3

AUDIENCE:

4

MATT DAVIS:

Expedia.com made its

How does Zillow make money?

Ad money.
Ad revenue.

They make it free

5

to you and I, therefore it becomes very costly.

6

it’s not accurate information.

7

revenue that they’re generating, they don’t really

8

care if it’s outdated information.

9

getting those ads because they know people like the

10

All right?

But

And the ad

They’re still

general public are visiting the site.

11

Okay.

So their natural goal is not

12

necessarily to drive current data to the site.

13

just to get you to come see it so they can put

14

(inaudible).

15

It’s

That’s the goal.

Normally when you have to pay for access to

16

data, it’s because it’s worth something.

How many

17

agree with that concept.

18

I want to get access to banking databases, not Zillow.

19

Big difference.

Can I see your hands?

Okay.

All right?

20

Cash buyers list.

21

build the cash buyers a little later.

22

on the topic, I’ve got it in parentheses, you will

23

have two cash buyers lists, one is your active buyers

24

list, the other is obviously your inactive buyers

25

list.

Take notes on this.
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1

On your active buyers list, you need ASAP

2

ten active cash buyers on your buyers list.

Everyone

3

at the end of the day or weekend is going to ask me,

4

what should I do first?

5

same, go build your exit before you invest.

6

agree that there’s wisdom in that.

7

ten active buyers on your buyers list, and I’ll show

8

you how to find them.

9

Just go find the property.

My answer will always be the

Right?

Do we
You have

You have an exit built in.
The inactive buyers list,

10

people that have money might not be liquid right now

11

because their investment or money is tied up in

12

investments.

Is that right?

13

AUDIENCE:

Mm-hmm.

14

MATT DAVIS:

Well, we will revisit -- write

15

this down.

We will revisit the inactive buyers list

16

once per quarter.

17

come into liquidity as opposed to having the money

18

tied up.

19

interested in one thing.

We’re going to see if they’ve now

But, folks, people that have money are
What is it?

20

AUDIENCE:

Making more money.

21

AUDIENCE:

More money.

22

MATT DAVIS:

A good rate of return.

If

23

their money is tied up, then circle back to them once

24

every three months.

25

All right?

Contractors.
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1

if they’re in a bonded state.

2

houses and you’re tempted to use the handyman because

3

they have a pickup truck and a shovel, you think you

4

saved money, but every property is going to have to

5

pass inspection to get your occupancy permit.

6

you’re not up to code, then you’ve got bigger

7

problems.

8
9

When you start to flip

Use a licensed contractor.

If

All right?

The final person, before I get done with my
computer, is an insurance agent.

Insurance agent.

10

Insurance is a necessary part of a business.

11

believe in the idea of having one agent for all

12

insurance needs.

13

bundled discounts, things like this.

14

I

That way you qualify for some
Okay?

You do not have to have a full team to do

15

deals.

So let’s break this down to its very

16

(inaudible).

17

I think a mentor is important to show you the way.

18

Number two, an attorney or title company, because

19

somebody needs to legally close the deal, make sure

20

it’s done right.

21

buyer and you’ve got somebody to handle all the legal

22

paperwork and proceedings of doing your real estate

23

closing properly, that’s your attorney or title

24

company, and a mentor to show you the way, you can do

25

your first deal.

Three characters minimum to do one deal.
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1

Okay?

A CPA will be an eventuality.

Once

2

you start making a lot of money, you’re going to want

3

to have somebody to track it and coach you on that

4

level.

5

All right?

Some of these are just kind of (inaudible).

6

Any questions about the power team?

7

(No response.)

8

MATT DAVIS:

9

action.

All right.

Next, plan of

People spend a lot of money on preapproval

10

plans of action to build franchises.

11

franchise just a preapproved method of business proven

12

to produce specific results?

13

million (inaudible).

14

That does not get you a building.

15

All right?

16

Isn’t a

McDonald’s has 1.6

That does not get you land.
Just the franchise.

How many of you agree you could probably

17

cook a better hamburger than McDonald’s?

18

that we want to give them $1.6 million for your burger

19

stand?

20

Because you don’t have the system.

21

that you employ with the McDonald’s investor or the

22

bank as the investor that guarantees the fact that

23

you’re going to make money.

24

that many times over.

25

Come on, tell me.

Why is it

I know, but what is why?
It’s the system

They already have proven

Now, you know when you spend $1.6 -- do you
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guys realizing there’s a waiting list right now for

2

the McDonald’s franchises?

3

AUDIENCE:

What?

4

MATT DAVIS:

People are standing in line

5

waiting to give the McDonald’s Corporation $1.6

6

million.

7

to stand in line?

Why is there a line?

8

AUDIENCE:

9

MATT DAVIS:

(Inaudible) times.

10

AUDIENCE:

11

MATT DAVIS:

Because it what?

It’s proven.
It works.

Guaranteed a million

12

a year.

13

if you make your first investment into your first

14

franchise, they require you to re-up and get another

15

one within five years.

16

they’re standing in line to do it if it works.

17

system makes money hand over fist.

18
19

All right?

Why are people willing

That’s why they also require you,

People do it all the time and
Their

But the system on the screen is a real
estate system, HomeVestors.

You ever heard of them?

20

AUDIENCE:

Mm-hmm.

21

MATT DAVIS:

22

billboards, we buy empty houses.

23

billboards?

24

AUDIENCE:

25

MATT DAVIS:
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know.

They charge you $23,000 for the franchise fee

2

and 10 percent of your earnings for life.

3

AUDIENCE:

Wow.

4

MATT DAVIS:

And they will teach you one

5

strategy, flipping houses.

6

they -- you can see the billboards all over the

7

country.

8

woodwork.

9

top dollar, $23,000 to learn how to do that.

10

That’s it.

Which is why

The ugly houses are brought out of the
They buy them cheap, fix them up, sell them

But it’s a system that is proven to work.

11

So technically these systems sound expensive.

But

12

really if you look at it, the net result of not having

13

a system is the school of hard knocks.

14

write this acronym down.

15

actually (inaudible).

16

Self Time, Energy and Money.

17

AUDIENCE:

18

MATT DAVIS:

19

(inaudible) to get the system.

20

gets in place, it does save you time, energy and

21

money.

22

a second just on a basic level.

23

smart enough to figure out how to start and make some

24

deals through wholesale deals, flips and maybe even

25

rentals.

I want you to

I loved this when it was

SYSTEM stands for Save Your

Hmmm.
Yes, it doesn’t have
But once the system

And let me apply that to real estate here for
Every one of you is

And, ladies and gentlemen, that’s great.
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1

But if you are flipping 30 to 40 houses a year, does

2

that require systems to be in place?

3

AUDIENCE:

4

MATT DAVIS:

5

Yes.
How many would confirm that?

Yes?

6

AUDIENCE:

7

MATT DAVIS:

8

system?

9

Yes.

Yes.

Yes.
All right.

Does it work well?

Do we have a
Does it cost money?

(Inaudible) a month is $74,000.
Ours is no different.

Systems cost

10

money.

But as you begin to do

11

deals, when you consider which one is faster -- which

12

one is faster, paying for a piece of real estate with

13

cash or getting financing?

Which one is faster?

14

AUDIENCE:

15

MATT DAVIS:

16

trying to be tricky with words.

17

different approach on this for a second.

18

going to teach you why this business is built on

19

leverage and not cash.

20

Cash.
It is not faster.

I’m not

I want you to take a
And I’m

If you go earn enough money to finally pay

21

for a profit in these parts around $420,000, how long

22

did it take you to work to have enough money to

23

finally buy one property cash?

24

lifetime.

25

a dollar, but when you earn it, there’s a lot of hands

Most people, a

Because when you earn a dollar, not borrow
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1

on your property before you touch your money.

2

AUDIENCE:

Yes.

3

MATT DAVIS:

Would you agree?

If you’re

4

smart, set aside some money, save, save, save, and

5

you’re finding out how to buy a property cash, I would

6

submit to you that is the slower way of investing.

7

Let’s change where that all comes from.

8

it instead of earning it.

9

you now get to use?

10

AUDIENCE:

11

MATT DAVIS:

Let’s borrow

How much of that dollar do

All of it.
One hundred percent of it.

I

12

know this is basic, but if we get it we’ll (inaudible)

13

quicker.

14

from.

15

borrowed source instead of an earned source, we’re

16

already 90 percent further down the road than we were

17

before because we do not have to share any of that

18

money.

19

is built on -- everyone likes to use fancy acronyms --

20

OPM.

Just by nature of where the dollar came

If it came from an earned -- I’m sorry, a

We can use the full dollar.

This is why this

What does that stand for?

21

AUDIENCE:

Other people’s money.

22

MATT DAVIS:

Or let’s raise capital.

23

let’s call it what it is.

24

not like the word debt?

25

you don’t like that word, are you sure you want to be
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1

an investor?

Okay.

Hang on.

2

check.

3

else’s money.

4

cash.

5

estate only relying on the cash you have access to

6

right now?

Remove the idea if somebody uses somebody
Now you’re over limit with your own

How far will you get in investing in real

7

AUDIENCE:

8

MATT DAVIS:

9

This is a reality

(Inaudible).
Some of you won’t even have the

(inaudible) right there.

I’m not making fun of

10

people, but I’m well aware and a lot of people tell me

11

because they’re starting, we might have access to more

12

money (inaudible) but still we can have money, I’d say

13

keep it.

14

I would rather rent the money and pay interest on that

15

money instead of using cash from myself.

16

it?

17

Invest in it and still use somebody else’s.

Okay.

Do you see

If you do see it, then let’s call it

18

what it is, debt.

If you use our transactional fund,

19

which I’m sure every one of you is going to want to

20

use, are you in debt with that money?

21

AUDIENCE:

Yes.

22

MATT DAVIS:

Obviously there’s good debt and

23

bad debt, performing debt versus nonperforming

24

consumer debt.

25

recommendation, as soon as possible in your first few

If you do have consumer debt, my
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flips, take the money into your pocket -- yes, you’ll

2

pay a little bit of taxes on it -- and use the rest of

3

it and get rid of all consumer debt.

4

actually starting with a fresh slate, a clean slate,

5

and you just go (inaudible).

6

don’t do that soon, it will hold you hostage for the

7

rest of your life.

Then you’re

How many agree if you

Consumer debt.

8

AUDIENCE:

Mm-hmm.

9

MATT DAVIS:

It kills people.

All right?

10

That’s what keeps them in the rat race.

11

going to start talking about the five levels of

12

lending.

13

There are five levels of lending that we need to begin

14

to explore.

15

your note-taking pad, please.

16

So now we’re

We’re going to use somebody else’s money.

Write them down.

New sheet of paper in
New sheet of paper.

The first level of lending, if you want some

17

extra note-taking area, at the very back of your

18

workbook there’s a few pages on the back.

19

came to a three-day class without a notepad?

20

It’s been a while since school, hasn’t it?

21

bring a notepad for those that didn’t bring one.

22

(Inaudible) the little napkin pad they do have that’s

23

been provided with is not enough.

24

notepad tomorrow.

25

note-taking area if you need to.
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1

So five levels of lending.

The first,

2

banks, mortgage companies and credit-based lenders.

3

Banks, mortgage companies, credit-based lenders.

4

you know that mortgage companies and banks will limit

5

the amount of mortgages you can have?

6

AUDIENCE:

7

MATT DAVIS:

8

Did

Mm-hmm.
By law, by the way.

Do you

know how many it is?

9

AUDIENCE:

10

Two to three.

MATT DAVIS:

ten.

And Texas limits you to

11

four.

12

hands?

13

ten properties in your portfolio?

14

hands?

15

some properties besides just your banker or mortgage

16

company.

17

saying, well, I’ll just start an LLC and that

18

qualifies me for another four, no, it doesn’t.

19

if you put the property in the name of your LLC, you

20

will still be the personal guarantor on that mortgage.

21

You can’t get around it that way.

22

How many did not know that?

Let me see your

How many plan on having more than four or even
May I see your

You better figure out another way to finance

For those of you trying to get creative

Even

All right?

The first level of lending is why most

23

people put up with the arduous process of getting

24

approved, two years tax returns, current financial

25

statement, three months of bank statements, good
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1

credit score.

We’ve played that game, right?

2

AUDIENCE:

Yes.

3

MATT DAVIS:

And it goes to the underwriters

4

for a month, sometimes two months, and sometimes at

5

the end of that process we still don’t get the money.

6

How many have seen that?

7

do we put up with that process?

8

carrot called low interest rates.

9

that low interest rate, so we’ll put up with the

10

Let me see your hands.

Why

They’ll dangle the
So we want to get

arduous process of getting approved.

11

I do not even use mortgage companies

12

anymore.

13

look at me and say, you have access to too much

14

unsecured debt with your 41 credit cards, Mr. Davis.

15

Are they -- is that true?

16

would.

17

says because you’re never -- you don’t care if they

18

give you money.

19

I’m well aware that a mortgage company would

Would they say that?

They

What if you don’t care what a mortgage company

That’s a good position to be in.

The only lending (inaudible) I have from a

20

bank is my home equity line of credit.

That’s it.

21

Everything else, I get to go through other sources of

22

lending, which is far faster.

23

their fees.

24

interest mortgage?

25

a mortgage?

Yes, I pay a lot of

How many would never pay 18 percent
Who would never pay 18 percent on

Can I see your hands?
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1

Yeah, you would.

You’ll have that

2

information to make that judgment call yet.

3

give you an example.

4

through this now when we start talking about levels of

5

lending.

6

hey, will you fund this flip for me?

7

touch your flip.

8
9

Let me

And this is why we’re going

What if you approached your banker and say,

AUDIENCE:

Most banks won’t

They know they ain’t going to

make no money.

10

MATT DAVIS:

They’ll touch an owner-occupied

11

30-year note.

12

company.

13

your bank won’t touch it, but the hard money lender

14

named Matt Davis will, but I am going to charge you 18

15

percent interest -- let’s say I give you the money to

16

buy, fix up and flip the house, you make $40,000 on

17

the flip profit.

18

my 18 percent interest over a 90-day term reflects in

19

$5,000 worth of interest payments.

20

$35,000.

21

Now everyone would.

22

That’s a safe loan to a mortgage

The flip, some don’t even touch it.

So if

It takes me 90 days to do it.

And

You still net

Who would pay me the 18 percent interest?

And this is an example of consumer versus

23

investor mentality.

24

AUDIENCE:

25

MATT DAVIS:
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1

(inaudible).

I can get 4 percent at the mortgage

2

company.

3

activity.

But a hard money lender will.

4

important.

Can you evaluate the return?

5

investor mentality.

6

critical.

Well, the mortgage company won’t touch this

7

Cost is
That’s the

Cost versus return mentality is

Okay?
So we’re going to come back to the first

8

couple of lessons, banks, mortgage companies and

9

credit-based lenders.

10

Second level, transactional lenders.

11

Transactional lenders.

12

not necessarily your credit.

13

you will have access to at the end of this weekend by

14

virtue of coming this weekend, is a transactional

15

lender.

They lend on the deal, not necessarily your

16

credit.

Okay?

17

They lend on the transaction,
The lending capital that

The third level of lending would be private

18

investments, people who have money.

19

to stay away from that for now.

20

to a three-day class and have a book full of notes

21

does not mean you’re ready to go approach a private

22

investor.

23

lose some of it, not all of it, you’re going to get

24

sued.

25

I would tell you

Just because you went

If you do use some of their money and you

Is that right?
Keep in mind, a private investor is going to
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1

look at you and say that you’re asking for some of my

2

money.

3

And most of you are going to have to say no.

4

have a book full of notes because I went through a

5

three-day class.

That probably is not enough.

6

So be realistic.

That’s not the product for you yet.

7

But that will eventually be proper and it does

8

eventually spell out access to deeper pockets.

Do you have any experience in real estate?

9

But I

Okay?

Number four level of lending, hard money

10

lenders.

Hard money lenders.

11

say hard money lenders, how many of you have a little

12

bit of a leery feeling when you hear that and have

13

some pushback against it emotionally?

14

that?

15

AUDIENCE:

16

MATT DAVIS:

17

AUDIENCE:

18

MATT DAVIS:

Now, let me ask, when I

Anybody feel

Yes.
Okay.

Why?

Loan shark.
Because the perception is they

19

loan -- these are loan sharks, which brings us to the

20

fifth level of lending.

21

know it’s kind of a -- it sounds like a big joke.

22

It’s not.

23

way.

24

sharks.

25

between four and five.

Loan sharks.

Okay.

Now, I

I’m not offering that in a fun, jokey-jokey

The reason -- I’m not telling you to go use loan
What I’m differentiating is the difference
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1

between hard money lenders and loan sharks.

2

very legitimate, law-abiding lenders in your own

3

backyard that are hard money lenders.

4

waiting and hoping that you will pick up the phone and

5

call them and ask them for some money.

6

baseball bats for collections to your kneecaps like

7

the loan sharks will.

8

and they’re good lenders and they have a commercial

9

lending license.

All right?

There are

And they are

They don’t use

They follow the law

All right?

10

Are they around here?

11

AUDIENCE:

12

MATT DAVIS:

(Inaudible).
All right.

Let’s find out.

13

Everyone grab your phone and launch Google.

14

now.

15

Google.

16

wherever your location is because I know some of you

17

are not necessarily from Dallas.

18

Hard money lender, Dallas, Texas.

19

I want everyone to do this, please.

Do it

Go to

Hard money lenders, Dallas, Texas, or

It doesn’t matter.
Google it.

The first one that comes up is a hard money

20

lender in Texas, no credit check, quick close.

21

National Hard Money Lenders is the second one.

22

are all ads.

23

from 8 percent.

24

8 percent on the money for fix-and-flip loans?

25

not a (inaudible) lender.

These

Hard money lender, fix-and-flip loans

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

Wow.

There’s folks that are charging
That’s

They will definitely be

EX 8, p. 172

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 174 of 435
173
1
2

getting a phone call from me.
When you go into the geographical listings,

3

it says DFW Specialty Lending, Longhorn Investments,

4

okay, Investmark Mortgage, yada, yada, yada.

5

Now, let’s go back, back up here.

6

you think they’ve launched a website and gone through

7

the process of getting it optimized on Google to be in

8

front of your eyeballs right here?

9

hoping for your phone call.

10

Why do

Because they’re

Now, the benefit of building a power team is

11

it’s your team.

12

pleasant and they’re there to help you accomplish the

13

objective at hand.

14

many (inaudible).

15

lenders -- and I’ve had some of my students do this --

16

and you get a jerk on the phone, you got a deal under

17

contract right now?

18

beginning to learn and I want to check to see what

19

your land rates are.

20

to have a deal under contract.

21

They’re clearly not being helpful in helping you get

22

access to some of their money.

23

You want to work with people that are

I know that’s obvious.

But not

When you call these hard money

Well, no, I’m just this weekend

We’re probably going to need you
That’s immaturity.

If you get somebody on the phone that says,

24

yeah, thank you for the call.

25

it to make it, because they sniff out a newcomer right
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1

away.

So just be honest about it.

How many agree

2

with that concept?

3

my lenders because I want to start flipping houses

4

here locally.

5

what your fees are and what your rates are and the

6

type of deals that you will fund.

7

friendly, they'll say, well, great, thanks for the

8

call.

9

some brochures and help you learn what we offer.

Say I’m brand new, I’m learning up

I’d like to meet with you and learn

If they’re

We’d love to show you our rates.

I’ll give you

10

up to meet with them.

11

comes to this.

12

face to face and get a feel for each other.

13

are with me on that as well?

14

AUDIENCE:

15

MATT DAVIS:

Set

I’m a little old school when it

I believe in the old let’s sit down
How many

Mm-hmm.
Make an appointment with them

16

for next week if they’re helpful.

And when you’re on

17

the phone or face to face with them, I want you to

18

remember to ask them about four topics.

19

down.

20

network of lending.

21

AUDIENCE:

22

MATT DAVIS:

Write them

Number one, we’re now getting into the fourth
Are we clear on that?
Mm-hmm.
Hard money lenders.

Number

23

one, do they lend on wholesale deals?

24

reminder, wholesale is buy low, sell higher.

25

a long-term loan or is this a very short-term loan?
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1

AUDIENCE:

Short-term.

2

MATT DAVIS:

Short-term.

All right?

3

okay.

4

we’re sitting, I’m going to pick on you.

5

okay?

So --

So Angela and Theresa, just by nature of where

I’ll be easy, I promise.

Is that

All right?

6

Angela has a house, I’m going to go ahead

7

and put it under contract, I’m going to buy it, I’m

8

going to then sell it to Theresa, my investor on one

9

of my -- she’s one of the ten on my active buyers

10

list.

11

I’ll show you how to find them later on.
This is a quick transaction.

It will most

12

likely close with what’s called a simultaneous close.

13

I buy it and then sell it at the same closing.

14

right?

Do they have any loans that fund wholesale

15

deals?

Just ask them that.

16

All

All right?

Second question to ask them, do they lend on

17

fix-and-flip loans?

18

to be longer than just a few-day, quick wholesale

19

deal.

20

-- I’m sorry, 60 to 90 days.

21

going to be five to six months long to give you the

22

ample time to be able to buy, fix up and flip a house.

23

Okay?

24
25

Because obviously this is going

Fix and flip is normally going to be six, maybe
Most of these loans are

Third topic to ask them, do they lend on
repair costs as well?
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1

will assist with lending on some of the rehab costs

2

for the home.

3

asking about.

4

Some do, some don’t.

But it’s worth

The fourth thing to remember to ask them, do

5

they have any buy and hold type of loans, like a

6

longer term loan?

7

ten-year terms, maybe a longer term loan.

8

these hard money lenders, though, just give you short-

9

term loans, but it’s worth asking about.

Some might offer five-year terms,
Most of

10

After talking about the levels of lending, I

11

want you to write down the overall rule with every one

12

of the levels.

13

you to have this on your notes.

14

no until you ask.

15

reasons why they wouldn’t say yes to us and you

16

haven’t even made a phone call yet.

17

ask.

18

And I already said this, but I want
The answer is always

You’ll begin to develop these

Just call and

Let’s apply the same exact thing when we’re

19

making a lowball offer on a property we’re trying to

20

take down and flip.

21

if you go too low, it’s insulting?

22

hands?

How many of you have ever heard

23

AUDIENCE:

24

MATT DAVIS:

25

AUDIENCE:
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1

MATT DAVIS:

2

want the lowest price possible?

3

AUDIENCE:

4

MATT DAVIS:

5

Your real estate agent.

Do we

Mm-hmm.
And you’re not going to get it

unless you what?

6

AUDIENCE:

Ask.

7

MATT DAVIS:

Ask.

All right.

We need to

8

ask people to come participate on our buyers list.

9

need to have the courage to get out there amongst the

10

meetings and the environment where they’re getting out

11

and ask them to work with us.

12

bringing the deals or making them money, it’s not you

13

they really care about.

14

to make money on that they care about.

15

with that as well?

Remove your level of credentials

16

from the equation.

If you’re bringing them deals,

17

they’re interested in deals.

All right?

If we’re

It’s the deal they’re going
How many agree

Okay?

18

So that’s hard money lenders.

19

want to (inaudible) is that they maybe decrease a

20

little bit of the nervousness that tends to come up

21

when we talk about hard money lenders.

22

legitimate lenders.

23

with them.

24

Okay?

25

We

And I just

These are

Call them, make an appointment

They can (inaudible) in your own backyard.

We’re now ready to go back to the second
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1

level of lending.

Yes?

2

AUDIENCE:

3

MATT DAVIS:

4

lenders, people who have money.

5

you’re not necessarily ready for that yet.

6

AUDIENCE:

7

hard money lending.

8
9

Number three?
Number three was private
I’m going to say

No, I mean the third point of

MATT DAVIS:

Oh, do they lend on repair

costs as well?

10

AUDIENCE:

Repair costs.

11

MATT DAVIS:

That’s okay.

There are three

12

things.

Do they lend on wholesale deals?

13

do they lend on fix-and-flip type of strategies?

14

Number three, do they assist with repair costs or the

15

rehab costs?

16

hold, like longer term loans?

Number four, do they have any buy and

17

Okay.

18

second level of lending.

We’re now going to go back to the

19

AUDIENCE:

20

MATT DAVIS:

21

AUDIENCE:

What was it?

Transactional.
Transactional lending, yes.

One question.

22

to answer.

23

different from hard money lenders?

24
25

Maybe you’re about

How are the transactional lenders

MATT DAVIS:
right now.

Number two,

All right?
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1

a little more localized where transactional lenders

2

are a little bit more broad, nationwide lenders.

3

right?

4

because some hard money lenders are going to consider

5

your credit score as well.

6

you saw in those headings on Google, it says no credit

7

check, 8 percent flip loans.

8

So some do, some don’t.

9

All right.

10

All

The transactional lenders that we have,

Some do, some don’t.

Right?

As

So that’s great.

Transaction lenders don’t.

They lend on the deal, not the credit.

The company that we’re going to give you

11

access to this weekend is a transactional lender.

12

going to introduce the (inaudible) that reverted right

13

now on purpose so it is ultra clear.

14

The first bucket of money we’re giving you access to

15

is a transactional lender.

16

Every one of you has access to it by coming here.

17

you aware of that?

18

AUDIENCE:

19

MATT DAVIS:

20

I’m

Eyes up here.

This is bucket number one.
Are

Yes.
When will access to this bucket

of money be given to you?

21

AUDIENCE:

When the class is over.

22

MATT DAVIS:

At the end of day three.

So let’s leave that alone.

All

23

right?

24

of money that I will introduce to you in about 30

25

minutes is a credit-based bucket of money.
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1
2

a transactional bucket.

It is a credit-based bucket.

For those that have decent credit, we want

3

to begin to help you understand and uncover larger

4

lines of credit.

5

that have decent to good credit -- might qualify for

6

our line of credit up to $100,000 this weekend.

7

Some of you -- I said some of you

How many care if you walk out of here this

8

weekend with access to an extra $100,000?

That’s

9

going to help you get out there and do deals.

You

10

see, that’s one of the reasons why you came here this

11

weekend, so you can be on the fast track and getting

12

access to money.

13

If we start you with $100,000, then a year

14

from now with good spending and good behavior, you can

15

have it doubled to $200,000.

16

go through one of our advanced courses called Find the

17

Money course, that is a six-step process of uncovering

18

a $1 million line of credit.

A year after that, it’s

19

a $2 million line of credit.

Is that funny?

20

There you go.

When you

I hope that you realize that the idea of

21

raising capital is what you -- I must -- you’re not

22

funny-funny, but you’re probably surprised by that.

23

Is that right?

24

million line of credit, folks, let me ask you, when

25

will you be done looking for money as an investor?

And once you have access to a $2
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AUDIENCE:

Never.

2

MATT DAVIS:

Never.

But it’s one of the

3

most uncomfortable parts for brand new students to

4

begin to get used to.

5

many grew up hearing that it’s rude to ask for money?

6

Raise your hands.

7

is?

What do you think raising capital

All right.

And this is where the money

begins to grow on trees if you know where to go and

10

how to ask for it.

11

money later on.

12

right?

13

How

Asking for money.

8
9

There is no (inaudible).

We’ll get to the second bucket of

Let’s start with the first.

All

Transactional lenders that we offer that you

14

have access to have four separate types of loans.

15

Write them down.

16

right here.

17

the second level of lending and now we’re going to

18

give you all the details about the loans that our

19

transactional lender does offer.

You need at least a half a page

So what I’m doing right now is isolating

20

The first loan -- or, excuse me, the first

21

type of loan -- the reason I corrected that verbiage

22

is some people think this is only the first deal they

23

will fund that I do.

24

of loan that you can do as many times as you wish is

25

called the ABC transactional loan.
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1

ABC transactional loan.

This is the one you

2

were told about at the first meeting.

3

sound a little familiar, but let’s get it down in your

4

notes.

They will fund 100 percent of your purchase

5

price.

They will take the fee for the use of this

6

money out of the deal, not out of your pocket.

7

fee for the use of this money is 2 percent of the

8

amount borrowed.

9

percent, there’s also a $495 processing fee.

10

2 percent.

It’s going to

The

In addition to the 2
$495

processing fee.

11

Neither fee is paid if you don’t get the

12

money.

13

then if you don’t get the money, you’re out $500 or

14

$495.

15

So it comes out of the deal, not your pocket.

16

It’s not like you pay a processing fee.

Okay?

And

Both fees will be built into the deal.

It is on your shoulders, the responsibility

17

to build the fees into the deal.

18

that, where are the fees coming from?

19

AUDIENCE:

20

MATT DAVIS:

If you don’t do

Your pocket.
Your pocket.

We’re going to

21

practice some mathematics several times this weekend

22

to make sure we understand how to do that.

23
24
25

AUDIENCE:

Is the 2 percent considered the

length of time, is that annual or (inaudible)?
MATT DAVIS:
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1

transaction, okay, this is not an annual percentage

2

rate because this is not going to be held for a year.

3

The next part gets right to that question.

4

second.

5

One

This loan is intended to fund a wholesale

6

deal with a simultaneous close.

7

matter if it’s annual or monthly.

8

time fee.

9

percent is the fee.

10

So it doesn’t really
It’s just a one-

Money comes in, money goes out.

Two

So the term -- to give a better answer to

11

that question -- this is a three-business-day loan

12

maximum.

13

students say, well, that’s not enough time for me to

14

flip a house.

15

fund a flip.

16

transaction?

Three business days.

When I say that, some

You guys, this loan is not intended to
This is intended to fund what type of

17

AUDIENCE:

Wholesale.

18

MATT DAVIS:

Wholesale.

Back up here.

And

19

when I buy the house, I immediately sell it to

20

Theresa, usually a simultaneous close.

21

more than three days to do a simultaneous close?

22

long does it take to do a simultaneous close?

23

gave it away.

24

of time.

25

Because some counties do require a 24-hour recording

(Inaudible) days.

Do you need
How

I just

Three days is plenty

Why is it longer than just even a day?
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1

period.

You buy it, you’ve got to wait 24 hours

2

before you can technically sell it, which will be in

3

the closing instructions anyway.

4

your phones and you sign both documents to buy it and

5

sell it.

6

your check for your profit.

So you show up with

You’ll come back 24 hours later and pick up

7

Let me give you some numbers for a moment.

8

Let’s say we’re going to buy it from Angela for

9

$100,000.

I want everybody to write this down, guys.

10

This is just the concept I want you to understand.

11

I’m going to make $5,000 when I sell this to Theresa,

12

I would obviously be selling it for a hundred and --

13

AUDIENCE:

14

MATT DAVIS:

If

Five.
Five.

But if I want the 2

15

percent and $495 built into this deal, 2 percent of my

16

purchase price -- again, the purchase price is

17

$100,000, it’s $2,000, also the $495.

18

correct, I would be selling it to Theresa for

19

$107,495.

20

that math.

21

So to be

Please raise your hands if you understand

Okay.

Two grand goes to the company, plus

22

the $495.

Five grand goes to me, $100,000 goes to

23

Angela.

24

up and sell it for $200,000 to the new family that

25

wants to live there.

Theresa paid $107,495.
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1

sense?

This is the idea of wholesaling.

2

Now, the question that always comes up next

3

is what does the funding company need from me to be

4

able to get access to this loan?

5

Let’s go back to the acronym.

6

the asset must be under contract.

7

an offer and Angela has accepted it.

8

property for $100,000, I’ve got 45 days to close, and

9

maybe (inaudible) 30 days or whatever.

10

The answer is ABC.

ABC is an acronym.

A,

That means I made
I can buy the

We’ll talk about earnest money and all that

11

stuff later.

12

is my --

All right?

13

AUDIENCE:

14

MATT DAVIS:

I must line up my B, which

Buyer.
-- buyer.

The company wants to

15

see the paperwork, you’ll probably have it in the

16

contract, the agreement I have with my buyer to buy it

17

for $100,000, to sell it for $107,495.

18
19

C is the cash.

When can we get the cash or

the capital?

20

It is a sequential process.

All right?

If

21

you submit the deal and don’t have the buyer lined up,

22

they’re not going to fund this.

23

loan.

24

and I’m speaking in a very obvious manner to you to

25

make this real clear.

This is not a CBA loan.
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1

your buyer, you get the money.

2
3

Okay?

Any questions about the ABC transaction
loan?

4

AUDIENCE:

No.

5

MATT DAVIS:

If we want to do what Angela

6

-- I’m sorry, want to do what Theresa is doing, which

7

is buy, fix it up and flip it, we’d be using a second

8

type of loan.

9

loan that they are.

10

That brings me to the second type of
This is called the fix-and-flip

loan.

11

Think about the risk on the first loan that

12

I just went through, the ABC loan.

13

much done before funding is even considered.

14

right?

15

got my buyer lined up.

16

So the risk on a wholesale transaction is very

17

minimal, if not zero, which is why we fund 100 percent

18

purchase price.

19

The deal is pretty
Is that

I’ve got the property I’m going to buy.

I’ve

The deal is practically done.

If you’re going to have the money for longer

20

and you’re going to buy, fix up and flip the house,

21

from a lender’s perspective, is that a higher risk

22

loan, yes or no?

23

AUDIENCE:

24

MATT DAVIS:

25

Yes.
So the amount they will fund is

not 100 percent on the second type.

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

They will

EX 8, p. 186

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 188 of 435
187
1

actually fund 80 percent of your purchase price.

2

Write that down.

3

80 percent of the purchase price.

4

to come from you and I, it does not have to be a

5

seasoned down payment.

6

You can get your down payment, for example, with a

7

credit card if you want.

8
9

On the second fix-and-flip and loan.
If 20 percent needs

We talked about that earlier.

This lender does not lend on repair or rehab
costs.

Like I said, some do, some do not.

This one

10

does not.

So where would the repair costs need to

11

come from?

12

going to learn how to raise capital and piece together

13

deals.

Again, us.

Which is why I told you we’re

14

So if I may propose to you an idea, because

15

we’ve already talked a little bit about credit cards,

16

let’s use one credit card to make the down payment of

17

20 percent, use the second credit card to pay for the

18

repair costs.

19

profit.

20

and the 80 percent loan.

21

better use of two credit cards than buying (inaudible)

22

and getting some groceries?

23

Yeah, we’re using them.

24

them because of the way that they were raised.

25

are great lending instruments, credit cards.

Let’s flip the house with a $30,000

When we flip it, we pay off two credit cards
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1

right?

2
3

This is an up to a six-month loan, the
second loan.

4

AUDIENCE:

Did you say up to six months?

5

MATT DAVIS:

Up to six months.

No

6

prepayment penalty.

Some of these lenders say if you

7

pay this off too early, we at least want X amount.

8

They don’t have any -- they don’t do that.

9

only paying for the money when you’re using the money.

You are

10

The fee for the second type of loan is 1 percent per

11

month paid monthly.

12

AUDIENCE:

1 percent per month paid monthly.
I’m sorry, you pay on the used

13

amount or from the (inaudible)?

14

MATT DAVIS:

15

You don’t -- the amount that

you’re paying is the amount that they lended.

16

AUDIENCE:

(Inaudible).

17

MATT DAVIS:

So let’s use these same numbers

18

if we could.

The first price is $100,000.

19

going to fund up to $80,000.

20

$80,000?

21

AUDIENCE:

22

MATT DAVIS:

They’re

What’s 1 percent of

A thousand.
$800 a month.

$800 per month.

23

It takes us three months to actually flip the house.

24

$800 times three, it will cost us --

25

AUDIENCE:
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1

MATT DAVIS:

-- $2,400 to borrow from the

2

transactional loan.

See that?

3

and pay back your loans.

4

second type of loan?

5

AUDIENCE:

6

MATT DAVIS:

But to make a profit

Any questions about the

No point?
Nope.

We don’t charge

7

(inaudible) points, which is a good question because

8

some lenders do.

9

use the money.

10

more.

Once you pay us off, you don’t pay any

I, as a hard money lender, do charge points.
But this one doesn’t.

13
14

Just pay 1 percent as you

Okay?

11
12

We don’t.

AUDIENCE:

Yes?

Yeah.

Say you want a loan for a

longer flip that might go six, seven, eight months.

15

MATT DAVIS:

You would use the second type

16

of loan to acquire the property with the (inaudible)

17

same purchase price.

18

months, you would convert that loan into the third

19

type of loan.

20

which is an up to two year loan.

21

bridge loan.

22

So it’s a good timing for the question,
That’s called the

The third type of loan is called the bridge

23

loan.

24

before?

25

If you’re going longer than six

Has anyone ever heard of bridge financing

AUDIENCE:
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1
2

MATT DAVIS:

Okay.

In

the back, yes?

3

AUDIENCE:

4

MATT DAVIS:

5

Some of you have.

I had a question.
Right.

they’ll come back here.

6

AUDIENCE:

(Inaudible).

(Inaudible).

And then

Yes?

In light of the flip

-- the fix-

7

and-flip, in the scenario you have to pay for the

8

repairs?

9

MATT DAVIS:

Yes, or bring borrowed dollars

10

in from a separate lender.

Just like I said, the two

11

credit cards as an example.

12

the money to pay for the repairs, great.

13

to get a home equity line of credit to pay for the

14

repairs with that, I would highly recommend it, if you

15

have equity in a home, to establish a home equity line

16

of credit.

17

of way to pay for repairs.

All right?

A loan against your 401(k).

18

Yes?

19

AUDIENCE:

20

MATT DAVIS:

If you have
If you want

There’s lots

Okay?

(Inaudible).
Okay.

So the requirement for

21

the second loan is they’re going to want to see your

22

purchase contract.

23

They’re going to want to see three bids from three

24

licensed, insured contractors, so they know you’re not

25

dipping or padding the numbers.
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1

want -- they’re going to do the after-repair value

2

analysis.

3

is?

4

they want to make sure -- how do you know what it’s

5

going to be worth after it’s all fixed up?

Do you guys know what an after-repair value

It’s the word “after.”

6

AUDIENCE:

7

MATT DAVIS:

It’s all fixed up.

So

(Inaudible).
You pull comps and CMAs.

8

We’ve got the fancy software that comes right up on

9

there that pulls the comps at this second.

So we’re

10

going to be able to have a very accurate loan at this

11

deal.

12

AUDIENCE:

13

after-repair value before --

14
15

Is there any way to know the

MATT DAVIS:
Sean.

I just answered that question,

How do they know the after-repair value?

16

AUDIENCE:

The comps.

17

MATT DAVIS:

The comps.

CMAs.

We pull

18

comps, we know what everything else is selling for in

19

the neighborhood and the retail (inaudible).

20

get comps and (inaudible) margin.

21

specific, Sean, I’m going to show you a mathematical

22

equation a little later on that answers that in even

23

greater detail.

24
25

You’ll see it.

So we

And to be real

Okay?

Good question.

The bridge loan is an up to two year loan.
The third type of loan, up to two years.
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1

they will fund on this bridge loan is 50, that’s five-

2

zero, 50 percent LTV, loan to value.

3

rate is anywhere between 8 percent per year on to 12

4

percent per year.

5

year.

6

the difference?

7

daily compounding interest.

8

interest paid monthly.

9

on the third one.

10

The interest

8 percent, up to 12 percent per

Simple annual interest paid monthly.

Notice

Your mortgage company charges you
This is a simple annual

Okay?

No prepayment penalty

Let’s go back to this, when is it 8, when is

11

it 12.

12

they have with their lending services.

13

gets you 8 percent.

14

at all bad credit gets you 12 percent.

15

mean you don’t get the loan.

16

higher interest.

17

This is the only credit variant component that
Good credit

Horrible, rotten, stinky, nothing

That’s all.

It doesn’t

It means you just pay
Okay?

Who would like an example of when a bridge

18

loan might be used?

19

not a fix-and-flip loan.

20

loan.

21

time going to be used on a foreclosure type of a

22

transaction.

23
24
25

Let me see your hands.

This is

This is not a wholesale

This is bridge lending.

This is most of the

All right?

So let’s understand the acronym LTV.

What

does that stand for?
AUDIENCE:
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1

MATT DAVIS:

Loan to value.

So it’s 50

2

percent loan to value.

Eyes up here, please.

3

have a home that’s worth $200,000, how do we identify

4

it’s worth $200,000?

Everyone, help me out?

5

AUDIENCE:

6

MATT DAVIS:

Comps.
Pull your comps and CMAs.

7

right?

It’s worth $200,000.

8

it to show worth.

9

percent loan compared to its value.

10

If you

All

You’ve got to validate

They’ll lend up to $100,000, 50

Let’s say a home, this side of the table

11

represents I do not own it yet, the other side of the

12

table represents that I do.

13

property.

14

willing to liquidate faster.

15

$130,000.

16

$100,000 on this.

17

$30,000 on a credit card or whatever lending

18

instrument I wish.

19

not being (inaudible) to bridging into ownership

20

position.

21

card, $100,000 from this bridge loan.

22

All right.

You find a foreclosure

For whatever reason, they’re

One-three-zero.

The purchase price is
They will lend up to

So I lack $30,000.

All right?

$130,000.

I will put the

I’ve just gone from

$30,000 is sitting on a credit

I have up to two years to refinance this

23

bridge loan because it is not intended to be long-term

24

lending.

25

intermediate lending.

There’s lending -- short-term lending or
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1

We do not -- we don’t have to wait at least

2

a year before we can refinance with the company.

You

3

can refinance the next day.

4

easier for a mortgage company to validate a refinance

5

on the home instead of a brand new purchase.

6

are easier.

You see, it’s a lot

Refis

7

So now that I’m the owner, I can refinance.

8

But banks or mortgage companies will take me up to 80

9

percent LTV on the refi.

10

80 percent of LTV, the home

is worth $200,000, 80 percent of which is how much?

11

AUDIENCE:

One-sixty.

12

MATT DAVIS:

One-sixty.

All right.

13

$160,000 mortgage gives me $30,000 to pay off with a

14

credit card, $100,000 to pay off the bridge loan.

15

now have $30,000 leftover tax free money, by the way,

16

because we don’t pay taxes on loans.

17

do with the $30,000 extra?

18

deal.

19

value loan, refinance it into a longer term financing

20

solution, which brings our monthly cost down.

21

I

What would you

Pull it into your next

But now we’re taking this 50 percent loan to

We might keep it as a rental or maybe flip

22

it now or whatever you want to do with it.

The exit

23

strategy is up to us.

24

strategy (inaudible) to ownership and then we can

25

refinance.

This is called the lending

That’s a bridge.
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1

AUDIENCE:

2

card for the 30 percent down?

3

Yes.

MATT DAVIS:

Can you use your credit

Why can’t you use the credit

4

card for the 30 percent down?

5

AUDIENCE:

6

You shouldn’t have to swipe the

card or --

7

MATT DAVIS:

Okay.

Let me give you a short

8

answer.

9

your credit card without swiping the card.

10

There’s several ways of getting money off

tell me what they are?

11

AUDIENCE:

12

MATT DAVIS:

13

Can you

Cash advance.
Cash advance, just take it from

the ATM for three years.

14

AUDIENCE:

Right.

15

MATT DAVIS:

Right?

Luckily, the cash

16

advance against your credit cards -- what happens to

17

your interest rate?

18

AUDIENCE:

19

MATT DAVIS:

It goes up.
It goes through the roof.

20

there other ways to get money off your credit card

21

besides cash advance or swiping?

22

those credit card checks in your mailbox?

23

AUDIENCE:

24

MATT DAVIS:

25

Are

How many receive

Yeah.
What do most people do with

them?
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1

AUDIENCE:

Throw them in the trash.

2

MATT DAVIS:

Shred them and throw them away.

3

Can you call and request one?

Yes, you can.

4

just a phone call away.

5

Those checks, some of them, some are intended for

6

balance transfer purposes or something.

7

allow you to write the check directly into your bank

8

account.

9

Once it’s in your bank account, you can now produce a

They’ll send you more checks.

Some of them

Let the money collect for a couple days.

10

certified check to bring and do a real estate

11

transaction.

12

It’s

Got it?

Good question, by the way.

So now we’re getting 30 cards to fuel real

13

estate transactions.

14

percent, you pay monthly simple annual interest, 50

15

percent LTV, no prepayment penalty.

16

The bridge loan, 8 to 12

Let’s move onto the fourth type of loan that

17

they offer.

18

Cashout refinance.

19

want to -- they may own real estate free and clear.

20

They want to cash out and get access to some of that

21

equity and buy more real estate.

22

This is called the cashout refinance.
This is intended for those that

All right?

Let’s say an investor owns five rental

23

properties and they own all rental properties 100

24

percent free and clear.

25

worth $200,000.
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1

or they don’t have much of an income.

2

mortgage company will ever touch that investor with

3

bad credit and not much income.

4

AUDIENCE:

5

MATT DAVIS:

No bank or

Would you agree?

Yes.
So they are asset rich, yet

6

cash poor.

Well, if the banks won’t touch them, this

7

lender will.

8

refinance up to 50 percent -- again, that’s five-zero

9

-- 50 percent LTV.

They will allow you under a cashout

Interest rate is anywhere between

10

8 onto 12 percent for a year.

11

paid monthly.

12
13

Simple annual interest

When is the interest rate 8 and when is it
12?

Can you tell me?

14

AUDIENCE:

Credit.

15

MATT DAVIS:

Credit (inaudible).

This is an

16

up to three-year loan.

No prepayment penalty.

17

prepayment penalty.

18

five homes all worth $200,000, they will cash up to 50

19

percent LTV, $100,000 on all five homes.

20

have $500,000 and can go buy more real estate to grow

21

their portfolio.

22

that even with bad credit.

So my example if the investor has

All right?

They now

So they’ll be able to do

23

Any questions about the fourth loan?

24

(No response.)

25

MATT DAVIS:

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

No

Now let’s go back and add the

EX 8, p. 197

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 199 of 435
198
1

fifth component.

Before we get there --

2

AUDIENCE:

3

very strong credit?

4

Which ones require you to have
The fix-and-flip is one of them.

MATT DAVIS:

None of them.

None of them.

5

This is not a credit-based lending.

6

bearing component that they use is to set your

7

interest rate on the third bridge loan or the fourth

8

cashout refinance.

9
10

AUDIENCE:

The only credit

What if you had (inaudible)?

MATT DAVIS:

The other two loans, the first

11

one, ABC transactional loan and the fix-and-flip loan,

12

a deal that qualifies.

13

they fund that deal.

14

your credit.

15

Okay?

All right.

Bringing them a good deal,

They’re not going to deal with
Good question.
Now, with this you have the

16

ability to obtain approved (inaudible) funds letter

17

from the lender.

18

of like a prequalified letter?

19

It’s not.

How many of you see that that’s kind
Let me see your hands.

Prequalified means they get a

20

bird’s eye view of your finance and we think you might

21

qualify, but you’re not qualified yet.

22

funds letter means the money is ready to go today.

23

A proof of

So let’s come back to Angela and Theresa.

24

If I’m making an offer on a property and they say,

25

I’ll buy your home for $100,000 and here’s a proof of
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1

funds saying the money is ready to go right now, does

2

that strengthen my offer?

3

AUDIENCE:

4

MATT DAVIS:

Yes or no?

Yes.
Especially when you’re working

5

with Angela in the individual mode.

You’re working

6

with the bank.

7

property and you provide a proof of funds, the money

8

is ready to go right now, this strengthens your

9

options.

If it’s an REO, meaning bank-owned

You’re able to obtain a proof of funds.

10

How?

We used to allow you to just go right to the

11

website, print it off at will, and you can print it in

12

your own name or your LLC’s name or corporate name,

13

whatever you’re doing.

14

All right?

But we basically learned that’s kind of like

15

handing a pistol to a baby.

16

can be very dangerous.

17

that you call the lending company, you’ll get the

18

phone numbers and access codes and all that stuff at

19

the end.

20

If not used properly, it

All right?

So we would ask

All right?
They will lay eyeballs on your deal.

And if

21

it’s on the up and up, they will send you a proof of

22

funds PDF file just in your e-mail box.

23

include it with your offer.

24

offer, trust me.

25

Okay.
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1

hours.

I think it’s funny when people are trying to

2

get a proof of funds letter.

3

Right?

4

9:00 to 5:00 Mountain time.

They have lives, too.

5
6

Monday through Friday,

Okay.

Any questions about the proof of funds
letter?

7

(No response.)

8

MATT DAVIS:

9

It’s Sunday at 4:00 p.m.

You guys are a good audience.

That’s the second level of lending, the transactional

10

lending.

11

we proceed throughout the weekend, I will be showing

12

you how and when you’ll be using some of these loans.

13

That way you can begin to identify how to include

14

them, how to calculate the interest rates and make

15

some money.

16

I’ve just gone through their four loans.

As

All right?

We are now going to leave the second level

17

of lending and go to the very first level of lending.

18

What was it?

19

AUDIENCE:

(Inaudible).

20

MATT DAVIS:

That’s the first type of

21

(inaudible).

22

mortgage companies and credit-based lenders.

23

y’all with me on this?

24

now that we’re dealing with.

25

The first level of lending was banks,
Are

I know we’ve got several lists

So the first, banks, mortgage companies and
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1

credit-based lenders, obviously they analyze your

2

credit, do your tax returns.

3

Lower interest rates is what we’re qualified for if

4

we’re willing to deal with that level of lender.

5

right?

6

We’ve done that before.

All

But it’s interesting as I ask students who

7

have pretty good credit, a lot of people do really try

8

to maintain their credit for the most part.

9

attention and they maybe analyze it or monitor it

They pay

10

through Credit Karma or whatever.

11

to using it, they’re very apprehensive and they don’t

12

want to touch it because it’s really good right now.

13

And (inaudible) worked really hard to get it to where

14

it is, don’t touch it.

15

protected and do not touch it with a (inaudible).

16

Don’t even breathe.

17

But when it comes

It’s an egg that needs to be

So let me give this example.

I kind of

18

mentioned him earlier, Richard, my younger -- younger,

19

bigger brother.

20

me.

21

crazy brother.

22

mean, it’s not that I was always this risky.

23

remember when my brothers began to get married, two of

24

my sister-in-laws came not -- they weren’t ganging up

25

on me, but they were actually asking independently.

He ended up being quite taller than

But all my siblings have always viewed me as the
I’ve never had an official job.
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1

Do you have benefits for your kids, like health

2

insurance?

3
4

They were worried about the kids.

Do you guys think I have benefits for my
kids?

5

AUDIENCE:

No.

6

AUDIENCE:

Yes.

7

MATT DAVIS:

Yeah.

But it’s kind of outside

8

the norm because most people put up with a job in the

9

name of benefits.

Would you agree?

10

AUDIENCE:

Yes.

11

MATT DAVIS:

How many of you know people

12

that hate, downright hate, their job, but they will

13

put up with it in the name of the benefits.

14

your hands?

15

that, the idea of hating the next nine hours of my

16

life while I go into work so I can provide benefits.

17

Can I see

I just -- and I want you to think about

And I get it.

We need to provide for those

18

that trust us and that we’re responsible for.

19

just trying to share something that maybe there’s a

20

better way than just having to put up with a job and

21

hating it.

22

you do, but you hate your work environment.

23

your field, but can’t stand who you work with.

24

different for everybody.

25

All right?

But I’m

Some of you maybe love what
You love
It’s

All right?

So, anyway, my brother, Richard, is the --
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1

I’ve always invited my siblings to come join me on the

2

investment side.

3

who’s ever taken me up on the offer, which is Richard.

4

All right?

5

saying, you know, Happy New Year.

6

want you to lend for me.

7

-- I want to cross over to the investment side.

8

right?

9

done some good things.

10
11

And I teach them.

There’s only one

New Year’s Eve, he called me probably just
But he said, hey, I

I’m going to -- I’m going to
All

He’s made good money with his job and he’s
He has a really good credit

score, 820.
And I want to share with you because I’m

12

going to use his examples because it was interesting

13

to watch because some of you are going to see

14

yourselves in him.

15

out a little bit.

16

I’m using this to kind of help me
All right?

Are we good?

Good.

All right.

Because if

17

I can point out holes in your armor, you’re going to

18

fix them, aren’t you?

19

Richard said, look, during 2017, I want to learn how

20

to do real estate; will you teach me?

21

look, you have one year worth of mentorship.

22

going to make you run all my projects.

23

to be the boots on the ground kind of thing and I’m

24

going to show you how to do this.

25

That’s what I want.

But

So I said,
I’m

You’re going

So the very first thing you need to think of
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1

is when the banks open, I need you to go establish a

2

home equity line of credit against your -- against

3

your equity.

4

you know what he said?

5

that means I’ll have an inquiry on my credit report.

He’s got a decent amount of equity.

6

(Laughter.)

7

MATT DAVIS:

Do

He says, but if I do that,

Again, he’s asking me to help

8

him.

Now I say here’s what you need to do and he’s

9

already telling me how he doesn’t want to do it.

10

Okay.

Would you agree why did he ask in the first

11

place?

12

won’t do it.

13

later, you know what I mean?

14

He finally did it.

Which is what I reminded him of.

Okay, we

It’s your -- you know, happy new year,
Whatever.
And, yes, he got an

15

inquiry on his credit report, which made his score

16

fall by three points.

17

into your credit score before they’ll issue you a line

18

of credit against your equity.

19

he called me.

20

was mad.

Because they are going to look

Yeah, he was mad when

My credit score just fell to 817.

21

AUDIENCE:

22

MATT DAVIS:

He

Wow.
Now (inaudible) I want you to

23

think about this moment.

24

younger brother?

25

might make it through life with an 817 credit score.
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1

I don’t know, it might be okay.

2

think?

3

But I’ll show you how I got him back later.

4

What do you guys

I was trying to be, you know, polite about it.

He established a home equity line credit.

5

It was a $390,000 line of credit financed at 3 percent

6

at the time.

Is that cheap money, you guys?

7

AUDIENCE:

8

MATT DAVIS:

9

great stuff.

Yeah.
Super cheap money.

That’s

And he was the one who said, well, I

10

don’t want to touch my credit because if I ever

11

finance a truck, I can get any lending terms I want.

12

That’s true.

13

though.

14

Again, a very consumer-based response,

All right?
Richard has become a very good investor.

15

But it took some time to crack open that skull of his

16

to learn and relearn his blueprint about what he

17

thought about credit.

18

makes up your credit score, because we only mentioned

19

it in passing earlier, I want you to write down

20

there’s only four things you can do ever do with a

21

credit score.

Before we dive into what really

On the planet, ever, ever, ever.

22

Number one, get access to a loan.

23

only four things that you can do with a credit score.

24

Get access to loans.

25

place.

Number two, get a job or rent a

Number one is get access to loans.
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1

is get a job or rent a place.

2
3

Do employers -- some, do they check credit
before they’ll hire you?

4

AUDIENCE:

Yes.

5

AUDIENCE:

Some, yes.

6

MATT DAVIS:

7

that before they’ll rent to you.

8

a place.

9

you maintain a credit score, your insurance costs can

Obviously, landlords will check
So get a job or rent

Number three, lower insurance premiums.

10

be slightly lower.

11

all like saving money on insurance costs.

If

It’s not a major savings, but we

12

The fourth, if you’re in the military, you

13

can qualify for a higher military security clearance

14

with a good credit score.

15

of you knew that?

16

you.

In the military.

Let me see your hands.

How many

Couple of

Good.

17

That’s it.

So -- and I go back to that

18

question I asked earlier, and I hope I’m the only one

19

that knows it.

20

are you doing with it?

21

it is a wasted asset.

22

to be used.

23

If you have a good credit score, what
If the answer is nothing, then
It’s intended to be something

Please turn to page number 20 inside your

24

workbook.

Page number 20.

25

break at 1:30, you guys, just so you know.
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1

lot to do in the next 45 minutes.

2

Page 20 at the very bottom where it says,

3

understanding the numbers.

4

notes, equity, fundings breakdowns.

5

payment history, 35 percent of your score.

6

on-time payments.

7

it says, understanding numbers.

8

Are you paying the bills on time?

9

I want you to write down
Where it says,
That is

Write that down at the bottom where
On-time payments.

As we go down the list, length of credit.

10

In other words, how long you’ve had credit is 15

11

percent of your score.

12

(inaudible) hard to kind of help him begin.

13

help him as parents?

14

only asks to borrow credit when they want a co-signer

15

for a car when they turn 16.

16

informed about credit long before then.

17

This is why I freak out
Can we

Well, most of the time your kid

They should have been
Right?

My kids knew about credit for a long time.

18

But here’s how I did it.

19

card companies, I added my children as an additional

20

cardholder to the same credit card account.

21

just add them to the account.

22

additional cardholder.

23

I called one of my credit

I didn’t

I added them as an

There’s a difference.

Yes, a credit card came in the mailbox in

24

each of their names.

25

card.

So, again, do not give them the

Put it in your safe and just left it -- let it
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1

sit.

And you’re still using your credit card as you

2

do.

But now it’s kind of like co-signing for them on

3

your credit card account and it’s now allowing them to

4

build credit -- length of credit.

5

All right?

These are things we should have been doing a

6

long time ago with our kids.

7

component, types of credit, 10 percent.

8

write down three types of credit underneath that

9

heading.

Types of credit.

The (inaudible) line
We want to

We’ve got mortgage credit,

10

which is calculated differently.

11

credit and we have opening lines or revolving credit,

12

which is obviously where credit cards fall.

13

lines are revolving under types of credit.

14

(Inaudible).

15

revolving.

16

We have automobile

Open

Mortgage, automobile, open lines or

Back up to the right-hand side, amount owed.

17

Everyone write down underneath amount owed

18

utilization.

19

in only having one or two credit cards for emergency

20

purposes only.

21

really have no credit durability.

22

that means.

23

use your credit without your score tanking.

24

Let’s take an example.

25

Utilization.

Let me show the flaw

You really -- if that’s you, then you
Let’s explain what

Credit durability means the ability to

You have a credit

card for emergency purposes only and it has a limit of
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1

$5,000.

And some emergency that’s happening, now you

2

used $4,000 out of the $5,000.

3

and utilizing 80 percent of what you have access to.

4

Is this healthy or hurting your score?

5

AUDIENCE:

6

MATT DAVIS:

7

You are now leveraged

Hurting it.
Hurting it by as much as what?

Look down at the page 20, as much as what?

8

AUDIENCE:

Thirty percent.

9

MATT DAVIS:

Thirty percent.

A 30-point

10

drop if you have an 800 score -- or a 30 percent drop

11

is a 240-point drop.

12

can’t even use the $4,000 without having a volatile

13

score.

14

You have no durability.

Now, take my example.

You

Forty-one credit

15

cards and access to just shy of $1.3 million, what if

16

I spend $4,000?

17

AUDIENCE:

Nothing.

18

MATT DAVIS:

It’s not even putting a dent in

19

my utilization factor whatsoever.

20

durability with my credit.

21

can use $300,000 to $400,000 without really taking a

22

big roller coaster ride with my credit score like

23

somebody that only had one credit card would.

24

raising a ceiling, it does allow us more durability.

25

That’s the goal, to be able to use that credit.
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1
2

The final -- by the way, what would you do
right here?

Pay down the balance?

3

AUDIENCE:

Yeah.

4

MATT DAVIS:

Well, that’s the long way.

I’d

5

say make a five-minute phone call and raise the limit

6

to $20,000.

7

only leveraged 20 percent instead of 80.

8

help your score?

9

(Inaudible) the bank because now you’re

AUDIENCE:

10

Does that

Yes.

MATT DAVIS:

That helps your score.

But now

11

if I call that credit card and ask for them to raise

12

the limit, they’re going to check my credit, which

13

means I’m going to have a hard inquiry.

14

AUDIENCE:

15

MATT DAVIS:

Is this true?

Yes.
Which means my score will fall

16

by how much?

Do you recall, Richard, when he asked in

17

the middle of that conversation?

18

ish.

19

Before you’re taking it up to 30 percent penalty by

20

being leveraged by 80 percent.

21

inquiry onto your credit report and now you’re only

22

leveraging 20 percent.

23

picture, which brings us to the final component on

24

page 20.

25

of your score.

So big deal.

Three, four points-

You’re missing the bigger point.

Yes, you took a hard

You’re missing the bigger

It says, new credit.

It’s only 10 percent

But that is an aggregated 10 percent.
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1

It’s not per inquiry.

2

every inquiry you have.

3

It doesn’t fall 10 percent

So it’s a very low-bearing factor on your

4

overall credit score.

5

your utilization factor.

6

That’s where inquiries fall.

7

inquiries.

8

pull.

9
10

Okay?

What are they?

So keep that in mind.

There’s two types of
Hard inquiries and a soft

Do you guys know what this is?
When you’re checking your own credit, is

that a hard inquiry or a soft pull?

11

AUDIENCE:

12

MATT DAVIS:

13

A hard-bearing factor would be

Soft pull.
Does a soft pull influence or

impact your score in any way, shape or form?

14

AUDIENCE:

No.

15

MATT DAVIS:

Not any more.

You guys

16

remember the years when you could only pull your

17

credit report once a year without taking on penalties?

18

Who remembers that?

19

All right.

We all know that with identity

20

theft and credit card fraud, this and that, we’ve

21

quickly learned we have to pay far more frequent

22

attention to our credit reports than just once a year.

23

So that’s when soft and hard pulls came out.

24

able to monitor our own credit score as much as we

25

want without impacting the score.
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1

So this is what makes up your score.

2

most people don’t really learn this.

3

the rules of credit.

4

game without knowing all the rules.

5

(inaudible) rules.

6

AUDIENCE:

But

And these are

So we’re oftentimes playing a
We’re not

Okay, yes?
What if I’m closing out cards

7

like -- I have like three cards (inaudible) getting

8

rid of them, is that going to help or --

9

MATT DAVIS:

Let me get an exact on this.

10

If you have three cards that all have a $500 limit and

11

the one you cancel you’ve had for ten years --

12
13
14
15

AUDIENCE:

It’s going to kill

the -MATT DAVIS:

to actually shorten your length of credit component.

16

AUDIENCE:

17

MATT DAVIS:

18

You’re going to -- you’re going

Okay.
Which is another 15 percent of

your score.

19

AUDIENCE:

Wow.

20

MATT DAVIS:

So let me share -- a lot of

21

kids do this.

Watch what happens.

22

card may be $300 or $500.

23

use it and pay it off, use it and pay it off.

24

start establishing a good, you know, trust value.

25

they venture up to a new credit card.
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1

Let’s say five years later they get a

2

$10,000 credit card.

3

credit card.

4

$300 credit card because now I have a $10,000 card.

5

That shortened their length of credit by five years.

6

Don’t do that.

7

Well, they have an old $300

What do most kids do?

They cancel the

All right?

So my answer is keep them.

All right?

8

may not use them, and if you don’t use them often

9

enough they’re going to cancel them.

10

AUDIENCE:

11

MATT DAVIS:

You

Is this true?

Yes.
About every two years on cards

12

that I have, I get an e-mail saying we’re going to

13

cancel this card due to inactivity.

14

that card?

15

AUDIENCE:

16

MATT DAVIS:

What do I do with

Use it.
I go use it and pay it off

17

immediately and now it renews again for the next two

18

years.

19

much higher so that way my durability is that much

20

better.

21

I still have my first credit card after bankruptcy.

22

It was the Capital One Platinum card.

23

then eventually I got the Quicksilver card.

24

cancel the Platinum card then?

25

AUDIENCE:

So just by having them makes the ceiling that

Do you see that right there?
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1

MATT DAVIS:

No.

2

seen the Quicksilver card?

3

in your wallet?

4

the Quicksilver card.

5

All right.

Have you guys

Samuel L. Jackson, what’s

You’ve seen the ad, right?

That’s

Do you guys know -- most people don’t know

6

this.

Capital One is a stairstep company, which means

7

their Platinum, you (inaudible) it goes up to a

8

maximum of $5,000.

9

card like here and ask for $20,000, they tell them no

But when people call that credit

10

because the Platinum card only maxes out.

They will

11

not give you $20,000 with the Platinum card.

12

to go to the next step up.

The next step up is the

13

Quicksilver card, $10,000.

The next step up, Venture

14

card, $20,000.

15

is a business card, up to $200,000.

16

think I have?

You have

The next step is the Spark card, which

17

AUDIENCE:

18

MATT DAVIS:

19

listening.

20

Did I cancel it?

Which one do you

All of them.
Four of them.

You weren’t

The first one I started was the Platinum.

21

AUDIENCE:

No.

22

MATT DAVIS:

No.

I keep it because it

23

strengthens my credit by an extra 15 percent by

24

keeping that card.

25

You guys see the game here?
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1
2

right?

And (inaudible) play the game.
Now, for example, Discover is not a

3

stairstep company.

4

$5,000 or $50,000 if they give it to you.

5

card slides the scale like this instead of stairstep.

6
7

AUDIENCE:

You get one Discover card for

If you were (inaudible) the

balances, would you pay them off right away or --

8

MATT DAVIS:

9

AUDIENCE:

10

Only one

Okay.
-- (inaudible)?

MATT DAVIS:

That’s because I’m saving it

11

for a true or false quiz.

Let’s do it right now.

12

True or false.

13

true or false, if you have more credit available, your

14

credit score goes down.

Using the rules we just laid out, the

15

AUDIENCE:

16

MATT DAVIS:

True or false?

False.
False.

The key word is what?

17

Available.

18

owed improves your utilization factor by 17 percent.

19

That’s false.

20

The more that’s available versus what is

True or false, if you have $10,000 used on a

21

credit card with a $10,000 limit, and the only change

22

you make is to increase your limit to $40,000, your

23

credit score will go down?

24

AUDIENCE:

25

MATT DAVIS:
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1

inquiry, did you?

Yes?

2

AUDIENCE:

Yes.

3

MATT DAVIS:

4

ignoring the bigger improvement.

5

had a $10,000 credit card where you maxed out, you’re

6

leveraged at 100 percent.

7

fall by 30 percent if you’re maxed out 100 percent.

8

By changing the ceiling up to $40,000, you’ve

9

(inaudible) the remaining $10,000, 25 percent leverage

(Inaudible) thing, but you’re
See, before, if we

That is making your score

10

instead of 100 percent leverage, improves your score.

11

That is a false statement.

12
13

True or false, if you close all your credit
cards, your score is going to go up?

14

AUDIENCE:

False.

15

MATT DAVIS:

False.

All right.

Now, you

16

might get a temporary rise in your credit report, but

17

the long-term score is going to suffer.

18

credit builds your credit score.

19
20

All right?

True or false, the more credit you have
available, the higher your credit score?

21

AUDIENCE:

False.

22

AUDIENCE:

True.

23

AUDIENCE:

True.

24

MATT DAVIS:

25

Access to

True.

Again, the key word

is --
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1

AUDIENCE:

Available.

2

MATT DAVIS:

-- available.

3

all credit card debt is bad.

4

AUDIENCE:

5

MATT DAVIS:

6

they’re using it on, obviously.

True or false,

False.
False.

It depends on what
All right?

7

True or false, the best we can do is use it

8

and pay it off, use it and pay it off, use and pay it

9

off.

True of false?

10

AUDIENCE:

True.

11

MATT DAVIS:

Okay.

Somebody trusts you with

12

their money and you’re always good for it, John, and

13

pay them back, they begin to trust you with what?

14

AUDIENCE:

More money.

15

MATT DAVIS:

This is a game, though.

It’s

16

true that it will improve your credit score.

17

credit company sees you’re using it and paying off,

18

using it and paying off, they’re not making any

19

interest on your purchases.

20

them for a higher limit, oftentimes they’re not as

21

open to giving you higher limits because they’re not

22

making any money on you right now.

23

But the

So when you call and ask

How do you play the game?

(Inaudible).
Use it, make one

24

minimum payment so they made a little bit of interest

25

on you, and then pay them off the second month.
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1

that?

So that way they made some money instead of

2

nothing.

3

higher limits, they have made some instead of zero.

4

They’re usually more apt to give you access to higher

5

levels.

So that way when you call them and ask for

Yes?

6

AUDIENCE:

Will carrying a balance affect

7

your credit score even though you paid the minimum

8

payment?

9

MATT DAVIS:

It depends on how much you

10

utilized.

11

carrying a balance, it doesn’t affect your score

12

unless it’s really leveraging your utilization factor

13

too much.

14

(inaudible) component.

15

We’ve addressed it several times.

See that?

If I’m

That’s where we get into

Now, out of the three credit card -- or four

16

credit card brands, which one would I not suggest to

17

the real estate investor?

18

AUDIENCE:

19

MATT DAVIS:

20

have one.

American Express.
American Express.

Me, I do not

I have the three of them.

21

AUDIENCE:

Why?

22

MATT DAVIS:

But they’re not favorable when

23

it comes to those checks that I talked about.

24

places don’t accept American Express because of the

25

fees and the games that they play.
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1

doesn’t accept American Express because of those fees

2

that they have.

3

estate investing audience.

4

Plus they’re not great for the real

Out of the three remaining, Discover, Visa

5

or Mastercard, which one is very preferable to the

6

real estate investor?

7

AUDIENCE:

8

MATT DAVIS:

9

(Inaudible).
Discover.

Crazy.

They’re a

silent little (inaudible) that nobody really pays

10

attention to.

11

make available.

12

They’ve got balance transfer checks, wire checks, cash

13

advance checks, courtesy checks, convenience checks,

14

lots of types of checks.

15

Why?

The amount of checks that they

They have the most types of checks.

The one that actually -- some of those

16

checks will only charge you a one-time $199 fee, zero

17

percent interest.

18

$200 cost?

19

flipping a house.

20

the house, get $200 to use that?

21

see that right there?

22

the requirement of using that money.

23

No interest and only a one-time,

Hell, yeah, on that.

Especially if I’m

Now the money, borrowed money on

Yes?

I’m in.

How many

Access to money without
Okay?

So now we’re going to do this.

We talked

24

about the first bucket of cash.

25

over here and talk about the second bucket of cash.
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1

It is a credit-based bucket of cash.

2

do monitor your own credit with, like, Credit Karma or

3

your credit card company gives you access to your

4

credit score and this and that?

5

hands?

6

on purpose.

7

Do not lie.

How many of you

Let me see your

Come on, we’re going to do this

If you have your hand up in the air, most

8

likely you don’t know your true credit score.

9

free outfits give you what’s called your vantage

10

score.

11

FICO score.

12

Those

Banks, when they lend you money, go off your
Big difference.

All right?

So a balance appraisal is equal to using

13

Credit Karma, they think their credit score is X.

14

Then they apply for a mortgage and the mortgage

15

company looks at their FICO score.

16

their credit is very different than what they thought.

17

They’re not even looking at their true credit score.

18

So these free outfits are actually not usually giving

19

you your true credit score.

20

Yes?

21

AUDIENCE:

All of a sudden

Yeah, one more question.

Now

22

we’re talking about leveraging credit cards.

23

start into this, is it better to have those under the

24

LLC or the personal side?

25

MATT DAVIS:
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1

that I’m going to save for later.

2

you a quick, two-second answer.

3

things with your personal credit card, then shift

4

these payments to your business.

5

AUDIENCE:

6

MATT DAVIS:

I’m going to give

You can pay for

Okay.
It’s called an intercompany

7

transfer.

8

long.

9

mean the card needs to be in the business name.

It’s

10

going to be the same (inaudible) down the road.

Good

11

question about taxes.

12

later.

13

You’ll see (inaudible) that do that all day

So just because you’re using your card does not

We’re going to talk about those

All right?
So your credit score, your credit ruling has

14

changed over the years.

15

time it changed?

16

AUDIENCE:

17

MATT DAVIS:

Are you aware of the last

Yes.
Who knows the last year that

18

what makes up your credit score changed?

19

The Fair Credit Act of 2009 changed a few things.

20

many did not know that?

21

There’s some things you need to be aware of.

22

right?

23

It was 2009.
How

Let me see your hands.
All

First of all, to get your true FICO score,

24

the Fair Credit Act of 2009 says you must have

25

monitoring exchange to have access to -- in other
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1

words, you have to pay for it.

2

they’re not giving you your true score.

3

vantage score, which is different than what banks look

4

at.

5

look at when they need to pull that.

6

these monitoring places as well only give you two out

7

of the three scores.

All right?

So these free outfits,
It’s the

But your FICO score is what banks
But some of

Have you seen that?

8

AUDIENCE:

Yeah.

9

MATT DAVIS:

Well, the banks look at all

10

three, but they usually go off of the middle or the

11

bottom.

12

you’re still flying in the dark.

But without being able to see all three,

13

AUDIENCE:

14

MATT DAVIS:

Aren’t you?

Yep.
So there’s some parts of the

15

industry that still produce to the very uninformed

16

clientele, as you can see.

17

All right?

So our lenders can get you issued lines of

18

credit.

19

they’re just simply like my home equity line of

20

credit, for example.

21

these lines of credit they give you.

22

All right?

These lines of credit are --

All right?

Let’s talk about

When my little brother, Richard, applied for

23

his HELOC, did he have to actually pay for an

24

appraisal to happen as well?

25

AUDIENCE:
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1

MATT DAVIS:

They go out and appraise the

2

property, they have lending fees, this and that.

3

home equity line of credit cost him $7,000 to get.

4

Was that worth it, though?

5

AUDIENCE:

6

MATT DAVIS:

(Inaudible).
Again, trading $7,000 worth of

7

fees for access to $390,000.

8

investment, yes or no?

9

AUDIENCE:

10

His

Is that a good

Yes.

MATT DAVIS:

Yes.

But they didn’t take the

11

$7,000 out of his pocket.

12

the line, they took it out of the line of credit.

13

many see that right there.

14

lenders that we’re going to talk about in just a

15

minute.

16

before they even get you approved they need to make

17

sure you have the credit worthiness to get access to

18

their lines of credit.

19

Write this down.

20

percent interest for the first 12 months.

21

percent.

22

familiar with your spending habits (inaudible) okay?

23

They then begin to add to it.

24

$200,000, and we’ve talked about a million and two

25

million.

All right?

Once they approved him for
How

Same thing with these

They issue lines of credit, and

All right?

Up to $100,000.

These lines of credit offer zero
Zero

After the first 12 months of becoming

That’s down the road,

That’s down the road a ton.
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1

Would you agree that we’re not going to

2

trust you with two million bucks until we at least

3

trust you with $100,000.

4

AUDIENCE:

5

MATT DAVIS:

Is that right?

Mm-hmm.
This is where we start.

6

need to start is the point.

7

fees?

8

accept their terms, just because you’re going to look

9

at this and see if we can get you approved does not

Yes, they do.

All right?

We

Do they have

If they get you approved and you

10

mean you’re spending the money.

11

fee, like I said, is $3,500 to get you access to the

12

$100,000 line of credit.

13

take that out of your pocket or take it out of the

14

lines of credit?

15

take it out of the line of credit.

16

Okay.

All right?

$3,500.

Their

Are they going to

Once you’re up and running, they’ll

My HELOC cost me $11,000 to

17

establish.

18

it’s worth it.

19

on my home equity line of credit, I would do that all

20

day long.

21

But it is more than what Richard had.

But

$11,000 to access just shy of $800,000

Okay?
So now let’s talk about this line of credit.

22

There are going to be three steps.

23

do you think you’ll go forward with your true credit

24

score a week ago from your bank?

25

off one monitoring agency.
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1

CreditNav, that is N as in Nancy, A as in apple, V as

2

in victor, CreditNav.com.

3

monitoring company.

4

CreditNav is a credit

You guys know that most of these monitoring

5

companies do charge fees.

6

Credit Karma.

7

your true score, monitoring (inaudible).

8

pay for it.

9
10

I’m not talking about

That’s not your true score.

To get

You have to

All right?

You guys know that freecreditreport.com is
not really free.

Is that right?

11

AUDIENCE:

Mm-hmm.

12

MATT DAVIS:

It’s free for 30 days, and then

13

it charges you $29 a month.

14

charges you $1 so monetary exchange has technically

15

happened.

16

their services.

17

have this.

18

All right?

This company

They will give you seven days trial of
Write this down.

Everyone needs to

One dollar, seven-day trial.

If you keep it

19

longer than seven days, they will charge you just like

20

everyone else does, $29.95 per month.

21

month.

22

whole thrust of this part of the presentation is to

23

not get you hooked up with $29.95 a month.

24

of this is to get you to spend $1 so we can actually

25

submit your information, and by the end of today we

About $30 a

The reason I am telling you about this, the
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1

will know if we can approve you or you’re not approved

2

for our up to $100,000 line of credit.

3

spend a dollar.

4

a dollar to get access to $100,000?

5

Okay?

You’ve got to

How many of you are willing to spend

Write this down.

6

pull on your credit report.

7

is?

That’s the point.

This will be a soft

You guys know what that

A soft pull, does that impact your credit score?

8

AUDIENCE:

No.

9

MATT DAVIS:

Not in any way, shape or form.

10

You’re not getting an inquiry on your credit report by

11

doing this.

12

look at it, and then once it’s seen we can issue lines

13

of credit.

14

credit in a credit-based lending instrument without

15

seeing what your credit scores are.

16

The intent is to get it so we can take a

Nobody is going to issue you lines of

Okay?

So there’s going to be a three-step process.

17

And we’re going to do this right now.

18

Those of you that work out of your phone can do it

19

with me as I go, fine.

20

the step process, I’ll then give you a handout that

21

shows you in writing what I’m telling you verbally.

22

All right?

23

All right?

(Inaudible) once I tell you

We’re going to go to CreditNav.com.

24

going to go there right now and just start.

25

ask you -- this will be three steps.
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1

will ask you who are you.

It will ask you to prove

2

it.

3

questions like, did you ever make mortgage payments to

4

this company or that company?

5

AUDIENCE:

6

MATT DAVIS:

How many of you have seen some of these security

You seen those?

Yes.
Sometimes it will ask you for a

7

security text and they will send you a text that will

8

then give them your information.

9

your home phone number and then expect a text to be

Do not give them

10

sent to your cell phone number.

11

obvious, but sometimes we’ve had students not put two

12

and two together with this.

13

phone number, give them your cell phone number because

14

the security check they might go through is we’ll send

15

you a text to give you a verification code.

16

can get further into the application process.

17
18

AUDIENCE:

So when you give them a

Then you
Yes?

How do you cancel this

(inaudible)?

19
20

I know these are

MATT DAVIS:

I’m going to give you -- I’m

going to give you in writing how you cancel it.

21

AUDIENCE:

Okay.

22

MATT DAVIS:

Okay?

In just a minute.

So

23

first step, who are you, identify who you are and

24

prove it.

25

this right now on your phones, fine, but a quick pause

The second step, those of you who doing
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1

because I’m going to give you a trial code that allows

2

you to get the seven-day trial, all right, for only a

3

dollar.

4

trial.

5

and then the numbers 598.

Trial is the word in all capped letters,
Write it down.

6

T-r-i-a-l, all capitalized,
TRIAL598, no spaces.

It will then ask you to set a password.

7

Okay?

8

the phones because now some of you are doing this on

9

your phone and you’re not listening.

10

You guys, I may have gotten (inaudible) grabbed

put a pause on the phone.

11

Okay?

Please

All right?

Password is the word password, capital P,

12

rest of it is lower case.

13

case a-s-s-w-o-r-d, and then the number one.

14

Password1, all lower case except for the first letter.

15

All right?

16

Capital P, and then lower

Later on -- now, Password1 is what you need

17

to make the password.

Once it’s Monday or Tuesday of

18

next week, you can then change it and obviously if you

19

want to keep the services, you’re going to want to do

20

that.

21

password is because this information will then be

22

revealed to your consultant.

23

even going to look at your credit score.

24

only see -- I’m sorry, they don’t look at your credit

25

report.

The reason I don’t want to go and use the same

You know, they’re not
They can

They can’t see your credit report.
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1

can only see what your credit scores are.

2

Those credit scores are what are used to

3

issue you lines of credit without them getting access

4

to your full credit report, just so you know.

5

will eventually have access to your full credit report

6

if you want to continue to use them.

7

capital P, the rest is lower case.

8
9

You

So Password1,

It will then ask you to spend a dollar.
That’s the third step.

Visa or Mastercard.

They do

10

not accept American Express or Discover, credit or

11

debit cards.

12

give you three -- all three FICO scores.

13

your true credit scores, the ones the banks look at.

14

So there’s two ingredients.

15

know what your true FICO score is.

16

Credit Karma, you don’t know what it is, whether this

17

is money or business.

18

this, first is to identify where you are mainly on a

19

credit level, number two, is to issue you lines of

20

credit.

21

by the end of today.

22

then begin to get you access to obviously a lot more

23

money than you have access right now.

24

whole goal of this weekend, is to end in a better

25

position than we were starting.

Spend $1, and once you do they will then
These are

Number one, you need to
If they’re using

The second reason we’re doing

If you’re approved, you’ll know that, okay,
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1

So pick up your phones and continue with

2

this.

But now you have a handout.

Please take one

3

and pass it out.

4

writing what I just said.

5

process.

6

here with your spouse and both of you have good

7

credit, then both of you need to apply because you can

8

get approved for $100,000 and your spouse, too.

9

That’s $200,000 right there.

It gives you this in black and white
CreditNav.com, start the

We’re going to do this right now.

All right?

If you’re

So it only

10

costs you $1 and it’s a soft pull.

11

that everyone shouldn’t actually just try this to see

12

if we can get you approved for more money.

13
14

There’s no reason

Jenn (inaudible) that computer right back
there in the back of the room?

15

(Pause.)

16

MATT DAVIS:

Now, if you’re -- if you have

17

the spaces anywhere in your answer, the box is going

18

to turn red.

19

recognized as characters.

You can’t use spaces.

Keep it tight.

20

AUDIENCE:

21

your phone number (inaudible).

22

MATT DAVIS:

23
24
25

Those are

I have a question.

(Inaudible)

Put it in with no spaces.

I’ll

be right there.
AUDIENCE:

Is there anything else they look

at when (inaudible)?
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1
2

MATT DAVIS:
appraisals.

3

AUDIENCE:

4

MATT DAVIS:

5

credit.

No.

AUDIENCE:

7

MATT DAVIS:

AUDIENCE:

10

Yes.

Let me (inaudible).

Yeah, this is not asking for

No, no.

MATT DAVIS:

What we’re doing is using -- if

you have a decent score, that is the --

12

AUDIENCE:

13

MATT DAVIS:

14

This is an unsecured line of

collateral.

9

11

I’m saying that (inaudible).

It’s just like a credit card.

6

8

We’ll have to pull the

(inaudible).

(Inaudible).
-- trust that you have on your

It’s not (inaudible).

15

AUDIENCE:

(Inaudible).

16

MATT DAVIS:

17

Just click on the (inaudible).

That’s for the full website.

18

(Chatter while music playing.)

19

MATT DAVIS:

If you’re having technical

20

difficulties, then raise your hand.

21

consultants kind of come out and help out a little

22

bit.

23

you have a space in one of your -- in one of your

24

answers.

25

Okay?

I’ll have the

Usually the technical difficulties means

(Chatter.)
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1

UNIDENTIFIED MALE:

2

UNIDENTIFIED FEMALE:

3

(Inaudible) desert?

feature --

4

UNIDENTIFIED MALE:

5

UNIDENTIFIED FEMALE:

6

funny.

Oh, yeah.
Yeah, it was.

It was

That’s funny.

7

UNIDENTIFIED MALE:

8

UNIDENTIFIED FEMALE:

9

(Inaudible), oh,

(Inaudible).
Let me see how to get

back to it.

10

UNIDENTIFIED MALE:

(Inaudible).

11

UNIDENTIFIED FEMALE:

Yeah.

I’m getting

12

that or (inaudible) these are the places that were

13

near here according to their website.

14

UNIDENTIFIED MALE:

15

Oh, okay.

how long (inaudible)?

16

UNIDENTIFIED FEMALE:

17

UNIDENTIFIED MALE:

18

UNIDENTIFIED FEMALE:

19

UNIDENTIFIED MALE:

20

UNIDENTIFIED FEMALE:

21

(Inaudible) County.

22

away.

Okay.

Yeah.
Thanks.
So (inaudible).

I mean, they’re not that far

UNIDENTIFIED MALE:

24

UNIDENTIFIED FEMALE:
him.

He said (inaudible).

Oh, yeah?

23

25

Do you know

Okay.
That’s according to

Let me go to Google.
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1
2

UNIDENTIFIED MALE:

Okay.

That’s a cool case that you have, by the way.

3

UNIDENTIFIED FEMALE:

4

UNIDENTIFIED MALE:

5

(Inaudible).

I just bought it.

(Inaudible) nice.

it’s going to protect your screen for sure.

6

UNIDENTIFIED FEMALE:

7

(Chatter and music playing.)

8

UNIDENTIFIED MALE:

9

Yeah.

I would say if it’s an

hour and a half, maybe that’s (inaudible) find

10

something nearby that’s more of a sit-down

11

(inaudible).

12

UNIDENTIFIED FEMALE:

13

UNIDENTIFIED MALE:

14

UNIDENTIFIED FEMALE:

15

than normal.

16

now?

18

UNIDENTIFIED FEMALE:

19

UNIDENTIFIED MALE:

21
22
23
24
25

(Inaudible) better

How long did he say the break is right

UNIDENTIFIED MALE:

yeah.

(Inaudible).

Oh, yeah.

17

20

Well,

Oh -Or is there a break?

It’s kind of a break,

So, I mean, I think (inaudible).
UNIDENTIFIED FEMALE:

Okay, so here we go.

Google --

UNIDENTIFIED MALE:
(inaudible).

No, I’m (inaudible).

Of course it’s

It finally gave out.

UNIDENTIFIED FEMALE:
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1
2

UNIDENTIFIED MALE:
I’ll just start over.

Yeah.

And it charged (inaudible).

3

UNIDENTIFIED FEMALE:

4

UNIDENTIFIED MALE:

5

Oh, yeah.

UNIDENTIFIED FEMALE:

It’s actually

Oh, okay.

Okay, a

(inaudible) stopped to ask him a question.

8
9

You have a charger?

plugged in and charging right now.

6
7

That’s okay.

MATT DAVIS:

Once you are done with this and

you see what your credit scores are, write them down

10

so you have record of them.

11

see that your actual credit scores may be even higher

12

than what you thought that your credit score was.

13

That’s always fun.

14

Some of you are going to

But on the contrary, sometimes your credit

15

score is not what you thought it was.

16

the last audiences I was presenting to, a gentleman

17

found out there were two credit cards issued in his

18

name that he had never heard of.

19

victim to some sort of credit card fraud.

20

credit cards out there in the world that somebody else

21

got in his name and was using them.

22

knows.

23

he’s minding his business?

24
25

In fact, one of

So obviously he fell
There’s two

Well, now he

But should he have known in the first place if
I would say yes.

So part of this is for awareness purposes.
The other is to begin to get you access to money.
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1

Okay?

Okay, what’s the password?

2

UNIDENTIFIED MALE:

3

MATT DAVIS:

4

(Chatter.)

5

UNIDENTIFIED FEMALE:

6

(Inaudible).

The password (inaudible).

It looks like there’s

some over at (inaudible).

7
8

You (inaudible).

UNIDENTIFIED MALE:

I can tell that it’s

raining outside.

9

UNIDENTIFIED FEMALE:

Yeah, it was pouring

10

down when I walked to the ladies room.

11

yikes.

12
13

UNIDENTIFIED MALE:

Yep.

I was like,

Nope.

I have no

idea where everyone intends to walk (inaudible).

14

UNIDENTIFIED FEMALE:

15

MATT DAVIS:

Yeah.

When you submit your

16

information and you’re done, you see the access code.

17

Don’t cancel it yet.

18

the page we just gave you.

19

cancel it now, we can’t get you the lines of credit.

20

So let it hang for the next two or three days while

21

we’re in session, and then by Tuesday or Wednesday of

22

next week, then go through the process of cancelling

23

this.

24

monthly.

25

dollars and get you lines of credit and then you can

I know it says how to cancel on
But if you’ll -- if you

Because, again, the thrust of this is not the
The thrust of this is just to pay the
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1

cancel it.

2

Okay?

The (inaudible) done, yes?

Once you are done with the process, though,

3

I’m going to ask that you please put your phone away

4

because I don’t know if you’ve now switched your

5

Instagram or Facebook and now just surfing on social

6

media.

7

the phone back away.

All right?

8
9

You’re (inaudible).

UNIDENTIFIED MALE:

I’ll tell you a story

about that later.

10
11

So once you’re done with this, put

UNIDENTIFIED FEMALE:
e-mails.

I didn’t even check my

(Inaudible).

12

(Pause.)

13

MATT DAVIS:

Now, sometimes, depending on

14

the version of the browser that we’re using, it might

15

go more smooth for your neighbor than it is for you

16

because I found it interesting when we sometimes deal

17

with technology that is not working exactly the way we

18

think it should, we just throw it out the window.

19

Okay?

20

-- give me one sec.

21

bit of a workaround.

22

have to, do it at the business center here in the

23

hotel later on tonight, fine.

24

browser is not working the way it should.

25

(inaudible) to get over $100,000, in my opinion, is

I’ll throw it out the window, all right?
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1

not a bad thing.

2

going to just land on that always easy.

3

(inaudible) and figure it out.

4

All right?

Not many of you are
Let’s

All right?

Once you’re done with this, I have a

5

(inaudible).

6

credit are being submitted and within the next couple

7

of hours, you’ll be able to hear from your consultant,

8

okay, whether or not we approved you or not.

9

(Inaudible).

Okay.

As these lines of

So if you’re approved, great.

Now, you

10

know, they’ll be able to tell you what you’re approved

11

for.

12

struggling credit, might only get $40,000 to $50,000.

13

Well, that’s more than you had there before.

14

you might get up to $80,000 to $100,000.

15

might get approved for more than that as well.

16

Some of you might -- because you’ve got some

Some of

Some of you

So these lines of credit just allow us to

17

start doing more deals.

18

get access to money on the sidelines without the

19

requirement of using it.

20

everyone sounds like, yeah, that’s great.

21

we’re doing it and it requires effort and I’m starting

22

to hear grumbling.

23

means I have to go apply for it at a bank.

24

do, if you’re going to get access to nearly $400,000.

25

Yeah, you do.

Well, in the beginning

Sounds like Richard.

Okay.
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1

go pretty far.

2

During lunch, here’s the lunchtime exercise.

3

If you start applying for a bunch of credit cards

4

during lunch, you’re going to mess up what we are

5

doing with you right now with CreditNav.

6

make sense?

7

AUDIENCE:

8

MATT DAVIS:

9

Does that

Mm-hmm.
If you have a ton of inquiries

on your credit report, that begins to cause people to

10

be leery to give you access to more.

All right?

11

am going to hold you to one, though.

One credit card.

12

The goal during lunch is to take a credit card to a

13

higher limit, lower your interest rate, and ask for

14

the annual fee to be waived.

15

that card, you’re not going to call that credit card

16

because normally they make you wait at least six

17

months before you can revisit the account and get a

18

higher limit.

19

credit card with a separate company.

20

So I

If you just barely got

So that person may go ask for a new
All right?

Now, if you apply for a credit card to have

21

the limit raised or it’s a brand new card, will you be

22

taking on a hard inquiry on your credit report?

23

or no?

24

AUDIENCE:

25

MATT DAVIS:
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1

by virtue of establishing access to more money, that’s

2

raising the ceiling.

3

is much better, or at least better than it was.

4

your utilization factor is going to be better as well.

5

So, therefore, your durability

So here’s a rule of thumb.

And

When you call a

6

credit card company and ask them for a higher limit,

7

they’re going to ask you some questions.

8

right?

9

AUDIENCE:

10

Is this

Mm-hmm.

MATT DAVIS:

I need everyone to write this

11

down.

When you have the right answers, you get the

12

right results.

13

asking a company for access to more money.

14

agree they want to hear lower risk answers?

Keep in mind, you are calling and

15

AUDIENCE:

16

MATT DAVIS:

17

Would you

Yes.
So if you ask for a higher

limit, first of all, how much did you ask for?

18

UNIDENTIFIED MALE:

19

MATT DAVIS:

Fifty thousand.

So when they -- if you have a

20

$5,000 credit card and you ask for $50,000, I would

21

say that’s too much of a stretch.

22

though.

23

All right.

24

line of credit is less than $10,000, you are going to

25

try to quadruple that account.

All right.

Good question,

But you went too high, don’t you?

The rule of thumb is this:

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

The existing

In other words, if

EX 8, p. 239

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 241 of 435
240
1

you’re at $5,000, you’re going to ask for $20,000.

2

It’s four times what it is.

3

It used to be you would at least be able to

4

manipulate this situation a little bit.

5

ask, can I get a higher limit on my credit card today?

6

And they’d ask, what did you have in mind?

7

used to be able to say, well, how high I can get it?

8

AUDIENCE:

9

MATT DAVIS:

You would

And you

Yeah.
And they will tell you, you

10

know, they definitely -- they make you name a number.

11

You can try to quadruple it if it’s currently less

12

than five times, or $10,000.

13

$10,000 right now, you are going to try to triple what

14

it is today.

15

If it’s more than

So if you’re at a level, you’re going to try

16

and go up to 33.

You may not get 33.

17

you 28.

18

they’re not giving it.

19

consolation prize a little bit less.

20

Everyone understand that?

They may give

A lot of you agree the charge is too high and

21

AUDIENCE:

22

MATT DAVIS:

So they give you kind of the

Mm-hmm.
Try to quadruple it if it’s

23

less than $10,000.

24

triple it.

If it’s more than that, try to

25

this raise of limit for?

All right?
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1

right now, I’m going to go flip houses and give back

2

the money.

3

you?

What do you think they’re going to say to

4

UNIDENTIFIED MALE:

5

MATT DAVIS:

6

That for me is risk.

But if

you say home improvements, is that a low-risk answer?

7

AUDIENCE:

8

MATT DAVIS:

9

No.

it down.

Yes.
That’s the right answer.

Home improvements.

Write

You can improve the home

10

in which you live.

Is that technically what we’re

11

going to be doing when we’re flipping houses,

12

improving homes?

13

AUDIENCE:

Yes, yes.

14

MATT DAVIS:

That’s a low-risk answer.

I’ve

15

played this game long enough to know what the answers

16

need to be.

17

you say?

18

However, most people don’t know that this changed in

19

2009 as well.

20

credit, mortgage credit, automobile credit, open lines

21

of credit, the amount that you now have to prove your

22

income varies depending on the type of credit you’re

23

asking for.

24

prove your income, yes or no?

25

AUDIENCE:

When they ask for annual income, what do

The truth.

Tell them your annual income.

You see, when it comes to the types of

On a mortgage request, do you have to
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1

MATT DAVIS:

When you’re applying for an

2

automobile loan, do you have to prove your income as

3

much as you have to on a mortgage contract?

4

AUDIENCE:

No.

5

MATT DAVIS:

No.

You’re still able to go

6

off stated income.

The third type of credit is open

7

lines or revolving credit, which is a credit card.

8

You’re legally able to -- listen, the quote,

9

reasonably estimate the next 12 months of income when

10

you’re answering that question on a credit card or

11

open line or revolving line of credit.

12
13

Should you reasonably estimate in your
favor?

14

AUDIENCE:

Yes.

15

MATT DAVIS:

So here’s the answer when they

16

ask you if you’re employed.

17

you do not say I’m unemployed.

18

employed.

19

a lender that you’re asking for money, I am

20

unemployed.

Is that right?

21

(Laughter.)

22

MATT DAVIS:

And if you’re unemployed,
You say I am self-

You’re never going to tell

They’re going to roll their

23

eyes.

I don’t know why some of this stuff isn’t

24

obvious to some students.

25

employed.

Right?

You’re self-

If they ask you what’s your field of work,
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1

you say real estate.

If they say how long have you

2

been in the field, you can technically go back to the

3

month that you bought your very first home.

4

an investment, yes or no?

5

AUDIENCE:

6

MATT DAVIS:

Was that

Yes.
That’s how long you’ve been in

7

real estate.

You’re coming up with the right answers.

8

So reasonably estimate.

9

this.

Don’t blow smoke, and I mean

Once you guys are up and running, how many

10

believe that one flip per quarter is doable?

11

believes that’s possible?

12

was my (inaudible) on a flip, if I’m not making at

13

least how much on a flip?

14

AUDIENCE:

15

MATT DAVIS:

Who

Can I see your hands?

What

Thirty.
Thirty grand, then it’s not

16

worth my time.

And I’ll show you that tomorrow.

17

right?

18

reasonably estimating your next 12 months of income?

19

Keep it at that.

Obviously that’s $120,000 a year.

All

Is that

20

I found -- and you guys can guess I make

21

more than $200,000 a year, but when I’m asked that

22

question on a credit card request, I say $200,000 a

23

year.

24

in other words, they’re going to make you provide tax

25

returns and get meticulous.

It’s below the threshold of if you go too high,
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1

at the end of this phone.

2

I found $200,000 is low enough to say, okay,

3

I don’t want to necessarily have to go through a

4

cumbersome process, but it’s high enough to say I make

5

money, I can pay my bills on time.

6

spot.

7

$200,000, whatever it is that’s right for you, fine.

8

But you’re reasonably estimating your next 12 months

9

of income.

It’s that sweet

You decide anywhere between $120,000 to

10

All right?

The only person that is off the hook for

11

this assignment during lunch is if somebody is in the

12

middle of applying for a mortgage and you’ve already

13

been preapproved.

14

of credit, you’re going to mess up your mortgage

15

qualification.

16

If you go and ask for higher lines

All right?

Don’t do that.

However, you’re not off the hook for the

17

exercise.

If you’re in the middle of a mortgage

18

request and you’ve already been preapproved, you’re

19

out looking for homes, you’re going to call a hard

20

money lender during lunch.

21

your credit, but a credit card company would.

22

you’re going to begin to explore local hard money

23

lenders.

24

an appointment with them.

25

line up your appointment, go start to meet with local

They’re not going to check
And

If they’re a jerk on the phone, don’t make
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1

lenders.

2

The goal during lunch is to get access to

3

more money than you have before lunch started.

4

many are willing to try this?

5

All right.

6

right.

How

Let me see your hands.

Willing to try it?

Most of you are.

All

Sir, are you willing to try this?

7

UNIDENTIFIED MALE:

8

MATT DAVIS:

9

UNIDENTIFIED MALE:

I’ve been doing it.

10

MATT DAVIS:

So you came to class

11

already knowing how to do this.

12

willing to do it again?

13
14

I already did.

Already did.

Okay.

UNIDENTIFIED MALE:

When?

Good.

Are you

I want access to your

money.

15

MATT DAVIS:

You already have access to the

16

transactional funds.

17

will not fund 100 percent of your purchase price.

18

many of you (inaudible) we do?

19

think you have access to enough money.

20

to get access to more.

21

already give me excuses and funny responses, guess

22

what, that’s not going to get you access to more

23

money.

24
25

That’s not enough.

See?

Because we
How

I’m glad you
I’m asking you

If you’re going to actually

UNIDENTIFIED MALE:

I got a number in my

phone right now to call.
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1
2

MATT DAVIS:

Then I would ask you what would

you do during lunch?

3

UNIDENTIFIED MALE:

4

MATT DAVIS:

5

UNIDENTIFIED MALE:

6

MATT DAVIS:

7

UNIDENTIFIED MALE:

8

California.

9

I’ll talk to Sidney.

Who?
Sidney.

Sidney.
Yeah.

They’re out in

They’re a hard money --

MATT DAVIS:

Okay.

10

UNIDENTIFIED MALE:

11

MATT DAVIS:

Private (inaudible).

So it sounds like you are

12

willing to do this, but just aren’t willing to raise

13

your hand.

14

UNIDENTIFIED MALE:

15

MATT DAVIS:

(Inaudible).

I’m asking if you’re willing to

16

try it.

17

you accountable if you tell me you’re not going to do

18

this.

19

going to do this?

20

end of lunch and ask did you do it.

21

guys, as you can see, I’m going to get your results.

22

I didn’t come to be your friend.

23

help you get better results.

24
25

Because, guess what, I’m not going to hold

I can’t.

I’m going to tell people they’re
I’m going to follow up again at the
All right?

You

I’m here to actually

During this break, these are the
(inaudible).

All right?
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1

to 3:00.

2

you a script, I’m going to (inaudible) your

3

consultant, you’ll be given a name tag, put it over

4

the top of the other one.

5

with it.

6

Before you go to lunch, we’re going to hand

All right?

It has a number associated

(Inaudible).

But group number one is going to come up

7

here and meet with Chad in the corner.

8

to come meet with him before you actually go to lunch.

9

Group number two, you’re going to be right up here
All right?

You’re going

10

with Bryce.

Group number three, all

11

right, is with Anders right back here in the corner.

12

All right?

13

number four is with Jeff right in the middle of the

14

back of the room.

15

back in the corner.

16

starting after lunch?

Kind of next to the coffee station.

Group

And group number five is with Lisa
All right?

17

AUDIENCE:

18

MATT DAVIS:

What time are we

Three.
Three o’clock.

19

All right?

20

stuff.

21

that’s important to keep safe.

22

session (inaudible).

23

(Chatter.)

24

UNIDENTIFIED MALE:

25

phone’s charging these days.

Be on time.

Don’t worry about gathering up all your

Pick up your personal stuff.
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1

name.

If you can’t remember it, I don’t care.

It’s

2

Flanders without the F-L, Anderson without the on,

3

it’s Anders.

Okay?

4

UNIDENTIFIED FEMALE:

5

ANDERS:

Anders.

I’m big on remembering names.

My

6

mentor, New York City guy, if you hang out with him in

7

New York, it’s mind-blowing how many people know him

8

and he knows their names, first-name basis.

9

big on it.

10

business.

11

most people make in their lifetime and you’re dealing

12

with where people live if you’re a landlord.

13

own property, that’s where people’s lives take place

14

and you should know them on a personal basis.

15

He was

Like in real estate, it’s a people
You’re dealing with the largest investment

If you

Even properties I own in very rough areas in

16

America, in Detroit, in Youngstown, parts of

17

Birmingham, Alabama, North Birmingham, North

18

Minneapolis, those people love me because I’m the best

19

landlord they’ve ever had.

20

fix it.

21

And if something breaks, I

This business is a people business.

Okay?

Now that that spiel is done, just a little

22

bit about me.

I do fix-and-flips primarily in my

23

local area, and I do single-family home rentals in the

24

Midwest primarily.

25

been the main areas I work in.
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1

just like Matt taught you on that first example, cash

2

flow.

3

not appreciate like properties in Las Vegas and Salt

4

Lake City, which is where I live, but they cash flow.

5

I can buy a house for $25,000, $30,000 and rent it for

6

$750, $800 a month.

7

too.

8

unless you ask about me.

9

focused on you.

10

Cash flow is better there.

Those properties do

So I do a lot of Section 8 stuff,

Anyways, that’s about all I’ll tell you about me
The rest of the weekend is

Here’s how I do the weekend.

Tomorrow, I’ll

11

do a consultation with you.

12

me finding out where you’re at right now and where

13

you’re trying to go.

14

are your resources you’re working with?

15

to know not just financial stuff, but, like, what’s

16

your day-to-day life like.

17

under the age of six, like, God bless you, and I need

18

to know that because that probably limits what you can

19

do in the evenings.

20

aging, elderly parents, stuff like that, I’ve got to

21

know about it.

22

Consultation one is about

What are you trying to do?

Right?

What

I also want

If you’ve got five kids

If you’re taking care of

The other thing is I’m not going to chase

23

you around this weekend.

24

school and, you know what I mean, you don’t need my

25

help, sweet, I’ll sit back here especially if I’ve got
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1

college football tomorrow, NFL, that’s more time I can

2

watch that stuff and not talk to you.

3

wonderful.

4

And that’s

If you’re eager to learn something this

5

weekend and you’re, you know, willing to push

6

yourself, then I’ll be right there with you.

7

meet you every step of the way.

8

enthusiasm as you go.

9

that needs a lot of grease, I will match you right

10
11

I’ll

I’ll match your

If you’re the squeaky wheel

there, too, and be with you.
Here’s the thing:

Okay?
I need to know as much as

12

I can about you.

13

like, I’m not going to share this information with

14

anyone else.

15

out you can give to me and we’ll go over it.

16

So our consultation, just be --

The financial worksheet that you filled

Now, aside from the credit stuff, okay, if

17

you know your score is in good standing, you have

18

multiple cards in good standing, go ahead and call one

19

of them at this lunch break and see if they’ll give

20

you a limit increase.

21

you carried it maxed out for nine months, they’re not

22

going to give you an increase because they haven’t

23

seen that you can pay down what you owe already.

24

Don’t bother calling.

25

If you’ve been maxed out and

If you filled out that CreditNav
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1

information, I’m going to be able to see kind of where

2

your credit is at and I will give you advice in our

3

consultation based on that that’s more specific.

4

don’t want you -- even if you do have good credit and

5

you know it’s good credit, I don’t want you going and

6

calling on 12 different cards to get increases.

7

until we look and see where you’re at and then we’ll

8

go from there.

9

So I

Wait

Okay?

So if you’ve got a card in good standing,

10

call on one card.

If you don’t, if you know you can’t

11

apply for a limit increase through your credit card

12

company, then I don’t want you applying for anything

13

new.

14

area.

15

this area?

But maybe call some hard money lenders in the
It’s good -- who has used hard money lenders in
Has anyone?

16

(No response.)

17

ANDERS:

Okay.

There’s a lot of them.

And

18

they have somewhat competitive rates.

19

idea for you to start figuring out what they offer,

20

especially because you’re going to have access to the

21

money that these guys told you at the first meeting.

22

We’ll go over that here, too.

23

access to that money, it’s a good idea to start

24

seeing, you know, how ours compares with theirs.

25

don’t do points up front, which is probably the
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1

biggest bonus.

2

based on your credit.

3

Okay.

4

collateral on those deals.

5

Interest only.

That stuff is not

Do you understand that?

Those are based on houses.

The houses are The

The reason you want credit, so, like, if I’m

6

doing a rehab and -- I’m an Ikea expert.

I use -- I

7

do small square footage houses a lot of The time, like

8

1,000 square feet.

9

feet into 2,000 by using good design, a lot of

And so I will turn 1,000 square

10

Scandinavian style stuff.

11

way to live, but it makes it a very affordable house.

12

I add value per square foot doing it that way.

13

And it’s not my favorite

If I’m going to Ikea and I’m going to spend

14

$30,000 on kitchen, closets, The whole nine, I have

15

$250,000 in credit.

16

has almost no impact on my score.

17

rewards from that credit card, if I carry it for,

18

let’s say, three months, maybe I can carry it at zero

19

percent because it’s a newer card or I got a

20

promotional offer, and then when I sell The house I

21

pay that card back off, I used no money out of pocket.

22

I carried it at 0 percent and I cashed in The rewards.

23

And because I have way more credit than I’m using, it

24

had no negative impact on my score whatsoever.

25

If I put $30,000 on that card, it

That’s The idea here.
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1

you a while to grow your credit to that level.

2

The best time to plant a tree --

3

UNIDENTIFIED FEMALE:

4

ANDERS:

5

UNIDENTIFIED FEMALE:

6

ANDERS:

7

But

Is now.

Twenty years ago.

(Inaudible).

Twenty years.
When’s The second

best time?

8

AUDIENCE:

9

ANDERS:

Now.

Today.

All right.

So start

10

growing it now, no matter where you’re at.

11

credit is in The 500s, let’s start improving that so

12

that one day you can use credit to do that.

13

have no credit and you know you have no credit, then

14

I’ll find you strategies that work with no credit.

15

We’ll have you do strategies like that.

16

If your

If you

There’s three things you’ve got to use in a

17

real estate deal.

18

to use one of those three things.

19

on what resource you have, that’s what action plan

20

I’ll give you.

21

with an action plan for you.

22

Time, credit or cash.
Okay?

You’ve got
So depending

Now, Sunday, that’s when I come up
All right?

Your action plan is 100 percent based on

23

what I know you can do, what you’re capable of, and

24

making sure -- The whole point is that when you leave

25

here, your chances of actually following through with
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1

this are way better if you know what you’re going to

2

be doing one week from now, two weeks from now, three

3

weeks from now, rather than if you leave here and this

4

stuff just goes, you know, in The junk drawer or

5

whatever.

6

Capeche?

All right.

7

I’ll see you back here.

8

around and let me know.

9
10

Go get some food and

If you have questions, stick

UNIDENTIFIED MALE:

I need to do my personal

work assignment, which is look for restaurants.

11

(Lunch break.)

12

MATT DAVIS:

(Inaudible) raise your hands.

13

That’s a yes.

And did you all know exactly what

14

(inaudible) that’s a yes, congratulations.

15

(inaudible) yeses.

16

more -- or $500 or more?

17

than you had access to before?

18

AUDIENCE:

19

MATT DAVIS:

Tell us

How many of you at least raised
Can I see your hands?

More

Oh, yeah.
Okay.

I got a whole lot of

20

people that said, yes, I tried this but only two of

21

you got results.

22

see your hands?

23

Okay.

24

AUDIENCE:

25

MATT DAVIS:
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1

Got another hand over here?

Yes, please.

2

AUDIENCE:

Five.

3

MATT DAVIS:

4

Who else?

(Inaudible)?

5

AUDIENCE:

4,800.

6

MATT DAVIS:

7

AUDIENCE:

8

MATT DAVIS:

9

Anybody else?

4,800?

Congratulations.

Good job.

9,000.

10

AUDIENCE:

11

MATT DAVIS:

12

Five grand?

Nine grand?

(Inaudible).
Who didn’t try?

Don’t even

want to admit that, right?

13

(Laughter.)

14

MATT DAVIS:

(Inaudible) in here (inaudible)

15

right?

16

who’s willing to try this, and everyone raised their

17

hand.

18

try it, I would ask that you reevaluate why you come.

19

If you’re not even willing to try The things I’m

20

asking you to do, then when I ask you to do things

21

tomorrow that were predicated upon today’s activities,

22

you’re not even going to be able to do tomorrow’s

23

activities because you didn’t do them today.

24

right?

25

So if you didn’t but you -- I already asked

Let’s come back.

Who tried it?

If you didn’t

All

I hope that you guys are serious about being
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1

here.

2

necessarily mean you’re going to get any results this

3

weekend at all.

4

to do certain things.

5

company that’s sending you an invitation in The

6

mailbox to please give us a phone call, if you’re not

7

even willing to do that, I would probably say you’re

8

probably not willing to make low-ball offers

9

(inaudible) deals.

10

Just because you spent 2 grand does not

All right?

You’ve got to be willing

And I would say a credit card

You guys realize you’re going to hear a

11

whole lot of no’s in this business?

12

that?

13

you get one yes.

Are you aware of

How many no’s do you think you’ll hear until
Do you know what The numbers are?

14

AUDIENCE:

(Inaudible).

15

MATT DAVIS:
Okay, 24 to 2.

About twelve to one.

Twelve to

16

one.

My ratio I would say 25 offers,

17

two will tell you yes.

18

because you’re going to land any one of those deals,

19

you’re going to land two deals.

20

rejection?

21

see.

22

card company and got a no and you’re not going to be

23

able to call a credit card company again.

Who can’t?

If I were to (inaudible)

Can you handle The

Raise your hands.

Okay, we’ll

Some of you have made a phone call to a credit

24

(Laughter.)

25

MATT DAVIS:

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

Afraid to answer my questions

EX 8, p. 257

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 259 of 435
258
1

all day.

2

thick skin.

3

(inaudible) yeses, though.

4

spaghetti against The wall theory is true.

5

business has numbers.

6

(inaudible) eventually leads to results.

7

All right, guess what, you better develop
This is a business about getting no’s
All right?

The whole
Every

You run The numbers, you follow

And it’s funny how (inaudible) try to keep

8

track as much as we can to our students.

Those

9

students that are beginning complaining about our

10

company come at you real quick, we’ll reach out to all

11

of them and say, hey, how many offers did you make?

12

Two.

13

log, how many times did you call and ask for help?

14

Once.

15

And we’ll actually see their customer service

Hmm.
Okay, so you guys can begin to see that this

16

is going to require some tenacity.

17

curve with everything.

There’s a learning

All right?

18

Question (inaudible).

19

AUDIENCE:

20

MATT DAVIS:

21

AUDIENCE:

I called a couple of (inaudible).
Good.

How’d it go?

The first one, RCN Capital, they

22

won’t talk to me unless -- they do everything online,

23

you got to have a real estate agent or a broker, they

24

won’t tell you nothing, but I called DFW (inaudible)

25

Lending, actually got The -- The owner.
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1

pretty good conversation.

2

MATT DAVIS:

Good.

So one was pretty “we’re

3

too cool for school,” don’t even want to talk to you

4

on The phone.

5

AUDIENCE:

Right.

6

MATT DAVIS:

And The other one was actually

7

really cool and (inaudible).

8

(inaudible) some are going to be jerks, and some

9

aren’t, right?

10

Did I tell you guys

You have to have a broker or an agent,

give me a break.

11

AUDIENCE:

RCN Capital (inaudible) if you

12

talk to anybody -- you communicate with -- outside of

13

a real estate investor or mortgage broker (inaudible).

14
15

MATT DAVIS:

AUDIENCE:

17

MATT DAVIS:

No.
What was The name of The lender

again?

19

AUDIENCE:

20

MATT DAVIS:

RCN Capital.
RCN?

21

have an agent or a broker.

22

do that.

23

AUDIENCE:

24

MATT DAVIS:

25

Did you guys hear

that?

16

18

Interesting.

with newbies.

RCN Capital.

You -- you don’t want to

No.
Because they don’t want to deal

You guys get it?
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1

deal with people that are seasoned -- seasoned or an

2

agent or at least represent (inaudible) probably

3

trying to weed out The newbies, all right?

4

that’s an owner of The company, willing to answer The

5

phone call, that’s somebody that’s actually trying to

6

mind his business (inaudible).

7

AUDIENCE:

So someone

Really his gatekeeper answered

8

it, but when I was asking The questions that you told

9

us about --

10

MATT DAVIS:

11

AUDIENCE:

12
13

Yeah.
-- she’s like, let me get Lonnie

on The phone.
MATT DAVIS:

Okay, you do realize now that

14

you said that, you’re going to have everyone else

15

calling The same lender, too.

16

AUDIENCE:

17

MATT DAVIS:

Well, you know -I’m going to say -- what I’m

18

going to say -- I’m probably -- I’m not (inaudible) --

19

I’m glad we made The phone call.

20

abundant mentality, so what if somebody else calls The

21

same lender.

22

necessarily competition for you.

That doesn’t mean they’re going to be

23

AUDIENCE:

24

MATT DAVIS:

25

And I believe in The

Right.
All right.

I told you how to

build (inaudible) I’m going to teach you how to build
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1

your buyers list first so we know our (inaudible)

2

before we invest.

3

three ways on how to (inaudible) buyers list right

4

now.

I’m going to have you write down

Write them down.

5

Number one, you need to begin to attend --

6

attend your local real estate foreclosure auctions.

7

You need to go attend them.

8

component down, and this is The most important part

9

when you go.

Please write The next

Do not bid on real estate.

10

may sound silly, but I mean it.

11

not bid on real estate.

12

I know that

Write it down.

Do

You got one shot to not mess this up, so

13

don’t mess it up by going and bidding.

14

who’s ever been to a live real estate foreclosure

15

auctions?

16

to?

Can I see your hands?

17

AUDIENCE:

18

MATT DAVIS:

19

21

MATT DAVIS:

All right, how

Probably (inaudible).
Give me an example of how many

people were there.

23

25

Dallas County.

many people were there?
AUDIENCE:

24

Which one did you go

Dallas.

20

22

First of all,

AUDIENCE:

It was about, I don’t know, 50

people.
MATT DAVIS:
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1

AUDIENCE:

2

MATT DAVIS:

3

to one?

ANGELO:

Who else has been

Dallas, it was -- The day I went,

it was a bunch of guys, 80 -- 80 people.

6

MATT DAVIS:

7

AUDIENCE:

8

MATT DAVIS:

9

All right.

Angelo?

4
5

Yeah.

Eighty (inaudible) people.

Yeah.
Okay.

real estate auction before?

10

AUDIENCE:

11

MATT DAVIS:

Anybody else been to a
Okay, why are they there?

To buy a house.
They want real estate, right?

12

If they win an auction, do they have to pay cash for

13

The property that day?

14

AUDIENCE:

Yes.

15

MATT DAVIS:

Yes, they do.

All right?

If

16

it’s not that day, it needs to be within The next 24

17

hours.

18

they didn’t want real estate, and number two, if they

19

win The auction, they need to pay for real estate

20

quickly.

21

cash, and they obviously want real estate.

22

them are saying (inaudible) market but after 2007, The

23

bubble burst, The market fell.

24
25

So if they’re there, they wouldn’t be there if

So they either have or represent a lot of
Most of

Right?

Deep discounts were coming to The auctions
back in The day when The market was way down here.
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1

it The same these days?

2

AUDIENCE:

Nope.

3

MATT DAVIS:

The opening bid (inaudible) The

4

opening bid is usually set by The (inaudible) bank, is

5

set just shy of retail or right at retail levels,

6

knowing that The people that are at -- attending

7

auctions are going to pay top dollar (inaudible).

8

let’s think about why (inaudible) is a critical or is

9

it a very advantageous place (inaudible) all right?

10

If -- what’s your name?

R.B.?

But

If R.B. had

11

invested (inaudible) been doing this for 20 years and

12

he’s been in real estate (inaudible) and he has The

13

money to pay for it.

14

that if you go and start bidding against R.B., now I’m

15

a competitor and he doesn’t like me anymore.

16

all remember The old statement, your net worth is

17

determined by your what?

This is The perfect environment

18

AUDIENCE:

19

MATT DAVIS:

Do you

Net worth.
Net worth.

Your job is -- you

20

want to write this down -- this will jog your memory

21

(inaudible).

22

builders list.

23

The cash to pay for it.

24

environment, and they’re paying retail prices for real

25

estate.

Your job is to build your active
They want real estate and they have
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1

So if I walked up to R.B., again, I don’t

2

believe in fake it to make it, he’s been doing this 20

3

years, he’s going to sniff out a newcomer real quick.

4

Okay, don’t be a poser, just be real.

5

R.B., I’m a brand new investor.

6

auction to build my buyers list.

7

real estate.

8
9
10

Just admit it,

I’m here at The
I noticed you bid on

All right?

If I bring you discounts on real estate, are
you willing to be one of my cash buyers on my buyers
list?

What do you think The answer is going to be?

11

AUDIENCE:

Yes.

12

MATT DAVIS:

Okay, considering The fact that

13

he’s at an environment that he’s paying basically

14

retail levels for real estate, and I just said, if I

15

bring you discounts, I’m obviously going to get a

16

favorable response.

17

to (inaudible).

18

from and what areas he’s looking to invest in.

19

is a busy and very fast and furious environment.

20

But this is not The time to try

He doesn’t want (inaudible) you come
This

It doesn’t matter if he has my phone number.

21

Hey, give him my card and call me.

22

call you.

23

ask for it.

24

here’s The most important part.

25

him as a buyer.

He’s not going to

I need his phone number, so I’m going to
All right?
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1

doesn’t mean he’s prequalified.

2

him a few days later, and you’re going to ask about

3

three separate topics.

4

You’re going to call

Write them down.

Number one, what areas is he willing or

5

looking to invest in.

What areas.

6

type of real estate is he looking to buy.

7

am I just learning more about my customer right now.

8

Isn’t that business?

9

customers want to buy and bringing them what they want

By The way,

Business is knowing what your

10

to buy (inaudible) all right?

11

learn what he’s looking for.

12

Number two, what

But I need to ask and

The third topic to discuss and ask about,

13

and you’re going to have a gut check because this guy

14

has been doing this 20 years and you’re a brand

15

newcomer.

16

ask this question.

17

how would you pay for The real estate?

18

how he would pay for profits.

19

mode on you and says, none of your business, what

20

would you say?

You’re going to have a gut check when you
R.B., if I brought you discounts,

21

AUDIENCE:

22

MATT DAVIS:

23

You didn’t ask

If he goes arrogant

Thanks for your time.
(Inaudible) push back a little

bit.

24

(Laughter.)

25

MATT DAVIS:
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1

vinegar.

2

going to use sheer logic.

3

to be nosy about your private financial affairs, but

4

I’m not going to bring you a $2 million transaction,

5

if that’s not what we’re talking about here.

6

know how much you’d be able to feel comfortable

7

pulling The trigger and what’s your sweet spot, all

8

right?

9

investors say, bring me everything you got, The sky’s

10

You’ve heard that saying before.

Okay, I’m

R.B., look, I’m not trying

Do you

Because I’ve literally had (inaudible)

The limit.

11

Okay, great, I know -- I’m glad you think

12

you got more money than everybody.

13

that actual verbiage, I’m not bringing you a $2

14

million deal because that’s not what we’re talking

15

about here.

16

Guess what, I used

All right?

So if he says, Matt, I’ve got two lines of

17

credit with The bank.

I’ve got cash on hand because

18

I’ve done this for 20 years, and if I need to dip into

19

my home equity line of credit, I have that as a

20

backup.

Does that a valuable buyer, yes or no?

21

AUDIENCE:

Yes.

22

MATT DAVIS:

Okay, now, agents, raise your

23

hands.

Who’s a real estate agent in this room?

24

your hands.

25

you’re asked, you formally have to disclose.

And by The way, I know The law.
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1

disclosure rules (inaudible) laws apply.

2

true?

3

Is this

I’m going to ask one more time.

4

formally asking if you’re an agent.

5

this group?

I am

Who’s an agent in

Raise your hands.

6

Now I have more agents.

7

(Laughter.)

8

MATT DAVIS:

9

AUDIENCE:

That’s interesting.

How long you been an agent?

I’m 30-plus years (inaudible).

10

MATT DAVIS:

11

AUDIENCE:

12

MATT DAVIS:

13

AUDIENCE:

14

MATT DAVIS:

15

AUDIENCE:

16

MATT DAVIS:

Okay.

Sorry.
(Inaudible) --

(Inaudible) who is The agent.
Okay (inaudible)?

Twenty-five years.
Twenty-five years?

Great.

17

that true, if you’re asked, you fully have to

18

disclose?

19

AUDIENCE:

20

MATT DAVIS:

21

Mm-hmm.

Is

Yes.

Full disclosure (inaudible)

laws apply.

22

How long you been an agent?

23

AUDIENCE:

24

MATT DAVIS:

25

And 14 -- 14?
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1

AUDIENCE:

Three.

2

MATT DAVIS:

3

Another agent?

4

AUDIENCE:

5

MATT DAVIS:

6

agents, I am glad you’re here.

7

different perspective in this room, all right?

8

many of you would agree, and I’ve seen The statistics,

9

but I’m asking you to agree on this, all right, most

Three years?

Okay.

Three years.
Three years.

Very good.

Now,

You provide a
How

10

agents do not check out The investor side of The

11

business, do they?

12

doing The hustle and claiming The commission.

13

true?

They get busy running properties,

14

AUDIENCE:

15

MATT DAVIS:

Is this

Yes.
So I respect The fact that

16

we’ve got some agents here willing to look at The

17

investor side.

18

investors are making profits.

19

difference on payday?

20

investors?

Agents make commissions.

21

AUDIENCE:

22

MATT DAVIS:

23

The

Is that a big

Do you work with any -- with

Yes.
You do?

Have you made them a

lot of money?

24

AUDIENCE:

25

MATT DAVIS:
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1

because you want to make (inaudible) right?

2

AUDIENCE:

3

MATT DAVIS:

4

I’m my own client.
You’re your own client?

it.

5

You work with investors?

6

AUDIENCE:

7

MATT DAVIS:

8

I like

reason?

9

Yes.
Okay.

You here for The same

Profits instead of commissions, okay.
AUDIENCE:

Yeah, I mean, we both were --

10

yeah, I mean, it’s not like a considerable part of our

11

business, but it’s -- we’re -- you know, we’re going

12

to -- we’re going to look at that more seriously going

13

forward.

14

MATT DAVIS:

I wouldn’t.

I wouldn’t look at

15

that seriously because that just means you’re having

16

to show The property five times a day for other

17

investors, just become The investor, it will give you

18

far more (inaudible).

Okay.

19

And do you work with investors as well?

20

AUDIENCE:

21
22

Well, I just (inaudible) I’m

really starting back over.
MATT DAVIS:
All right.

Okay, so you’re kind of

23

rebooting.

24

asked The question a lot, should I get my real estate

25

agent license, as I’ve taught this class.
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1

say -- and I answer The same way every time -- anytime

2

you can go through a course or a class that allows you

3

to get more educated about The business that you’re

4

going to be in, I’d say, yes, The class is worth it.

5

But going all The way through and actually

6

getting your license, a license to do real estate is

7

only required if you are representing a third party’s

8

real estate interests.

9

represent your own real estate interests.

10
11

It is not required for you to

As investors, are we representing our own
real estate interest?

12

AUDIENCE:

13

MATT DAVIS:

Yes or no?

Yes.
Okay.

So, agents, I’m glad

14

you’re in The room, because I’m going to be asking you

15

a few things from The agent’s perspective as well.

16

And that will be valuable information in this room as

17

well, so thank you.

18

All right?

So back to building your buyers list,

19

ultimately, you’re asking what areas, what type of

20

real estate, you got multiplex units, you got single-

21

family homes, and you got storage unit facilities, you

22

got land, you got lots of different types of assets

23

out there.

24
25

What is it that R.B.’s looking for how would
you pay for it?
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1

up, before you take a client out to look at real

2

estate, do you get them prequalified first?

3

AUDIENCE:

Yes.

4

MATT DAVIS:

5

AUDIENCE:

6

MATT DAVIS:

Why?

So you’re not wasting your time.
So you don’t waste your time.

7

Although R.B. seems like he’s got cash to pay for real

8

estate, should I take a deeper look and really ask him

9

The hard, hard question.

10

AUDIENCE:

11

MATT DAVIS:

12

time.

13

your buyers list?

Yes or no?

Yes.
Otherwise, you’re wasting your

You need a minimum how many active buyers on

14

AUDIENCE:

Ten.

15

MATT DAVIS:

Ten.

R.B.’s The first one.

16

All right?

17

I’m sorry, 20 to 50 or 80 to 90, it is (inaudible) for

18

you to think you’re going to get 90 phone numbers when

19

you’re there.

20

good day at The auction?

21

Yes?

22

Now, if you’re at an auction with a 20 --

And if you pick up 12 or 13, is that a

All right.

How many agree with that?

Would it behoove you to go to

23

neighboring counties, to go to those auctions as well

24

to expand your reach?

25

when I say neighboring counties here in The State of
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1

Texas, it’s not a 15-minute drive, and I get that, you

2

guys.

But is it worth The drive?

3

AUDIENCE:

4

MATT DAVIS:

What do you think?

Yes.
You think you might have

5

investors that are at The auction in Houston as well?

6

I’m well aware that’s a much further drive.

7

some -- The reason why I ask or you should start with

8

areas is because, again, most investors aren’t

9

territorial.

But not

So get you going to auctions, and if it

10

requires you to take more time off work, do it,

11

because there’s no other environment where you’re in a

12

place where you got real estate investors all there

13

for The same reason, they want real estate and they

14

got cash to pay for it.

15

Okay?

That’s The first way.

The second way, you need to begin to attend

16

two separate local associations, and every county

17

across The country has it.

18

REA, R E A.

19

REA Dallas County.

20

stands for.

How do you find, go Google it.

Google

Real Estate Association is what it

Bless you.

21

AUDIENCE:

22

MATT DAVIS:

23

The first is called your

Thank you.
All right?

Who attends these

meetings?

24

AUDIENCE:

25

MATT DAVIS:
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1

preferred contractors.

2

by your net worth.

3

shoulders with your local players.

4

going to have two meetings per month.

5

like a luncheon, all right, midday event.

6

Your net worth is determined

You need to be able to rub
They’re normally
One is usually

And then The second one is usually like an

7

evening event in some ballroom, maybe at some

8

(inaudible) The country club or whatever.

9

need to begin to rub shoulders with local players.

10

Most of The people that are there are investors or

11

represent investors.

12

list.

13

Right?

You

You need to build your buyers

The second association is called The REIA,

14

obviously The I represents investors or real estate

15

investor association, just for investors.

16

going to have two meetings a month as well -- The

17

luncheon and an evening event.

18

luncheons and two dinners or two evening events.

19

Every month, you’re attending four meetings, beginning

20

to rub shoulders with local players.

21

allows you to begin to build your buyers list.

22

right?

23

They’re

So you’re taking two

Go do it, and it
All

The third way -- I know this is going to

24

sound silly, but you’ve seen them around town just to

25

kind of bring The subject to mind because I know
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1

you’ve seen them.

How many have seen those silly

2

little -- they’re called bandit signs around town?

3

you guys know what I’m talking about?

4

room.

5

investor, can pay cash, will close quick, call, here’s

6

my phone number.

7

estate?

Look around The

They’re those signs that say real estate

Who’s behind that sign?

8

AUDIENCE:

9

MATT DAVIS:

A real

Business.
Investor.

You’re going to call

10

up that phone number, and you’re going to ask three

11

questions.

What are they?

12

AUDIENCE:

13

MATT DAVIS:

14

AUDIENCE:

15

MATT DAVIS:

16

Do

Come on.

Help me out.

(Inaudible).
Areas.

Number two.

(Inaudible).
Type (inaudible).

Number

three?

17

AUDIENCE:

How would you pay for it?

18

MATT DAVIS:

Prequalify your buyer.

They’re

19

not liquid, and R.B. just blew a ton of cash because

20

he was at The real estate auction, he’s not liquid

21

right now, he’s going to go on my what list?

22

AUDIENCE:

Nonactive.

23

MATT DAVIS:

Inactive buyers list, I will

24

circle back to him every three months.

25

People come in and out of liquidity all The time.
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1

Those are The three ways to begin to build your buyers

2

list, all right?

3

talent that’s already doing real estate, all right?

4

I’m going to go ahead and say because I (inaudible)

5

like this earlier, Theresa, because I’m using you as a

6

buyer this morning, as well as I’ll do it this

7

afternoon.

8

And it’s Angela, right?

9

Is that okay (inaudible).

ANGELA:

10

Representing basically your local

Yes.

Okay.

Yes.

MATT DAVIS:

Angela and Theresa.

All right?

11

She’s one of my buyers on my active buyers list.

12

already know The areas, all that stuff.

13

asked The questions.

14

advice?

I’ve already

You remember Grandpa’s worst

15

AUDIENCE:

16

MATT DAVIS:

(Inaudible).
I told you there were two

17

pieces of Grandpa’s advice.

18

far.

19

on page number one because that’s where I had you

20

write down Grandpa’s first advice.

21

I

I only gave you one so

Going back to Grandpa’s advice, this is probably

The first was The mind for business.

The

22

second, and it sounds silly, but I want you to write

23

it down and you’ll begin to uncover The wisdom in

24

these two questions.

25

will The dogs eat it and for how long.
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1

eat it and for how long?

I don’t really care what

2

you’re selling or what business you’re going to be in.

3

You have to ask yourself, is there a demand for what

4

I’m trying to sell and will The dogs eat it?

5

answer is yes, and for how long is pretty important.

6

All right, there are some things that gain

The

7

momentum, but they’re here today, gone tomorrow.

8

They’re not bad businesses to be in, but they’re not

9

worth reinvesting in.

So it’s kind of a fad.

You

10

guys remember about a year ago, those spinner fidget

11

finger things.

12

Was that a bad business to be in?

13

that something you’re going to take profits and

14

reinvest?

15

how long, not very long.

16

Good businesses but no longevity.

17

You guys know what I’m talking about?
It wasn’t, but is

No, because The dogs were eating it; for
Here today, gone tomorrow.

How does this apply to real estate, Matt?

18

Well, there’s lots of different types of real estate,

19

ladies and gentlemen.

20

The most?

Come on.

21

AUDIENCE:

22

MATT DAVIS:

23

Which one are The dogs eating

(Inaudible).
They’re tired of real estate,

people (inaudible) what?.

24

AUDIENCE:

25

MATT DAVIS:
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1

very broad.

2

units --

What does that mean?

3

AUDIENCE:

4

MATT DAVIS:

You got multiplex

Single-family homes.
Single-family home represents

5

The lowest risk because it’s The broadest audience out

6

there.

7

see The hands?

8

I’m going to flip a house, I found a deal, it’s going

9

to cost 600 grand, it takes 100 grand to fix it up,

How many of you see The wisdom in this?

Can I

Now I got people saying, well, Matt,

10

I’m into it 700 grand.

11

for 1.2 million.

Comps in The area are going

12

Is that a good deal?

13

AUDIENCE:

14

MATT DAVIS:

Yeah.
You’re going to get your butt

15

kicked on that deal, especially as a brand new

16

investor.

17

people that can afford a $1.2 million home.

18

broad audience or a very narrow audience??

Here’s why.

19

AUDIENCE:

20

MATT DAVIS:

Think about The amount of
Is that a

Narrow.
Your hold time is going to be

21

far longer than six -- 60 days, 90 days.

Your hold

22

time is going to be more like a year (inaudible)

23

eventually find that one buyer that can afford a $1.2

24

million home.

25

able to fund $700,000 for a year before you find a

Do you have The staying power to be
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1

buyer?

And you see how The risk on that deal was part

2

higher than The sweet spot.

3

median, which is about 420, and deduct about 75 grand

4

below it and 75 grand above it, that’s your sweet spot

5

here in this area.

6

If you can take your

I’m going to stay anywhere between two -- or

7

325 up to 450, in Dallas, is your sweet spot.

8

many see that right there?

9

Why?

How

Can I see your hands?

Because there’s a lot of people that are able to

10

get that type of a home.

11

sweet spot, you’re going to go move a lot of property.

12

The further up you go from The metropolitan area, is

13

that sweet spot going to go higher or lower?

14

AUDIENCE:

15

MATT DAVIS:

If you’ll stay inside your

Lower.
Obviously The further we do get

16

away from suburbia, your buyers list is beginning to

17

come down.

18

spot, you can go out there and flip a whole lot of

19

houses.

20

most.

21

Okay?

So if you understand your sweet

That’s what The dogs are going to eat The

Okay?
Now, once we’ve run (inaudible) once we

22

understand that, we’re going to be applying that all

23

weekend long.

24

separate statements now.

25

write them down.

I need everyone to write down three
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1

corner of how to do our very first deal, step by step.

2

That is all we’re going to focus on for The rest of

3

today.

4

what time today?

You were told we would be in session until

5

AUDIENCE:

(Inaudible).

6

MATT DAVIS:

Six o’clock.

Six o’clock.

7

Tomorrow, 6:00.

Sunday, depending how fast we get

8

through The information, we might have an early

9

release, 3:00 or 4:00, depending on how fast we’re

10

able to get done here.

11

it (inaudible).

12

If it takes until 6:00, so be

And here are The three statements.

We buy

13

and sell to create cash so we can buy and hold to

14

create wealth.

15

can buy and hold to create wealth.

16

three of these statements are basically saying The

17

same thing putting it in different words.

18

We buy and sell to create cash, so we
By The way, all

The second way of saying this, never spend

19

The principal, only spend The residual.

Never spend

20

The principal, only spend The residual.

The third way

21

of saying The same thing is what we now put in IRS

22

verbiage.

23

A I N, gain.

24
25

The third way is never realize The gain, G

All right, a little repetitious, but not a
bad thing, all right?
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1

AUDIENCE:

2

MATT DAVIS:

3

Wealth.

what?

4

AUDIENCE:

5

MATT DAVIS:

6

Cash.
Cash so we can buy and hold to

create?

7

AUDIENCE:

8

MATT DAVIS:

9

Okay, we buy and sell to create

Wealth.
All right, let’s understand.

We buy, fix it up and flip The house, 30 grand of

10

profit falls out of The middle.

11

put it in your pocket, what happens?

12

AUDIENCE:

13

MATT DAVIS:

That 30 grand, if you

(Inaudible).
(Inaudible).

All right?

Can

14

we deduct on our income tax return against income

15

taxes?

Yes or no?

16

AUDIENCE:

Can we --

17

MATT DAVIS:

Can you use legally lawful

18

deductions to lower The amount you pay in income

19

taxes?

20

AUDIENCE:

21

MATT DAVIS:

22

gains taxes?

Yes.

No, you cannot.

23

AUDIENCE:

24

MATT DAVIS:

25

Can you deduct against capital

(Inaudible).
When you buy, fix up, and flip

a house and we don’t do real estate and suffer losses,
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1

we only do it to make money, so let’s get that out of

2

our brains.

3

teach you how to do that, right?

4

that 30 grand is taxable.

5

short-term capital gains rate.

I mean, you can, but we’re not going to
We made 30 grand,

Is that right?

Taxed at a

6

This has nothing to do with income tax.

7

know some people say, well, we’re in The State of

8

Texas, there’s no state (inaudible).

9

has nothing to do with state income tax, all right?

10

This is capital gains tax.

11

(inaudible) short-term, long-term.

12

gains taxes are how much?

I

You guys, this

Who taxes capital gains
Short-term capital

13

AUDIENCE:

Thirty-eight.

14

MATT DAVIS:

15

own it for less than one year.

16

flipping houses, we want our ownership here to be

17

probably less than one year, right?

18

is subject to short-term capital gains tax if you put

19

it in your pocket.

20

in your pocket, you are realizing The gain.

21

number three, never?
AUDIENCE:

23

MATT DAVIS:
with The 30 grand?

25

next deal.

(Inaudible) when we’re

So that 30 grand

The verbiage, when you put money

22

24

Thirty-eight percent, if you

Realize The gain.
Realize The gain.

So what do

We’re going to roll it into The

It’s called The 1031 exchange.
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1

worry about writing it down.

2

it later.

3

The next deal.

4

Everybody see that?

5

I’ll show you how to do

Essentially, I’m rolling The 30 grand into
I do it properly and not be taxed.

Same thing on The second flip.

I buy and

6

fix up and flip The house, and 30,000 went to profit

7

we make on The second flip.

8

of The second flip?

Tell me now.

9

AUDIENCE:

(Inaudible).

10

MATT DAVIS:

11

AUDIENCE:

12

MATT DAVIS:

How much money falls out

Tell me.

(Inaudible).
No, no, 60.

You put 30 in it.

13

All right?

You rolled 30 into it first, now we

14

derived a gain of 30 on The second.

15

of principal.

Second definition, never spend The?

16

AUDIENCE:

17

MATT DAVIS:

18

grand.

Principal.
Principal.

Never spend The 60

Only spend The what?

19

AUDIENCE:

20

MATT DAVIS:

21

We got 60 grand

Residual.
Residual.

Is this coming to

life now?

22

AUDIENCE:

Yes.

23

MATT DAVIS:

Well, let’s flip another house.

24

Ninety grand falls out of The third.

25

story from here on out.
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1

Midtown, USA, to buy a home cash, free and clear.

2

you buy that home, cash, free and clear, we just

3

bought a golden goose.

4

golden egg once a month.

5

If

The golden goose will lay a
It’s called rent.

That rental income is residual.

You never

6

spend The principal; only spend The residual.

7

The difference?

8

liquidate The house and take that 90 grand and cash in

9

and put that money in your pocket, you are realizing

10

You see

The moment you take that 90 grand and

The gain, and who comes looking?

11

AUDIENCE:

(Inaudible).

12

MATT DAVIS:

The IRS comes to tax it.

The

13

whole goal is to build a portfolio then pass this

14

entire asset base on to our heirs, tax and probate-

15

free, and I’m going to do that later on.

16

building generational wealth.

17

exist off of residuals of something we built, so will

18

-- so will our children.

19

Let me see your hands.

20

So now we’re

Not only will we get to

How many have that in mind?

Well, Matt, I got to eat, though.

If I’m

21

flipping houses, I want to put food on my table.

22

Anybody have that comment (inaudible) enter their

23

mind?

24

take part of your profits and we put it into your

25

pocket.

You’ve done this a few times, right?

So we

That is what will be what?
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1

AUDIENCE:

Taxed.

2

MATT DAVIS:

Taxed.

Keep as much of it as

3

possible rolling into The next deal.

4

conceptually, real estate is actually quite simple.

5

You guys want to know what it is?

6

put in a process to have enough cash to buy rental

7

portfolio and then retire.

8

you get it?

9

that simple, though.

Here it is.

That’s it.

Raise your hands.
Why?

You see,

Let’s

How many of

Well, Matt, it’s not

Well, what if this

10

happens?

11

“what if” syndrome begins to kick in on a lot of

12

people and they talk themselves out of a good plan?

13

What if that happens?

Would you agree The

So let’s remove some of The interference

14

that we tend to develop The older we get.

15

please address The 18-year-old view.

16

houses to make enough money to buy a rental portfolio

17

and then retire and not have to worry about money.

18

The 18-year-old you would look back at me and say,

19

cool, let’s do it, because you never, ever believed

20

failure was even possible at that age.

21

How many agree with that?

Allow me to

It’s flip enough

Can I see your

22

hands?

The older we get, sometimes The more afraid we

23

become of doing new things because of The “what if”

24

syndrome.

25

if that happens, Matt?

Well, what if this happens, Matt?
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1

and that?

2

sky?

3

(inaudible).

4

All right?

You guys, these are The things happening

5
6

Well, what if The moon falls out of The

And we can get into that (inaudible).

So what if something goes wrong?
find a workaround and figure it out?

7

AUDIENCE:

8

MATT DAVIS:

9
10

Can we

Yes or no?

Yes.
What if we buy a house and we

uncover The floorboards and there’s termites in part
of The house?

Do we deal with it?

11

AUDIENCE:

12

MATT DAVIS:

Yes or no?

Yes.
You deal with it.

Before you

13

even do that deal, you’re going to make sure you have

14

a fudge factor contingency fund built in to begin

15

with.

16

because they do come along, but they’re not going to

17

allow you to deter -- or deter you from being The

18

investor I think you want to be.

19

hands?

20

call out of The way during lunch today and your

21

feelings are hurt that a credit card company told you

22

no.

How many are willing to hedge against mistakes,

We’ll see.

Some of you got it.

23

(Laughter.)

24

MATT DAVIS:

25

right?

Can I see your

Thick skin.

One phone

Thick skin.

All

There’s one more statement I need you to write
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1

down now that we’re understanding The concept.

2

it is.

3

owed.

4

owed.

Here

When ownership occurs, capital gains taxes are
When ownership occurs, capital gains taxes are

5

I am going to drill that statement through

6

your brain cells all weekend because come Sunday

7

morning when we do our asset protection lesson, you’ll

8

see why I drilled that through your brain cells.

9

it comes to The taxation part of The business, you

When

10

need to be more informed on that.

11

please just leave your notes alone for a second,

12

concept, before I get you into The step-by-step plan

13

on how to do this.

14

Angela and Theresa.

So eyes up here,

Angela owns The

15

property.

I’m going to go ahead and make an offer,

16

she accepts, I put The property under contract.

17

going to buy your home for 100 grand as we discussed

18

so far.

19

already have Theresa on my buyers list.

20

on that?

I’m going to line up my buyer.

21

AUDIENCE:

22

MATT DAVIS:

I’m

I should
Do we agree

Yes.
She’s one of my ten or as many

23

as possible for my active buyers list.

24

real estate, she’s got The cash to pay for it

25

So before I tell Theresa about The property, I need to
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1

put it under contract first.

2

that?

3

AUDIENCE:

4

MATT DAVIS:

Would you agree with

Yes.
I don’t necessarily know

5

exactly how much it’s going to cost to fix up this

6

property yet, so I’m telling you to make offers to

7

sellers without knowing what it’s going to cost to fix

8

up The property.

Is that what I’m telling you to do?

9

AUDIENCE:

No.

10

AUDIENCE:

Yes.

11

MATT DAVIS:

How many are saying, yes,

12

that’s what you’re telling us to do?

13

saying no, that sounds precarious, we should know what

14

The rehab costs are going to be before you put a

15

property under contract.

16

which is it?

17

contract without knowing what it’s going to cost to

18

fix them up?

Can I see your hands?

So

Can I tell you to put properties under

19

AUDIENCE:

20

MATT DAVIS:

21

How many are

No.
That is exactly what I’m

telling you to do.

22

(Laughter.)

23

MATT DAVIS:

Why?

I don’t know what it’s

24

going to cost you.

25

-- let’s say I’m going to guess -- 20 grand worth of
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1

rehab work.

I don’t know exactly what it is, though.

2

Why would I put a property under contract first, even

3

without knowing what it’s going to cost to fix it up?

4

AUDIENCE:

(Inaudible).

5

MATT DAVIS:

Because if it’s under contract

6

with me, is it now illegal for her to sell it to

7

somebody else while it’s under contract with me?

8

AUDIENCE:

Yes.

9

MATT DAVIS:

So with one move, I -- I have

10

eliminated all competition.

11

days to close.

12

that.

13

do that deal, yes or no?

I’m going to ask for 60

She’s probably not going to agree to

She’s going to say 45 days maximum.

14

AUDIENCE:

15

MATT DAVIS:

Would you

Yes.
I would do it definitely.

All

16

right?

So if The property’s under contract, before I

17

tell Theresa about The property, I want it under

18

contract with me.

19

about it before it’s under contract with me, what can

20

she do?

Can you see why?

21

AUDIENCE:

22

MATT DAVIS:

If I tell her

(Inaudible).
Cut me straight out of The

23

deal, and I’ve seen students do this.

24

all their due diligence and take a really deep look

25

underneath The hood before they put a property under
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1

contract.

2

deal.

3

Let’s put it under contract first.

4

Meanwhile, somebody comes along, stakes The

And now they’re complaining about that, right?

Now we’re getting 20 grand for repairs.

5

When Theresa gets in there to do The proper bid

6

work -- by The way, who’s buying The house to flip

7

it?

Me or Theresa?

8

AUDIENCE:

Theresa.

9

MATT DAVIS:

Before she flips The house, is

10

she going to do The bid work and make sure The numbers

11

are accurate, yes or no?

12

AUDIENCE:

Yes.

13

MATT DAVIS:

I’m going to tell her, I’ve got

14

20 grand worth of rehab costs built in.

15

above and beyond that, I do need to know that.

16

she comes in at 18 grand, I allocated 20, are we good?

17

AUDIENCE:

18

MATT DAVIS:

19

AUDIENCE:

20

MATT DAVIS:

If you go
But if

Yes.
Yes or no?

Yes.
It’s obvious, you guys.

Okay,

21

if she finds 35 grand worth of work, I only allocated

22

20, are we good?

23

AUDIENCE:

24

MATT DAVIS:

25

(Inaudible).
We are good.

Here’s why.

When

I come back to Angela, in my offer initially to
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1

Angela, there is a right to renegotiate clause in this

2

offer.

3

right to renegotiate clause.

4

Agents are bound by law, they can’t change The state-

5

approved contracts as an agent.

6

change whatever I want it to be.

7

Write it down.

Your offer needs to have a
But careful, agents.

As an investor, I can

The contract is whatever me and Angela agree

8

upon and put in writing.

I’m going to put it under

9

contract at 100 grand, but I do have The right to

10

renegotiate and do my -- and then do my due diligence.

11

Is this going to cost -- is this going to cost me

12

money to put a property under contract?

13

AUDIENCE:

14

MATT DAVIS:

15

Yes.
How much?

The answer is yes,

but how much?

16

AUDIENCE:

(Inaudible).

17

MATT DAVIS:

Earnest money needs to go in

18

The deal, The consideration.

19

AUDIENCE:

20

MATT DAVIS:

Is that right?

Yes.
Held for -- held in third-party

21

escrow.

How much is -- needs -- needs to go into this

22

deal in The form of earnest money?

23

AUDIENCE:

Two grand?

24

AUDIENCE:

(Multiple answers at once.)

25

AUDIENCE:

One dollar.
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1

MATT DAVIS:

2

AUDIENCE:

3

MATT DAVIS:

4

AUDIENCE:

5

MATT DAVIS:

6

(Inaudible) thousand?

(Inaudible).
What (inaudible) is my

question?
AUDIENCE:

8

MATT DAVIS:

10

You’re saying $2?

No, I said $1 to $10 (inaudible).

7

9

One dollar?

third-party escrow.

(Inaudible).
Legal tender must be held in

That’s what The law (inaudible).

Legal tender, however, is as little as, Keith?

11

KEITH:

$1.

12

AUDIENCE:

13

MATT DAVIS:

Ten percent.
$1.

But do we really think

14

Angela -- Angela is going to let me put a property

15

under contract for $1 in escrow?

16

think?

17

AUDIENCE:

18

MATT DAVIS:

19

What do you guys

No.
I think you’re smoking

something if you think that’s going to fly.

20

(Laughter.)

21

MATT DAVIS:

All right?

So as an investor,

22

I clearly want to keep this as low as possible.

23

done this for years, you guys, all right?

24

started at 100 bucks.

25

ever been able to get that to fly.
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1

going to push back and say, come on, show me something

2

here.

3

she says minimum 500, would you do that deal?

I’d say what’s The magic number, Angela?

4

AUDIENCE:

5

MATT DAVIS:

And

(Inaudible).
Maximum 1,000.

Only twice in

6

20 -- I’m sorry, 12 and a half years of investing,

7

only twice I’ve ever gone more than $1,000 in earnest

8

money.

9

your due diligence on a property.

10

that refundable or not refundable?

It doesn’t take more than that to actually do

11

AUDIENCE:

12

MATT DAVIS:

13

This 500 bucks, is

(Inaudible).
Angela -- what Angela and I

what?

14

AUDIENCE:

Negotiated.

15

MATT DAVIS:

Agreed upon and put in writing.

16

I want two weeks due diligence for an option period,

17

where my $500 is fully refundable if I cancel.

18

way, in that two weeks, should I get Theresa in there

19

to do The proper bid work, yes or no?

20

AUDIENCE:

21

MATT DAVIS:

By The

Yes.
Yeah, because if she’s finding

22

-- finds 35 grand worth of bid work and I only

23

allocated 20, I have The right to come back and

24

renegotiate with Angela because of my renegotiation

25

clause.

She may not agree with this new number.
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1

Right?

2

we’re putting a property under contract that means we

3

have to do The deal.

4

So let’s get rid of The idea that just because

I know The word “contract” is scary for some

5

of you students.

Properties go under contract, and

6

that doesn’t necessarily mean The deal is going to

7

work.

8

or no?

Agents, can you back me on that statement, yes

9

AUDIENCE:

Sure.

10

AUDIENCE:

Yes.

11

AUDIENCE:

Yes.

12

MATT DAVIS:

13

That was a lot of backup,

wasn’t it?

14

(Laughter.)

15

MATT DAVIS:

It was like I’m alone up here,

16

guys?

Okay, so, you can still cancel The contract.

17

So she agreed 45 days maximum to close.

18

diligence, where if I cancel within The two weeks, my

19

$500 is refundable.

20

I still cancel before The 45th day, what happens to

21

The $500, is that nonrefundable?

If I go beyond The two weeks, and

22

AUDIENCE:

23

MATT DAVIS:

24

AUDIENCE:

25

MATT DAVIS:
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1

AUDIENCE:

(Inaudible).

2

MATT DAVIS:

Thank you for not biting on

3

this anymore.

Okay, it depends on what she and I

4

agreed on.

5

beyond two weeks and cancel before The 45th day, would

6

you do that deal?

If we agreed 50 percent refundable if I go

7

AUDIENCE:

8

MATT DAVIS:

9

Yes.
Because you guys need to

analyze your worst-case scenario.

If I put this under

10

contract and don’t cancel, I could lose a maximum

11

$500, all right.

12

I cancel within The first two weeks.

13

beyond The two weeks and cancel before The 45th day,

14

$250 is my risk.

15

many would do this deal?

16

maximum I’ve ever put in escrow for a due diligence

17

period is $1,000.

18

I could get The entire $500 back if
But if I go

So The maximum risk is 500.

How

Can I see your hands?

Okay,

All right?

This is where agents -- I obviously know --

19

not The agents in this room, but some agents might

20

misguide you on how much you need to use in earnest

21

money, because an agent’s job is to show Angela The

22

strongest commitment possible if this deal is going to

23

go through.

24

that offer looks.

25

The more her earnest money, The stronger
Would you agree?

So The (inaudible) writing in The contracts
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1

like cancel within two weeks and you lose your earnest

2

money, that’s not The law, that’s what an agent is

3

writing in The contract.

4

agree upon and put in writing.

5

The contract is whatever we
Okay?

The property’s under contract, and I’ll put

6

in Theresa, and if she’s in, I’ll show you how all The

7

numbers worked out.

8

sell it.

9

going to use a transactional ABC loan to fund this

We’re going to buy it and then

How are we going to buy it first?

We’re

10

deal.

How many of you that sounds familiar?

Will

11

they fund -- how much of this purchase price with

12

Angela?

What percentage?

13

AUDIENCE:

100 percent.

14

MATT DAVIS:

100 percent of The purchase

15

price.

We’ll take The fee out of The deal, not out of

16

pocket.

17

(Inaudible) Theresa, we simultaneously close.

18

where I’m getting at.

That is a long route to finally

19

get to this question.

When we wholesale, buy low and

20

sell higher, does ownership occur on our part?

We will build The fee into The deal.

21

AUDIENCE:

22

MATT DAVIS:

23

had you write down.

24

owed?

25

AUDIENCE:

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

Here’s

(Inaudible).
Look at The last definition I

When ownership occurs, what is

Capital gains.

EX 8, p. 295

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 297 of 435
296
1
2

MATT DAVIS:

When we wholesale, does ownership occur?

3

AUDIENCE:

4

MATT DAVIS:

5

Capital gains taxes are owed.

(Inaudible).
I buy it and I sell it.

Does

ownership occur?

6

AUDIENCE:

Yes.

7

MATT DAVIS:

Maybe for only 15 minutes, but,

8

yes, ownership is occurring.

9

AUDIENCE:

10

Are we clear on that?

Yes.

MATT DAVIS:

All right.

So now that

11

wholesale has been introduced, I want to teach you a

12

hybrid of wholesaling.

13

put Angela’s property under contract and assign my

14

contract to Theresa, did I ever own The property?

15

AUDIENCE:

16

MATT DAVIS:

It’s called assignment.

If I

No.
Assigning it, ownership does

17

not occur.

18

of taxes that are owed changes depending on whether or

19

not ownership occurred.

20

through this very methodically and systematically?

21

hope that you do.

22

Wholesale, ownership does occur.

Amount

Do you see why I’m going
I

All right?

So instead of profit, I’m buying it and

23

selling it for a profit, I am assigning it and

24

charging a finder’s fee.

25

fee.

It’s called an assignment

Ownership did not occur; therefore, capital
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1

gains taxes are not owed.

That’s what I’m getting at.

2

All right?

3

assignment fee, though, yes or no?

Do we still owe income taxes on that

4

AUDIENCE:

Yes.

5

MATT DAVIS:

Income taxes are still owed,

6

but we can deduct against income taxes on our tax

7

return.

You cannot deduct against capital gains

8

taxes.

Do you see why I went for that big route?

9

AUDIENCE:

10

Mm-hmm.

MATT DAVIS:

If we can assign, it will be

11

better than wholesale.

Now, some sellers, Angela in

12

this case, will not allow The assignment of their

13

property.

14

example.

The bank will never allow you to assign a

15

property.

The bank wants to deal with The person

16

actually buying The home, not The person passing it

17

off to somebody else.

18

right there, yes?

Does it make sense?

I’ll give you an

How many see The difference

19

So when you’re dealing with The bank, you

20

are going to have to shift your closing strategy to

21

which one?

Assignment or wholesale?

22

AUDIENCE:

Wholesale.

23

MATT DAVIS:

Wholesale, which means you buy

24

it -- where are you getting The money to buy it?

25

transactional loan, buying it and you sell it.

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

ABC

Are

EX 8, p. 297

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 299 of 435
298
1

capital gains taxes owed?

2

AUDIENCE:

Yes.

3

MATT DAVIS:

Yes, they are, because we’re

4

not assigning, we’re now wholesaling.

5

difference right there?

6

no?

I hope that you do.

7

AUDIENCE:

8

MATT DAVIS:

9

(Inaudible) syndrome is upon us.

10

Do you see The
Yes or

Yes.
Good response on that.
All right?

Before I parlay into how to do this step by

11

step and put some things in front of you on The

12

screen, I want you to turn to The very, very last page

13

of your workbook.

14

that page, then use The back cover of The book, The

15

very last page, it says Notes.

16

page.

17

If you’re already takings notes on

Go to The very last

If you’ve already taken notes on that, use

18

The back cover or whatever, all right?

19

label one of those pages suggested reading.

20

end of The meeting, I will have several books that I

21

really hope that you will take to heart, and read

22

these books.

23

books by The end of The weekend.

24
25

I want you to
By The

By The end of The meeting (inaudible) 15

We’re going to ask you today The first one,
and I’m going to tell you what I learned about this

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

EX 8, p. 298

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 300 of 435
299
1

book, and it will give you further (inaudible) as to

2

why I’m going to be teaching The rest of The class The

3

way I do.

4

life, because I used to watch The Olympic games, was

5

to be an Olympic athlete.

All right, I wanted to be a

6

downhill racer in skiing.

Moved to Colorado after we

7

got back from Peru, went off to Colorado and did a lot

8

of skiing.

9

When I was a little kid, one of my goals in

That’s where I learned how to ski.

Well, that changed after I watched The movie

10

that I know every one of you watched when you were a

11

kid as well, this movie has Mr. Miyagi in The movie.

12

Anyone know what I’m talking about?

13

AUDIENCE:

Karate Kid.

14

MATT DAVIS:

Karate Kid, wax on, wax off,

15

right?

We were four boys and a younger sister, and we

16

watched The Karate Kid.

17

and joined karate.

18

tell you that The movie, Karate Kid, literally changed

19

my life.

20

between tae kwon do versus kung fu or anything like

21

that.

22

(inaudible) like Mr. Miyagi teaches, okay?

The very next day, we went

But it’s not embellished for me to

All right?

And I didn’t know The difference

I just wanted to learn how to wax on, wax off

23

The very first karate school we went to we

24

joined.

It was a tae kwon do school.

25

not a sanctioned Olympic sport until The Olympic games
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1

went to Seoul, Korea.

2

kwon do.

3

games, all right?

Korea’s national sport is tae

They wanted their national sport in The

4

So The reason we were raised in Colorado,

5

Colorado Springs, Colorado, is because that’s where

6

The Olympic training center is.

7

competitor on that team.

8

punching, we got really good at it, I’m just saying.

9

All right?

Okay, I was a

When they say kicking and

The very first day at The Olympic training

10

center, it was a lot like The very first day at

11

(inaudible) real estate class, all right?

12

Opening day, I was just a young cocky punk

13

kid that wanted to kick and punch and break a sweat,

14

and let’s go for The gold and make it happen.

15

right?

16

The bag and do something physical, at least break a

17

sweat.

18

feelings.

All

So The morning session, I thought we’d kick

Nope.

They made me sit down and talk about my

19

(Laughter.)

20

MATT DAVIS:

All morning.

And I was that

21

kid who rolled his eyes, thinking, whatever.

Do we

22

get to kick The bag and do something physical?

23

some of you this morning, can we just get to The part

24

that teaches me how to buy a house and quit this

25

mindset crap?

Like

You guys, I promise you by The end of
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1

The weekend you will be begging me to shut up about

2

The numbers.

3

going through what I am, as there was on The opening

4

day of The Olympic training center.

5

There is a secret and a reason why I’m

So I finally give them some dumb answer like

6

I’m afraid of failure, I’m afraid of this money being

7

spent on me as an athlete, I got to deliver.

8

very first time I heard a statement that I’m going to

9

ask that you please write down in your notes.

For The

The

10

statement says, That which receives energy grows.

11

That which receives energy grows.

12

The whole idea that they were trying to

13

teach me, The more I’d focus on that which I might

14

fear is what would grow.

15

successful outcome, I had to first of all be able to

16

believe it and see it in my mind before I could go to

17

do it in The real world.

18

to some degree?

19

Fear.

If I wanted a

How many of you believe that

Can I see your hands?

If you are an avid reader in The business

20

community, okay, you’ve probably heard of a book

21

called The Seven Habits of Highly Effective People.

22

The author of that book claims that creation

23

technically happens twice, first in your mind,

24

secondly in The real world.

25

they were trying to teach me.
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1

energy grows.

2

So if I wanted a successful outcome, you had

3

to first of all be able to believe it and see it in

4

your own minds.

5

hogwash.

6

released us for lunch, and after lunch, thinking we’d

7

now kick The bag and do something physical.

8

me sit down and read a book.

9

one punch or kick The opening day at The Olympic

10
11

Well, I thought that was a bunch of

Whatever, let me go kick The bag.

They

They made

I didn’t have to throw

training center.
The book that they gave me is The first one

12

I’m going to ask you and suggest reading.

It’s called

13

The Miracle of Water, written by Dr. Masaru Emoto.

14

His name is spelled for you on The screen right now.

15

How many of you have heard of his work before?

16

Anybody at all?

17

Okay.

Knowing they were dealing with a

18

bunch of young, punky, cocky athletes, not really

19

believing much about philosophy (inaudible) energy and

20

mindset, they had us read this book.

21

50 to 60 different dishes of water, simple tap water,

22

laid them beside each dish a certain label that --

23

like just with a magic marker, Sharpie, wrote words on

24

The side of each dish, words like love or hate, fear,

25

faith, success, failure, all these different labels
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1

for words that evoke energy or emotion.

2

water simultaneously, then took microscopic pictures

3

of The water crystals.

4

different.

5

And froze The

The outcome was drastically

All right?

I’m going to show you a few examples.

6

looked like this.

7

beautiful.

8

The water crystals after freezing The water.

9

was similar.

10

Truth

Balance, symmetrical, I would say

Again, these are microscopic pictures of

Anger was pretty different.

Peace

Fear was

unbelievably different.

11

And I’m not here to prove anything to you

12

guys.

You guys can read The book and decide what this

13

might mean to you, but I am curious how many of you by

14

show of hands do at least find this curious

15

(inaudible)?

16

Can I see your hands?

What does this have to do with you in a real

17

estate class?

You guys, if you can get and turn a

18

corner into how to do deals, all right, and you plan

19

in your life on making changes, we’re asking what type

20

of energy do you carry with you.

21

somebody that sees possibility in The messy order

22

houses?

23

wouldn’t touch it with a ten-foot pole?

All right, are you

Or are you going to be one of those that

24

It’s funny because I’ve been in The fast

25

(inaudible) training and seen The students get out
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1

there in local messy houses.

2

That’s okay.

They don’t want to get dirty or there’s

3

germs, ooh.

So what you do with those messy houses is

4

going to matter.

5

Some won’t even go in.

All right?

So what does this have to do with a real

6

estate course?

Here’s what it is.

We will all be in

7

The exact same room this weekend.

8

The aptitude and energy with which we approach this

9

weekend will determine your own individual experience.

Is that right?

10

I’m a firm believer in The old bumper sticker,

11

attitude determines altitude.

12

that wisdom, yes?

But

How many agree with

13

Okay, The same exact (inaudible) where I can

14

see angles when most people can’t, I’m going to make a

15

lot of money.

16

gunslingers and shoot everything down, great, all

17

right?

18

People that are just going to be

I want to show you how you can begin to make

19

money.

This same course, a lot of people have made a

20

lot of money after they’ve gone through my course.

21

lot of people are out there just being sticks in The

22

mud, complaining about (inaudible) totally didn’t

23

work.

24

live here in Texas, I have invited one of my

25

(inaudible) students that started here in Dallas about

It was The same weekend.
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1

18 months ago to come and teach you and talk to you

2

guys this weekend.

3

Can I see your hands?

4

How many of you appreciate that?

Because I know I’m The instructor from The

5

company, 12 and a half years into this, and I can only

6

provide you with a specific perspective, but I’m going

7

to have him provide you his perspective as well.

8

going to tell you about deals he’s flipping here

9

locally.

He’s going to tell you about where his sweet

10

spot is.

Let’s be very clear, you are not allowed to

11

ask for his phone number.

12

your cash buyers.

13

going to take your phone call at midnight.

14

guys clear with that?

15

He’s

He’s not going to be one of

He’s not your mentor.

He’s not
Are you

I mean it.

I hope that you’ll respect The fact that he

16

is here to offer you good perspective, but he’s been

17

through our trainings.

18

start (inaudible).

19

He’s been through all that and is now a very good

20

investor.

21

locally as well, because I think there’s always that

22

little element, yeah, bro, but you don’t live here, so

23

it’s different.

24

not different.

25

he’s out there making money.

He’s been through The fast

He’s been to The base summit.

So he’s going to show The deals he’s doing

But I’m going to show you that it’s
He followed what I taught him, and
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1

Please turn to page number 23 inside your

2

materials.

3

learn how to do this step by step.

4

property.

5

all on page 23, right in The middle, all right?

6

Page number 23, as promised, we need to
We got to find The

We need to run The numbers.

We got -- it’s

Before I even reach out to Angela, I’m going

7

to run The numbers on her property.

Is that what I’m

8

telling you to do?

9

reach out to Angela, she’s going to ask what’s your

Yeah, because when you finally

10

offer.

And if I don’t have those numbers in mind,

11

this is wasting her time.

12

Would you agree?

Now, I’m going to come up with two numbers

13

for this phone call or even communication between us,

14

too, for it even to be necessary, you must have two

15

numbers -- where you’re going to start negotiations,

16

which is obviously not your maximum number, so where

17

you’re starting and what your maximum allowable offer

18

would be.

19

number or lower, then The deal does not work

20

mathematically.

21

is that right?

If you cannot get Angela to agree to that

How many agree The math has to work,

22

AUDIENCE:

Yes.

23

MATT DAVIS:

If it’s not -- not (inaudible)

24

in The deals, Theresa’s not going to make money, I’m

25

not going to make money, this is a no-go deal.
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1

right?

So run The numbers; find The owner.

2

can negotiate The contract, which is reaching out to

3

Angela and essentially saying are you willing to take

4

X or lower.

5

Now, we

All right?

There are some tips and things that I’ll

6

give you that allow you to -- and help you drive The

7

price lower, by The way, if this is a house that needs

8

some work, should I mention The fact that it needs

9

some work?

What do you think?

10

AUDIENCE:

Yes.

11

MATT DAVIS:

Mm-hmm.

If it’s mentioned and

12

verbalized between two parties, then that takes The

13

idea of paying retail prices off The table.

14

agree?

15

that you’ll implement, allowing you to get your prices

16

low.

17

going to use your new last name when you sign this

18

contract with your seller.

Little things and tips that I’ll -- I hope

Once you (inaudible) of The contract, you are

19

Everyone write down your new last name:

20

and/or assigns.

21

S I G N S.

22

contract?

Write it down:

and/or assigns.

A S

Is this important verbiage of The

23

AUDIENCE:

24

MATT DAVIS:

25

Would you

Yes.
What I don’t put it?

Or if I

just say Matt Davis?
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1

AUDIENCE:

(Inaudible).

2

MATT DAVIS:

Then it can only be Matt Davis

3

that buys this property at The agreed-upon price.

4

I put Matt Davis and/or assigns, that gives me The

5

ability to buy if I want to or assign it to my

6

investor.

7

assigns important verbiage in The contract?

8

no?

9

So let me ask The question again, is and/or

AUDIENCE:

10

If

Yes or

Yes.

MATT DAVIS:

Critical.

Once it’s in a

11

contract with me, I now have The right to be able to

12

assign it to Theresa.

13

Angela.

14

guys sticking with me?

15

But I am going to charge her a minimum $5,000

16

assignment of contract fee.

17

house, she’s going to make 35 grand profit.

18

going to take her longer, but this -- is she going to

19

make more money than I am?

20

make more money than I do?

Ownership on my part never occurs.

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

She’s going to buy it from

Are we going through this?

And when she flips The

Yes.

It’s

Does she deserve to

Yes.
Why?

(Inaudible).
It’s going to take longer.

She’s taking on more of The risk.
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1

work.

2

Okay?
So I deserve something, though, because I

3

just brought her a deal wrapped up with a silver bow.

4

I now need to find my new buyer.

5

should already have a list of ten of them.

6

call up Theresa and tell her The deal, all right, if

7

she’s in, then we’ll close either one of two ways.

Technically, you
When I

8

I will either assign and sell The contract,

9

charging an assignment fee, or simultaneous close The

10

deal.

And simultaneous close, that indicates that The

11

seller is probably a bank, and they won’t allow and/or

12

assigns on The contract.

13

strategy, buy it, sell it, ABC transactional loan,

14

we’ll fund The deal.

15

together now?

16

23.

We change our closing

Do you see how it’s coming

There’s one more step on page number

Yvonne, what does it say?

17

AUDIENCE:

(Inaudible).

18

MATT DAVIS:

19

that sounds like a cheesy step.

20

happens to you for The very first time, was that

21

cheesy at that point?

22

where?

23

that it worked beforehand, but when it actually works

24

for you, I don’t know, to me, it’s awesome, right?

25

That’s The first deal.

Start at The bank.

Well, Matt,

Not really.

When it

Your beliefs actually went

Boom, wow (inaudible) you theoretically knew
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1

All right, and before you go deposit that

2

check, take a photocopy of it, file it in your filing

3

cabinet, take a selfie with it, whatever you do, okay,

4

but that’s your shut-up check, and to all The

5

naysayers that along The way asked you how’s that real

6

estate thing going, I knew it wouldn’t work, you then

7

pull out that selfie or The photocopy and this is now

8

why it’s called The shut-up check.

9

(Laughter.)

10

MATT DAVIS:

And you see why, because

11

there’s a lot of naysayers that are going to tell you

12

you can’t do this.

13

my class, assignment is illegal in this country or in

14

this state.

15

necessarily love assignment because sometimes they’re

16

not even paid.

17

you?

18

client, and sometimes they might not necessarily tell

19

you The truth, but they are going to have to come

20

through you.

21

50 states.

I’ve actually even had people in

No, it’s not.

Okay, agents don’t

Do you see why?

I don’t know, can

So if you were an agent trying to guide a

22

Assignment is legal and possible in all

All right, so let’s go ahead and now start

23

looking at real estate.

Before we do, I want you to

24

now begin to understand The triangle that we’ll be

25

using.

Like (inaudible) how you draw this on your
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1

notes.

2

because I want you to draw this.

3

All right, I didn’t put it in The materials

A lot of times, The asset is going to

4

dictate what we do or The strategy that we will use,

5

all right?

6

wholesale, assigned, or eventually we may want to flip

7

those houses and make The kind of money that Theresa’s

8

going to make.

9

dumpy houses.

Down here, low-end housing, we have either

So down here, we got lots of little
Above we’ve got a rental pool.

It

10

needs a little bit of work, but you’re going to spruce

11

those up and hold them for long-term cash flow.

12

Please do not begin to make The mistake that

13

a lot of investors make when they say, well, I know if

14

I were to live there, then I better done a good enough

15

job on The rehab part.

16

where you would live.

17

would live.

18

honest rent, has a good honest job, will be happy to

19

rent from you for years and years to come.

20

matter if you wouldn’t live there.

21

renters would.

22

It has nothing to do with
It has to do with your renters

Is that right?

Some of them pay The good

It doesn’t

It matters if your

Above The median run, why is that a dotted

23

line?

Because The median changes no matter where you

24

go in The country.

25

410, 420-ish.

All right?

Around these parts,

But right there, if you’re getting to
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1

identify what’s above it and what’s below it, don’t

2

you?

3

All right.
Lease option homes.

4

audience there?

5

it?

Who’s The target

The dogs are going to eat it.

6

AUDIENCE:

7

MATT DAVIS:

Who is

(Inaudible).
Upper middle class.

8

(Inaudible) drive The Benz, has a decent income, has a

9

decent-sized family, has horrible credit.

Any

10

characters in our society that fit that description?

11

There’s a lot of them.

12

us these characters?

13

AUDIENCE:

14

MATT DAVIS:

Who on our power team brings

(Inaudible).
Good.

A mortgage broker who’s

15

turned people down at The financing all The time, they

16

still want a house, and that’s prime for a lease

17

option strategy (inaudible).

18

right there at The top, trying to make sense.

19

it?

20

AUDIENCE:

21

MATT DAVIS:

Still not (inaudible)

Mm-hmm.
Okay.

Now let’s go ahead and

22

show you some properties.

23

property exists on our triangle?

24

AUDIENCE:

25

MATT DAVIS:
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1

AUDIENCE:

No.

2

MATT DAVIS:

So when you’re driving by, do

3

you wish somebody else would blow it up or bulldoze it

4

down?

5

be a rental.

6

The debris that’s around The yard, repaint The

7

outside.

8
9

No, you don’t.

That would be what?

Hold for cash.

That would

Spruce up The yard, fix

By The way, exterior painting, is that
expensive?

10

AUDIENCE:

No.

11

MATT DAVIS:

That’s cheap, you guys.

You’ll

12

clean this up just a little bit and you got a rental

13

that will pay you for years and years to come.

14

those of you who think that’s a wholesale deal, I

15

can’t wait to show you The wholesale deal because

16

that’s not one of them.

Okay.

17

What about something like this?

18

AUDIENCE:

19

MATT DAVIS:

20

So for

Wholesale.
That’s wholesale.

Is it a lot

easier to give you discounts on something like that?

21

AUDIENCE:

Mm-hmm.

22

MATT DAVIS:

You bet.

Now, I know it’s kind

23

of dark in here, but I can still see it.

24

many of you are contractors or in The construction

25

trade?

Raise your hand, please.
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1

you in The room.

(Inaudible).

2

your name in The back?

3

SAM:

4

MATT DAVIS:

5

Sam.

All right.

And what’s

Sam.
Oh, I thought you said saint.

I got two idols in The room?

6

(Laughter.)

7

MATT DAVIS:

That’s awesome.

Sam and Idol, thank you, right?

8

Help me out here.

With The proper budget, could you

9

fix that and make it shine again?

10

AUDIENCE:

Yes.

11

MATT DAVIS:

You bet.

And it’s a lot easier

12

to get a discount on that than it is on nice-looking

13

homes.

This is what we’re looking for, all right?

14

What about this one?

15

AUDIENCE:

16

MATT DAVIS:

17

AUDIENCE:

18

MATT DAVIS:

19

(Inaudible).

Wholesale.

AUDIENCE:

21

MATT DAVIS:

Here’s what you see when you

Oh.
That’s wholesale.

All right?

I love that it comes with its own security alarm.

23

(Laughter.)

24

MATT DAVIS:

25

(Inaudible).

walk in.

20

22

Hold for cash or wholesale?

fix.

So that’s nothing a broom can’t

Sweep it up, lay your subfloor and you flooring
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1

on top of that.

2

you guys.

3
4

Flooring is relatively inexpensive,

All right?

And you’ve got a good property.

This is new meaning to everything but The
kitchen sink.

5

AUDIENCE:

Ooh.

6

MATT DAVIS:

As you see right here.

7

again, The demolition is already done.

8

rebuilding.

9

What about that?

But,

Start

That’s Albuquerque, New

10

Mexico right there, by The way.

11

Have we got bigger problems?

12

AUDIENCE:

13

MATT DAVIS:

Structural mold.

Yes.
And stucco, The plaster, was

14

initially designed to keep The contents underneath

15

cool and dry.

16

inside The stucco, it begins to trap The moisture

17

inside, it begins to rot away The actual structure.

18

All right?

19

rest assured, if it’s already at that part of The

20

property, it will be underneath other parts of The

21

property as well.

22

The problem is once moisture gets

If you run across something like that,

All right, so go back.

23

like that, what would you do?

24

AUDIENCE:

25

MATT DAVIS:
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1

run away from this stuff --

2

(Laughter.)

3

MATT DAVIS:

-- okay?

You would run back to

4

The negotiating table to get that much more of a

5

discount.

6

long, long job, but it’s easy to get discounts on that

7

kind of stuff, you guys.

8
9

Is that right?

Okay, again, I know it’s a

All right?

How about this one right here, The one in
The middle?

10

AUDIENCE:

(Inaudible).

11

MATT DAVIS:

12

AUDIENCE:

13

MATT DAVIS:

No.

(Inaudible).
No, it’s not sinking.

14

picture was taken slightly crooked.

15

line customer for this type of an asset?

16

who’s going to live there?

17

home that they’re going to buy and live in?

18

AUDIENCE:

19

MATT DAVIS:

The

Who is The endSomebody

Is it (inaudible) like a

No.
Or renters, right?

20

at The two meters for The center unit.

21

mean?

22

AUDIENCE:

23

MATT DAVIS:

Okay, look

What does that

It’s more than one unit.
That’s multi-family.

So The

24

only purchasing party would be another investor that

25

is going to buy it, fix it up, and what?
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1

AUDIENCE:

(Inaudible).

2

MATT DAVIS:

Rent it.

Rent it.

You’re going to rent

3

it.

4

dictate The type of strategy that will be used.

5

you see that?

6

please?

7
8
9
10

So The type of asset we’re looking at begins to

Who does?

Okay.

Do

Can I see your hands,

Let’s keep going.

What about that

one?
AUDIENCE:

(Inaudible).

MATT DAVIS:

You guys, I can’t make it more

11

obvious than showing you two front doors.

12

And The (inaudible) I’m not kidding, all right?

13

of you that just kind of roll your eyes, yeah, another

14

wholesale doing that.

15

No, it’s not.

Look at The asset.

Come on.
Those

All right?

Two front doors

16

indicates multi-family.

17

obvious, all right?

18

goes in The main unit; this one has a staircase that

19

goes up to The top unit, all right?

20

think that property actually exists in The country?

21

Because I took The picture, where do you think it

22

actually is there?

Splitting out a unit, this one

23

AUDIENCE:

24

MATT DAVIS:

25

AUDIENCE:
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1

AUDIENCE:

California.

2

AUDIENCE:

San Juan.

3

(Laughter.)

4

MATT DAVIS:

5

AUDIENCE:

6

MATT DAVIS:

Wow.

7

heard of Park City?

8

Park City?

9

of Aspen, Colorado?

10

AUDIENCE:

11

MATT DAVIS:

12

right?

That’s in Park City, Utah.

How many of you have never

Who’s never heard of Park City?

You’ve never heard of it.

You ever heard

Mm-hmm.
Super-high-end resort town,

Expensive real estate in Aspen?

13

AUDIENCE:

Yes.

14

MATT DAVIS:

Park City is The Aspen of Utah.

15

This is where The 2002 Winter Olympics was held.

16

is where The annual Sundance Film Festival is held by

17

Robert Redford.

18

Utah?

19

Main Street, right, in Park City.

20

Main Street you find a whole row of those.

21

This

Has anybody ever been to Park City,

Okay, help me out here.

The main attraction is
One street west of

You guys, I’m going to say this once.

I

22

know it’s simple, but if you get it, we’ll move on

23

quick, all right?

24

in The nicest neighborhood possible.

25

people do not buy homes, they buy neighborhoods,
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1

school districts, and homes.

2

AUDIENCE:

3

MATT DAVIS:

Mm-hmm.
How many agree with that?

4

I see your hands?

5

(inaudible) who’s going to eat it.

6

dogs are going to eat this?

7

right?

8

of just a mess?

9

driving.

10

Can

We have to consider The underlying
All right, what

That’s a rental.

All

That’s -- you see opportunity in that instead
Everyone else sees a mess, they keep

All right, what about that one?

11

Norfolk, Virginia.

12

you’re looking at this house there?

Right here,

What should grab your attention as

13

AUDIENCE:

(Inaudible).

14

MATT DAVIS:

The old meter mixed with a new

15

meter, they just didn’t bother to take The old one off

16

The wall and just kept The old (inaudible).

17

AUDIENCE:

So they got new windows.

18

MATT DAVIS:

Yeah, there’s new windows on an

19

old messy house like that.

20

looking at?

21

indicate new windows.

22

All right?

23

Nope, but what are you

Those stickers in The windows do not
Those are foreclosure notices.

Now, most people when you came to this class

24

think, driving by, must be new windows.

25

new windows in that old messy house.
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1

(Laughter.)

2

MATT DAVIS:

Foreclosure notices mean The

3

auction date has been set.

4

that sheet of paper and The trustee, which is an

5

attorney, in charge of The foreclosure process.

6

many of you have seen these now?

7

hands?

8

but here’s -- here’s a little (inaudible).

Guess what?

9

Contact information on

How

Can I see your

Not only is this going to happen,

What if I submitted an offer through The

10

trustee and they present it to The bank, not always

11

will they do that.

12

letter.

13

postpone The auction to entertain my cash offer?

14

do you think?

And I provided a proof of funds

Would that mean maybe (inaudible) The bank to

15

AUDIENCE:

16

MATT DAVIS:

17

What

Yes.
If you’re going to auction, is

that really in front of everyone else out there?

18

AUDIENCE:

Yes.

19

MATT DAVIS:

Yes.

Hear me clearly right

20

here.

21

good investor -- one is being able to find and uncover

22

real estate before everyone else does.

23

with that concept?

24
25

I think one of The two major talents in being a

How many agree

Can I see your hands?

All right.

And, number two, once you are able to find
real estate that nobody else is finding, being able to
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1

maximize The asset.

2

money.

3

it, you’d make so much more.

4

here, you guys.

5

If you did this, you’d make some

But if you did two other things in front of
And that’s why you’re

In providing a proof of funds letter, and

6

you guys -- you guys got The opportunity to be able to

7

do that, next Tuesday, for example, next Monday,

8

because you have access to our transactional fund.

9

can issue you a proof of funds letter, offer it to The

10

bank, because they were The ones foreclosing.

11

postponed The option now entertaining your offer,

12

start to negotiate.

13

little things that you need to learn along The way.

14

How’s your time?

We

They

All right,

So if I would have asked you when you first

15

came in this weekend why did you come, most people say

16

I want to make more money.

17

goal that I think it’s really not just more money but

18

it’s freedom that you really want.

19

agree with that?

20

you guys, we got to start changing three things --

21

what you are going to think about messy houses, what

22

you’re going to say about them, and what you’re going

23

to do with them.

24
25

May I submit to you a new

How many would

If you’re ever going to get there,

All right?

But get it in your mind, I really believe
that.

I don’t care if you’re talking athletics or
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1

business.

Would you agree your mindset does determine

2

your level of performance?

3

AUDIENCE:

4

MATT DAVIS:

Anybody agree with that?

Yes.
We’ll talk more about mindset.

5

But now let’s go ahead and go through this all step by

6

step.

7

The numbers, and The whole bit, now let’s go ahead and

8

(inaudible) into The step-by-step details for how to

9

do that.

Back to page 23, finding properties, running

This is now a direct fulfillment of The

10

biggest promise made to you at that first meeting,

11

which is (inaudible) to your very first deal step by

12

step.

13

Here we go.
Find properties.

A new sheet of paper for

14

you.

15

going to load this page up of different ways to find

16

real estate.

17

think they still need to be mentioned, because they’re

18

out there.

19

Label it up, finding properties at The top.

I’m

Some are going to be very obvious, but I

Let’s put ourselves in Angela’s shoes for a

20

second, our seller of this fictitious property.

21

many of you have heard of sellers saying this, I’m

22

going to try to sell it on my own, for sale by owner,

23

maybe a month or two, and if I can’t get any action, I

24

will then list it with an agent.

25

that before?
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1

Where do they advertise these properties?

2

Craigslist and The newspaper.

I know it’s not

3

glamorous, but write it down.

All right, 20 minutes

4

of morning coffee, open up your for-sale-by-owner

5

section of The newspaper or The internet website,

6

Craigslist, for sale by owner, and you are looking for

7

The buzzwords that I know you’ve already seen, you

8

guys.

9

Raise your hands.

Who’s ever seen an ad that says

10

handyman special?

Who’s ever seen an ad that says,

11

needs a little what?

How many have seen an ad that says fixer-upper?

12

AUDIENCE:

TLC.

13

MATT DAVIS:

TLC, okay.

You guys have seen

14

The ads.

15

openly I have a messy house, please come take this off

16

my hands.

17

This is somebody placing an ad, admitting

Start making phone calls.

All right?

Now, be careful with some of The internet

18

websites out there because we all know that everything

19

you read on The internet is 100 percent true.

20

right?

21

(Laughter.)

22

MATT DAVIS:

Is that

If it’s on The internet, it

23

must be true.

Speaking sarcastically, obviously.

24

my suggestion is you be a little careful with some of

25

The middleman websites, like Wholesaler.com, things
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1

like this.

2

that have their hand in The (inaudible).

3

an ad in The newspaper or Craigslist that represents

4

The seller with no middleman, go make a phone call.

5

All right?

6

It’s usually a few entities or parties
But if it’s

We could read real estate publications and

7

find real estate, which are published by realtors, but

8

a little hint, and I know you know this, most agents

9

are not leading with messy houses.

They’re publishing

10

that publication with The prized jewels, The nice

11

homes that they have listed, all right?

12

So let’s talk about realtors and agents and

13

The type of agent that you need because MLS

14

properties, you can still find deals on The MLS, as

15

long as your agent knows we are looking to follow rule

16

number one, which is never pay retail.

17

for deep discounts.

18

We’re looking

All right?

Quickly turn to page 27, because there’s a

19

series of questions that are already given to you.

20

It’ll help us with The note taking.

21

want to record The answer that you’re looking for from

22

The agent.

23

The answer needs to be a minimum 12 years.

24

more.

25

if you say, well, what if they’re a really hard-

At The top, I do

How long have you been in real estate?
Twelve or

(Inaudible) qualify under that premise.
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1

working go-getter?

Okay, well, I’m glad that they

2

are, but why 12-plus years?

3

cycle in The market.

They have seen an entire

Make sense?

4

AUDIENCE:

Yes.

5

MATT DAVIS:

They were around back before

6

The bubble burst, The market fell, and if they

7

survived as an agent during The downturn of The

8

market, guess what, they really had to learn how to

9

drum up business beneath The streets.

Those were

10

sharp agents these days.

11

involved in The momentum part of The market.

12

They didn’t just get

I just don’t think they have some of The

13

skills that I want them to have, nor, and I can’t

14

blame them for this, they haven’t been around long

15

enough to have established a good book of business.

16

That just takes time.

17

been around for a while -- what was your first name?

All right?

18

AUDIENCE:

(Inaudible).

19

AUDIENCE:

Catherine.

20

MATT DAVIS:

Agents that have

She’s an agent, right?

21

Catherine?

And broker, good.

22

been doing this 25 years, do you have your go-to

23

people established?

24

The deal through, call in some favors, where normally

25

a brand new agent would not have that book of business
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1

to be able to give you (inaudible).

2

with that?

3
4

Would you agree

How many want her as your agent?
kidding, you can’t do that.

5

(Laughter.)

6

MATT DAVIS:

I’m

(Inaudible).

(Inaudible).

The point is,

7

having an agent that’s been around for a long time,

8

that’s really so important.

9

two, do you specialize in any type of real estate or

Okay, question number

10

part of town?

11

be asked like that one.

12

represent residential -- I’m sorry, commercial instead

13

of residential, you’re obviously not going to

14

represent your residential interests.

15

Some of The obvious questions need to
For example, if you only

How many of you know agents or heard of

16

agents, they won’t even touch a property for less than

17

half a million dollar listings?

18

like that?

19

they’re going to sell a home, they might as well make

20

a big, bad commission.

21

going to take you to see that (inaudible) spray-

22

painted property that I showed you guys in Park City.

23

You guys remember that (inaudible)?

24

obvious questions need to be answered.

25

Anybody know agents

(Inaudible) I don’t blame them for it.

All right?

If

But they’re never

Some of The

Number three, do you depend on real estate
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1

for a living?

2

time agents only.

3

time school teacher and a part-time agent, but they’re

4

not going to be my agent.

5

Add full-time to The question.

Full-

There’s nothing wrong with a part-

Question number four, do you have banking or

6

funding connections?

Again, this comes back to

7

whether or not they’ve been around long enough to have

8

established those.

9

lined up, if The lenders are turning down The deal,

If they have preferred lenders

10

they might have rich financiers, they already have in

11

their back pocket, people that have monies, go-to

12

people like this, and then we want them to have those

13

contacts, okay?

14

Question number five, do you purchase real

15

estate for a profit?

16

investor?

17

an investor?

18
19

Would you rather them be an investor or not
What do you think?

AUDIENCE:
property.

20

In other words, are you an

No.

They’re going to take The

They’re going to take The good property.
MATT DAVIS:

All right.

Here’s my -- this

21

is an opinion question.

22

answer.

23

If they are an investor, that means they’re going to

24

stake all The good deals.

25

There’s no right or wrong

I know where a lot of you are coming from.

AUDIENCE:
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1

MATT DAVIS:

No.

Not even possible for one

2

person to take down all The deals available in The

3

world, okay?

So there’s more than enough properties

4

to go around.

And I’m fine if they’re making some

5

money as an investor because then they get why I want

6

to see my spray-painted property.

7

I’m -- in my opinion, this is better if they are an

8

agent and an investor.

9
10

They get it.

So

If they are somewhat of an investor, I can’t
add them to my what list?

11

AUDIENCE:

Buyers list.

12

MATT DAVIS:

The buyers list.

All right,

13

that’s another reason why I like to work with other

14

investors, okay?

15

you’re talking about real estate, what do you think?

Next, question number six, just if

16

AUDIENCE:

17

MATT DAVIS:

18

Yes.
Okay.

Where are we in The

market right now?

19

AUDIENCE:

(Inaudible).

20

MATT DAVIS:

We’re way high.

So it’s not

21

just about talking about real estate if we’re

22

following rule number one and getting deep discounts,

23

but they need to know that that’s what we’re doing.

24

This is kind of somewhat of a test.

25

they will mention The fact that prices are,
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1

comparatively speaking, very high right now.

2

they’re willing to admit that, knowing that I’m an

3

investor, they have my better interests at heart.

4

Does that make sense?

5

make a one-time score of commission.

6

That’s kind of a test.

7

time to buy real estate no matter what The top end of

8

The market is, I get deep discounts.

9

If

They’re not looking to just
All right?

I always think it’s a good

All right?

The final question is The biggest test.

10

Before we do The question, would you agree anonymity

11

is a part of being a real estate investor?

12

is.

13

yes, here’s a name, here’s a phone number, here’s a

14

second name, here’s their phone number, too.

15

have failed The test.

16

one of their important investors but they’re just

17

going to pass out my information for anybody that

18

calls, nope.

19

investors, those investors bring them repeat business.

20

They’re not going to just be loosy-goosy with your

21

phone number.

22

prized clients.

23

Can you provide me with references?

I think it

If they say

They

One thing (inaudible) and I’m

All right?

If they really do work with

They’re going to try to protect those
That’s what I’m looking for.

So (inaudible) something along The lines of

24

yes, I can provide you with references, but allow me

25

to check with my investors to make sure they’re
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1

comfortable with me handing out their information.

2

Can I call you back?

3

you and their most prized clients, that’s a good

4

thing.

5

So you got to put a wall between

All right?
Agents will have access to The MLS.

The MLS

6

will be favorable when we’re pulling comps for CMAs.

7

All right?

8

what a comp is?

9

(Inaudible) covers, that’s fine.

Is there anybody here that does not know
Raise your hands.

All right.

The only way to

10

identify what a property is really worth after it’s

11

all fixed up is to pull comparables.

12

Comps mean what have other homes sold for in The

13

recent past.

14

doing this 12-plus years and they know that you’re

15

brand new and they say, well, here’s a list of

16

comparables, three of them are ten miles away, but

17

it’s The best I could find.

All right?

Now, if you have an agent that’s been

18

AUDIENCE:

19

MATT DAVIS:

Is that a comp?

No.
All right, no way.

But knowing

20

that you’re brand new, and knowing they’ve done this

21

12-plus years, a brand new student might say, well,

22

they (inaudible) I guess that -- okay, that’s The best

23

they could do.

24

All right?

25

Find a better agent is my opinion.

So let me have you write down what I think a

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

EX 8, p. 330

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 332 of 435
331
1

comp is.

Recent sales, keep your agent on a tight

2

leash when in terms of The following.

3

Recent sales means what?

4

less?

5

AUDIENCE:

6

MATT DAVIS:

7

plenty, you guys.

All right.

How many days or more for

(Inaudible).
These days, 90-day comps is

All right?

8

AUDIENCE:

(Inaudible).

9

MATT DAVIS:

Yes, it is.

Okay?

And I will

10

stand toe to toe with anybody in this room on that,

11

okay (inaudible) if there’s not enough data, can we

12

expand?

13

start there.

14

totally fine, it’s to provide an update to The value

15

that we’re looking for.

16
17

When I say start tight, and that’s why I say
All right?

We extend to 100, then 110,

All right?

But start tight.

Next, close in proximity.

How far a radius

would you give them in an urban area?

18

AUDIENCE:

(Inaudible).

19

MATT DAVIS:

20

AUDIENCE:

21

MATT DAVIS:

What would tight be?

A quarter mile.
Well, that’s really tight.

22

Okay, well -- okay.

23

an urban area, if there’s not enough data, we extend

24

to a mile to a mile and a half and so forth, but start

25

tight.

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

I’m going to say (inaudible) in

EX 8, p. 331

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 333 of 435
332
1

Now, if we’re in a rural area, and The next

2

(inaudible) is five miles away, clearly we would have

3

to adjust.

4

swing would you allow them on The square footage?

5

Above or below?

6

has 1,800 square feet.

7

below would you allow them to go?

(Inaudible).

All right?

How far of a

So Brianna lands on a property that

8

AUDIENCE:

9

MATT DAVIS:

How far above and how far

(Inaudible).
I’m going to start with 100

10

square feet.

11

200-square-foot swing, 100 feet above or below, that

12

is normally where agents think I’m going too strict,

13

but I don’t care, let’s start with tight data.

14

higher The data, The better The data is.

15

Again, I know that’s tight.

The

All right?

Now, Catherine, you can back me up on this.

16

Agents pull comparables all The time.

17

Is that something you do?

18

do you get your comps?

19

AUDIENCE:

20

MATT DAVIS:

21

That’s a

The MLS?

Is that right?

As a broker as well?

Where

The MLS?

Now The internet is open, so...
Okay, but can you get those in

Okay, are these homes that have sold?

22

AUDIENCE:

23

MATT DAVIS:

24

right now?

25

on The MLS?

Yes (inaudible).
And that are active listings

Do you have access to homes that are sold
Do you have access to The data that

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

EX 8, p. 332

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 334 of 435
333
1

allows you to know how much they sold for?

2

AUDIENCE:

Yes.

3

MATT DAVIS:

Okay.

Okay?

So that’s The data that

4

we’re looking for.

As The pull comps, this is

5

information -- and I’m glad you said that, Catherine,

6

this information is available out there on The web as

7

well.

8

other agent.

9

privacy things that The State of Texas has?

But help me out, Catherine, as well as any

10

doesn’t.

11

actual sales.

How does that data get around The
It

You just heard an agent say I pull comps of
Yes, it does.

12

Any ideas?

13

AUDIENCE:

14

MATT DAVIS:

Okay?

(Inaudible).
That’s The privacy piece, okay?

15

Not sharing The owner’s information.

16

validate -- on a valid level pull what a home sold

17

for, and agents do it all The time.

18

You can actually

Okay?

So there’s one other database, and I told

19

you guys I’d pepper The presentation a little bit with

20

information about The advanced training so you know

21

what it’s all about, all right?

22

get from your agent, our advanced or full version of

23

The software gives it to you as well.

24

can set up The (inaudible) half a mile radius, 90-day

25

comps, if it needs to be extended, here are some
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1

things that you can do on your own without necessarily

2

going through an agent.

3

All right?

So I’m showing you ways of doing it without

4

doing our advanced training, just full disclosure here

5

-- I put that in parentheses for a reason.

6

version of The software only comes included with

7

advanced training purchases.

8

with you what (inaudible) okay?

9

Our full

I told you I’d share

Let’s go back to our list of finding

10

properties.

We got newspaper, internet.

11

talked about who we want to use for our agent.

12

talk about driving neighborhoods.

13

to find properties as well?

14

AUDIENCE:

15

MATT DAVIS:

Okay, we
Let’s

Is that a good way

Yes.
Okay.

If you’re driving around

16

a neighborhood, this is why I say driving (inaudible)

17

errands.

18

have you put your pens down for a second so we can

19

understand The concept I will then put up there and

20

want you to write down.

21

areas.

You go by neighborhoods, school districts, and

22

homes.

We want to go and find The areas that are hot.

23

Once we understand The four -- three or four hottest

24

areas, we’re going to leave The areas alone, we’ll

25

then come over here and look at properties.

So if you look, please, I’m now going to
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1

We want at least three to four

2

neighborhoods.

3

five, zero.

4

of The properties -- we will then cross-reference The

5

databases, not all 50 of those properties will be in

6

The four hottest neighborhoods.

7

of those properties will be.

8
9

We want at least 50 properties, that’s

Once you pull two levels of data -- area

But four, maybe six,

Are you guys starting to see what we’re
doing here?

You see when you’re just driving

10

aimlessly through a neighborhood because you grew up

11

there and you think you know The data of The

12

neighborhood, and I do not (inaudible) on day number

13

two of that, I was driving neighborhoods last night on

14

The way home.

15

What do you think?

16

and all dilapidated and whatever, and I’m going to ask

17

what’s The purchase price.

18

comps say, it’s going to be worth that when we’re all

19

fixed up.

I took a picture of this property.
Well, it’s, you know, boarded up

AUDIENCE:

21

MATT DAVIS:
this information?

(Inaudible).

(Laughter.)

24

MATT DAVIS:
neighborhood?

I don’t know.

Where’d you get

Zillow.

23

25

What do The

What do you think The answer is?

20

22

I don’t know.

What’s The crime rate in The

What’s The school rating -- school
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1

rating in The neighborhood?

2

important to know?

3

AUDIENCE:

4

MATT DAVIS:

Is that something

Yes.
Okay.

What’s The average days

5

on market in that neighborhood compared to all of

6

Dallas?

Is this information we should know as well?

7

AUDIENCE:

8

MATT DAVIS:

9

Yes.
You guys, we need to pull more

data than just a messy house.

And we go.

The

10

neighborhood is perfect.

11

When you’re working with an agent, something they will

12

know if they’re a good, informed agent, they will know

13

what The average days on The market is.

14

down, average days on market.

15

The agent sent me out here.

Write that

It does not matter what comes out of their

16

mouth as far as average days on market.

We’re going

17

to take whatever they say and we’re going to cut it in

18

half.

19

days on market, a property goes for sale on MLS,

20

sometimes it takes longer selling than average,

21

sometimes shorter, all right?

22

is 60 days.

But The agent said, now you guys know, average

But let’s say average

23

We now ask The followup question, what

24

neighborhoods in Dallas move in 30 days or less?

25

took The average, cut it in half to 30, and let’s say
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1

The agent comes back and says there’s only one

2

neighborhood in all of Dallas closing that quick.

3

that enough data?

4

neighborhoods?

5

expand The net and expand The data a little bit.

6

Is

We want a minimum of how many

Three to four.

Say four.

We need to

Thirty days considering The average is 60 is

7

too tight of a net.

We need to kind of widen it out a

8

little bit.

9

please tell me all The neighborhoods moving in 40 days

We’re now going to say, well, will you

10

or less, knowing The average is 60.

11

The data a little bit, and The agent comes back and

12

says here are four neighborhoods that are moving at 40

13

days or less.

14
15

Tell me, are The dogs eating those
neighborhoods?

16

AUDIENCE:

17

MATT DAVIS:

18

AUDIENCE:

19

MATT DAVIS:

20

Now we’ve widened

Yes.
Faster than average?

Yes.
Is this a good place to find a

home to flip?

21

AUDIENCE:

Yes.

22

MATT DAVIS:

And when you -- because you

23

guys are going to have The worry.

24

fix it up, and try to sell it and it does not sell?

25

If you’re trying to flip houses in a war zone
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1

(inaudible) best neighborhood and The average days on

2

market is three times what The average is Dallas-wide,

3

we believe you’re going to have a hard time selling

4

that home, no matter how good it looks.

5

You wanted to find The neighborhoods where

6

The dogs are eating it, sales are already happening.

7

These are The (inaudible) properties (inaudible).

8

guys see it?

9

expert on all four of those neighborhoods and watch

10

You

Now you need to become an absolute

them (inaudible).

11

If you will just do that, and know

12

everything about each one of those neighborhoods and

13

drive those neighborhoods only, you’re going to be

14

given a map of The neighborhood, you’re going to be

15

getting to see The messy house that is still going

16

through probate court because you’ve already looked

17

into that deal, and you know what’s coming down The

18

pipeline.

19

mining your business on a local basis?

20

know what The average days on The market is, then you

21

actually know it’s moving faster.

22

Are we starting to see The wisdom here in
You got to

We’ve got four neighborhoods over here.

23

Let’s (inaudible).

24

(inaudible) just help me out.

25

you to log into The MLS and export me an email from
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1

all properties listed for 200 grand and less?

2

few minutes.

3

200 grand.

Tops, a

And let’s understand why I started with

What’s median in Dallas?

4

AUDIENCE:

(Inaudible).

5

MATT DAVIS:

420-ish.

410, 420.

So I

6

basically almost cut that a little more than half and

7

said export me an email of all properties listing for

8

about half The median and lower.

9

some conclusions.

Well, let’s draw

Why would a property be actively

10

listed for a super cheap price?

Because it’s probably

11

a messy house.

12

I see your hands?

13

troubled house where they have a lawsuit against The

14

house or there’s a lot of problems.

15

solve what?

How many agree with that concept?

Can

And wait a minute, or it’s a

16

AUDIENCE:

17

MATT DAVIS:

Do we get paid to

Problems.
We want to know that problem

18

(inaudible) problematic properties.

19

sends us an email, and I also know you guys can set me

20

up on auto-send, so The MLS will export this email to

21

me as often as I wish, twice a week, twice a month,

22

whatever.

23

you plenty of business.

24
25

What if The agent

Once per week will suffice.

That will give

Well, what if there’s only 20 properties in
this email of properties listing for 200 grand or
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1

less?

What do we need to do?

2

AUDIENCE:

(Inaudible).

3

MATT DAVIS:

Expand The date.

4

too tight.

5

42 properties.

6

properties in this email.

7

doing?

8

be sold for a relatively lower price.

9

properties; we got four neighborhoods.

The net is

I expand up to 240,000, well, and that was
I extend a little more, now we got 50
You guys see what I’m

Fifty properties that are actively trying to

10

AUDIENCE:

11

MATT DAVIS:

We’ve got 50
What do we do?

(Inaudible).
Cross-reference.

All 50

12

properties are not going to be in these four

13

neighborhoods.

14

be in those four hottest neighborhoods, but that is

15

when you get in your car and go drive, and now you’re

16

driving with a purpose.

17

see in The four hottest neighborhoods in all of

18

Dallas.

19

Maybe four out of six properties will

You got four properties to

You know dogs are going to eat.
And guess what, if you put that property

20

under contract, I almost guarantee a local investor is

21

going to want to take that (inaudible) off your hands.

22

It’s perfect for a wholesale.

23

your hands, please.

24
25

(Inaudible) let me see

Thank you.

All right, now, let’s go ahead and write
some things down so we have it in our notes.
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1

going to give you some examples.

Days on market,

2

again, this first one is areas.

Days on market, we

3

want to start with 50 percent of average days on The

4

market, DOM, in The area.

5

(inaudible) average days on market, if they say it’s

6

120 days, then we want to go ahead and look for

7

neighborhoods that are moving in 60 days or less.

8
9

So as an example

If they say The average days on market is
60, we’re going to start with 30 days or less

10

(inaudible).

Back to areas, we then are looking for

11

listings that are 50 percent of median and lower

12

emailed to you.

How often?

13

AUDIENCE:

14

MATT DAVIS:

Once per what?

Week.
Week.

You got The properties,

15

you got The neighborhoods, cross-reference, that’s

16

when you get in your car to go drive, because you’re

17

driving with a purpose.

18

Two other ways to find properties.

We all

19

know that The foreclosures, when a property is going

20

through a foreclosure, it is announced in The local

21

newspaper before it hits The auction.

22

AUDIENCE:

23

MATT DAVIS:

Is that true?

Yes.
And you know The moment it hits

24

The local legal paper, about 30 to 60 days before it

25

hits The newspaper?
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1

difference to you if you’re not subscribing to your

2

local legal paper.

3

paper Dallas, Texas or wherever you live.

4

paper may charge you a couple of bucks a month for

5

beating that other email subscriber database.

6

well spent.

7

So, remember, go Google legal
The legal

Money

But if you can find out about a sheriff’s

8

sale or a foreclosure option before it hits The

9

newspaper, that’s when everyone else finds out about

10

it, that’s good lead time.

11

everyone else does.

12

(Inaudible) list it before

How about bird dogs?

You guys know what a

13

bird dog is?

Somebody who’s good at bringing

14

information.

Why would they bring you information?

15

Because you’re running your what?

16

AUDIENCE:

(Inaudible).

17

MATT DAVIS:

(Inaudible).

Now we’re paying

18

for leads.

And that’s something we should do.

19

business should be marketed.

20

your business, it’s not going to last very long.

21

let me share with you -- Chuck, let me ask you, who

22

drives The neighborhoods all day long for a living and

23

might be interested in making extra cash?

24

AUDIENCE:

25

MATT DAVIS:
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1

okay (inaudible) whatever.

2

AUDIENCE:

Postal.

3

MATT DAVIS:

Transportation companies.

Maybe that’s -- utility readers.

Mail

4

carriers.

5

times those are digital readouts, though (inaudible)

6

sometimes people are still in The old school, though,

7

you know, go see The meter.

8

neighborhoods.

9

DHL, public and private carriers, okay, private

All right?

A lot of

And they’re out in The
Mail carriers, UPS, FedEx,

10

carriers.

11

highly recommend you hire a few college students

12

because all of them are interested in extra cash, and

13

if you teach them what you’re looking for, they’re

14

good at research.

15

So bird dogs (inaudible) students, I would

All right?

Here are The three pieces of data they need

16

to bring you for it to be a qualified lead.

17

it’s all three pieces of data, they’re not going to

18

get paid.

19

Number two, owner’s contact information with phone

20

number, which is not always to find because of The

21

Privacy Act, here in Texas.

22

assessment backed up with photographs.

23

Unless

Number one, obviously The property address.

Number three, eyeball

Now, eyeball assessment is a general,

24

written-out description of what they see as they’re

25

viewing The house.
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1

They’re not licensed contractors who do The bid work.

2

All right?

Provide me photos as well.

3

this down.

Google Pyramid -- Google Earth Imagery

4

does not count.

5

(inaudible) is outdated?

6

have to go to The property, take a picture like on a

7

smartphone, it’s going to be just fine.

8
9

Goo -- write

How do you know if some of that
I want fresh pictures.

They

Okay, if they’re willing to bring me that,
enough data, you can compensate them in two ways.

10

Write this down.

$25 per lead with a monthly cap.

11

would say $1,000.

12

that, it’s up to you.

13

$25 per lead with a cap of $1,000 a month.

14

have a cap per month?

I

If you want to pay them less than

15

AUDIENCE:

16

MATT DAVIS:

This is just what I suggest.
Should you

Yes.
Okay, college students are

17

ambitious.

If they know there’s no cap, they’re going

18

to bring you 1,000 leads, 25 bucks, you owe them 25

19

grand.

20

$500 a month is going to fit your marketing budget

21

more than 1,000, fine, start where you can.

22

right?

Okay?

So cap.

If you have more up here like

All

But have a cap (inaudible).

23

Should you perhaps compensate The bird dog

24

only if The deal closes and pay them out of The

25

profits?

Can you do that?
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AUDIENCE:

2

MATT DAVIS:

3

is going to close, as you know.

4

dogs I have on my team, two of them, $25 per lead,

5

capped at $1,000 a month.

6

grand a month in marketing, is that right?

7

$2,000 a fully deductible expense to my organization?

8

Yes or no?

9

AUDIENCE:

10

Mm-hmm.
You could, but not every deal
So The three bird

Okay, by The way, that’s 2
Is that

Yes.

MATT DAVIS:

Yes.

It’s business.

You need

11

to spend money on marketing.

12

brings me really good data, she is willing to get paid

13

out of closing.

14

is on her to bring me really good data, right?

15

she’s bringing me that and she’s willing to be

16

compensated out of The deal, I would say 10 percent at

17

closing is what she would earn.

18

Okay, The third one, she

All right, but it’s -- now The onus
If

Okay?

Now, for those of you saying that’s more

19

than an agent makes, I’m not talking about 10 percent

20

of The entire deal.

21

what?

I’m talking about 10 percent of

22

AUDIENCE:

The profit.

23

MATT DAVIS:

The assignment fee.

24

grand.

25

going to make 500 bucks.

Minimum, 5

(Inaudible) if you’re making 5 grand, they’re

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

All right?

How many agree

EX 8, p. 345

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 347 of 435
346
1

that’s worth it but they have to bring me good data?

2

But it’s not coming out of your pocket; it’s coming

3

out of The deal.

4

that’s still a deductible expense, but it brings you

5

good data, right?

6

It comes out of The deal, obviously

I would really say we should take a play

7

book from -- or a page from The play book of home

8

investors, we buy ugly houses.

9

to The general public, we’re looking for messy houses.

They are broadcasting

10

How many of you see a lot of these ads out

11

(inaudible)?

12

what?

Why do you see them out?

Because they

13

AUDIENCE:

14

MATT DAVIS:

15

You run your own ads.

16

your own ads.

17

because that can get expensive, but you should

18

broadcast to everybody in your network that you are

19

now looking for real estate, if everyone has a

20

cousin’s neighbor’s friend that is going through

21

foreclosure and they’re losing their house.

22

they list it with an agent, that means if it sells

23

they have to move.

24

they’re hoping something might work out.

25

They work.
They work.

Your phone rings.

Spend a little money and run

I’m not saying place billboards,

But if

They don’t want to move yet, but

There’s an opportunity right there for you.
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1

All right, everyone has a great aunt that just passed

2

away, and The kids don’t even live in Texas, and they

3

don’t want to deal with The house.

4

The time?

5

you’re looking for real estate, you’re (inaudible)

6

okay?

7

Does it happen all

Well, if you are broadcasting The fact that

Moving sale, I’ve actually gotten a deal on

8

this.

Moving sale.

You guys ever seen a garage sale

9

or a yard sale on The weekend?

10

AUDIENCE:

11

MATT DAVIS:

Mm-hmm.
You ever seen any that said

12

moving sale or estate sale?

13

going on, they’re selling everything they have and

14

getting out, that usually represents a distressed

15

situation.

16

for-sale-by-owner sign that you’ve seen in The front

17

yard.

18

agent.

19

they don’t even live nearby, but they’re trying to

20

sell it.

21

trying to get rid of it but not pay The agent

22

commission.

23

All right?

If (inaudible) what’s

You’re going to call every

They’re trying to sell it without listing an
You are ideally looking for an absentee owner,

That’s usually a motivated seller, they’re

I’m going to put a few more on your radar.

24

For (inaudible).

25

here, 20 minutes of morning coffee when you’re opening
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1

up The newspaper classifieds, begin to glance through

2

The rental ads as well.

3

them or take a photocopy, just glance through them.

4

If you do this consistently over time, you’re going to

5

begin to see some of The rental ads that you saw there

6

a long time ago are still there today.

7
8
9
10

You don’t have to memorize

Draw some conclusions from that.

What might

be some conclusions?
AUDIENCE:

(Inaudible).

MATT DAVIS:

They’re not able to cash flow

11

it, which is why it’s still rent -- for rent today if

12

it’s not filling up.

All right?

13

AUDIENCE:

14

MATT DAVIS:

It might be a what?

(Inaudible).
Would you agree some investors

15

are busy collecting rent and they’re not reinvesting

16

into The improvement of The property?

17

The cash flow, but they don’t have The money to rehab

18

The property.

19

you’re good at -- let me show you some real motivation

20

if this is added to it, if they have a mortgage on The

21

home and they’re still (inaudible) about The mortgage

22

payment, they’re not able to cash flow The property,

23

it’s costing them money.

24

rehab The property.

25

paying attention, okay?

So they spent

That might be a motivated situation and
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1

Lots of ways, and I’m going to show you one

2

more, however.

I’m going to put this last one at The

3

bottom inside parentheses.

4

this away already, guys.

Any idea why?

I’ve given

Why?

5

AUDIENCE:

(Inaudible).

6

MATT DAVIS:

7

advanced educational purchases.

8

AUDIENCE:

9

MATT DAVIS:

It only comes included in

Software.
I don’t want any confusion on

10

that.

It’s The full version of our software allows

11

you to find properties as well.

12

problematic areas?

13

one?

14

could be a nice home, but they’re not making The

15

mortgage payment.

16

situation.

Remember The three

Messy houses.

What was The second

The financial condition of The homeowners.

It

(Inaudible) there’s a distressed

17

All right, so The soft (inaudible) covered

18

those situations, and now let me just tell you this.

19

Please open up this brochure for a second.

20

(Inaudible) 20, 30 seconds is all.

21

number 4.

22

later on tonight (inaudible).

23

PropFinder.

24

The full version of The software.

25

that?

Turn to page

You’ll have a chance to read The brochure
Page number 4 has

Now, this page is addressing -- this is
Are we clear on

Because everything inside here comes only
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included with The advanced education purchases, so I’m

2

going to go to The heading that says search.

3

PropFinder allows you to search through

4

nationwide recordings of any of The following

5

properties (inaudible) MLS properties, pre-foreclosure

6

listings, auctions, foreclosures, vacant properties,

7

involuntary lien, which include tax liens, HOA liens.

8

Let’s see, mechanic’s liens.

9

properties.

10

So they are high-equity

Cash buyers, free and clear properties,

bankruptcy, and divorce filings.

11

So let’s have your eyes up here for a second

12

now.

If you tell The software, okay, I want to see

13

all The properties in Dallas, Texas that are non-

14

owner-occupied, out-of-state owners -- put that

15

together.

16

live out of state somewhere.

17

foreclosure status.

18

payment, and it’s vacant.

19

This is not their primary residence.

They

And it’s in pre-

They’re not making The mortgage

Not here to take care of it.

They’re

20

letting it go, I’m not making The mortgage payment,

21

it’s vacant, not cash flow (inaudible).

22

a motivated seller?

23

AUDIENCE:

24

MATT DAVIS:

25

market.

Might that be

What do you think?
(Inaudible).
But you’re going to target this

Now, let’s add some things to it.
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The last filter.

2

filings?

3

bankruptcy?

4

failing on The mortgage, and it’s vacant, and it’s

5

declared bankruptcy?

6

bankruptcy?

7

The fastest way to liquidate an asset?

8

what?

9

What’s it say, bankruptcy or divorce

Okay, what if they’ve just declared
Not owner-occupied, out-of-state owner,

What do they have to do in

Liquidate assets.

AUDIENCE:

Is that right?

What’s

Offer a deep

Discount.

10

MATT DAVIS:

11

see The motivation right there?

12

You guys have any properties here in Dallas that are

13

in pre-foreclosure status?

14

AUDIENCE:

15

MATT DAVIS:

Discount.

How many of you can
Can I see The hands?

What do you think?

Of course.
You’ve got 718 in pre-

16

foreclosure status right now.

17

click on these properties, here’s -- that’s just The

18

map.

19

for example, it’s a three-bedroom, one-bath home.

20

Click on it, it’s estimated value is worth $170,000,

21

all right?

22

The way?

23

170.

24

again reaching volcanic proportions in this group.

25

Let’s go over here.

All right?

This property right here,

But, folks, is that a decent spread, by

The amount of default is 55,000.

Wow.

So as I

It’s worth

You guys, The amount of enthusiasm is

(Laughter.)
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1

MATT DAVIS:

I’m showing you a local deal

2

that has $115,000 worth of profit in it, and The only

3

thing I can get out of you guys is this?

4

(Laughter.)

5

MATT DAVIS:

Relax, I’m just rasping you a

6

little bit, okay?

7

you see that?

8

all right?

9

Dallas, and maybe that’s why you’re not that excited,

10

right?

How many of you get excited when

These are deals in your own backyard,

But I know that some of you don’t live in

You guys want to see other areas?

11

AUDIENCE:

Yes.

12

MATT DAVIS:

13

AUDIENCE:

14

Fort Worth.

15

San Antonio.

16

Houston.

17

MATT DAVIS:

Like where?

East (inaudible).

Houston, Texas.

Houston

18

currently has 2,659 pre-foreclosure properties.

19

excited now?

Can I see your hands?

20

(Laughter.)

21

MATT DAVIS:

Who’s

Okay.

Tulsa, Oklahoma.

Tulsa

22

currently has 300-and -- I’m sorry, 233.

23

way, how many of those properties do you need to make

24

a financial difference?

25

AUDIENCE:
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MATT DAVIS:

One.

All right?

Some of you

2

were excited about a $2,000 reimbursement check.

3

just showed you $115,000 (inaudible).

4

to see an area?

San Antonio?

5

AUDIENCE:

6

MATT DAVIS:

I

Who else wants

Who said San Antonio?

(Inaudible).
San Antonio.

San Antonio,

7

Texas currently has 1,521 pre-foreclosure properties.

8

All right?

9

AUDIENCE:

Greenville.

10

MATT DAVIS:

11

AUDIENCE:

12

MATT DAVIS:

13

I can spell Green.

Where?

Greenville.
Greenville?

Greenville, Texas.

14

AUDIENCE:

15

MATT DAVIS:

16

Somebody help me out.

17

If

(Inaudible).

(Inaudible).
Coppell?

C O P P E L L.
Thirteen.

But that’s

The smallest area.

18

AUDIENCE:

Fort Worth.

19

AUDIENCE:

Florida.

20

MATT DAVIS:

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

All one word?

Well, that’s a state.

Miami.
All of Florida?

Miami.
Miami, Florida.

2,074 pre-

foreclosures happening in Miami right now.
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1

Portland, Oregon?
All right?

(Inaudible) Portland has

2

460.

It’s funny when I do this

3

presentation in California, especially Beverly Hills.

4

We don’t have foreclosures in Beverly Hills.

5

(Laughter.)

6

MATT DAVIS:

Beverly Hills, California

7

currently has 81 pre-foreclosures happening as we

8

speak.

9

The amount of default on a four-bedroom, three-bath

All right?

Click on -- for example, this one,

10

home is $93,000 on their default.

11

$1.6 million.

12

AUDIENCE:

13

(Laughter.)

14

MATT DAVIS:

15

guys, right?

Right?

It’s worth

Wow.

Yeah.

(Inaudible) out of you

How many want to know The address?

16

AUDIENCE:

Yes.

17

MATT DAVIS:

18

(Laughter.)

19

MATT DAVIS:

Yeah, buy The software.

Okay, let’s come -- that’s a

20

good question, by The way.

What do you offer on

21

something like that?

22

to be able to take that deal down for less than 100

23

grand, all right?

24

anyway.

25

because that’s a novelty, all right?

That doesn’t mean you’re going

But they’re going to lose it

All right, let’s make (inaudible) easier
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1

oh, let’s take The one that we saw near Dallas, okay,

2

like 55 grand would work -- oh, 170?

3

mean you’re going to be able to take it down for 55.

4

170.

It doesn’t

Once you approach The family or whoever The

5

owner is and offer them some money to sell to you at a

6

discount rate.

7

found that it’s listed on The MLS, I probably don’t

8

want it at that point.

9

to do?

Now, if you clicked on that deal and

What is that homeowner trying

They’re probably trying to sell it top dollar

10

to get themselves out of The mess.

11

at that point?

12

AUDIENCE:

13

MATT DAVIS:

14

Would you want it

No.
I don’t, all right, because we

never pay what?

15

AUDIENCE:

Retail.

16

MATT DAVIS:

Retail for real estate.

But if

17

it’s not on The MLS, that begins (inaudible) The

18

opportunity.

19

them, ask them to sell it to me for about 80, 85,000,

20

all right, so if they sell it at 85, they owe 55, plus

21

The arrears, whatever they’re behind on payments and

22

penalties, is that right?

All right?

23

AUDIENCE:

24

MATT DAVIS:

25

I would probably approach

Right.
But say $5,000 in arrears or

whatever it might be, that software would tell us, all
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1

right?

55 to pay off The mortgage; another 5 grand to

2

pay off The arrears.

3

they’re making 25 grand, it’s worth 170.

4

agree you just took a deal down right there?

5

see your hands.

6

deal, Matt?

7

The money?

That’s (inaudible) 60, 85,
How many
Let me

Okay, but how would you fund The

I don’t have 85,000.

8

AUDIENCE:

9

MATT DAVIS:

Where could you get

(Inaudible).

10

AUDIENCE:

11

MATT DAVIS:

Not The ABC.

Credit cards.
Wait a minute.

Could you use

12

The ABC transactional loan to wholesale this to

13

another investor here in Dallas?

14

AUDIENCE:

Yes.

15

MATT DAVIS:

And put it under contract for

16

85,000 and wholesale it or assign it for 95,000 and

17

make 10 grand.

18

difference between wholesale and assignment?

Now, wait a minute, is there a

19

AUDIENCE:

Yes.

20

AUDIENCE:

No.

21

MATT DAVIS:

22

AUDIENCE:

23

MATT DAVIS:

24
25

Wholesale means we what?

Own it.
Buy it and sell it.

Would we

need The ABC transactional loan for that, yes or no?
AUDIENCE:

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

Yes.

EX 8, p. 356

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 358 of 435
357
1

MATT DAVIS:

You got to buy it first if you

2

wholesale it, all right?

3

The ABC transactional loan?

4

AUDIENCE:

5

MATT DAVIS:

If you assign, do you need

No.
You do not because you’re never

6

buying it in The first place.

You’re passing The

7

purchase on to another investor.

8

you put that copy of The contract for 85 grand that

9

The owner walked away, made 10 grand for 95, and

See that?

Okay, so,

10

Theresa, The cash buyer investor would take that down

11

all day long for 95 grand, knowing it’s worth 170.

12

How many see The vision right there?

13

hands.

14

(inaudible).

15

Let me see your

Let’s uncover The opportunity, we won’t
All right?

Now, The banking daily basis that that

16

software draws upon, that’s not public record.

17

not public access.

18

around The privacy issues in Texas.

19

tells us what they owe, how much they owe, and here’s

20

The phone number, to boot.

21

Would you agree having The right tools in any business

22

is part of being in The business?

Would you agree?

23

Okay, special (inaudible) action.

Go ahead.

24
25

AUDIENCE:

That’s

It also lets -- allows us to get
That information

Guys, let’s (inaudible).

Yeah, is The assignment kind of

like brokering The deal?
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MATT DAVIS:

Eh, brokering The deal is --

2

I’m going to say no.

To be a broker, you need a

3

license to be a broker.

All right?

4

it on to somebody else.

I just don’t want to mix

5

verbiage that eventually will confuse you.

6

AUDIENCE:

7

MATT DAVIS:

8

AUDIENCE:

10

So there’s a little bit of just

Yeah.

MATT DAVIS:

Okay?

Other hands out there?

Yes, sir?

12
13

Yeah.

-- I’m going to say no for now, but you get The idea.

9

11

So you’re passing

AUDIENCE:

How would you say The amount of

deals that you’ve done that used that software?

14

MATT DAVIS:

The amount of deals that I’ve

15

done with The software?

16

now.

17

speculation, though, because I like getting accurate

18

numbers.

19

software, but I’m right in The middle of four right

20

now.

21

Okay, so just on that spread, what’s happening right

22

now, 50 percent.

23

accurately.

24

I wouldn’t know.

25

I would be speculating right

Let me try to speculate.

I don’t like

My last two deals I actually came off The

The other two came off The MLS from my agents.

Okay, that’s -- that I can give you

I just -- out of all The deals I’ve done,

Okay, yes?
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AUDIENCE:

How much is The software?

2

MATT DAVIS:

3

(Laughter.)

4

MATT DAVIS:

Funny you should ask.

Now, we don’t sell The software

5

a la carte.

6

several times this weekend, right?

7

software without education is just fancy software.

8

Just because we found a process for pre-foreclosure

9

does not mean we know what to say to The family that’s

10

And I’ve already gotten The question

losing their house (inaudible).

11

Here’s why.

Fancy

Make sense?

So my short answer is it comes included with

12

any one of The educational enrollments, and there’s

13

several levels of enrollment.

14

come to life a lot more clear tomorrow because you

15

will have read The menu tonight, The brochure.

16

not evading your question, but I think it’s a little

17

premature because it comes included with any one of

18

The enrollment packages for education.

19

But I think they will

So I’m

Okay?

All right, now, we talked about finding

20

properties.

We need to talk about running The

21

numbers.

22

need to officially shake off lunch.

23

up, everybody.

24

to continue to instruct here in The front of The room,

25

so I’m going to stand on top of this chair, all right,

Right now, we are not taking a break, but we

Everybody do it.
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so you can see me, because I’m a short guy, all right?

2

And at The end, I’m going to back flip off this chair.

3

AUDIENCE:

Oh, yeah, awesome.

4

MATT DAVIS:

5

AUDIENCE:

6

MATT DAVIS:

You don’t think I can do it?

No.
(Inaudible).

All The numbers

7

start with your ARV, after repair value.

8

to determine The ARV will be?

9

AUDIENCE:

10

The only way

Just to pull what?

Comps.

MATT DAVIS:

Comps.

You have high comps,

11

medium comps, low comps.

We’re going to start with

12

medium comps.

13

We’re going to subtract a speculated amount of repair

14

costs.

15

what it’s going to cost yet.

16

contract first.

17

renegotiate clause in case we are way off, all right?

18

We’re going to deduct what it’s going to cost to pay a

19

title company or an attorney to close this transaction

20

between seller and buyer.

21

Yes or no?

We get -- begin to do subtractions.

Why is this speculated?

Okay?

22

AUDIENCE:

23

MATT DAVIS:

24

costs.

25

home from Angela.

We want to put it under

We do have The right to

Are you with me on this?

Yes.
We need to deduct holding

What are holding costs?
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1

moment she sells it, she is holding The home.

2

that cost money The longer she holds?

3

AUDIENCE:

4

MATT DAVIS:

Does

Yes.
It’s sometimes called carrying

5

costs.

We need to factor that in.

If we don’t, it’s

6

going to come out of her profit margin.

7

us to The next thing.

8

margin.

9

to live there, she’s going to pay closing costs.

That brings

We need to deduct her profit

When she sells to The new family that wants

10

Sellers usually pay closing costs these days.

11

going to factor that in, too.

12

We’re

We need to deduct a fudge factor, unexpected

13

contingency fund in case things come up.

We still

14

need to deduct our assignment fee.

15

it’s simple subtraction.

16

cannot get Angela, our seller, to agree to that number

17

or lower, The deal does not work.

18

wisdom in that?

19

for The back flip?

We start up here,

We arrive down here.

If we

How many see The

Can I see your hands?

You guys ready

20

AUDIENCE:

21

MATT DAVIS:

22

(Laughter.)

23

MATT DAVIS:

And that would be just shaking

24

off lunch, all right?

Now turn to page number 27, at

25

The very bottom.
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1

each one of these allocations.

2

over an hour left in class and we’re done today.

3

right?

4

You guys, we got just
All

At The bottom, right next to The picture of

5

a calculator, it says, Running The Numbers.

6

see where I’m at?

7

Everyone, right next to ARV, write down median comp.

8

Median, The one in The middle.

9

costs.

10

It starts with The ARV.

It said deduct repair

We don’t know what those are yet.

So write

down next to repair costs, speculated number.

11
12

Page 27.

Everybody

AUDIENCE:

All right.

Median comp, but can

we use The lowers?

13

MATT DAVIS:

If you want to, keep yourself

14

extra safe.

Okay.

15

investment.

A little bit more difficult to put it in

16

a contract.

Don’t be too hard on it, but it is going

17

to keep you that much more safe, if you want to.

18

Okay?

19

That’s just more money for your

So The (inaudible) repair cost is The

20

speculated number, subtract purchase cost, 1 percent.

21

Who’s that paying?

22

The deal, 1 percent.

23
24
25

Title company or attorney to close
Title company or attorney.

Next it says deduct 3 percent holding costs.
You guys know what holding costs are?
AUDIENCE:
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1

MATT DAVIS:

Sometimes called carrying

2

costs, if you’re holding The home, if you have to

3

borrow The money, they need to pay a monthly payment

4

on The mortgage, okay, and utilities (inaudible) The

5

owner, I mean, these are all holding costs.

6

Next, it said deduct another 3 percent in

7

The form of sales costs (inaudible) closing costs.

8

When Theresa fixed up -- fixes up The home and sells

9

it, she’s more likely to (inaudible) The closing

10

costs.

11

will add their commission in later on.

12

me, we’ll get there.

13

This is not compensating an agent yet.

We

Note before

Okay?

Next it says subtract minimum acceptable

14

profit -- 20 percent.

And we want to write down next

15

to 20 percent, investor’s profit.

16

Whose money is that?

17

Theresa’s?

Investor’s profit.

Is that mine, or is that

18

AUDIENCE:

(Inaudible).

19

MATT DAVIS:

That is Theresa’s money.

This

20

is The margin we’re building in when she picks it up

21

and sells The home, we want to factor in and shoot for

22

a 20 percent profit margin for her.

23

realistic, but this is going to be a good offer, all

24

right?

25

Everyone, with your own pen, up to The right-hand side

It’s not always

It says deduct fudge factor, 3 to 5 percent.
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1

of The parentheses, write down 4 percent, please.

2

our mathematical purposes this weekend, we will factor

3

our fudge factor at 4 percent so we all get The same

4

number.

5
6

Have I been paid on this deal yet?

Have I

been paid on The deal yet?

7

AUDIENCE:

8

MATT DAVIS:

9

For

No.
Nope.

So with your own pen, we

need to now create a new bullet point at The very

10

bottom, which will say subtract assignment fee.

11

Subtract assignment fee, minimum -- in parentheses,

12

minimum $5,000.

Does The equation make sense?

13

AUDIENCE:

Yes.

14

MATT DAVIS:

Okay, we’re going to see,

15

because right now, I’m going to give you your first

16

little quiz.

17

you came with on this quiz but only that person.

18

is not The third grade where if you cheat and look at

19

your neighbor’s answer you’re going to The principal’s

20

office, but I’m trying to get you to figure out some

21

numbers for you, okay?

22

work with that person you came with.

If you’re here

23

on your own, then do it on your own.

No big deal.

24
25

You’re allowed to work with The person
This

So you’ve obviously allowed to

Once you think you have The right answer,
raise your hand, and I will come check your math.
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1

you’re right, I’ll tell you.

2

tell you that, too.

3

but let me just give you a forewarning -- a fair

4

warning on this.

5

argue with me about The number, I need to you know, I

6

already know The answer.

I’m not trying to be offensive,

If you’re wrong and you want to

7

(Laughter.)

8

MATT DAVIS:

9

If you’re wrong, I’ll

close to it, right?

All right?

Do not ask me, I’m

You can’t get close.

You have to

10

nail The number.

11

just (inaudible).

12

first one, The ARV is $200,000.

13

these numbers on The screen.

14

anticipated repair costs are 20,000, and we have an

15

assignment fee of 10 grand.

16

grand, we’re doing 10 grand assignment fee.

17

those numbers and plug it in The equation, and let’s

18

see if you can come up with The MAO, The maximum we

19

would pay for this home for it to work.

20
21
22

So if you’re wrong, no big deal,
Okay?

So let’s say on this very
200,000.

Look at

Let’s say your

We’re not minimum of 5
Take

Once you think you have The right answer,
just raise your hand and let’s check your math.
(Inaudible) whether you say The purchase

23

cost is The cost of this one or The actual MAO.

24

(Inaudible).

25

Right.
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1

Sales cost.

2

A couple more minutes on this.

3

(Inaudible) at this one.
Maybe one

more minute, then move on.

4

All right, let’s get this together.
108.

The

5

correct answer is $108,000.

6

good read.

7

Okay, now, here’s what I want you to do, some of you

8

are taking your percentages of The running subtotal.

9

Don’t do that.

Who got it right?

I need to get a

Raise your hands.

That’s where you mess it up.

108.

In other

10

words, you say 200 grand minus 20 grand, we’re at 180.

11

Some of you are now deducting 1 percent of 180.

12

nuh.

Un-

It’s 1 percent of what?

13

AUDIENCE:

200.

14

MATT DAVIS:

The ARV, 200 grand (inaudible).

15

Three percent of what?

16

are always of The original root number or The ARV in

17

this case, 200 grand.

18

again real quick?

19

AUDIENCE:

20

MATT DAVIS:

200 grand.

The percentages

So you guys want to do this

Yes.
Okay, I don’t have a slide for

21

this, so if you can try to listen to me verbally go

22

through this.

23

at page 27, we’re going to just go line item by line

24

item, going to do simple subtraction.

25

grand minus The repairs, which are 20 grand on The

All right, so ARV, if you’ll just look
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1

screen, we’re at 180.

2

grand, which is how much money?

3

180; now we’re at 178.

4

Now we deduct 1 percent of 200
$2,000.

We were at

We then deduct $6,000, or 3 percent of 200

5

grand.

We’re at 172.

6

because it’s another 3 percent, 166.

7

20 percent of 200,000, which is $40,000.

8

166, minus 40 grand, is 126.

9

$8,000, 4 percent fudge factor.

10

now at 118.

11

we’re at 108.

12

We deduct another 6 grand,
We then deduct
We were at

We then deduct an
We were at 126; we’re

We deduct $10,000 assignment fee, and

Okay, and when I actually throw agent

13

commissions into this space, then I’m going to

14

(inaudible) so we’ll get there.

15

this to our investors, they’re going to want to see

16

all The separate allocations.

17

you’ve thought about any last little nuance of The

18

deal.

19

Plus when we assign

Would you agree?

If

So if we do not get Angela, our seller in

20

our example, to 108 or lower, this deal does not work.

21

All right?

22

again?

23

tomorrow.

24

can get through The step-by-step plans.

25

promise, you guys, we will practice this probably more

How many of you want to practice The math

Can I see your hands?

And we’ll do it again

Okay, we need to keep going for today so we
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1

than 10, 12 times this weekend.

2

practice (inaudible).

3

We’ll have plenty of

You want to come see me after -- at The end,

4

after we’re all done, and I can run through The math

5

again with you and write it out for you, that’s

6

totally fine.

7

Not a problem.

Now, that’s our maximum.

8

another number in mind.

9

down.

We need to have

This part I need you to write

Your initial offer, The number you’re going to

10

lead with, my suggestion, it should be 80 percent of

11

MAO.

12

was this The low offer?

13

of 108 is going to start our number at 86,400.

14

present The offer to Angela, you would want them to

15

accept their first offer?

So 80 percent of The 108 in this example.

16

AUDIENCE:

17

MATT DAVIS:

18

Yes, it is.

Now,

Eighty percent
If I

(Inaudible).
How (inaudible) question, guys.

Do we want them to accept our first offer?

19

AUDIENCE:

Yes.

20

MATT DAVIS:

If they accept The first offer,

21

you could have gotten it for less.

Okay, think about

22

that.

23

says, yes (inaudible)?

24

you (inaudible) property go for such a cheap price?

25

What are you not telling me about this deal?

If I can lay a number on The table and she
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1

and actually fish or try to identify what’s no man’s

2

land on this deal, where will they not let me go, but

3

I won’t know until I lay a number on The table.

4

this true?

5

Is

It’s interesting.

And, agents, please take this in stride.

I

6

think you’ll agree with this.

Agents are typically

7

(inaudible) little bit if it’s a low-ball offer.

8

actually had some agents -- some agents say I’m not

9

even going to present The offer with The seller.

10

way too load, insulting.

11

All offers must be presented by law.

12

remind them of that, do so.

13

presented.

14

offers, is that strong motivation?

I’ve

It’s

By The way, that’s illegal.
If you need to

All offers must be

Now, if she says no but she counter

15

AUDIENCE:

Yes.

16

MATT DAVIS:

(Inaudible).

You won’t know

17

unless you put a number on The table.

18

you’re going to start low.

But if they counter, that

19

shows motivation, game on.

If she just gives me a big

20

flat no at 80 percent of MAR, do we walk away from The

21

deal?

22

AUDIENCE:

23

MATT DAVIS:

Obviously,

No.
No, you guys got a 20 profit

24

margin there.

We can cut into that a little bit.

25

second round of offering -- write this down -- 90
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1

percent of MAO.

Second offer, 90 percent of MAO.

2

What am I fishing for?

3

AUDIENCE:

Their magic number.

4

MATT DAVIS:

The counter.

The counter and

5

trying to strike The deal.

6

teach you how to find motivated sellers at The first

7

meeting?

8

you put a number on The table?

9
10

Didn’t we say we would

Well, how do you know I’m motivated unless
You don’t.

I had one broker, he said, you should be put
in jail for that offer.

11

(Laughter.)

12

MATT DAVIS:

I said --

-- it’s just a number, dude.

13

If you want to counter offer me, I’m cool with that,

14

okay?

15

and their (inaudible) discounts.

16

fine.

17

right at MAO?

18

somewhat setting yourself up to make sure (inaudible).

19

If they counter offer you then, you have no room --

20

room to wiggle.

21

It’s just it’s interesting, they (inaudible)
Tell me no, totally

Would you go for a third round of offering
What do you think?

You can, but you’re

Make sense?

So I do two rounds of offering -- 80 percent

22

and 90 percent.

23

them, I’m going to walk away from The deal.

24

for a counter offer.

25

they’re going to come in higher, I come in -- I mean,
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1

that’s The nature of The game.

2

example at 108 or less, this is a mathematical

3

certainty, we should do this deal.

4
5

AUDIENCE:

We can arrive on this

Make sense?

If The days on market -- if The

days on market is high --

6

MATT DAVIS:

But you’re only offering in

7

areas that are moving in lower than average days on

8

market.

9

shouldn’t be offering in areas that are moving far

10

Make sense?

John?

12

JOHN:

14

But we

faster or far longer than average days on The market.

11

13

It’s important.

(Inaudible) first offer (inaudible)

-MATT DAVIS:

Okay.

His question is -- so we

15

can repeat it.

16

percent of MAO, and they say yes, it doesn’t mean The

17

(inaudible) out The window thinking that everyone’s

18

got some devious intentions.

19

definitely dig into that deal, but put it under

20

contract first.

21

I’m going to do my due diligence.

22

grand worth of errors.

23

Okay, if they take my first offer, 80

All right.

I would

It doesn’t mean I have to do it.

Now

I may find 200

You have your promise, okay?

So let’s accept it, just because it’s under

24

contract, it doesn’t mean anything.

25

time to take a deeper look underneath The hood.
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1

going to flush it out, we will.

2

Okay?

Next, once we’ve ran The numbers, we go on

3

to third step, which is finding The owner.

4

Write this down.

5

down.

6

writing them.

7

municipality tracks, The person paying The taxes on

8

The property is most of The time The owning party.

9

But there are exceptions to that rule, which would be

We’re on The screen.

All right?

Write them

I’ll go through them as you’re -- as you’re
The tax rule, which is something your

10

tax liens.

11

bought up The tax lien, so they’ve satisfied The tax

12

burden, but that doesn’t necessarily mean it’s The

13

homeowner.

14

You guys know about those.

Somebody has

All right?

However, if they bought up a tax lien, The

15

lienholder will be put forward as well against The

16

title, which is (inaudible) down through The county

17

courthouse.

18

recorder’s office.

19

have a lot of investor friends who do this.

20

And I’ll (inaudible) to The county
You could ask The neighbors, and I

They get out into The neighborhood.

If The

21

neighbors know what’s going on with The property, so-

22

and-so used to live there, they moved away, but I

23

think I might still have their daughter’s cell phone

24

number, whatever.

25

want to go knock on doors and ask about neighborhoods.

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

Okay, this does require time if you

EX 8, p. 372

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 374 of 435
373
1

I’ve got a lot of investor friends do that.

2

You can pay your attorney and they will do

3

an asset search for you.

4

now, if you pay your attorney to do this, they’re

5

going to go look where?

6

AUDIENCE:

7

MATT DAVIS:

Just a little hint right

The same place.
On The tax roll.

They’re going

8

to undercover -- and then upcharge you for it, so just

9

go look yourself.

There’s another department of The

10

municipal buildings, The county courthouse has The

11

land registry, which is a matter of public record.

12

You can identify who owns The land, and The person

13

that owns The land most of The time own The unit on

14

The land, so they own The home and The land.

15

are exceptions to that as well.

16

an exception.

17

somebody else owns The unit on The land.

18

mind.

19

There

A mobile home park is

Somebody else might own The land where

You could pay a skip tracer.

Keep that in

Do you all

20

know what a skip tracer is?

21

them, repossession companies use them.

22

pay your car payment, they’re going to hire a skip

23

tracer to come find you.

24

private investigator.

25

right?
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1

Have you ever seen their ads on Google?

You

2

Google somebody’s name, and you see an ad that says we

3

will find them for you for a fee.

4

before?

5

skip tracers.

6

finding them, but you can’t -- you come up short,

7

there’s one last business that’s been around for a

8

long time, findtheseller.com.

9

You ever seen that

They charge like 10 bucks; they go through
If you go through The higher methods of

That’s a skip tracer.

And they’re going to charge you $12.

10

(Inaudible).

The home version of our software finds

11

them for you.

It searches eight different databases

12

and it finds people.

13

our software’s going to find them.

14

comes included with one of our advanced education

15

purchases (inaudible).

16

If it’s out there to be found,
Okay?

And that

Once we’ve found out who Angela is, we now

17

need to reach out to our homeowner.

18

to The part -- The next step.

19

we ran The numbers; we have 80 percent of MAO in mind.

20

What’s The MAO (inaudible) numbers in mind.

21

who Angela is.

22

We now are moving

We found The property;

It’s time to reach out.

Found out

All right?

And that’s The step, negotiate The contract.

23

Okay, please take notes on this.

24

you some tips and some guidelines.

25

this conversation is to uncover two things, and write
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1

this down.

Guideline number one, are they willing to

2

sell?

3

you’re responding to a newspaper ad or a Craigslist

4

ad, or a for-sale-by-owner sign in The front yard.

5

You get The point.

Lots of times that’s an obvious answer because

6

Sometimes it’s not obvious.

That home that

7

you drive by twice a day to and from work on The

8

corner of The neighborhood, boarded up, been that way

9

for years.

How many can think of a property like that

10

and you’ve seen it for a while?

11

have any sale signs on it, so, again, The first

12

question is obvious, are you going to sell

13

(inaudible).

14

our son is going to school there next year, they’re

15

building homes there, we’re going to fix it up, live

16

there then.

17

Okay?

Still doesn’t

Well, we know it’s a mess right now, but

You can do (inaudible).

If they are willing to sell, that’s The

18

first guideline, are they willing to sell.

Second

19

guideline, MAO or less.

20

start at a percent of MAO.

21

that.

22

course of this conversation.

23

tips, things I think you should mention through The

24

course of The conversation and will probably drive

25

this price lower.

We don’t start at MAO; we
We’ve already talked about

That’s basically what we need to learn from The
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1

Tip number one, be direct.

How many

2

appreciate somebody that’s direct, they get right to

3

The point?

4

Okay, be direct.

Hi, my name’s Matt Davis.

I’m a real estate

5

investor.

6

The property on 123 Main Street, if you’re willing to

7

sell and if we can find a price that works for both of

8

us.

9

we’re able to wholesale.

10

The purpose of this call is to see about

Let me explain what I do.

I buy real estate

I fix properties up and sell

them, and I do this for a living.

All right?

11

So I want to see if we can find a price that

12

works good for you and allows me to make some money on

13

this deal as well.

14

guys?

And that’s great, I’m direct, you

15

AUDIENCE:

16

MATT DAVIS:

17

(Inaudible).

in nature?

18

AUDIENCE:

19

MATT DAVIS:

20

No.
Do they know I’m looking for a

discount?

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

Is any level of that offensive

Yes.
Do they know I’m an investor?

(Inaudible).
Do they know if I can’t find a

deep enough number then this is not worth my time?
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1

None of that is offensive.

2

Be direct.

Second tip, mention The condition of The

3

house.

If it’s verbalized, she knows it and I know

4

it, that this thing’s a mess, then The idea of paying

5

retail has just been taken off The table, hasn’t it?

6

Verbalize The fact that this is a mess.

7

condition of The house.

Mention The

8

Third tip, some questions I’ll ask.

Do you

9

own The home free and clear, or do you have a mortgage

10

on The property?

11

question, I’m going to say with all The love I can say

12

it with, get over it.

13

If you feel that’s too personal a

Ask anyway.

All right?

If they say I have a mortgage on The

14

property, I would then ask The followup question.

15

What would that be?

16

AUDIENCE:

17

MATT DAVIS:

How much?
How much do you still owe?

If

18

you think that’s too personal, get over it, ask

19

anyway.

20

might say, well, I’d rather not share that

21

information.

22

further, though, because this comes out a different --

23

a different story.

24

on your mortgage, but are you current on your mortgage

25

payments?

Some won’t tell you.

Okay, move on.

Would you agree?

I would push a little

You may not tell me what you owe

Will you at least tell me that?
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1

If they say yes or no, I’m trying to fish for as much

2

as they’re willing to share.

3

All right, by The way, I already know how

4

much he owes.

5

ask you to come out with The number to actually tell

6

you a number, I would say most of The time they’re

7

lying to you.

8

form, and I would go what are they trying to do?

9

The numbers.

10

Please remember I said this.

If they

(Inaudible) lying in any way, shape, or

I’m completely fine if Angela makes

money on The home that she owns.

11

AUDIENCE:

12

MATT DAVIS:

Would you agree?

Yes.
All right.

Now, should I use

13

The information that I have on her, on this phone

14

call?

15

AUDIENCE:

16

MATT DAVIS:

No.
I would not.

I would not tell

17

her that I have a fancy piece of software.

18

if she says, well, Matt, I owe 90 grand on my

19

mortgage, I would not say, well, I’ve got a fancy

20

piece of software that says you owe 72.

21

on.

22

(inaudible).

And then

I mean, come

That’s not going to make this conversation

23

(Laughter.)

24

MATT DAVIS:

25

Pad

right?

Basic people skills apply, all

So thank you, 90 grand is what she said she
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1

owes.

Yes, she’s current on her mortgage questions.

2

Next question, write it down, is The property rented

3

or is it vacant?

4

The answer.

5

parties, I can then use it as a preface to push

6

against in this conversation.

7
8

Now, I most of The time already know

But if it is verbalized between two

If it’s vacant, what would your next
question be?

9

AUDIENCE:

10

(Inaudible).

MATT DAVIS:

For how long has it been

11

vacant?

Next tip, summarize The information.

12

Summarize.

13

we’ve learned through The course of this conversation.

14

We both know this is a messy house.

15

your mortgage payments.

16

It’s vacant, and it’s been for about a year.

17

understanding this story correct, Angela?

18

yes.

Let’s just add up The components that

You’re current on

You got a $90,000 mortgage.

19

Is that a motivated seller?

20

AUDIENCE:

21

MATT DAVIS:

She says

Yes.
(Inaudible) giving The

22

components.

23

This thing has been vacant for one year.

24

costing her money?

25

Am I

She’s current on her $90,000 mortgage.

AUDIENCE:
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1

MATT DAVIS:

You bet.

All right?

So if I

2

kind of compiled that data, summarized The

3

information, I’m going to make it sound as ugly as I

4

possibly can make it sound.

5

necessarily exactly what your mortgage payment is, but

6

you got a $90,000 mortgage, I imagine you’re paying

7

around $700 a month.

8
9

Okay, pause.

Look, I don’t know

I know nothing about Angela.

She could be a multimillionaire and have this mortgage

10

payment on auto-debit, out of some account, and not

11

even skipping a beat, not even noticing it.

12

right?

13

realize over The last year that this has been vacant

14

you’ve lost $8,400 minimum?

15

make it sound ugly.

16

I said eight-thousand, four-hundred.

17

bigger loss.

18

I want to make it sound ugly, though.

All right.

All
Do you

Trying to

I didn’t say eighty-four-hundred;
It sounds like a

Little things you throw in.

All right?

And you begin to negotiate, and you begin

19

with numbers.

20

Remember, they’re going to push back high; you’re

21

going to push low.

22

find The number that is MAO or less, this is a done

23

deal, we should do this transaction.

24
25

Don’t be afraid to throw out a number.

And if you can go back and forth,

All right?

The final tip before I go back to The
negotiation part and The numbers part, always leave

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

EX 8, p. 380

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 382 of 435
381
1

The conversation open-ended.

Write that down.

Always

2

leave it open-ended, meaning never shut The door on

3

this deal.

4

one phone call.

5

not.

6

offer, can I call you back next week, what would you

7

say?

You may not wrap up negotiations with this
In fact, it’s likely that you will

If Angela says, well, let me think about your

8

AUDIENCE:

Sure.

9

MATT DAVIS:

That’s perfectly fine, and go

10

take The weekend to think about The offer, and are you

11

okay if I don’t hear from you Monday or Tuesday of

12

next week if I follow back up with you on Wednesday?

13

Is that okay if I don’t hear from you?

14

control back, guys.

15

business.

16

few times?

You follow up.

I just took

This is your

By The way, do you think I’ve said this a

17

AUDIENCE:

Yes.

18

MATT DAVIS:

You guys, I believe in having

19

bullet points right on your page in front of you so

20

you know where to lead The conversation, right?

21

we have scripts, but if you are (inaudible) you can

22

tell when somebody’s reading a script.

23

AUDIENCE:

24

MATT DAVIS:

25

Yes,

Mm-hmm.
How many of you can tell that

when you’re on The phone and somebody goes
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1

(inaudible).

Can you guys tell that?

2

AUDIENCE:

Mm-hmm.

3

MATT DAVIS:

It’s kind of like babble in

4

basic scripts, okay, because it doesn’t always line up

5

and match, does it?

6

skills, weave in and out of The bullet points, but

7

this is The general direction of this conversation is

8

what I’m going for, okay?

9

Bullet points, using basic people

It is not silly, and I really hope that

10

you’ll remember this.

11

verbiage to and from work, hear yourself saying this

12

conversation, because that way, if you’ve practiced

13

enough, The moment of truth, they’re your words at

14

that point, and it rolls off The tongue.

15

It’s not silly at all.

16

It is not silly to practice The

All right?

Practice your scripts.

We start going out with numbers.

And she

17

pushes high, I push low.

18

-- 130, that’s The lowest I will allow you to

19

(inaudible) my property for.

20

this deal?

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

Okay?

She says -- walk me through

What was our maximum on

(Inaudible).
108.

What would you do.

(Inaudible).
Thank you very much, but I

always leave it -- what was The last tip?
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1

AUDIENCE:

(Inaudible).

2

MATT DAVIS:

Open-ended.

I appreciate your

3

time, Angela.

4

discounts for this to be worth it for me.

5

was going to step out of that conversation, you’re

6

going to find some sellers are just uneducated as to

7

what it really costs to flip a house.

8

never thought about attorney fees or holding costs or

9

closing costs or things like this at all.

Watch The

10

general -- this happens a lot, your math.

Well, fixed

11

up, it’s worth about 200 grand.

12

because (inaudible) work.

13

These are just not deep enough
And if I

Most of them

I’ll sell it for 170

170, that’s about right.

(Inaudible) what about The fact that I’m

14

doing this to make a profit?

15

and closing costs and this and that?

16

woman, she said, why do you think you deserve such a

17

deep discount on my house?

18

email address, and I emailed her The entire breakdown,

19

The MAO equation we just ran, to show her, here’s

20

where all The money is going to go, because some

21

people just don’t realize really what it costs to flip

22

a house.

Okay, I had one

Well, I asked for her

Okay?

23

AUDIENCE:

24

MATT DAVIS:

25

What about holding costs

(Inaudible).
Absolutely.

I have no problem

(inaudible) exactly what I’m going to make.
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1

right?

But I was flipping The house, so it wasn’t --

2

I was not deducting The assignment fee at The bottom.

3

I was making that 20 percent profit margin, The one

4

that Theresa would make.

5

we’ll practice that math tomorrow as well.

6

no problem with her knowing exactly what I’m making

7

(inaudible).

8
9

And

But I have

Okay?

Next, if she says 130, we’re out.
agree with that?

Do we

Walk away?

10

AUDIENCE:

11

MATT DAVIS:

12

AUDIENCE:

13

MATT DAVIS:

14

AUDIENCE:

15

MATT DAVIS:

16

112?

17

What would you do?

Yes.
Come on, yes or no?

Yes.
What was The maximum?

108.
108.

What if she comes down to

No lower, would not take a cent less than 112.

18

AUDIENCE:

19

MATT DAVIS:

20

Does that make sense?

(Inaudible).
(Inaudible) do not walk away

from 112.

21

AUDIENCE:

Yes (inaudible).

22

MATT DAVIS:

Think about The numbers.

23

There’s 40 grand built in for Theresa.

24

grand for me.

25

$58,000 worth of margin.

There’s 10

There’s an $8,000 fudge factor.
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1

$4,000 variance.

2

AUDIENCE:

Mm-hmm.

3

MATT DAVIS:

What if you took your ten down

4

to eight and made her profit instead of 40, 38.

5

you just find 4 grand, 112 work?, yes or no?

6

AUDIENCE:

7

MATT DAVIS:

8

see your hands?

9

Theresa right now?

Could

Yeah.
Who’s (inaudible) 112?

Okay, hang on.

10

AUDIENCE:

11

MATT DAVIS:

Can I

Can we take away

(Inaudible).

12

about The deal yet.

13

AUDIENCE:

14

(Laughter.)

15

MATT DAVIS:

Theresa does not even know

Yeah.

I’m not taking it away from

16

anybody right now.

17

contract.

18

they can flow, if you take away from here to add it

19

over here, we’re just trying to get it under contract.

20

So how many of you would still do 112?

21

hands?

22

We’re trying to get you under

Okay, so, understand, The numbers can ebb,

115?

Can I see your

You got to finance The 3 grand.

You

23

see, yours was eight; take it down to five, 38 for

24

her, five for me.

25

do that deal now?
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1

AUDIENCE:

Mm-hmm.

2

MATT DAVIS:

This is interesting.

This

3

morning I said 5 grand a month, ten hours worth of

4

average to get it done, that’s 500 bucks an hour, and

5

you guys were like, no, I’m not going to do it.

6

(Laughter.)

7

MATT DAVIS:

8

Okay?

I started you at ten, now

you’re at five, and you’re (inaudible) --

9

(Laughter.)

10

MATT DAVIS:

-- say 5 grand.

Come on, now

11

we’re doing it to get your feet wet, yes?

12

get your reimbursement check if you go The next 90

13

days.

14

numbers can ebb and they can flow and you get it.

15

125?

16

too high?

17

point.

18

Do you guys get The point?

All right, The

Who would do -- or who would do 125?
That’s too high.

Plus you

25,

Is that

I would walk at that

You guys get it.
All right, for our mathematical purposes to

19

keep The amount simple, let’s say Angela agrees that

20

one of The ways -- all right -- should we send her a

21

contract and put it in writing?

22

contract until we put it in what?

23

AUDIENCE:

24

MATT DAVIS:

25

It’s not under

Writing.
Writing, all right?

Do I leave

$100 in escrow, she says, no, five (inaudible)

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

EX 8, p. 386

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 388 of 435
387
1

minimum.

2

diligence period; 50 percent refundable beyond that;

3

45 days to close.

4
5

Refundable within The first two weeks due

I would do that deal.

I need to sign this contract using my new
last name.

What was The new last name?

6

AUDIENCE:

And/or assigns.

7

MATT DAVIS:

And/or assigns.

8

starts ticking.

9

to one of my investors.

The clock

I’ve got 45 days to get rid of this
Theresa is my first cash

10

buyer on my cash buyers list.

11

just simply tell her The details.

12

this (inaudible) I’ve got a property under contract

13

right now that I’m willing to assign over to you and I

14

want to show you The details on that.

15

I call her up, and I
Theresa, I’ve got

All right?

I’ve built in a $40,000 profit margin for

16

you if you flip this house.

17

$20,000 worth of repair costs that I’ve now updated to

18

fix up The property.

19

into The property to do The proper bid work.

20

contract there on The property right now.

21

some investor friends that actually front The idea

22

that they own The house.

Now, hang on.

23

AUDIENCE:

24

MATT DAVIS:

25

That is aside from The

I need to get you
I have a

I’ve got

Do I own a house?

No.
Is she going to find out anyway

when we go to close who owns The house?
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

3

about it.

4

my number, and let me make sure it does, all right,

5

then we’re good to go.

6

coming in far higher, I do have The right to

7

renegotiate with my seller.

8

this deal is all about?

9

property to do The bid work.

10

All right?

So just be straight up honest

of bid work.

If you’ve been (inaudible) with

If it doesn’t and you’re

Is that A to B, C, what

She needs to go to The
She finds 18 grand worth

Are we good?

11

AUDIENCE:

Yep.

12

MATT DAVIS:

13

AUDIENCE:

14

MATT DAVIS:

We allocated what?

Twenty.
(Inaudible) 20, and should we

15

try to split that on The extra two she found, or

16

should we let her keep it?

17

AUDIENCE:

Let her keep it.

18

MATT DAVIS:

Let her keep it.

All right, if

19

she finds 35 grand worth of repairs, right to

20

renegotiate with our seller.

21

The new number, The deal doesn’t work and we walk

22

away.

23

contract should not mean The deal is always going to

24

work, and then we have The option, not The obligation,

25

to (inaudible).

If she does not agree to

So let’s remember, just because we put it under
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1

I always tell The investor that I’m

2

assigning or wholesaling to what my cost is as well.

3

Should we do that also?

4

straight up against each other.

5

40 grand; I’d be (inaudible) $10,000 assignment fee.

6

And let me put them together.

7

grand; I’m going to make 10.

8
9

So I always bump The numbers

Okay, hang on.
make a big point.

You’re going to make

You’re going to make 40
Are you okay with that?

The reason I paused is to

I’m not trying to be weird, okay?

10

How many of you know people that are not counting

11

their (inaudible) they’re counting yours?

12

AUDIENCE:

Yes.

13

MATT DAVIS:

In other words, they begin to

14

kind of pull at you like, well, I’m doing all The

15

work, what makes you think you deserve a $10,00

16

assignment fee?

17

think?

18

this particular transaction, I would never, ever call

19

them back again.

That’s a little steep, don’t you

Okay, not only will they be out of The deal on

20

I need everyone to write this down because

21

I’ll be using it The rest of The weekend.

The goal is

22

to create -- and write this down -- a value for value

23

exchange.

24

for value exchange.

25

win-win situation, doesn’t it?

I’ve said that a few times so far.
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1

you why I do not like to call it a win-win situation.

2

Does anybody know somebody in your life that

3

tries to win without providing value?

4

these people?

5

AUDIENCE:

6

MATT DAVIS:

7

(Inaudible).
Freeloaders, moochers, leeches,

thieves.

8

AUDIENCE:

9

MATT DAVIS:

10

(Laughter.)

11

MATT DAVIS:

12

What do we call

Ex-friends.
Did you say family?

They wanted something for

nothing, right?

13

(Laughter.)

14

MATT DAVIS:

Okay, we don’t want to do

15

business with those people, okay?

16

respect The fact that she doesn’t even have to find

17

The deal.

18

platter.

19

profit margin for you.

20

that I deserve to be paid for what I brought her,

21

she’s out.

22

And Theresa cannot

I am laying out -- make it out on a silver
I’ve already negotiated.

All right?

I put a $40,000

If she cannot accept The fact

I’m never calling back.

So, this is going to be your first little

23

test.

It’s a yes, I’m fine with that.

24

that (inaudible) let’s move.

25

years, about when I’m teaching this class, I teach

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

Everything

Now, in nearly six

EX 8, p. 390

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 392 of 435
391
1

more now because my kids are a lot older than they

2

used to be, so I now have more free time.

3

had a student get The right answer on this next

4

question, ever.

5

(Inaudible).

6

AUDIENCE:

7

(Laughter.)

8

MATT DAVIS:

9

purchase price is.

I’ve never

(Inaudible).

She’s going to ask what her

What was her purchase price?

10

She’s going to have to before she’s paying me The

11

money.

12

AUDIENCE:

(Inaudible).

13

MATT DAVIS:

208.

Would she ever buy a

14

property for 208 and sell it for 200 after 20 grand

15

worth of repairs?

16

AUDIENCE:

(Inaudible).

17

MATT DAVIS:

Whoever said 108, I’ll come

18

back to you in just a second.

19

What was my price with Angela?

20

price, then what did I just do?

21

straight out of The deal.

22

seller, Angela, our assignment people (inaudible) The

23

minimum.

24

price is what?

25

Make sense?

AUDIENCE:
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1

MATT DAVIS:
Watch.

120.

$120,000 is The right

2

answer.

108 is going to go to one seller, she

3

agreed on it.

4

When a buyer bus from a seller, is The title company

5

or attorney going to close that transaction legally

6

and lawfully?

We built in a $10,000 assignment fee.

7

AUDIENCE:

8

MATT DAVIS:

9
10

them?

Yes.
How much did we allocate for

It was 1 percent or IE $2,000.

answer is 120 grand.

The correct

You guys get it now?

11

AUDIENCE:

12

MATT DAVIS:

Yes or no?

Yes.
They lost legal disbursement of

13

funds.

120 grand comes in The fund jar from our

14

investor.

15

need to divide up this money and legally disburse it

16

to those that are due their money.

The entire (inaudible) for our attorney now

17

AUDIENCE:

18

MATT DAVIS:

19

AUDIENCE:

20

MATT DAVIS:

Is this true?

Yes.
Is that by law?

Yes.
Very first check that The title

21

company or an attorney is going to write out of The

22

120 grand is in The amount of how much money?

23

AUDIENCE:

24

MATT DAVIS:

25

(Inaudible).
If you guys aren’t at least

willing to take a swing, you’ll never hit The ball.
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1

AUDIENCE:

10,000.

2

MATT DAVIS:

Come on.

(Inaudible) zone and

3

try to answer.

The first check that is cut from The

4

title company or attorney is in The amount of how much

5

money?

6

AUDIENCE:

7

MATT DAVIS:

8

She had a mortgage.

9

AUDIENCE:

10
11

10,000.
The correct answer is $90,000.

Oh.

MATT DAVIS:

She sells to a new buyer, is

The mortgage company due in full?

12

AUDIENCE:

Yes.

13

MATT DAVIS:

How many of you knew that?

14

I see your hands?

15

she said I have a 90 grand.

When I asked what her mortgage was,

16

AUDIENCE:

17

MATT DAVIS:

18

Can

Yeah.
And Angela tells The truth,

always.

19

(Laughter.)

20

MATT DAVIS:

So 90 grand goes to The

21

original financing bank, gets paid in full, goes to

22

The first lien position on The property.

23

check that is cut is made out to $18,000.

24

that go?

25

AUDIENCE:
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1

MATT DAVIS:

Angela.

She agreed at 108, she

2

owed 90 (inaudible) $18,000 credit right there.

The

3

third check that is cut is made out for $10,000.

To

4

whom did that go?

5

AUDIENCE:

6

MATT DAVIS:

7

number of times.

8

grand goes to you.

9

pays who?

You.
You.

I’ve already done this a

You can make money (inaudible).

Ten

The final check is 2 grand and

10

AUDIENCE:

The title company.

11

MATT DAVIS:

The title company or attorney

12

to close The deal.

Now, The proud owner of The dumpy

13

house with (inaudible) under The front (inaudible) is

14

investor Theresa.

15

you guys.

16

spend to fix it up?

17

AUDIENCE:

18

MATT DAVIS:

19

The 20 grand, where is she now?

Watch The numbers track in reverse,

We bought it for 120.

How much did she

We allocated how much?
Twenty.

20

AUDIENCE:

21

MATT DAVIS:

Twenty grand.

If she spends

One-forty.
One-forty -- come on, help me

22

out.

23

say she exhausts $6,000 in holding costs until she

24

sells The home.

25

Simple addition, you guys.

Let’s

Where is she now?

AUDIENCE:
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1

MATT DAVIS:

One-forty-six.

She uncovers 8

2

grand worth of fudge factor contingencies.

3

146 plus 8, she’s at one?

4

AUDIENCE:

5

MATT DAVIS:

She was at

Fifty-four.
Fifty-four.

When she sells,

6

she’s going to pay 6 grand in closing costs.

7

she now?

8

AUDIENCE:

9

MATT DAVIS:

Where is

One-sixty.
And sells for 200 grand, she’s

10

into it 160, she just made a $40,000 profit margin.

11

The numbers tumble out to get The deal under contract.

12

The numbers tumble all The way back in when she sells

13

to get it down (inaudible).

14

transaction?

15

AUDIENCE:

16

MATT DAVIS:

17

Everybody.

AUDIENCE:

19

MATT DAVIS:

20

AUDIENCE:

21

MATT DAVIS:

22

AUDIENCE:

23

MATT DAVIS:

25

Let’s count them off.

Did The

original financing bank get paid in full?

18

24

Who benefitted from this

Yes.
Did Angela make money?

Yes.
Did you make money?

Yes.
Title company or attorney make

money?
AUDIENCE:
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1

MATT DAVIS:

2

AUDIENCE:

3

MATT DAVIS:

4

Yes.

AUDIENCE:

6

MATT DAVIS:

Oh, yes.

AUDIENCE:

9

MATT DAVIS:

Yes.

10

AUDIENCE:

11

MATT DAVIS:

Why?

(Inaudible).

block, all fixed up.

(Inaudible) nicest place on The
Did The neighbors benefit?

13

AUDIENCE:

14

MATT DAVIS:

15

AUDIENCE:

16

MATT DAVIS:

17

Is The new family that lives

there as well benefitted?

8

12

Did The subcontractors that

she’s using to swing The hammer make money?

5

7

Did Theresa make money?

Yes.
How did The neighbors benefit?

(Inaudible).
(Inaudible).

What does that do

to value?

18

AUDIENCE:

(Inaudible).

19

MATT DAVIS:

It’s paid at a higher rate when

20

property value goes up.

21

are paid at a higher rate?

22

school teachers, fire department, whatever department,

23

they get paid as well.

24

ripple effect that happens because we decided to not

25

keep driving like everyone else.
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1

The problem and devise a plan and solve The problem.

2

We get paid to solve what?

3

AUDIENCE:

Problems.

4

MATT DAVIS:

Problems.

How many want to see

5

-- now, we changed things a little bit just to come

6

all The way (inaudible).

7

individual seller like she is, let’s say she is The

8

bank, we have (inaudible) change our closing strategy.

9

We would not assign -- they’re not going to let us

If Angela is not The

10

assign, we would wholesale.

Is that going to change

11

The numbers slightly more?

We do have to allocate 2

12

percent funding fee and a $495 processing fee and

13

build it into The deal.

14

The deal, it’s going to come out of your profit

15

margin.

16

If it doesn’t get built into

So (inaudible) mathematics as well a little

17

later on.

18

It doesn’t really change The strategy, but it does

19

change The way that we close The transaction.

20

It was to buy it, then sell it, all right?

Simultaneous close instead of assignment.

21

Do you guys want to see some before and after

22

pictures, then?

Here we go.

23

(Inaudible).

24

AUDIENCE:

25

When you say (inaudible) that’s

actually (inaudible).
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1

MATT DAVIS:

Matt Davis and/or assigns.

2

That should be written down.

3

AUDIENCE:

4

MATT DAVIS:

Got it.
Now, I realize some real estate

5

purchase contracts have a little box where you can

6

check is this also an assignable contract.

7

going to check that box, but I am still going to add

8

and/or assigns on my signature line.

9

You’re welcome.

10
11

That’s before (inaudible).
after.

You’re

And that’s

Who wants to see another one?

12

(Laughter.)

13

MATT DAVIS:

That’s before, and that’s

14

after.

And if those of you are saying, well, it’s The

15

same picture, bro, I know it is, but if that’s what

16

you’re saying, then you missed The point.

17

before and after for us?

18

AUDIENCE:

19

MATT DAVIS:

20

AUDIENCE:

21

MATT DAVIS:

22

AUDIENCE:

23

MATT DAVIS:

24

AUDIENCE:

25

MATT DAVIS:
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1

AUDIENCE:

Theresa.

2

MATT DAVIS:

3

(Laughter.)

4

MATT DAVIS:

Theresa is.

(Inaudible).

In other words,

5

The person that’s flipping The house is touching it.

6

We just found it, put it under contract, and assigned

7

it, we’re not touching it.

8

and after.

9

know The joke is where it’s been, but this is going to

This literally is before

I’ll show you one more, but this one -- I

10

catch you off guard right here.

11

that’s after.

12

margins were still sufficient enough that it was going

13

to work.

14
15

That’s not a dumpy house.

So watch.
at The house?

What can you tell me about it?

AUDIENCE:

17

MATT DAVIS:
The way.

19

there?

But The

What do we know just by looking

16

18

That’s before, and

(Inaudible).
On The market with an agent, by

That’s an agent sign.

20

AUDIENCE:

21

MATT DAVIS:

Do you want to live

No.
Obviously The overgrown grass,

22

all right.

So a single-family home, and you see The

23

curve in The street, cul-de-sac.

24

AUDIENCE:

25

MATT DAVIS:
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1

families.

Nice home.

2

That’s just a crossbeam in The --

3

(Laughter.)

4

MATT DAVIS:

All right?

(Inaudible) church.

-- this is actually in a place

5

called Spanish Fork, Utah, if you know where that is,

6

just south of Salt Lake City about 30, 40 miles.

7

little (inaudible) community.

8

or it had an agent sign, I would call my agent, which

9

is what I did.

Nice

Now, if it’s on The MLS

And one of my agents’ name is Natalie.

10

I said, Natalie, will you check out this listing.

11

looked it up, she said that’s an expired listing.

12

AUDIENCE:

13

MATT DAVIS:

She

Yay!
Okay, hang on.

Those of you

14

who know what that means, that makes things exciting.

15

But those that don’t know -- how many do not know what

16

an expired listing is?

17

taking pad, write it down, all right?

If you can see your note

18

It’s a listing that has expired.

19

(Laughter.)

20

MATT DAVIS:

I promise you, The jokes get

21

worse.

22

you’re contractually obligated for X amount of time

23

with that agent.

24

you now go direct to The homeowner?

25

Okay, you guys, when you’re hiring an agent,

If that time expires, all right, can

AUDIENCE:
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1

MATT DAVIS:

If there’s no redemption period

2

with that contract with The agent, and there was not.

3

All right?

4

get The point now, all right, so I’d go direct to The

5

homeowners.

6

listing was $610,000 for six months straight, never a

7

reduction in price while it was listed.

8

me out here.

9

That means (inaudible) listing, you guys

Now, as I did The research, I found The

Is that just stupid?

AUDIENCE:

10

Agents, help

Yes.

MATT DAVIS:

They only owed a half a million

11

dollars on The note.

There was $110,000 credit, and

12

The agent stuck at retail 610 for six months straight,

13

never a reduction in price.

14

can track on The MLS?

15

AUDIENCE:

16

MATT DAVIS:

Is that information you

Yes.

17

reduction in price.

18

AUDIENCE:

19

MATT DAVIS:

That there was never a

Yes.
Oh, yeah.

This might

20

intimidate The uninformed investor.

21

think I can sell it when an agent couldn’t sell it for

22

six months straight?

23

it.

24

got transferred across The country because their work

25

took them away.

Price is what allows me to sell

Put it under contract.
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1

thing but had an agent that just listed it for top

2

dollar, trying to make a top-dollar commission.

3

best way to begin to get offers is to lower The price.

4

They didn’t do it, though.

5
6

AUDIENCE:

The

All right?

(Inaudible) most of The time it’s

The seller that won’t allow The price --

7

MATT DAVIS:

Okay, well, then how can The

8

seller allow me to put them under contract for what

9

they owe?

10

AUDIENCE:

(Inaudible).

11

MATT DAVIS:

That’s not The case in this

12

case.

And I agree, there might be other contributing

13

factors.

14

right?

15

didn’t have to sell it.

16

it.

17

million bucks.

18

to do an assignment deal.

19

first place.

20

you see that now?

It wasn’t The factor in this case.

All

So what makes me think I can sell it?

I

All I had to do was assign

Some of you are like I don’t have a half a

21

You don’t need a half a million bucks
I’d never buy it in The

Do you guys see that now?

How many of

Okay, good.

Put it under contract for 500,000; I added a

22

$20,000 assignment of contract fee.

23

520.

24

with a $60,000 discount.

25

buyers?

We are now at

I advertised this literally in The newspaper
You think that brings some

I was actually trying to assign this to
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1

owner-occupied and make them pay The closing costs,

2

The buyers.

3

550.

4

So $60,000 discount from 610 puts us at

I was actually planning 520 -- 20 grand for

5

me, half a million going to pay off The note.

6

grand that’s created in The middle, closing costs,

7

shift to The buyer.

8

The home, all they had to do was move in and cut The

9

grass, move-in ready, and I made 20 grand.

10

The 30

They pay The closing costs.

Now,

So hear me -- hear me clearly on this.

It

11

doesn’t have to be messy houses.

12

sticky situations.

13

this with messy houses because it’s obvious you’re not

14

paying top dollar for that messy house.

15

as The margins are sufficient enough to handle a

16

little stuck-in-the-middle margin, assignment fee or a

17

wholesale profit, there’s room for you to do a deal.

18

It just needs to be

It’s usually a lot easier to do

But as long

How many of you see that (inaudible)?

19

me see your hands.

20

something you can do as long as The profit margins

21

allow.

22
23

Keep that in mind.

Let

Assignment is

All right?
AUDIENCE:

So was that buyer a cash buyer?

Did they have a --

24

MATT DAVIS:

25

AUDIENCE:
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1
2

MATT DAVIS:

there’s a loan that they’re obtaining.

3

AUDIENCE:

4

MATT DAVIS:

5

AUDIENCE:

10

They were not a cash buyer,

(Inaudible) traditional 30, 45

days --

8
9

Okay.

that they --

6
7

Closing costs indicate that

MATT DAVIS:

Not even close.

They took it

out, 20 percent down payment, and then financed The
rest, just like most conventional buyers.

11

A few others.

All right?

We’ve got (inaudible).

12

What’s your name, my friend?

13

bottom button, not The arrow, but The bottom right

14

there.

Thank you very much.

Javier?

(Inaudible)

All right.

15

You guys know this (inaudible) right here?

16

AUDIENCE:

17

MATT DAVIS:

Yes.
Pre-payment, and that’s closed

18

like today.

(Inaudible) rental (inaudible) for years

19

to come.

20

necessarily The property was in bad condition; it was

21

these trees.

22

that you see in The photo.

23

beginning to break and fall on top of The actual home.

24

Is it expensive dealing with large, massive trees, you

25

think?

This is a deal I flipped.

It was not

This tree is about triple The height
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

Okay, what you don’t see

3

from The picture of The (inaudible) is there’s equal

4

tree -- or a tree of equal size just outside The

5

picture over here.

6

one behind it.

7

four massive trees.

8

damage in The side entrance and The mud room/laundry

9

room right there, but it wasn’t -- it wasn’t that bad.

There’s one in The foreground and

So this is a corner lot right here,
It did have a little bit of water

10

So (inaudible) that qualified for The discounts on

11

this flip right here.

12

This one right here, one my son managed,

13

that was a twin home, they shared a common wall down

14

The middle.

15

flip (inaudible) equal floor plan over here.

16

right?

17

expenses and everything was paid on this deal.

Is

18

that a good deal for a teenager to start with?

What

19

do you think?

A twin floor plan on this side, and you

And he made just shy of $1,200 after all

20

AUDIENCE:

21

MATT DAVIS:

22

Yes.
How many would love to have

that as a start when you were 16?

23

AUDIENCE:

24

MATT DAVIS:

25

All

this.

Yes.
Okay, I want you to think about

If you want your kid to invest in real estate,
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1

they most likely will not if you’re not.

2

impossible that they never would.

3

likely they would if you are.

4

that as well?

All right.

5

thing for us.

All right?

6

It’s not

It’s far more

Would you agree with

Real estate’s been a good

This one right here was a lease option

7

property, 5,700 square feet (inaudible).

And watch

8

this.

9

means it’s mine, but I was trying to lease option it

I had this on a six-month option period, which

10

to The family that was trying to buy it.

11

why?

12

sell The home that they had moved out of and moved

13

into this one.

14

Six months,

Because they wanted six months to be able to

For them to go exercise The option on this,

15

all right, they actually had to be able to sell The

16

home behind them so they could afford this one.

17

did not sell The home behind them so they did not

18

exercise The option to buy.

19

Right about The same time, I had -- I have my youngest

20

brother, Rex, he and his wife and kids kind of fell on

21

hard times, so this was available inventory.

22

would you guys do?

23

AUDIENCE:

24

MATT DAVIS:

25

They

So I moved them out.

What

(Inaudible).
Moved him in, put him on a

three-year leased option, made him hire
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1

LexingtonLaw.com, what I told you guys about this

2

morning, all right, to help him improve his credit,

3

and he was able to take me out on this purchase two

4

and a half years later.

5

had before.

6

get back on his feet and made some money.

7

of you that’s The best of both worlds right here?

8

really is.

9

better.

10

It was a nicer home than he

I helped one of my additional siblings
To how many
It

You can help people along The way, even

This one right here, 8,200 square feet in

11

that (inaudible).

12

What can happen here?

13

Right next to The high school in Provo, Utah, there

14

was an undeveloped field.

15

put in eight separate lots that he was going to

16

develop.

17

out of business.

18

The bank was FDIC-insured.

19

seized The asset.

20

I took this one down from FDIC.
Okay, paid to solve problems.

Developer got a hold of it,

The bank that was financing this deal went
Therefore, he went out of business.
So The FDIC took over,

This is The only property on eight of The

21

lots that had been built to that extent.

It took me a

22

year to negotiate with FDIC to take this deal down.

23

And here was The kick.

24

The project.

25

lot by lot, they were running The risk of a builder

They didn’t want to piecemeal

In other words, if they sell this off

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

EX 8, p. 407

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 409 of 435
408
1

buying up The lot nextdoor, putting in a 2,000-square-

2

foot home next to an 8,200-square-foot home.

3

going to mess up The value of The neighborhood?

4

do you think?

5

AUDIENCE:

6

MATT DAVIS:

Is that
What

(Inaudible).
So what do you think?

All

7

right, so The kicker was I went down to The city.

8

installed -- which means I had to go put it for -- to

9

vote, and then The city planning commissioner voted on

10

it to have what are called CC&Rs installed.

11

know what those are?

12

I

You guys

Okay, The restriction encumbrance --

13

basically these are rules, kind of like homeowner

14

association rules, but it’s not enforced by The

15

homeowners because there’s no homeowners in that area.

16

It’s installed -- or actually enforced by The

17

municipality.

18

have to build a minimum size home, you have to use a

19

minimum caliber of materials as well.

20

showed them that these CC&Rs were established, they

21

then let The property go.

22

All right?

23

It stated if you build in The area, you

And once I

It took a year, though.

You guys, while it was sitting there for a

24

year, The property was looted.

25

ripped out of The walls.
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1

walls.

What’s happening to my price on The

2

acquisition?

3

about 39 cents on The dollar.

4

some time, but we turned it around.

5

looks like today.

6

nice?

It’s going down.

All right?

7

AUDIENCE:

8

MATT DAVIS:

9

I picked this up for
Turned it around, took
That’s what it

What do you think,

Very nice.

particular property.

I know a lot about that
Why?

10

AUDIENCE:

Because you live there.

11

MATT DAVIS:

12

(Laughter.)

13

MATT DAVIS:

14

(Laughter.)

15

MATT DAVIS:

No, I don’t live there.

I used to live there.

When my son started going

16

through high school, that’s when we were able to take

17

this deal down, and it was right next to The high

18

school, so I lived there about three and a half years.

19

And let’s be clear, I’m a single guy that has two

20

kids.

Do I need 8,200 square feet?

21

AUDIENCE:

No.

22

AUDIENCE:

Yes.

23

MATT DAVIS:

24

(Laughter.)

25

MATT DAVIS:
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1

You guys, it was a nice home, and they always say

2

your best investment is your home.

3

said -- and, you guys just think for one second I’m

4

trying to brag, anyway, I’m not.

5

get you to understand is if you know how to do this

6

stuff, would you agree doing it on your own home you

7

should do that as well?

8
9

Do you agree?

I

What I am trying to

Can I see your hands?

If it’s a good investment, you should make
it even that much better of an investment if you know

10

how to get deep discounts.

11

away when he was 18, it was quite a bit of room for

12

just me and my daughter, so we liquidated, downsized a

13

little bit into a 5,500-square-foot home, but this --

14

I actually landed this deal on a bridge deal, which

15

was a fabulous concept, and I’ll talk more about

16

bridge deals tomorrow.

17

Okay, so once my son moved

All right?

But, again, when you know how to do this you

18

might as well do it on your own home as well.

19

ladies and gentlemen, real estate is not always good

20

to me.

21

go bankrupt.

22

difficult to go through.

23

will be a learning curve with any business that you

24

get into.

25

agree with that?

Real estate has hurt me drastically.

So,

I had to

And you can imagine that was very
So my forewarning is there

How many of you agree with that?
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

Okay.

So I hope that you have

3

The deep enough reason that’s going to push you

4

through The frustrating days.

5

through The learning curve and get through those

6

frustrating days where you’re just kind of not sure

7

what to do, you -- and if you get to The other side of

8

that learning curve, it’s a wonderful business to be

9

in.

Because if you will get

Real estate has been good to me now.

10

(Inaudible) education, mentorship, people

11

that were guiding me along The way, having a system to

12

follow.

13

obviously.

14

been The fuel to allow me to do other things.

15

invested into other businesses, and it’s been a lot of

16

fun being in The film business.

17

kids in The films that I’ve made.

18

fun.

And that’s what this company offers

19

For real estate, as I said earlier, has
I’ve

I’ve cast some of my
It’s been a lot of

And back when I was finished The Olympic

20

stuff, do you guys remember The old action movie,

21

Rocky IV?

22

Russian in The movie?

You know The actor that’s played The tall

23

AUDIENCE:

24

MATT DAVIS:

25

Dolph Lundgren.
Dolph Lundgren was in my last

action movie that I made as well.
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1

of The roles.

2

as a kid, then being able to work with them on film,

3

it was a lot of fun.

4

film ever, because I had a good teacher.

5

mentor in The film business.

6

Because you can imagine watching that

Now, I’ve never lost money on a
I had a

And last film we did in Bulgaria, we’re on

7

location for three months, and we had some bigger

8

actors in that one as well, so I’m getting to The

9

point where Paramount Pictures is buying our home --

10

or, I’m sorry, our films from us.

And they’re

11

releasing them, so it’s been fun to grow The film

12

business.

All right?

13

What’s that?

14

AUDIENCE:

15

MATT DAVIS:

(Inaudible).
I have my exit before I invest

16

in it.

The very first action movie that I made, I

17

started with kind of faith-based films.

18

(inaudible) into action movies with my martial arts

19

background.

20

called The Eleventh Hour.

21

film, flew him in from L.A.

22

set, he didn’t (inaudible) The way I thought he did.

23

But it was enough to make an action movie with bad

24

karate, knowing that -- you guys obviously know my

25

martial arts background.

Then I

The very first action movie I made was
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1

finding The picture, who makes The rules?

2

AUDIENCE:

You do.

3

MATT DAVIS:

The only rule applies, The

4

person that’s paying The bills makes The rules.

5

that right?

6

AUDIENCE:

7

MATT DAVIS:

8

Is

Yes.
So I fired him.

really have time to recast.

We didn’t

What do you think I did?

9

AUDIENCE:

(Inaudible).

10

AUDIENCE:

You did it yourself.

11

MATT DAVIS:

I played The lead role in The

12

film, and then it actually made money.

13

(inaudible).

14

(Laughter.)

15

MATT DAVIS:

Right?

I was

So, you guys -- Javier,

16

you mind hitting that top button for a second?

17

don’t have (inaudible) as well.

18

that as I talk about gunslingers that come through

19

this class, that just try to shoot holes in what

20

you’re saying, if some of you think I can’t hear what

21

you’re talking about when The music is on and before

22

we started, just after our lunch break.

23

you that went to try to Google me, Matthew Davis, and

24

didn’t find that I make films, and now crying foul

25

(inaudible) and I can’t find anywhere -- you guys,
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1

you’re not going to find me under Matthew Davis, and

2

that’s not some stage name, and there’s already a

3

Matthew Davis in Hollywood.

4

So when I started my film business, I didn’t

5

want to cross-reference somebody that’s already

6

established in Hollywood.

7

Matthew Davis, too, but not that one, I’m a different

8

guy.

9

That’s where you find me.

I didn’t want to say I’m

So I went by my middle name, which is Reese.
But if I can make a

10

comment, because there’s a few gunslingers in this

11

room this weekend, and they always show their true

12

colors, they always do.

13

If you try to find something that stinks,

14

why don’t you learn The facts before you cry foul?

15

And may I ask a little backup on that comment?

16

see your hands?

17

facts before you start poking holes in something.

18

middle name is Reese, so Matthew Reese is -- it’s not

19

some stage name.

20

reference.

21

he did.

22

day called Legally Blonde?

Who agrees with that.

Know your
My

I just didn’t want to cross-

In fact, you’ve probably seen movies that

How many of you watched The movie back in The

23

AUDIENCE:

24

MATT DAVIS:

25

Can I

Oh, yeah.
Do you know how she chases her

boyfriend off to Harvard, Reese Witherspoon?
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1

boyfriend is The actor Matthew Davis.

2

a movie called Blue Crush.

3

(inaudible) quarterback and -- that’s Matthew Davis.

4

I didn’t go by that name; I went by my middle name,

5

Matthew Reese, all right?

6

He was also in

It was a girl surfer movie

Now (inaudible) two minutes before I give

7

you your homework assignment, and, yes, you have

8

homework tonight that I expect to be done before

9

tomorrow morning.

All right?

I’m going to share with

10

you just a brief little example of what real estate

11

has allowed me to do.

12
13

Javier, do you mind clicking that bottom
button for a second?

14

(Video played.)

15

MATT DAVIS:

This is The first film I made.

16

This is actually about Elvis Presley, The last few

17

days of Elvis Presley’s life.

18

anything about Elvis, he was not in a very good place

19

The last few days of his life.

20

spiritual film.

21

(Video continues.)

22

(Applause.)

23

MATT DAVIS:

And if you know

It’s more of a

By The way, The guys that were

24

beating up on me or I was beating up on them, those

25

are my brothers.
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1

(Laughter.)

2

MATT DAVIS:

So I got (inaudible) deal.

And

3

he was like wanting to kick me in The neck, that’s The

4

one with The 820 courtesy rule.

5

(Laughter.)

6

MATT DAVIS:

7

The script said kick to The

neck and he claims he missed, so...

8

(Laughter.)

9

MATT DAVIS:

But for me it’s film.

For you,

10

it’s whatever it is you want to do, you guys?

11

hear me clearly on this.

12

thing to do, but it’s not The only thing that you want

13

to do.

14

to deal with dumpy houses.

15

willing to, The byproduct will be freedom.

16

see that vision right there?

17

And

Real estate is The best

Let me tell you right now, it’s not glamorous
It’s not.

But if you’re
How many

All right.

Homework assignment, it has five pieces.

18

Number one -- and write it down.

19

is not my homework.

20

paid for The right to go to.

21

this is not you’re going to turn your homework in and

22

get a grade.

23

benefit of The homework or not.

24
25

And by The way, this

This is The curriculum you have
You pay (inaudible).

So

This is whether you’re going to get The
Okay?

First, you have to have a calculator with
you tomorrow.

As you can see, this business is about
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1

mathematics.

Those of you that didn’t have one today

2

struggled a little bit with The math.

3

have one.

4

going to go anywhere beyond addition, subtraction,

5

multiplication, and division.

6

those skills?

If you (inaudible) that’s fine, I am not

7

AUDIENCE:

8

MATT DAVIS:

9

You need to

When did you learn

(Inaudible).
Third grade.

I’m not being

insulting, but how many are willing to admit it’s been

10

a while since a math class?

11

And I’m going to brush off some of those skills.

12

Can I see your hands?

Number two, part of your homework, before

13

you leave tonight, you’re going to go to your

14

respective corners of The room.

15

a worksheet.

16

complete hit, it is called The Seven Layers Deep

17

Worksheet.

18

Deep.

19

investor.

20

financially driven comment, I want to make more money.

21

You will be receiving

It’s a one-page worksheet.

It is

You’ll get that worksheet, Seven Layers

Layer one will ask you why you want to be an
Most of you will answer with some

Well, folks, does The need go deeper than

22

just I want to make more money?

23

warning you against.

24

in The real world, and you might be frustrated if

25

you’re not making money right away, people begin to go
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1

back to what they were doing beforehand because it was

2

at least making them some money.

3

to that, I’m not saying quit your job, I’m not saying

4

that, because we have to be well motivated to push

5

through The frustrating days and it needs to go deeper

6

than just money.

7

And when you go back

How many agree with that?

Okay, so, layer two challenges layer one,

8

forces you to go deeper and then deeper.

I’ll tell

9

you right now, it’s pretty easy to get to level three,

10

but to get all The way to The -- how deep do we want

11

you to go?

12

AUDIENCE:

Seven.

13

MATT DAVIS:

Seven layer is going to require

14

you to think about your life tonight.

15

The person that comes in tomorrow -- tomorrow morning

16

scratching down a few answers because you’re not going

17

to turn this in.

18

The benefit of The exercise tonight.

19
20

All right?

And do not be

This is so you can get

Take a moment, think about your life, what
motivates you most?

21

(Inaudible) up later.

Third part of your homework, read The

22

advance training brochure.

This is The one that I’ve

23

kind of referenced so far, The advanced training

24

brochure.

25

for me, friend?

(Inaudible) can you come up here real quick
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1

If (inaudible) and his guest, Sarah, decides

2

to do The advanced training classes, and I’ll show you

3

what they cost and that stuff tomorrow, The very first

4

time that he’d see this again will be at The fast

5

start boot camp.

Where is that held?

6

AUDIENCE:

(Inaudible).

7

MATT DAVIS:

Not in Vegas.

8

(inaudible) all right?

9

held where?

10

AUDIENCE:

11

MATT DAVIS:

12

AUDIENCE:

13

MATT DAVIS:

That’s

The fast start training is

Here.
Right here in Dallas.
In four weeks.
Or he’s going to go out there

14

with a mentor and he’s The student.

15

mentor, The mentor’s flying out here to take him out

16

in The field, face to face, in-the-field training.

17

I’m well aware that this costs money.

18

aside.

19

face to face in The field will allow you to go faster?

20

Can I see your hands?

21

right?

22

Let’s (inaudible)

Put The cost

How many of you can see that having a mentor

Plus it keeps you safe, all

When we take our first step into real

23

estate, you got somebody that’s helping you along The

24

way, and if you step back, if you don’t -- you don’t

25

have a deal under your belt, and let’s say I’m your
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1

very first transaction, without any help, you don’t

2

have me in your corner helping you negotiate, let’s

3

say I’m your very first deal, R.B., you’re now

4

negotiating against me, and I’m on The other side of

5

that deal.

6

trying to be intimidating.

7

okay?

8

value for value exchange.

I’m not

I want you to know that,

Hopefully he’s learned by now that my goal is a

9
10

Is that a different feeling?

We’re both ready to win it.

So let’s be clear.

Is that everybody’s goal

out there in The world?

11

AUDIENCE:

No.

12

MATT DAVIS:

Are there people out there that

13

will sniff out The fact that he’s brand new and has

14

every intention to rip him off?

15

Do people rip people off in real estate?

16

do all The time.

17

specific?

18

just said that.

19

state attorney general’s offices are all in tandem

20

together in a class action lawsuit against Bank of

21

America right now as we speak because of their illegal

22

practices.

23

What do you think?

Yeah (inaudible).

I will.

Bank of America.

Yes.

Banks

Want me to get
Crooks.

Yes, I

And it is not by chance that all 50

Let me ask you, who’s (inaudible) can I see

24

your hands?

This is one of your opponents out there.

25

I’m not trying to scare you.
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1

you safer and help you go far further.

2

Give R.B. a round of applause.

3

(Applause.)

4

MATT DAVIS:

(Inaudible) out of 70-plus-

5

thousand, that is just (inaudible) more important

6

about The business (inaudible) all right?

7

part of your homework assignment, most of you have a

8

hall pass on The fourth part, you don’t have to do it,

9

which was The lunchtime exercise.

The fourth

Those of you that

10

chose not to do it, for whatever reason, I’m going to

11

invite you back on The horse to give it another shot.

12

We need to get used to asking for what we

13

want.

14

evade The borrowing, I’m glad some of you got 5-,

15

maybe 6-, 7,000 or whatever.

16

have come here and actually talk to you tomorrow, he

17

made 90,000 bucks when he was in your chair.

18

raise The bar a little bit.

19

than 5 grand when you do a real estate transaction.

20

How many agree with that?

21

work on that.

22

We really do.

All right?

Now, we just try to

The student I’m going to

Let’s

You’re going to need more

Yes?

You need to get to

Now, I’m going to defer to your consultant.

23

Do not go through a bunch of inquiries tonight.

24

you do that, it might mess up The CreditNav stuff that

25

you were doing.
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if you want to stick around for just 30 seconds and

2

ask your consultant whether or not we were able to get

3

you approved for The lines of credit with CreditNav,

4

ask them.

5

All right.

If you don’t ask them, we can’t tell you.

6

Yes?

7

AUDIENCE:

8

MATT DAVIS:

9

(Inaudible).
If you did The deal in her

name?

10

AUDIENCE:

(Inaudible).

11

MATT DAVIS:

No.

Do it twice.

Right?

12

you both get approved, that’s up to $200,000

13

collective.

14

AUDIENCE:

15

MATT DAVIS:

If

(Inaudible).

Good.

Do you have two different

16

credit cards?

Then that means you have two

17

different principals.

18

of one.

19

that costs you a dollar.

20

get access to 200 grand.

And you have two hours instead

Because when you do The CreditNav (inaudible)

21

AUDIENCE:

22

MATT DAVIS:

Spend $2 and you’re going to

(Inaudible).
Okay, I’m telling you to ask

23

your consultant, which is Jen, whether or not you

24

should do that because if you do a bunch of those

25

right now, it might mess up your CreditNav
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1

(inaudible).

2

AUDIENCE:

(Inaudible).

3

MATT DAVIS:

Jen will tell you.

If you

4

didn’t get approval, then I don’t want you doing that.

5

Ask Jen as your consultant.

6

Okay?

So I’m going to make just kind of an

7

observation as well.

8

part of The reason you came here this weekend

9

(inaudible) to learn more about real estate, and

10

You guys, I’m well aware that

secondly to check us out.

11

AUDIENCE:

12

MATT DAVIS:

Is that true?

Yeah.
Come on.

Can we agree that’s

13

part of The way of checking us out?

14

hands?

15

AUDIENCE:

16

Same exact reason.

17

too.

All right?

Can I see your

Why do you think we’re here?
We’re going to check you guys out,

Now, that’s (inaudible).

18

(Laughter.)

19

MATT DAVIS:

But do you think for just a

20

second that there’s any coincidence that there’s a lot

21

fewer people here this weekend than there were at your

22

first classes?

23

The ride and take this to The next level are here.

24

All right.

25

to, yes, you’re going to have a chance to rate me at

(Inaudible).

Those that want to take

Those of you that as I give assignments
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1

The end of The weekend.

2

do as well?

3

(inaudible) would want to do a deal with me?

4

see your hands?

5

Rate you.

Guess what I get a chance to
In other words, how many of
Can I

If you are one of those people that has

6

already given me attitude as well as reasons why you

7

won’t do this business or do what I’m asking you to do

8

already, do you think I would ever do business with

9

somebody like that?

10

deal with me.

11

That’s not some big prize to do a

That’s not The point.

But The law of attraction is always working.

12

You attract what you are.

13

already, on day one, check yourself.

14

excuses, and let’s come back tomorrow with maybe more

15

-- a little more ambition to be a little more

16

teachable.

17

Okay?

So get into it (inaudible) exercise, do it,

18

done.

Okay?

19

If you’re full of excuses
Get rid of your

There’s reasons for these exercises.

The fifth part of your homework tonight --

20

this is The final piece -- is tonight you need to read

21

a book from start to finish, and I’ll tell you The

22

name of The book.

23

If you’ve already read this book, I’m going to tell

24

you to read it again.

25

read it before, I need you to read it again.
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1

right?

If you’re asking yourself how are we supposed

2

to get The book at this time at night, I’m going to

3

give you five ways to get The book right now.

4

write this down.

5

okay, but if you go to page 62 inside your workbook --

6

oh, we’re not going there right now.

7

page 62.

8
9

Just

Don’t do this in your notebook,

Just write down

If you go there, there’s a live weblink that
allows you to download The book for free, okay, 62.

10

All right?

11

The long litany, then you can just go to Google.

12

second way of getting The book is Google Who Moved My

13

Cheese? PDF.

14

And The first couple of results of that search allow

15

you to download The book for free as well.

16

Download it.

If you don’t want to type in
The

You have to include those letters PDF.

The third way to get The book is if you have

17

a smartphone and you’re willing to spend nine or ten

18

bucks and download The audio book from iTunes or maybe

19

Audible.com, you might be able to knock it out of The

20

way before you even get home tonight, just listen to

21

it in your car.

22

Audiobook is number three.

Number four is YouTube.

You go to YouTube

23

and type in The YouTube search box, Who Moved My

24

Cheese?, you’re going to find about a 12-minute

25

cartoon.

Personally, I think you’ll get more out of
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1

reading The book instead of turning off The brain and

2

watching The cartoon, but it will at least suffice.

3

YouTube.

4
5

The fifth way and The final way to get The
book, The most very old school, so what would that be?

6

AUDIENCE:

(Inaudible).

7

MATT DAVIS:

I guess that’s (inaudible).

8

was going to say go buy it.

9

is going to have it, all right, but if you want to go

10

to The library and rent it, I guess that’s a sixth way

11

as well.

12

All right?

I

Any bookstore

All right?
So can you tell that “I couldn’t find The

13

book, Matt,” it’s not a valid excuse by tomorrow

14

morning?

15

AUDIENCE:

Yes.

16

MATT DAVIS:

Because it’s not, all right?

17

So get your homework done.

18

before you break out in your breakout groups and get

19

your worksheet, is Mr. Miyagi.

20

movie?

21

AUDIENCE:

22

MATT DAVIS:

23

And what I want to end on,

You guys remember The

Yes.
If you remember The movie, The

Karate Kid, what’s this?

24

AUDIENCE:

25

MATT DAVIS:
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1

AUDIENCE:

2

MATT DAVIS:

3

outside.

(Inaudible).

What was outside The inside?

4

AUDIENCE:

5

MATT DAVIS:

6

AUDIENCE:

7

MATT DAVIS:

8

AUDIENCE:

9

MATT DAVIS:

10

Wax on, wax off was inside The

Waxing The car.
(Inaudible).

Oh.
What was this?

(Inaudible).
Hit The fence.

What was this?

Make The -- good.

11

(Laughter.)

12

MATT DAVIS:

What was all -- that’s when he

13

goes fishing, he says (inaudible) worry about The

14

fishes.

15

chores all up around The house.

16

learned The wax on and wax off actually (inaudible)

17

martial arts because (inaudible).

18

Daniel a metaphor, ten seconds, and that’s what I’m

19

going to end on.

20

That night, Daniel was thinking of doing The
This is when he

Then he gives young

He said, Daniel, if you walk down The right

21

side of The road, you will be safe.

If you walk down

22

The left, you’ll still be safe.

23

middle, and he makes a little sound, he goes

24

(demonstrating).

25

applies that.

If you walk down The

Just like (inaudible).

And he

Daniel, if you do karate, great.
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1

you choose not to do it, is that okay as well, folks?

2

Totally fine.

3

like (inaudible).

4

If you try to do it (inaudible) it’s

I am a firm believer, and I teach this in my

5

martial arts class, how you typically do one thing is

6

how you typically do everything.

7

assed job in life, do not be surprised with very

8

mediocre results in life.

9

you to do your homework.

10

going to do half of it.

11

do a deal in real estate.

12

don’t.

13

If you do a half-

All right?

So I’m asking

I’m not asking if you’re
We do not get paid to kind of
We either do them or we

And that’s what I love about real estate, it

14

completely eliminates those that just talk and only

15

rewards those that do.

16

of doers.

17

yourself and build The buyers list (inaudible) these

18

are The people (inaudible).

19

not half but all of your homework done?

20

your hands?

21

something new today?

We want to be around a bunch

That’s why you’re going to surround

(Inaudible).

How many willing to get
Can I see

How many of you learned

Did you?

22

AUDIENCE:

Yes.

23

MATT DAVIS:

If you did learn anything new,

24

give me a little love at The end of The day, because I

25

do love it (inaudible).
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1

(Applause.)

2

MATT DAVIS:

First group number one, come up

3

here with Chad.

4

with Bryce.

5

Four in The middle with Jen (inaudible) see you guys

6

tomorrow morning.

7

We have time (inaudible) tomorrow.

8

up on your chair with your guest, go out in The

9

hallway, meet with your consultant, and then come back

10
11
12

in The room.

Group number two, right over here

Number three in The back (inaudible).

(Inaudible) for your consultation.
You need to stand

All right?

With that, please disperse to your corners
of The room.

13

(Music and chatter.)

14

CONSULTANT:

All right, so our scheduled

15

consultations, so that you’re not missing anything

16

critical in here, there’s only a couple of you that

17

will have to meet with me while he’s talking at all,

18

but because of that, I scheduled some of you early.

19

So (inaudible) have to be here.

20

can’t do it and you got a really good excuse, Angelo,

21

I got you 8:00 a.m.

22

ANGELO:

23

CONSULTANT:

24
25

If you absolutely

All right.
-- because you were here early

today, so I figure you can do it twice.
ANGELO:
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1

CONSULTANT:

2

good excuse.

3

11:30 a.m.

4

But, yeah, you got to have a

and Teya (phonetic), you’ll be

That should be at our first break.

Greg and Shawn, I got you 2:00 p.m.

Oh,

5

wait, you’ll be in The middle of lunch.

6

The middle of lunch.

7

lunch -- or The last 20 minutes.

8

minutes, so The first consultation, which is tomorrow,

9

is just about figuring out kind of where you’re at

10

You’ll be in

You’ll be The last half-hour of
It only takes 15, 20

right now and where you’re trying to go.

11

I’m not going to give this same advice to

12

somebody who’s already got five or six rentals and

13

they’re looking to expand their business as I am to

14

somebody who’s just starting out, you know what I

15

mean, just building credit.

16

out kind of what you’re trying to do and what your

17

resources you’re working with so that we can help you

18

come up with a plan of what to do next.

19

consult, 15, 20 minutes.

20
21

So, like, I got to figure

So that first

All right, Mitzy and -- you said it so
pretty.

22

BIENAY:

23

CONSULTANT:

24

like French.

25

are.

Bienay (phonetic).
Bienay, Bienay.

All right.

Daniel and

Leslie and Razielle.
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are.

Marco’s gone for The day?

2
3

Okay.

All right, they all -- is William coming
tomorrow?

4

STUDENT:

(Inaudible).

5

CONSULTANT:

Okay, all right.

I’ll see you

6

guys there.

And Eric and Shane, there you are.

I

7

will either be -- I’ll probably be just somewhere in

8

this hallway where we’ve got a little bit of privacy.

9

And, oh, also, The credit stuff, I’m going to go over

10

credit stuff with you guys tomorrow in The

11

consultation, okay?

12

right now, but it’s easier to go through at The

13

consultation because it’s not really a quick answer

14

for any of you.

Unless you really want to know

Make sense?

15

All right, have a good night.

16

STUDENTS:

17

CONSULTANT:

18

Okay, The way this one works, you start out

Thank you.
Thanks, guys.

19

-- why is it important to become a successful real

20

estate investor.

21

Why do you want to make more money?

22

quit my job.

23

Because I hate my boss.

24

Because he switched me to salary and now I work 80

25

hours a week for free.

Because I want to make more money.
Because I want to

Why do you want to quit your job?
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1

Yeah, each -- yeah, everybody get one.

2

STUDENT:

3

CONSULTANT:

Okay.
Separately.

Why do I hate

4

working?

Oh, why do I hate working 80 hours a week

5

for free?

6

know what (inaudible) get to a deeper reason than you

7

thought of when you first signed up.

Because I don’t get to see my kids.

You

8

(Multiple conversations, chatter.)

9

CONSULTANT:

10

here had me do this same thing.

11

dad, he worked so hard, they had me really young, they

12

were in high school when they got pregnant, okay?

13

at 18 years old, he had to start working and having a

14

family.

15

He’s incredibly wealthy now in technology, but he

16

worked around The clock, starting tech companies,

17

startup.

18

tons of money in The recession.

19

My very first coach I ever had

He did it right.

And my (inaudible) my

So

Like, he worked super hard.

I saw him make tons of money, I saw him lose

He sold his company last year.

It sold for

20

$152 million.

21

but he got a decent chunk.

22

of time with him.

23

games, soccer games, you know what I mean, and I want

24

to coach baseball games and soccer games.

25

Now, he was CEO, that wasn’t all his,

STUDENT:
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CONSULTANT:

Like -- so that’s what I came

2

up with on here.

Like, I want to be present through

3

my kid’s life.

4

to come up with something like real like that.

5

know what I mean?

6

that’s as cheesy as we’ll get.

7

okay, cool, all right?

So that’s my deeper why.

STUDENT:

All right.

9

STUDENT:

Thank you.

11

You

It’s cheesy and all that, and

8

10

I want you

CONSULTANT:

And it’s for you.

So

Other than that, we’ll be all

business, though.

12

(Background chatter, mingling.)

13

STUDENT:

It’s not raining --

14

STUDENT:

Yeah, that’s a good thing

15

CONSULTANT:

16

STUDENT:

Right.

17

STUDENT:

Okay, so that’s good --

18

STUDENT:

So that was good.

Just afternoon storms, right?

I’m just trying

19

to check and see what The weather says for tomorrow

20

now.

21

STUDENT:

(Inaudible).

22

STUDENT:

Right?

23

(The recording was concluded.)

24
25

3-Day Workshop - Dallas, TX
Day 1 - September 21, 2018

EX 8, p. 433

Case 2:19-cv-00713-DAK-EJF Document 12-7 Filed 09/30/19 Page 435 of 435

EX 8, p. 434

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 1 of 423

EXHIBIT 9
Transcript of Recording of Day 2 of Real Estate Elevated
3-Day Workshop
Dallas, Texas
September 22, 2018

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 2 of 423
1
1

OFFICIAL TRANSCRIPT PROCEEDING

2
FEDERAL TRADE COMMISSION
3
4
5
MATTER NO.

1823063

TITLE

ZURIXX

DATE

RECORDED:

6

7
SEPTEMBER 22, 2018

TRANSCRIBED:

8

REVISED:

OCTOBER 24, 2018

MAY 13, 2019

9
PAGES

1 THROUGH 422

10
11
12
SEMINAR - DAY TWO
13
14
15
16
17
18
19
20
21
22
23
24

For The Record, Inc.

25

(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

EX 9, p. 1

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 3 of 423
2
1

FEDERAL TRADE COMMISSION

2

I N D E X

3
4

RECORDING:

5

Seminar - Day Two

PAGE:
4

6
7
8
9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

EX 9, p. 2

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 4 of 423
3
1

FEDERAL TRADE COMMISSION

2
3

In the Matter of:

)

4

Zurixx

)

5

)

6

------------------------------)

7

Matter No. 1823063

September 22, 2018

8
9
10
11

The following transcript was produced from a

12

digital file provided to For The Record, Inc. on

13

October 3, 2018.

14
15
16
17
18
19
20
21
22
23
24
25

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

EX 9, p. 3

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 5 of 423
4
1

P R O C E E D I N G S

2

-

3

-

-

INVESTIGATOR:

-

-

This is Saturday, September

4

22nd, 2018.

Starting the second day of the real

5

estate elevated seminar.

6
7

MATT DAVIS:

(Inaudible).

8

you lost sleep last night?

9

(inaudible) what we did?

But how many of

Did you lose sleep
(Inaudible) sleepless nights

10

and I know I had something to do with it because I

11

made you stay up late and read a book.

12

AUDIENCE:

13

MATT DAVIS:

Is that right?

Yeah.
We’ll talk about the homework

14

assignment in just a moment.

15

right?

16

somebody else is sitting in your chair and somebody

17

moved your cheese and you’re mad now.

It’s funny.

18

(Laughter.)

19

MATT DAVIS:

You walk in this morning,

All right.

20

that chair.

21

neighbors.

22

hand and introduce yourself.

Everybody stand up.

Is that right?

Don’t (inaudible)
Let’s meet our new

Turn around and say hello and shake their

23

(Audience noise.)

24

MATT DAVIS:

25

Let’s do this, all

Ready, set, go.

All right.

After that, have a

seat.
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1

We covered a tremendous amount of ground

2

yesterday.

3

content today.

4

go back through your notes and I want you to identify

5

and write down on a separate piece of paper at least

6

two things from yesterday’s curriculum that may have

7

resonated with you, may have made a difference or

8

maybe the light bulb turned on, a piece that you

9

liked, maybe it’s something about mindset, grandpa’s

10

advice, rule number one of investing, MAL equations,

11

raising capital, credit.

12

yesterday.

13
14

(Inaudible) those go over a lot more
I want to take a moment and have you

We covered a lot of ground

So take a moment and reflect on yesterday
before we (inaudible) more.

15

(Pause.)

16

MATT DAVIS:

All right.

Who wouldn’t mind

17

sharing what you remember most from yesterday.

18

(Inaudible).

Yeah (inaudible).

19

AUDIENCE:

20

MATT DAVIS:

21

AUDIENCE:

22

MATT DAVIS:

(Inaudible).
Good.

Okay.

(Inaudible).
I think sometimes as we explore

23

money, that we might even be sitting on right now,

24

because we didn’t really have to know we had access to

25

it.

Now, watch this.
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1

you have never thought about mixing the world of real

2

estate with the world of credit cards?

3

yesterday.

4

that’s a big reveal right there.

5

(Inaudible) like that.

That’s from

So that’s --

If you want to write this down, credit cards

6

equal short-term access to short-term capital.

Short-

7

term access to short-term capital.

8

get access through a private lender or an investing

9

group out of wherever, all right?

You see, you may

But that doesn’t

10

mean you’re able to pull the trigger today, all right?

11

If you have access to a private lender or a private --

12

(inaudible) has a lot of money, maybe they’re out of

13

town this week.

14

those the following week, oh, wait, things got busy, I

15

can’t meet with you until next week.

16

you.

17

capital.

18

If there are going to be a few of

They’re bumping

I mean, this is not always access to quick

If we find a deal we want to take care of,

19

we need to be able to take it down now.

20

agree with that?

21

cards is a fabulous example.

22

Yes?

Who would

So as to quick capital, credit

A home equity line of credit is exactly the

23

same thing.

You can just draw upon it today and

24

close.

25

are sitting on, you should begin to farm access to

So these are the things that if you have --
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7
1

that capital.

2
3

We all know what OPM stands for, is that
right?

What is it?

4

AUDIENCE:

5

MATT DAVIS:

Other people’s money.
Write down a new acronym, O-P-

6

I-U-M, OPIUM.

Not the drug, but O-P-I-U-M.

7

people’s inactive, underused money.

8

underused money.

9

money?

Okay.

Other

Inactive,

What’s an example of inactive

Let’s brainstorm for a second.

10

AUDIENCE:

11

MATT DAVIS:

Equity.

Equity in a house.

Equity in a house.

Sitting

12

there doing nothing.

13

want to own our home free and clear, it makes us feel

14

safe and secure.

15

is making you feel (inaudible).

16

Now, I know we’re always told we

Is that right?

Really, that money
That’s it.

Let’s learn how to activate that money.

17

Just because you establish a home equity line of

18

credit does not mean you have less equity.

19

(Inaudible) mean you can use that at the drop of a hat

20

whenever you want to.

21

capital on the sidelines and if we find an idea we

22

know we love, we are going to be able to activate that

23

money quickly, all right?

(Inaudible) access points to

24

What’s an example of underused capital?

25

AUDIENCE:
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8
1

MATT DAVIS:

Okay.

Cash in that bank.

2

Might be like a savings account and you earn less than

3

1 percent, maybe a CD.

4

how many of you know people who still buy CDs?

5

see your hands?

6

question because I don’t want to know if you’re buying

7

CDs.

That is one of the worst investments you can

8

buy.

How many agree with that?

9
10

How many of you still buy -Can I

I’m just going to change that

AUDIENCE:
MATT DAVIS:

Yes.
You see those big banners that

11

banks put outside the banks?

12

rates to .75 percent.

13

(Laughter.)

14

MATT DAVIS:

We just raised our CD

They’re trying to sell you

15

something they would never buy in the first place.

16

how (inaudible) better places for our money.

17

So

What else do we remember from yesterday’s

18

curriculum?

19

(inaudible).

Anybody else want to share?

20

AUDIENCE:

21

MATT DAVIS:

22

AUDIENCE:

Yes, please

Buyers list.
Okay, build a buyers list.
The importance of really -- you

23

know, when I went home last night just thinking about

24

-- I mean, you can have a buyers list and put probably

25

a bunch of names on there, but I think it’s really
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1

important to probably really spell out people that you

2

could really count on so you don’t get to the eighth

3

person on your list because they went no, no, no, no,

4

no.

5

So, you know, being in the real estate

6

business, obviously, we -- you know, we have some --

7

you know, maybe some possibilities of some lenders and

8

some others that may be able to -- that we could maybe

9

bring into the fold of our business (inaudible).

10

MATT DAVIS:

Yeah, yeah, those are great

11

contacts to undercover.

12

built before you invest, right?

13

AUDIENCE:

14

MATT DAVIS:

Knowing your asset, having it

Exactly.
This investor only wants

15

multiplex units, this investor is only interested in

16

single-family homes.

17

track what our buyers want.

18

dogs are going to eat, so to speak.

19

advice.

20
21

We take notes.

We obviously

We want to track what the
Grandpa’s sound

Very good, thank you.
Anybody else care to share what you learned

from yesterday?

22

AUDIENCE:

23

MATT DAVIS:

24

AUDIENCE:

25

MATT DAVIS:
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1

using that several times again today as well.

2

Good.

3

How many of you got your homework done?

4

me see your hands.

5

line item just to be quick.

6

it?

All right.

AUDIENCE:

8

MATT DAVIS:

Let’s go line item by

Okay, calculator, you got

Mm-hmm.
At least give me a nod of head,

right?

10
11

Let

Yes?

7

9

Okay?

How many did the seven-layer deep worksheet?
Did you do that?

12

AUDIENCE:

13

MATT DAVIS:

Mm-hmm.
Who found it was pretty easy to

14

get to level three, but a little harder to get to

15

seven?

16

AUDIENCE:

17

MATT DAVIS:

18

AUDIENCE:

19

MATT DAVIS:

Mm-hmm.
Did you find that?
Mm-hmm.
You know, it’s interesting,

20

some people work backwards on the worksheet, meaning

21

they already know what the most motivating factor is

22

in their life, that seventh layer and they (inaudible)

23

work backwards.

24

reason why I had you do that the very first night that

25

we met.

Why?

(Inaudible).

But that -- there’s a

Because you have to have a deep
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1

interest to push you through the frustration.

2

going to make a prediction right now.

3

I’m

This afternoon, some of you are going to get

4

frustrated.

5

but here’s what’s going to happen.

6

you a ton of information this morning and then I’m

7

going to let go of your hand.

8

few puzzles that you need to solve this afternoon.

9

All right?

10

I’m not going to try to frustrate you,
I’m going to teach

I’m going to give you a

The preface of the puzzle is as follows:

11

You’re driving down the road.

12

and a piece of real estate.

13

numbers you need to make a decision.

14

that deal or pass and keep driving?

15

you out?

16

when we should stay away from a deal?

17

comes down to one thing matters.

18

numbers tell you the answer.

19

You see a for sale sign
I will show you all the
Would you do
Are you in or are

We need to know when we have a good deal and
And it all

All right?

The

So if you’re going to do a deal, I want to

20

know why you’ll do it.

21

take down that deal?

22

validate that decision.

23

walk away from it, what do I want to know?

24

AUDIENCE:

25

MATT DAVIS:
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1

that validate that decision.

2

(inaudible) practice this weekend?

3

want to encourage you, try to be patient if you don’t

4

get all the answers right away.

5

day in class.

6

the frustration goes unchecked.

7

to become?

All right?

8

AUDIENCE:

9

MATT DAVIS:

How many of you
Yes?

Okay.

But I

It’s only your second

So when you’re frustrated,
What does it escalate

Frustration.
Frustration is where it began.

10

It begins to be even anger.

11

happens to the learning process.

12

out of the window.

13

They quit.

14

in class, but when you’re out there in the real world

15

and you’re like, I don’t know what I’m doing, I’ve

16

gotten prepared as much as I can in a classroom like

17

this and out there in the real world.

18

simulate as much as we can.

19

several puzzles as well and I’ll prepare you as much

20

as I can.

21

And when you’re mad, what
It completely goes

What happens when people get mad?

I’m not thinking you’re going to quit here

So we’ll

Tomorrow, we’ll solve

Okay?
Third was read the advanced training

22

brochure.

How many of you had a chance to get that

23

done as well?

24

menu items that we talk about.

25

you a range of costs, I know that doesn’t make a whole

Okay.
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1

lot of sense right now.

2

break them down into enrollment levels, okay?

3

other words, this enrollment level has several other

4

classes; this one has more; this one has all of them.

5

You can kind of pick and choose what’s right for you.

6

But later on, I am going to
In

I also want you to begin to kind of get a

7

glimpse at what I would call the bigger picture

8

because we’re in a tiny ballroom this weekend and I

9

don’t think it really gives you an accurate glimpse at

10

the magnitude of this (inaudible), what’s ahead of you

11

for those who will be doing it, what we’ll be doing in

12

the advanced training.

13

Okay?

For example, something you read about last

14

night was the Las Vegas Summit.

15

that?

16

AUDIENCE:

17

MATT DAVIS:

How often do we do

Twice a year.
About twice, maybe three times

18

a year.

19

this is where you’re in the room with another 3- to

20

400 other investors.

21

same training you have.

22

their belt (inaudible) out there doing the business.

23

(Inaudible) more education, right?

24
25

We’ll put down twice a year, all right?

And

They’ve all gotten the exact
They all have deals under

Now, I want you, first of all, to begin to
identify the networking possibilities when you’re in a
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1

room with 3- to 400 other (inaudible).

2

deals begin to be put together between investors there

3

at that point?

4

endorse the idea of soliciting each other at this

5

level.

6

at the class this weekend.

7

month or next week and have lunch and talk about real

8

estate.

9

(inaudible) yet.

What do you think?

You think

So we really don’t

So let’s trade phone numbers and (inaudible)
Let’s get together next

But neither one of those students are

10

Now, you may get together and have drinks

11

and have lunch and talk about real estate, but how far

12

is that going to go, folks?

13

leading the blind.

14

around people who are doing deals because when you are

15

around those people, what begins to happen to you?

16

elevates you, doesn’t it?

17

That’s like the blind

No offense, but we want to get you

How many see that vision (inaudible)?

It

It’s

18

critical you begin to analyze your circle of

19

influence.

20

of fun.

21

you a video.

22

Summit that I talked about yesterday was the ability

23

to pick up real estate while you’re there.

24

to think about the magnitude of the company to even be

25

able to provide 2- to 250 rental properties every six

All right?

But the Vegas Summit is a lot

I want to give you a glance into it and show
One of the best parts about the Vegas
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1

months.

All right?

2

So as we -- this came up last night.

These

3

properties that you’re able to get from us at the

4

Summit are not buy, fix up and flip houses.

5

right?

6

So just to make sure you’re clear, we want to buy

7

them, we fix them up, property management is in place.

8

Renters are already in the properties paying rent.

9

Then once they reach that level of performance, they

All

These are meant to be buy and hold properties.

10

are then brought to the Summit.

11

pick.

12

You can have your

Now, this kind of question came up twice

13

yesterday.

Why would we sell you these rentals?

14

wouldn’t we just keep them?

15

AUDIENCE:

16

MATT DAVIS:

17

that is?

18

sell you a rental?

Why

Is that a good question?

Mm-hmm.
What do you think the answer to

You think we’re going to make money when we
What do you think?

19

AUDIENCE:

20

MATT DAVIS:

Yes.
Now, the tremendous outlay of

21

cash to be able to acquire 200 to 250 rental

22

properties for a six-month period, that’s a tremendous

23

amount of cash going out the door.

Do you think we

24

want that cash back in our coffer?

What do you think?

25

AUDIENCE:
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1

MATT DAVIS:

2

AUDIENCE:

3

MATT DAVIS:

Yes or no?
Yes.
(Inaudible) profit?

Yes.

So,

4

yes, we’re going to make money when they sell a

5

rental.

6

the rental side as well.

7

yesterday -- remember the one I introduced you to?

8

$42,000 purchase price.

9

positive cash flow was how much?

You’ll make money on the long-term play of

10

AUDIENCE:

11

MATT DAVIS:

So the one I showed you

It was rented for $800.

The

$600.
645.

Who remembers this

12

property we talked about?

13

the properties I bought through the Vegas Summit.

14

Okay?

15

calling the bigger picture.

16

the celebrities there teaching part of a class.

17

kind of fun to see them and feel that energy, as well.

18

So, Tarek and Christina, yes, they (inaudible).

19

still (inaudible).

20
21

All right?

That’s one of

So let me kind of give you a peek into what I’m
And you’ll see some of
It’s

They

(Video being played.)
FEMALE:

These people are the real deal.

22

They have our best interests at heart and they want us

23

-- they want to help us to achieve our deals.

24
25

MALE:

They’re some of the most remarkable

people you’ll ever be associated with.
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1

creation is all about association.

The books you read

2

and the people you associate with.

These folks are

3

true blue, everybody.

4

MALE:

You have a great support group in

5

this network and they’re not going to let me fail I

6

feel like.

7

MALE:

This is awesome.

It’s just

8

completely changed our lives.

9

me the confidence that I’m going to be able to do this

10

because I just seen what they can do and I see -- I’ve

11

talked to people that have been doing (inaudible) no

12

background either.

13

MALE:

We’ve -- it also gave

So I’m excited.

I learned a lot that I didn’t know, a

14

lot of inside information that I had no clue I was

15

going to learn.

16

watched what these guys are talking about, it’s really

17

inspirational.

18

worthwhile is going to be hard to get, you know.

19

Nothing’s easy.

20

abundance of information to -- that I learned here.

21

You know, it’s inspiring and motivational.

22

me want to do (inaudible).

23
24
25

But, you know, once I sat here and I

(Inaudible) you know, anything

MALE:

But, you know, there’s just an

We all fear certain things.

It makes

Don’t

fear this because this is real.
(Video concluded.)
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1

MATT DAVIS:

All right.

A few things I want

2

to point out, the second to last young man who says

3

inspiring, motivational, it makes me want to do

4

something.

5

that are doing a lot more deals than you you are kind

6

of -- it’s a kick in the pants?

7

angles you didn’t see on your own because you learn

8

from people, again, doing the business.

9

Would you agree when you’re around people

You begin to see

One thing else I want to point out

10

(inaudible) noticed, it was a very short clip in the

11

video.

12

calculator sitting in front of a couple computer

13

screens.

It was a young man running numbers on a

Remember that?

14

AUDIENCE:

15

MATT DAVIS:

Yeah.
Okay.

(Inaudible) kind of how

16

the ballroom space plays out.

You’ve got the main

17

ballroom with the big screens and it’s another three

18

days of education, all right?

19

morning, I’ll spend about an hour and a half on the

20

asset protection lesson, LLCs versus corporations and

21

how you pay yourself, how to defer taxation and lots

22

of (inaudible).

23

that session?

24

sessions.

25

the summit is eight hours of asset protection.

For example, tomorrow

How many of you are excited about
Because that’s one of my favorite

That’s an hour and a half.
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1

right?

There’s a lot more than what we are going to

2

have time to teach this weekend.

3

So eight hours.

What are we going to talk about for eight

4

hours, folks?

Would you agree there’s a difference

5

between owning an LLC and creating generational

6

wealth?

7

topics?

Is there a difference between those two

8

AUDIENCE:

9

MATT DAVIS:

Yeah.

Mm-hmm.

One has to do with the other,

10

but it’s obviously a lot more expansive.

11

obviously take more time to teach it.

12

the main ballroom with three days of information.

13

side ballrooms are usually an air wall.

14

around kind of the back side.

15

ballroom right there, all right?

16

We do

So you’ve got
The

You can walk

There’s a whole other

Now, that’s the asset room.

That’s where

17

you have several computer stations where you can sit

18

down and actually review assets.

19

you want to buy, like if you’re flipping through

20

houses and you see one you like, you buy it, all

21

right?

22

available.

23

relevant to your credit.

24

your credit.

25

If it’s something

If you don’t have all the money, financing is
And, again, remember, our financing is not
We lend on the deal, not

All right?

So the net result of this -- and we propose
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1

we have a two-prong approach.

2

money in your own backyard flipping houses and doing a

3

bunch of stuff and teaching you the system that allows

4

you to begin to run the (inaudible), but also give you

5

access to properties we have done for you.

6

you that guy yesterday.

7

pick up 26 rental properties.

8

Summits so far.

9
10

Let’s get you up the

In 18 months, he was able to
Now, I’ve been to 14

Now, why do you think I go back?

AUDIENCE:
MATT DAVIS:

(Inaudible) properties.
(Inaudible) been through the

11

training several times, you kind of get it.

12

(Inaudible) and the market changes.

13

AUDIENCE:

14

MATT DAVIS:

15

I showed

But why else?

Networking.
Networking, all right.

Anything else?

16

AUDIENCE:

17

MATT DAVIS:

(Inaudible).
To buy properties.

18

for saying it.

19

continue to grow my portfolio as well.

20

one bigger reason -- and I think this is more of a

21

personal reason.

22

students that I taught a few months prior come through

23

and see how they’ve done?

24

that as well.

25

I hope that’s obvious.

Thank you

I mean, I
But there’s

You think it’s fun for me to see

It’s a lot of fun to see

All right?

I’ve got lots of videos with these students.
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1

I’m going to share one with you right now.

2

to introduce you right now to Rebecca.

3

story on her:

4

Computers employee.

5

know, 20 years of her life, had a decent amount in her

6

401(k).

7

workforce and, you know, saving money for a rainy day

8

(inaudible).

She’s (inaudible).

I’m going

A little back

She was a Dell

She had been working a good, you

Nothing major, but obviously part of the

9

We propose normally that you want to come to

10

your first Summit for about maybe six to eight months.

11

Why?

12

getting some experience.

13

Summit, without that experience, I don’t think you can

14

really formulate the intelligent questions that I

15

think you want to have when you go to that meeting.

16

How many agree with that?

Because we want you out there doing deals,

17

AUDIENCE:

18

MATT DAVIS:

Because once you get to the

Mm-hmm.
All right.

It’s a matter of

19

getting some experience.

20

other investors on a value-for-value level.

21

that’s important to have that experience under your

22

belt.

23

Then you can really meet

So she was not listening, though.

I think

She

24

wanted -- we had a Summit about six weeks after she

25

came through this class and I encouraged her to wait
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1

until the next one, but she wasn’t having it.

2

like, I want to get there now.

3

Summit six weeks into her home mentorship program, and

4

it’s kind of fun to share her story.

5

-- one of the reasons I love this video is it’s kind

6

of -- it’s very raw and kind of uncut and that’s one

7

of the reasons I like it, okay?

8

here for a second.

9

She was

So she came to the

So I’m going to

So check out Rebecca

And one of the consultants that’s actually

10

here with me this weekend, Chad, he was there with me

11

at the Summit that weekend.

12

last part of October of last year and this was taken

13

about six weeks later, in the middle of December, all

14

right?

15

there, so the video kind of begins officially,

16

(inaudible) yada, yada.

And we’re waiting for Chad to finally get over

17

(Video played.)

18

MATT:

19

right.

So this was in the very

All right.

Well, we’re in Vegas.

20

AUDIENCE:

21

MATT:

Are you ready to go?

All

(Inaudible) Vegas.

Love it.

All right, I’m going to -- I’m going

22

to turn the mic over to them and just kind of let them

23

tell their story and how long before they came to the

24

three-day conference and what they’re doing now and

25

lots of fun stuff.
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1

REBECCA:

Thank you.

Well, thanks, Matt.

2

I’m glad to see Chad in here.

3

so far.

4

about, ahh, maybe a month, month and a half since we

5

got started and I have about three deals already.

6

I’m so excited about that.

7

think about it.

8
9

This has been fantastic

I just wanted to let you know it’s been

I get chills every time I

So it’s very exciting for me.

I did deals of different flavors.
done assignments deals.

So I’ve

I’ve done -- you know, I did

10

a short sale and I have a wholesale deal as well.

11

it’s very exciting.

12

Waiting for responses on that.

14

week.

15

couldn’t believe it.

Whoo, wow.

I got 60 buyers in one

Was that not (inaudible)?

16

MALE:

17

REBECCA:

I

Craigslist works.

It does work.
I did get booted off, though,

18

because I put too many ads on one thing.

19

blocked off for two days.

20

So it’s been fantastic.

21

it.

I got

But I’m out there pushing.
Yeah, I’m very excited about

22

(Video concluded.)

23

MATT DAVIS:

25

So

I sent out 50 -- over 50 yellow letters.

13

24

So

Okay.

She rambles on for seven

more minutes, okay?
(Laughter.)
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1
2

MATT DAVIS:

But would you be excited?

3

AUDIENCE:

4

MATT DAVIS:

5

Obviously, she’s excited, okay?

were.

Three deals in six weeks.

Yeah.
It was (inaudible) what they

The first one she did was what?

6

AUDIENCE:

7

MATT DAVIS:

Assignment.
Assignment.

The second one?

8

Short sale.

Now for those that are saying you can’t

9

really do a short sale in that fast of a time frame,

10

yes, you can, and I’ll show you how to do that today.

11

Right about 10:30, I’ll be covering the short sale

12

information.

13

way I’m going to teach you how to do it.

All right?

14

Okay.

15

AUDIENCE:

16

MATT DAVIS:

So it’s kind of an exciting

The final one was what?
Wholesale.
Wholesale.

Now, I’ve drilled

17

this question through your brain cells and I’m going

18

to do it again.

19

on our part?

When we assign, does ownership occur

20

AUDIENCE:

21

MATT DAVIS:

22

When we wholesale, does it

occur?

23

AUDIENCE:

24

MATT DAVIS:

25

No.

Yes.
When ownership occurs, what is

owed?
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1

AUDIENCE:

2

MATT DAVIS:

3

Tax.

Capital gains.

Capital gains taxes are owed.

The only way to defer that taxation is to what?

4

AUDIENCE:

1031.

5

MATT DAVIS:

1031 exchange or roll the

6

profits into the next deal.

7

the feedback on that.

8

you got it, but make sure you got it because when we

9

go into the tax stuff tomorrow morning, it’s critical

10

I appreciate

Obviously -- it’s obvious that

that you get that point, okay?

11
12

Very good.

AUDIENCE:
limit?

13

On capital gains, is there a time

What’s the time limit?
MATT DAVIS:

I’m glad you asked the question

14

because I’m going to answer that tomorrow morning.

15

Okay?

16

you a quick answer.

17

days to roll.

18

a little more tomorrow, okay?

19

I’m not putting off your question.

I’ll give

Forty-five days to identify, 180

What does that mean?

We’ll cover that

So, obviously, she’s excited and I also knew

20

that she was there -- she wanted to buy real estate

21

while she was there.

22

all the dust settles, let me (inaudible).

23

copy of the email.

24

this.

25

deals her very first summit.

So I told her (inaudible) once

It’s fun to watch this or read

She said, hi, Matt, happy holidays.
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1

-- I’m sorry, 11 houses, 8 land units and one

2

(inaudible).

3

weeks, she was able to accomplish 23 transactions.

4

So in about a period of six to eight

So I need you to begin to understand, when I

5

say you pay for speed, I need you to begin to kind of

6

catch up on what I mean by that.

7

18 months, 26 rentals.

8

weeks.

9

want to go.

The guy yesterday,

She had done 23 deals in 8

I’ll tell you what, you can go as fast as you

10

Now, these are just fluffy numbers on the

11

screen right now in front of you.

12

to you until I make them mean something to you.

13

going to do that right now.

14

calculators right now.

15

you should have them with you.

16

That’s all they are
I’m

You can get out your

If you have them with you --

I also -- this is going to be a three-part

17

exercise.

18

write down on your notes is what does it cost you per

19

month to live your life on a needs basis?

20

wants, needs.

21

the table.

22

month to live your life?

23

number, by the way, off the top of your head, then I’m

24

going to throw in your face grandpa’s first advice.

25

Three parts.

The first thing I need you to

Your bills are paid.

Things are fine.

AUDIENCE:
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1

MATT DAVIS:

2

AUDIENCE:

3

MATT DAVIS:

What is it?
(Inaudible).
If you don’t know that number,

4

nobody else does.

What does it cost you per month to

5

live your life?

6

life with a job, you run your own business or

7

whatever, you hustle, right?

8

get out of the rat race flying around all the time in

9

the business community.

Okay.

Now, most people pay for their

You hear this proverbial

That doesn’t just mean quit

10

your job.

You all know that, right?

I would never

11

advise you to quit your job if that’s how you’re

12

sustaining your life.

13

But to make your job an option instead of an

14

obligation -- first of all, how many agree that sounds

15

pretty good?

Yes?

16

AUDIENCE:

17

MATT DAVIS:

Mm-hmm.
But most people can’t because

18

they don’t know how to get there.

They might try

19

various things, but the whole idea of getting out of

20

the rat race is to have enough residual income, money

21

that’s going to come in regardless if you’re working

22

or not, to pay for your life, all right?

23

just go with rental properties right now because we

24

all understand what that’s (inaudible).

25

All right?

So let’s

(Inaudible).

I’m going to show you some better-
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1

performing strategies later on.

2

later.

3

We’ll get there

How many rentals do you need in your life to

4

pay for your monthly expenses on a needs basis?

Right

5

now.

6

you accurate details on 200 to maybe 250 rental

7

properties that we bring to the Vegas Summit every six

8

months.

9

to give you some rounded-out numbers that you can

10

begin to sink your teeth into so you can begin to

11

formulate a game plan.

There’s no way that I’m going to be able to give

That’s impossible.

But I did want to begin

All right?

12

Let’s assume, hypothetically, that each one

13

of these rentals is going to cash flow us a positive,

14

above and beyond all expenses, $650 per month.

15

right?

16

need to pay for your life?

17

second part of the exercise.

18

monthly expenses, the amount it costs you per month to

19

live your life, divide that by 650 bucks.

20

your number.

650 a month.

All

How many of those rentals do you
Write it down.

That’s the

All you do is take your

There’s

How many rentals do you need?

21

AUDIENCE:

(Inaudible).

22

MATT DAVIS:

Yes.

All right?

But I’ll show you a way

23

around that, too.

This is just a general

24

game plan.

25

little nuance of each cent that’s being collected.

No way we can get down to every last
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1

Clearly, if you have a mortgaged property, that’s

2

going to maybe bring your positive cash flow down.

3

you buy it in cash, that would mean more of the rental

4

income is positive cash flow.

5

you finance it with an expensive loan versus a cheaper

6

loan, that’s going to change things as well.

7

aware of that.

8

up with a game plan, all right?

9

If

I’m well

I’m trying to get you to kind of come

How many rentals do you need to pay for your

10

life?

11

All right.

Who would not mind sharing what your number is?

12

AUDIENCE:

13

MATT DAVIS:

14

You guys get it.

If

Sixteen.
Sixteen.

All right.

Do you

believe that’s possible?

15

AUDIENCE:

16

MATT DAVIS:

17

AUDIENCE:

18

MATT DAVIS:

19

AUDIENCE:

20

MATT DAVIS:

21

(Laughter.)

22

MATT DAVIS:

Yes.
All right.

What’s yours?

Three.
Three, all right.
Yeah.

Nine?

Nine.

Four.

Thirty-two.

Hot stuff.

(Inaudible).

Your number is your number.

Don’t

23

judge him.

24

Now, I’m not talking about you’re flying private jets

25

and living the high life.
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1

met.

Things are fine.

2

You guys, one way to experience more cash

3

flow is to lower your expenses and raise your income.

4

I hope by the end of this weekend, you’ll be planning

5

on doing what?

6

AUDIENCE:

7

MATT DAVIS:

(Inaudible).
Folks, I’m pretty sure if

8

you’re going to really think about what you’re

9

spending money on, there are some things that you

10

could do without for a while as you’re building your

11

proposal.

12

concept?

Be honest.

How many agree with that

Yes?

13

AUDIENCE:

14

MATT DAVIS:

Mm-hmm.
Sacrifices are going to need to

15

be made if you’re going to get where you want to go.

16

I hope you realize that.

17

is, that’s the mark.

18

16.

19

that’s possible, let’s again eat the elephant one bite

20

at a time.

Okay?

All right.

Whatever the number
Let me come back to

I’m not afraid of that number.

If you believe

Here we go.

21

Do you believe that if you came to our Vegas

22

Summit once every six months and picked up five rental

23

properties -- she did 20 deals; her first eight -- 11

24

were actual homes -- do you believe that five is

25

possible?
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

So you go out and start doing

3

these in your own backyard, making some money, all

4

right?

5

months.

6

a year and a half-ish.

Come to the Vegas Summit.
That’s ten a year.

7

AUDIENCE:

8

MATT DAVIS:

9

Five.

Every six

You’re there in just over

Yes.

interesting, you guys.

All right.

Here’s what’s

A year and a half is going to

10

go by (inaudible).

11

something that will far outlast us in this life.

12

That’s the goal of a three-generation wealth.

13

not afraid of 16.

14

number is, that’s your number.

15

You might as well be building

That’s great.

So I’m

So whatever your

So the next number I then what you to come

16

up with is your wants number.

17

think, well, this is silly, as many as possible,

18

obviously, that’s not a number.

19

is not a number.

20

-- let me show you why I’m going to have you do this.

21

When we begin to pay ourselves, the way you pay

22

yourself matters a lot as to how fast you can grow

23

your portfolio.

24

start to make money, you want to pay yourself a very

25

high wage.
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1
2

However, the higher the wage, the higher the
tax bracket.

Is this true?

3

AUDIENCE:

4

MATT DAVIS:

Yes or no?

Yes.
Okay.

So why would you want to

5

be in a higher tax bracket?

6

bankful.

7

lending dollars to those that have a high W-2 income.

8

Is this true?

9
10

Because you are very

Banks love growing money in the form of

AUDIENCE:

Yes.

MATT DAVIS:

You can get where you want to

11

go much faster on lended dollars.

12

really good to the banker, you’re going to be able to

13

get a lot of loans to get you where you want to go.

14

So once you reach your wants number, how many

15

properties you want to have, you can then

16

strategically bring your way down so you are far less

17

taxable, but you are far less what?

18

AUDIENCE:

19

MATT DAVIS:

So if you look

(Inaudible).
Bankable.

20

to be bankable anymore.

21

the goal that you were shooting for.

22

this is strategic in nature.

23

All right.

Why?

But you don’t need

Because you’ve reached

So that’s why I’m having you

24

write this number down.

25

How many properties do you want?
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1

this (inaudible) a little bit, but also try to be

2

realistic.

3

the realm of you don’t even believe it yourself and

4

the law of attraction doesn’t agree with that.

5

You need to believe that it’s possible.

6

number may change, okay?

7
8

And that

Start exactly where you are.

number?
AUDIENCE:

10

MATT DAVIS:

Thirty-two.
Thirty-two.

Any specific

reason why the extra two?

12

AUDIENCE:

13

MATT DAVIS:

14

Very good.

15

(inaudible).

(Inaudible).
So it’s the annual (inaudible).

I like your style.

16

AUDIENCE:

17

MATT DAVIS:

18

AUDIENCE:

19

MATT DAVIS:

20

AUDIENCE:

21

MATT DAVIS:

22

Okay.

Who wouldn’t mind sharing their wants

9

11

Because if it’s too high, then it goes to

Okay, very good.

Yes

Forty-five.
Forty-five.

Very good.

Thirty.
Thirty?
Yes, sir.
Okay.

Whatever your number is

is your number.

23

Now, 45, is that a high number?

24

AUDIENCE:

25

MATT DAVIS:
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1

your number.

It doesn’t matter what everyone else

2

has.

3

are some people that you will be meeting at the Vegas

4

Summit that have over 500.

5

right?

6

somebody is going to have a big empire like that.

7

not?

All right?

I need you to understand that there

You can move this wherever you want.

I’m curious.

9

GRACIELLA:

10

I mean,
Why

Graciella?
Yes?

MATT DAVIS:

What was your wants number?

11

Just because I want to know.

12

How many?

14

All

All right?

8

13

I’m not afraid of 45.

GRACIELLA:

(Inaudible) about it.

To do what I want or what I

need?

15

MATT DAVIS:

16

GRACIELLA:

17

MATT DAVIS:

How many do you want?
Sixty.
Sixty?

Okay.

Very good.

18

Whatever your number, it’s your number.

19

believe that five in six months is possible, all

20

right, that’s a six-year plan.

21

get better at this, you’re going to be able to speed

22

that up, won’t you?

23

is is your number.

24
25

Again, if you

But I imagine as you

So, folks, whatever your number

Now, here’s why I’m having you do this.
just did three things.
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1

cost you to live your life?

2

wants -- well, what’s your needs number?

3

number, let’s focus on that for a second, some of you

4

where your needs number is actually not that many, we

5

always -- some -- some people, I should say, some

6

people tend to put this whole financial freedom goal

7

out there in la-la land and maybe someday I’ll get

8

there.

9

Number two, what are your
That needs

But I want you to look at your needs number.

10

That number is not that far away.

I want you to

11

begin to understand having financial freedom and being

12

able to own your time is not that far away for most

13

people.

14

as much as you can, you’ll be able to get there

15

earlier, fine.

If you’re willing to bring your expenses down

16

Once you own your time, then you can go

17

build as you wish.

Most people don’t own their time,

18

do they?

19

They’re selling for X amount per hour.

20

trained to do growing up, most of us, all right --

21

now, there are some exceptions for those of you that

22

might work on a commission basis or in sales or this

23

or that, but still you have to be there to get paid is

24

the point.

25

be anywhere and still get paid, I’m here speaking with

What are they doing with their time?
What we’re

So, folks, the idea that you don’t have to
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1

you guys and four homes are being flipped right now,

2

as well as my rental portfolio, all right?

3

So just a little glimpse of the numbers that

4

you came out with as far as your wants numbers, I’m

5

not saying this for any other reason other than to

6

hopefully raise the bar.

7

of those numbers that came out, all right?

8

not to brag.

9

Remember, I had to reboot eight and a half, nine

I have more than every one
And that’s

That is because I followed a system.

10

years.

11

last eight and a half, nine years, all right?

12

that is possible, but now here is the question for

13

you.

14

answer this question with a yes.

15

That’s been able to be accomplished in the
And

And I know not everyone is going to be able to

Have you made the decision that real estate

16

investing no matter what -- whether it’s to invest,

17

other (inaudible) or whatever -- have you made the

18

decision that real estate investing is going to be a

19

part of your financial future?

20

AUDIENCE:

21

MATT DAVIS:

Yes or no?

Yes.
Okay.

So, again, not everyone

22

will be able to say yes to that because they’re here,

23

they spent the money to come here, but just take a

24

deeper look at this whole business.

25

many of you are starting to see this whole real estate
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1

thing is more than what you thought it was going to

2

be?

3

showing you the reality of this business.

4

reality is you don’t become an expert in the ballroom

5

in three days.

6

doing our best we possibly can, though, to prepare

7

you.

Can I see your hands?

Good.

I hope I’m actually

That’s pretty (inaudible).

And the

We’re

8

So if you’ve already answered yes, I know

9

(inaudible) yes that it is going to be a part of my

10

future and these are the goals that you’ve just set

11

up, the next question is, how fast can you get there?

12

I’m not devoid of the fact that it’s going to cost an

13

investment to be able to come to our Vegas Summit.

14

But is it worth that investment to be able to get to

15

these goals or past it?

16

That’s up to you to decide.

So I said yesterday, I’ll be tempering the

17

presentation slightly throughout the day, showing you

18

how some of these things that you read about last

19

night (inaudible) are going to fit in.

20

show you a timeline that maps out the next six to

21

eight months of how the system begins to plug you in.

22

If you just follow the system, it produces a very

23

predictable result.

24

about what I had to share with you this weekend.

25

Later on, I’ll

And that’s one of the best parts

What we’re trying to get you to understand
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1

is we’re not trying to get you guys to bite off on

2

some fancy new invention that nobody’s ever heard of.

3

This is real estate.

4

already works.

5

for you?

6

Okay?

We all know that real estate

The question is, can you make it work

If so, how fast will you get to your goals?

7

Later on, we’ll have a chance to kind of

8

break this down and show you what those advanced

9

enrollment levels are about.

And by the way, do you

10

think that we’re well aware of the fact that you may

11

not have $40,000 sitting around, ready to stroke a

12

check?

Do you think we know that?

13

AUDIENCE:

14

MATT DAVIS:

15

Yes.
Give us a little bit of credit.

Do you think we know that?

16

AUDIENCE:

17

MATT DAVIS:

Yes or no?

Yes.
The question is whether or not

18

you’re willing to map out a game plan that works for

19

you.

20

sitting in an account today.

21

We’re going to be obviously realistic about this

22

approach.

23

some money around over here or over there to be able

24

to bring that investment in.

25

question is whether or not it’s right for you.

It’s not whether or not you have 40 grand
That’s not the question.

So you may have to take some time and move
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1

right?

2

The fourth part of the homework was continue

3

to raise capital.

4

do that.

5

of you read the book?

6

book?

7

the characters were visiting?

8

AUDIENCE:

9

MATT DAVIS:

10

I hope some of you had a chance to

And the fifth was read the book.

C.
Cheese station C.

What were

the names of the four characters in the book?
AUDIENCE:

12

(Laughter.)

13

MATT DAVIS:

Hem, Haw, Scurry (inaudible).

Okay.

Whoever said Hee-Haw,

that’s an old ‘80s TV show.

15

(Laughter.)

16

AUDIENCE:

17

MATT DAVIS:

18

(Inaudible) really read the

What was the name of the first cheese station

11

14

How many

Hem and Haw.
Hem and Haw.

(Inaudible).

(Inaudible) and?

19

AUDIENCE:

20

MATT DAVIS:

Scurry.
Scurry, very good.

Now, just

21

by looking at the body language on the screen, you can

22

pretty much tell their overall attitude in life,

23

right?

24

goodness, he’s not going anywhere.

25

what I know, it’s what I’m saying -- it’s not working

You got Hem here on the left-hand side.

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

My

What I’m doing is

EX 9, p. 39

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 41 of 423
40
1

all that well.

In fact, it’s not working really at

2

all, but it’s what I know.

3

some Hems in your life?

4

AUDIENCE:

5

MATT DAVIS:

And how many of you know

Can I see your hands?

Mm-hmm.
But keep in mind, though, some

6

people might be doing something that at least might be

7

working in producing the proverbial cheese.

8

they’re not open to new ways of doing things.

9

was still a Hem.

10

But
That

Just because somebody is not

starting does not mean they’re not a Hem.

11

Haw.

12

AUDIENCE:

13

MATT DAVIS:

All right?

Was Haw a Hem for a long time?
Mm-hmm.

Yes.

It took him forever to finally

14

move.

The whole analysis paralysis.

15

know people like that?

16

before they can make a decision.

17

AUDIENCE:

18

MATT DAVIS:

How many of you

They have to know everything

Mm-hmm.
By the way, what would we do

19

new in our lives if we had to have all the answers

20

before we did it?

21

to you, you didn’t have all the answers until you

22

actually started it.

23

come back to that concept in just a minute, okay?

24

obviously have the (inaudible).

25

Nothing.

Everything that was new

Is this true?

We’re going to
We

Please turn to page number 62 inside your
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1

materials.

2

worksheet, but I do want to focus on the final three

3

questions of that worksheet.

4

questions, what does your (inaudible) relate to now?

5

(Inaudible) that you see behind you, which one of

6

these characters is an example of the way you do

7

things?

8
9

(Inaudible) to complete this entire

Page 62.

The three last

Now, I know the book is very metaphorical in
nature.

You’re going to get different things from

10

different characters.

But try to isolate these

11

characteristics into four very distinct ways of doing

12

this.

13

down.

Which one represents you most?

14

AUDIENCE:

15

(Laughter.)

16

MATT DAVIS:

Write that

Today or yesterday?

Let’s say yesterday.

So as you

17

look behind you, which character really kind of speaks

18

to you and what you’ve done (inaudible)?

19

Second question, which character would you

20

like to become, all right?

21

about change.

22

heading, you don’t change anywhere at all.

23

change anything.

24

become?

25

This book is obviously

But if you don’t identify where you’re

Okay.
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1

answer the final question, if you would, please, keep

2

a finger in this page, but I want you to flip back to

3

page 9.

4

happen if you don’t make changes?

5

perspective on the statistics we looked at yesterday

6

at the bottom of page 9, keep in mind there is a 92

7

percent failure rate in this country, financially

8

speaking.

9

mean this in a derogatory manner at all.

Because the final question is what’s going to
Just to add

I don’t think it’s funny -- and I don’t
I don’t

10

think it’s funny when you see grandma working for Wal-

11

mart.

It’s not funny.

12

AUDIENCE:

No.

13

MATT DAVIS:

Okay.

I’m well aware that, and

14

I believe, that grandma would rather be with her

15

grandkids enjoying her golden years.

16

working for Wal-mart?

17

along the way financially speaking that she believed

18

in didn’t work the way she thought it would.

19

still has to work.

20

now flip back to page 62 and answer the final

21

question.

22

Why is she

Because she has to.

Something

So she

So keep that in perspective.

And

(Inaudible).
(Inaudible) nothing new.

Let’s go deeper than that.

That’s obvious.

23

Okay?

24

end up in one of those categories.

25

to find which category that is right now.
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1

that as we talked about, even used the words “a life-

2

changing weekend,” I realize that sounds a little

3

sensational and maybe even dramatic.

4

really think about something, folks -- let’s just stop

5

here for a minute, please -- the trajectory you’re

6

heading on, a slight shift this weekend, that’s a

7

different (inaudible) five years from now.

8

right?

9

AUDIENCE:

10

But if you

Is that

Mm-hmm.

MATT DAVIS:

So I hope that you will treat

11

this (inaudible) if you think you should.

This can be

12

something you look back on and pinpoint that was where

13

I choose to shift.

14

You think Rebecca had three deals under her belt

15

because she was just lucky?

This has nothing to do with luck.

16

AUDIENCE:

17

MATT DAVIS:

18

curricula that got the results.

It has nothing to do

19

with luck.

If I’ve interrupted

20

that final question, please take the time to answer

21

that final question.

22

No.
She actually followed the

This is a decision.

Okay?

I’d like to now shift this (inaudible)

23

obviously a real estate topic because that’s why we’re

24

here this weekend with these characters on the screen.

25

Does real estate change?
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

3

AUDIENCE:

4

MATT DAVIS:

How often?
(Inaudible).
Well, that’s when the market

5

really cycles, okay?

But lending laws, regulations,

6

things change all the time.

7

to change and move as the chief moves, all right, then

8

obviously you’re going to be left behind.

9

going to see some Hems out there in the world, all

So if you’re not willing

Now, you’re

10

right?

11

that I’ve peaked at as I’ve been walking around

12

looking at your answers, okay?

13

And let me just kind of call out something

The first question says, which character --

14

what character do you relate to now?

15

wrote down “Haw.”

16

what would you like to become, some of you wrote down

17

again, “Haw.”

And then it asks the next question,

18

(Laughter.)

19

MATT DAVIS:

20

think about that.

21

(inaudible).

Some of you

You’re ahead actually.

Okay,

The intent to stay the same is the

Is that right?

22

AUDIENCE:

23

MATT DAVIS:

Yep.

Yeah.

I want you to (inaudible) just

24

because somebody is not starting even though

25

(inaudible).

All right?
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1

ponies, they flipped a few deals back in the day so

2

they think everything is the same thing.

3

same.

4

It’s not the

Be willing to change, all right?
Let’s now move to Haw.

I know the book is

5

predominantly written around the character named Haw.

6

So consequently, the reader identifies with that

7

character a lot because that’s really who you’re

8

reading about.

9

Let’s apply that in real estate.

But Haw was a Hem for a long time.

10

We finally deem the numbers work, we’ve got

11

a mathematical green light, what does Haw want to do?

12

No pun intended, but hem and haw around about it.

13

that right?

14

decision, what’s up with the deal?

15

have to be decisive, which is what I say, let’s line

16

up our exit now, let’s line up our funding now.

17

that way, when a deal comes on our plate, we can move,

18

as long as the numbers work.

19

have to work.

20

Is

By the time they get around to making a
It’s gone.

We

So

The numbers obviously

All right?

Let’s go a little further.

When Haw finally

21

moves -- I’ll give him some credit because he finally

22

moves -- was he very steady and sure in his steps?

23

AUDIENCE:

24

MATT DAVIS:

25

in his steps.

No.
He was very unsure and unsteady

So how many bad real estate
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1

transactions would it take Haw to go right back and

2

become a Hem forever?

3

AUDIENCE:

4

MATT DAVIS:

One.
One.

So make I submit to you

5

the goal, metaphorically speaking, is not to become a

6

Haw in real estate.

7

(inaudible).

8
9

All right?

Were there some differences between the
mice?

10

AUDIENCE:

11

MATT DAVIS:

12

But I will give him some credit

Yes.
Did both have the ability to

take action?

13

AUDIENCE:

14

MATT DAVIS:

Yes.
But they did so in a very

15

different way, didn’t they?

All right?

16

just head off to the races.

Which one was that?

17

AUDIENCE:

18

MATT DAVIS:

19

(Laughter.)

21

MATT DAVIS:

Scurry is a dangerous term in

I have no clue what I’m doing,

but let’s go buy some real estate.

23

(Laughter.)

24

MATT DAVIS:

25

Scurry.

real estate.

20

22

One would

Careful.

Now, (inaudible) 12

and a half years ago when I started, Scurry.
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1

a few books, I didn’t know what I was doing.

2

(inaudible) read a book and know the concept.

3

you’ve done it, you don’t know how to do it.

4

with that?

5

AUDIENCE:

6

MATT DAVIS:

Folks, I
Unless
Agree

Yes.
(Inaudible) process.

7

you’ve done it, you don’t know it.

8

didn’t know what I was doing.

9

system really.

Unless

All right?

I

No mentor, no idea, no

(Inaudible) two books.

I said, okay,

10

let’s go do real estate investing.

11

happened on my very first transaction, my very first

12

step into real estate?

13

AUDIENCE:

14

MATT DAVIS:

15

AUDIENCE:

16

MATT DAVIS:

What do you think

What do you think happened?

(Inaudible).
I made some money.
Well, that’s good.
Okay.

I consider myself at

17

least a mildly intelligent person.

All jokes aside.

18

Every one of you does as well, right?

19

Did I say that yesterday morning?

20

enough to figure out how to make some money in real

21

estate.

22

I made some more money.

23

after that?

(Inaudible).

Everyone is smart

What do you think happened on my second deal?

24

AUDIENCE:

25

MATT DAVIS:
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1

cockiness.

2

(Laughter.)

3

MATT DAVIS:

I got this.

I’ve done two

4

wholesale deals.

I can’t even say with a straight

5

face right now.

6

capital.

7

wholesale with a couple of investors.

8

more money than I did, so I’m ready to flip a house.

9

What do you think?

Family, friends, let’s raise some

I’ve done two wholesale deals and I did
They made a lot

Was I ready?

10

AUDIENCE:

No.

11

MATT DAVIS:

Well, you don’t know unless you

12

try.

Is that right?

But the Scurry in me said, let’s

13

just go figure it out.

14

a property down in Grand Junction, Colorado.

15

where that is?

16

AUDIENCE:

17

MATT DAVIS:

So I found a screaming deal on
You know

Yes.
Just slightly south to where I

18

was living in Utah and over the border into Colorado.

19

It was about a three-hour drive from where I lived,

20

right?

21

neighborhood.

22

it up and flip it.

23

up to come in and gut the place the day after closing

24

because it was at a distance, so I didn’t want to be

25

there very long, plus I had younger kids at the time.

So I found a great deal in a great
Discounted price.

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

I was going to fix

I had three demolition crews lined

EX 9, p. 48

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 50 of 423
49
1

All right?

Sounds pretty good, doesn’t it?

2

AUDIENCE:

3

MATT DAVIS:

Yeah.
(Inaudible) let’s go turn this

4

thing around as quickly as we possibly can.

5

of you know about buyer’s right of recision on a real

6

estate transaction?

7

AUDIENCE:

8

MATT DAVIS:

9

How many

Mm-hmm.
I was a buyer.

I wasn’t going

to rescind my transaction, but I had three business

10

days’ right to rescind.

11

states?

12

AUDIENCE:

13

MATT DAVIS:

Is this true in all 50

Yes.
(Inaudible) law.

I had no idea

14

that the seller had the same right in the State of

15

Colorado.

16

AUDIENCE:

17

MATT DAVIS:

Ahhh.
I’m gutting the place the next

18

day and had three demolition crews to come in, labor

19

costs, let’s buy the lumber, let’s buy the materials,

20

let’s turn this thing around, and two and a half days

21

after closing, the seller canceled the contract and

22

took the property back.

23

money.

I had already spent the

Nothing I could do about it.

24

So it’s not what you know, it’s what you?

25

AUDIENCE:
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1

MATT DAVIS:

Don’t know, that hurts you.

I

2

should have actually been more informed.

3

mentor to advise me, to have, like I told you

4

yesterday, an attorney on my team, at least somebody

5

that I knew that could guide me in that space, I would

6

have been able to avoid that mistake.

7

made great money.

8

already spent the money.

9

Had I had a

I would have

But I lost the deal, but I’ve

So family and friends trusted me with their

10

money and, yes, I paid them back.

11

behind the eight ball for quite some time because I

12

had to earn that money to pay them back.

13

that rattled my confidence in real estate?

14

you think?

15

AUDIENCE:

16

MATT DAVIS:

I was definitely

You think
What do

Yes.
Of course it did.

All right?

17

Now, how many of you agree when you mix family or

18

friends with money problems, that begins to take its

19

toll as well.

Is that right?

20

AUDIENCE:

21

MATT DAVIS:

Yes.
I paid them all back.

I

22

believe (inaudible) because they trusted you.

23

frankly, I didn’t deserve their trust because I had

24

done two deals.

25

you’re an expert.
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1

(Laughter.)

2

MATT DAVIS:

Right?

So be careful.

As

3

you’re taking on a new skill in a new field, I forgot.

4

I know it cost money, all right?

5

would have been able to avoid a lot of mistakes and I

6

have (inaudible).

7

But guess what?

I

Okay?

So that’s where things began to go wrong.

8

I’ll show a few other things that eventually dropped

9

the hammer and caused me to go bankrupt, but it was

10

(inaudible) real estate.

11

And come full circle on this story we read last night,

12

the goal is to become a Sniff in real estate, somebody

13

that can take action, but with forethought and

14

knowledge.

15

All right?

So be careful.

However, here is the gap, here’s the chasm

16

right now.

Where you are and being (inaudible) in

17

real estate, there’s a large gap between those two

18

right now.

Is that right?

19

AUDIENCE:

20

MATT DAVIS:

Mm-hmm.
So how do we emulate the

21

characteristics of a Sniff after the confidence -- how

22

did I get into the film business?

23

had never made a film before.

24

yesterday.

25

the business that was already successful in that

What did I do?
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1

business.

2

or an uncle that might be doing real estate and that’s

3

fine.

4

mentor?

5

uncle is not going to have a curriculum, they’re not

6

going to have workbooks, they’re not going to have a

7

system.

May I submit to you that’s not necessarily a

8
9

And maybe you have a cousin or a neighbor

It’s better than none.

But your (inaudible)

Agreed?
I’m going to teach you three things and I’m

glad that you have them, but I would say having a

10

dedicated mentor that’s trained to actually take you

11

out there and show you had to do it right, that’s what

12

I would submit that you have.

13

Okay?

So how many of you did enjoy the reading of

14

the book?

15

suggested reading list, please.

16

book on that suggested reading list, I’m now prepared

17

to load it up with a few more right now.

18

probably put it on the very last page or close to the

19

back of your book.

20

Let me see your hands.

Go to your
I’ve only put one

I think we

We’ve got one book on there that I already

21

gave you, which was the Miracle of Love, Masaru Emoto.

22

I mentioned this book yesterday, but I officially want

23

to put it on your reading list, the Seven Habits of

24

Highly Effective People, written by Stephen R. Covey.

25

That’s C-O-V as in Victor-E-Y.
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1

Seven Habits of Highly Effective People, Stephen with

2

a P-H, Stephen R. Covey.

3

I’m going to have you writing on your

4

suggested reading list to read this every five years,

5

Who Moved My Cheese.

6

place emotionally speaking every five years of our

7

lives.

8

and revisit.

9

very good look in the mirror, Who Moved My Cheese.

10

They say we are in a different

This is a good book to kind of come back to
It’s a simple little read, but it’s a

The next book -- I mentioned this book

11

yesterday, but I want it on your list -- Money:

12

Master the Game, by Tony Robbins.

13

Game, by Tony Robbins.

14

same author, Unshakeable.

Money:

Master the

Another book written by this
Unshakeable, Tony Robbins.

15

The next book --

16

AUDIENCE:

17

MATT DAVIS:

18

The Fearless Mind, as in your brain, the

Tony Roberts?
Tony Robbins.

19

Fearless Mind by Craig Manning, M-A-N-N-I-N-G.

20

Manning, okay?

21

Craig

That’s good for now.

Now, the next question, how many of you read

22

the book for the first time last night?

23

of you had already read it before.

You first time

24

readers, this question is for you.

How many were like

25

me, the first time you read this, as you began reading
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1

you were like, what is this book about?

2

(Laughter.)

3

MATT DAVIS:
Okay?

Really?

This is a children’s book.

4

(Inaudible).

All right.

5

about wholesale and/or assignment.

6

the golden ticket and the four things that you need.

7

System stands for save yourself time, energy and

8

money.

9

sequential in nature.

We also discussed

Our system looks like this and it’s very

10

money.

11

to protect it ongoing.

12

Yesterday, we talked

Education proceeds earning

Three categories of income.

Let’s learn how

So please write down under earned income

13

strategies that we will begin to discuss this morning,

14

wholesale we talked about last night.

15

foreclosures, store sales, we have a selling which we

16

will talk about this weekend, like flipping houses.

17

little glimpse at (inaudible) to flip, you sell,

18

that’s actually one of my favorite strategies.

19

kind of knowing some options.

20

some of the strategies that are a little more

21

(inaudible) in today’s real estate atmosphere.

22

Probate,

A

Just

I want to stick with

So some of these we will not have time to

23

discuss.

For example, probate we will not talk about

24

this weekend.

25

discuss either.

Discount notes or options we will not
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1

about foreclosures and short sales.

2

to sell and you flip to yourself.

3

(Inaudible) how

We will then parlay into a little bit of

4

residual income, as well, just a few things, and that

5

will take us right up to about lunchtime, which is

6

1:30 to 3:00 p.m.

7

these things this weekend, I think it’s quite obvious

8

what the answer is.

9

things, in advanced training courses.

Now, if we don’t cover some of

When will we talk about those
However, now

10

that you’ve read the brochure, this will make it come

11

to life.

Do you remember reading about some on-demand

12

courses?

Do you remember that?

13

AUDIENCE:

14

MATT DAVIS:

Mm-hmm.
Okay.

So John has an extra 45

15

minutes a day before he goes out and runs errands.

16

He’s going to walk in with his access code, it’s

17

password protected, same way you would watch a movie

18

on demand whenever he wants to, whenever he has time,

19

same thing with these classes.

20

approaches we want to take with your education.

21

So there’s several

We want to take you out there in the field

22

face-to-face, walk you through properties, making

23

offers.

24

in four weeks.

25

courses whenever he has time.

That’s happening at the fast start training
We also want John learning on-demand
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1

surround himself with some of these on-demand courses.

2

A six-week action plan to get your first deal out of

3

the way.

4

find properties, 50 ways to find your next flip.

5

demand.

6

if he -- I mean, just when he has time, to get through

7

all of these on-demand trainings.

8

to raise capital.

We also want to continue to teach you how to

Again, it’s going to take him several months

9
10

On

We need to continue

Question again, when will you be done
raising money?

11

AUDIENCE:

12

MATT DAVIS:

Never.
Never.

And I realize that’s

13

one of the most uncomfortable things for most people

14

to start to do.

15

yesterday.

16

how to raise capital.

17

to work on your mindset.

18

as far as you need to go in just three days.

19

mindset modules, as well as continuing on the on-

20

demand courses.

21

what they look like.

22

You saw the results of that

You need to dig in and continue to learn
Also, we’re going to continue
Obviously, we can’t get you
The

So there’s several of them and that’s
Okay?

So now I want to focus on foreclosures.

23

Let’s flip to a new sheet of paper or at least a half

24

sheet of paper and I’m going to go ahead and draw out

25

a timeline.

We’re going to label this from start to
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1

finish.

We can map it out.

We will see the best time

2

to be involved and then the worst time to be involved

3

as well.

4

fictitious family to this equation because of what

5

they’re experiencing emotionally tends to dictate what

6

they’re going to do with the home.

We’re also going to attach and add some

7

All right?

Mom, dad, three kids, ballet, soccer

8

practice, PTA, school district, religious services on

9

the weekends.

This is where life is happening, all

10

right?

Most American families are two paychecks away

11

from absolute financial ruin and they’re that close to

12

the edge.

13

that’s most people’s situation.

That may not be you, but let’s understand

14

So if one paycheck goes missing.

Lost their

15

job, lost their income somehow, all right, they’re

16

only paying maybe the essential bills to keep the

17

lights on.

18

though.

19

they’re a mess.

20

out of this?

21

Let’s say they do land that new employment four or

22

five months later.

23

periods to start to be paid consistently, so now they

24

are back in the flow of -- of cash flow.

25

likelihood of most American families making up all of

They’re skipping a few other payments,

Two paychecks go back to back missing,
How in the world are we going to get

So they continue seeking employment.
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1

their missing mortgage payments, is that likely or

2

very unlikely for most people?

3

AUDIENCE:

4

MATT DAVIS:

Unlikely.
Unlikely.

Keep that in mind.

5

Something else to keep in mind -- and I think you’ll

6

agree with this -- just because someone lost their job

7

does not mean they want to move their kids out of

8

where they’re raising their children.

9

with that as well?

10

AUDIENCE:

11

MATT DAVIS:

Do you agree

Yes.
They’re hoping something will

12

work out.

Remember, that’s the (inaudible).

They’re

13

trying to disrupt the family unit as little as

14

possible and keep things as normal as possible for the

15

kids.

Okay?

16

All right.

So, let’s begin the timeline.

17

Usually it’s a loss of job that triggers this.

It

18

could be another hardship, for example, a debt or a

19

divorce.

20

happen, right?

21

go missing on the mortgage payments.

22

building, how are we going to get out of this?

23

They’re hoping something works out.

24

goes 90 days or more late on the mortgage payment, the

25

bank is now legally able to take action.

There’s a myriad of hardships that could
Now, month number one, two and three
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1

do it until they’re at least 90 days or more late on

2

the mortgage.

3

All right?

This is the way the bank is legally able to

4

send out their first notice.

It’s called the notice

5

of default letter.

6

called missed payments filing, same thing.

7

This is what a nasty -- it’s kind of faint, but you

8

guys can see it.

9

nasty letter out to the homeowners.

All right?

In some states, it’s

Notice of default letter.

All right?

That’s a

This is not

10

announced in the newspaper.

11

a legal paper.

12

borrower informing them they’re in default.

13

a matter of public record.

14

default letter is registered in a centralized banking

15

database.

16

This is not announced in

This is a letter between lender and
It’s not

However, that notice of

If you read the brochure last night, you’re

17

going to know what I’m talking about now.

18

when our software sees it.

19

pre-foreclosure statute begins, once they receive that

20

notice of default letter.

21

of notice of defaults or pre-foreclosure properties we

22

saw yesterday in the software?

23

Houston had over 2,000, if you remember that as well.

24

I think Dallas had just over 450 or 470, something

25

like that.

Okay?
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1

are still in control of the property if they will make

2

up the bad payments and satisfy the bank.

3

discussed, that’s very unlikely for most people.

4

right?

5

How long can this part last?

As we
All

Well, let me

6

ask you, how many have ever seen a homeowner that has

7

sat in their home for years, not made a mortgage

8

payment before the bank finally kicks them out?

9

ever see that before?

10

AUDIENCE:

11

MATT DAVIS:

Mm-hmm.
All right.

12

I see the hands real quick?

13

not making this up.

14

you seen it?

15

AUDIENCE:

16

MATT DAVIS:

17

AUDIENCE:

19

MATT DAVIS:

20

AUDIENCE:

21

MATT DAVIS:

Can

Just so people know I’m

Thank you.

Okay.

How long have

(Inaudible).
Four months.

That’s actually

(Inaudible).

Eighteen months.

Eighteen months.
Four years.
Four years, my goodness.

So

how long (inaudible) New Jersey?

23

(Laughter.)

24

MATT DAVIS:

25

How many have?

pretty quick.

18

22

Who’s

All right.

undetermined amount of time.
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1

the boards.

2

it, they will basically say, okay, it’s obvious you’re

3

not making mortgage payments anymore.

4

done so for the last two years or whatever, all right.

5

This is when they’re going to take the necessary steps

6

to officially foreclose at auction.

7

banks announce in a legal paper and the newspaper and

8

then the auction happens on the county courthouse

9

steps usually.

10

But once the bank finally gets around to

You haven’t

This is when

All right?

So (inaudible) time is when everybody else

11

finds out about it.

12

involved, would you agree, as early as possible?

13

close to the notice of default letter as possible.

14

All right?

15

public record.

16

homeowners are still in control if we bring some help

17

to the table.

18

right?

19

When is the best time to be
As

Now, here is when it becomes a matter of
I’d rather catch it here because the

And that’s what we’re going to do, all

So let’s update your time and make sure it’s

20

all updated and then we’re going to attach some

21

numbers to this and bring this to life and show you

22

where the money is.

23

numbers.

24

The fair market value of this home -- and, you guys,

25

I’m going to use very simple numbers so the math is

You all ready?

All right.

Three

Write them down underneath the timeline.

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

EX 9, p. 61

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 63 of 423
62
1

kept extremely simple.

2

that homes around here cost more than what we analyze

3

right here.

4

I’m well aware of the fact

All right?

The most important part of what you see on

5

the screen right now is the upper left-hand corner is

6

equity.

7

it down because that is what triggers this approach.

8

Three numbers.

9

zero.

If you don’t have that on your notes, write

Fair market value, $150,000, one-five-

They still owe $100,000, 100,000 on their

10

mortgage.

They are eight -- $8,000 arrears or behind

11

on payments and penalties, $8,000.

12

the numbers again?

13

AUDIENCE:

14

MATT DAVIS:

Does anybody need

No.
All right.

I’ll say it one

15

more time.

Fair market value, $150,000; they still

16

owe $100,000 on the mortgage; they are $8,000 behind

17

on payments and penalties, 8,000.

18

AUDIENCE:

19

MATT DAVIS:

(Inaudible).
Mortgage payment, if it’s

20

behind, that mortgage payment is paying probably

21

taxes, PI/TI.

22

AUDIENCE:

23

MATT DAVIS:

Okay.
And those are included in the

24

back mortgage payments, okay?

25

and create the approach.
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1

approached our sellers, we’re doing an assignment of

2

the wholesale deal, I gave you guidelines or tips for

3

the points that I think you should kind of remember to

4

help you guide yourself through this process.

5

So this is the first thing we need to check.

6

interested in our help?

7

That’s the first question to ask.

8

in our help.

9

All right?

Okay.
Are they

Write that down.
Are they interested

Now, how to approach the client, well,

10

there’s several ways of doing it.

All right?

11

some friends of mine that actually go to the property

12

and knock on the door and approach the clients.

13

personally think because this is an embarrassing

14

situation that they’re going through that is a bit too

15

invasive and I think we would agree with that, all

16

right?

17

get there and use their people skills to get to, you

18

know, break down the barriers.

But some people are aggressive.

19

I have

I

They want to

All right?

I believe in mailing campaigns, all right?

20

In fact, you remember Rebecca from Reno she said, I

21

have sent out 50 yellow letters.

22

saying that?

23

status we got directly (inaudible).

24

handwritten letter.

25

envelope?

Do you remember her

These are 50 people in pre-foreclosure
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1

AUDIENCE:

More personal.

2

MATT DAVIS:

More personal.

3

is much higher.

4

not let them treat it like junk mail.

5

like open rate at all.

6

anything.

7

premise is a postcard.

8

campaigns.

9

audience.

The open rate

It’s our job to get their attention,
Now, I don’t

I don’t want them to open

The only thing that qualifies under that
I believe in postcard

This is marketing.

Let’s target our

This is not broadcast marketing.

This is

10

targeted audience because these people are in this

11

specific situation.

12

intentions.

13

that you -- that might allow you to keep your home and

14

stay in your home.

15
16

One side spelled out my

I’m here to help.

Okay.

I’ve got some options

Call me.

So folks, if they call you, did that

answer question number one?

17

AUDIENCE:

18

MATT DAVIS:

Yes.
A very noninvasive way to

19

approach the client.

20

obviously, they identify themselves as interested.

21

Okay?

Now, I like putting a picture on the other

22

side.

Before I tell you what I do, let me ask you,

23

what would we put a picture of because our job is to

24

get their attention.

25

Any ideas?
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1

AUDIENCE:

2

MATT DAVIS:

3

no right or wrong answer, guys.

4

AUDIENCE:

5

MATT DAVIS:

6

(Laughter.)

8

MATT DAVIS:

9

AUDIENCE:

MATT DAVIS:

12

AUDIENCE:

13

MATT DAVIS:

Family.
What?

This is a great

A family.

Like their family?

Or a generic family or whatever,

Okay.
The beach.

Home.

Whatever it is.

Okay.

(Inaudible) picture of us.

15

(Laughter.)

16

MATT DAVIS:

I’m going to share this with

17

you.

18

and I asked that question.

19

picture of?

20

another family in front of their house.

I was in this conference in Queens, New York,
What would you put a

And a woman said, let’s put a picture of

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

There’s

do it for your kids type of thing.

11

14

A bag of money, cash.

brainstorming session.

7

10

(Inaudible) their home.

Ooh.
What do you guys think?
Yes.
That’s mean.

to -- I didn’t want to insult her.
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1

kind of mean, don’t you think?

2

when she -- it was funny because she (inaudible).

3

said, well, let’s put a picture of their family in

4

front of the house.

5

of their kids and now you’re a stalker and that’s even

6

worse.
(Laughter.)

8

MATT DAVIS:
(Inaudible) funny.

She

I go, well, now you have pictures

7

9

And she realized it

And she was like, never mind.

But I like something you said, a

10

picture of their house.

11

that right?

12

AUDIENCE:

13

MATT DAVIS:

That’s the topic at hand, is

Yeah.
So trust me, if you’re in pre-

14

foreclosure status, you got a nasty letter from the

15

bank and you’re looking through junk mail and you see

16

a picture of where you live, you’re going to flip it

17

over and read it.

18

this is a very easy way to get their attention.

19

just a little peppering of information right now with

20

software stuff.

21

exported into Avery labels, so you can print out their

22

mailing address.

23

address because sometimes the mailing address is

24

different.

25

You will.

Watch.

All right?

So I think
It’s

The information can be

Notice I did not say physical

Is that right?
So we talked about mailing campaigns.
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1

the software works in tandem with Google imagery.

2

can go right to the front elevation of the property

3

and bring up your picture, click print, done and done.

4

And you pay for speed.

5

right?

6

You

Software saves you time.

All

So whenever you approach the client, whether

7

it be a mailing campaign or knock on the door or

8

whatever, if they’re interested in your help, that’s

9

the first thing.

Now, you will run into the Hems of

10

the world.

You realize that.

11

interested in your help and they develop this attitude

12

of if I’m not going to profit off my property, I’m not

13

going to let anyone profit on my property.

14

down with the ship.

15

(Laughter.)

16

MATT DAVIS:

I mean, they’re not

I’m going

How many of you know people

17

like that, by the way?

18

you can’t help them.

19

they’re willing to help themselves.

20

mind.

21

no?

22

You only can offer two options.

23

going to explore both topics, but you can imagine most

24

people want to stay, but they have to qualify to stay.

25

We’ll talk about that in just a minute.

Okay?

But you guys, God bless them,
You can only help them if
Keep that in

So I’m interested in your help, yes or

If it’s yes, it falls in the next set of options.
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1

So if you’re going to stay, we need to

2

propose a value for value exchange so both parties

3

benefit.

4

interested in my help, I would set up an appointment

5

to go sit in their living room with them, eyeball to

6

eyeball, and just kind of get a feel on what their

7

intentions are.

8
9

So here’s what I would do.

If they’re

If they have devious intentions -- how many
of you know people before they leave a house that they

10

trash the place?

11

It’s unbelievable what they do to their house that

12

they were raising their kids in.

13

we’re trying to discern what their intentions are and

14

do our best.

15

flush out devious intentions in just a moment.

16

How many have seen that before?

It’s crazy.

So

And I’ll show you some ways that we can
Okay?

So I’m sitting in their living room, we’re

17

going to do this and put it in writing or anything I’m

18

going to propose verbally that I will make up all the

19

back payments and satisfy their loan, bring their loan

20

entirely current.

21

that going to cost me?

Now, in this example, how much is

22

AUDIENCE:

23

MATT DAVIS:

$8,000.
$8,000.

Where am I going to

24

get $8,000?

Directly off of the credit cards.

25

guys are getting to see today why I had to do what I
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1

had to do yesterday because those credit cards, you’re

2

going to use them a lot.

3

term capital.

4

Short-term access to short-

Grab your calculators.

Let’s do this real

5

quick.

How much is it going to cost us to carry that

6

debt?

7

cash, how we put it on our credit card?

8

into your calculator.

9

charged 15 percent.

That’s one-five.

10

eight grand by .15.

Where are you?

11

AUDIENCE:

12

MATT DAVIS:

Instead of paying eight grand out of pocket,
Take $8,000

Let’s assume we’re being
So multiply

$1,200.
That’s for the year.

Divide by

13

12 months in a year, your monthly minimum payment will

14

be 100 bucks.

15

AUDIENCE:

16

MATT DAVIS:

$100.
How many of you are willing to

17

accept a $100 burden per month to be able to make some

18

money on this deal?

19

it’s not what it costs; it’s what it’s making you.

20

Now, that’s a significant value for them for me to

21

catch up on all the back payments and satisfy their

22

debt.

Again,

What do they have that I want?

23

AUDIENCE:

24

MATT DAVIS:

25

Can I see your hands?

The house.
I want the house.

And I want

to be able to buy the house for as little as they will
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1

allow.

2

is what?

In this case, the least I can pay for the home

3

AUDIENCE:

Pay (inaudible).

4

MATT DAVIS:

Pay all the mortgage, satisfy

5

the mortgage, right?

100.

Now, I’m well aware that

6

there’s miscellaneous legal fees to close a deal, all

7

right?

8

back payments of eight, the 100 grand on the mortgage.

9

My acquisition was 108.

But I’m using simple numbers right now, the

The home is worth what?

10

AUDIENCE:

11

MATT DAVIS:

12

instant equity on the purchase.

13

number one and not paying retail.

14

this deal so far?

15

the buyout price is negotiable.

16

They may not let me buy it for what they owe.

17

right?

18

the back payments of 8.

19

grand on top.

20

see your hands?

21

150.
You’re stepping up 42 grand in
You’re following rule
How many would do

Let me see your hands.

Now, wait,

This is their house.
All

What if they say you can buy it for 110, plus
Now I’m at 118.

Thirty-two

Who would still do this deal?

Can I

Okay, I would still do the deal.

Change it again.

120 plus the back of 8,

22

128, 22 on top.

Who would do this deal?

23

would not do this deal at that level.

24

number one?

25

retail right now.

I’m out.

I

What was rule

Never pay -- you’re getting to close to
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1

drastically.

2

On this strategy, others, it’s different,

3

but on this strategy, if you’re not at least getting

4

20 percent instant equity on the purchase, then you

5

are spending too much on this home.

6

Is that your question?

7

AUDIENCE:

8

margin (inaudible)?

9

Yeah.

MATT DAVIS:

Write that down.

So 20 percent profit

Twenty percent instant equity

10

on the acquisition for the purchase.

11

if an asset is worth 150, 20 percent of which is 30

12

grand, obviously.

13

this asset.

14

because there’s a few grand with the miscellaneous

15

legal fees and closing documents and prep fees and

16

whatever, all right?

17

threshold right now.

18

So in this case,

So the most I would pay is 120 for

So 118 is about where I would stop

So I’m right about that

Now, hang on.

Why would they let me buy

19

their home at a lower price when they could stick this

20

on the MLS and sell it top dollar?

21

more money if they did that instead of working with

22

me.

Good question.

23

AUDIENCE:

24

MATT DAVIS:

25

They would make

(Inaudible).
Yes, they can.

They’re still

in control of the house and pre-foreclosure, they can
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1

still sell the home top dollar on the MLS.

2

make money, okay?

3

AUDIENCE:

4

MATT DAVIS:

They would

(Inaudible).
Okay.

But also a sale of the

5

home would get them out of this mess.

6

not take longer because homes are selling pretty well

7

these days, you guys.

8
9

AUDIENCE:

MATT DAVIS:

This is a good market, okay?
They don’t know about the MLS

They do.

I mean, they know

they can sell on there at any time.

12
13

It might

or --

10
11

Okay?

AUDIENCE:

Okay?

(Inaudible) get your money out of

(inaudible).

14

MATT DAVIS:

Let’s assume they (inaudible).

15

You guys, the biggest anchoring factor when people

16

lose their jobs, do they want to move their kids?

17

AUDIENCE:

18

MATT DAVIS:

No.
They don’t want to move.

If

19

they sold it top dollar on the MLS, would they have to

20

move?

21

AUDIENCE:

22

MATT DAVIS:

Yes.
The whole goal is to disrupt

23

the family as little as possible.

24

So what you’re bringing -- some people, I don’t -- not

25

everyone, but some people are willing to accept less
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1

favorable terms even on their own home if they do have

2

the option to what?

3

AUDIENCE:

4

MATT DAVIS:

Stay.
Stay.

You have to qualify to

5

stay, and here’s your qualification to stay.

6

Lack of income is what caused this mess in the first

7

place.

8

the screen, the right-hand screen for a second,

9

please.

So let me show you the sweet spot.

Income.

Eyes on

They’re about six to maybe nine months behind

10

on payments.

They have found new employment, but the

11

back payments and penalties is too steep.

12

afford to save the loan.

13

AUDIENCE:

14

MATT DAVIS:

They can’t

Does this make sense?

Yes.
They got enough income, but

15

they need some help back on their feet.

16

sweet spot.

17

haven’t found new income.

18

just a moment.

19

allow, they would also want to sign a separate

20

contract, which is a lease option strategy -- I’ll

21

show you how to do that legally in the State of Texas.

22

It’s a little different only in this state.

23

Texas.

24
25

That’s the

Not everyone can qualify because they
We’ll talk about that in

So if I buy the home for what they

God bless

All right?
But you also need to remember -- you guys

know what lease options are, right?
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1

AUDIENCE:

2

MATT DAVIS:

Mm-hmm.
Okay.

The idea is that they’ll

3

rent for a while until they get back on their feet and

4

then buy the home back from you.

5

AUDIENCE:

6

MATT DAVIS:

Mm-hmm.
All right?

They will have

7

first right to be able to buy the home back from you.

8

They’ll want to sign that contract, obviously, because

9

that secures their future ownership in the home, so

10

they can get a -- stay in the home.

11

to have them hire a credit repair company.

12

the one that I used?

13

AUDIENCE:

14

MATT DAVIS:

Also, we’re going
What was

Lexington Law.
Lexington Law.

I know this is

15

repetitive information, but you guys, this is where

16

all this stuff comes in play.

17

on their mortgage, on their credit.

18

ding their credit up a little bit.

19

(inaudible) got to clean some things up.

20

likely be a three-year lease option because it takes a

21

little bit of time to be able to clean up their

22

credit.

23

credit situation, LexingtonLaw.com, until their credit

24

score reaches a minimum how much?

25

All right.

AUDIENCE:
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1

MATT DAVIS:

720 or higher.

Thank you for

2

the response on that, all right?

3

the home back from me, are they going to be paying

4

retail or wholesale?

5

AUDIENCE:

6

MATT DAVIS:

Now, when they buy

Retail.
Ideally, retail, but would you

7

agree let’s find the right numbers that work for both

8

of us as well?

9

happy with the home ownership and they were able to

We made some money; they also got

10

keep their kids in the same school, too.

11

stay option so far.

12

Let me do an audience check.

This is the

How many of

13

you are seeing this?

Let me see your hands.

14

sense so far.

Let’s talk about the leave

15

option because some people haven’t found new income.

16

But we can’t help it.

17

here for a second.

18

they cannot afford this house, they can’t afford the

19

payments, they would rather not let this thing go all

20

the way to a foreclosure?

21

worse on their credit.

22

foreclosure, that’s going to be oftentimes their very

23

first step toward what?

Okay.

So eyes back up on the screen

Are there some people that realize

24

AUDIENCE:

25

MATT DAVIS:
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1

there some people that would rather minimize the

2

damage and get out from underneath the loan that they

3

can’t afford, yes or no?

4

AUDIENCE:

5

MATT DAVIS:

Yes.
Not everyone, but the ones

6

we’re looking for are.

All right.

So same proposal,

7

are you interested in my help, yes or no?

8

are, we’ll visit them in their living room, stay or

9

leave option.

If they

Now let’s discuss the leave option.

10

I’m still going to propose that I make up the back

11

payments, eight grand.

12

for as little as they will allow.

13

example.

14

through it.

15

arrears of eight, plus the 100 grand on the mortgage,

16

I’m now at 108, I will also be offering cash for keys

17

in that example.

18

I still want to buy the home
100 grand in this

This is a loan statement, so follow me
If they allow me to buy the home for the

I’m sure you’ve heard of that verbiage

19

before.

If you haven’t, it’s pretty self-explanatory.

20

Cash for keys.

21

contract and I’m willing to give them a little bit of

22

money if they move out peacefully.

23

to head against?

I’m also going to put together this

24

AUDIENCE:

25

MATT DAVIS:
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1

right?

Very standard across the board.

2

you have heard of cash for keys before?

3

your hands?

4

standard across the board, most banks offer about a

5

thousand dollars to move out and they give them 30

6

days.

7

I think 30 days is good, you guys.

8

take 90 days to move out.

9

don’t worry about it.

10

(Laughter.)

11

MATT DAVIS:

You have?

Good.

All right.

How many of
Can I see
Now,

Some banks are going to a two-week time frame.
Now, this does not

Hey, take the sunroom,

No.

Thirty days to move out,

12

they’ll be turning in the keys, and if the place is

13

not trashed, I will then give you cash.

14

example maybe $2,000, maybe $2,500 tops on a $150,000

15

asset.

16

was five grand.

17

difference between this one and the five grand?

18

was a $700,000 asset.

19

difference.

The most I’ve ever provided in cash for keys

20
21

In this

That’s the most.

But what’s the

This is a $150,000 asset.

That
Big

All right?

Do not give them cash until they surrender
the what?

22

AUDIENCE:

23

MATT DAVIS:

Keys.
I know that’s obvious, but some

24

people are like, hey, you know, this is some money to

25

help you move out, they take the cash and don’t move.
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1

Then you’ve got squatters and you’ve got to follow

2

proper eviction proceedings to get them out, which is

3

going to take longer and cost you more money.

4

right?

5

All

When you’re meeting with their face-to-face

6

in their living room before you make this official,

7

you both agreed on the numbers verbally, before you

8

make it official and put it in writing, here’s what

9

I’ve learned to do over the years, flush out devious

10

intentions.

Look at them straight in the eye and say,

11

appreciate you having me in your home and us working

12

this deal, however, as you can imagine, as I have done

13

this, and you may have heard this before, some people,

14

before they leave, completely destroy the home.

15

They’ll probably go, oh, we would never do that.

16

(Laughter.)

17

MATT DAVIS:

I believe you or I wouldn’t be

18

sitting here, all right?

19

myself against that destruction because that’s

20

vandalism.

21

their home, with your permission, I want to pull my

22

cell phone out of my pocket and I’m going to flip to

23

video mode and I’m going to walk around your house and

24

video your home as it is right now.

25

However, I need to protect

So with your permission, this is still

If they say we don’t feel comfortable with
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1

you doing that, what would you do?

2

AUDIENCE:

(Inaudible).

3

MATT DAVIS:

If they can’t understand the

4

logic of why we want to do that, you may get, well,

5

it’s a mess right now, we’re so sorry, okay, whatever.

6

Okay?

7

wall, you know, you’re going to just wave your -- walk

8

through the house and -- if you need to go back and

9

pause it and see the chandelier, I want the chandelier

And you’re not going three inches into the

10

there 30 days from now.

11

there.

12

before I leave.

13

people do.

14

All right?

Okay?

I want those cupboards

I don’t want cement in the toilet

You guys have seen some of the things

Crazy.

All right?

So if they say, okay, that’s fine, we

15

understand it -- you know, you would need to protect

16

yourself, that makes sense.

17

that uncomfortable with it, walk away.

18

AUDIENCE:

19

MATT DAVIS:

20

AUDIENCE:

Then proceed.

If they’re

(Inaudible).
Yes?
So, I’m sorry, is that in

21

addition to what the cost of the house is, the cash

22

that you give them (inaudible).

23

MATT DAVIS:

24

AUDIENCE:

25

MATT DAVIS:
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1

acquisition costs.

2

AUDIENCE:

3

MATT DAVIS:

Right.
All right.

So if it’s 2,500,

4

for example, I’m (inaudible) on the acquisition using

5

simple numbers, all right?

6

that would be 110 (inaudible) my acquisition, plus

7

miscellaneous and closing fees, all right?

8
9

Less than two and a half,

Now, let me share with you when I would not
give them cash for keys.

You see, in this example,

10

the negotiated buyout price was 100 grand, plus the

11

eight.

Is that right?

12

AUDIENCE:

13

MATT DAVIS:

Yes.
That is when cash for keys is

14

necessary.

If the negotiated buyout price is 110,

15

plus the eight in back payments, now I’m at 118, I’m

16

not giving them cash for keys.

17

AUDIENCE:

18

MATT DAVIS:

Why?

(Inaudible).
Because they just made ten

19

grand on the sale of their home.

20

behoove you to still offer maybe a $500 incentive --

21

cash incentive to move out peacefully?

22

think?

23

AUDIENCE:

24

MATT DAVIS:

25

that.

However, would it

What do you

Yes.
I think there’s wisdom in doing

There’s nothing that’s going to (inaudible)
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1

good behavior like a little bit of a reward if they

2

behave themselves.

3

We’ve discussed the stay option.

4

(Inaudible).

Okay?

This is the leave option.

How many of you understand

5

this so far?

Raise your hands.

Okay.

If you are

6

dealing with a Hem of the world, meaning they’re not

7

going to play ball with you, they’re going down with

8

the ship.

9

foreclosure auction.

The property will obviously end up at the
A little information real quick.

10

You could tag the property in the software.

11

it switches status from pre-foreclosure to active

12

foreclosure and the auction date has been set, it will

13

alert you.

14

as well because it may be a year, year and a half

15

later.

16

do the remembering for you.

17

Any time

But it has time management tools built in

You may have forgotten about it.

Okay.

But it will

Now, right at this point, as you’re a

18

brand new student, I’m advising you to go to the

19

auctions and do not bid.

20

AUDIENCE:

21

MATT DAVIS:

22

Learn.
You have to learn to build your

own?

23

AUDIENCE:

24

MATT DAVIS:

25

What are you there to do?

(Inaudible).
(Inaudible) business.

One of

the best places to build your (inaudible) business,
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1

surrounding -- you’re surrounding yourself at the

2

right people right then and there.

3

bid against them.

4

you’re competition.

5

option as a place to get property.

6

Don’t go up and

Now they don’t like you.

Now

Eventually, you may consider the

Rule number one still applies (inaudible)

7

option.

8

necessarily go as often as I used to.

9

able to get really deep discounts going to the

10

Do not pay retail.

Which is why I don’t
You used to be

auction.

11

All right.

Let’s look at the market, all

12

right?

13

heated up next was the short sale market.

14

hot for a while.

15

short sale market.

16

auction.

17

As the market has rebounded the discounts are not

18

really as plentiful as they used to be.

19

still (inaudible), all right?

20
21

It was high in 2007, double burst.

The inventory then moved to the

Deep discounts went into the auction block.

There are

Can we use the transactional funding
resource at the auction environment?
AUDIENCE:

23

MATT DAVIS:

25

That was

Deep discounts coming through the

22

24

What

(Inaudible).
You cannot use the

transactional funding at an auction environment.
AUDIENCE:
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1

MATT DAVIS:

Because the auction starts and

2

finishes within about 30 seconds, maybe 60 seconds.

3

There is no time for the team to vet the transaction.

4

So the auction environment is not an environment where

5

you can use the transactional funding.

6

(inaudible) contract, line up your buyer, not an

7

option (inaudible).

8
9

Okay?

Now, I’m well aware that Flip or Flop, Tarek
and Christina are buying at the auction all the time

10

now, site unseen, final sale.

11

that you buy homes that way?

12

AUDIENCE:

13

MATT DAVIS:

14

that on TV?

15

All right?

16

reality.

17

what sells TV.

18

what’s good TV?

Would I ever suggest

No.
How many have seen things like

Do not buy a house like that, you guys.
I know it’s a TV show.

That’s not

You realize that, don’t you?
What’s good TV?

19

AUDIENCE:

20

MATT DAVIS:

Drama.
Drama.

So, oooh, that’s a

scary way to buy properties.

22

property and there’s termites, oh, no.

23

(Laughter.)

24

MATT DAVIS:

Think about

I think it’s bad, but

21

25

ABC

If you get into the

And the investor is on the

phone, pay me back (inaudible) my money, nah, nah,
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1

nah, okay?

They solve the problem, get paid 50 grand,

2

drive off into the sunset, all in a half an hour.

3

(Laughter.)

4

MATT DAVIS:

5

real world.

6
7

AUDIENCE:

(Inaudible) loan payments, okay,

what’s the (inaudible).

8
9

Guys, it’s not that way in the

MATT DAVIS:

No, I’m not.

I’m not going to

pay the eight unless I’m buying the home.

10

AUDIENCE:

11

MATT DAVIS:

Oh, okay.

So (inaudible).

I’m buying the house.

Correct.

12

Okay?

13

lender and say, how much do they owe?

14

that.

15

willing to help (inaudible) out of a bad situation.

16

(Inaudible).

17

And I don’t have jurisdiction to call their

(Inaudible).

AUDIENCE:

They have to do

Again, talk to them (inaudible)

(Inaudible).

If they say, yes,

18

this sounds good, we want to (inaudible) you write a

19

contract with them --

20

MATT DAVIS:

This is a simple RESPC, real

21

estate purchase contract, for $108,000, plus two and a

22

half grand of cash receipts.

23

straightforward, especially for agents.

24

fill in the blanks and close.

25

AUDIENCE:
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1

MATT DAVIS:

Now, you still have to do the

2

title work, like any other transaction.

3

that’s -- those are obvious points, okay?

4

Okay.

I mean,

So at the foreclosure auction, you

5

want to be able to see the property, again, but most

6

of the time, the opening bid is set pretty high.

7

just to come to full circle here, if nobody wants the

8

property at the foreclosure action, if it falls onto

9

the books of the bank, it’s considered an REO property

10

or bank-owned property.

11

owned, if you didn’t know that.

12

it.

13

Now,

REO stands for real estate
But the banks owns

Now, one of the promises that was made to

14

you at that very first meeting was teaching you how to

15

get access to REO risks.

16

Because see, you guys, I’m reminding you of these

17

because I want to systematically and mentally check

18

off that you have fulfilled these things, all right?

19
20

For example, did I teach you how to do your
very first deal yesterday afternoon?

21

AUDIENCE:

22

MATT DAVIS:

23

Who remembers that promise?

Yes or no?

Yes.
A little credit there.

(Inaudible) guys?

24

AUDIENCE:

25

MATT DAVIS:
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1

transactional funding that (inaudible) four types of

2

loans?

3

AUDIENCE:

Yes.

4

MATT DAVIS:

You can get access to that

5

money (inaudible) all these promises are being

6

fulfilled, okay?

7

in just a minute.

8

in the property.

9

property?

(Inaudible) and lists, we’ll cover
So this is only if there’s equity
What if there’s no equity in the

What do we do?

10

AUDIENCE:

11

MATT DAVIS:

(Inaudible).
You don’t walk away.

Turn the

12

page and you take notes on another strategy, on the

13

short sale, all right?

14

sale.

15

timeline.

16

because (inaudible) the loan stops here, a home’s

17

value is down here below the value of the loan.

18

approving party that allows the home to be sold short

19

of what is owed on the mortgage, thus the verbiage

20

short sale, is who?

21

AUDIENCE:

22

MATT DAVIS:

Now we’re going to do a short

Now there’s no equity in the property.
Here we go.

New

It begins in a similar manner

The

The bank.
The bank.

So is this a little

23

more of a cumbersome process than just dealing with

24

the homeowners when we have equity?

25

AUDIENCE:
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1

MATT DAVIS:

Yes, it is.

So I’m going to

2

begin to show you kind of a different way of doing

3

short sales now.

So payments stop.

4

say loss of job.

Some people haven’t lost their job

5

at all; they just stop making payments because they

6

know they will never see the light of day as far as

7

equity is concerned on that loan again.

8

Maybe they financed the property back in 2006 with a

9

125 percent LTV loan on an overinflated appraisal to

10

begin with.

11

you guys?

12

there, okay?

13

Notice I did not

All right?

Is that the way things work for a lot of
It’s crazy.

Some of these loans are still

So payments stop.

Months number one, two

14

and three go missing.

The bank still has to wait the

15

mandatory due process of 90 days.

16

letter hits.

17

of going to be the same beginning.

18

nasty letter.

19

the bow, so to speak.

20

see if the homeowners respond.

21

don’t.

22

marker right here.

23

going to wait to see if the homeowners begin to start

24

making the payments again.

25

don’t.

The software sees it.

Notice of default
So this is kind
They send out the

This is kind of the first shot across
They’re not going to wait to
Most of the time, they

I’m going to put somewhat of an undetermined
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1

But let’s look at the reality.

Do you think

2

the bank knows that the value has fallen below --

3

fallen beneath the value or below?

4

know that?

5

AUDIENCE:

6

MATT DAVIS:

Do you think they

Yes.
Yes, they do.

All right?

7

they don’t exactly know what the new value is.

8

they never need to lock in how much the home is

9

currently worth.

10

appraisal.

But
So

The way to do that is to do a new

Do appraisals cost money?

11

AUDIENCE:

12

MATT DAVIS:

Yes.
Yes.

They don’t want to spend

13

any more money on this.

14

is called the BPO, brokers priced opinion.

15

going to flip a local agent for a broker, a little bit

16

of money, 50 to maybe 100 bucks -- you guys do BPOs?

17

AUDIENCE:

18

MATT DAVIS:

19

So what they are going to do
They’re

(Inaudible).
(Inaudible).

You guys do them?

You know how much they pay?

20

AUDIENCE:

21

MATT DAVIS:

You said $50 to $100.
It’s not much money.

Again,

22

because the compensation is so minimal, some of --

23

agents are not going to go into the property to

24

measure the square footage like an appraiser would.

25

They’re going to drive by, take a few pictures, back
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1

it up with a few comparables and submit it for 50 to

2

maybe 100 bucks.

3

compensation is very minimal, some of these BPOs are

4

way off.

5

and done well.

6

property.

7

county records, submit a few comps and that’s it.

Not all of them.

8
9

So you can imagine because the

Some of them are spot on

Some of them don’t even drive by the

They just look at county records, pull the

So should we double check the BPO levels?
What do you think?

10

AUDIENCE:

11

MATT DAVIS:

Yes.
Of course.

We never pay retail

12

for real estate.

13

Here’s the (inaudible) the value (inaudible) the BPO

14

is done to here, that is when they might begin to

15

consider short sale offers.

16

something.

17

timeline and the BPO has not yet been done, that offer

18

could trigger the BPO to be done.

19

(inaudible) yeah, they are going to do a BPO to make

20

sure they understand what the home is now worth.

21

right?

22

So eyes up here on me for a second.

So let’s understand

If you present an offer right here on the

So one could

All

This is when short sale offers are

23

considered from investors like you and I, or perhaps

24

owner-occupied if you want to buy it and just live

25

there.

If the bank is not satisfied with the amount
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1

of offers coming in, the end of the timeline will look

2

the same.

3

active foreclosure status, and shortly thereafter, the

4

auction happens usually at the county courthouse.

5

Sometimes the auction happens right at the property

6

itself.

7

property, walk around with a contractor, do your bid

8

work assessment, go in the front yard and start

9

bidding.

10

If they save this to auction, it is now an

(Inaudible).

You can go right to the

But that’s rare.
The best time to be involved is right there.

11

Okay.

Over the last, say, three or four years

12

investors as well as agents that have been agents for

13

30, 40 years have actually said to me kind of the same

14

thing (inaudible).

15

offers approved on my short sales.

16

can’t get much of a discount at all.

17

one single question, who is the financing bank?

18

they’ll say, Wells Fargo.

Ewwww.

19

Who’s the financing bank?

Chase, Bank of America,

20

Citi, USBank, Deutsche Bank.

21

have in common, folks?

Matt, we used to get deep discount

22

AUDIENCE:

23

MATT DAVIS:

These days, I
And I will ask

There you go.

What do all these banks

(Inaudible).
These are some of the biggest

24

banks in the world.

25

days to give me any kind of a discount.
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1

AUDIENCE:

Mm-hmm.

2

MATT DAVIS:

It’s interesting how when there

3

are so many short sale offers and they’re surprised

4

they can only get a 5 percent below BPO approval on

5

their short sale offer -- does that make sense because

6

we are learning new acronyms right now?

7

make sense?

Does that

Yes or no?

8

AUDIENCE:

Yes.

9

MATT DAVIS:

Thank you.

So watch what

10

happens.

11

be whatever the bank wants the BPO to be.

12

(inaudible).

13

bank might say, okay, here’s what the property is

14

worth.

15

higher.

16

an offer, they give us a 5 percent discount.

17

feel warm and fuzzy about it.

18

need to check our levels and make sure we’re not

19

paying retail for real estate.

20

mind.

21

The bank is basically going to make the BPO

This is not uncommon.

So we get

All right.

The

We’re going to set the BPO maybe 5 percent
That way when you and I come along and make

All right.

They

So we do

So just keep that in

We should do our own research anyway.
So here’s my suggestion and here’s the play

22

for this strategy.

23

underwater with its mortgage.

24

is check to see who the financing bank is.

25

one of the six that I just mentioned, my suggestion is
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1

what?

2

AUDIENCE:

(Inaudible).

3

MATT DAVIS:

Walk away.

I’m not saying it’s

4

impossible to deal with Bank of America, but I’m

5

trying to tell you right now it’s impossible to deal

6

with Bank of America.

7

that, you can confirm the right hand has no clue what

8

the left hand is even up to.

9

seen that before?

10

How many of you have

It’s a mess.

So my suggestion is

walk away.

11
12

If you have ever tried to do

So if it’s not one of those six banks -- you
guys want a list of the banks again?

13

AUDIENCE:

14

MATT DAVIS:

Yes.
Write them down real quick.

15

Wells Fargo, Bank of America, Chase -- now when I say

16

Chase some people are like, well, what about JPMorgan?

17

You guys, is that Chase?

18

AUDIENCE:

19

MATT DAVIS:

Yes.
That’s Chase, all right.

20

C-I-T-I.

21

Citi anything, all right?

22

It’s starts with a D and ends with a Che.

23

(inaudible).

Cit,

That’s CitiBank, CitiMortgage, CitiGroup,

24

(Laughter.)

25

MATT DAVIS:
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1

Bank?

2

Deutsche, okay?

3

Who has?

Huge bank.

AUDIENCE:

Huge bank, right?

So no matter how good a deal may

4

seem, if one of those banks are involved just

5

(inaudible)?

6

MATT DAVIS:

The question is, no matter how

7

good the deal might be or seem -- I like that seem

8

word, okay, because it’s not always -- just walk away?

9

There are exceptions to that rule.

Numbers speak

10

louder than my opinion, all right?

So if you’re

11

willing to do it and it’s a great deal, it’s just

12

those banks really are not giving deep discounts on

13

short sales these days, all right?

14

of agents saying and claiming the same thing.

15

And I’ve got lots

How many -- agents in this room, how many of

16

you would agree with that right now?

17

hands.

18

doing another deal down the road that’s far easier.

19

Let me see your

Okay, it’s just -- your time is better spent

Okay.

Now, before we go deeper into this,

20

you guys, I’m about to teach something that most of

21

you have done, but I would guess that 99 percent of

22

you in this room, whether you’ve been an agent for 25

23

years or not, you don’t know what I’m about to teach

24

you.

25

Are you excited about this?
AUDIENCE:
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1

MATT DAVIS:

2

(Laughter.)

3

MATT DAVIS:

I can feel it.

Okay.

So the concept that we

4

need to understand first -- and then I’ll give you the

5

details of what it means -- we need to see if this

6

bank is going to be motivated in dumping the assets.

7

Those banks, D’Angelo, are not motivated.

8

more money than they can shake a stick at.

9

really have no motivation to approve any discounted

They have
They

10

offers.

There might be some exceptions with other

11

peripheral pressures, okay, but most of the time, no.

12

okay?

13

it’s not one of the six that I just said and we

14

uncover dirt on the bank, when we come back to the

15

property and make more of an aggressive deep

16

discounted offer, we know that that bank and the

17

motivation getting rid of this asset is far higher.

18

We need to see what the motivation level is.

19

that make sense so far?

So if we look behind the scenes of the bank and

20

AUDIENCE:

21

MATT DAVIS:

Does

Yes?

Yes.
Okay.

So let me create a

22

parallel and then we’re going to dig into that.

23

Yesterday, we learned about credit scores.

24

scores are not a score given to us by one single

25

activity.

Okay?

Credit

They are an aggregated score due to a
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1

myriad of activities, right?

2

similar score.

Banks have a

Are you aware of that?

3

AUDIENCE:

4

MATT DAVIS:

5

Okay.

Yes.
You know what it’s called?

Who

knows what it’s called?

6

AUDIENCE:

7

MATT DAVIS:

(Inaudible).
It’s called the CAMELS score.

8

That is an acronym that stands for the following:

9

Capital adequacy, asset quality, management

10

competence, earnings, liquidity and sensitivity to

11

market risk.

12

CAMELS score.

All right.

Please have note of that.

Now, our credit score ranges on

13

the low end 300, all the way up to the high end, 850.

14

That’s a pretty sizeable spread, all right?

15

CAMEL scores do not have near that large of a spread.

16

The spread is only from one up to five.

17

One to five.

18

the worst.

19

Okay.

These

That’s it.

One is the best score; five is

One is the best; five is the worst.
Okay.

I really want to make a big point out

20

of this, so if you would, please, go on and put your

21

pens down.

22

and don’t like raising your hands, okay, but please

23

put that side for a moment.

24

this to see if this is the case.

25

your hands.

I know some of you are too cool for school

I want to take a poll on
And if it is, raise

Please keep your hand in the air just for
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1

a moment just until we have a chance to look around so

2

everyone has a chance to see the results of this

3

question.

4

How many, by a show of hands, have never

5

heard of a CAMELS score?

6

around the room.

AUDIENCE:

8

MATT DAVIS:

10

Look

Do you think that’s by design?

7

9

Can I see your hands?

Yes.
That’s by design.

If you knew

your bank was struggling with your score, what would
you do with your money?

11

AUDIENCE:

12

MATT DAVIS:

Move it.
You’re going to pull your money

13

out.

If everyone did that all at once, would that

14

make the bank go out of business overnight?

15

AUDIENCE:

16

MATT DAVIS:

Yes.
There would be a run on the

17

bank, all right?

So I want you to think about what

18

would happen if you called where you bank, any bank

19

for that matter, and ask whoever answers the phone,

20

teller, receptionist, hey, what’s your CAMELS score?

21

(Laughter.)

22

MATT DAVIS:

23

What do you think the response

is going to be?

24

AUDIENCE:

25

MATT DAVIS:
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1

you, what’s the real truth?

2

AUDIENCE:

3

MATT DAVIS:

They don’t know.
They don’t know.

4

officer knows more about this.

5

officer.

6

What’s the response?

Maybe a loan

Let me talk to a loan

Hey, loan officer, what’s your CAMELS score?

7

AUDIENCE:

8

MATT DAVIS:

9

(Laughter.)

10

MATT DAVIS:

I don’t know.
Huh?

They don’t know either.

Middle

11

management, huh?

Upper management, I know -- I know

12

that sounds a little unbelievable.

13

why.

14

management does not know, right?

15

and board of directors are ever going to know what

16

that CAMELS score is.

17

all.

18

extra money if they will bring depositors to that

19

bank?

It makes perfect sense as to why.

Only the bank owners

Let me show you why, first of

Is that true?
AUDIENCE:

21

MATT DAVIS:

Yes.
They get an extra bonus.

Did

you see the scandal last year with Wells Fargo?

23

AUDIENCE:

24

MATT DAVIS:

25

Upper

Are you aware that bank employees are bonused

20

22

But I’ll show you

happened?

Mm-hmm.
How many of you saw what

How many don’t know what I’m talking about?
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1

The bank employees made new accounts, took money out

2

of your savings account and moved it into the new

3

accounts so they could qualify for the bonuses.

4

fabricated accounts.

5

(inaudible).

6

now for Wells Fargo?

That’s thievery.

We have

Have you guys seen the ads on TV right

7

AUDIENCE:

8

MATT DAVIS:

9

They

Yeah.
Yeah, we know we ripped you

off, but come on back.

10

(Laughter.)

11

MATT DAVIS:

That’s an understatement.

12

many of you have seen those ads?

13

So CAMELS scores.

14

telling you, you’re never going to find it.

How

It’s kind of crazy.

Nobody has ever heard of it, so I’m

15

And let’s now go back to credit scores.

16

credit scores are issued to us by three agencies,

17

Experian, Transunion and Equifax.

18

referees in credit.

19

these scores to banks?

20

it complex, it’s actually quite simple -- is an

21

insurance company.

22

the deposits at a bank.

23

to be FDIC-insured.

24

they still have to be insured, but they (inaudible)

25

insurance policy (inaudible).
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1

unions are technically owned by the members themselves

2

as opposed to a board of directors or bankers, okay?

3

So this is why if even upper management or

4

middle management, if they know the bank is struggling

5

with their score, then who do they bring to the bank

6

so they can qualify for bonuses, friends and family.

7

Hey, come bank over here, it’s where I work now.

8

qualify for some bonuses, help me out.

9

same amenities that every other bank has in the world.

I’ll

We have the

10

So if that employee now knows that the bank is going

11

out of business or they are struggling, who are they

12

calling?

13

out, this bank is going down.

14

If there’s any instability with the bank, what happens

15

in the general public?

16

Friends and family, come move your money
And that causes panic.

They pull their money out.

Have you guys ever tried to do that, by the

17

way, at one time?

Have you ever tried to pull a

18

decent amount of money out of a bank at one time?

19

Like cash, actual cash.

20

that?

21

AUDIENCE:

22

MATT DAVIS:

23
24
25

Have you ever tried to do

Mm-hmm.
What did they say to you,

(inaudible)?
AUDIENCE:

Well, I know if it’s more than

$10,000, they want more information.
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MATT DAVIS:

They have to alert the IRS if

2

you extract more than 10 grand in cash.

If you

3

deposit more than 10 grand in cash at one time, they

4

have to alert the IRS.

5

see your hands?

Who did not know that?

Can I

6

AUDIENCE:

(Inaudible).

7

MATT DAVIS:

Did you know that threshold is

8

changing, by the way?

Where do you think it’s going,

9

up or down?

10

AUDIENCE:

Up.

11

MATT DAVIS:

12

AUDIENCE:

13

MATT DAVIS:

Five grand.
Five.
February of next year for 5,000

14

bucks.

We can’t even carry our own currency in our

15

own country.

16

they’re trying to do as far as the Patriot Act and

17

terrorism and tracking money.

18

just ask you this.

19

has gone way too far?

20

just my opinion, all right?

21

I realize there are some things that

But you guys, let me

How many of you agree this stuff
Let me see your hands.

That’s

So FDIC is the issuing agency of these

22

scores.

Now, do you think FDIC is going to publish a

23

big list of all the banks that are going out of

24

business?

25

not known and this is why nobody has ever heard of

So you can now logically see why this is
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2

this.
So wait a minute, I just taught you about

3

CAMELS scores.

4

to find it.

5

You’re never going to find it because it’s only the

6

bank holders and the board of directors.

7

tell you about it in the first place?

8

question, if you’re never going to find this, how do

9

you think I know about this?

10

about this?

11

do you think?

Now I’m telling you you’re never going

This is not something you can Google.

AUDIENCE:

13

MATT DAVIS:

14

(Laughter.)

15

MATT DAVIS:

16

(Laughter.)

17

MATT DAVIS:

How do you think I know
How

(Inaudible) software.
Not the software.

Touche.

Not the -- the software doesn’t

(inaudible).

19

(Laughter.)

20

AUDIENCE:

Experience.

21

AUDIENCE:

Your mentor.

22

MATT DAVIS:

23

(Laughter.)

24

MATT DAVIS:

25

The next

How do you think Matt Davis knows?

12

18

So why did I

That’s pretty good.
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1
2

(Several individuals speaking
simultaneously.)

3

MATT DAVIS:

All right.

Go back to -- over

4

the years that I’ve taught this class, some

5

(inaudible).

6

in San Jose, California, and a guy was attending that

7

week (inaudible) his name was Garfield.

8

forget a Garfield, right?

9

unforgettable was because he worked for FDIC.

Now, okay, so I was teaching this class

You can’t

But the reason why he was
He was

10

part of the compliance division.

11

was his job to monitor banks and if they’re out of

12

whack or the money ratio is -- we’ll discuss what that

13

means -- it’s his job to go shut that bank down or --

14

or seek an acquisition by a larger bank that can

15

handle their nonperforming debt.

16

discussed that as well.

17
18

In other words, it

All right?

I

Does that generally make sense for now?
or no?

19

AUDIENCE:

20

MATT DAVIS:

Yes.
So when I learned what that guy

21

did for a living and he was in my room for the

22

weekend, I was like, you don’t have a choice, pal,

23

we’re going to go to dinner and we’re going to hang

24

out.

25

Yes

(Laughter.)
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MATT DAVIS:

And he was really cool.

I

2

mean, he probably taught me more than he was even

3

allowed to, but he taught me about CAMELS scores, and

4

this is the way that FDIC measures and analyzes banks.

5

This is more of an internal metric that they use,

6

right?

7

but if you know how to read a bank’s quarterly

8

financial report, which by the way if they’re insured

9

by FDIC, which all have to be, they have to file a

10

And he said, you’re never going to find this,

quarterly report with FDIC compliance, all right?

11

Here was the (inaudible).

As a potential

12

depositor or an actual depositor of that bank, you do

13

have the right to receive those reports.

14

words, you have the right to see what your banker is

15

doing with your money.

16

concept (inaudible)?

17

theirs (inaudible).

18

In other

How many agree with that
Yes, this is our money, not

All right?

So we need to get our hands on the most

19

recent quarterly financial report.

Three ways that

20

I’ve found to be able to do that.

21

FDIC.gov, dot G-O-V.

22

(inaudible) because that sounds simple.

23

It’s a needle in a haystack.

24

not making a political statement.

25

right?

Number one,

I’m just going to say
It’s not.

FDIC.gov is a mess.
It’s a mess.

And it’s millions of miles of data.
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1

had very limited success, a little bit, but not much,

2

finding these reports on FDIC.gov.

3

A second way of doing it, if the bank is

4

publicly trading on the stock exchange, and that’s

5

easy, their financials are available online, all

6

right?

7

banks are not publicly traded; they’re privately held.

8

The best way that I’ve found is call and ask for it.

9

But, clearly, you have to talk to the right person.

10

So you guys know that smaller banks normally have a

11

main branch, like a hub, is that right?

But they’re warning most of these smaller

12

AUDIENCE:

13

MATT DAVIS:

Right.
Write this down.

You need to

14

talk to the general manager of the main branch.

15

might get the run-around for a while.

16

what you’re asking for.

17

whatever.

18

knows what they’re doing, all right?

19

the idea (inaudible) a value for a value exchange.

20

what does that banker want from me?
AUDIENCE:

22

MATT DAVIS:
carrot.

24

bank.

25

I’m not sure

Let me talk to so and so or

You finally get somebody on the phone who

21

23

You

Income.

And I believe in
So

Money.

Deposits.

So I dangle that

I’m considering moving my money into your
Don’t tell them it’s only 50 bucks.
(Laughter.)
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MATT DAVIS:

Okay?

Make it sound like a big

2

shot statement, you know.

I’m considering moving my

3

money into your bank.

4

analyze your most recent quarterly financial report,

5

can you please send it to me?

6

copy (inaudible), all right?

7

not a one-page report, you guys.

8

and miles long.

9

single line in that report.

Before I do, I would like to

I’ll send you a PDF
This is a report.

It’s

This thing is miles

But you’re only looking for one
Write this down.

This is

10

the gem that Garfield taught me.

11

some of the deals that I’ve done since then are a

12

result of me meeting that gentleman that weekend.

13

Awesome (inaudible).

14

It’s funny because

(Inaudible).

So you’re looking for a line that is called

15

the NPL line, N as in Nancy, P as in Paul, L as in

16

Larry.

17

financial statement, they think that that stands for

18

net profit loss.

19

nonperforming loans.

20

loans.

21

that means for it come to life.

22

for just for a second.

23

(inaudible) for a net profit and loss line, when

24

you’re looking at a financial statement and you are

25

looking at a net profit and loss line, follow that

Now, most people when they’re looking at a

It doesn’t.

But it doesn’t say nonperforming

It just says NPL.
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1

number across to the side, that number will have a

2

dollar sign in front of the number, indicating a

3

dollar amount.

4

Okay.

This number does not even have a

5

dollar sign in front of it.

6

proves that it’s indicating something other than a

7

dollar amount, all right?

8

many nonperforming loans that bank has.

9

and two together.

Any loan that is how many days or

10

more late is NPL?

You tell me.

11

AUDIENCE:

12

MATT DAVIS:

Okay.

That first of all

So this is indicating how
Now, put two

Ninety days.
Ninety days.

You see why

13

that’s an important trigger to the bank?

14

calculate the loans separately.

15

timeline just for a minute and look.

16

the notice of default letter hits, which is 90 days or

17

more late, once they are considering short sale offers

18

right there where I’ve circled, this is clearly an

19

NPL, nonperforming loan, at this point at that bank.

20

They have to

Let’s go back to our
All right?

Write this down verbatim as I say it.

When

I’ll

21

go slow.

If the NPL line is 5 percent or higher, if

22

their NPL line is 5 percent or higher, then they are

23

on the FDIC watch list.

24

or higher, then they are on the FDIC watch list.

25

does that mean?
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1

being shutdown or in forced acquisition by a larger

2

bank.

3

So they’re in the hot seat with the FDIC, okay?
That’s an incomplete statement if you’re

4

thinking about this logically.

5

Matt?

6

your lap (inaudible).

7

amount of loans that are nonperforming.

8

We now need to find a different line on this report.

9

Do you think it’s right next door to the NPL line?

All right?

Five percent of what,

And they will not just lay it in

10

AUDIENCE:

11

MATT DAVIS:

It just has a number, the
All right.

No.
Of course not.

All right.

12

Total number of loans line.

13

This is not an acronym.

14

loans.

15

have lended.

16

have issued as a banking institution.

17

signature loans, auto loans, mortgages, any loan.

18

doesn’t really matter how many are mortgages versus

19

autos, it doesn’t matter.

20

Total number of loans.

It will say total number of

This is not total amount of money that they
This is total amount of loans that they
That is
It

All right?

We know that once the notice of default

21

hits, it is a nonperforming loan.

22

enough data to turn this NPL line into a percentage.

23

Just have it in your notes, NPL divided by total

24

number of lines, you’d get a percentage on your

25

calculator that you’re looking for.
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1

divided by total number of loans.

2

Now, consider if you were a banker -- and I

3

want you to know what no big deal is and when you’re

4

starting to get in trouble.

5

threshold to stay far away from is 5 percent, if you

6

have a one and a half to two and a half percent

7

nonperforming loan ratio, that’s really no big deal.

8

Some people borrow money and don’t pay the bank back,

9

some do, some don’t.

10

If we know that the

That’s the nature of lending,

all right?

11

But if you were a banker and your lend ratio

12

or nonperforming loan ratio is 4.2 percent, are you

13

getting nervous?

14

AUDIENCE:

15

MATT DAVIS:

Yes.
Because you’re starting to get

16

too close to that 5 percent threshold.

17

want to do?

18

some of those loans are attached to real estate

19

assets.

20

together right now?

21

on me.

22

this loan.

23

the financing bank is.

24

suggestion is?

25

Dump the loans.

What do you

And to dump the loan,

How many are starting to put two and two
Let me see your hands.

Here’s the property.

So eyes

It’s underwater with

First thing we do is analyze to see where

AUDIENCE:
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1

MATT DAVIS:

Walk away.

If it’s not, we’re

2

going to go to the next step and get your hands on the

3

most recent quarterly financial report, NPL divided by

4

total number of loans.

5

over 4 percent, now 5 percent or even higher, I know

6

that bank is very motivated in getting rid of

7

nonperforming assets.

8

I see your hands?

9

If we’re even getting close to

How many see this so far?

I’m going to come back to them all and make

10

much more of an (inaudible) deep discount offer

11

knowing their motivation is through the roof.

12

That’s half of it, yes.

13

(inaudible).

14

(Laughter.)

15

MATT DAVIS:

You just say hallelujah

Okay.

So that’s only half of

16

it.

17

most of their money by lending.

18

right?

It’s going to get assigned, all right?

19

AUDIENCE:

20

THE WITNESS:

21

They make

You all know that,

Yes.
Why do you think this listed

you and I as depositors?

22

AUDIENCE:

23

MATT DAVIS:

24

Can

(Inaudible).
Because we make more money that

they can lend to make more money on us.

Is this true?

25
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1

AUDIENCE:

2

MATT DAVIS:

3

Yes.
Okay.

Did you know that

they’re able to lend a lot more than they have?

4

AUDIENCE:

Yes.

5

MATT DAVIS:

Let’s take a look at it just

6

logically for a second.

If we were all to deposit a

7

bunch of money into one account, 10 million bucks,

8

logic tells me the bank is able to lend now an

9

additional $10 million because that’s all we put in

10

there.

11

million deposit.

12

called fractional lending.

13

lend, you only have to have a fraction thereof on

14

deposit.

15

They’re able to lend $100 million on a $10
It is a 10 to 1 lending ratio.

It’s

The amount you’re able to

Who did not know that?
This is smaller banks.

Let me see your

16

hands.

They have a leverage

17

of 10 to 1.

18

40 to 1.

19

currency market right now, the foreign exchange

20

market, you are legally able to leverage 500 to 1

21

(inaudible).

Bigger banks, they have a leverage up to

40 to 1.

On the international trading

22

AUDIENCE:

23

MATT DAVIS:

Wow.
Which is unbelievable.

Let’s

24

go back to just simple math because it’s a little

25

easier for us to fathom, all right?
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1

$10 million deposits, $100 million in loans.

2

the other $90 million coming from?

3

AUDIENCE:

4

MATT DAVIS:

Where is

(Inaudible).
That’s just insuring the

5

deposits in case the belly goes belly up -- or bank

6

goes belly up, those deposits are insured.

7

doesn’t tell me where the other 90 million bucks comes

8

from.

9

So that’s (inaudible).
AUDIENCE:

10

MATT DAVIS:

11

AUDIENCE:

12

MATT DAVIS:

13

AUDIENCE:

14

MATT DAVIS:

15

That

Overall economic growth.
No.

That’s speculation.

(Inaudible).
No.
(Inaudible).
It’s like a credit card.

But

where does it come from?

16

AUDIENCE:

17

MATT DAVIS:

Overseas.
(Inaudible) said future

18

interest collected?

No, because then that will

19

indicate they’re charging 1,000 percent interest on

20

their loans and they’re not.

21

literally out of thin air.

22

unbelievable.

23

five-minute journey right now and this is intended to

24

indicate to you a little about what money actually is

25

in this country.

Okay?
Okay.

The answer is
I know that sounds

And I’m going to take you on about a
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all right?

2

But if it sounds like I’m off on some

3

tangent, remember this promise, in about five, maybe

4

eight minutes, I will then tie together this little

5

journey over here that sounds like a tangent is going

6

to show you why we are still able to get deep

7

discounts in a short sale market.

8

it the same way you used to do it.

9

How many are learning something brand new

10

right now?

11

good.

12
13

You just can’t do

Let me see your hands.

All right, very

Thank you.
Next, so banks lend 10 to 1.

the one before we (inaudible) ten.

14

AUDIENCE:

15

MATT DAVIS:

16

(Laughter.)

17

MATT DAVIS:

18

(Laughter.)

19

MATT DAVIS:

Debt.

Capital.

Let’s analyze

What’s one?
Cash.

I think.

You think?

Thing 1 and Thing 2.

Come on.

I always give the

20

textbook answer first, a foreign exchange, legal

21

tender.

That doesn’t tell me jack.

What’s one?

22

AUDIENCE:

(Inaudible).

23

AUDIENCE:

A note saying that he bank owes

24

you that dollar or the U.S. Treasury owes you that

25

dollar.
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AUDIENCE:

A promissory note.

2

AUDIENCE:

Something about --

3

MATT DAVIS:

I’m starting to hear someone

4

with the right concept.

5

us much of what it is, though?

6

go back just for a second.

7

bill, $1 bill, anything in between, all of them say

8

Federal Reserve Note.

9

verbiage on our currency?

10

AUDIENCE:

11

MATT DAVIS:

12

down.

All right.

So let’s

If you look at any $100

How many of you have seen that

Yes.
Yes?

Okay, let’s break that

Federal, what does that mean here?

13

AUDIENCE:

14

MATT DAVIS:

15

But that doesn’t really tell

The government.
That’s the biggest myth in this

country.

16

(Laughter.)

17

MATT DAVIS:
All right?

I’m not kidding you.

This is

18

alarming.

This -- the Federal Reserve

19

Bank is not owned by the Federal Government.

20

privately owned bank.

21

you know that?

22

five wealthiest families in this country literally

23

controlled 95 percent of the wealth.

24

conspiracy theorist crap; this is fact.

25

Who were these families?

When did it begin?

It is a

1913.

Did

At the end of the Industrial Age, the
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AUDIENCE:

2

MATT DAVIS:

3

AUDIENCE:

4

MATT DAVIS:

5

AUDIENCE:

6

MATT DAVIS:

7

AUDIENCE:

8

MATT DAVIS:

9

Rockefeller.
Rothschild, Rockefeller.
Vanderbilt.
Vanderbilts.
Carnegie.
J.P. Morgan.
Who was the last one?
The five wealthiest families

said, we have most of the money, we’re going to start

10

a bank because we have all the money in the U.S.

11

(Inaudible) need money, they can borrow money from us

12

because we have all the money.

13

in 1913.

14

own this bank today.

15

a privately owned bank.

16

still own that bank.

All right?

Who owns that bank today?

This began

Their heirs still

It is not the Government; it is
The five wealthiest families

17

They also went to the U.S. Government and

18

said, hey, U.S. Government, when you need operating

19

capital, you can borrow money from us because we have

20

all the money.

21

actually see the location, you can visit it, off the

22

southern coast of Georgia at a place called Jekyl

23

Island, an actual island off the southern coast of

24

Georgia where this happened.

25

rooms, there’s a big plaque on the wall, this is where

This agreement was made -- you can
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1

the U.S. Government made the agreement that the

2

Federal Reserve Bank would be our nationwide bank.

3

Do you find it interesting that we began

4

paying income tax in 1913?

5

AUDIENCE:

Yep.

6

MATT DAVIS:

Before that point, we were not

7

paying income tax.

8

borrow money from this bank, they owe interest

9

payments on that money.

10

If the Government is going to

Where do they get the

interest payments?

11

AUDIENCE:

(Inaudible).

12

MATT DAVIS:

From us, the general working

13

American public.

They claimed it was to support the

14

war.

15

paying income tax.

16

your income tax is actually going, to pay the debt for

17

the interest that is owed to the Federal Reserve Bank,

18

supporting the five wealthiest families.

19

is not government.

20

agree, with the intent to what?

Guess what?

We’re not at war and we’re still
I want you to begin thinking where

They named it that, would you

21

AUDIENCE:

22

MATT DAVIS:

Deceive.
Deceive, exactly right.

23

Second, reserve.

24

Federal Reserve Bank or the Treasury?

25

Are there any reserves at the

AUDIENCE:
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MATT DAVIS:

In 1971, we went off the gold

2

standard, so now the money we carry with us has

3

nothing to do with gold that might be somewhere in the

4

Treasury or wherever it might be.

5

to do with each other.

6

being money backed by value or something.

7

currency -- this is the definition of money -- a

8

currency which is backed by debt, which is the final

9

word, note.

10

IOU.

That is when money stopped

What is a note?

It became a

It is a loan.

It is a promise to pay.

11

They’ve got nothing

It is an

It is a mortgage.

Have you guys ever thought about the word

12

“mortgage?”

Have you ever broken it down?

13

the work “mortgage” mean in Latin?

14

AUDIENCE:

15

MATT DAVIS:

What does

Die.
Die.

Death.

16

engagement, agreement, contract.

17

your mortgage is a death contract.

18

mortgage.

Mort.

Gage is an

Directly translated,
There’s your

How you doing?

19

(Laughter.)

20

MATT DAVIS:

I find it interesting that most

21

people have never even thought about this.

22

of you have?

23

for thought, a little (inaudible) minding your

24

business.

25

Americans, are willing to sell 40 to 50 years of our

Can I see hands?

How many

Okay, a little food

I find it interesting that we, as
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1

lives working for money, but we don’t really

2

technically know what it even is.

3

be a little more aware.

4

I would say let’s

Okay?

So, now, let’s go ahead and go back to 1913

5

for a second.

These are facts.

I’m sticking with

6

facts, you guys.

7

does not own the Federal Reserve Bank.

All right?

It

8

is a fact that we began paying income tax in 1913.

It

9

is a fact that in this agreement between the U.S.

10

Government and the Federal Reserve Bank, the U.S.

11

Government is not allowed to audit the Federal Reserve

12

Bank.

It’s a fact that the U.S. Government

That is a fact.

13

There was one president that actually

14

decided to take on the feds and ordered the audit of

15

the Federal Reserve Bank.

16

can look this up in history if you want to write it

17

down.

18

assassinated two months later before the audit

19

happened.

He signed executive -- you

He signed Executive Order 01111 and he was

20

AUDIENCE:

21

MATT DAVIS:

Kennedy.
So you guys, what did the vice

22

president do when he came into office?

Do you know

23

what his first work order was?

24

Order 01111.

25

up in (inaudible) orders and see what was accomplished

To cancel Executive

That’s (inaudible) the facts.
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1

during that presidency, okay?

2

alarming?

3
4

How many find that

Can I see your hands?

So do I.

So if I may add a fourth day to our threeday course, and that’s the anger management course.

5

(Laughter.)

6

MATT DAVIS:

It’s pretty alarming.

7

now we come back to banks.

8

with you and I in our real estate class.

9

all right?

Okay, so

What does that have to do
Here we go,

The money that’s on deposit is fabricated

10

value.

It is not backed by gold or substance; it is

11

backed by debt.

How far in debt are we as a nation?

12

AUDIENCE:

13

MATT DAVIS:

14

AUDIENCE:

15

MATT DAVIS:

(Inaudible).
Is it getting worse or better?
Worse.
Once the Fed cut off, the

16

Federal Reserve Bank said, you can’t borrow any more

17

money, where did the U.S. Government go next to borrow

18

money?

19

as well.

20

going to pay it?

21

now.

22

China.

And they’ve just recently cut us off

The debt is getting worse and worse.

Who’s

Who knows is the right answer right

So money is fabricated value on deposit.

23

You want to blow your mind?

24

deposit is fabricated value, what’s the other ten?

25

Another fabrication based on the initial fabrication.
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1

Made up out of thin air.

2

All right?

So let’s bring this home now.

3

make better sense if you watch my hands.

4

deposit, they can lend 10 to 1.

5

lend?

This will
Money on

Do banks want to

Yes or no?

6

AUDIENCE:

7

MATT DAVIS:

8

AUDIENCE:

9

MATT DAVIS:

Yes.
Come on, yes or no?
Yes.
That’s how they make most of

10

their money.

When a property goes to auction and the

11

opening bid is set too high, it probably will fall

12

onto the books of the bank.

13

with me?

14

AUDIENCE:

15

MATT DAVIS:

It is now REO.

You guys

Yes.
The bank has to, by law, take

16

money off deposit, transfer it to this side of the

17

equation to back the asset that just fell onto their

18

books.

19

here, it prevents that bank from what?

When the money is over there and not over

20

AUDIENCE:

21

MATT DAVIS:

Lending.
Lending.

They want to lend.

22

That’s how they make most of their money.

23

much money is over here and they’re struggling with

24

their NPL line, near 5 percent or above 5 percent,

25

when an offer comes in the front door, even if it’s a
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1

deep discount offer, they want to dump the asset as

2

quickly as they can because it will free up that money

3

so they can move back over to this side and they can

4

continue to what?

5

AUDIENCE:

6

MATT DAVIS:

7

why I took you on that journey?

8

Give me some love because I’m working my butt off for

9

you guys this morning.

10

(Applause.)

11

MATT DAVIS:

12

forced applause.

Lend.
Lend.

How many of you now see
Can I see your hands?

All right, thank you for the

I appreciate it (inaudible).

13

(Laughter.)

14

MATT DAVIS:

You guys, let’s think big now.

15

Let’s go to one (inaudible) and then we’ll think

16

bigger.

17

walk.

18

analyze their financial report, NPL divided by total

19

number of loans.

20

to the property and make more of an aggressive deep

21

discount offer.

22

please.

23

Property, analyze the bank, one of the six,
If it’s not one of the six, we did deeper,

If it’s out of whack, you come back

That’s one house.

Eyes on me,

Here’s the house, here’s the bank.
Let’s go the opposite route.

24

banks.

25

one house they want to get rid of?

Strapped

Do you think that bank is going to have only
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AUDIENCE:

No.

2

MATT DAVIS:

3

AUDIENCE:

4

MATT DAVIS:

Or an REO list?
An REO list.
Do you guys see why I took you

5

on that journey?

And it wouldn’t have made sense

6

until I taught you -- just because you find a list

7

owned by Wells Fargo doesn’t mean they’re motivated.

8

If you find the right list, if the bank is struggling,

9

then they deserve a phone call from you, all right?

10

Now, if you call and talk to a teller, they’re not

11

going to be able to talk to you about this stuff.

12

We’re not experimenting with this.

13

I’ve actually done deals with before, portfolio deals.

14

These are portfolio deals, bigger deals, multiple

15

transactions with one single swoop.

16

do these eventually?

17

(Inaudible) banks

How many want to

I need you to understand, they all take

18

financing on already-failed financing.

19

to solve their problems?

20

AUDIENCE:

21

MATT DAVIS:

They need what

Cash.
Cash.

These are bigger deals

22

down the road, all right?

23

tellers and called them -- and you can walk into some

24

of the branches -- hey, can I get access to your

25

foreclosure list?
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have foreclosures at this bank.

2

(Laughter.)

3

MATT DAVIS:

4

Now, are they saying what

they’re trained to say?

5

AUDIENCE:

Yes.

6

MATT DAVIS:

7

stability, a good front, right?

8

to the right department.

9

department.

Write that down there.

10

department.

This is the department that is charged

11

with the task or the department’s that’s responsible

12

for liquidating nonperforming assets.

13

across the boards.

14

payment or to buy a car and you don’t pay your car

15

payment, they repossess the car.

Where does the car

16

go?

Their job is to turn

17

that car back into cash.

18

so they can lend.

Their job is to present strong,
So you have to talk

This is the loss mitigation
Loss mitigation

That goes

If you borrow money on a car

Loss mitigation department.

More money back on deposit

All right?

19

Same thing with real estate.

20

And you call them up and you’re (inaudible) your

21

brain, guys.

22

estate investor.

23

your nonperforming real estate asset base.

24

going to know exactly what you’re talking about.

25

They’re the ones in charge of liquidating these

Hey, this is Matt Davis.
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1

nonperforming assets.

2

Okay?

Do you remember that at the first meeting

3

they promised you I would teach you this information?

4

Secondly, a list of banks that have REO properties or

5

REO lists.

6

receive that list at the end of the weekend as well.

7

The list of banks, all of them are struggling with

8

their NPL line.

9

agree that that alone is worth two grand?

Who remembers that part?

You’re welcome.

You will still

How many of you
Because you

10

never would have found these banks on your own.

11

are going to research, but that alone I hope you can

12

see the value.

13

the first 90 minutes.

14

understand the value of that list.

15

You

But it wouldn’t make sense (inaudible)
I took you on a journey so you

So at the end of the weekend, you’ll be

16

receiving a few extra bonus materials.

17

getting a list of banks, as well as access to the

18

transaction funding as promised.

19

You’ll be

Okay?

So if you want to do a bigger deal like

20

this, I put it on your radar for two reasons.

Number

21

one, I don’t care how many deals you’ve done.

Some of

22

you have done more deals than others and that’s fine.

23

We can take (inaudible) and we can plug you into

24

transactions that are above what you’ve done before

25

and help you grow to the next level.
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1

no matter where you start, whether you haven’t done a

2

wholesale deal yet or not or you’re going to do a big

3

portfolio deal, do you think that fear will come visit

4

again?

(Inaudible).

5

AUDIENCE:

6

MATT DAVIS:

Yes.
Let’s talk about that for a

7

second because you guys can begin to recognize it.

8

And this is the component that causes people to stay

9

away from real estate, even after a class like this.

10

People are scared, they’re not sure what to do.

11

you’re not sure about your numbers, would you agree

12

that you’re probably not going to make offers if

13

you’ve got a couple of hundred grand on the table, if

14

you’re not sure about your numbers?

15

agree with that?

16

If

How many would

Let me see your hands.

Okay.

So having that confirming voice,

17

having that set of eyeballs saying, yes, that’s the

18

right number, even some of you that got the right

19

number yesterday didn’t really know until I said, yes,

20

it’s the right number.

21

it, I’m confident, let’s move.

22

is worth tons.

23

You go from unsure to, I got
That in the real world

I hope you can see that.

So let’s talk about fear for a second.

24

done this long enough -- not just real estate, you

25

guys, there are still investments that I make that
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cause me to double think about what I’m doing because

2

those nerves start kicking in.

3

my next film is coming up in November/December.

I

4

have never taken a dime out of my film company.

I’ve

5

always rolled it into the next deal and we’re starting

6

to get to the point where it’s $7 million on a

7

picture.

8

course it does.

9

(inaudible) before you will always feel that fear

10
11

When I start making --

So do you think that makes me nervous?

Of

If you’re not ready to do a deal, the

(inaudible).
Now, when people step out of their comfort

12

zone or maybe do something and they feel that fear,

13

what do most people do?

14

AUDIENCE:

15

MATT DAVIS:

(Inaudible).
That’s way too scary.

I’m

16

going to stay right back over here, all right?

17

begin to recognize what it is, it’s just a tiny rat

18

that is easily squashed if you’ll recognize it.

19

please write this down.

20

perspective on a few things before we take our first

21

break here, all right?

22

If you

So

And I offer this just as my

Write this down.

Fear is only an emotion that you will feel

23

because you haven’t done something yet.

24

Fear is only an emotion that you will feel because you

25

have not done something yet.
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deal, once you get your first one done, I’m pretty

2

sure you’ll look back and think, okay, that wasn’t so

3

scary.

4

grows obviously.

5

haven’t done something yet.

Let’s do it again.

6

And your comfort zone

But it’s just an emotion because you

Now, if I may be more clear, there’s two

7

types of fear.

I’m not talking about the fear that

8

keeps us alive in a fight or flight or a war

9

situation.

That’s good fear.

It keeps you alive.

10

I’m talking about the type of fear that keeps us away

11

from living the way we want to live.

12

addressing right now.

13

That’s what I’m

You see the difference?

So when I feel those feelings, because I

14

still feel them, all right?

15

reminders in my life, little police dogs in my life

16

that bark me right back into order, okay?

17

a quote that I heard -- when I heard it, it really

18

resonated with me.

19

because it’s just -- hopefully it will help you face

20

that fear.

21

I have set up a few

So this is

So I’ll share this with you

All right?
It’s a quote said by a famous actor, Will

22

Smith.

Have you ever followed any of his social media

23

stuff?

You guys, he is a phenomenal motivator and a

24

very, very focused thinker, all right?

25

this was a movie that he did with his son.
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movie called After Earth.

2

It wasn’t that movie.

3

fiction movie, all right?

4

here’s the quote, “Danger is real, but fear is a

5

choice.”

6

It was about (inaudible).

It was After Earth, a science
So when he said this -- and

I love it.
Write that down.

7

is a choice.”

8

hurt you.

9

get through.

“Danger is real, but fear

Real estate can be dangerous.

It’s hurt me.

It can

Bankruptcy was not easy to

But allowing that fear to control you,

10

that is your choice.

If you begin to isolate what it

11

is, it is something that can be squashed.

12

what happens.

13

yourself as I’m telling you what the natural human

14

emotion would be.

15

and you start to back up?

16

don’t want to feel like they’re being chicken, so

17

let’s say this, I’ll do it.

And watch

I’m hoping that you will be honest with

Can you face that fear and step out

18

(Laughter.)

19

MATT DAVIS:

Does it scare you?

Next week.

I’ll get to it.

I’m not being

20

a chicken.

21

the fire right now, Matt.

22

going on.

23

investor I want to be, I promise.

24

agree we all procrastinate when we feel uncomfortable?

25

I’ll do it.

People

I’ve got too many irons in
I’ve got too many things

Well (inaudible) then, then I will be the

AUDIENCE:
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MATT DAVIS:

We go, all right.

2

Next quote, write it down.

This is

3

something that I use.

This came out of my little

4

procrastination space because we all fall into it

5

sometimes.

6

than a perfect plan next week.”

7

far better than a perfect plan next week.”

8

General Patton that initially was credited with saying

9

that.

Quote, “a good plan today is far better
“A good plan today is
It was

10

A good plan -- you guys, we all think that

11

next week when I’ve got nothing going on, life won’t

12

be happening so weird like it is right now.

13

next week comes along and guess what?

14

happening.

15

need to go to this, that and the other thing and you

16

run around taking them, all right?

17

going to have -- things are thrown at you, this and

18

that, okay?

19

be.

20

life is still coming at you.

21

that?

22

Well,

Life is still

Those that have young kids, kids still

Work is still

Right now, it’s busy, but next week won’t

You re dreaming and delusional.

Next week comes,

How many agree with

Yes?
So you have to be disciplined in carving out

23

time.

You have to protect that time to be able to

24

dedicate toward doing real estate or whatever it is

25

you’re trying to do.
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hand this weekend.

Okay (inaudible) folks, those that

2

analyze until you’re paralyzed -- I’ve heard this

3

before as well -- obviously, when you go out and do

4

deals, you might find reasons why you want to do the

5

deal.

6

reasons why a deal is not going to work, guess what?

Please keep this in mind.

7

AUDIENCE:

8

MATT DAVIS:

9

If you find enough

It won’t work.
It’s not going to work.

The

same house, if you find every reason why it can, will

10

and should and here’s the amount that I will use to

11

execute this deal, things begin to work.

12

same house, two different students look at that house,

13

one runs to the hills; the other one makes a ton of

14

money.

15

not to do deals and procrastinate and this and that.

16

You just have to get out there and trust the math and

17

do it.

18

But it’s the

You’re going to be able to find reasons why

This film I’m going to make, lots of money.

19

I trust the mathematics.

20

before I make the film.

21

All you can do is line up your ducks as best you can

22

and then execute.

23

find a work-around and figure it out.

24

capacity, your own ingenuity to figure it out.

25

you will, all right?

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

I trust that I have an exit
I’ve taught you guys this.

If something goes different, you
Use your own
And

But it’s interesting that you

EX 9, p. 129

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 131 of 423
130
1

don’t have to have answers until you’re there.

2

that true?

3

AUDIENCE:

4

MATT DAVIS:

Is

No.
(Inaudible).

Let me go a

5

little further on that.

When people just sit on the

6

fence and they’re not in the space, they don’t have to

7

have answers, right?

8

now you have to have answers, don’t you?

9

step in the space because they think they have to have

When you step into the space,
They won’t

10

all the answers before they start something.

11

talked about this, you won’t start anything new if you

12

think you have to have all the answers before you

13

start.

14

How many of you have kids?

We

Who has kids?

15

Parents, when you had your very first child in your

16

arms, brand new newborn, do you know what you were

17

doing?

18

AUDIENCE:

19

MATT DAVIS:

20

No.
How many of you still don’t

know what you’re doing?

21

(Laughter.)

22

MATT DAVIS:

But you figure it out, don’t

23

you?

Now you have to figure it out.

You have no

24

choice.

25

That’s when you step to the next level.

But that is when change happens, you guys.

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

But, you

EX 9, p. 130

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 132 of 423
131
1

guys, I didn’t know a soul in Puerto Rico.

2

one-way ticket.

3

there, guess what?

4

can play around on websites all day long and searching

5

from a distance in Puerto Rico.

6

figure out jack until you get your butt there and

7

figure it out yourself.

8
9

I had nowhere to live.

I booked a

When I got

I had to figure it out.

And you

You’re not going to

And it’s interesting, I called every agent I
could find to come and take me around and show me the

10

neighborhoods.

I learned the crime rate, where to go

11

and where not to go.

12

daughter.

13

(inaudible) there.

14

are good, some not as good, and that’s just like any

15

other town.

I’ve got a nearly 18-year-old

Obviously, I want her protected as well
So there’s some neighborhoods that

Is that right?

16

AUDIENCE:

17

MATT DAVIS:

Mm-hmm.
So it was interesting because

18

every agent that I asked to take me around, all of

19

them steered me away from the property I ended up

20

buying.

21

(inaudible) why is everyone taking me away from the

22

property that I do want to see?

23

there were problems.

24

property.

25

“problems,” what do you think I said?

All of them.

Every one of them.

And they -- because

There was a lawsuit on that

Problems, stay away.
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(Laughter.)

2

MATT DAVIS:
I said okay.

I want to see it.

It was

3

funny.

I let the agent drop me off.

I

4

contacted the owner direct and no agent was paid.

5

They could have been paid.

6

problems.

7

satisfied the lawsuit between the two parties and I

8

was able to get the property for about 61 cents on the

9

dollar.

I didn’t deal with the

I eliminated the problems.

My purchase

Pretty good?

10

AUDIENCE:

11

MATT DAVIS:

Yeah.
Great, great buy.

Because I’m

12

willing to solve problems.

But that didn’t fall in my

13

lap.

14

my butt there and figured it out.

15

be afraid to take a shot.

16

if you’re too much of a Scurry.

17

That’s why having the proper help, having the proper

18

guidance within a system that guides you through all

19

of it, I can’t speak enough for it, all right?

It never would have fallen in my lap until I got

20

You guys, you can’t

But that could be dangerous
Would you agree?

So I’m well aware that procrastination

21

happens not just in real estate transactions, how

22

about this?

23

training or not, you think there is going to be a

24

natural tendency to procrastinate on that?

25

you think?

The decision to maybe do the advanced
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AUDIENCE:

Yeah.

2

MATT DAVIS:

Of course.

How many times do

3

you think -- you guys, by the way, you’re all going to

4

get my contact information by the end of the weekend,

5

every one of you.

6

years now, all right?

7

Now, the company doesn’t make me do that,

8

just so you know.

9

respect that?

10

I’ve been handing it out for six

It’s something I do.

I hope that you do.

And also respect

the fact that I’m not customer service at midnight.

11

(Laughter.)

12

MATT DAVIS:

13

How many

respect that?

I mean it.

Okay.

So will you

Yes?

14

AUDIENCE:

15

MATT DAVIS:

Yes.
Okay.

But I do that and here’s

16

what’s interesting, every conference I’ve ever taught

17

I’ve had students that kick into this procrastination

18

mode (inaudible) and that’s fine.

19

advanced training is right for you is completely up to

20

you.

21

flip a few houses, then I’ll come back and do

22

training.

But I’ve heard a lot of people say I’m going to

Do you think I’ve heard that before?

23

AUDIENCE:

24

MATT DAVIS:

25

Whether or not

path to take.

Yes.
And that sounds like a logical

But may I point out, you don’t do
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1

surgery before medical school, do you?

2

AUDIENCE:

3

MATT DAVIS:

Right.
All right.

It’s an education

4

that precedes the -- you know, the big deals.

If you

5

have somebody helping you along the way, it’s just

6

going to fill you with a lot more confidence, okay?

7

But how many times do you think I’ve heard, you don’t

8

know me, though, Matt, I will be your first whatever?

9

I’ve never -- everyone’s got my contact information.

10

I have never ever, not once, had that phone call from

11

people who now have a few deals under their belt and

12

now they’re going to come back and do the education.

13

And I get why.

14

guys.

15

I (inaudible) agree with this, you

Would you agree the longer you go -- I asked

16

this yesterday -- the longer you go after a meeting

17

like this, the momentum eventually is gone?

18

agree there’s momentum building on a weekend like

19

this?

20

momentum and get you out there and get your first deal

21

done.

22

happening as soon as we can make it, four weekends

23

from now.

24

figured it out, fine.

25

Right.

How many

(Inaudible) parlay directly on that

That is why the fast start training is

I know some of you have conflicts and have

The question is whether or not you’re
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willing to take that journey with us.

2

might be reasons to procrastinate, like a lot of

3

things, all right?

4

want to make changes.

5

again, it’s up to you.

6

for you (inaudible) understand what those packages are

7

all about.

8
9

Yes, there

I think you came here because you
And whether you do or not,
I think it needs to be right

All right?
I’m going to give you two more books for

your suggested reading list and then we’ll take our

10

break.

How many of you would like to know more about

11

where the money is and where the money is not?

12

Explore that topic on your own.

13

I want you to write down, the first is called House of

14

Cards.

Okay, two books that

This is not the Kevin Spacey DVD.

15

(Laughter.)

16

MATT DAVIS:

It’s written by a former U.S.

17

Treasurer named William Cohan, C-O-H-A-N, House of

18

Cards, William Cohan.

19

Cohan, Cohan.

The next one, the title of the book sounds

20

like a science fiction book, but it’s not.

21

called the Creature -- the Creature from Jekyl Island.

22

Jekyl is spelled J-E-K-Y-L.

23

Griffin is the author.

24

AUDIENCE:

25

MATT DAVIS:
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N, Griffin.

Forewarning, that’s about a 900-page

2

journey right there.

3

Just because it’s big doesn’t mean it (inaudible).

4

It’s a journey.

5

you do want to save yourself a little bit of time on

6

the reading, the only reason I mention this is because

7

the author himself, G. Edward Griffin, did a three-

8

hour Youtube video where he’s exploring the entire

9

contents of the book in three hours.

All right?

A phenomenal read.

Take the time to read through it.

If

He breaks it up

10

into hour and a half videos.

11

and search the Creature from Jekyl Island, you’ll find

12

those two videos, an hour and a half each.

13

knock it out in three hours and do it for free, okay?

14

So if you go to Youtube

So you can

Jekyl Island is that island off the southern

15

coast of Georgia, and this is where the U.S.

16

Government made the agreement with the Federal Reserve

17

Bank, also where income taxes were voted on and

18

imposed upon the working American public.

19

see why it’s called the Creature for what emerged from

20

that location in our country.

21

So you can

Okay?

Next is not a book, but it’s a movie, and

22

you guys know (inaudible) about movies.

Okay?

23

this one came out the first of last year, The Big

24

Short.

25

watched it?

It’s a movie called The Big Short.

So

Who

Great movie.
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AUDIENCE:

Loved it.

2

MATT DAVIS:

All right.

Lots of famous

3

actors, Steve Carell, Ryan Gosling, Brad Pitt, lots of

4

famous people in it.

5

Very well done.

Another movie that came out the first of

6

2014, HBO did this.

I thought it was actually well

7

done.

8

HBO on Demand, you can maybe find it on demand through

9

the HBO channels.

It was called Too Big Too Fail.

Too Big Too Fail.

10

AUDIENCE:

11

MATT DAVIS:

12

the Spacey TV show.

13

about?

14
15

AUDIENCE:

MATT DAVIS:

17

AUDIENCE:

(Inaudible).
Okay, that’s House of Cards,
Is that what you’re talking

No, no, this is with the -- the

Oh.
It was kind of like along the

lines of Too Big Too Fail.

19
20

Okay?

market.

16

18

So if you have

MATT DAVIS:

Okay.

I’ll check it out.

(Inaudible) market with actor Kevin Spacey, okay.

21

All right.

How many learned a lot this

22

session?

Lots of information.

CAMELS score,

23

nonperforming loans (inaudible).

24

have time for.

25

break, please make sure you honor that time with your

(Inaudible) all we

If you have a consultation during this
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1

consultant and (inaudible).

2
3

(Pause while
session.)

4
5

:
early.

Okay, I’m just a couple minutes

Yeah, instead of -- and then (inaudible).

6

CONSULTANT:

7

:

8

CONSULTANT:

9

:

10

Okay.

12

:

15

All right.

(Inaudible) break at all?

there -CONSULTANT:

I tried to plan it -- I tried

to plan on meeting before the break.
:

17

CONSULTANT:

Okay.

Okay.
So do you want to sit down with

us, or do you want to do your own thing?

19

UNIDENTIFIED MALE:

20

CONSULTANT:

21

UNIDENTIFIED MALE:

22

valuable and all that stuff.

(Inaudible).

No worries, man.

23

CONSULTANT:

24

UNIDENTIFIED MALE:

25

We’re five

She said there was a line down

16

18

Yes.

minutes early.
CONSULTANT:

14

Did I have you at 11:30?

Yeah.

11

13

goes to consultant

(Inaudible) your time’s

No, that’s -I’m also going to go

stand in line for the gentleman’s room --
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1
2

CONSULTANT:

How do you two know

each other?

3
4

Enjoy.

:

Oh, we’re just friends from another

friend of mine -- ours, that told us about this plan.

5

CONSULTANT:

6

:

7

CONSULTANT:

8

:

9

Yeah.

Yeah, okay, cool.
Yeah.
All right.

Sounds good.

Yeah.

UNIDENTIFIED MALE:

And for what it’s worth,

10

I didn’t get a name tag this morning.

11

complaining, but it was -- so I don’t know who to talk

12

to about that --

13

CONSULTANT:

14

UNIDENTIFIED MALE:

15

CONSULTANT:

16

(inaudible) fact.

17

morning?

Oh, I have one for you.

It wasn’t on the table this

UNIDENTIFIED MALE:

19

CONSULTANT:

No (inaudible).

It’s probably on the back

table --

21

UNIDENTIFIED MALE:

22

CONSULTANT:

Okay.

-- because I printed yours -- I

23

printed them off of these --

24

UNIDENTIFIED MALE:

25

Oh.

I know I printed it but

18

20

I’m not

Oh, that’s probably why,

okay.
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1

:

2

CONSULTANT:

3

Nothing right now because this --- or just waiting to see what

the right thing is?

4

:

Right now, everything is in

5

transition because it’s just --

6

CONSULTANT:

7

:

Yes.

Oh, this was recent, okay.
So, hence the reason why I

8

couldn’t go through with -- do the other stuff you

9

guys were asking us to do because I’m going through

10

the bank process of getting them death certificates,

11

copies of wills, stuff like this, to get everything

12

transferred to me.

13
14

CONSULTANT:

Do what other stuff, the credit

stuff?

15

:

The credit stuff, yeah.

16

CONSULTANT:

17

:

Okay.

So I didn’t bother with that.

I’m

18

taking notes on it so I can do it later, because I

19

didn’t realize I had to do this part here.

20

CONSULTANT:

21

:

22
23
24
25

Yeah.

But at the end of the day, it’s

totally something -CONSULTANT:

Well, what are you worried

about that, if I could -:
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1

transferred into my name.

2

balance left on it.

3

CONSULTANT:

4

:

Yes.

And there’s still a little

They owe?
So I have to make sure that I

5

qualify for that loan, as well as what I’m already on

6

with my own property that’s being leased out.

7

CONSULTANT:

8

:

9

CONSULTANT:

10

So --

:

12

CONSULTANT:

13

:

14

CONSULTANT:

15

balance owed is?

16

:

Yes.

Yes.

CONSULTANT:

And do you know what it’s

worth?
:

21

CONSULTANT:

22

:

That I don’t (inaudible).
Okay.

Do you have a ballpark?

For the neighborhood, it’s got to be

maybe 180.

24
25

And do you know what the

I want to say it’s like thirty-

20

23

Okay.

something.

18
19

Tell me what you -- this is the

one that you inherited, the one month?

11

17

Okay.

CONSULTANT:

So there’s plenty of equity in

that.
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1
2

:

Yeah, they’ve paid on it, I mean,

for years.

3

CONSULTANT:

4

:

Okay.

And I -- it’s probably close to

5

being paid off at this point.

6

good care of the property.

7

CONSULTANT:

Granddad took really

Do you know -- okay.

8

know what -- is this the inherited amount?

9

that --

10

:

Do you
Or is

That’s what’s going to be -- yeah,

11

that’s what’s going to be left after I finish paying

12

off her -- her other expenses and (inaudible) and

13

such.

So that’s what’s going to be left.

14

CONSULTANT:

15

:

Okay.

I’ve already calculated that.

16

That’s easy enough because it’s just regular

17

budgeting.

18

CONSULTANT:

19

:

20

Sure, sure.

But when it comes down to this new

stuff you guys are teaching me --

21

CONSULTANT:

Because it might -- yeah,

22

because there’s a few different ways we can go about

23

this.

24

:

25

CONSULTANT:
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1

your grandparents have allowed you.

2

:

Mm-hmm.

3

CONSULTANT:

And the way you choose to go

4

forward from here can completely dictate the rest of

5

your life and maybe even a legacy beyond you.

6

:

7

CONSULTANT:

8

this situation.

9

are.

10

Exactly.
So not a lot of Americans have

Tell me about what your seven levels

:

Yeah.

That was exactly what I was

11

saying.

I want to do the same thing for my child as

12

they did for me.

13

me.

14

work his tail off and made sure that his wife was

15

secure so she didn’t have to work in her later life.

16

And then she came back and she was a huge blessing to

17

me, you know, because I guess because I took care of

18

her.

My mom and dad did not do that for

My grandparents raised me, and I saw my granddad

I don’t know.

19

CONSULTANT:

20

:

Yeah.

But at the end of the day, I want to

21

be able to do that for my child.

22

I want to be able to pass it on to her and be able to

23

say, wow, I have money and I don’t know what to do

24

with it.

25

CONSULTANT:
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1

:

Who gets to say that?

2

CONSULTANT:

3

:

Yeah, not everybody in America.

Who gets to say that?

Yeah, and to

4

have that feeling, I’d love have to have that for

5

my --

6

CONSULTANT:

7

:

8

CONSULTANT:

9
10

-- for my child, so --

because that’s what happens to most people.
:

12

CONSULTANT:

It happened to me before.

:

15

CONSULTANT:

16

:

Mm-hmm.
-- it happened to you before.

So my dad just left me a little

portion of --

18

CONSULTANT:

19

:

20

And even with the best of

intentions --

14

17

And you’re exactly right when

you say I don’t want it to dwindle or squander it

11

13

Right.

Yeah.

-- life insurance, whenever he left.

And, so, I went out and did stuff.

21

CONSULTANT:

22

:

Sure.

With nothing to show for it.

And

23

then I turned around and spent the next six, seven

24

years --

25

CONSULTANT:
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1
2

:

-- trying to straighten up what I

could have taken care of before.

3

CONSULTANT:

4

:

5
6
7

So this time I’m going about it a

little bit more wisely.
CONSULTANT:

Let’s use it to make money and

then you can use the money --

8

:

9

CONSULTANT:

Exactly.

10

:

11

CONSULTANT:

12

Right.

-- it makes to do stuff.

Exactly.
Rather than -- yeah.

That’s

the difference.

13

:

Exactly.

14

CONSULTANT:

15

:

16

CONSULTANT:

And even --

Maturity.
-- even with -- yes, there’s a

17

lot to be said for that.

18

with the, like, best of intentions and saying, hey,

19

I’m going to do it in real estate, even within that,

20

there’s the stuff we’re teaching you is way outside of

21

the box in ways that you could turn this into way more

22

money than the traditional way, which would be let’s

23

pay off that mortgage, then rent it out, and then --

24

you know what I mean?

25

would be helpful.
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1

income, which is great.

2

:

Right.

3

CONSULTANT:

But what if we leveraged that

4

house and used it to flip other houses, what if we

5

used that -- those profits to buy rentals?

6

could have 1,500, 2,000 in passive income, you know

7

what I mean?

Like --

8

:

9

CONSULTANT:

Exactly.
-- so using it, like, so using

10

it as leverage.

11

you have assets now that can be leveraged.

That’s the key, leverage.

12

:

13

CONSULTANT:

14

And, so,

Right.
Your home you’ve owned for ten

years?

15

:

16

CONSULTANT:

17

:

Yes.
Okay.

So at this point, I have tenants in

18

that house right now.

19

CONSULTANT:

20

Then you

Is it just you, or are you

married?

21

:

22

CONSULTANT:

23

:

24

CONSULTANT:

25

:
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1

in it because I won’t tell you what the old tenants

2

did in it, but --

3

CONSULTANT:

4

:

5

CONSULTANT:

6

:

7

In my house.

grandmother -CONSULTANT:

9

:

CONSULTANT:

11

:

12

CONSULTANT:
for?

15

CONSULTANT:

18

CONSULTANT:

19

:

20

CONSULTANT:

25

And are there -- after expenses

-- what’s the mortgage on it?
:

24

So what’s yours renting

Yes.

17

23

Okay.

$1,500?
:

22

Okay.

Yeah.

14

21

To take care of --

-- when she got sick.

10

16

Okay.

Because I had to move in with my

8

13

Wait, in your house?

The mortgage on it is $1,100.
And that includes taxes?

Yes.
So you’re making about 400

profit?
:

Except for when they call and said,

oh, we need a plumber; oh, we need -CONSULTANT:

Right, then that adds up to

maybe a break-even almost?
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1

:

Yeah, yeah, I guess, sometimes --

2

CONSULTANT:

3

more probably --

4

:

5

CONSULTANT:

6

:

7

CONSULTANT:

8

:

9

CONSULTANT:

Maybe a little more -- a little

It just depends.
-- than break-even.

It’s better, yeah.
Yeah.

So...
Okay.

So where do you -- where

10

do you plan to live?

11

Wouldn’t you like to move back into your house?

12
13

:

I liked my house, but, I mean, my

grandparents’ house is where I grew up.

14

CONSULTANT:

15

:

16

CONSULTANT:

17

:

18

CONSULTANT:

19

:

20

Sweet.

So I’m struggling.
Right.

I’m struggling, but one of them’s --

Yeah.

Emotional versus -What’s the right -- best

thing, I don’t know.

21

CONSULTANT:

22

:

23

What’s their lease like?

Gotcha.

I don’t want to make that decision

right now.

24

CONSULTANT:

25

:
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1

:

I haven’t had any really right now

2

except for my things are in storage.

3

in buying a lot of stuff.

4

I don’t --

5

CONSULTANT:

6

:

I don’t believe

I mean, my car is paid off.

I’m the same way.

-- and especially with me just

7

focusing on her for -- you know, I just did not make a

8

whole lot of purchases.

9

CONSULTANT:

10

:

11

CONSULTANT:

12

:

Okay.

You know?
Yeah.

And like I said, everything’s in

13

storage.

So pretty much storage and just taking care

14

of whatever needs to be taken care of with my rental

15

property.

16

CONSULTANT:

17

:

18

CONSULTANT:

19

:

What comes in per month?

What comes in per month?
Yeah.

Income-wise.

So I guess the 400 from the

20

mortgage, the rental, and then my regular job, but

21

that kind of varies.

22

CONSULTANT:

23

:

24
25

What do you do for a living?

So I’ve been working for a mortgage

-- excuse me, a property management company.
CONSULTANT:
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1

:

They merged.

I don’t know if

2

I really want to continue to do that.

3

another -- all of this is life-changing.

4

CONSULTANT:

5

:

This is

Yeah.

All of this is life-changing for me.

6

But, anyway, they’ve been really good with me with the

7

sickness and stuff like that, plus I have two

8

additional outside jobs that I do --

9

CONSULTANT:

10
11

:

Okay.

-- for school systems where you

score the school standardized tests from home.

12

CONSULTANT:

13

:

Oh, okay.

So it made it easy for me to be

14

there with her.

So my income kind of varies with how

15

much I put into those other two positions, but on

16

average, I would say maybe -- maybe $4- to $5,000 a

17

month.

That would be wrong.

18

CONSULTANT:

19

:

20

It would be closer to --

Maybe 2 to 4?

No, it’s going to be closer to 5.

It’s going to be closer to 5.

21

CONSULTANT:

22

:

23

CONSULTANT:

24

Okay.

25

very minimal?

Okay.

But all three jobs, yeah.
Okay, plus the rental income.

And your cost of living, just on an average,
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1

CONSULTANT:

Most people -- and my

2

retirement plan is simply rental properties.

3

trying to acquire enough positive monthly cash flow to

4

equal about $40,000 a month in income.

5

:

6

CONSULTANT:

7

I’m

Mm-hmm.
And once I do that, I know that

I don’t have to work --

8

:

Right.

9

CONSULTANT:

-- anymore.

I’ll still work,

10

but -- because I’ll be -- I’ll probably be in my early

11

to mid-forties when that happens.

12

:

But it’s nice to have the choice.

13

CONSULTANT:

14

:

15

CONSULTANT:

Correct.

That’s the point.
Yeah.

Even right now, I work

16

about six-hour days, four days a week, Monday through

17

Thursday.

18

worked in July or December, so I take two months off a

19

year (inaudible).

And I don’t ever -- since 2012, I haven’t

20

:

Nice.

21

CONSULTANT:

That’s amazing.

That’s more of

22

an accomplishment than anything I can think, to me.

23

And I -- I’m -- see, I live a very simple life.

24

:

25

CONSULTANT:
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1
2

:

Yeah, you pay your insurance, you

pay your -- you know (inaudible) --

3

CONSULTANT:

I don’t (inaudible) paid cash

4

for it.

And it’s the same one.

5

it’s a Jeep I bought and paid cash for in 2014.

6

like -- and I don’t drive the Jeep.

7

mountains for fun.

8

live in the city.

9

:

10

I have a Jeep, but
So,

It sits in the

And, like, my house is small.

I

I’m 11 blocks from my office.
Mm-hmm.

CONSULTANT:

11

historic high-rise.

12

office.

13

simple person.

Which is downtown in like a
So I literally ride my bike to my

(Inaudible) to walk my dog.

14

:

15

CONSULTANT:

I’m a very

Right.
So that money, for me, is not

16

about what it can buy for me, although I do love

17

vacations (inaudible).

18

of legacy can I give, what can I teach my children,

19

and how much time can we (inaudible) you know, I want

20

to be able to say, hey, this summer, we’re going to be

21

in Europe for the whole summer --

22

:

23

CONSULTANT:

But it’s more about what kind

Right.
-- before you go back to

24

school.

Stuff like that.

25

where you have the opportunity to do that, maybe not
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1

right away by rentals, but like, see, every time I do

2

a flip and make money, I usually use those profits to

3

buy another rental to add to my cash flow.

4

something you’d be interested in, is having -- growing

5

your rental portfolio --

6

:

7

CONSULTANT:

8
9
10

If that’s

Yeah, I can do that, yeah.
-- and having a stable monthly

income -:

Yes.

CONSULTANT:

-- I think in the beginning,

11

wholesale, fix-and-flip, makes a lot of sense for you.

12

But, you know --

13

:

14

I -- I’ve become a little bit more

interested in those now --

15

CONSULTANT:

16

:

Yeah.

-- in listening to the presentations

17

and such, so, yeah, it’s just a matter of getting out

18

there and -- and doing it and trying it.

19

CONSULTANT:

20

:

Yeah.

And seeing how it works out.

21

yeah, initially, it was looking at probably --

22

possibly more rentals.

23

CONSULTANT:

24

:

25

CONSULTANT:
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1

underlying -- it might be as much of a motivation as

2

it is a fear.

3

:

Mm-hmm, mm-hmm.

4

CONSULTANT:

Which is healthy, it’s a good

5

motivation to do it the right way.

6

when people are gifted an opportunity, it can make

7

them somewhat complacent rather than motivated.

8

you worried about that at all, where you’ve got a

9

level of comfort, which kind of makes you --

10

:

How -- sometimes

Are

Well, no, I mean, I’ll draw the

11

line.

This is how much I am willing to put into this

12

and this is what I’m going to spend up to.

13

CONSULTANT:

14

:

15

CONSULTANT:

And --

Yeah.

-- and see what happens.
Okay.

But what I’m saying is

16

now that you’ve got some money that you’ve got some

17

savings and can relax a little, is that going to cause

18

you to just kind of rest on your laurels and not be

19

motivated to get --

20

:

21

CONSULTANT:

22

:

23

CONSULTANT:

24

:

25

CONSULTANT:
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1

:

-- no, no, no, no.

Every year, you

2

know, there’s an increase in insurance or -- or

3

property taxes or whatever.

4

CONSULTANT:

5

:

6

No, I have to watch out for that

stuff.

7

CONSULTANT:

8

:

9

spot.
CONSULTANT:

11

:

Good answer.

And expect there to be -- and expect

to leave my child anything.

13

CONSULTANT:

14

:

15

CONSULTANT:

16

:

17

CONSULTANT:

18

Okay.

And I can’t just sit at the same

10

12

Yeah.

exactly right.

Right.

-- you can’t do that.
Good answer.

Yeah.
That’s exactly -- you’re

Can I read over this?

19

:

20

CONSULTANT:

21

(Brief pause.)

22

CONSULTANT:

23

No, that doesn’t --

Oh, yeah.
Okay, cool.

When you say we’ve worked

multiple jobs, you mean you and your ex?

24

:

25

CONSULTANT:
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1

:

2

CONSULTANT:

3

:

4

CONSULTANT:

5

:

6

CONSULTANT:

7

:

8

CONSULTANT:

9

Mm-hmm.
Okay.

Mm-hmm.

Yeah.

So she works hard like you?

Yeah.
She got your work ethic?

Yes.

Yes.
But creating a hard-working

employee was not your intention.

You don’t want her

10

to just be always making somebody else rich like you

11

did.

12

:

Right.

13

CONSULTANT:

14

:

15

CONSULTANT:

16

:

To ascend, right?

Exactly.
Would you agree?

Okay.

So if I can lead by example, then

17

possibly, you know, either one of us or both of us can

18

stop the multiple job business and generate our own

19

income.

20

CONSULTANT:

Yeah.

Okay, cool.

I mean,

21

you’ve got where you’re at by working hard, but you’d

22

like to work smarter.

23

:

24

CONSULTANT:

25

the money to leverage to do it.
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1

:

Exactly.

2

CONSULTANT:

Okay.

So tomorrow is when I

3

usually go -- where we set up more of an action plan

4

for you.

5

:

Okay.

6

CONSULTANT:

I think I have a good idea of

7

where you’re at right now and where you want to go.

8

It doesn’t sound -- correct me if I’m wrong.

9

doesn’t sound like you’re too fixated on any one

It

10

strategy.

You just want to know the best route to

11

make as much out of this opportunity as possible.

12

:

Exactly.

13

CONSULTANT:

Okay.

Matt will talk at the

14

end of the day about the advanced training and the

15

mentorship opportunities and things like that.

16

Everybody wants to do it.

17

:

Right.

18

CONSULTANT:

It’s -- like if they say they

19

don’t, they’re just trying to get around the fact that

20

they can’t.

21

:

Exactly.

22

CONSULTANT:

Okay.

So when you see everything

23

that’s included in it, you’ll -- you’ll know why.

24

mean, they do a lot.

25

:
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1

training, there’s online courses.

2

of it.

He’ll explain all

But it’s -- it’s a lot --

3

:

Okay.

4

CONSULTANT:

5

:

6

CONSULTANT:

-- that you are going through.

Okay.
And it’s a transformation

7

process, too, because you’re going from here where

8

you’re kind of like been interested in it but now

9

you’re learning how it actually works.

10

:

Mm-hmm.

11

CONSULTANT:

Then we go to where you’re

12

actually out there doing it with us in the field.

You

13

know, so through that whole process, you’ll see what’s

14

included.

15

-- why it costs what it costs.

And when you see, you’ll understand what’s

16

:

Okay.

17

CONSULTANT:

If it’s something that you feel

18

like it’s the right fit for you and you’re committed

19

and motivated to do this thing, then tell me tonight

20

before you leave.

21

:

Okay.

22

CONSULTANT:

Because if you’re planning on

23

doing the advanced training, I want to put together

24

the best options for you to pay for it --

25

:
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1

CONSULTANT:

-- so that you’re not -- I want

2

you to have as much money as possible left over to do

3

your investing.

4

leave.

So talk to me tonight before you

5

:

Okay.

6

CONSULTANT:

If you’re doing advanced

7

training, I’m going to give you a more aggressive plan

8

of action.

9

:

10

All right.

CONSULTANT:

If you’re not doing it, you got

11

to be even extra careful because you’re talking about

12

doing this on your own, and then you’re putting your

13

money at risk without the guidance of a mentor.

14

:

15

CONSULTANT:

16

Right.
So tell me tonight so I can --

I’ll prepare everybody’s action plans tonight.

17

:

Okay.

18

CONSULTANT:

Then tonight I’ll put together

19

options for you, and tomorrow we’ll go over those

20

options --

21

:

22

CONSULTANT:

23

Okay.
-- and find one that’s a good

fit for you.

24

:

25

CONSULTANT:
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1

the house --

2

:

Mm-hmm.

3

CONSULTANT:

-- and transferring that

4

mortgage, there’s a few ways to do it.

5

you’re right, I don’t necessarily want you using their

6

credit if we don’t have to because I don’t want it to

7

screw up what you’re going to do with that house.

8

:

9

CONSULTANT:

I don’t -- and

Mm-hmm.
I will tell you right now, my

10

first thought with that house is for you to go to your

11

current mortgage company with your house that you’ve

12

had for ten years --

13

:

Mm-hmm.

14

CONSULTANT:

15

grandma’s house.

16

:

17

CONSULTANT:

18

:

19

CONSULTANT:

20

Okay.
If it’s only 30,000.

It’s only 30,000, right.
And you put -- so you would

basically be adding 30,000 to this mortgage --

21

:

22

CONSULTANT:

23

-- and refinance it and pay off

free and clear.

Mm-hmm.
-- but that one would be then

But that’s just my first thought.

24

:

25

CONSULTANT:
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1

you --

2

:

3

CONSULTANT:

4

Mm-hmm.

options.

5

:

6

CONSULTANT:

7

-- is that you have a lot of

Right.
So there are several different

ways we could go about it --

8

:

Okay.

9

CONSULTANT:

-- based on what you wanted to

10

do in real estate investment.

11

certain ways to give you the most money possible to

12

use it for your investments.

13

:

We can use it in

But roll -- doing that refinancing

14

and putting it into one mortgage payment, wouldn’t

15

that cause my debt ratio to go up and therefore my

16

credit score to come down?

17
18

CONSULTANT:

You’re talking about two

different things.

19

:

20

CONSULTANT:

21

No.

Okay.
A mortgage is not what they

calculate on debt ratio.

22

:

23

CONSULTANT:

24

:

25

CONSULTANT:
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1

:

2

CONSULTANT:

3

:

4

CONSULTANT:

5

Okay.
Yeah.

Okay.
Now, when you qualify for a

mortgage --

6

:

Mm-hmm.

7

CONSULTANT:

-- they want to know that

8

you’ve got -- like when you go to qualify for a

9

mortgage, they want to know your debt-to-income.

10

:

11

CONSULTANT:

12

Mm-hmm.

debt-to-available-credit.

13

:

14

CONSULTANT:

15

But with credit, it’s -- it’s

Okay.
It’s how much you owe, but

that’s only for credit cards.

16

:

All right.

17

CONSULTANT:

For a mortgage, they want to

18

see that -- like, they don’t want to give you a

19

mortgage for $1,500 if you only make 3,000 and your

20

monthly expenses are 2,200.

21

:

Yeah.

22

CONSULTANT:

They don’t want to give you

23

another $1,500 mortgage, but that’s a different deal.

24

So that would have no negative impact on your credit

25

at all.
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1

:

2

CONSULTANT:

3

Okay, okay.
And it would give you another

home that you could use for leverage, too.

4

:

Okay.

5

CONSULTANT:

Because my guess is with it

6

being grandmother’s home and the house you grew up in,

7

if you decide to stay there, you probably don’t ever

8

want to really leverage it too much.

9

:

Mm-hmm.

10

CONSULTANT:

11

:

12

CONSULTANT:

So it just depends.

Yeah.
The thing is, the reason I say

13

first instinct would be to add 30 grand to this

14

mortgage and refi it, and because you could probably

15

really add more like 40 or 50, cash out at about 10 to

16

20 grand more.

17

:

Mm-hmm.

18

CONSULTANT:

And your monthly payment on

19

this is only going to go up -- what did you pay for

20

the house originally?

21

:

22

CONSULTANT:

23

:

24

CONSULTANT:

25

For the one that I own?
Yeah.

It was one -- was it 125, I think?
Yeah, so -- so your monthly

payments --
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1

:

2

CONSULTANT:

3

:

4

CONSULTANT:

5

Something like that.
-- would probably go up $30.

Yeah.
You know?

It would be so

minimal.

6

:

Okay.

7

CONSULTANT:

Maybe they’d go up 150.

So

8

you’re talking about adding 150 a month but then

9

having that house free and clear.

10

:

Okay.

11

CONSULTANT:

12

:

13

CONSULTANT:

So there’s different ways --

That is an idea.
-- we can talk about.

Yeah,

14

and we’ll explore that down the road.

15

a -- if you’re doing advanced training and have the

16

help of mentoring and all that, then we could even

17

figure it out as we went.

18

:

19

CONSULTANT:

20

:

21

CONSULTANT:

22

the day.

Mm-hmm.
Things like that.

Okay.
So come see me at the end of

Just let me know kind of how you’re feeling.

23

:

24

CONSULTANT:

25

And if you have

Okay.
And then I’ll prepare a plan

for you tonight.
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1

:

2

CONSULTANT:

3

All right.

:

5

CONSULTANT:

6

:

Not right now.

Yeah, if I come up with some in

CONSULTANT:

:

11

CONSULTANT:

Mm-hmm.

:

14

CONSULTANT:

Okay.

:

17

CONSULTANT:

Mm-hmm.

:

20

CONSULTANT:

24
25

Okay.
-- to do your deals in the

beginning.

22
23

-- I want you using other

people’s money --

19

21

I want you to use -- even

though you’ll have some money to use --

16

18

In the beginning, I don’t want

you using your money to do deals.

13

15

Also, I want to be clear on

this.

10

12

Okay.

there, though, I’ll ask you at the end of the day.

8
9

Any questions for you right

now?

4

7

That sounds good.

:

So go ahead and get a credit card

increase, or -CONSULTANT:

We’re not going to be getting

-- wait on that until we decide what we’re going to do
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1

with the houses.

2

:

3

CONSULTANT:

Right.
But -- well, I might have you

4

look at some credit card increases, but like the Citi

5

card --

6

:

7

CONSULTANT:

8

:

9

So --- might be worth calling on.

Right, and -- and I just didn’t

because we’re going through the transition, but once

10

that’s done, I thought, okay, well, then I’ll go ahead

11

and call and say --

12

CONSULTANT:

13

:

14

CONSULTANT:

15

:

16

CONSULTANT:

17

-- do this.

-- after you’ve gotten this

done, then you -:

19

CONSULTANT:

Yeah.
-- can for sure do the credit

card --

21

:

22

CONSULTANT:

23

Yeah, after --

But you’re saying --

18

20

Yes.

After the house -I’m just saying not while we’re

in the transition.

24

:

25

CONSULTANT:
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1

away with calling, even during the transition.

2

:

3

CONSULTANT:

4

Okay.
Because you’re an existing

customer with a good limit and no balance.

5

:

Mm-hmm.

6

CONSULTANT:

I’m sure they’d probably

7

increase you 5,000 or so without even doing a credit

8

inquiry.

9

:

10
11

Okay.

CONSULTANT:

But I’m not concerned about

that.

12

:

Okay.

13

CONSULTANT:

I just want you to understand

14

that just getting into this business does not mean

15

that we’re going to tell you to go put all your

16

inheritance --

17

:

18

CONSULTANT:

19

Mm-hmm.
-- and all your retirement out

there at risk.

20

:

Right.

21

CONSULTANT:

That’s not how we’re going to

22

do it.

We still want you to go do deals using

23

(inaudible) lending first --

24

:

25

CONSULTANT:
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1
2

CONSULTANT:

But what I’m telling other

people, I’m even more conservative.

3

:

Right.

4

CONSULTANT:

And you should make money with

5

other people’s money first, then use those profits to

6

start to grow your rental portfolio.

7

:

8

CONSULTANT:

9

:

10
11

Okay.

Okay.

CONSULTANT:

:

13

CONSULTANT:
to you,

Okay.

:

16

CONSULTANT:

All right.

It was good talking

Thank you.

I’ll see you at the end of the

day.
:

19

CONSULTANT:

All right.

Keep this?

You can keep that for you,

yeah.

21

:

22

CONSULTANT:

23

I appreciate it.

All right.

18

20

I want you to have a cushion.

.

15

17

That makes sense.

Okay?

12

14

But, yeah.

Okay.

All right.
(Inaudible) sheet of notepaper

and write down any questions.

24

:

25

CONSULTANT:
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1

:

Okay.

2

CONSULTANT:

But if Matt ends up answering

3

them, cross them off, but just keep a sheet just for

4

questions for me.

5

:

6

CONSULTANT:

7

(

8

MATT DAVIS:

9

Okay.

All right.
All right.

rejoins seminar.)
-- but guess what, we could be

flipping other houses instead of framing it.

All

10

right, you guys, I know these habits die hard, and,

11

you know, those that are -- have a good work ethic,

12

they want to do it themselves, and that’s fine, all

13

right?

14

like this because (inaudible) to admit, in some places

15

of my life I was still a big control freak.

16

think it’s part of minding my business, but sometimes

17

you go a little too far is my point.

18

Now, would it (inaudible) it wasn’t always

And I

All right?

And I’m with my wife at the time.

I was

19

married.

I was married for ten years that actually

20

taught me this lesson.

21

real quick because I had never thought about my time

22

in the way that she finally -- she finally said

23

something to me and it just clicked.

24

okay, hard lesson, but I get it.

25

never -- I’ll never go back.
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1

Okay, so, I’ll tell you what happened.

2

Okay, when we first got married, we intended on

3

waiting several years before starting a family, but

4

surprise, surprise.

5

learned that we were going to have a son, and nine,

6

ten months later, he came along, and that changed

7

everything obviously.

Six months into our marriage, we

Right?

8

Two years later, my daughter came along.

9

had young kids at the time, and been married about

We

10

four and half, five years.

11

at the time was a pretty sizeable lot, it had a big

12

yard, and it was something I enjoyed doing on the

13

weekends, just mowing the grass and trimming the trees

14

and kind of the outdoor sanity thing.

15

enjoy that stuff as well?

16

And the home that we had

Okay, I enjoyed it.

How many of you

Now, I didn’t live in

17

Texas in the summer, so I get it because everything’s

18

different here, weather-wise, but that’s still

19

something I enjoy.

20

out running errands all day, and I hadn’t gotten to

21

the yard yet.

22

hours every weekend to do it the way I like it done,

23

and it looked good.

24

something I enjoyed, right?

25

house, and there was a lawn crew mowing my lawn.

Now, one Saturday afternoon, I was

And (inaudible) it took me about four
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1

(Laughter.)

2

MATT DAVIS:

It’s probably a guy,

3

territorial thing, I get it, okay, but it was.

I

4

wasn’t cool with that.

5

wife a lot of pushback on this whole topic, right?

6

I ran in the house.

7

rehearsed what she was about ready to say to me, she

8

was ready to go.

9

working -- you know, mowing the grass?

And I admit that I gave my

It was obvious that she had

And I said, who are these guys
I mean, that’s

10

my thing.

11

contract, only a trial month, you don’t like their

12

work, we can let it go next month, no harm, no foul.

13

I think I remember her saying chill out or

14

something like that, which didn’t make me chill out,

15

okay, so I pushed back.

16

my thing, that’s my zen thing, whatever.

17

I’ll never forget what she said, and this was the

18

moment where it went, boom, click.

19

I’ve just bought you 16 hours this month.

20

I’d never thought about that.

21

So

And she -- she -- she said it’s not a

And I said, yeah, but that’s

But she didn’t stop.
Okay?

Okay, and

She said, Matt,
I admit,

She gave me the one-

22

two punch.

So she goes now with an extra 16

23

hours this month, what do you think she said?

24

AUDIENCE:

(Inaudible).

25

AUDIENCE:

You can take me to the movies.
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1

(Laughter.)

2

MATT DAVIS:

She didn’t say that, but that

3

would have been good, too.

She said, well, now we

4

have more time to spend together as a family or not,

5

and this Saturday, kind of getting late in the

6

afternoon, and I admit what I said, I was total

7

(inaudible).

8

said I’m going to get the babysitter over here right

9

now.

Like I said, I got a thick skull, but I

We’re going to go on a date now, because I

10

cannot sit in this house where other dudes are mowing

11

my lawn.

12

(Laughter.)

13

MATT DAVIS:

And we went out, and we had a

14

great time.

All right, and we got back, and obviously

15

it was dark by then, so what do you think I had to do?

16

AUDIENCE:

17

MATT DAVIS:

(Inaudible) 20 minutes.
I had to flip on all the lights

18

and inspect their work like a total control freak.

19

(Inaudible).

20

AUDIENCE:

21

MATT DAVIS:

22

Well, I didn’t want to admit

it, but what do you think I found?

23

AUDIENCE:

24

MATT DAVIS:

25

(Inaudible) 20 minutes.

They did a good job.
They didn’t do a better job,

none of you said that, no.
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1

(Laughter.)

2

MATT DAVIS:

They did a good job.

So next Saturday rolls around.

All

3

right?

Now, I’m just

4

watching a ball game on a Saturday morning, okay, and

5

I hear the lawnmower start up outside.

And now we’re

6

on the schedule, so they came earlier.

Oh, yeah,

7

these guys.

8

We grabbed the kids, got a big picnic basket, went to

9

the park, played as a family, had a great time.

I couldn’t sit in the house.

All right?

10

back and inspected their work again, because

11

(inaudible) fluke, okay?

Came

They did a good job again.

12

And I haven’t mowed my lawn since that day.

13

And now if you think that I’m telling you that mowing

14

your grass is a bad activity, that is not what I said.

15

What am I saying?

16

AUDIENCE:

17

MATT DAVIS:

(Inaudible).
It is not (inaudible) I pay it,

18

too.

It is not a good use of your time.

19

that wealthy people are too arrogant to mow their own

20

lawn, for the most part, okay.

21

what their time is worth, you guys.

22

your hands and knees or laying sod or framing or

23

whatever, you guys, you could be making so much more

24

money with the same amount of time is the point.

25

That’s the investor side I hope that you will
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1
2

eventually see.
(Inaudible) tell you.

Some of you are handy

3

with, you know, your skills.

Well, that’s great, and

4

you’re probably going to do some of the work, but if

5

you will eventually consider the investor mind frame

6

or the mindset, I tell you what, you’ll make a lot

7

more money.

All right?

8

Will you eventually graduate away from doing

9

wholesale or assignment deals and you will be flipping

10

these houses?

Yes or no?

11

AUDIENCE:

12

MATT DAVIS:

Yes.
You will not.

Watch.

When

13

you’re flipping houses and you got four going right

14

now in your bandwidth and your team is full, you come

15

across a fifth deal, some people have the mentality, I

16

can’t do another deal until one of my homes liquidates

17

and frees up the cash (inaudible) do a new deal.

18

That’s not true.

19

When a fifth deal comes along, you can still

20

wholesale it or assign it to another investor and then

21

keep that 5, 10 grand, sometimes more coming in while

22

your money’s tied up in four flips.

23

see that right there?

24

wholesaling, too, when their bandwidth is full, what

25

do you think they might do if they find a fifth or a
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1

sixth deal?

2

business with investors all of the time.

3

Wholesale it back to me.

Investors do

What you want -- why it’s critical to begin

4

to build your buyers list right away.

5

where you want to flip houses.

6

it down yesterday because we weren’t here yesterday,

7

if you’re not making at least 30 grand on the flip it

8

is not worth your time.

9

Okay?

Eventually

Now (inaudible) write

Let me teach you a few strategies now

10

and techniques, guys, with flipping homes.

All right?

11

This home right here, the list price was $50,000.

12

is a two-bedroom, one-bath home, right?

13

333 East.

14

from Brigham Young University campus.

100 South,

100 South in Provo, Utah is one block away

15

AUDIENCE:

Wow.

16

AUDIENCE:

(Whistles.)

17

MATT DAVIS:

18

AUDIENCE:

19

MATT DAVIS:

Is that a good area?
Yeah.
Fabulous area.

Why was it

20

listed for such a cheap price which had an after-

21

repair value of 218,000 (inaudible) comps?

22

hoarder house?

23

AUDIENCE:

24

MATT DAVIS:

25

It

A what house?

(inaudible) yesterday.
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1

owner had passed away, no next of kin.

2

seized it, listed it with an agent, and the agent was

3

smart coming out with a super cheap price.

4

comes out with a super cheap price, 50 grand list

5

price, who’s coming out of the woodwork to play?

6

AUDIENCE:

7

MATT DAVIS:

The state

If she

Investors.
Investors.

Forty-two cash

8

offers the opening 24 hours the listing hit the

9

market.

All right?

The problem is when you’re

10

dealing with cash offers, you submit yours and hope

11

it’s the best one.

12

property, it’s too late because somebody else is

13

awarded the property.

14

you’re offering and only hoping but you’re kind of

15

blind as to whether or not it’s a good enough offer?

16

May I see your hands?

17

Watch.

If it’s not, you don’t get the

So how many can see right there

This is one of two times in the last

18

12 and a half years where I have ever gone higher than

19

$1,000 in earnest money to do my due diligence.

20

right?

21

is 15 grand over asking obviously.

22

deposit would be $50,000, matching the list price.

23

that a strong offer?

Write this down.

24

AUDIENCE:

25

MATT DAVIS:
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1

letter and show that the money is ready to go, I can

2

close in one hour.

3

this now a really good offer?

4

AUDIENCE:

5

MATT DAVIS:

All you got to do is call me.

Is

What do you think?

(Inaudible).
It wasn’t good enough.

And I

6

knew it wouldn’t be good enough, because, again, the

7

after-repair value was 218.

8

that was a whole lot of spread in this deal.

9

beat everyone else’s offer, no matter what, and we’ll

10

only use this technique when you know there will be a

11

lot of competition on specific homes.

12

Fifty grand acquisition,
So to

I added three things to this offer.

13

them down.

14

acceleration clause.

15

collar that goes around a dog’s neck, a collar.

16

$1,000 collar.

17

with a $1,000 collar.

18

right of recision.

19

words, the right to retract or rescind my offer.

20

Right of recision.

21

I added the acceleration clause.

Write
The

With a $1,000 collar as in a
A

So go back, the acceleration clause
The third piece is a 24-hour

Right of recision.

In other

Let’s break this down, and some agents

22

already know about this acceleration clause.

23

My offer of 65 grand, earnest deposit 50 grand.

24

allow my offer to accelerate as high as it needs to go

25

to out-offer anybody else cash offer by how much
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1

money?

2

AUDIENCE:

$1,000.

3

MATT DAVIS:

$1,000 collar.

But if some

4

idiot comes along and offers a million bucks, now per

5

my acceleration clause I’d be paying a million and a

6

thousand dollars.

7

we’re awarded the property within 24 hours.

8

of you love what I just (inaudible)?

9

hands?

10

We do have the right to rescind if
How many

Can I see your

So I was awarded the property for 115,000.

11

One-one-five, write that down, and we’ll track the

12

numbers in just a minute.

13

Wait, Matt, what if another investor had the

14

acceleration clause attached to their offer as well?

15

Does that mean it accelerates to infinity?

16

doesn’t.

17

that had the acceleration clause as well.

18

know that investor.

And there was another offer on the table

How do you think I know Rick?

20

AUDIENCE:

21

MATT DAVIS:

(Inaudible).
He’s one of my students.

And

now he’s using what I taught him against me.

23

(Laughter.)

24

MATT DAVIS:

25

I happen to

His name was Rick.

19

22

No, it

But he’s been a good investor

and it’s -- that’s what I taught him, so that’s good
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1

stuff.

Okay, so we both accelerated.

2

what happens.

3

the table, contacted us both and said you are the only

4

two that have the acceleration clause.

5

other offers are off the table.

6

and best on the second round of offering, no

7

acceleration clause on the second round.

8
9
10

The agent washed every other offer off

And all our

Give us your final

All right?

So I taught Rick to come right back to where
we started (inaudible) which was 115.
too.

I did that,

All right?

11

(Laughter.)

12

MATT DAVIS:

13

Now, here’s

grand; his was 10.

My earnest deposit was 50

Am I the stronger offer?

14

AUDIENCE:

15

MATT DAVIS:

Yes.
I have a proof of funds; I can

16

close within one hour.

17

approval.

His was subject to hard money

I got the property.

18

AUDIENCE:

19

MATT DAVIS:

20

something to an existing offer?

21

called?

22

AUDIENCE:

23

MATT DAVIS:

So -- go ahead.

(Inaudible).
What is it called to add
Agents, what is it

Addendum.
Addendum.

This is an addendum

24

stating I accelerate my offer as high as it needs to

25

go, and if you have an agent that doesn’t know what an
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1

acceleration clause is, get a new agent, guys.

You

2

don’t want to have to educate your team, guys.

This

3

is your team; they are -- are on your team because

4

they know how to do this stuff.

5

years-plus, no less?

6

do this stuff and a 24-hour right of recision.

7

these are just additions to the existing offer.

8
9

You guys see why 12-

Get somebody that knows how to
So

All right, so I took it down for 115, took
55,000 to fix up this home, 55 grand.

Javier, you

10

mind shutting those lights off for me real quick?

11

Thank you.

12
13

Okay?

I appreciate that.
Let’s take a look at some pictures, all

right?

As you get into the property --

14

AUDIENCE:

15

MATT DAVIS:

Wow.
-- keep in mind, a hoarder

16

house that had a fire and whatever was burning in that

17

fire had been fermenting for the last six years.

18

AUDIENCE:

19

MATT DAVIS:

Oh.
Would you agree most people

20

would have run away from this, thinking it’s too big

21

of a job?

Do you see anything of concern right here?

22

AUDIENCE:

23

MATT DAVIS:

24
25

(Inaudible).
Is that a crack in the

foundation?
AUDIENCE:
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1

MATT DAVIS:

No, it was a crack in the

2

surface plaster, that’s all.

3

foundation.

4

some mortar work and patch up the mortar within the

5

brick structure.

6

all right?

7

into before you actually get into it.

8

turn a property around, and it does turn around, just

9

fine.

10

It didn’t go through the

So I paid a brick mason $800 to come do

And it wasn’t that big of a deal,

But you need to know what you’re heading
So when you

All right, the inside, I use the same motif

11

on all of my properties.

12

walls with hardwood floors.

13

over and over again, and I’ve actually tracked it.

14

Properties that have that motif these days, very light

15

gray walls and white trim, white cabinets, it’s very

16

open, very airy, and it’s kind of a trendy thing going

17

on right now.

18

White trim, gray interior
I have done it over and

All right?

But here’s what happened.

The basement --

19

this was a two-bedroom, one-bath home.

20

wasn’t finished.

21

and a bathroom in the basement.

22

bedroom, two-bath home.

23

higher appraised value?

So we finished it and put a bedroom

24

AUDIENCE:

25

MATT DAVIS:
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1

two-five-zero.

2

the home for?

Write that down.

3

AUDIENCE:

4

MATT DAVIS:

5

How much did I buy

172.
115.

How much did I spend on

it to rehab it?

6

AUDIENCE:

7

MATT DAVIS:

55.
55, so I’m into this thing now

8

170.

9

sign day number one in the front yard, and it did sell

10

I now have an ARV of 250.

before we were done.

11

We stuck a for-sale

But it was fun, the best part.

The buyer was a father out of California.

12

He was going to buy the -- bought the home cash

13

because he wanted his two kids that were going to

14

university there to live there and go to school.

15

right?

16

All

We had another father out of Philadelphia,

17

they wanted it for the same reason.

18

actually putting offers --

19

AUDIENCE:

Oh.

20

AUDIENCE:

Bidding war.

21

MATT DAVIS:

They started

We ended up settling at 285,

22

35 over asking for -- with the father out of

23

Philadelphia.

285 is what we did -- we sold this for.

24

What’s my spread?

25

AUDIENCE:
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1

MATT DAVIS:

2

for 285.

3

legal closing fees, title work, yada-yada-yada, and I

4

ended up netting 110 grand on this one deal.

5

would do that all day long?

6

it when you first (inaudible), and obviously you have

7

-- obviously you have to be working with some vision.

8

Okay?

9

115.

I’m into this 170; we settled

Deduct 5 grand worth of miscellaneous

Right.

How many

When you’ve seen

Hoarder houses (inaudible) right?
Let me show you another one I’m in the

10

middle of right now.

It’s (inaudible) that one.

11

one is a reverse mortgage foreclosure controlled by

12

HUD.

13

agency than most sales?

Now, HUD, is that a little more of a sticky

14

AUDIENCE:

15

MATT DAVIS:

What do you think?

Yes.
Some agents don’t even like

16

working with HUD, okay?

17

owner-occupied offers.

18

on this one was 165,000.

19

write it down.

20

price is the price.

21

This

Now, HUD is preferential to
In other words, the list price
One-six-five if you want to

HUD doesn’t take low-ball offers.

The

Take it or leave it.

If somebody offered 165 and they are owner-

22

occupied, even if I offer 200 grand, the property will

23

be awarded to the owner-occupied.

24

occupied offer on the table, so I took it down for

25

165, all right?

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

There was no owner-

This property was just old.

It

EX 9, p. 190

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 192 of 423
191
1

didn’t have any hoarder mess like the last one, but it

2

did have an atrocious odor of cat urine.

3

AUDIENCE:

4

MATT DAVIS:

Oh.
All right?

But what I do love

5

about this home, it had very spacious bedrooms.

6

kind of stuff, you just rip it out, all right?

7

little wall right here we ripped out and put a beam

8

across this to actually support what was above it.

9

And you can see the stains in the carpeting, this and

10

that.

11

Obviously, that’s easy to fix.

12

large the bedrooms were, as you can see in these

13

bedrooms.

This
This

I’m not afraid of weird-colored walls.

14

But I did like how

Go down in the basement.

Okay, obviously,

15

that staircase is not up to code.

16

railing.

17

fireplace, go to the side there, you can rip all that

18

out.

19

it, MDF, okay, a little bench in front of the

20

fireplace.

21

right, but it looks great.

22

This old rock motif with the little

Get rid of it, start over, simple drywall, paint

Super cheap to do and easy to paint.

Double-car garage.

23

(inaudible) as well.

24

today.

25

It needs to have a

All

All right?
Take a look at this

This is what it looks like

Turned out real nice, yeah?
AUDIENCE:
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1

MATT DAVIS:

Redo the outside, repainted

2

things, that’s the beam I put across the top, ripped

3

out that wall.

4

Appreciate you doing that for me.

5

Okay (inaudible) thank you.

Does that look better?

6

gray walls, white cabinets.

7

built cabinetry?

8

AUDIENCE:

9

MATT DAVIS:

All right.

Light

You guys, is that custom-

No.
That is a box with a door on

10

it, painted white.

Cheap to do, but they look fine.

11

All right?

12

It doesn’t matter if that’s not your taste.

13

matters where your buyers will live.

14

with that?

It doesn’t matter if you would live there.

15

AUDIENCE:

16

MATT DAVIS:

It

Do you agree

Yes.
So get rid of where you would

17

live, all right?

It doesn’t matter.

18

they would live.

We aren’t selling to (inaudible)

19

see, we ripped all that wall gone.

20

(inaudible) simple drywall and MDF, paint.

21
22

AUDIENCE:

All right

Can you go back to the bathroom,

please?

23

(Laughter.)

24

MATT DAVIS:

25

That is where

That was a weird -- I’ve never

had that question before.
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1

(Laughter.)

2

MATT DAVIS:

3

Let me show you the list.

(Inaudible).

4

299; it ended up selling for 305.

5

buyers pay the closing costs.

6

one?

7

We listed it for
And I made the

What did I make on this

I bought it for 165; we spent 35 grand in

8

repairs.

I’m into it 200.

9

What’s my spread?

10

AUDIENCE:

11

MATT DAVIS:

We settled for 305.

105.
It’s obvious, 105.

But I used

12

agents to sell this home.

13

so I end about one -- I’m sorry, 281, 282, something

14

like that, minus my costs, so I made about $85-,

15

$88,000 on this deal.

16

AUDIENCE:

Three percent to each side,

I got a question.

When you’re

17

designing (inaudible) doing your rehab, all the ideas,

18

did you have that or was that custom (inaudible).

19
20

MATT DAVIS:

Why?

This is

brilliant.

21

(Laughter.)

22

MATT DAVIS:

23

I have it.

Just ask me.

And all it is is

gray walls, white trim, dark flooring, white cabinets.

24

AUDIENCE:

25

MATT DAVIS:
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1

repeated.

2
3

AUDIENCE:

(Inaudible) rip out the walls

and --

4

MATT DAVIS:

Okay, as far as like, okay,

5

we’re ripping out this wall, this or that?

Yes, and

6

we can walk the property with my contractor and say,

7

okay, what would this cost.

8

seen that on TV shows, they’re walking around with the

9

contractor, let’s do this and that, how much would

That part, you guys have

10

this cost.

11

contractor, but here’s what’s interesting.

12

this long enough, I already know what that kind of

13

stuff costs, but we do want to agree on the work

14

order.

15
16

So it’s important to have an informed
I’ve done

A work order must be done before they start.
Is this true?

17

AUDIENCE:

18

MATT DAVIS:

Yes.
Write it down.

You must also

19

put in your work order, any change orders must be

20

approved by the investor in writing.

21

a change order is?

22

AUDIENCE:

23

MATT DAVIS:

Do you know what

(Inaudible).
They get into the mix and find

24

something else needs to be done that we may not have

25

anticipated, and they just start spending your money.
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1

So, no, I’ll just bill the investor for this.

2

(Inaudible).

3

granted in writing, then they’re paying for it.

4

start getting the contractor spending your money, un-

5

nuh.

6

Because now that they’re actually
You

All right?
So any change orders need to be approved by

7

you as the investor in writing.

8

be tracked, okay (inaudible) email is fine, but it can

9

be referenced at a later point.

10

And that way it can

Okay?

All right, now, we’re going to talk at this

11

point -- I’m going to show you a few examples.

12

going to talk at this point how to fund a flip.

13

that up here.

14

find a deal, let’s move money off the sidelines, flip

15

the house, take our profits, move the borrowed dollars

16

back out of the sidelines and ready to go for the next

17

deal.

18

We’re
Write

Access to money on the sidelines, we

We are going to use three separate funding

19

resources to take down this deal.

I want to do it

20

this way to teach you how to piece together lenders to

21

take down a deal.

22

line of credit, that can take down the whole deal,

23

obviously you would just use one lender if you have

24

that capacity.

25

you how to piece together money.

If you have one HELOC, home equity

If you don’t, I still want to teach
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1
2

This will be a seven-slide sequence.
Everyone say that ten times really fast.

3

AUDIENCE:

Seven-slide sequence.

4

MATT DAVIS:

Keep going.

I just want to see

5

you try.

Okay, so in other words, if slide number one

6

does not make sense, the numbers, when I advance to

7

number two, you’ll be lost forever.

8

guys to please speak up if it doesn’t make sense.

9

you promise to?

10

AUDIENCE:

11

MATT DAVIS:

So I need you

Yes.
Okay, so, I know some of you

12

are getting the math a little faster than your

13

neighbor, so let’s help each other.

14

lose anyone on our very first scenario.

15

a fictitious example of watching a property get

16

funded.

17

profits.

18

Do

I don’t want to
A scenario is

We flip it, pay back our lenders but keep our
Okay?
Now, please have your calculators handy.

19

this very first one, I’m going to use very simple

20

numbers to teach a premise, to teach a lesson.

21

not going to count every little box of nails that we

22

have to buy, all right?

23

costs are X and everything is included in that.

24

right?

25

that on this one.

On

I’m

Let’s just say the rehab
All

I’m not going to fudge factor or anything like
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1

simple.

2

Let’s say our ARV is $110,000, but you may

3

have a worry like most brand new investors, what if I

4

buy this home, fix it up, and it does not sell?

5

many of you have that worry?

6

Why?

7

AUDIENCE:

8

MATT DAVIS:

9

it yet.

How

Can I see your hands?

(Inaudible).
Because you just haven’t done

That’s the real answer (inaudible) right?

10

AUDIENCE:

Yes.

11

MATT DAVIS:

Now, I’ve done a million of

12

these, you guys, so it’s not something that I’m afraid

13

of anymore.

14

your comfort’s going to grow.

15

actually stack the cards in our favor to help it sell

16

faster.

17

if we offered a discount, would that help it sell

18

faster?

Obviously, the more you do it, the more
Okay?

So let’s

So instead of selling it for 110 grand, what

19

AUDIENCE:

Yes.

20

MATT DAVIS:

Yeah, let’s get over this worry

21

once and for all.

22

we’re flipping a house in an area that’s moving faster

23

than average days on market and it’s priced at a

24

$10,000 discount, will it sell?

25

AUDIENCE:
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1

MATT DAVIS:

It’s what you do all day long,

2

you’re going to sell this, all right?

3

sell for 100 grand, so it’s priced to sell.

4

to make a $30,000 gross profit, it’s going to cost 30

5

grand to fix it up.

6

everything built into that.

7

screen, what is the purchase price?

8

AUDIENCE:

9

MATT DAVIS:

10

So it would
We want

All repairs, fudge factor,
Just the numbers on the

(Inaudible).
This is where I’m not going to

-- you guys need to come up with the answers.

11

AUDIENCE:

12

MATT DAVIS:

40,000.
The correct answer is $40,000.

13

Forty.

Is there anybody by a show of hands that is

14

confused by why our purchase price is 40 grand?

15

them speak now or forever hold your peace or lose it

16

forever.

17

sell it for 100, we deduct what we want to profit when

18

we sell, which is 30 grand.

A couple of you?

19

AUDIENCE:

20

MATT DAVIS:

21

Okay, eyes up here.

Let

If we

What are we?

Seventy.
Seventy grand.

From 70, if we

deduct 30 grand to fix it up, where are we now?

22

AUDIENCE:

23

MATT DAVIS:

Thirty-nine.
Forty grand.

We buy it for 40,

24

fix it up for 30, we’re into it 70 total.

25

100, we just made a $30,000 spread.
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1

down.

2

now parlay to the next six slides.

3

of seven.

4

Purchase price, $40,000.

These numbers will
This is the first

We are going to use three funding sources.

5

Here they are.

We want to use the (inaudible)

6

National Fund that we learned about yesterday.

7

you about four types of loans that are offered.

8

first is the ABC transactional loan.

9

the appropriate loan for this strategy?

10

AUDIENCE:

Yes.

11

AUDIENCE:

No.

12

MATT DAVIS:

13

The

Would that be

Why?

That loan

is for what type of deals?

14

AUDIENCE:

15

MATT DAVIS:

16

flip.

17

third, or fourth?
AUDIENCE:

19

MATT DAVIS:
loan.

Wholesale.
Wholesale.

This is a fix-and-

What (inaudible) will we use?

18

20

It would not.

I told

The second,

The second.
The second was the fix-and-flip

Is it 100 percent of purchase price lending?

21

AUDIENCE:

22

MATT DAVIS:

No.

Eighty percent.

Eighty percent.

All right?

We

23

are going to use a credit card to make the down

24

payment of 20 percent, and we are going to use perhaps

25

a home equity line of credit to pay for the repair
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1

costs of 30,000.

If you don’t have a HELOC, don’t

2

throw this out the window saying I can’t, can’t,

3

can’t.

4

of a HELOC?

What if you used a second credit card instead
Would that still be the same thing?

5

AUDIENCE:

6

MATT DAVIS:

Yes.
You can substitute these

7

lenders as you wish.

8

lesson, though, okay?

9

the transactional fund?

10

AUDIENCE:

11

MATT DAVIS:

It’s not going to change the
How much are we borrowing from

(Inaudible).
(Inaudible) percent, but how

12

much money are we borrowing from the transactional

13

fund?

14

AUDIENCE:

15

MATT DAVIS:

32,000.
The correct answer is 32,000.

16

Is anybody lost as to why?

17

grand, 80 percent of which is 32,000.

18

and set the interest rate at 3 percent per month.

19

monthly.

Three percent.

The purchase price is 40
Let’s go ahead
Pay

What is our monthly payment?

20

AUDIENCE:

(Inaudible) hundred.

21

AUDIENCE:

$960.

22

AUDIENCE:

(Inaudible).

23

MATT DAVIS:

The correct answer was $960.

24

Let’s assume it’s taking three months to flip the

25

house.

We would take 960 times three, that’s 2,880.
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1

Does everybody have that information now?

2

AUDIENCE:

Mm-hmm.

3

AUDIENCE:

Yes.

4

MATT DAVIS:

Okay, here’s why I’m not

5

putting it on the screen yet, okay, and this is a

6

mistake, so I hope that I can correct this for you

7

today.

8

the button and then it’s going to be on the screen and

9

then I can copy the notes.

Some of you are waiting for me to just click

You’re not learning

10

anything.

11

run these numbers with me in your calculator.

12

You’re just copying numbers.

This is your turn to practice.

I need you to

So for those

13

that didn’t, let me back up.

14

calculator, times .03, equals 960, multiplied by three

15

because we’re going to take three months to carry the

16

debt until it sells, 2,880.

17

write it down.

18

Okay, 32,000 into your

Do you have it now?

Now

Eighty percent of purchase price is 32

19

grand, multiplied by 3 percent, is 960, three times,

20

because it’s three months to complete the project,

21

2,880.

22

borrowing from the credit card for the down payment?

If you’d like to skip ahead, how much are we

23

AUDIENCE:

24

MATT DAVIS:

25

it.

8,000.
8,000.

At 15 percent APR, run

We’ve already done this, but I want you to have
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1

it in your notes.

2

AUDIENCE:

3

MATT DAVIS:

4

AUDIENCE:

(Inaudible).

5

AUDIENCE:

A hundred bucks.

6

MATT DAVIS:

7

AUDIENCE:

8

MATT DAVIS:

9

AUDIENCE:

10

MATT DAVIS:

(Inaudible).
(Inaudible) here.

It’s 100 bucks.
(Inaudible).
APR stands for what?
Annual.
Annual percentage rate, so 15

11

percent APR, for the year, it’s $1,200, 15 percent of

12

8 grand, but then divide by 12 months of the year,

13

it’s 100 bucks.

14

15 percent APR on the screen, equals 1,200 for the

15

year, divided by 12 months in the year, 100 bucks.

16

Three months to carry the debt, $300.

17

just going to keep practicing, repetition, repetition.

18

If you’d like to skip ahead, we are going to

Twenty percent down payment, 8 grand,

Okay, we’re

19

use the HELOC, home equity line of credit, to pay for

20

repair costs.

How much are the repair costs?

21

AUDIENCE:

22

MATT DAVIS:

23

percent APR, 3.

30,000.
$30,000.

What’s our monthly payment?

24

AUDIENCE:

(Inaudible).

25

AUDIENCE:

900.
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1

AUDIENCE:

2

MATT DAVIS:

3

AUDIENCE:

4

MATT DAVIS:

(Inaudible).
900 is for the year.
Seventy-five.
Like I said, I know some of you

5

can do the math faster than others, but I’m just

6

waiting some time so we can all catch up.

7

you’re not only taking notes (inaudible) calculator,

8

it’s fine.

9

I know

We’ve got time, guys.
Thirty grand at 3 percent APR is 900 for the

10

year, divided by 12, 75 bucks a month, and three

11

months to carry the debt, 225.

12

yellow numbers on the screen, the total, 3,405, to

13

service the debt with three separate lenders over a

14

three-month term to flip the house.

15

Who’s lost?

We now add up the

Don’t be shy.

We can catch you

16

up easy (inaudible) just admit it, okay, if you’re

17

lost.

18

friend.

Okay (inaudible) cost, five (inaudible) my

19

AUDIENCE:

20

MATT DAVIS:

21

AUDIENCE:

22

MATT DAVIS:

23

Start again.
Where’d I lose you?
In the HELOC.
Oh, the HELOC.

Do you know

what it is?

24

AUDIENCE:

25

MATT DAVIS:
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1

grand.

A home equity line of credit is super cheap

2

interest.

3

percent annual percentage rate.

4

times .03, it’s going to equal $900, but that’s for

5

the year.

6

you get 75 bucks.

All right?

But they’re only charging us 3
If we take 30 grand

Twelve months in the year, so divide by 12,

7

Well, if it takes three months to flip the

8

house, that’s 75 a month for three months, that 225.

9

Okay?

But if you add up your monthly payments for the

10

three lenders, it’s going to total 3,405.

11

summarize for a second before we go any further.

And

12

we are using $3,405 to control $70,000 of value.

I

13

would much rather pay $3,405 out of pocket instead of

14

70 grand out of pocket and renting the money.

15

How many agree with that?

16
17

Let’s

Let me see your

hands.
Okay, see, OPM is all -- is not just about

18

getting access to money.

19

use it efficiently.

20

screen, and then I’m going to come back to this screen

21

if you haven’t had a chance to write it all down, and

22

I’m going to throw you a curveball.

23

cool to only use 3,405 bucks to control 70,000 bucks,

24

how many of you would rather only use 250 bucks to

25

control 70,000 bucks?
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1

Watch.

Summarize it.

Transactional fund,

2

credit card, HELOC.

3

debt over three months to these three lenders.

4

it’s repetitive, but help me out.

5

How much are we borrowing from the transactional fund,

6

how much money?

7

AUDIENCE:

8

MATT DAVIS:

9

from the credit card?

10

AUDIENCE:

11

MATT DAVIS:

12

We’re using 3,405 to service the
I know

How (inaudible).

32,000.
32,000.

What are we borrowing

8,000.
What are we borrowing from the

HELOC?

13

AUDIENCE:

14

MATT DAVIS:

30,000
Stop.

The HELOC is the

15

cheapest lender on the screen.

Three percent, that’s

16

cheap money.

17

borrowing 30 grand to pay for the repairs, let’s

18

borrow 33,405 from the HELOC.

19

borrow not only the 30 grand but also that amount,

20

33,405 comes into our bank account from the home

21

equity line of credit.

22

for repair costs, so we still have 33,405 from the

23

HELOC.

24

three lenders, what do we do?

25

AUDIENCE:

But what if we did this?

Instead of

You see, we’re going to

Thirty grand goes away to pay

Now, when the monthly payment comes from all
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1

MATT DAVIS:

We take it out of the 3,405 and

2

make the minimum payments.

We are borrowing our

3

carrying costs.

4

money.

5

have to pay the HELOC on a monthly basis because we’re

6

borrowing a little bit more than we were before.

7

that make sense?

We’re borrowing a little bit more

But that is going to change the amount that we

8

AUDIENCE:

9

MATT DAVIS:

Does

Yes.
Let’s do it.

33,405 from the

10

HELOC at 3 percent APR is just over $1,000 per year,

11

divided by 12, our monthly payment is $83.51 to

12

service the debt to all three lenders.

13

month term, $253.53.

14

250 bucks and change to make a gross profit of 30,000

15

bucks.

Over a three-

So I’ve now essentially invested

Not a bad return on investment.

16

Yes?

17

AUDIENCE:

(Inaudible) transactional fund

18

(inaudible) 36 percent per year -- 3 percent per

19

month.

20

So why -- why can’t you borrow that money?
MATT DAVIS:

Because it’s not going to take

21

that -- a year to flip the house.

22

enough to know that it’s only going to take 60 to 90

23

days.

24
25

AUDIENCE:

I’ve done this

(Inaudible) cheaper -- cheaper

(inaudible).
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1

MATT DAVIS:

Well, if you borrow more money

2

from the HELOC, you actually service the debt for a

3

year, then that isn’t going to be cheaper interest;

4

it’s going to actually make this payment even higher,

5

which you’re not going to need.

6

borrow money, it’s not going to change the premise of

7

the lesson, okay?

8

service the debt for three months.

9

guys know, the interest rate is not 3 percent; it’s 1

If you (inaudible) to

I’m borrowing enough money to
Okay?

And you

10

percent.

I’m just raising the cost just to kind of

11

show you, we shouldn’t be so afraid of costs.

12

to be -- see beyond the cost; we evaluate the return.

13

You all done with your notes on the screen?

14

AUDIENCE:

15

MATT DAVIS:

We need

Yes.
I’m now going to take the 250

16

bucks that we see up there and transfer it back to the

17

prior slide.

18

This was the prior slide.

19

for 100 grand, no agent.

20

wouldn’t sell it for 100 grand.

21

the 110 to compensate the agent out of the extra 10

22

grand.

23

There it is at the bottom.

You see it?

We chose to sell the home
If you did use an agent, I

Who’s with me on that?
Keep the math simple.

I would sell it for

Can I see your hands?
Take 100 grand into

24

your calculator, let’s pay some bills.

25

-- had a buyer buy the home for 100 grand.
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1

have 100 grand in your calculator, you’ll be able to

2

track this.

3

transactional fund and deduct 32 grand from your 100

4

grand.

Let’s pay off -- eyes up here -- the

What are you left with?

5

AUDIENCE:

6

MATT DAVIS:

7

again.

Sixty-eight.
Sixty-eight.

Eyes up here

Pay off the credit card.

8

AUDIENCE:

(Inaudible).

9

MATT DAVIS:

Let’s pay off the HELOC.

We

10

borrowed 33,405 from the HELOC.

The $250.53 that we

11

took out of pocket over the prior three months is a

12

reimbursable expense to the investor, so let’s pay

13

ourselves back as well, minus 250.53.

14

out of 100 grand (inaudible).

15

put that money back in our own personal pocket because

16

it comes out of 100 grand.

Still coming

All right.

So we’ll

17

What is our net profit on this deal?

18

AUDIENCE:

19

MATT DAVIS:

20

three cast members (inaudible).

21

pull out the deal:

22

and a home equity line of credit.

23

the sidelines, flip the house, 26 grand in profit.

24

What are you going to do with that?

25

a car with that?
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1

AUDIENCE:

2

MATT DAVIS:

3

(Laughter.)

4

MATT DAVIS:

No.
That would be stupid.

That would be (inaudible) very

5

abrasive on the microphone, stupid.

6

do that, all right?

7

you’re going to set yourself right back at ground zero

8

and have to start over again.

9

principal; only spend the what?

10

AUDIENCE:

11

MATT DAVIS:

You guys, don’t

If you’re going to go do that,

Never spend the

Residual.
Residual.

How many realize you

12

may need to take a payday to put food on your table,

13

and that’s fine, but as much of it as possible, roll

14

into the next deal, if you’re going to spend residual.

15

I know you heard this growing up.

16

something you heard growing up.

17

the finer things in life as long as you can afford it.

18

Who heard that growing up?

19

Let me correct
Nothing wrong with

Strike it out of your brains.

Shift

20

slightly.

There’s nothing wrong with the finer things

21

in life as long as your assets can afford it.

22

assets are the one paying for -- paying for the toys

23

in life, then you don’t have to work.

24

afford it, that means you are the fuel.

25

be the engine that keeps working to afford that car.
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1

You don’t have to be the engine.

It’s your

2

assets that afford them.

3

have that car but many more beyond that car and boats

4

and toys and waverunners and whatever your flavor is.

5

If you’ll wait on the appetites of life, you guys,

6

until your asset base is strong, you’re paid for the

7

rest of your life.

8

there?

9

You’re going to not only

How many see that vision right

Okay, now, here’s what I want you to go down

10

with this as we summarize what we just did.

The

11

strategy pays for itself.

Strategy

12

paid for itself.

13

a better way to say that is the investment paid for

14

itself.

15

Write that down.

Maybe another way, I would even say

The investment paid for itself.
Watch.

We used three sources to bring it in

16

to pay for a deal and flip the house.

17

to use access to money on the sideline because when we

18

find that (inaudible) love that the deal is going to

19

make us money.

20

work with any business investor.

21

We’re not going

Let me -- let me show you how this can

All right, I got to get in position to

22

attend the class.

23

open his own medical practice.

24

with the leasing program for his medical equipment.

25

He paid for the equipment with credit cards.
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1

move money off the sidelines into play like we just

2

did?

3

is the equipment going to do?

4

money.

Now they have the equipment to his office.

5

What

It’s going to make him

What’s he going to do with the money that

6

the equipment is now deriding?

Pay off the credit

7

cards.

8

medical equipment; we did it with a house.

9

investment pays for itself.

He used the same money-moving strategy just on

10

Okay.

The

See that?

Can you do this with any investment,

11

you guys?

Yeah, you can.

Any investment you want.

12

It will be coming off the sidelines.

13

move money off the sidelines is because it bought us

14

what?

The reason we

What did it buy us?

15

AUDIENCE:

16

MATT DAVIS:

(Inaudible).
Time.

Time to execute the

17

strategy, let the investment pan out.

Can you do the

18

same thing with even education, you guys?

19

can.

20

real quick?

21

it on somebody’s dime.

Yes, you

Who’d like for me to show you how to do that
Pay for your education and completely do

22

AUDIENCE:

23

MATT DAVIS:
Watch.

Who’s in on that one?

Yes?

Mm-hmm.
Okay, that’s what a lot of our

24

students do.

25

about, you know, what (inaudible) costs, but I’ve
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1

thrown out a number there, and this is (inaudible)

2

calculator will give you the exact same thing.

3

grand to (inaudible).

4

our monthly payment?

5

AUDIENCE:

6

MATT DAVIS:

Fifteen percent APR.

Forty

What’s

Five hundred bucks.
It’s $500.

$500.

What does

7

that 40 grand get you?

It gets you a whole lot of

8

things.

9

You’re going to get the on-demand course with the

You’re going to the fast start boot camp.

10

(inaudible) version of the software, getting the one-

11

on-one training and the base summit, which just -- you

12

get, you get, you get.

13

You guys have already read the brochure and

14

understand the menu items.

All right?

But what you

15

don’t know but you get as well because it’s not in the

16

brochure is what is called our net profit guarantees.

17

And I want you to write that down.

18

guarantees.

Net profit

19

And, see, I’ll show you the exact same worry

20

that we may have had with our flip right here could be

21

a worry when it comes to educational expense as well.

22

The worry was what if we buy this and fix it up and it

23

does not sell.

24

if I make the investment, go through all the trainings

25

and courses, but never make my money back.

Same worry in educational space.
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1

practically the same worry?

2

AUDIENCE:

Yes.

3

MATT DAVIS:

4

first of all, what did you buy?

5

a guy like me that’s coming out here to kick your butt

6

down the road and make you go out and do real estate

7

effectively in safety.

8

investment going to pay for itself?

9

a look.

Yes, it is.

All right?

So

You basically bought

All right?

But is the
Well, let’s take

Because most of our students actually replace

10

the investment costs within their first two to three

11

transactions.

12

first deal so you can watch the process from start to

13

finish and get your feet wet.

14

yes?

We suggest that you wholesale your

15

AUDIENCE:

16

MATT DAVIS:

We still agree on that,

Yes.
And then you keep your risk

17

low.

18

to want to flip a house.

19

If you’re in that minimum, like I am (inaudible)

20

minimum is 30 grand, and you net 26, that was a good

21

day, wasn’t it?

22

many believe that one of those per quarter is doable?

23

See the hands.

24
25

And you are going to see eventually you’re going
Your second might be a flip

Don’t blow smoke.

I mean this.

How

We talked about this yesterday.

Now, these are numbers far lower than what
you guys are going to experience around here.
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1

right?

But just these numbers, four a year, that’s

2

$104,000 a year now you’re making, all right?

3

would start to make a difference.

4

kind of money you make, but let me ask.

5

grand this year, would that change your life?

6

AUDIENCE:

7

MATT DAVIS:

That

I don’t know what
Add to it 104

Absolutely.
For most people it will.

But let’s not stop there.

All

8

right?

How do you start

9

flipping 10 houses a year, 13 houses a year, 20 houses

10

a year?

11

crew up and running and you are able to churn out one

12

flip per quarter, how do you start doing two per

13

quarter?

14

that allows you to increase your bandwidth.

15

you’re flipping two per quarter, then three per

16

quarter, and you begin to flip a lot of houses, which

17

is where I’m at right now.

18

It’s all bandwidth, you guys.

Get another team.

If you get a

Have a new contractor
Now

And I’m excited (inaudible) share with you

19

and have him come here this afternoon, a local

20

investor that is now doing that, here in Dallas.

21

many of you are excited to meet him?

22

making him available to you guys, all right.

23

going to answer your questions.

24

want at him, and he’ll tell you straight up what’s

25

going on and tell you where the houses are, where he’s
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1

flipping and where his sweet spot is and the whole

2

bit.

3

the ranks and go through the summit and see him there.

4

It’s a lot of fun.

5

him.

It’s fun to actually watch him come up through

6

I’m excited to introduce you to

But let’s go back to (inaudible) and

7

guarantee (inaudible).

If you’ve gone through all the

8

trainings and courses and if you get to the very last

9

one and you have still not yet made a net profit of

10

what you spent on the advanced education, then we will

11

continue your mentorship indefinitely until you have.

12

How many respect that part of the offer

13

right there as well?

14

year to finally make your money back, so be it.

15

years, it is indefinite until you have at least made

16

net profit of what you spent on the advanced

17

education.

18

(Inaudible).

Let me ask you this.

It takes you a
Two

Did your university or

19

college you went to give you that guarantee?

We do.

20

Now, we can’t guarantee you guys get off the couch and

21

do anything at all.

22

services.

23

gunslingers that might be here in the room because

24

they somehow come out of the woodwork.

25

if I made my money back the first two or three

But we can guarantee our

Okay, but I’d like to address any
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1

transactions, does that mean I lose the rest of the

2

class and then all the mentorship ahead of me?

3

the answer?

4

AUDIENCE:

5

MATT DAVIS:

What’s

No.
No.

The net profit guarantee

6

states that in the event that you’ve gone through all

7

through the trainings and courses and if you have

8

still not yet made a net profit at the end, then we

9

continue indefinitely until you have.

It’s intended

10

to be a backstop to help you with that extra level of

11

guarantee and security.

12

Okay, so (inaudible) probably new.

We

13

guarantee our services.

(Inaudible) be able to stand

14

in front of you and say that because educational

15

companies can’t do that.

16

deeper into the weekend, folks, even if it takes you

17

three to four months to flip a few houses or maybe do

18

your first wholesale and then your first flip, all

19

right, have you made enough money to make that money

20

back?

21

the entire amount of money back, so be it.

22

$500 a month and multiply it by -- let’s say five

23

months to finally get there.

All right?

So as we get

If it takes you a third flip to finally make

24

AUDIENCE:

25

MATT DAVIS:
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1

2,500 bucks, which is just slightly more than you paid

2

to be here this week.

3

And I want you guys to begin to understand, using

4

somebody else’s money buys you time so you can get out

5

there and get to work and go make it happen.

6

The investment pays for itself.

This is flipping a house.

The big draw is

7

the (inaudible) payday.

8

flip the house, there’s the payday.

9

you put that 26 grand in your pocket.

10

AUDIENCE:

11

MATT DAVIS:

Okay?

You buy it and fix it up, we
The problem is
What happens?

You don’t (inaudible).
Tax.

So let me show you a

12

higher grade to flipping, it’s called flipping to

13

yourself.

14

Good luck with the next (inaudible).
Flip to yourself.

Okay.

Flipping houses.

15

Buy low, fix it up, sell high.

16

up-front (inaudible).

17

(inaudible) profit you’re taxed.

18

fix up, and rent you’re going to get the long-term

19

residuals, but you are not going to make the up-front

20

pop.

Right?

The big draw is the
Where if you
Well, if you buy,

Is that right?

21

AUDIENCE:

22

MATT DAVIS:

23

Which one’s better?

24

AUDIENCE:

25

MATT DAVIS:
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1

same stratus?

The best of both worlds, that’s what

2

flip to yourself means.

3

somebody else, you actually keep it and refinance it

4

and go ahead and flip to ourself.

5

vertical scale right now, and I realized this is

6

scale, meaning around here, the top scale is 420

7

grand.

8

understand the math.

I get it.

Instead of flipping to

Let’s create a

Just very linear numbers so we can

9

Let’s say we go after a really, really messy

10

house, and we take it down for 35 cents on the dollar.

11

In this case, that’s 35 grand.

12

the dollar for a $420,000 home is obviously a

13

different number.

14

going to do flooring, painting, landscape.

15

repairs are cosmetic repairs is what they’re called,

16

and spend 15 grand to fix up the deal.

17

into this thing a total of 50,000.

18
19

Thirty-five cents on

I’m well aware of that.

AUDIENCE:

We’re
Lipstick

We are now

Matt, where does the 35 come

from?

20

MATT DAVIS:

Purchase price.

21

AUDIENCE:

22

MATT DAVIS:

23

Thirty-five grand to buy it, 15 to fix it

Okay, understood (inaudible).
Purchase price (inaudible).

24

up.

Now (inaudible) now if you would put your eyes on

25

the right-hand space, please.
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1

grand, obviously, but our equity stake is what after

2

it’s all fixed up?

3

Watch.

Another 50 grand on top.
If I sell for 100 grand, that means

4

50,000 worth of profit falls in my lap.

5

taxable?

6

AUDIENCE:

7

MATT DAVIS:

Is profit

(Inaudible).
Yes, it is.

And the way to

8

defer taxation is to roll that 50 into the next deal.

9

What if we refinanced this, because that 50 grand is

10

inactive money.

11

didn’t we?

12

you to refinance up to 80 percent loan to value.

13

Well, if the value now, after we fix it up, is 100

14

grand, you can get a mortgage for 80 grand on this.

15

We can draw that (inaudible).

16

We talked about that this morning,

Banks and mortgage companies will allow

We’re going to bring -- I’m going to wait to

17

make this statement so you -- until you’ve updated

18

accounts.

19

going to pay off the 50, but we have now an excess

20

amount, obviously of how much?

So we bring 80 grand into the mix, we’re

21

AUDIENCE:

22

MATT DAVIS:

23

Thirty.
$30,000.

What are you going to

do with that 40 grand?

24

AUDIENCE:

25

MATT DAVIS:
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1

significant other out to dinner.

2

(Laughter.)

3

MATT DAVIS:

4

money.

That is 30 grand tax-free.

5

AUDIENCE:

6

MATT DAVIS:

7

AUDIENCE:

8

MATT DAVIS:

9

Because that’s not taxable

(Inaudible).
Why is it tax-free?
(Inaudible).
That is a loan, not income.

You see the difference.

Back up.

If you’d flipped

10

the house and made 50 grand, that is income, taxable.

11

If I restructure this and (inaudible) in the form of a

12

loan instead of selling it and taking in income, that

13

30 grand is not taxed.

14

So you can take your significant other out to dinner,

15

to a really nice dinner, by the way, then take the

16

rest of it and do what you wish with it, but I would

17

hope that as you’re beginning to build your portfolio

18

you could do what with the rest?

19

AUDIENCE:

20

MATT DAVIS:

We don’t pay taxes on loans.

Reinvest.
Roll it into the next deal.

21

Okay?

But wait a minute, we have an $80,000 mortgage.

22

We got to start making payments, don’t we?

23

going to make the payments?

24

AUDIENCE:

25

MATT DAVIS:
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1

in there, and we’re going to get positive monthly cash

2

flow.

3

the passive income on the residual side plus the up-

4

front $30,000 tax-free bump.

Above and beyond the mortgage payments we get

5

So wait a minute.

That’s the (inaudible).
I just taught you guys

6

how to make residuals and 30 grand tax-free, and the

7

only thing I can get out of you right now is this?

8

(Laughter.)

9

(Applause.)

10

MATT DAVIS:

You know I’m just playing.

I

11

hope (inaudible) okay, I’m just rasping you a little

12

bit, but I know why you’re silent is because it’s so

13

astonishing and so amazing.

14

AUDIENCE:

15

MATT DAVIS:

Is that right?

Yeah.
Okay, who’s lost?

16

lost a few of you along the way.

17

lose you?

18

AUDIENCE:

19

MATT DAVIS:

Okay.

I think I
Where’d I

Where’s the other 20 grand?
It’s still kept in the form of

20

equity.

A mortgage company will not normally leverage

21

you that -- they won’t leverage you up to 100 percent

22

of the home’s value.

23

days, sometimes a little more, but that’s (inaudible)

24

certainty.

25

the form of equity.

Okay?
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1

And let me go a little further.

2

slide won’t turn it on.

3

grand, what’s taxable?

4

AUDIENCE:

5

MATT DAVIS:

I hope this

Now, if I sell this for 100

20,000.
Twenty grand.

Not the full 50.

6

That just turned on right there, that light bulb, if

7

you drain it in the form of debt, you’re taking it in

8

in the form of?

9

you’re only taxed on the profit, which is 20 grand

Tax-free money.

Then you sell it,

10

instead of 50 grand.

11

only -- one of the only ways -- one of the only ways

12

to get money outside the grasp of the IRS -- how many

13

of you love the sound of anything outside the grasp of

14

the IRS?

15
16
17

Thirty grand is tax-free.

Can I see your hands?

The

Thank you.

Is to take it in the form of debt instead of
income.

Question here?
AUDIENCE:

Yes.

How are you getting

18

approved for the 80,000 if you’re just flipping homes,

19

you’re not working?

20

with those funds, unless you own a home that you’re

21

asking for additional money?

22
23

How are they going to trust you

MATT DAVIS:

Is it a good question Ms.

Sheffey (phonetic) has?

24

AUDIENCE:

25

MATT DAVIS:
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1

financial wherewithal to qualify for that $8,000 loan?

2

I’m going to make you think about it.

3

guys, this is a great question, and it’s an example of

4

some people are going to say, well, I can’t because I

5

don’t have any credit and I can’t because I don’t --

6
7

AUDIENCE:

They don’t loan on your credit;

they loan on --

8
9

Because, you

MATT DAVIS:

-- if you could then say can’t,

can’t, can’t, guess what, you won’t.

Find a

10

workaround is my -- is the lesson right here.

11

glad you’re asking questions, though.

12

could she do?

Hang on.

I’m
What

13

AUDIENCE:

(Inaudible) commercial loan --

14

AUDIENCE:

Leverage the home.

15

MATT DAVIS:

16

get you up to 50 percent LTV, not 80.

17

AUDIENCE:

18

MATT DAVIS:

19

above.

20

single-family home.

21

AUDIENCE:

22
23

Transaction lending will only

A commercial loan (inaudible).
Commercial is five units or

Not going to work.

This is a -- this is a

Isn’t the loan secured with the

property of the ARV value?
MATT DAVIS:

Yes, it is, but it’s a credit-

24

based loan.

If you’re going to refinance with the

25

mortgage company or a bank.
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1

loan.

So without income or credit, you’re not going

2

to qualify for that loan; is that right?

3

guys, find the workaround.

4

Let me give you a hint.

Come on, you

Try to create a

5

value--for-value exchange.

6

somebody in this deal that had good credit and

7

(inaudible) paid them half of the tax-free money?

8

Would that allow this to happen now (inaudible)?

9

Yep.

What if I included

Come in, help me qualify for this, be

10

a cosigner, problem solved.

Pay them.

Ten percent of

11

it, pay them 50 percent of it, it’s negotiable.

12

used them (inaudible).

13

workarounds, guys.

14

for a long time.

15

workarounds?

16

workaround.

I

We have to find the

I had bandwidth stealing my credit
You think I had to find some

You bet.

You got to find the

17

Now, I know it’s very popular in a lot of

18

the self-help books these days, but let me tell you

19

something about my background.

20

lot these days, but this was literally true growing

21

up.

22

our household.

This, you hear it a

My mother would not allow us to say “can’t” in

23

It was not allowed.

Now, I want you to think about what that

24

does to a child.

25

left with?
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1

AUDIENCE:

Can.

2

MATT DAVIS:

Yes, you can.

Find a way.

3

I want you to write this statement down.

4

the workaround, figure it out.

5

need you to write down.

6

you, then you will find a way.

7

excuse.

8

you, you will find a way.

9

excuse.

10

Write it down.

How to find

Here’s a statement I

If it’s important enough to
If not, you’ll find an

If it’s important enough to
If not, you’ll find an

And, you guys, how much do we believe our

11

excuses when we have them?

12

it’s just a story, and you’re telling us that.

13

need to begin to recognize those when we have them

14

because we all have them.

15

And

100 percent

Yes, we do.

In the end,
And we

Okay?

So this may be a little advanced for some of

16

you, but it’s basically the idea of we’re

17

restructuring the debt, let’s take it and refinance it

18

and move the money.

19

he got the residual side of it as well.

20

the next strategy.

21

residuals here for a second.

Okay?

But we kept the profit and
Move on to

I want to move on to some

22

Here’s the residual income in a nutshell.

23

We own real estate, we’re going to let them use our

24

real estate.

25

our real estate, they owe us a monthly check.

And if they’re going to use or live in
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1

simple, obviously.

2

premise, then why do we have so many strategies around

3

that exact same idea?

4

audience that you choose to rent your property to

5

comes with its own bag of tricks.

6

sectors of society that all have pros and cons, the

7

(inaudible).

8

target audience?

9

So if that’s such a simple

There are different

The single-family home, who is the

AUDIENCE:

10

Here’s why, because the

Families.

MATT DAVIS:

The family.

There’s a lot of

11

people that want one, is that right?

12

very high, but what’s the con?

13

month.

14

rent, if you got a mortgage, you’re stuck paying the

15

mortgage.

16

they didn’t.

17

month of rent going missing can wipe out four or five

18

months worth of properties.

19

the edge at all times.

20

people out there that want it.

One family paying rent.

21

So the demand is

Pass or fail every
If they don’t pay the

So every month it is they paid the rent or
It’s pass or fail.

Oftentimes, one

So you’re very close to

But there’s a whole lot of
All right?

What if we took the same four-bedroom home,

22

and if they were near a campus renting it to college

23

students?

Is that a different audience?

24

AUDIENCE:

25

MATT DAVIS:
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1

you to actually fill up two students per bedroom as

2

long as there’s ample square footage in the bedrooms.

3

So now you have eight renters, all paying $500 a

4

month.

5

or $2,000 for the single-family home -- renter.

6

does not pay the rent and the others (inaudible) our

7

investment is hedged.

8

home, different audience.

9

there?

That’s 4 grand a month.

10

That is maybe $1,800
One

But it’s the same four-bedroom
You guys see that right

Would you agree if you’re going to do

11

single-family homes but now you’re going to do a

12

fourplex, is that a different sector of society?

13

AUDIENCE:

14

MATT DAVIS:

Yes.
What if you’re in Norfolk,

15

Virginia, like I am, I have a lot of assets out there.

16

Why?

What’s in Norfolk, Virginia?

17

AUDIENCE:

18

MATT DAVIS:

19

in the world.

20

audience.

One of the largest naval bases

Ranking for military -- military

Is that a whole different bag of tricks?

21

AUDIENCE:

22

MATT DAVIS:

23

(Inaudible).

Yes.
Which one do you think is going

to be more responsible, college students or the Navy?

24

AUDIENCE:

25

MATT DAVIS:
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1

cons of both of them, so let me go ahead and have you

2

write some of these down.

3

(inaudible); multiplex units and multiplex housing,

4

lease options.

5

lease option contract.

6

right now.

7

land, not the unit, maybe you own both.

8

whole different game as well.

9

Single-family homes

There are nine ways to structure a
I’m going to teach you one

Mobile home rentals, RV parks, you own the
That’s a

And if you want to be a property manager

10

where you’re now overriding all of other investors’

11

properties, if you’re the one doing the hustle work.

12

Commercial, you might have commercial buildings and

13

you’re renting to businesses instead of homes and

14

families.

15

mean, there’s a lot of things that are out there.

16

by the way, storage unit facilities are kind of the

17

cash cow.

18

(inaudible) unless you build, but now you’re talking

19

land acquisition or optioning the land, a little more

20

complex in nature.

21

You might have storage unit facilities.

I
And

(Inaudible) the acquisition is very

Okay?

Let’s go ahead and go over a very simple

22

(inaudible) right now.

I’m just going to do a

23

straight lease option.

I will come back to this list

24

of strategies in just a moment.

25

a chance to write it all down, you will, don’t worry.
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1

Let’s talk about a straight lease option.

2

Now, you guys remember the triangle we looked at

3

yesterday?

4

AUDIENCE:

5

MATT DAVIS:

Mm-hmm.
Dumpy houses down here at the

6

base, rental pool, median dotted line, up here in the

7

lease option sector, this is again the VP of the

8

company, he drives a Benz or a Beemer, has a decent-

9

sized family, does not have the creditworthiness to

10

get approved for a mortgage, but still wants to live

11

in a nicer neighborhood, and they’ve got the income to

12

be able to allow that.

13

Now, let’s take a look.

Sometimes it’s the

14

asset that dictates the strategy that you’ll be using.

15

So would you say that that’s a rental property or more

16

of a lease option clause?

17

the screen.

18

AUDIENCE:

19

Lease option.

20

MATT DAVIS:

What do you think?

Look at

Lease.

That’s lease option.

Lease option.

What

21

about that one?

That’s a five-bedroom

22

home.

23

bedrooms above the garage, three in the basement.

24

then this is Utah, so everything has a basement in

25

Utah because it’s a mountain home.

Full basement behind the (inaudible) two
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1

home, definitely lease option.

2

What about that one?

3

AUDIENCE:

4

MATT DAVIS:

5

one?

Lease option.

You can’t really see it.

6

AUDIENCE:

7

MATT DAVIS:

8

Lease.
What about this

What about that one?

(Inaudible).
The VP of the company that

drives a Benz does not want to live here, okay?

9

(Laughter.)

10

MATT DAVIS:

For rental.

Would you agree?

11

Now, hang on, technically, can you lease option any

12

property you want to?

13

AUDIENCE:

14

MATT DAVIS:

Yes.
Yes, okay, but again, the

15

caliber of home brings to the table a caliber of

16

buyer.

What’s that?

17

AUDIENCE:

18

MATT DAVIS:

Rental.
Hang on, full basement, four-

19

bedroom home, but I agree, that’s more of a rental

20

because, again, the VP doesn’t want to live there,

21

right?

22

What about that one?

23

AUDIENCE:

24

MATT DAVIS:

25

AUDIENCE:
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1

MATT DAVIS:

2

backyard with fences?

3

AUDIENCE:

4

MATT DAVIS:

Rental.

Do you like the

Yes.
(Inaudible).

Okay, that’s four

5

in Utah right there.

6

about 10, 12 miles, you’re going to be in Highland,

7

Utah.

8

AUDIENCE:

9

MATT DAVIS:

If you go slightly to the north,

Wow.
Obviously a lease option.

10

right, let’s go out to Kansas City, Missouri.

11

about that one?

12

AUDIENCE:

13

MATT DAVIS:

14

AUDIENCE:

16

MATT DAVIS:

Lease.
Lease option.

How about this

Lease.
Okay, think Kansas City,

17

Missouri, and, yes, that’s a lease option.

18

that one?

19

AUDIENCE:

Lease.

20

AUDIENCE:

Rental.

21

MATT DAVIS:

What about

Kind of on the bubble, would

you agree?

23

AUDIENCE:

24

MATT DAVIS:

25

How

one?

15

22

All

Yeah.

lease option property.
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1

AUDIENCE:

2

MATT DAVIS:

3

(Laughter.)

5

MATT DAVIS:

(Laughter.)

8

MATT DAVIS:

10

What about that

Stay away from that one.

(Inaudible).

7

9

(Inaudible).

one?

4

6

It’s yours.

that either.

All right.

No, I don’t own

That’s a drastic zoning -- zoning

violation.

11

All right.

There are four ways to get paid

12

on a straight lease option contract.

13

want to write down on a new sheet of paper, straight

14

lease option.

There are nine ways to structure a

15

lease option.

Here we go.

16

structure -- the first way to get paid, excuse me --

17

put this up on the screen -- before I tell you what to

18

write down, I want you to understand the concept.

19

This will make better sense if you watch my hands,

20

okay?

21

right?

22

All right, we

The very first way to

This is purchasing; this is renting.

All

In both scenarios, purchasing or renting,

23

you have to come up with a higher up-front initial

24

amount to just execute the deal, don’t you?

25

down payment.

This is a

It’s VA or FHA, it might be three and a
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1

half percent or whatever.

Most conventional loans, 20

2

percent down.

3

come up with when you are renting?

Is there an up-front amount you have to

4

AUDIENCE:

5

MATT DAVIS:

Yes.
First and last month’s rent,

6

plus deposit.

Is that right?

And then you start

7

making the monthly rental payments.

8

scenario, there’s a higher up-front bump.

9

people do it like that?

So in that
Why do

Because if you can’t afford

10

the up-front amount, it’s not likely that you’re going

11

to be a viable renter or buyer.

12

that?

13

AUDIENCE:

14

MATT DAVIS:

Would you agree with

Yes.
So purchasing, renting, and

15

lease option is a hybrid between the two.

16

buying yet, but if you go too low with your pricing

17

structure, you’ll be attracting a rental audience.

18

Does that conceptually make sense?

19

AUDIENCE:

20

MATT DAVIS:

They’re not

Yes.
Okay, this is why investors on

21

lease option investments fail.

And I would say they

22

fail miserably.

23

audience.

24

is a difficult sale.

25

got turned down for financing, they clearly already

They’re going after the wrong

Trying to talk renters into a lease option
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1

want to buy something that they can’t because usually

2

something’s wrong with their credit, to get them to

3

fall into lease option, how many agree that’s going to

4

be a better experience?

5

Because, otherwise, they have to fall all the way down

6

to the rental -- and they don’t want to rent; they’d

7

rather be out there waiting for home ownership.

8

Because if it’s not now, they’d rather be going

9

forward that -- that home ownership position.

10
11

Can I see your hands?

Okay?

So purchasing, 20 percent down; rental,
first and last month’s rent.

12

AUDIENCE:

13

MATT DAVIS:

What’s this?

(Inaudible).
Okay, but what are they paying

14

for up front?

Is this a down payment for the long-

15

term purchase of the house?

16

AUDIENCE:

17

MATT DAVIS:

No.
It’s not.

All right.

And this

18

is sometimes hard for brand new students to wrap their

19

brain around the idea of why would somebody give you

20

an up-front amount when it’s not going toward the

21

purchase of the actual home.

22

option and throw it out the window for a second.

23

Right now, this is my house.

24

the open market to cash in.

25

AUDIENCE:
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1

MATT DAVIS:

If you’re going to tie me up

2

and make me wait three years to sell this home and

3

have a good payday, you owe me a premium to tie me up

4

for three years.

5

the home.

6

stock options, are you buying the stock itself?

7

you’re paying for the option on the stock.

8

cost money?

Now (inaudible) example, when you’re buying

9

AUDIENCE:

10
11

You’re paying for the option, not

MATT DAVIS:

No,

Does that

Yes.
Yes.

Does that option

eventually expire?

12

AUDIENCE:

13

MATT DAVIS:

Yes.
Yes.

And when you buy a stock

14

option, do you predetermine the amount you can buy the

15

stock for?

16

AUDIENCE:

17

MATT DAVIS:

Yes.
Yes, you do.

And why would you

18

do that?

If you bought a stock option and you buy the

19

right to buy it down here, your bet is the stock is

20

going to shoot up, and when it’s up here, you exercise

21

your option to buy it down here because you bought the

22

option.

And then you sell the stock on the open

23

market.

But the option cost money up-front, didn’t

24

it?

25

to buy it from me later on and you have the right to

Replace the stock with a house.
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1

do so, they owe me a premium to pay for the option.

2

Does that make sense?

3

AUDIENCE:

4

MATT DAVIS:

Yes.
Okay.

So keep in mind, if you

5

go too high on it, you’re not going to get anybody to

6

spend the money with you.

7

attracting the wrong buyers.

8

write this down.

9

consideration.

If you go too low, you’re
Okay?

So go ahead and

It’s NROC, nonrefundable option
Now, this is brand new for a lot of

10

students, especially in the State of Texas because

11

most agents are going to tell you this is not possible

12

in the State of Texas.

13

I’ll show you a way around the -- that Texas does this

14

once we understand the whole concept.

15

And that is simply not true.

Nonrefundable option consideration.

Do not

16

call this a down payment.

17

toward the principal purchase of something.

18

right?

19

of the house.

20

the house.

21

from 4 on up to 8 percent of the existing fair market

22

value.

23

understand what is it for, when is it paid.

24
25

A down payment is going
Is that

This is not going for the principal purchase
This is going to pay for the option on

You’re going to find it landing anywhere

So that’s a pretty sizable scale, so let’s

And let’s look at the scale.

If you’re

higher on the scale, half-a-million-dollar home, 500
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1

grand, 8 percent of 500 grand would be 40,000 bucks.

2

I’m just going to hand you 40 grand just to pay the

3

option.

4

percent, which is 20 grand.

5

fail.

6

that’s pretty expensive.

7

Now, you would have to swing closer to the 4
This is where investors

Some people are thinking, well, 20 grand,

Watch.

If they can’t afford a $20,000 NROC

8

on a half-million-dollar home, then they will never be

9

able to afford a 20 percent down payment when it comes

10

to buying a home, which is 100,000 bucks.

11

can see that this is a qualifier?

12

up the bill for this, they will never be able to

13

afford the house.

14

Yes?

15

the riffraff but low enough so the dogs will eat it.

16

And you’ll get that, all right?

17

How many

If they cannot pony

How many can see that right there?

So you need to keep it high enough to get rid of

Now let’s run down on scale.

You got a

18

$50,000 purchase, 4 percent of that is only 2 grand.

19

Obviously, that’s way too low.

20

higher for the (inaudible).

21

you are on the scale.

22

always crawl, you can never fly.

23

start at 25 grand and they choked at the idea, well,

24

you can always adjust down to 20 grand.

25

start at 20, you’re never going to be able to climb to
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1

25.

Start high.

2

Once they pick -- once they have paid your

3

up-front amount, now they owe you a monthly premium,

4

don’t they, kind of like rental rates?

5

on their way toward home ownership, can we validly

6

charge them higher than rental rates?

7

saying that’s too expensive, I want to pay rental

8

rates, then go rent a house.

9

This is going to be your house, and I can validly

But if they’re

(Inaudible)

This is not a rental.

10

charge you higher premium, about 20 percent.

11

that down.

12

Write

So we’re going to be able to raise the

13

monthly by 20 percent.

Now, some investors to

14

validate the extra 20 percent will set perhaps some of

15

or all of the extra 20 percent aside in a separate

16

savings or escrow account, so that money’s now

17

building up over time during the three-year period.

18

And that money set aside is intended to assist with

19

the what?

20

AUDIENCE:

(Inaudible).

21

AUDIENCE:

Down payment.

22

MATT DAVIS:

Down payment, when they go

23

ahead and buy the home.

Now, I don’t do that.

A lot

24

of investors do just (inaudible) the extra 20 percent.

25

All right?

I think, and this is my opinion, this is
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1

my house.

2

toward home ownership, I can charge you a higher

3

premium, end of story.

4

You want me to actually put you on your way

Okay?

So what if they do not exercise the option

5

to buy?

What happens to the excess cash set aside in

6

escrow or savings.

7

that forfeit to us?

8

AUDIENCE:

9

MATT DAVIS:

Does that go back to them, or did

(Inaudible).
It forfeits to us.

So you’re

10

going to make it sting a little bit, sting, S T I N G,

11

it’s hard to hear that annunciation on the microphone.

12

But you’re going to make it sting a little bit if they

13

don’t buy the house.

14

kick in the pants to come buy your home because that’s

15

your bigger payday.

You want them to have that extra

All right?

16

Does that forfeiting of the 20 percent extra

17

have to be specified in your contract before we begin?

18

What do you think?

19

AUDIENCE:

20

MATT DAVIS:

Yes.
Of course it does, all right?

21

They give you the money up-front, they’re paying the

22

monthly residuals like we got on the screen.

23

predetermine your buyout price three years later,

24

okay?

25

when they begin this contract with you.

You

You predetermine what they can buy the home for
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1

So that’s the third way of getting paid.

2

to build in a little bit of growth into the sale of

3

this home.

4

They’re buying it for three years later’s value.

5

We’re going

They’re not buying it for today’s value.

Now, I’ve got some investors that do this,

6

and this is idiotic.

7

you can buy the property for what it’s worth three

8

years later, okay, why would I say that’s idiotic?

9

AUDIENCE:

10

MATT DAVIS:

They’ll do this.

They’ll say if

(Inaudible).
What if the value goes down?

11

You build in some growth, predetermine the buyout

12

price.

13

they don’t have to buy this home.

14

it’s predetermined and forcing some appreciation and

15

therefore ensuring your profits.

16

They make it -- if the value does go down,
But if they do,

If your market is growing faster than 3

17

percent, can you raise that appreciation rate?

18

do you think?

19

AUDIENCE:

20

MATT DAVIS:
Here’s why.

What

(Inaudible).
You can, but I would advise not

21

to.

Let’s take a look at this.

If

22

you’re building in 3 percent growth but your market is

23

growing by 5 or 6 percent growth, at the end of three

24

years, we’re able to buy it for this when the home is

25

worth this.

Well, that’s another kick in the pants to
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1

get off the fence and come buy the home.

2

some profit, but you didn’t get greedy on it.

3

pretty standard national average is 3 percent annual.

4

You built in
So the

Let’s see if we did the math correctly.

Get

5

out your calculators.

Let’s say we have a home today

6

worth $100,000, factoring in 3 percent annual growth,

7

what will we sell the home for in three years?

8

AUDIENCE:

170.

9

AUDIENCE:

109.

10

MATT DAVIS:

11

AUDIENCE:

12

MATT DAVIS:

Nope.
109.
Okay, you guys, at the end of

13

year one, it’s worth 103.

14

103.

15

AUDIENCE:

16

MATT DAVIS:

17

AUDIENCE:

18

MATT DAVIS:

You then take 3 percent of

Oh.
It compounds.

Not (inaudible).

109 27.
Nope.

Like I said, at the end

19

of year one, it’s 103 grand.

Now you take 3 percent

20

of 103 grand.

21

effect.

22

exact.

23

numbers on your calculators (inaudible).

24

a smartphone, do it like this.

25

smartphone, hang on to the second explanation.

So it has that little compounding

The correct answer is 109,272.70, to be
Okay, you guys, I’m watching you guys get
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1

second.

2

This is the first explanation.

3

a smartphone, take 100 grand into your calculator,

4

times 1.03.

5

year one, it’s 103.

6

the second year, and hit your equals button for the

7

third year, there you go.

8
9
10
11

If you have

Hit your equals button, so at the end of
Hit your equals button again for

109,272.70.

If you have a regular calculator, you’re
going to go current year market value, 100 grand,
times 1.03, times 1.03, times 1.03.
If you have a smartphone, just hit the

12

equals button.

13

if you want to write it down just so you have it on

14

your notes, write it down.

15

times 1.03 -- and you guys know when you multiply by

16

one it already multiplies by itself, but if you add

17

the .03 to it, it compounds the money.

18

by 1.03 for the second year, and multiply again by

19

1.03 for the third year.

20

It repeats the prior task.

Okay?

So

Current fair market value

Multiply again

So 109,272.70, to be exact, okay?

21

(Inaudible) when you pay on this straight lease option

22

contract, when does the deed change hands?

23

beginning when you collect your NROC, or at the end

24

when they buy the home?

25

AUDIENCE:
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1

MATT DAVIS:

2

great State of Texas.

3

AUDIENCE:

4

MATT DAVIS:

At the end.

Except for in the

Really?
This is where it’s different,

5

okay?

So before we explore the Texas workaround,

6

let’s just write down the fourth.

7

owner during the three-year interim, can we get the

8

tax benefits of that property on our taxes?

9

deduction that we are able to count is called

If we’re still the

The

10

depreciation.

11

property on our taxes because we’re still technically

12

the owner.

13
14

So we are able to depreciate the

Do you all know how long you can depreciate
a property legally on your taxes?

15

AUDIENCE:

16

MATT DAVIS:

(Inaudible).
Twenty-seven and a half years,

17

27.5.

I don’t know why it’s “and a half years.”

18

don’t -- but it is, 27 and a half years.

19

(inaudible) show you what that means when it comes

20

down to you filing your own tax return.

21

please take into your calculator, put

22

the median cost is for a home around here, 420,000.

23

Now please divide 420,000 by 27.5.

24

what’s your number?

25

AUDIENCE:

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

I

So

Everyone
-- as I say,

Divide it by 27.5,

Fifteen thousand two seventy --

EX 9, p. 243

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 245 of 423
244
1

MATT DAVIS:

15,200 and change.

So let’s

2

just say 15 grand.

3

that’s an extra 15,000 tax deduction that flows

4

through the property to your own personal return.

5

many did not know about this deduction?

6

your hands?

7

the best investments in the world.

8

get the depreciation for that on your taxes, but you

9

also get the positive cash flow on the top side as

10

well.

When you file your tax return,

How

Can I see

See, this is why real estate is one of
Not only do you

You’re getting both.

11

Stocks don’t give you that.

12

give you that.

13

why we want a house.

14

ten homes in your portfolio.

15

deduction.

16

know about it.

17

this, some people think, well, when you sell the home,

18

you have to recapture that deduction.

19

Watch.

20

on your real estate.

21

Real estate does.

Bonds don’t

All right?

That’s

Multiply it by ten if you have

This is major.

That’s $152,000 tax
And a lot of people don’t

So watch what happens.

When I say

No, you don’t.

That is only if you take a rapid acceleration

Do you know what that means?

22

know what that means?

23

If you’re able to take the deduction for 27 and a half

24

years, some people, because they made a lot of money

25

on year one, are going to accelerate a ten-year
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1

schedule -- in other words, get ten years’ worth of

2

debt reduction on year one.

3

now you’re locked up for ten years.

4

That -- if you do that,

If you sell the home three years into your

5

ownership period, but you took ten years’ worth of

6

benefit on year one, you then do have to recapture the

7

other seven years for which you had the benefit on

8

year one.

9

you take a regular annual depreciation schedule on

How many see that right there?

Yes?

So if

10

your real estate, it won’t lock you up, it gives you a

11

good deduction, and most people don’t know about it.

12

Pretty cool.

13

owner of the property.

14

All right?

This is if we’re still the

So let’s review.

Up-front bump, the

15

monthly, it’s building some growth, and we get the tax

16

deduction while we’re still the owner.

17

State of Texas, consider this, tie it to the contract,

18

a delayed purchase contract.

19

purchase contract.

20

purchase contract in the State of Texas, the deed will

21

change hands, day number one you collect an NROC, your

22

initial up-front bump.

In the great

Yet it is still a

And when you execute any sort of a

23

So if they don’t buy your home long-term,

24

you have to exercise foreclosure proceedings to get

25

your home back instead of eviction proceedings.
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1

this a bigger mess?

2

let’s talk about how to -- how to get around it, all

3

right?

4
5

What do you think?

Okay, so

Did you have a question real quick
(inaudible)?

6

AUDIENCE:

I just was curious on number two,

7

the (inaudible) saying (inaudible) going back to

8

(inaudible).

9

It’s all going into your pocket?

MATT DAVIS:

That’s what I do.

Okay,

10

especially if you have 20 percent, is that going

11

towards the purchase of the home?

12

you want to do as the investor.

13

do that just to validate the extra 20 percent monthly.

14

Okay, I’d rather watch you do this, and check this

15

out.

16

money -- go higher and then share 50 percent of that

17

for the long-term purchase (inaudible) for 20 percent

18

on the monthly.

19

day long?

20

It depends on what
A lot of investors

I’d rather see your NROC -- your initial

See how you can mess with these all

If you make your NROC even higher, that

21

qualifies the client that much more.

22

afford your NROC, they can never -- they will never be

23

able to afford your home.

24

front (inaudible) even higher, that qualifies the

25

client better, share a part of that through the long-
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1

term purchase if they buy.

2

surrendered to you as the investor.

3

If they don’t, that’s

Write this down.

Okay?

Everybody has to write

4

this down.

In the State of Texas, you will go to the

5

State of Texas website and download a document.

6

called the Texas HB, HB as in boy.

7

The Texas HB 1823.

8

page document.

9

have to -- you can’t take this verbiage and lump in

The Texas HB 1823.

HB as in boy, 1823.

It’s a one-

It essentially states this, and you

10

your lease option contract.

11

separately.

12

It is

It has to be signed

This document, when they sign it, is

13

something you’ll have them sign when they’re signing

14

the lease option contract.

15

waives the client’s right to take possession of the

16

deed until the complete purchase three years later.

17

So with -- you can get it directly off of

The Texas State HB 1823

18

the Texas State website.

19

the Texas HB 1823, we were able to execute this

20

straight lease option in the exact manner that I

21

taught it if you’ll add that document to your lease

22

option contract as well.

23

contract.

24

separate.

25

Okay?

With the addition of

It’s not in the same

Keep it separate.

It has to be signed

Okay, and a way around that as well, if you
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1

agree in a rental range for three years, and then you

2

show them the option to purchase with a separate

3

contract, would that get around this as well, just

4

renting it until they buy?

5

AUDIENCE:

6

MATT DAVIS:

Yes or no?

Yes.
Well, there’s ways around it.

7

But this is such a phenomenal strategy, if you’re

8

willing to find ways around it, and there’s several

9

ways, folks, watch what happens.

You’re making more

10

money on the monthly as well as the up-front.

11

you have somebody on their way toward home ownership,

12

are you going to have the same agency rates as you

13

would a rental?

14

AUDIENCE:

15

MATT DAVIS:

When

No.
No.

When there are leaky

16

faucets that need to be fixed -- this is going to be

17

their house -- who fixes leaky faucets?

18

AUDIENCE:

19

MATT DAVIS:

They do.
They do.

Major repairs like a

20

new water heater, that’s split 50/50, depending on how

21

you set up the contract.

22

would it be a good idea to take some of the money,

23

let’s say 500 bucks, out of the NROC and buy a home

24

warranty for $500 so it protects the major appliances

25

in the event they go out?
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1

can mess with this all day long.

2

money.

3

We’ll make more

You got a (inaudible) on the table.

You’re

4

not playing landlord anymore fixing leaky faucets, and

5

you have a lower vacancy rate.

6

a straight lease option like I do?

7

the strategies, for example, the homes that you made -

8

- that you buy from us, like at the base summit for

9

example, those were renters (inaudible) in there.

How many of you love
Awesome.

A lot of

You

10

may consider once that rental contract expires moving

11

them out or allowing them the option to renew with a

12

lease option contract.

13

experience.

14

I think you’ll have a better

Okay?

Moving forward.

We’re going to do one more

15

thing before our lunch break.

16

AUDIENCE:

17

MATT DAVIS:

(Inaudible)?

Yes.

18

you guys.

19

bursting at this point?

I know it’s a lot of content,

How many times have you had your brains

20

(Laughter.)

21

MATT DAVIS:

All right, we got 15 minutes

22

before we take our lunch break (inaudible).

23

(inaudible) remind you yesterday morning and we all

24

agreed the amount of money that you spent to be here,

25

you’d (inaudible) that has a lot of content.
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1

the middle of it right now.

2

and have you solve a puzzle.

3

this as a group on our first one.

4

And I’m going to go ahead
And we’re going to do

And once I show you the premise of the

5

problem, and let me try to pause on that and have you

6

go back to junior high and high school.

7

remember story problems?

8

estate is?

9

AUDIENCE:

10

MATT DAVIS:

Do you all

What do you think real

A story problem.
A story problem.

The story

11

spits out a set of numbers.

And then you got to solve

12

the puzzle.

13

ago, no next of kin, the woman passed away, the state

14

seized it (inaudible) put it out there, there’s a

15

reason why (inaudible) set it at 50 grand, opening

16

bid.

Hoarder house, fire damage, six years

The story spits out a number.

17

This is why there’s only cash offers taken,

18

no owner-financing is even allowed to take an offer.

19

So these stories or these situations spit out numbers,

20

and you got to solve the story problems.

21

we do.

22

going to let go of your hand and say what would you

23

do.

24

down and what I hope you’ll learn from this is if you

25

don’t try, all right?

That’s what

And so I’ll show you the story, and then I’m

And the only thing that’s going to really break
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1

solve the puzzle, I’m going to have you stand up out

2

of your chair and in front of everyone -- a little

3

baseball talk -- take a swing at the ball.

4
5

Now, you can’t hit the ball unless you swing
the bat.

Is that right?

6

AUDIENCE:

7

MATT DAVIS:

Yes.
And I know it’s a little

8

daunting sometimes to stand up in front of people who

9

may not know, and try to try it, but guess what, if

10

you’re wrong, I’m only going to thank you for

11

participating and trying, because that’s more than

12

some people will do.

13

afraid to try.

14

Is that right?

So don’t be

That’s all I ask.

Pre-foreclosure property due to a divorce.

15

Both parties can afford the payments.

16

they’re not making the payments because they’re being

17

stubborn.

18

doing it; you do it, nah-nah-nah.

19

behind on the payments, and they got a notice of

20

default letter.

21

deal that I worked on.

22

All right?

Both.

You make the payment.

But

I’m not

And they fell

And by the way, this is an actual

Fair market value is 90 grand.

23

owed $80,000 on the mortgage.

24

year loan.

25

therefore, 27 years left.

They still

The mortgage was a 30-

They were three years into their mortgage,
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1
2

The details on the house are as follows.

Do

you all remember what PITI stands for?

3

AUDIENCE:

4

MATT DAVIS:

(Inaudible).
Principal, interest, taxes, and

5

insurance.

6

payments were 550.25.

7

insurance cost was 108.34.

8

numbers up, principal, interest, taxes, and insurance,

9

PITI, is 833.56.

10

Here we go.

Principal and interest
Taxes were 174.97.

And the

So when you add the three

By the way, that PITI acronym will be on one

11

of the future puzzles.

12

what it stands for, PITI.

13

behind on payments, which is where they get their

14

notice of default letter, and pre-foreclosure begins,

15

we would take the monthly payment, multiply it by

16

three, we got $2,500.68 arrears or behind on payments.

17

Hint, hint.

You need to know

So if they’re three months

But when they’re not making their payments,

18

they are suffering penalties and fees of 203.75, so

19

our grand total at the bottom, $2,704.43.

20

wait for you to catch up for a moment.

21

And I’ll

As we reach out to the homeowners, we need

22

to ask about the condition of the home as well.

23

you agree?

24

AUDIENCE:

25

MATT DAVIS:
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1

homeowner the condition of their home, what they say

2

to what it actually is, two very different things.

3

the homeowner says our home is in excellent condition.

4

Good, good, good, that sounds great.

5

How many kids do you have?
Teenagers.

Three.

So

How old

6

are they?

How many dogs do you have?

7

Two.

8

about 3 grand worth of work that needs to be done.

9

It’s not major, but a little bit of spruce-up, paint,

Hmm, how big are they?

So we learn that there’s

10

maybe some flooring, all right, not that big a deal,

11

but it needs something, all right?

12

excellent condition, but is in good condition.

13

right?

14

AUDIENCE:

15

MATT DAVIS:

So it’s not
All

(Inaudible).
Put it up there.

Three grand

16

worth of work, which now adds to our prior total,

17

$2,704.43 plus 3 grand, we now have a new total of

18

5,704.43.

19

taking notes and then just begin to analyze the

20

situation, because as we investigate the rental rates

21

in the area, we learn that the rental rates will not

22

cover the payments.

23

AUDIENCE:

24

MATT DAVIS:

25

And the final component, so we can stop

cover the payments.
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1

do?

2

AUDIENCE:

3

MATT DAVIS:

4

The question is can we ask who

they’re financed with.

5
6

(Inaudible).

AUDIENCE:

You can ask anything you want.

But what I’m saying is

(inaudible) Chase has the mortgage --

7

MATT DAVIS:

If Chase has the mortgage on

8

it, and I’m glad you’re asking, because you’re taking

9

a swing at the ball -- thank you.

All right?

Is that

10

relevant to this particular equation?

11

you’re going to, D’Angelo, is a short sale.

12

sale is triggered when there’s no equity in the home.

13

The loan is up here, the value is somewhere down here.

14

Is that the case regularly?

15

AUDIENCE:

16

MATT DAVIS:

17

AUDIENCE:

18

MATT DAVIS:

19

AUDIENCE:

20

MATT DAVIS:

See, what
A short

No.
What’s the home worth?
(Inaudible).
(Inaudible) eight-oh?
(Inaudible).
Well, there’s still some

21

equity.

Not much, but that part -- that particular

22

angle I taught would not be relevant.

23

you.

Okay, but thank

I appreciate you taking a swing.

24

AUDIENCE:

25

MATT DAVIS:
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1

stand up (inaudible).

2

this?

3

up.

4

Who wants to?

AUDIENCE:

You guys want to take a shot at
Ladies first.

Go ahead, stand

Well, I was thinking (inaudible)

5

because when you subscribe the old -- the loan, the

6

expenses to (inaudible) all that, and then (inaudible)

7

90,000 my total expenses, so I don’t know how you make

8

money on that.

9
10

MATT DAVIS:

So you’re saying there’s not

enough margin in the deal.

11

AUDIENCE:

12

MATT DAVIS:

13

Anybody else want to take a swing at the

14
15

ball?

Go ahead, Ken.
KEN:

Right.
Okay.

Thank you very much.

Stand up, please.

You could offer -- whoever’s going to

16

end up with the kids, you offer that person a lease

17

option that for a (inaudible) payment (inaudible).

18

MATT DAVIS:

19

KEN:

Okay.

Of $6,000, $7,000, they can remain in

20

the home, they can pay 950 a month, and three years

21

now, you -- well, 950 a month plus the credit repair

22

cost, and three years from now, you would sell it back

23

to them at the -- with the addition of appreciation --

24

MATT DAVIS:

25

KEN:

Okay.

-- until you sell it back to them for
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1

98.

2

MATT DAVIS:

3

option strategy then.

4

So you’re thinking a lease
Okay (inaudible).

Let’s go over this for a minute.

All right.
All right,

5

analyze who we’re selling to.

6

strategy intended to turn people into homeowners.

7

they already own this home?

8

AUDIENCE:

9

MATT DAVIS:

Lease option is a
Do

Yes.
They do.

So for them to pay

10

you a $7,000 NROC, where they would only really just

11

need to make up the back payments, which is 2,704.43,

12

all right?

13

option back to them because they already own the home

14

right now, so they really don’t need (inaudible) all

15

right?

16

They wouldn’t really need you to lease

Beyond that, though, you can lease option

17

something to them that you just do not own in the

18

first place.

19

you breaking rule number one and paying retail for

20

real estate?

If you (inaudible) this from them, are

21

AUDIENCE:

22

MATT DAVIS:

Yes.
It’s worth 90; you’d have to

23

come up with 85,700-ish to be able to take down enough

24

plus back-ends, fees, and penalties.

25

paying (inaudible).
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1

Appreciate you taking a swing at the ball.

2

Yes, Sebastian?

3

SEBASTIAN:

4

Okay.

Go ahead and stand up.

All right, so these guys are

going through a divorce, so they --

5

MATT DAVIS:

6

SEBASTIAN:

(Inaudible).
-- they’re going through a

7

divorce, and so the problem is that they don’t want to

8

pay -- they don’t want to be with each other in there.

9

So you tell them -- you lowball them and you tell them

10

I’ll take this off your hands for 60 grand cash right

11

now.

12

so you have over 67.

13

market value, pay back the mortgage and then spread

14

it.

15
16

What you do is you -- you invest in the $5,700

MATT DAVIS:

You sell the house for fair

Okay, who’s going to have a

problem with that?

17

AUDIENCE:

(Inaudible).

18

AUDIENCE:

The bank.

19

MATT DAVIS:

The bank is owed 80 grand.

The

20

bank will let you buy this home for less than what is

21

owed on the mortgage?

22

AUDIENCE:

23

MATT DAVIS:

No.
Not when there’s equity in the

24

house.

A home that’s worth 90 and they owe 80, the

25

bank is better off sending this thing to auction and
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1

getting some sucker to pay retail for it, and they’ll

2

get (inaudible).

3

actually decrease the amount that is owed to

4

accommodate your purchase when they could get top

5

dollar at an auction.

So they’re not going to want to

6

AUDIENCE:

7

MATT DAVIS:

8

that.

9

swing.

All right?

Does that make sense?
Yeah.
The bank’s not going to do

Thank you, Sebastian, for taking a

All right?

10

Bryce, go ahead, take a swing.

11

BRYCE:

I mean, I don’t have anything

12

different, I just agree with it’s not a good deal.

13

You don’t have enough money to make a profit.

14
15

MATT DAVIS:
away as well?

Okay, so you’re saying walk

Okay.

Thank you very much.

16

Go ahead (inaudible).

17

AUDIENCE:

18
19

(Inaudible) foreclosure, I would

just pass on the deal.
MATT DAVIS:

Pass on the deal as well.

20

many of you want to no-thank-you?

21

want to pass on it?

22

pass on this deal?

23

All right?

Let’s take a vote.

to go see it first?

25

AUDIENCE:
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1

MATT DAVIS:

2

a second.

3

10 -- 10, 15 people.

4

Tuesday afternoon?

Okay, let’s go with that for

That’s a decent amount of people, that’s
What if it’s 5:30 p.m. on a
What’s happening at that hour?

5

AUDIENCE:

6

MATT DAVIS:

Rush hour.
Rush hour traffic.

7

this home is across town.

8

take you to get there?

9

AUDIENCE:

10

Let’s say

How long is it going to

(Inaudible).

MATT DAVIS:

About an hour.

Walk around the

11

place, listen to why it’s the other person’s fault why

12

they’re getting a divorce.

13

your car and hope the traffic’s died down.

14

spent three hours-ish.

15

home, did the numbers change?

16

of time.

17

They think they’re doing deals because they’re out

18

there looking at homes.

19

home if the numbers don’t validate that visit.

20

may want to write that down.

21

see a home unless the numbers validate your visit.

22
23

This happens.

Get back in
You maybe

And by the time you got back
That would be a waste

And this is common for brand new students.

All right?
making money.

Okay?

24

JOSH:

25

MATT DAVIS:
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1

take a swing?

2

Who thinks we should walk away from this

3

deal?

That’s the right answer.

4

if you guys would walk away.

5

would (inaudible) close the idea of breaking the very

6

first rule that I gave you yesterday morning, which

7

was what?

8

AUDIENCE:

9

MATT DAVIS:

I just wanted to see

I wanted to see if you

Don’t buy retail.
Do not pay retail for real

10

estate.

If you buy this, you’re going to go ahead and

11

be paying retail for real estate.

12

get creative and try to play marriage counselor, this

13

or that, and who wants to (inaudible) you guys?

14

away from this deal.

15

All right?

You may

Walk

But wait a minute, how did I make $31,000 on

16

this deal?

And by the way, I also provided just shy

17

of $31,000 margin for the divorcing couple as well.

18

There’s $62,000 in margin in this that you’re not

19

seeing.

You guys agree with that?

20

AUDIENCE:

21

MATT DAVIS:

22

(Inaudible).
I will show you the numbers.

You’re not seeing it, am I right?

23

AUDIENCE:

24

MATT DAVIS:

25

SEBASTIAN:
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1

than --

2

MATT DAVIS:

Nope, fair market value, backed

3

up with four comparables, 90 grand.

That’s what it’s

4

worth.

5

Okay?

6

you this, I want you to know you got the right answer

7

if you said walk away.

8

you so far, you should walk away from this deal.

9

I’m pretty sure you’d rather profit about 31 grand on

And I’m not adding a west wing to this house.
62 grand in margin.

So hang on, before I tell

But due to what I’ve taught

10

this and provide almost that same amount to the

11

divorcing couple.

How many agree with that?

12

AUDIENCE:

13

MATT DAVIS:

But

Yes?

Yes.
The problem is, you don’t know

14

that strategy.

15

And I’m not trying to be tricky with you guys.

16

right answer thus far was to walk away.

17

said, I’m pretty sure you’d rather make money on this,

18

but how many deals are you going to walk away from not

19

seeing what you could have done?

20

question because you don’t know what you don’t know.

21

You don’t know that strategy yet.

22

I haven’t taught that strategy yet.
The

But like I

You can’t answer the

Is that right?

So when you change the way you’re looking at

23

a home, with strategies, and I like to think of

24

strategies, you guys, as arrows in a quiver.

25

(inaudible) will only have two arrows -- flip or rent.
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1

There’s many more arrows that I’m trying to get you

2

guys in your quiver.

3

That way, when you see a deal, you’ve got

4

the right arrow to pull, because you know the

5

information, again, I’m (inaudible), becoming a good

6

investor, I told you this yesterday, the two things --

7

being able to find real estate before anyone else

8

does.

9

Can I see your hands?

How many still agree that’s a talent to learn?
Secondly, being able to

10

maximize the asset.

11

deal because you don’t see the margin.

12

show you the margin.

13

first of all?

14

AUDIENCE:

15

MATT DAVIS:

16

AUDIENCE:

17

MATT DAVIS:

18

(Laughter.)

19

MATT DAVIS:

20

Most people walk away from this
I’m going to

You guys want to see the house

Yes.
Here’s the house.
(Inaudible).
Just look at the picture.

Pretty sure (inaudible) exact

same page (inaudible).

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

the ugly (inaudible).
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1

AUDIENCE:

2

MATT DAVIS:

Mm-hmm.
But you look closer (inaudible)

3

has a beehive on top of their head, that’s a waste

4

line, that’s a bottle, that’s a guitar, mustache,

5

sombrero (inaudible) corridor, all right?

6

see the golden chalice in the middle.

7

pictures here.

8
9

Some people

There’s three

So this is a house that (inaudible) because
when you change the way you look at things, the things

10

that you look at change.

11

home, you should walk away.

12

different angle with 62 grand pulling out of the

13

middle.

14

Right when you look at this
I’m going to show you a

This is opportunity calling, and I had you

15

write this down yesterday.

16

this space for a little bit, all right?

17

know what you don’t know, and that’s normally what

18

causes people not to maximize their experience as an

19

investor.

20

make some money.

21

becoming downright rich is your education.

22

And I need you to sit in
You don’t

I said this yesterday, every one of us can
The difference between that and
Okay?

So let me go ahead and give you another

23

example of this, and I think this would be a good note

24

to end on.

25

back.

Paul Senior, Paul Junior, because Junior’s

Paul Senior has been investing in real estate
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1

most of his life -- adult life.

2

his son, who was in his young twenties, to the class

3

and wanted to learn more about investing, all right?

4

And he was bringing

(Inaudible) questioned more about Paul

5

Senior’s experience in real estate, we learned he had

6

about $3 million asset base.

7

that’s maybe some real estate, not much.

8

Columbus, Ohio.

9

Columbus, Ohio, you guys?

Now, around these parts,
But this was

Is that a lot of real estate for

10

AUDIENCE:

11

MATT DAVIS:

Yes.
That’s a lot of real estate.

12

As we began learning more about him, we learned he was

13

making about $100,000 a year positive cash flow,

14

residual.

Is that pretty good?

15

AUDIENCE:

16

MATT DAVIS:

17

Yeah.
Come on, you guys.

Is that

pretty good?

18

AUDIENCE:

19

MATT DAVIS:

Yeah.
(Inaudible) numbers, that’s

20

pathetic.

I said 3 percent ROI.

$3 million bucks and

21

only making 100 grand a year is not a great return.

22

He didn’t even see that he was losing $350,000 a year.

23

Okay, I realize when you hear that you think how does

24

somebody not know they’re losing 350 grand a year?

25

Come on.

Watch.
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1

We taught him how to reallocate his asset

2

base.

In other words, change the strategies he was

3

using, and he took his 3 percent ROI on up to a 15

4

percent ROI.

5

$450,000 he should have been making every year.

6

Didn’t even see it.

7

of 350 a year.

8

so much more.

9

that equals millions of dollars.

10

Fifteen percent of $3 million is

So that was an opportunity lost

Making some, should have been making
Over a lifetime of investing, obviously
Didn’t see it.

(Inaudible) what you don’t seek, you guys.

11

All right, do you guys want to know what I did not his

12

last deal?

13

but I’ll teach you later.

14

did a modified subject to sandwich lease option with a

15

simultaneous close.

16

AUDIENCE:

17

MATT DAVIS:

All right, it’s not going to make sense,
I promise you I will.

I

Oh, my gosh.

18

was, is that right?

19

AUDIENCE:

20

MATT DAVIS:

That’s what your next guess

Yeah.
You may not have even heard

21

anything except for the word “sandwich” because you’re

22

hungry right now.

Am I right?

23

(Laughter.)

24

MATT DAVIS:

25

So the subject to world

(inaudible) but we just have to (inaudible) yet at
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1

UNIDENTIFIED MALE:

2

:

3

I have digital pictures.

Yeah.

UNIDENTIFIED MALE:

That's how I was going

4

through it (inaudible).

I started scrapbooking, by

5

the way.

I had no idea.

6

Michael's --

It's a blast.

7

:

8

:

10
11

Well, and if you like

the material.
:

13

And you like the material, yeah.

UNIDENTIFIED MALE:
(inaudible) over a while.

15
16

True.

-- and the patience.

UNIDENTIFIED MALE:

12

14

It can be if you have the time --

UNIDENTIFIED MALE:

9

Went to

:

Wow.

Yeah, this was a

But -- yeah.

So worth it, just I

(inaudible).

17

UNIDENTIFIED MALE:

It was from, you know,

18

different things like, you know, when we went camp --

19

we went camping and stayed (inaudible).

20

:

21

UNIDENTIFIED MALE:

22

camping.

23

swimming.

24
25

Awww.
(Inaudible) goes

This is -- you know, this is the first time

:

Yeah.

UNIDENTIFIED MALE:
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1

those pictures.

2

:

3
4

Oh, cool.

UNIDENTIFIED MALE:
yeah.

5

:

I remember Zoe's first time

6

swimming.

7

her to visit a friend.

8

back yard with the other dogs.

9

pool and --

10

I picked her up from the groomer.

after the groomer?

12

brutal.

13

Okay.

I took

She was outside playing in the

UNIDENTIFIED MALE:

11

I looked over at the

I was going to say, just

You just had her -- oh.

That's

Like, we just paid a lot of money for that.
Okay.

14

:

We paid for you to have a bath.

15

UNIDENTIFIED MALE:

16

MATT DAVIS:

17

:

18
19

That is pretty cool,

Yeah, and now --

Good afternoon.

And now you're chlorine (inaudible).

UNIDENTIFIED MALE:

Yeah, yeah, there you

go.

20

MATT DAVIS:

21

AUDIENCE:

22

MATT DAVIS:

23

morning.

24

worse than day one.

25

AUDIENCE:

Good afternoon.
Good afternoon.
Welcome back.

Morning,

Post Life Syndrome (phonetic) day two is
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1

MATT DAVIS:

Starbucks.

2

you would as well.

3

stay rocking and rolling.

4

at this point is go back to the suggested reading list

5

and highlight a book that I've already had you write

6

down.

7

All right?

But do your best to

And what I would like to do

It's nothing to add one more book to the list.

8
9

(Inaudible).

Grab one for me if

The one I had you write down earlier, one of
them was called The Fearless Mind by Craig Manning.

10

All right.

11

breaks your fear, we get it, Matt, okay.

12

what this book is all about at all.

13

was a little bit of a surprise for me that it caught

14

me a little off guard.

15

Now, you have to decide whether that book
That's not

And that's why it

All right?

Now, this author begins to introduce the

16

topic that he references throughout the book called

17

interference, whatever it is that stops us from moving

18

when we know we should.

19

into real estate, the numbers look good, everything is

20

lined up, you've got a mathematical green light, it's

21

in a good neighborhood, let's move.

22

point causes us to stop short and not move.

23

agree?

24

AUDIENCE:

25

MATT DAVIS:
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1

So he begins to introduce several levels of

2

interference like fear.

3

quite a bit this weekend.

4

stop people from moving.

5

open this up as an open forum right now and get your

6

feedback.

7
8
9

We talked about that already
There's other things that
Like what?

And I'm going to

What stops you from moving when you know you
should?

Any feedback on that whatsoever?
AUDIENCE:

10

MATT DAVIS:

11

AUDIENCE:

12

MATT DAVIS:

(Inaudible).
Okay.

Maybe lack of money.

Yeah.
And, again, it's not what you

13

have, it's what you access is what I'm hoping that

14

you're beginning to see.

15

Okay, what else?

16

AUDIENCE:

17

MATT DAVIS:

18
19

Okay?

What can you access?

I'm pre-programmed.
Pre-programming.

Okay, that's

very expansive and general in nature, but -AUDIENCE:

(Inaudible) the stuff you learned

20

in college (inaudible) stuff you were taught

21

(inaudible) do this or you need to do that.

22

MATT DAVIS:

23

AUDIENCE:

24
25

Good.

Okay.

So --

(Inaudible) to step out and do

one thing (inaudible).
MATT DAVIS:
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1

a few of those prior programming issues this weekend,

2

like money doesn't grow on trees, you can't because we

3

don't have the money.

4

we've heard growing up may stop us from even doing

5

some of the things that I've asked you to do this

6

weekend, like raising capital.

7

A lot of these things that

All right?

How many of you heard growing up it's rude

8

to talk about money?

Yeah, see.

Four things you

9

never talk about is (inaudible).

What were they?

10

AUDIENCE:

11

MATT DAVIS:

12

AUDIENCE:

13

MATT DAVIS:

Money and politics.
Politics.
Religion.
Religion.

Sex and money.

14

Okay?

15

table.

16

reunions as a kid, they always have this cousin Ron

17

who always talked about money.

18

that nobody likes to talk to Ron at the family

19

reunion.

20

time, Ron's rude.

21

I'll talk about those things at a different
But it was -- because when you go to family

Because it's funny

Ron's rude, he talks about money all the

I didn't find it surprising that when Ron

22

took his company public in the dot-com boom and made

23

millions overnight, do you think the fact that Ron

24

talked about money had to do with the fact that Ron

25

made a lot of money?
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1

receives (inaudible) grows.

2

But it's interesting what people think is

3

okay to talk about and what's not.

4

programming stops us sometimes from moving.

5

stops us from moving?

6

more.

7

AUDIENCE:

8

MATT DAVIS:

9

I mean, the prior
What else

Come on, you guys, there's lots

Time.
Lack of time.

us are busy doing our thing.

Good.

A lot of

And when we use that as,

10

if I may say, somewhat of an excuse to not do

11

something new, I don't have the time, I would ask that

12

individual what are you doing in your life, then, that

13

will eventually allow you to own your time?

14

to be something different than what you're doing now

15

if you don't have any time.

16

AUDIENCE:

17

MATT DAVIS:

It's got

Is that right?

Yes.
Let me go ahead and show you

18

what this author claims the largest level of

19

interference is.

20

why it was a big surprise in this book for me.

21

right?

22

It's your own success.

And that's
All

Would you agree when -- if you can put

23

yourself in my shoes for a moment, I watch students

24

come in the room and some are in kind of a difficult,

25

sometimes even dire situations where they have no
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1

choice, they have to do something new.

2

against the wall kind of a thing.

Their back's

3

What do you think your urgency level is?

4

AUDIENCE:

5

MATT DAVIS:

High.
Through the roof.

Fight or

6

flight is kicking in, we've got to make changes.

7

right.

8

that are doing just fine, where do you think their

9

urgency level is?

Just to survive.

10

AUDIENCE:

11

MATT DAVIS:

Low.

All

Those that come to the class

Medium, low.

Sometimes I've found it's

12

drastically low.

13

fine.

14

So I'm not in any way, shape or form saying that some

15

of you or all of you are in a dire situation.

16

when you're doing just fine, your urgency level tends

17

to be less, if you can imagine that that's

18

(inaudible).

19

And I'm glad that you're doing just

You probably worked pretty hard to get there.

All right?

So we may think that we have arrived.

20

you arrived, folks?

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

But

Have

Nope.
Could you be doing more?
Yes.
Could you be doing a lot more?

What do you think?
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1

AUDIENCE:

2

MATT DAVIS:

Yes.
You haven't arrived.

You could

3

be doing better.

But this author begins to even show

4

diagrams, okay, rewind the clock when we were kids.

5

We were kind of on our way to where we wanted to be

6

regarding life, and we begin to turn patterns -- and

7

he calls these patterns interference.

8

a level of success like I'm going to take this job for

9

now, it's a good job, it's not ultimately what I want

And oftentimes

10

in life, but it's a good job, it pays the bills,

11

provides a little extra money so we can go on a

12

vacation every year.

13

Americans?

Does this sound familiar to most

What do you think?

14

AUDIENCE:

15

MATT DAVIS:

Yes.
That's what they say for 40 to

16

50 years.

17

got off the track and accepted something that at least

18

works for now.

19

Where somewhere along the way they kind of

And oftentimes that's where they stay.

So he begins to really challenge your level

20

of urgency.

All right?

Whether or not you're

21

motivated and moving beyond these what once were

22

vistas, but we land a job and we're excited we landed

23

it, but that vista becomes a plateau.

24

there.

25

far higher grounds that you could obtain.

You do need to move beyond it.
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1

oftentimes fear or whatever it is keeps us away.

2

Okay?

3

Another book on your suggested reading list

4

I want you to write down is called Shoe Dog, as in

5

something you put on your foot, Shoe, Dog, as in a

6

pet.

7

Everybody knows who Phil Knight is?

8

company a while back called --

Shoe Dog, written by Phil Knight.

9

AUDIENCE:

10

MATT DAVIS:

Phil Knight.

Started a little

Nike.
-- Nike.

And it begins to tell

11

his story about he was an accountant going through

12

college.

13

manufacturer or a sports brand.

14

some shoes out of the trunk of his car and he was a

15

U.S. distributor for a Japanese manufacturing company

16

of shoes called Tiger Shoes.

17

right?

18

His intention was never to be a shoe
He was just selling

Kind of a side gig, all

But then he began to think of momentum in

19

the fact that, wow, these shoes are selling pretty

20

well.

21

because I'm on my route with my accounting degree, and

22

that's kind of where I'm headed and my dad said I had

23

to.

24
25

But I'm not going to take it too serious

That's kind of how he went.

All right?

All of a sudden he gets a letter from Japan
saying you are no longer authorized to sell Tiger
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1

Shoes in the U.S.

2

let's innovate.

3

manufacture shoes.

4

elsewhere, I'll go and make them.

5

So he's out of business.

Well,

Let's go ahead and now begin to
I can't get them coming in from
All right?

And he begins to talk about how he got a

6

hard money loan to give him the money to buy the

7

factory, which was an old, dilapidated factory, to

8

actually buy the manufacturing equipment to be able to

9

make shoes.

All right?

10

He then was able to get approved for a $1

11

billion line of credit from his banker that allowed

12

him to refinance that factory.

13

this new line of credit, he maxed it out 100 percent

14

overnight and manufactured shoes.

15

his banker in a pretty precarious situation with this

16

loan?

17

AUDIENCE:

18

MATT DAVIS:

And the moment he got

You think that put

Sure.
The only thing that allowed him

19

to keep this loan alive is he depended fully on the

20

fact that he could go out and sell enough shoes that

21

month to make the minimum payment on the line of

22

credit.

23

about that loan?

If you were the banker, would you be nervous
What do you think?

24

AUDIENCE:

25

MATT DAVIS:
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1

indicted by the federal government.

2

coming up empty.

3

curveball thrown into the mix as well?

4

any money for marketing.

5

even like the name Nike when it was voted on with his

6

employees.

7

tell a story of where it came from.

8
9

It ended up

But do you think that was a
He didn't have

He had no brand.

He didn't like it at all.

He didn't

He'll begin to

So he paid his secretary $200 extra for the
month to come up with some logo because he couldn't

10

hire a marketing company to do some branding for him.

11

About a week later, she comes back with this little

12

checkmark looking thing and she was calling it a

13

swoosh.

14

hell is a swoosh?

15

that's the sound of me passing your ass on the track.

16

Swoosh.

17

I don't (inaudible) which he said, what the
And the hook was -- and she says,

Thus the swoosh was born.
And it's phenomenal to take this journey on

18

how this guy was literally put out of business at

19

least 20 times.

20

one of the greatest obviously sports brands in the

21

world.

22

But he stuck with his goal to become

All right?
And it's really neat to obviously watch his

23

circle of influence begin to change as he began to

24

come into a lot of money.

25

to be part of his company as well.
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1

in the world.

And at the end, he sees himself -- he's

2

at a movie theater with Warren Buffet and Bill Gates,

3

hanging out, having a Coca-Cola and talking shop.

4

he just asks himself, how did I get here?

5

a kid selling shoes out of my trunk years ago.

6

right?

And

I was just
All

7

So how does this apply to you?

8

you is going to come across interference as you're

9

making a commitment to be a real estate investor.

10

I hope that you have seen by now, and I had a few

11

comments during lunch, I asked this at the beginning

12

but now let's ask again.

13

seeing this real estate thing as far more than what

14

you thought it was going to be?

15

AUDIENCE:

16

MATT DAVIS:

Every one of

And

How many of you are now

Yes?

Yep.
But I run the risk of

17

overwhelming students and then sometimes when you get

18

overwhelmed, you kind of begin to check out and say, I

19

don't know if I really want to do this.

20

Do you still want to be a real estate investor?

21

or no?

22

AUDIENCE:

23

MATT DAVIS:

24

AUDIENCE:

25

MATT DAVIS:
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1

very realistic approach with what this business is

2

about.

3

Kumbaya and saying you're going to be a billionaire by

4

next Tuesday.

5

that this business is not always easy.

6

to go through a learning curve.

7

to make it through the learning curve, you will get

8

tested and tried as to whether or not you are truly

9

serious about making it through the learning curve.

10

And if you are, it's a wonderful, wonderful life to

11

begin to live.

Because I don't want to sit around singing

12

That's unrealistic.

I want to show you
You're going

But if you're willing

Some of you have approached me and asked me

13

about what should I do with this property or that

14

property?

15

that you actually have been sitting on for a while and

16

the light bulb turns on.

17

And you're starting to want to come clean

I invite that all weekend long from you

18

guys.

I've only had a few to come and approach me.

19

But I hope that you'll maybe get over the reticence to

20

bring me deals and have me help you raise (inaudible)

21

some ideas on what you could begin to do.

22

that's why I'm here, you guys.

23

something happens when we know we should do something

24

that stops us.

25

your inner fear is.

All right?

Because
But

I want you to begin to analyze what
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1
2

do that.
So I really hope you'll take the time to

3

read Shoe Dog.

I just barely finished it.

4

the book, which is why I added it to the suggested

5

reading list.

6

going to get paid.

But we tend to stop when we know we're
Is that true?

7

AUDIENCE:

8

MATT DAVIS:

9

AUDIENCE:

10

I loved

Yes.
Is that true?
Yes.

MATT DAVIS:

Let me (inaudible).

I'm

11

willing to give $100 cash to the first person willing

12

to get off their backside and come up and grab it out

13

of my hand and pass the test.

14

(Laughter.)

15

MATT DAVIS:

If you're unwilling to take a

16

swing, you can't hit the ball, you guys.

17

here and make the (inaudible).

18

it goes to the person standing behind you.

19

we all say, yeah, man, we should take cash when we

20

know we're going to get paid.

21

going to get paid, and I still can't get some of you

22

to move off your butt.

23

amount of bucks -- now I have $1,000 cash.

24

ready for $1,000 cash to get up off your butt?

25

Come on up

If you fail the test,
You see,

But I just said you're

Is that right?

Maybe the
Anyone

(Laughter.)
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1

MATT DAVIS:

All right.

(Inaudible) guys.

2

Now, watch.

3

know you (inaudible).

4

if they can win the money, but I'm going to put it on

5

something that I know everyone will be (inaudible)

6

about.

7

I'm going to test you on something that I
All right?

With no lifeline,

Okay?
Now, do you remember a slide that I showed

8

you early on throughout the week that has golden

9

ticket on it?

10

AUDIENCE:

11

MATT DAVIS:

Mm-hmm.
What are the four components to

12

the golden ticket, in order.

13

cash.

14

standing in line, you can have a seat.

And if you do not know the answer and you're

15

(Laughter.)

16

(Chatter.)

17

MATT DAVIS:

18

I will pay you $100

Don't look yet.

yet.

19

UNIDENTIFIED FEMALE:

20

MATT DAVIS:

21

Don't look

Everybody sit down.

Who remembers the slide, at

least seeing it?

22

AUDIENCE:

23

MATT DAVIS:

Yes.
(Inaudible) and I've shown it

24

several times.

All right?

25

says the Golden Ticket on it.
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

3

said when I revealed the slide.

4

if you're starting a website on the internet or

5

investing in real estate, you need four things.

6

right?

I want to remind you of what I
I said, I don't care

Before you look, just try to remember.

7

And it's interesting as I hear students in

8

their mind saying, I can't remember.

9

think your subconscious hears if you say that?

10

not going to remember.

11

yourself.

12

guys, okay?

13

to yourself.

14

All

What do you
You're

Be careful what you say to

That's a whole different conference, you
But I mean it.

Be careful what you say

All right?

Financial education.

An investment mentor.

15

Do you remember writing down amateurs might not have

16

coaches, but who does?

17

AUDIENCE:

18

MATT DAVIS:

Professionals.
Professionals do.

I know you

19

wrote it down.

Number three was a power team.

20

is when I had you write down all the different members

21

of your power team.

22

which is when we analyzed the McDonald's franchise.

23

Do you remember that now?

24

AUDIENCE:

25

MATT DAVIS:
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1

down.

Now, here's the point of that example.

2

because you wrote something down does not necessarily

3

mean you're ready to use it yet.

4

AUDIENCE:

5

MATT DAVIS:

Just

Is that right?

Yes.
All it means is that you wrote

6

something down.

Just because you took notes on a

7

pre-foreclosure timeline it says theoretically on

8

paper, does that mean you're ready to sit down in the

9

living room of a family who is losing their house and

10

know how to structure things?

11

AUDIENCE:

12

MATT DAVIS:

No.
May I submit to you if you are

13

not sure what to do if you're going to be in that

14

house, you probably won't go be in that house in the

15

first place.

16

at you, they're running the risk of losing their home

17

and they're hoping that you know what you're talking

18

about and you don't, you're going to look what?

Because if you got a family looking back

19

AUDIENCE:

20

MATT DAVIS:

Crazy.
Stupid.

Nobody wants to look

21

stupid.

So I'd probably say do not go put yourself in

22

that position in the first place.

23

way, about a day and a half worth of notes.

24

time to turn the corner and begin to apply those

25

notes.

We've come a long
It's now

All right?
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1

I'm going to be giving you some quizzes

2

throughout the afternoon.

3

to just tell me would you do this or begin to stay

4

away?

5

want to know why.

6

out, I want to know why.

7

Okay?

Are you in or are you out?

8
9

The premise of the quiz is

If you're in, I

Back it up with numbers.

If you're

Back it up with numbers.

But before we do the quizzes and puzzles, I
do want to take ten minutes.

I wanted to do that

10

little exercise because it kind of wakes you guys up a

11

little bit in the Post Life Syndrome.

12

feel like you're wide awake?

13

you're a little tired right now.

14

turn off the lights and we're going to watch a

15

ten-minute video.

16

Are you?

How many of you
You look like

Because I'm going to

We're not serving popcorn.

Okay?

So you guys, do your best to stay awake and

17

aware because I like this video.

18

attention.

19

weekend so far is some information -- a more in-depth

20

set of instructions on the full version of our

21

software.

22

It will have your

This, when we got the question (inaudible)

All right?
Those of you in the back of the room, I'm

23

going to invite you up out of your chairs to come up

24

here right now.

25

stand along on the wall.
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1

in the back half of the room, you're not going to be

2

able to see this.

3

All right?

Let's go ahead and (inaudible) understand a

4

few things as you're coming on up.

5

web-based software.

6

installed software on the computer.

7

worry about compatibility, whether it's Mac versus PC,

8

yada, yada.

9

The software is

We used to actually have
Then we had to

So this is web-based software.

With any one of the enrollment levels for

10

education this weekend, this software does come

11

included.

12

little bit later.

13

I'll show you what those levels are a
All right?

There is no subscription fee for the

14

software for the first year.

15

prepaid.

16

the software beyond the first year, it is $49.95 per

17

month.

18

It has start and stop flexibility, pay your bill,

19

annual contract with your subscription.

20

it if you're using it.

21

months and you don't want to pay for it, cancel it and

22

renew it when you come back from vacation.

23

So start and stop flexibility.

24
25

That kind of comes

If you choose to continue to subscribe to

Write that down.

I would suggest you do so.

You pay for

If you go on vacation for two

Whatever.

All right?

So let's go ahead and turn on this recording
for a second.

And in a moment, if you don't mind,
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1

Javier, I'm going to have you turn off the lights if

2

you would.

3

VIDEO:

(Inaudible) provides comprehensive

4

real estate information for over 160 million followers

5

throughout the United States.

6

access to nationwide recordings and MLS listings,

7

HomeVestor provides you the inside track on every

8

(inaudible) giving you the edge in real estate

9

investing.

10

With its unmatched

(Inaudible) provides research through

11

nationwide recordings for any of the following

12

property types and statuses:

13

pre-foreclosure listings, options, foreclosures,

14

vacant properties, involuntary fees, which include tax

15

liens, HOA liens, mechanic's liens and so on; high

16

equity properties, cash buyers, free and clear

17

properties, bankruptcy and divorce filings.

MLS properties,

18

You can search a specific area by typing in

19

the city or zip, or by simply drawing the search area

20

on the map.

21

all available properties within that area and clearly

22

categorize them by type.

23

you to quickly go to your results by the relevant

24

document type, including MLS listings, vacant

25

properties and more.

CrowdFinder will automatically search for
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You can also search for properties that meet

2

your exact investment criteria by utilizing the more

3

button.

4

using any combination of fields or property statuses.

This area allows you to search for properties

5

MATT DAVIS:

Okay.

I'm going to pause.

6

Excuse me.

7

it's a little faint, but I want to highlight some

8

things and kind of narrate as it goes.

9

I'm going to pause right there.

I know

All right?

Along the top here, you have all properties,

10

MLS properties, pre-foreclosure, foreclosure, liens,

11

cash buyers, high equity, bank, free and clear,

12

bankruptcy, divorce, and auction.

13

these buttons as you wish and search for the

14

properties as you wish.

15

So you can enable

So, for example, if you enable the button

16

that says pre-foreclosure, we've learned what that is

17

this morning in our session.

18

AUDIENCE:

19

MATT DAVIS:

Yes.
The property is how many days

20

or more late on the mortgage?

21

AUDIENCE:

22

MATT DAVIS:

23

of default letter.

24

a second.

25

Ninety.
Ninety.

They received a notice

Let me let this continue just for

VIDEO PLAYING:

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

Is that right?

For example, if you're

EX 9, p. 287

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 289 of 423
288
1

looking for vacant properties that have out-of-state

2

owners, simply select the appropriate fields and the

3

results are instantly updated.

4

MATT DAVIS:

Okay.

Great.

All these

5

out-of-state-owned properties that are already in

6

pre-foreclosure status and they're vacant, put that

7

together.

8

letting the mortgage go unpaid.

9

the property go, and it's vacant.

10

They don't even live in the state.

They're

So they're letting
You tell me, is

that a motivated situation?

11

AUDIENCE:

12

MATT DAVIS:

13

definitely market to that lead.

14

mean you're going to land the deal.

15

targeted audience fit for the type of strategy that we

16

talked about.

17

education that begins to bring great life to this

18

software.

19

Yes.
Motivated situation.

All right?

AUDIENCE:

I would

Now, that doesn't
But this is now a

So it's kind of the

You can instantly generate the

20

marketing lists and target homeowners with a few

21

clicks and the help of the campaign section

22

(phonetic).

23

the properties and add them to a new or existing

24

marketing list.

25

number of criteria, including equity, putting the most

To save a marketing list, simply select
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1

solid results for you first.

2

(Inaudible) your wholesale value to fully

3

vet and qualify each property return.

4

of fields of information, as well as our exclusive

5

property dashboard.

6

an instant snapshot of the property condition, as well

7

as comps, average rent, occupancy status, outstanding

8

liens, rehab costs and much more.

9

With hundreds

The property dashboard gives you

In the first area, you can view current and

10

historical property pictures as well as the property's

11

current occupancy status.

12

to view the value terms of the property that you're

13

looking at.

Area number two allows you

14

Area number three gives you insight into the

15

comps, what they sold for and how long they sat on the

16

market.

17

the financial scene of each property.

18

is in the property?

19

market?

20

property?

21

This includes tax liens, HOA liens, mechanic liens and

22

more.

Finally, the opportunity section gives you

What will it rent for on the open

How much does the homeowner owe on the
And, finally, are there any liens on it?

23

MATT DAVIS:

24

tablet work right there, folks?

25

How much equity

AUDIENCE:
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MATT DAVIS:

So if it has mechanic's liens

2

and some tax liens, okay, mechanic's liens are

3

negotiable, by the way.

4

may not have been paid that liened the property, if

5

they're unwilling to negotiate on the amount that they

6

are owed, that is obviously going to have to be

7

satisfied when we acquire the property.

8

AUDIENCE:

9

MATT DAVIS:

But if the contractor that

Is this true?

Yes.
The back taxes that may not be

10

satisfied as well.

So this gives us all of the title

11

work right in front of us and gives us more accurate

12

data.

13

it's not some surprise when we start doing that title

14

work and we go to close.

15

VIDEO PLAYING:

So that way we can know our owners better and

In addition, the rehab

16

calculator lets you quickly determine what certain

17

improvements and upgrades will cost for that specific

18

house.

19

MATT DAVIS:

Okay.

Now, how does it do that

20

and how does it know?

21

already knows the square footage of the property.

22

When you go to the rehab calculator button, it will

23

open up a page that says, okay, what sort of work are

24

you doing?

25

doing new flooring and the type of flooring, it allows

Here's what it does, okay?

It

If you enable the button that says I'm
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you to choose the type of flooring.

It will then

2

calculate the per square foot across.

3

knows the square footage of the property.

4

you to analyze what flooring is going to cost in that

5

home.

It already
It allows

Make sense?

6

AUDIENCE:

Yes.

7

MATT DAVIS:

That's labor as well as

8

materials.

9

got (inaudible) you know, per square foot on new

10

flooring.

11

them.

12

It's about $285, sometimes $290.

You've

I know that because I've done a million of

All right?
So this allows you to begin to calculate

13

rehab costs using software right here.

14

some audio that will show you how it begins to spit

15

out your profits.

16

above?

17

Okay?

Again, here's

Is it an ROI of 10 percent or

We've already talked about this stuff.

VIDEO PLAYING:

CrowdFinder's built-in

18

analysis wizard allows you to quickly determine the

19

expenses, fees and potential income associated with

20

the purchasing or reselling the property.

21

To get the full details on each property,

22

simply select the appropriate tabs at the bottom.

23

These tabs are dynamic and change depending on the

24

property's status.

25

lien on it will have a lien tab with the relevant lien
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information.

2

the recorded information on that property, including

3

previous sales and current HOA dues.

4

The property details tab provides all of

The (inaudible) tab gives you the most

5

recent listing information, including the listing

6

price, days on market, agent's description and agent's

7

contact information.

8
9

MATT DAVIS:

Okay.

Now, if it didn't have

an MLS tab, that would obviously mean it is not on the

10

MLS.

11

Non-owner occupied, out-of-state owner, in

12

pre-foreclosure and it's vacant.

13

would you want that lead?

14

MLS, can you see this listing for full top dollar?

15

Are they going to do any business with you if you send

16

them a postcard?

17

waste of marketing dollars, wouldn't it?

18

So let's go back to that filter that we use.

If it's on the MLS,

I wouldn't.

No, they're not.

If it's on the

That would be a
All right.

So these tabs begin to kind of help us

19

identify whether or not they're trying to sell it top

20

dollar or they might be open to options and maybe a

21

lease option like I talked about.

22

VIDEO PLAYING:

The comps and nearby listing

23

tab allows you to pull your own comps for the property

24

based on your own criteria.

25

MATT DAVIS:
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1

of my (inaudible) 100 square feet above the loan.

2

Okay.

3

you add radius?

4

minimum square footage, maximum square footage, 100

5

square feet above the loan like I taught you.

6

about how far back you're going to go with your comps.

7

Okay?

This is where you manipulate the settings.

8
9
10

I know it's very -- it says .5,

And

So this allows, again, the things that I
taught yesterday to come to life.

If you don't

understand it, you can.

11

VIDEO PLAYING:

In addition, you can also

12

quickly access nearby listings, neighbors,

13

foreclosures and someone within a certain radius of

14

the property.

15

historical property taxes and assessed value.

16

the mortgage transaction histories tab shows you

17

current mortgages in all recorded transfers on the

18

property.

19

Can

The tax tab gives you the current and

MATT DAVIS:

Okay.

While

So if they had one first

20

and second lien position on the property, we want to

21

know that (inaudible) as well, don't you?

22

Let me back up here for a second.

23

back right here.

24

talked to you just a second about the comps and you

25

can manipulate the setting right here.
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1

here, you'll notice because he's in Vegas,

2

(inaudible).

3

agree sometimes real estate on the north side of the

4

freeway might be selling for a lot more than the south

5

side of the freeway.

Let's say that was a freeway.

Would you

Is that right?

6

MATT DAVIS:

Yes.

7

UNIDENTIFIED MALE:

We're trying to find the

8

comps that are going to be south of the freeway.

It's

9

important to think that this is just slightly south

10

of.

11

radius is pulling inaccurate data from both sides.

12

this is when you want to get into this little pencil

13

right here, and you would then just draw south of the

14

freeway and it will now only pull comps from that part

15

that is beside the (inaudible) district.

16

This is when the thing that you do a half-mile

How many like that piece right there?

So

Yes.

17

It allows you to pinpoint your data far more

18

accurately than when you have conflicting

19

neighborhoods.

20

proverbial on the other side of the tracks may not be

21

relevant to this side of the track.

22
23

Maybe it's a train track, the whole

VIDEO PLAYING:

You get the idea.

The tax tab gives you the

current and historical property taxes --

24

MATT DAVIS:

25

VIDEO PLAYING:
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1

while the mortgage and transaction histories tabs

2

shows you current mortgages and all recorded transfers

3

on the property.

4

Finally, a full presentation, comparative

5

market analysis, is provided for each property by

6

simply clicking on the print button.

7

PDF gives you everything you need to know about the

8

property and the neighborhood in which it's located.

9

MATT DAVIS:

Okay, pause.

This printable

When we are

10

assigning a property, we've learned about that

11

strategy yesterday.

12

assign it to our investor.

13

a full CMA, comprehensive market analysis, all right,

14

or comparative market analysis, thank my Home Find

15

Investor, here's 23 comps validating that this

16

property will sell for X after you fix it up.

17

you agree this adds not only professionalism to your

18

presentation if you hand him this PDF file, but also

19

validates why he should take the property off your

20

hands.

AUDIENCE:

22

MATT DAVIS:

24
25

We

If you hand your investor

Would

How many agree with that right there?

21

23

We put it under contract.

Yes.
So, again, it puts that element

of professionalism in place (inaudible).
VIDEO PLAYING:

Once you've selected the

properties that match your requirements, you can save
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1

them into the My Properties section.

The My

2

Properties section will actively monitor your saved

3

properties and let you know whenever changes occur.

4

By simply clicking on the filters on top,

5

you can quickly determine which properties need your

6

attention and which can be discarded.

7

export button should you choose to export these

8

properties into a list.

9

MATT DAVIS:

Stop.

There's even an

Into a list.

You can

10

create separate lists.

If a property is in bankruptcy

11

because the owner just declared bankruptcy, the way --

12

to market to that homeowner is going to use different

13

verbiage than if they might be going through a

14

divorce.

15

out into separate lists because they're going to be

16

marketed to differently.

17

VIDEO PLAYING:

Would you agree?

So you can separate this

All right?
(Inaudible) the properties.

18

The final step is to market to them.

19

built-in marketing (inaudible) allows you to quickly

20

generate investment-ready leads.

21

lists with built-in email system, website creator, and

22

a postcard generator.

23

and mail the postcards directly from within the

24

application.

25

HomeFinder's

You can target your

HomeFinder even lets you print

You can utilize one of the built-in
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1

templates or simply upload your own postcard with your

2

message already on it.

3

while they're sitting in the comfort of their home,

4

HomeFinder's built-in online advertising feature

5

allows you to market your message or service directly

6

to your targeted audience all through their internet

7

browser.

8
9

Want to target (inaudible)

And there's much more.

HomeFinder's

(inaudible) application allows you to become an

10

instant expert on any area and any property.

11

Neighborhood statistics so you can (inaudible) the

12

local market for average days on market to average

13

rents per month.

14
15

MATT DAVIS:

Stop.

Does that sound

familiar, to have the days on market?

16

AUDIENCE:

17

MATT DAVIS:

Yes.
If we're looking at all of

18

Dallas, we know the average days on market is X.

19

want to make sure this neighborhood is moving faster

20

than average days on market.

21

data all comes together.

22

MATT DAVIS:

We

And this is where the

All right?

Little more.

With its comprehensive and

23

up-to-date data, powerful search features and robust

24

marketing tools, HomeFinders is an essential tool for

25

every real estate investor that's serious about making
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1

money.

2

MATT DAVIS:

Very good.

Javier, why don't

3

you turn the lights back on for me, please.

4

you.

Thank

All right.

5

First of all, how many of you like what you

6

just saw?

Okay?

Beginning in a business, obviously

7

having the tools of the trade is part of that

8

business.

9

software as more of a marketing tool.

All right?

I like to think of this
Go ahead and

10

have a seat and go back to your seats now.

11

marketing tool because it allows us to target who

12

we're marketing to depending on the situation that

13

you're in.

14

All right.

A

I just feel like targeted

15

marketing is obviously far more effective than just

16

blanket marketing.

Okay?

So we'll come back to this

17

stuff a little bit later.

But I did want you to know

18

the subscription fee after one year is $49.95.

19

Nothing paid on the first year.

20

with anyone (inaudible).

21

It comes included

All right?

Now, if everyone will please turn around and

22

take a look at the back of the room.

23

you please stand up because you're the man of the

24

hour, my man.

25

Would you guys welcome Courtney with a nice round of

It's good to see you.
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1

applause?

2

(Applause.)

3

MATT DAVIS:

I'm excited to see him.

4

many of you want to hear from him?

5

do you guys want to hear him right now?

6

AUDIENCE:

7

MATT DAVIS:

I'm going to do that in one

hour.

9

do before I bring him up on stage.
coming.

11

Okay?

12

How many want --

Yeah.

8

10

Okay?

How

Because there's a few things I want to
But thank you for

And I'll have you up here in just a moment.

All right.

But, you guys, when we take

13

breaks, this and that, I want to obviously encourage

14

you to introduce yourself to Courtney.

15

quick, Courtney, where do you live?

16

COURTNEY:

17

MATT DAVIS:

18

Just real

I live in Fort Worth, Burlington.
Okay.

And are you -- you're

obviously flipping houses all around the Dallas area?

19

COURTNEY:

20

MATT DAVIS:

21

COURTNEY:

Yes, sir.
Where is your sweet spot?
My sweet spot is in Arlington,

22

Fort Worth, and I come into Dallas around probably

23

(inaudible).

24
25

MATT DAVIS:

Okay.

How many of you don't

want (inaudible) as a competitor in your back yard?
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1

(Laughter.)

2

MATT DAVIS:

That's okay.

3

properties to go around.

4

actually have you present.

5

of the deals you've done, where they've been.

6

obviously as locals they're -- it's going to resonate

7

with them.

8
9

Start thinking about some
Because

11

MATT DAVIS:

I will.
We all have them.

Is that

right?

13

COURTNEY:

14

MATT DAVIS:
here.

That's right.
Good.

It's good to have you

And business is good?

16

COURTNEY:

17

MATT DAVIS:
All right.

Absolutely.
Good.

Good to you have here.

18

Okay?

19

first puzzle, we're driving down the road, you see a

20

for sale sign on a piece of real estate.

21

you the numbers and it's your job to figure out

22

whether you would do the deal or stay away.

23

We

can tell them about yours.
COURTNEY:

15

So we'll

I told you a lot about my hoarder house.

10

12

All right?

There's lots of

Puzzles, here we go.

The very

I'll show

Now, please try to respect what I'm trying

24

to accomplish here, which is I want to see if you and

25

the person you came with can solve this puzzle.

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

I'm

EX 9, p. 300

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 302 of 423
301
1

not interested in what your neighbor behind you is

2

doing.

3

paid to be here, too.

4

answer.

5

and the person you came with.

6

own, please do this on your own.

7

Keep in mind, your neighbor behind (inaudible)

Okay?

And they might have the wrong

So try to isolate it to between you
If you came on your
All right?

One thing I am not going to allow this

8

audience to do for the afternoon is to sit on the

9

fence.

I'm going to force you into (inaudible).

You

10

either are -- you are either in or you're out.

11

middle ground.

12

because at the end of each one of these I will

13

instruct and show you what I would have hoped that you

14

would have seen on your own.

15

No

It doesn't matter if you get along

So the net result is you will learn how to

16

see properties with different sets of eyeballs.

But

17

let me ask, and you can (inaudible) on this, how many

18

of you are willing to get off the fence and at least

19

answer yes or no, in or out?

Okay?

20

Now, it could be at the end that it's

21

a lot of time, you may not know what to do yet.

22

Should you ever be in on a property that you really

23

are clueless on?

What do you think?

24

AUDIENCE:

25

MATT DAVIS:
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1

doesn't matter.

2

of these throughout the rest of the weekend.

3

want you to kind of keep track of your success ratio.

4

Okay?

5

you are, at the end of each one of the puzzles I will

6

instruct and point out what I would hope that you

7

would have seen.

10

We'll do 10 or 12

Hopefully you're not 0 for 12.

8
9

Choose in or out.

Okay?

And I

But if

Okay?

All right.

This first one as we're driving

down the road is an A-Plex.

You know what an A-Plex

is?

11

AUDIENCE:

12

MATT DAVIS:

No.
An A -- you guys (inaudible).

13

All right?

14

numbers are not on the screen, let's not invent

15

numbers that are not there.

16

don't show you that there are repair costs, then let's

17

assume that there are no repair costs in this deal?

18

Okay?

19

So here are the numbers.

And then if the

In other words, if I

We're driving down the road when we see an

20

A-Plex.

21

judgment on what you think this might be because it's

22

priced differently than Dallas.

23

market value.

24

you guys know what it means to fire sale something?

25

The fair market value, and do not try to pass

$280,000 is the fair

(Inaudible) fire sale this thing.

AUDIENCE:
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1
2

MATT DAVIS:

Quickly liquidate.

The fastest

way to liquidate is offer a deep what?

3

AUDIENCE:

Discount.

4

MATT DAVIS:

Discount.

All right.

I'm not

5

saying you want to.

It says in capital letters, if

6

you had to.

7

asset is $210,000.

8

you're going to finance the rest of the purchase,

9

which is $170,000.

All right?

The cost to purchase this

Down payment is $40,000.

So

With a $170,000 mortgage, the PMCF

10

is $800.

11

stands for, go find it in your notes.

12

it's open book when you need to begin to rely on your

13

notes.

14

If you do not remember what the acronym
This is where

So I've given you the MAO equations.

15

given you grandpa's advice.

16

figure out what applies and what doesn't.

17

or are you out?

I've

It's time to try to
Are you in

Ready, set, go.

18

(Pause.)

19

UNIDENTIFIED MALE:

Four and a half percent

20

return which averages (inaudible).

21

probably say is that it’s 4.5 percent annual return

22

plus 70 divided by 210 plus 33 percent (inaudible) but

23

anyway (inaudible).

24
25

:

First year return (inaudible).

And that’s not good?

UNIDENTIFIED MALE:
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1

it’s only the first year.

2

only 4 percent.

3

:

It’s the second year, it’s

Oh.

4

(Pause.)

5

(Inaudible chatter.)

6

:

(Inaudible) he is going to say

7

280,000 is what the fair market value is.

8

210,000 is $78,000 to play with.

9
10

UNIDENTIFIED MALE:

(Inaudible).

Actually, so your down

payment is 40,000.

11

:

12

Right.

UNIDENTIFIED MALE:

So you’re making 70,000

13

on that.

14

(Inaudible) you’re going to get 70.

15

a 175 percent base on your equity.

16

annual return of 4.5 percent.

So that’s actually (inaudible) percent.

17

(Inaudible chatter.)

18

UNIDENTIFIED MALE:

19
20
21

(Inaudible)

:

So it actually is
And then your

Just a guess.

Down payment of 40, don’t have any

fixer upper stuff.
UNIDENTIFIED MALE:

22

percent discount.

23

179 percent the first year.

(Inaudible) my reasons, my space.

24

(Inaudible chatter.)

25

UNIDENTIFIED MALE:
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1

mine.

2

:

3
4

UNIDENTIFIED MALE:

7

:

:

:

16
17
18

You might be (inaudible).

:

Yeah, so far.

You better get that list in.

UNIDENTIFIED MALE:

Get that list in, yeah.

I'm telling you, because that right

there, she'll want to strangle you.

14
15

Yeah.

UNIDENTIFIED MALE:

12
13

I mean, you never know

until the end.

10
11

Yeah.

UNIDENTIFIED MALE:

8
9

Yeah, I don't -- I

think --

5
6

Okay.

:

I don't know who I can confide in.

I can't now.
UNIDENTIFIED MALE:
:

That's exactly --

And it's all your fault.

UNIDENTIFIED MALE:

Yeah.

Plus we have two

19

people we're going to talk about (inaudible) send up

20

to save the dates.

21

that's a whole thing.

22
23
24
25

:

We haven't done that yet.

Oh, yeah.

UNIDENTIFIED MALE:
:

So

So that's the --

I would totally do it and then --

and then rent the units out.
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1

UNIDENTIFIED MALE:

2

:

Mm-hmm.

The fair market value is $280,000

3

but they're only charging $210,000 for it.

4

does (inaudible) have to be?

5

UNIDENTIFIED MALE:

Now, what

What does that mean?
That just means that if

6

you have to sell it right away, like, just to get out,

7

that's how much you can sell it for.

8

lose money at that point.

9
10

:

Right.

So you would

Because you paid $210,000

for it.

11

UNIDENTIFIED MALE:

Because you paid

12

$210,000.

13

think what he's going to say is you do stand to lose

14

$10,000, which is -- if you just have to get out.

15

:

16
17

But that's just like -- so the thing is I

Mm-hmm.

UNIDENTIFIED MALE:

But that's kind of your

worst-case scenario.

18

:

19

Mm-hmm.

UNIDENTIFIED MALE:

So it's worth it to risk

20

because maybe you lose $10,000, which, by the way, is

21

25 percent of your investment.

22

$40,000.

23
24
25

:

You've invested

Mm-hmm.

UNIDENTIFIED MALE:

So if you lose $10,000,

you lose 25 percent of your -- of your investment.
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1

That being said, you stand to make 25 percent per

2

year, which you'll make back in the first year anyway.

3

:

4

Mm-hmm.

UNIDENTIFIED MALE:

Because you can rent it

5

for -- or whatever it is, $800 a month, that's $9,600

6

a year.

7

:

8
9

Yeah.

UNIDENTIFIED MALE:

So you'll make it back

the first year.

10

MATT DAVIS:

Hey, just real quick.

11

of you are not sure where to start?

12

hands.

13

around.

14

not going to tell you where to start.

15

want you to feel lonely.

Okay, look around.
All right.

16

(Laughter.)

17

MATT DAVIS:

19

to trust your (inaudible).

20

again (inaudible) notes.

21

here and here.

24
25

Look up real quick.

Look

I just don't

Some of you are getting the

right answer.

Just this is the first one.
All right?
All right?

It's time

Just try it
I'll come here,

Okay?

UNIDENTIFIED MALE:

23

Let me see your

This is our first -- okay, I'm

18

22

How many

:

Anyway --

So it was PMCF, which is $800, times

12.
UNIDENTIFIED MALE:
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1
2

:
$40,000.

3
4

Divided by the investment of

UNIDENTIFIED MALE:

Right.

That's about 24

percent.

5

:

6

And that's what you were saying.

UNIDENTIFIED MALE:

Yeah.

So I think that's

7

going to be a -- so that's a really good return.

8

That's a huge return.

9

:

10

Mm-hmm.

UNIDENTIFIED MALE:

And then -- and then if

11

you factor in that you're making $70,000 divided by

12

$40,000, so that's $175 per year.

13

go up.

14

$70,000 on a $40,000 investment.

15

Or you're going to -- yeah, you'll earn

:

16

$40,000.

UNIDENTIFIED MALE:

17

return.

18

you're still earning --

19

Okay.

UNIDENTIFIED MALE:

21

So that's a pretty good

So if your initial -- and then after that,

:

20

Equity is going to

:

But I guess --

Cash into the property.

When you

22

turn around and you rent each unit out, oh, yeah.

23

not.

24
25

UNIDENTIFIED MALE:

Yeah.

Why

I'm -- I'll sign

up.
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1
2

:

Why not.

Oh, I forgot

about the instant equity.

3
4

Why not.

UNIDENTIFIED MALE:

Right, yes.

The instant

equity is going to be $70,000.

5

:

6

Yeah.

UNIDENTIFIED MALE:

So you put in $40,000

7

and you're going to make -- because you put in

8

$40,000, you're going to make $70,000 immediately.

9

So --

10
11
12

MATT DAVIS:

All right.

Let's get everybody

settled and we'll solve the puzzle real quick.
UNIDENTIFIED MALE:

And, again, there's a

13

downside, but I think your -- I think your risk,

14

losing $10,000 and after your first year you've

15

already made that back --

16
17
18
19
20
21
22

:

UNIDENTIFIED MALE:
:

So --

Yeah, I see it.

UNIDENTIFIED MALE:

I would classify this as

highly unusual to get -:

Yeah.

UNIDENTIFIED MALE:

23

this came about --

24

(Pause.)

25

Right.

:
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1

He said all of that yesterday.

2
3

MATT DAVIS:

UNIDENTIFIED MALE:

:

7

Oh.

UNIDENTIFIED MALE:

8

:

Yeah, that is.

UNIDENTIFIED MALE:

11

:

12

Now it's going to be

Yeah.

Good luck.

(Pause.)

13

:

I'm just looking at some numbers up

there.

15

UNIDENTIFIED MALE:

16

(Pause.)

17

MATT DAVIS:

18

this.

19

right?

20

(inaudible).

21

your hands?

22

raise your hand.

23

That's impressive.

a mad dash to see who can do it faster.

10

14

Slam it on an asteroid.

Japan just had rovers that landed on an asteroid.

6

9

One more question

and we'll develop the answer.

4
5

All right.

Oh.

Good job.

All right.

Let's do

You all do (inaudible) you guys promised.

All

And if you don't know what you're doing, just
But let's have a vote.
Who's in?

Who's out, raise

I've got some of you who won't

Thank you.

All right.

So before I tell you what I'd do

24

on this, our job as investors is to place money into

25

vehicles that will derive a rate of return.
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1

even consider this home or this investment, we've got

2

$40,000 in our pocket.

3

AUDIENCE:

4

MATT DAVIS:

Is that right?

Right.
Now if we take $40,000 and sink

5

it into a mutual fund, will that derive a rate of

6

return?

7

AUDIENCE:

No.

8

AUDIENCE:

Yes.

9

MATT DAVIS:

10

(inaudible) okay?

(Inaudible) mutual fund

Would that make us some money?

11

AUDIENCE:

12

MATT DAVIS:

Yes.
Hopefully, okay.

That's fine, okay.

We pay a lot

13

of interest.

14

precious metals, would that make us some money?

15

AUDIENCE:

16

MATT DAVIS:

So if you bought

Yes.
Hopefully.

A little

17

speculative in nature, but hopefully.

18

we sank our $40,000 into this asset, at what rate

19

would it grow?

20

with a 199 percent year one rate of return.

If

This is a 24 percent cash on cash ROI

21

:

22

MATT DAVIS:

You said it.
My answer on this is how many

23

of these babies can I get my hands on.

24

investment.

25

All right.

Slam dunk

(Inaudible).
:
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1

MATT DAVIS:

And so should you.

If you got

2

it wrong, no big deal.

Just let's now learn.

All

3

right?

4

materials.

5

questions when we are vetting these transactions.

6

We're on page 7.

Please turn to page number 7 inside your

7

Page 7.

We need to use 7 (inaudible)

Let's go through these questions.

And we're

8

going to use the numbers on the screen to answer the

9

questions.

First question on page 7.

What is my

10

initial investment?

11

question, how to (inaudible) underneath that question.

12

What is my skin in the game?

13

Everyone write down this

Okay.

Some of you thought your investment was

14

$210,000.

It's not.

15

$170,000 on the mortgage.

16

paying the mortgage payment.

17

not your investment.

18

the game is what?

19

AUDIENCE:

20

MATT DAVIS:

You're not putting up the
The bank is.

You're not

The tenants are.

Your investment or your skin in

Forty.
Forty thousand.

Maybe that's a

21

better way to kind of answer my question.

22

skin in the game?

23

right?

24
25

It's

What's my

What do I have (inaudible).

All

Second question, what's my return?
Yesterday morning I gave you two ROI formulas.
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1

was called the cash on cash ROI.

2

the year one ROI.

3

cash on cash?

4

times 12, divided by --

The other was called

Do you remember what it was, the

It was the monthly positive cash flow

5

AUDIENCE:

6

MATT DAVIS:

The investment.
-- your investment.

The year

7

one was the same equation, but you would add the

8

instant equity to it as well.

9

:

10

Right.

MATT DAVIS:

Let's do that in a minute.

11

PMCF times 12, divided by your investment.

12

PMCF?

13

AUDIENCE:

14

MATT DAVIS:

15

What's our

Paid money.
Is that above and beyond the

mortgage payment and expenses?

16

AUDIENCE:

17

MATT DAVIS:

Yes.
Yes, it is.

So $800 times 12,

18

$9,600, divided by your $40,000 down payment.

19

your year one cash on cash?

20

that be a great return?

21

AUDIENCE:

22

MATT DAVIS:

23

24 percent.

What's

So would

Yes.
What did I tell you minimum

deserved consideration?

24

AUDIENCE:

25

MATT DAVIS:
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digits.

But 24 percent cash on cash?

2

down to earth because that's unbelievable.

3

Let's run the year one ROI.

4

Do this with me, guys.

5

wrong, do it with me (inaudible).

6

Let's come back
All right?

Grab your calculators.

Those people that got it
All right?

$800 times 12, you got your positive cash

7

flow annualized, times 12, plus instant equity, which

8

is how much?

9

AUDIENCE:

10

MATT DAVIS:

Seventy thousand.
If you're going to be buying it

11

for $210,000, it's worth $280,000.

12

instant equity stake.

13

$79,600.

So plus $70,000, equals

Is that right?

14

AUDIENCE:

15

MATT DAVIS:

16

What's your answer?

17

return.

18

right?

Yes.
Divided by your $40,000.
It's a 199 percent rate of

This is an unbelievable rate of return.

All

Is an A-plex intended to be a rental?

19

AUDIENCE:

20

MATT DAVIS:

21

be.

22

about that?

Yes.
Precisely what it's supposed to

The asset dictates the strategy.

23

AUDIENCE:

24

MATT DAVIS:

25

That's a $70,000

number 7.

Did we talk

Yes.
Question number 3 on page

What is my upside with this investment?
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1

Answer the question by using the numbers on the

2

screen.

3

downside?

4

how much money?

What is my upside?

$70,000.

What is my

If I had to liquidate quickly, I would lose

5

AUDIENCE:

Ten thousand.

6

MATT DAVIS:

Ten grand.

Eyes up here.

If

7

you buy it for $210,000 and you sell it for $200,000,

8

you lose $10,000.

9

upside, $10,000 downside.

10

positive.

Eyes up here.

A seven-to-one ratio on the

Is that a worthy risk for us?

11

AUDIENCE:

12

MATT DAVIS:

13

That's a $70,000

worth risk.

Yes.
I would say that's definitely

Does every investment carry some risk?

14

AUDIENCE:

15

MATT DAVIS:

Yes.
Yes.

Potential upside or

16

always a risk on this deal.

17

the downside, $10,000.

18

The best-case scenario is we make $70,000 the instant

19

we buy this and 24 percent on our money.

20

Next question?

What's

What's the best-case scenario?

I know these are a little repetitive in

21

nature, but it forces you to look at the property with

22

a slightly different set of eyeballs.

23

worst-case scenario?

24
25

What's the

Losing $10,000.

How can we handle the worst-case scenario?
Folks, if the answer to question number 7 if you
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1

couldn't handle the worst-case scenario, meaning it

2

would force you to go bankrupt if that happened, then

3

the risk tolerance on this deal is too high.

4

shouldn't do that deal.

5

You shouldn't put in the middle what you cannot afford

6

to what?

7

AUDIENCE:

8

MATT DAVIS:

9

You

So don't hope (inaudible).

Lose.
Lose.

So the upside compared

to the down side far outweighs on the upside over the

10

downside, plus the 24 percent return on our money.

11

your 401(k) was growing at a steady 24 percent annual,

12

you wouldn't be sitting here this weekend.

13

of you agree you should be in on this transaction?

14

Yes?

15

AUDIENCE:

16

MATT DAVIS:

If

How many

Yes.
Okay.

Now that we spelled it

17

out and walked through it, now we need to begin to do

18

this more and more and more.

19

another one?

20

AUDIENCE:

21

MATT DAVIS:
(Inaudible).

You guys want to do

Yes.
All right.

Let's do another

22

one.

23

It's an A-plex, fair market value, $280,000.

24

had to fire sale this thing, you can get a quick

25

$200,000 out of it.
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1

$40,000.

Sound familiar?

2

AUDIENCE:

Yes.

3

MATT DAVIS:

4

time you had $40,000.

5

changes everything.

6

saying I can, you go find a workaround and you go

7

borrow the $40,000 from a hard money lender.

8

is Matt Davis.

9

But I'm going to charge you interest on that loan.

Here's where it changes.
This time you don't.

Last

It

So instead of getting up and

His name

I'm going to lend you the $40,000.

10

I'm going to charge you 8 percent interest on the

11

loan.

12

(inaudible) but is that 8 percent per year or 8 per

13

month?

Eight.

And we haven't really talked about

Which is it?

14

AUDIENCE:

Per month.

15

AUDIENCE:

Per year.

16

MATT DAVIS:
Per month.

Per month.

17

Per M-O.

18

$1,190 a month.

19

is $4,000 for the entire asset.

20

month.

Mortgage is $170,000.

22

UNIDENTIFIED MALE:

25

Total rent, $4,000 a

Are you in or are you out?
(Pause.)

24

PITI is

Total rent coming in the front door

21

23

It's on the screen.

:

Ready, set, go.

So --

One last thing here, and rent coming

in is $4,000 a month.
UNIDENTIFIED MALE:
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1

expenses of actually running it.

2

(inaudible) so expenses are typically like half, take

3

somewhere between like 30 and 45 percent.

4

say it's half.

5

rent.

6

PITI is, you know, $1,190.

7

$3,190 per month, which means you're making

8

(inaudible) let's see -:
$4,000 in.

11
12
13
14

Let's just

So the expenses are 50 percent of

That's $2,000, let's just say.

9
10

Actually, it was

And then the

So you're out the door

If those are expenses, you put the

So -UNIDENTIFIED MALE:

So you're actually

getting -:

$810?

UNIDENTIFIED MALE:

Yes, it's going to be

15

$810 per month, which is a little -- actually, that's

16

right where this one was.

17
18
19
20

:

So I think you should --

(Inaudible).

UNIDENTIFIED MALE:
:

That's what I think.

Even with this loan?

UNIDENTIFIED MALE:

Yes, I think so.

21

Because -- well, it's actually -- because 8 percent

22

per year is -- a typical mortgage would be around

23

right now 5 to 6 percent.

24
25

:

So he's doing $40,000 at 8 percent.

UNIDENTIFIED MALE:

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

So I think it's

EX 9, p. 318

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 320 of 423
319
1

basically the exact same deal.

2

I think that's what he's -- I think it's a slightly

3

more -- I think PMCF is basically the exact same.

4

:

5

7
8
9
10
11
12
13

That's $3,200 a month.

UNIDENTIFIED MALE:

6

:
a minute.

That's what I think.

I think --

So $3,200 more, and it's -- oh, wait

This is per month, I'm sorry.
UNIDENTIFIED MALE:

Hold on.

My money's on it's the

exact same deal as the previous one.
:

Okay.

UNIDENTIFIED MALE:
:

That's my (inaudible).

Even with the (inaudible)?

UNIDENTIFIED MALE:

Yes.

Because if you

14

look at the previous one, you're saying was -- oh, you

15

take such great notes.

16

handwriting, this is the chicken scratch.

17

had your handwriting.

18
19

:

As you can see, my -- my
I wish I

That's okay.

UNIDENTIFIED MALE:

But if -- just for fun,

20

because what he's saying is the mortgage is this and

21

the monthly cash flow is $800.

22
23

:

Mm-hmm.

UNIDENTIFIED MALE:

So what he's saying down

24

here is your rent is $4,000 and your -- and the

25

mortgage payment is $1,100.
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1

kind of apples to oranges.

2

:

3

Mm-hmm.

UNIDENTIFIED MALE:

This one he's telling

4

you how much net of your actual mortgage, your per

5

month cash flow is.

6

rent is $4,000 and your mortgage is $1,100 or $1,200.

7

:

8
9

This one's saying, well, your

Mm-hmm.

UNIDENTIFIED MALE:

And there are going to

be expenses on there.

10

:

11

Mm-hmm.

UNIDENTIFIED MALE:

And I put about 50

12

percent.

13

So I think my money is on this is exactly the same as

14

the previous example.

15

explicit of here's how much your rent is, how much

16

your mortgage is.

17
18

So -- which is probably where he's going.

:

Okay.

It's just that he's being

He just separated it out.

UNIDENTIFIED MALE:

Exactly right.

And left

19

off the maintenance and repairs, but I think he's

20

going to break that in.

21
22

:

Yeah.

UNIDENTIFIED MALE:

23

:

24

MATT DAVIS:

25

:
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1

in.

2

UNIDENTIFIED MALE:

3

MATT DAVIS:

4

:

5

MATT DAVIS:

6

(No response.)

7

MATT DAVIS:

8

Who's out?

9

hands.

Right.

Did everybody vote?

Not yet.
Who needs some more time?

All right.

Raise your hands.

Come on.

Who's out, raise your

If you don't know what to do, raise

10

your hands.

11

out, you just lost $50,000 at least.

12

You should be in on this deal.

13

Okay.

Let's vote, then.

Look around the room.

If you're

(Inaudible).

And before I get -- get into this and solve

14

this with you, if you found one of the solutions,

15

there are three.

16

should do that validated doing this deal.

17

found one, find the other two.

18

to give you the answer yet.

19

for a second.

20

reaction to costs.

21

to evaluate the return.

22

lot of those hands just now are the same people that

23

(inaudible) say I'm going to go do real estate on my

24

own.

25

(inaudible).

Great.

Three strategies I taught that you

Okay?

If you

I'm not going

Let's get back to work

A lot of you are having a knee-jerk
You have to see beyond the costs
Keep going.

Same thing, a

You just lost $50,000 and no one
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1
2

UNIDENTIFIED MALE:

So if you wanted to do

assignment --

3

:

4

Mm-hmm.

UNIDENTIFIED MALE:

Let's see.

5

suppose you'd want to think of this as the

6

assignment --

7
8
9

MATT DAVIS:

Three ways I've got to do this

deal.
UNIDENTIFIED MALE:

-- (inaudible) 20

10

percent for the other person.

11

page 27 had the details on this.

12

them 20 percent.

13

that's (inaudible).

14
15

Let's see, I think it's
So -- so you give

(Inaudible) is going to do $280,000,

So what I'm looking at, I'm going to see the
assignment version, wholesale (inaudible).

16
17

I mean, I

:

Yeah.

UNIDENTIFIED MALE:

And $280,000 times .069.

18

So there would be -- if you use this without -- even

19

without any repair costs or anything like that --

20
21

:

Mm-hmm.

UNIDENTIFIED MALE:

22

(inaudible) hold on.

23

yes, the most you would pay would be -- so the

24

assignment doesn't work according to the calculation

25

on page 27.
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1

:

2
3

UNIDENTIFIED MALE:

:

5

I don't know.

Now we'll

find out.
(Chatter.)

8

10

I'm wondering whether (inaudible).

UNIDENTIFIED MALE:

7

9

So the assignment

doesn't work.

4

6

Yeah.

:

(Inaudible).

So it had to be from

yesterday.
UNIDENTIFIED MALE:

Well, they did say that

11

-- I guess -- so the minimum that you need for an

12

assignment is $5,000, which maybe the argument to do

13

it (inaudible) just $5,000.

14

he said your costs was only $3,000.

15

we can do an assignment.

16

in the deal for us to make $100,000 --

17
18

:

So I don't know.

Because

So I'd say, sure,

Because there's enough money

Mm-hmm.

UNIDENTIFIED MALE:

And the actual

19

wholesale is the same except for the fee -- except for

20

the assignment fee.

21

And then just buy it.

22

getting at.

23

:

So I'd say still the same thing.
I think that's what he's

(Inaudible).

Yeah, yeah.

Because

24

he wasn't really talking about how you can pay for it

25

because basically you put $40,000 on your credit card
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1

and then with the home equity line of credit you've

2

got $70,000 --

3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18

UNIDENTIFIED MALE:
:

-- (inaudible) equity in it.

UNIDENTIFIED MALE:

:

UNIDENTIFIED MALE:

This is -- this is a

stylized version of the world.
:

Mm-hmm, mm-hmm.

UNIDENTIFIED MALE:

But I think what he's

going to say is it's the same deal as the last one.
:

Mm-hmm.

UNIDENTIFIED MALE:

But you can also -- you

can do an assignment or you can do a wholesale.
:

Yeah.

Flipping to yourself.

UNIDENTIFIED MALE:

Yeah, either way.

So

that's my -- what I think.

20

UNIDENTIFIED MALE:

21

was pretty good.

22

:

25

I think he's going to

Yeah.

(Chatter.)

24

So --

say -- I think that's (inaudible) says no.

19

23

There you go, yep.

Oh.

UNIDENTIFIED MALE:
:

Yeah.

I'm quite pleased with it.

UNIDENTIFIED MALE:
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1

:

2
3

UNIDENTIFIED MALE:

:

5

Mm-hmm.

UNIDENTIFIED MALE:

-- as opposed to what

would be (inaudible).

7

(Chatter.)

8
9

(Inaudible) trying to

think about what he's going to say --

4

6

There's nothing like (inaudible).

:

I'm sorry, I shouldn't have said

that.

10

UNIDENTIFIED MALE:

11

:

12

Can you imagine?

UNIDENTIFIED MALE:

13

:

14

:

Yeah.

Just (inaudible).

UNIDENTIFIED MALE:

15

(Inaudible).

No.

(Inaudible).

16

(Chatter.)

17

MATT DAVIS:

All right.

Let's do this

18

again.

When we are running numbers, okay, before you

19

multiply by 12 or anything like that, you have to

20

analyze what are the monthly numbers first.

21

example, what's coming in per month and what's --

22

AUDIENCE:

23

MATT DAVIS:

24
25

For

Going out.
-- going out per month.

What's

coming in?
AUDIENCE:
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1

MATT DAVIS:

What's going out?

You've got

2

two loans on the property.

3

further, I really, really want to encourage all of you

4

to begin to use all of your zeroes when you're running

5

numbers.

6

the hard money lender was $320.

7

$3,200.

8

difference.

9

Some of you thought that monthly payment to
It's not.

Doesn't it?

MATT DAVIS:

Yes.
Okay.

So $3,200.

11

to the hard money lender per month.

12

to the mortgage company per month?

13

AUDIENCE:

14

MATT DAVIS:

$3,200 going

How much is going

$1,190.
$1,190.

Add that together and

15

your total outgo per month is $4,390.

16

negative $390 on this deal.

17

far?

18

people decided to be out.

Let me see your hands.

19

It's

You add a zero to that, that makes a big

AUDIENCE:

10

Now, before I go any

You are a

How many of you got that
This is where most

Clearly if we're -- not everyone, most

20

people.

21

the value is not in the cash flow of this deal.

22

value is in the equity stake the moment we bought the

23

house or the asset.

24
25

Clearly if we're losing money every month,
The

This has $70,000 upside.

Here's the first answer.

We're going to buy

it for $210,000, we're going to sell it for $260,000
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1

and make $50,000.

2

-- (inaudible) we're just going to sell it.

3

right?

4

That's it.

Okay?

Now, wait a minute.
Why do we sell it for $260,000?

6

Did we talk about that earlier?
AUDIENCE:

8

MATT DAVIS:

9

All

It's worth $280,000.

5

7

We're not going

It's priced to sell.

Yes.
Yes.

Now, wait a minute.

may not sell the day of the loan.
Right?

We stick a for sale

10

sign on this thing.

11

three months to sell it?

12

Put that in your calculator.

13

five, times three months to carry the debt.

14

$1,170 out of pocket until it sells for a $50,000

15

upside.

16

:

17

MATT DAVIS:

18

It

What if we had to take

We're negative $390 a month.
$390 per month out of
That's

Mm-hmm.
We're still netting $48,830.

Is that right?

19

AUDIENCE:

Yeah.

20

MATT DAVIS:

$48,830.

We should still get

21

to see lots of loot.

And new investors most likely

22

aren't going to have to deal with a crazy hard money

23

lender like we do.

Does that make sense?

24

AUDIENCE:

25

MATT DAVIS:

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

Mm-hmm.
This would be a good asset to

EX 9, p. 327

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 329 of 423
328
1

buy and just rent.

2
3

All right?

UNIDENTIFIED FEMALE:

Yes?
When you (inaudible)

at the ARV --

4

MATT DAVIS:

Let me get there just a minute

5

because you're correct.

6

you're going to buy and sell it and make some money.

7

The second, before we do that, couldn't we do the very

8

first strategy that I taught you folks this weekend?

9

AUDIENCE:

10

MATT DAVIS:

All right.

So the first,

Wholesale?
No.

Just put it under contract

11

for $210,000 and assign it for $230,000, make $20,000.

12

Could we do that?

13

AUDIENCE:

14

MATT DAVIS:

Yes.
Very first strategy I taught

15

you guys is what you'd do on this deal.

16

minute, $230,000 to the brand new investor, it's worth

17

$280,000.

That's a $50,000 discount.

18

AUDIENCE:

19

MATT DAVIS:

20

Now, wait a

bites on that?

Right.
Thinking you might get some

What do you think?

21

AUDIENCE:

22

MATT DAVIS:

Oh, yeah.
Let's tell that bank to keep

23

its crazy, illegal loan and just put it under contract

24

for $210,000 and assign it (inaudible) and make

25

$20,000.

We could flip it.
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1

number three, we could refinance it and flip to

2

ourselves.

3

I see your hands?

4

your calculator $280,000.

5

What's your number?

6

AUDIENCE:

7

MATT DAVIS:

How many found that one right there?
Do this with me.

(Inaudible) in

Multiply that by .8.

224.
$224,000.

All right.

$224,000

8

is not your new mortgage.

9

that because we're going to pay off the hard money

10

Can

Please deduct $40,000 from

lender.

11

AUDIENCE:

12

MATT DAVIS:

184.
Please now deduct $170,000 as

13

well because we've got to pay off the original

14

mortgage.

What's left over?

15

AUDIENCE:

16

MATT DAVIS:

17

AUDIENCE:

18

MATT DAVIS:

$14,000.
$14,000.

Is that right?

Yes.
Tax-free money, might I add.

19

Because that's a loan, not income.

20

new mortgage for $224,000.

21

you've got rid of the expensive hard money lender, is

22

going to be around $1,900 a month.

23

interest, taxes and insurance.

24

All right?

25

But now you have a

Your new mortgage payment,

Principal,

If your new mortgage payment is

$1,900, how much do you pay in the front door?
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1

AUDIENCE:

$4,000.

2

MATT DAVIS:

$4,000.

We are now positive

3

$2,100 per month.

4

your hands?

5

finance this deal.

6

it and get rid of the expensive loan.

7

How many would do that?

You use the hard money lending to bridge
Once you're the owner, refinance

All right.

8

deal.

9

(inaudible).

Three ways you got to do this

Real quick, my daughter is going to homecoming
Say hello to my daughter.

10

AUDIENCE:

11

(Applause.)

12

MATT DAVIS:

13

It came today.

14

dress.

15

got to get back.

16

Sorry, guys.

17

better.

18

Can I see

Wow.

Awww.

Your dress came.

That's a great dress, great

You look beautiful, darling.

All right.

I love you, have fun.

Kids come first.

All right.

That's good.

I've

All right.

I love you but she's

Now, as we look at deals, we

19

either look at the cash flow, which on the first time

20

we looked at the A-plex, $800, 24 percent on your

21

money, or when I took away the cash flow, let's look

22

at the equity play.

23

AUDIENCE:

24

MATT DAVIS:

25

Does that make sense?
Yes.
Okay.

One way or the other.

Now, you eventually run properties for someone
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1

unfiltered.

At this point, I can go boom, boom, boom,

2

let's do that, let's move.

3

AUDIENCE:

4

MATT DAVIS:

5

the first filter.

6

real estate?

Yes.

AUDIENCE:

8

MATT DAVIS:
filter.

To learn those filters?

Here's

Are we paying (inaudible) for the

7

9

But does that take time?

No.
On this, to pass the first

Is it going to drop into the residual

10

category or let's break out the table category.

11

on the first time we looked at this, $800 positive

12

cash flow, 24 percent on our money, let's just hold it

13

and rent it forever.

14

cash flow.

15

category.

16

you guys see how it just went to one side or the

17

other --

That's great money.

(Inaudible)

Let's move it onto the play off the table
Let's assign -- assign or flip it ASAP.

18

AUDIENCE:

19

MATT DAVIS:

-- with the same asset.

right?

Let me ask this:

21

of you feel a little frustrated right now?

22

I -- did I warn you about this this morning?

23

AUDIENCE:

24

MATT DAVIS:

Do

Yes.

20

25

Well,

I'm just curious.

All

How many
Okay.

If

Yes.
Here we are in the midst of it.

Now, if I don't let that -- if I let that go
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1

unchecked, then it begins to diminish the learning

2

curve this weekend.

3

want to get the (inaudible) real quick.

4

take (inaudible) when you accidentally say it's only

5

money.

6
7

I don't want to do that.

So I

I want to

And when you go out and you make more, what
do you do?

8

AUDIENCE:

Make more.

9

AUDIENCE:

Do it.

10

MATT DAVIS:

Go make more.

It's not hard.

11

Okay.

Now, how many of you realize -- hang on.

12

make (inaudible).

13

borderline arrogant, maybe sometimes even cavalier, to

14

somebody that may not know how to do this yet.

15

right?

16

We

I realize that sounds a little

All

But once you do know how to, let's say, flip

17

houses, because I get this question a lot.

18

much money can I make flipping houses?

19

answer?

Matt, how

What's my

What do you think?

20

UNIDENTIFIED MALE:

21

MATT DAVIS:
All right.

Whatever you want.

I say, how hard are you willing

22

to work?

23

about these strategies that I'm teaching you as kind

24

of a ticket to owning your time again.

25

when I say, you want to make more money, go make more
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1

money.

You know how.

2

just out in the job market, the only way to add to

3

their income is get a second what?

4

AUDIENCE:

5

MATT DAVIS:

And most people when they're

Job.
Job.

I hope that you're seeing

6

there's a far better way than just getting a second

7

job.

8

-- just simple math real quick.

9

easy.

10

All right?

Let's go through this.

If you have

This is going to be

You don't have to have it on a calculator.
If you had $60,000 in the bank right now, 60

11

grand.

It costs you $5,000 per month to live your

12

life.

13

much time do you own?

Sixty grand in the bank, 5 grand a month.

14

AUDIENCE:

15

MATT DAVIS:

How

A year.
One year.

Your bills are paid.

16

So do what you want to do for a year.

Now, I know

17

that sounds like, yeah, right, I've got to go to work.

18

Do you really?

19

before the end of the year, what do you do?

20

another house.

21

on a flip, yes or no?

And when you're almost out of $60,000
Go flip

Could you theoretically make $60,000

22

AUDIENCE:

23

MATT DAVIS:

24

AUDIENCE:

25

MATT DAVIS:
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1

another year off.

2

at that, but you guys -- financial freedom isn't

3

really that far off for most people if you're willing

4

to just go hustle and do the strategies.

5

higher paying than most people's jobs.

6

and this, I'll take two years off, after that, come

7

on, only rich people do that.

8

take much to begin to own your time.

9

you're starting to see that.

10

Hold on.

I know we kind of laugh

It is far
So put this

Not really.

It doesn't

And I hope

Okay?

So a little bit of rest on some of these

11

puzzles here for a second and I'll come back to

12

another one in just a minute.

13

good time to kind of rest your brain cells.

14

also (inaudible).

15

perspective right now.

16

puzzle and some of you are frustrated.

17

because you're (inaudible).

18

room, if you saw (inaudible) inside the room only

19

going through the second puzzle and they're already

20

frustrated they have steam coming out their ears,

21

would you tell them to just relax and they'll get it?

22

Would you?

But I

I want you guys to have a little

23

AUDIENCE:

24

MATT DAVIS:

25

But I think this is a

This is only your second
Have patience

Remove yourself from this

Mm-hmm.
I would.

So I'm going to say

just relax, they'll get it, but it just takes a little
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1

time.

2

Okay?
And so this one, flip -- I'm generally

3

curious to see which one you would do.

4

assign it or refinance to keep it a rental?

5

who would flip it?

6

would rather assign it?

7

rather keep it as a rental?

8
9

Raise your hands.

Flip it,
By vote,

A couple.

Raise your hands?

Who would

Cash flow is about $2,100 a month.
(Inaudible).

Such a great asset, okay?

So that's out

10

of the (inaudible) was the one I wanted you to see

11

here.

12

Okay?
Now, I am going to invite Courtney up here

13

and have him take over on the mic.

14

respect, all right?

15

story.

16

now?
COURTNEY:

18

MATT DAVIS:

COURTNEY:

MATT DAVIS:

Ish?

Okay.

And were you

I was.

The (inaudible).

Lisa

Who's the mathematician, her or

you?

24
25

Yeah.

was not as frustrated.

22
23

Now, I'll let him tell his own

frustrated on getting number two?

20
21

And give him some

He was here about, what, about 18 months ago

17

19

Who

COURTNEY:

I'm the mathematician, she's the

thief.
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1
2

MATT DAVIS:

Okay.

Give him a warm welcome

as he's coming up here, you guys.

3

(Applause.)

4

MATT DAVIS:

And I'll just kind of stay off

5

(inaudible) standing up.

Just stand on stage and

6

you're the man of the hour.

7

Introduce yourself and come on up.

8

background is, did you have real estate training

9

before you came and just stuff like that.

So take it away.
What your

Go ahead.

10

COURTNEY:

Hey, Dallas.

11

AUDIENCE:

Hey.

12

COURTNEY:

How's everybody doing?

13

AUDIENCE:

Good.

14

COURTNEY:

All right.

I see a lot of happy

15

faces.

16

name is Lisa.

17

And I remember today sitting in the same seats, that

18

seat right there.

19

thoughts, the frustration at that time.

20

the whole weekend was an event within itself.

21

I love the energy in here.

So, yes, my wife's

We were here about 18 months or so ago.

I remember the exact feeling, the
And it was --

So I'll tell you a little bit about myself.

22

So I am -- I grew up in Dallas, born and raised.

23

graduated from high school, went to the military, Air

24

Force.

25

course, the private sector and got a job.

I did ten years about and I got out.

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

I

Of

And things

EX 9, p. 336

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 338 of 423
337
1

were going great according to the normal, you know,

2

path of progression, corporate climb the ladder.

3

was presented with an opportunity (inaudible) offered

4

a position to move to Virginia and choose between my

5

family and a job and what some people would deem as

6

the American dream.

7

I

And I chose my family.

The significance of this decision was I

8

ended up looking at the fine print, and it was not

9

what I thought.

So I walked away from the opportunity

10

because I chose my family.

11

six months.

12

transition and realized that I was not on the course

13

that I expected to be.

14

I was unemployed for about

I came to this course through that

So, fast forward to that weekend, first day,

15

first break, we talked about (inaudible).

16

about the way -- the impact.

17

wife and I are -- I will never forget it.

18

came, we looked at each other, we're not buying.

19

We're not buying no (inaudible).

20

being straightforward.

21

We talked

Went to the restroom, my
Before we

We (inaudible).

I'm

And the first break, I went to the restroom,

22

I looked at myself and I teared up.

And I'm like,

23

this is what I've been wanting all my life.

24

from a military background.

25

exposure.

I come

I didn't come from the

I never had the exposure to wealthy or
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1

(inaudible).

2

me.

So here we are today.

3
4

And this is exactly what the course gave

MATT DAVIS:

Okay, great.

I'm going to have

you -- I know as you're standing --

5

COURTNEY:

6

MATT DAVIS:

Yeah.
-- (inaudible) now in the back.

7

Can you guys (inaudible) welcome to hear him a little

8

better.

9

AUDIENCE:

10
11

MATT DAVIS:

Yes.
Okay.

What was it -- so that

was the first day.

12

COURTNEY:

13

MATT DAVIS:

14

COURTNEY:

15

MATT DAVIS:

Yes.
We're not buying.
Right.
I think that's natural.

I

16

mean, you're a consummate I grew up (inaudible) and

17

that's fine.

18
19

But what -- what's that?

UNIDENTIFIED FEMALE:

(Inaudible) gone

through a time, yeah, we're not buying, right?

20

MATT DAVIS:

We're not buying a timeshare.

21

Okay.

But as you went through the weekend, help

22

(inaudible) understand a little bit more about the

23

emotions that you were feeling.

24

COURTNEY:

25

MATT DAVIS:
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1

this weekend has been somewhat of an emotional roller

2

coaster?

Is that right?

3

AUDIENCE:

Yes.

4

MATT DAVIS:

When you get excited about

5

certain things, but then you can't get a math problem

6

to save your life.

7

all weekend long.

8

share some of that perspective?

9

You're up and down.
Okay.

COURTNEY:

I get it.

Yeah.

I mean, it's

Do you want to

Roller coaster.

It was a

10

roller coaster.

11

You have the talk.

12

when you get into the practical lessons of the

13

material, then you realize how far you are off in a

14

way?

15

and you look at the opportunity.

16

yourself in those -- these scenarios.

17

placing yourself in, okay, can I make that amount of

18

money?

19

make that kind of money?

20

lives can I change?

21

-- that we were thinking about.

22

So initially you have the excitement.
You have the motivation.

It's just reality.

Then

And then you start looking

Can I do -- yeah, I can.

You start placing
You start

Or what if I did

What can I do?

How many

Those were all the things that I
Right?

And it became -- as I'm doing it and my

23

wife, she's a broker.

24

an exposure already.

25

other that she's feeling things.
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1

do I get out of retail?

Her mindset was -- she

2

thought retail, realtors pay retail, investors don't.

3

So she had that mindset.

4

the dynamics.

5

thinking different things, but we're both -- those

6

dynamics were constantly going.

7

MATT DAVIS:

8

she were here with you as well.

9

getting into this and learning the investment side,

So we're both -- that was

I'm thinking about (inaudible), she's

Speaking for your wife, I wish
But as she was

10

can you talk about maybe some of the learning curves?

11

Because that's a very different game than the agent

12

side or broker side.

13

COURTNEY:

Yes.

So earlier when I came

14

up and Matt asked me, hey, did you struggle with

15

those — these scenarios?

16

saw the zeroes, it wasn't a problem.

17

realtor mindset, retail mindset, didn't allow her to

18

see the different strategies.

19

So Lisa sees the numbers,
But her -- her

Right?

When you -- and my mindset was, okay, I saw

20

the strategies, but I had to grasp the numbers, if

21

that makes sense.

22

you get established, when you learn the system, it's

23

about how do I take down a deal and still meet my

24

criteria?

25

it?

So that's really the thing.

When

It's not about if we can -- can we handle

Is it too -- no.
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1

And can -- how do we raise the funds?

2

the deal down?

3

practically, you know (inaudible).

4

How do I take

So that's -- that's what that

MATT DAVIS:

Okay.

So as you were -- like

5

day one, go back to day one, you did some raising

6

capital exercises.

7

COURTNEY:

8

MATT DAVIS:

9
10

Yes.
I kind of gave the audience a

hint about this because you're the golden child here.
And how much did you raise your first day in class?

11

COURTNEY:

We raised 90K on the first

12

exercise of raising credit.

So we stepped out, we

13

started making phone calls.

Initially I think we were

14

at about 40 or so.

15

she's a whole lot hungrier.

16

So I go back -- I go back -- I go back outside and I'm

17

(inaudible).

18

denied credit, it makes you feel like you're not --

19

the banks make you feel like, hey, you know, ehh,

20

you're not good enough.

21

don't make enough money, you don't fit the criteria.

22

My overachieving wife, she's -I raised 20, I raised 20.

I feel dejected because I -- when you're

Your financial situation, you

So we -- we'll only give you $2,000 or

23

$5,000.

You feel, okay, all right, I'll take it.

24

that weekend taught me something.

25

me -- so you can't tell me my worth.
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1

nothing you can give me that can have exponential

2

earning potential.

3

denied, I was, okay, fine, no problem.

4

again.

5

scenario, here's the income.

6

90K total.

And that shot my confidence up.

7

like, wow.

So we raised capital that weekend.

8

was just one exercise, and it gave us the confidence

9

to say, okay, we can do this.

10K.

So when I went back, when I was

What about this card?

10

MATT DAVIS:

11

(Applause.)

12

MATT DAVIS:

Good.

20K.

I called

Here's the
So we ended up at
I was
That

Round of applause.

Obviously you guys did the

13

advanced training courses.

14

were you able to come up with the funds?

15

may be a little personal, but where were you able to

16

get the funds for the advanced training?

17
18

COURTNEY:

MATT DAVIS:
the time.

Dallas, that credit that we

Okay.

So you bought yourself

We're going to talk about that later today.

21

COURTNEY:

22

MATT DAVIS:

23

else's money.

24

very first deal.

25

I know that

raised, we leveraged that credit.

19
20

So, first of all, where

Yes.
You leveraged it, somebody

Everyone's always worried about their

COURTNEY:
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1

MATT DAVIS:

Let me ask by a show of hands,

2

how many of you agree that's the first -- you're

3

always worried about how fast can we get that first

4

deal done.

Is that right?

5

AUDIENCE:

Yes.

6

MATT DAVIS:

Talk about that.

Where did you

7

get your first deal, where was the -- was it a flip, a

8

wholesale, what was it?

9

COURTNEY:

Yes.

So our first deal came, we

10

started the -- the boot camp.

11

we're working.

12

the market.

13

weeks after our -- we started with the Fast Start Boot

14

Camp.

15

And so we're working,

So we look at this house.

It was on

And it -- the first deal we chose six

It was a very nasty property.

The property

16

was so bad that it was about four feet of junk and

17

just stuff from the front door -- you couldn't even

18

get to the front door to go and look in.

19

day I went, I cracked it just enough to look in.

20

my wife stayed in the driveway.

21

So the first
And

When -- I went around back and I looked in

22

the window again.

It was -- I just cringed.

So there

23

was nothing there.

24

and I asked, like, why -- the numbers on this are

25

pretty good.

We actually met with an attorney

It's a lot of earning potential here.
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1

So why is nobody jumping on it?

2

People are afraid of (inaudible).

So -- and

3

from the doors I'm like, wait a minute.

4

that we are to look for the problem houses on the

5

block that has the good bones, nice layout, to do some

6

minor adjustments.

7

Let's put a contract on it.

8

made $35,000 on that house.

But this is what we're looking at.

9

(Applause.)

10

MATT DAVIS:

11

So Matt said

We took it down and we

$35,000.

Obviously that shoots

you full of more confidence.

12

COURTNEY:

13

MATT DAVIS:

Yes, sir.
And that's always an

14

ever-building process of, wow, it really worked.

15

if I can make this observation for everyone, we

16

already know it works.

17

personally, there's a difference, isn't there?

18

COURTNEY:

19

MATT DAVIS:

But when it works for you

Absolutely.
And you never looked back.

20

Talk about how did you find that deal?

21

come from?

22
23
24
25

UNIDENTIFIED MALE:
weeks to do?

But

Where did it

He said it took him six

So a month and a half?

MATT DAVIS:

So he got it.

He landed it six

weeks after --
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1

UNIDENTIFIED MALE:

2

COURTNEY:

3

MATT DAVIS:

4

COURTNEY:

Okay.

How long did it take to

That took two and a half months

of rehab work.

7
8

Right.

flip that house?

5
6

Okay.

MATT DAVIS:

All right.

Good.

How did you

find it?

9

COURTNEY:

So that was a probate deal.

The

10

owner of the house passed away and the son was in and

11

out of jail.

12

did not want to deal with the headache of probate.

The sister, the daughter of the owner,

13

UNIDENTIFIED FEMALE:

14

COURTNEY:

15

UNIDENTIFIED FEMALE:

16

COURTNEY:

17

(Inaudible).

I'm sorry?

It was.

But we noticed one thing.

Was it listed on MLS?
This was an MLS house.

It was aging.

18

UNIDENTIFIED FEMALE:

19

COURTNEY:

Did you (inaudible)?

It was aging on -- it was aging

20

on the market.

21

Hmmm.

22

(inaudible) were coming outside, but they didn't --

23

they -- they weren't seeing it (inaudible).

24
25

So we watched it and we watched it.

We drove it.

MATT DAVIS:

And I noticed a lot of the

Okay.

All right.

question here and a question here.
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1

Go ahead.

2
3

UNIDENTIFIED MALE:

How many days on market,

do you remember?

4

COURTNEY:

5

about 40-plus days.

That house was only on the market

6

UNIDENTIFIED MALE:

7

the average was for that neighborhood?

8
9

COURTNEY:

And do you remember what

That -- if I could recall, we saw

about less than 30 days.

10

UNIDENTIFIED MALE:

So it was a good

11

neighborhood then, basically.

12

30, that should be some indicators right there.

13

COURTNEY:

Yes.

A real house sold in

So let me -- let me -- so

14

the thing is about that, there's a few things that we

15

looked at.

16

windows, we look at roof, we look at the lawns, we

17

look at neighbors, talk to neighbors.

18

those indicators and then we go and talk to people and

19

we see the neighbor -- we see, okay, there's potential

20

here.

21

here?

22

We look for home ownership.

We look at

We look at

Would someone else want to eat and come live

So when you look at the numbers, we also go

23

and drive those comps and see what does the

24

neighborhood feel like.

25

MATT DAVIS:
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1

had another question right here.

2
3

UNIDENTIFIED MALE:
for it?

4
5

COURTNEY:

MATT DAVIS:

7

COURTNEY:

Where was it?
This was in Forest Hill, kind of

close to Fort Worth.

9
10

That house we paid $70,000, I

want to say, $70,000 for that house.

6

8

UNIDENTIFIED MALE:

COURTNEY:

That house retailed at about --

12

we (inaudible) another 5K.

13

probably like $155-ish.

14

UNIDENTIFIED MALE:

15

MATT DAVIS:

17
18

So you're looking at

Sweet spot number.

Well, for that part of town,

that is -COURTNEY:

For that part of town, that's

what (inaudible).

19

UNIDENTIFIED MALE:

20

you bought it -- you paid --

21

MATT DAVIS:

22

UNIDENTIFIED MALE:

23

And how much was the --

what was the fair market value of it at that time?

11

16

How -- how would you pay

After you sold it.

But

Seventy.
-- seventy, and at that

time before it was rehabbed --

24

COURTNEY:

25

UNIDENTIFIED MALE:
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1

mean --

2

COURTNEY:

So what we did was --

3

UNIDENTIFIED MALE:

4

COURTNEY:

Yeah.

Towards 70, I guess.
So we walked it and we

5

looked at -- of course you look at the -- you're

6

essentially looking for the rehab.

7

end, we also understand you stay abreast of what the

8

market is doing.

9

about a mile -- the property was three-quarters of a

10

But on the back

So we found another house that sold

mile away, and it was -- added 5K to the ARV.

11

MATT DAVIS:

12

about your first one.

13

COURTNEY:

Okay.

So $35,000, you talked

Talk about your second deal.
Second deal was in this area.

I

14

was in San Diego at a conference.

15

always at work, always at work.

16

And I -- the wholesaler turned me onto a friend.

17

goes, hey, this guy is doing deals.

18

email and he said, hey, there's a three-in-one house

19

in Dallas.

20

last.

21

You got to see this.

I met -- I was
I met a wholesaler.
He

And I got an

It's not going to

So I got on it, called my wife.

We looked

22

at it.

So I ran the numbers, ooh, looks good.

23

really good.

24

neighborhood.

Right off the plane, I drove the

25

neighborhood.

And I told my wife, I said, wait a

Okay.
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1

minute, run the comps again.

2

$25K on the ARV.

3

away.

4

She's like, we left off

Put the contract in, secure it right

Rehabbed it, added a restroom.

5

opened the floor plan, of course.

6

off of that.

7

(Applause.)

8

MATT DAVIS:

9

COURTNEY:

10

MATT DAVIS:

(Inaudible)

And we made $67K

About $100,000 in two deals.
Yes, sir.
Okay.

Now, let's go back to

11

that, okay?

The wholesaler you got it from, when they

12

were running their numbers, left off about $25,000 on

13

the ARV.

14

COURTNEY:

15

MATT DAVIS:

Yes.
All right?

They were running

16

comps from the wrong side of town and thought the

17

property was on one side, but it was on the other side

18

of the street, therefore, part of a different

19

neighborhood.

So that gives further context to what

20

he just said.

Okay?

21
22
23
24
25

What else?

Okay.

How many deals have you

done so far?
COURTNEY:

So we are currently on our 22nd

transaction.
AUDIENCE:
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1

COURTNEY:

2

MATT DAVIS:

3

And --

(Applause.)

5

MATT DAVIS:

6

COURTNEY:

7

MATT DAVIS:

9

Give him

some love on --

4

8

Whoa, whoa, whoa.

That's amazing, dude.
Yes.
And can you begin to -- do you

have deals on -- running right now?
COURTNEY:

Right now I have two flips.

I'm

10

in the middle of two flips.

I purchased -- two months

11

ago I purchased a duplex in Fort Worth close to TCU.

12

And that's cash flowing us right now $500 just free

13

and clear profit.

14

biggest -- so what we made to date right now is

15

probably about $530,00, $540,000 cash, in profit.

We have -- I tell you what.

16

MATT DAVIS:

17

(Applause.)

18

MATT DAVIS:

The

$540,000.

That's how you count the equity

19

on the upside as well.

20

far, is that right?

21

COURTNEY:

22

MATT DAVIS:

This is net profit to you so

Yes, yes.
Because a lot of what you've

23

done so far before you got into the rental game was

24

just flipping houses.

25

COURTNEY:
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1
2

MATT DAVIS:

Questions?

John.

Oh,

sorry?

3
4

Okay.

UNIDENTIFIED FEMALE:

So how did you put

your team together, your power team --

5

COURTNEY:

Great question.

We started

6

interviewing people.

We started interviewing people.

7

We started sitting down with people.

8

I can't almost say this, spent an enormous amount of

9

time with the curriculum.

And what I did,

Studying the scripts,

10

rehearsing the scripts, practicing with my wife,

11

calling and asking for more scripts.

12

became so much a part of me, I was able to put myself

13

in.

14

the first deal, I actually called private money and we

15

talked about what the numbers were on that deal.

So I would -- I wasn't robotic.

16

MATT DAVIS:

17

transactional lender.

18

COURTNEY:

19

MATT DAVIS:

20

Okay?

21

at the end.

22

I -- the scripts

And then so on

Folks, he called the

Yes.
Just to put that together.

We're going to give you the lending information
Okay, go ahead.

COURTNEY:

And they actually told us, hey,

23

we can't meet the numbers on that deal and (inaudible)

24

with another lender.

25

that was nice of them to even spend time with us and
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1

say, hey, we can do the deal, here's what the numbers

2

look like.

3

the numbers, and then we went with a different

4

(inaudible).

5

it was -- it was coming from the business -- a moral

6

business standpoint for someone to say, okay, hey,

7

here are the numbers, looks good, but you probably can

8

find a better deal.

We put it in their system, we looked at

So he did put money on those deals.

9

MATT DAVIS:

10

offer better numbers?

11

COURTNEY:

12

MATT DAVIS:

13

COURTNEY:

14

MATT DAVIS:

15
16
17

So you can't ask for that.
So another lender that could

Yes.
Okay.
Absolutely, yes.
Very good.

UNIDENTIFIED MALE:

Go

On the hard money,

what's your average time on the hard money?
COURTNEY:

19

UNIDENTIFIED MALE:

As far as -- as far as what?
The amount of time that

you use that hard money lender --

21

COURTNEY:

22

UNIDENTIFIED MALE:

23

All right.

ahead, question?

18

20

But

Okay.
-- is it a month, two

months, three months, four months, five months?

24

COURTNEY:

25

and a half months on average.
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1
2

UNIDENTIFIED MALE:
have equity.

3
4

And does that property

COURTNEY:

All the properties have equity.

We buy them on --

5

UNIDENTIFIED MALE:

6

COURTNEY:

So you were both --

If you purchase the property

7

going into (inaudible) you buy -- you're buying equity

8

going in.

9

We've never -UNIDENTIFIED MALE:

For my little brain, it

10

makes sense.

11

going to cost me short-term, if there's equity in the

12

property -- in the property, that's what you were

13

after.

14

So regardless of what the hard money is

COURTNEY:

Okay.

So I don't know if -- I

15

don't want to take -- I'm sorry, sir.

16

on that and we know that going in.

17

end all, be all.

18

So if we have to -- if we have to wholesale, if we

19

have to (inaudible) different lane, we know that that

20

equity is there.

21

rental properties, drained it, got liquid and then

22

leveraged it on something else.

23

it's -- it's just another track.

We focus

But that's not our

That's just a -- that's a maneuver.

We've done it.

24

UNIDENTIFIED MALE:

25

MATT DAVIS:
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1

help along the way, mentorships, maybe the selling as

2

well.

3

COURTNEY:

Sure, sure.

4

MATT DAVIS:

5

COURTNEY:

Okay.
The mentors were very -- I can't

6

emphasize how much the mentors meant for us.

7

give you one scenario.

8

I want to say (inaudible).

9

$645,000.

10

I'll

There was a (inaudible) in -This house retailed around

By far that had been the largest deal that

we ever touched.

11

So I was a little nervous.

I'm aggressive.

12

My wife is not.

13

make a phone call.

14

mentor told me, hey, Court, I like what you're

15

thinking about, but have you considered -- have you

16

considered that their insurance money has been paid

17

out?

18

the house.

19

liens on the house?

20

Come out, have them walk the property with you.

21

So I was -- I want to do this, let me
Explained to the mentor and the

And you know there's this (inaudible) left on of
You know who they owe.

Are there any

Call your insurance adjuster.

At the end of the day, they saved us from

22

making a bad transaction.

23

year later, the house is still on the market.

24
25

MATT DAVIS:

The reason why is because a

Right.

So not only steering

you into deals you should be involved with, but would

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

EX 9, p. 354

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 356 of 423
355
1

you agree there's value steering you away from deals

2

you should not be touching?

3

as well, yes?

4

Question, Ryan?

5

RYAN:

6

How many agree with that

That's a big piece right there.

How much time between your first and

your second deal?

7

COURTNEY:

The first deal happened -- that

8

happened around the beginning of October.

The second

9

and third -- the second and third deal came back to

10

back three weeks later.

11

of having that mentor because when we were presented

12

with an opportunity, we didn't have it.

13

that oversight there.

14

The purchase price is within our risk limit.

15

said okay.

16
17

So we -- and that's the value

But we had

So, it's okay, guys, it's okay.

MATT DAVIS:

So we

What did you need?

(Inaudible).

18

COURTNEY:

Six or 7K, put it down, leverage

19

and we keep taking deals down.

And the reason why we

20

were able to do that with confidence is because we

21

spoke on the phone with them.

22

and Mrs. Douglas, you guys are -- you're good,

23

seasoned.

They were like, oh, Mr.

(Inaudible).

24

(Laughter.)

25

COURTNEY:
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1

MATT DAVIS:

2

practice the scripts?

3

When you are using the right verbiage, it obviously

4

comes across very professional.

5

COURTNEY:

6

MATT DAVIS:

7

COURTNEY:

Wait a minute.

Why does he

That's important right there.

Right?

Yes.
Talk about Summit a little bit.
Wow.

I don't know, Summit.

8

took us two years almost to get to the Summit.

9

was worth everything.

10

And it

It was -- I still -- as a

matter --

11

MATT DAVIS:

12

COURTNEY:

13

It

Two years?
It took us two years to get to

the Summit.

14

MATT DAVIS:

15

COURTNEY:

You haven't been around for -No.

It took us one year, but we

16

(inaudible) to get to the Summit.

I apologize to

17

everybody.

18

child care issues.

19

Fast Start Boot Camp, we went (inaudible) and all I

20

said was let's pay this debt back.

21

deals done so we can pay off the money that we

22

leveraged from our credit cards.

23

to get to the Summit -- when we got to the Summit, it

24

was like imagine thousands and thousands of investors,

25

the energy, the information, the opportunities.

Our daughter was just born.
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1

One of the things that I liked about it

2

besides the asset and the wealth preservation was the

3

first thing they presented was houses that you can

4

purchase that are already (inaudible) already -- you

5

know, property management is in place.

6

-- you buy it and you just cash flow it in right away.

7

You see the -- you see the -- you see the numbers

8

right there, cash on cash.

9

-- it's sweet deals.

10

11, 12, 13.

It's already

I mean, it's

I looked at three lots in Florida.

I was

11

like, ehh, if I purchase this and (inaudible) both of

12

them take the opportunity that we were offered to, you

13

know, take down.

14

applied credit, what we need.

15

looked at it, they looked at our situation, oh, you

16

know what, we can get you approved for (inaudible).

17

Let's go for it.

So it was -- it just -- so many

18

doors opened up.

But it was worth it.

19

So we also -- we talked about the

MATT DAVIS:

Okay.

When we got there, we

So that kind of parlays

20

into some of the things I've mentioned all weekend.

21

We are never done raising capital.

22

these private investors, okay, and they're offering

23

corporate credit, a million bucks, how many of you

24

agree that would kind of blow the top off this whole

25

thing and allow you to do a lot more deals.

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

When you're around

All

EX 9, p. 357

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 359 of 423
358
1

right?

We're never done raising capital.

2

eventually get to a $2 million line of credit, and

3

that's kind of down the road for you as well.

4

We will

Talk about the fact that you not only are

5

doing this and made about a half a million in 18

6

months, just over that.

7

maintained your employment because it is a well paying

8

job.

9

because you're 40-plus hours a week at your place of

10

All right?

Ultimately how do you manage --

employment.

11

COURTNEY:

12

MATT DAVIS:

13

I also know that you have

Yes.
Plus doing this.

How many want

to know how he's able to manage that time?

14

AUDIENCE:

15

MATT DAVIS:

16

COURTNEY:

Yes?

Yes.
That's critical.
Yes.

Go ahead.

So I still work.

I still

17

work my old job.

18

enjoy it.

19

I own my time.

20

is a number, just another machine to turn -- find a

21

way to do deals.

22

I've been there (inaudible).

I

I -- because now I make my own decisions.
And I go to work and I'm -- the money

On average, through my regular hours -- 40

23

hours a week, real estate, when we're in the middle --

24

at the beginning or middle of a deal of the rehab, I

25

do about 10 to 12 hours extra per week.
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1

It depends on how extensive the rehab is.

2

there as the different guys, get the teams going, look

3

at any kind of major infrastructure issues with the

4

house.

5

wake up (inaudible) and see what deals hit the market,

6

see what action items I need to have, (inaudible)

7

lunch time.

8

phone calls or any kind of contacts I need to make.

9

And at the end of the day, I'm always at my property.

10

So on average I'll do that.

I'll be

My routine is I

I follow up on them, any deliverables or

Always checking on it.

11

MATT DAVIS:

12

COURTNEY:

13

MATT DAVIS:

14

COURTNEY:

15

MATT DAVIS:

Okay.
Ten, 12 hours.
Ten, 12 hours a week?
Yes.
Okay.

Now, I'm going to

16

compare that to something that you all filled out

17

yesterday.

18

morning?

Remember the form you filled out yesterday

19

AUDIENCE:

20

MATT DAVIS:

Mm-hmm.
There's a question on there,

21

can you dedicate an extra five to ten hours minimum as

22

you begin?

23

that at this point?

24

week gig.

25

not why we're here.

How many of you agree you can still do
Yes?

This is not another 40-hour

If you have that time, great.
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1

what you're doing instead of feeling overwhelmed with

2

another 40-hour week other thing going on.

3

What else?

Your emotions.

All right?

How have they

4

changed over the last 18 months?

5

perception of money?

6

things you and I have shared over the phone over the

7

last year and a half of the books that you've read

8

that are on their suggested reading list today.

9

COURTNEY:

How has your

Talk about maybe some of the

Wow.

Just this week I -- I was

10

thinking -- I'm in the middle -- I'm in the middle of

11

one of those books that you talked about.

12

with my oldest son.

13

school.

14

-- you all are doing a lot of things.

15

you?

16

And I spoke

He's about to graduate high

And he said, Dad, what drives you now?

What

What drives

I told him initially my why was to create a

17

legacy for my family, my children.

18

So over the past, you know, 18 months or so, things

19

have changed obviously.

20

that's in place.

21

My why now is how many lives, how many communities,

22

how many people can we touch and impact?

23

That was my why.

So now that's -- that's --

That's going to take care of itself.

Case in point of that is on the jobs, you

24

realize how many people you're employing and how that

25

money kind of trickles out.
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1

the labor, the specialists that come in.

2

people have families.

3

you're on site, you're talking to people.

4

sharing these principles.

5

people.

6

So all these

They have -- and then when
You're

You're spending time with

You're changing lives.
And that's what drives me now.

The people

7

that you meet, the communities that you meet, the

8

people that come up to us and say, hey, I really love

9

that house.

(Inaudible).

But they're really asking,

10

okay, I don't want to sell my house, but thank you for

11

building up the community.

12

drive -- that -- that (inaudible) it's hard work, but

13

the return is -- you can't compare the feeling.

14

(Applause.)

15

MATT DAVIS:

16

UNIDENTIFIED MALE:

17
18

Like, it's -- those things

Okay.
I had a question.

How

long have you been (inaudible) deals?
COURTNEY:

So -- yes.

19

22nd transaction right now.

20

done wholesales.

21

whole flipping.

We've done flips. We've

We've done rentals.

We've done the

We've done it all.

22

UNIDENTIFIED MALE:

23

COURTNEY:

24

MATT DAVIS:

25

RICKY:
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1

avenue, home flip or -- flip, home rent, what?

2

COURTNEY:

It depends on the scenario.

When

3

we first (inaudible) we started with flipping.

4

it's like what's going to generate the most return.

5

That's my mindset.

6
7

And how do I take the deal down.

MATT DAVIS:

COURTNEY:

9

MATT DAVIS:

Yes, yes.

COURTNEY:

12

MATT DAVIS:

14

-- to allow other options to

come into play.

11

13

So a lot in the beginning was

flipping houses and building up that cash --

8

10

Yes.
And you can go ahead.

I'm just

talking.
COURTNEY:

And I -- I want to say something

15

to you all.

16

area talk about saturation.

17

about competition.

18

more than enough deals out there.

19

Now

Don't think of -- a lot of people in this
A lot of people talk

Don't have that mindset.

There is

Let me tell you, one of the things that

20

we've done in this area, everybody, so we find deals

21

that match our criteria.

22

(inaudible) on a specific set of properties based on

23

our finances and our goals.

24

offers, realistic, specific offers, on certain houses.

25

I don't target every house.
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1

for me.

Right?

2

So for those of you that say, okay, that's

3

too many deals or that's too much -- I mean, there's

4

too many investors, there's too much competition,

5

that's -- that's (inaudible).

6

the business way of the market correcting itself.

7

Right?

8

going crazy.

9

around, even in this (inaudible).

That's the -- that's

It's better to (inaudible) the prices are
But there's more than enough deals to go

10

spot.

11

apply these strategies.

12

deals to go around.

You find your sweet

You find your criteria and you focus -- you

13

MATT DAVIS:

There's more than enough

You know what I say when I hear

14

people say, oh, there's no deals available.

15

say, you're right.

16

(Laughter.)

17

MATT DAVIS:

Hey, guys, that is simply not

18

true.

People are still going to pass away.

19

are still going to get divorced.

20

wear out no matter what.

21

COURTNEY:

22

MATT DAVIS:

I just

People

Homes will still

Yes.
Let's not even listen to that.

23

Talk about procrastination.

24

something that can kill this whole plan as well.

25

Correct?
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1

COURTNEY:

Yes, yes.

The longer you sit on

2

your hands, it's just always someone else that's going

3

to be out doing deals.

4

asked you why on the first day.

5

exercise.

6

further out you get away from the whole goals.

7

There is no -- so if you've been doing what you're

8

doing and you're here, if you don't change what you're

9

doing that's not going to change the situation.

10

Also, when you -- so Matt

The longer you wait to take action, the

In my mind, I'm thinking, okay, (inaudible).

12

fairly intelligent.

13

corporate area.

14

feeling restricted financially.

15

the things I want to do.

16

decisions.

I've had very good success in the

But I'm still unemployed, still

I can't -- I can't make free

So if you procrastinate, it won't happen.
That's the bottom line.

19

(inaudible).

21

I can't get up and do

Something had to change.

18

20

Right?

That's what happened to me.

11

17

You did that

MATT DAVIS:

It will support you

I think -- do you guys remember

his one word, his why when he began?

22

AUDIENCE:

23

MATT DAVIS:

Legacy.
Legacy.

Write this down.

24

Legacy is not built with complacency.

25

built with complacency.
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1

more questions and I'm going to have you make some

2

parting comments and we're done.

3

Shelly.

4

Right?

All right?

You were next,

And then (inaudible) as well.

5

SHELLY:

6

was about to ask.

7

push and give them $40,000 with faith that you was

8

going to get your -- you was going to be successful?

9

You actually just touched on what I
But my reasoning is what made you

COURTNEY:

That's a brilliant question.

10

Okay.

11

All right.

12

business management and a master's, MBA.

13

that college pales in comparison to the return on this

14

business.

15

teach me how to raise capital.

16

how much I'm worth.

17

control my situation.

18

job and how to, you know, think that I'm providing for

19

my family.

20

opened my eyes to how unlimited my earning potential

21

is.

22

I'm going to -- I'm going to -- here it is.
I went to college.

I got a bachelor's in
The price of

College didn't teach me, school didn't
School didn't teach me

It didn't show me how much I
School taught me how to get a

But this business taught me how to -- it

So the bottom line is the $40K, I felt

23

confident (inaudible) that because I knew that I was

24

willing and ready to invest in myself, and I was

25

willing to put the work in.
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1
2

So we -- when we signed up for it and we
went in, we were all in.

3
4

MATT DAVIS:

Were you nervous?

Were you

nervous?

5

COURTNEY:

6

MATT DAVIS:

7

COURTNEY:

8

MATT DAVIS:

9

We were --

Absolutely.
Were you scared?
Absolutely.
How many appreciate knowing

that he was scared as well?

10

(Applause.)

11

MATT DAVIS:

That's real, you guys.

Great question, Shelly.

12

And let me add to that.

13

in education, you're investing in yourself.

14

remind everyone.

15

buy off on some new invention.

16

We already know it works.

17

helps you get there a lot faster.

18

here.

19

Okay.

When you're investing, okay,
Let me

We're not here to try to get you to
This is real estate.

We just have a path that

UNIDENTIFIED MALE:

Yeah.

Okay?

Question

Well, you kind of

20

answered my question, but I have another one just

21

(inaudible).

22

deals.

During -- you said you have 20-plus

23

COURTNEY:

24

UNIDENTIFIED MALE:

25

COURTNEY:
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1

UNIDENTIFIED MALE:

So in this time, have

2

you either got into wholesale, fix and flip -- I'm

3

sorry, fix and flip?

4

(inaudible)?

5

COURTNEY:

Have you made any mistakes

No.

Yes.

But here's the thing.

6

When you -- when you purchase properties the right

7

way, it cushions the load.

8

of -- I'll give you an example.

9

example.

We go into a property, it's an older

10

remodel.

And we say, okay, we need windows.

11

thing that you don't factor into those older

12

properties and the way they're designed is the

13

framing, the framework around the windows.

14

don't factor into the cost the opportunity costs of

15

your -- you don't even factor in your -- you don't

16

even factor in basically when you have to go and get a

17

license (inaudible).

18

know why.

19

for the permit, get the permit and wait for the

20

inspectors to come by.

21

you have to wait on.

22

happens.

23

okay, this flip is going to take me two and a half

24

months.

25

okay, we're -- how are we doing on site?

You have more room to kind
This is a small

One

Also, you

Right?

It's actually -- I don't

That's the thing.

You have to go and apply

So those are the things that
And then -- so that's what

You make mistakes.

I'll forecast out, hey,

So two months gets there and my wife is like,
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1

we're doing good, Lisa.

2

week over, how are we looking?

3

inspector.

4

things like that happen.

5

business.

6

way, there is cushion in there so that you can, you

7

know, recover.

8
9
10

Okay.

So we're -- we're one
I need to call the

And (inaudible) you don't want to -- but
That's -- it's (inaudible)

But when you purchase the house the correct

MATT DAVIS:

Good.

That's -- you follow

rule number one, never pay retail.

That's never been

more important.

11

COURTNEY:

12

MATT DAVIS:

Absolutely.
Once you begin to understand

13

the process and the system, you know that you call the

14

inspectors and you know that you're going to be about

15

a week out.

16

line.

17

along the way.

You'll begin to line up your assembly

So that -- that's -- those are learning curves

18

COURTNEY:

19

MATT DAVIS:

20
21

Absolutely.
Okay.

Final comments?

Go

ahead.
COURTNEY:

Act.

Take action.

Take action.

22

If I told you -- if I told you now -- I didn't see 22

23

deals in the way we've done it two summers ago almost.

24

When you -- when you meet people that are -- when you

25

meet people that depend on you, people that are --
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1

they're reaching for hope, a lot of times you are --

2

you're that hope.

3

but it's also a -- it's a life-changing decision.

4

So it's -- it's a business thing,

So if -- so if we stop here right now,

5

today, I'm grateful for the opportunity of the people

6

that I've had a chance to manage, lead and change

7

peoples lives.

8

say, hey, how do I get started?

9

you find the deals?

I've had contractors come up to me and
What do I do?

How do

The fact that you're raising

10

those questions, you are making people think.

11

don't see the work that comes behind the scenes.

12

same way you're sitting here right now, you can't see

13

the home, you can't see those hours that we put in.

14

But I'm telling you, take action.

15

And you execute -- execute the system.

16

the confines of the system.

You'll win.

17

lessons that comes with it.

It's an opportunity

18

(inaudible) as we stated earlier.

19
20

MATT DAVIS:

23
24
25

The

You start to learn.
Stay within
You'll take

But you will win.

Have you made some friends

along the way?

21
22

They

COURTNEY:

Oh, a lot.

A lot of great

friends.
MATT DAVIS:

Let's give him a great round of

applause, everybody.
(Applause.)
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1

MATT DAVIS:

(Inaudible) you and Lisa

2

started, all right.

3

also knew that you knew how to work hard.

4

know how to work hard.

5

week already.

6

heard yourself or somebody in the office say, if I

7

worked 40 hours a week for myself instead of my boss,

8

I'd be rich.

9
10

I knew they were scared.

But I

You all

A lot of you put in 40 hours a

All right?

How many of you have ever

Who's ever heard that before?

UNIDENTIFIED FEMALE:
MATT DAVIS:

Get rich.

All right.

But, yeah, it's

11

been fun to not only just -- you know, as I pass

12

through Dallas and (inaudible).

13

over the phone as we've traded notes on (inaudible)

14

that we share together.

15

I also stay in touch

It's been great.

So how many of you -- and I don't mean this

16

in any way to be sensational or dramatic.

But how

17

many of you would be willing to do what Courtney has

18

done for you six to maybe 12 months from now when we

19

come -- make it back through Dallas?

20

willing to do that?

Who would be

Okay?

21

Because did this help?

22

AUDIENCE:

23

MATT DAVIS:

Yes.
It's a different perspective.

24

It's empowering for people to feel like, yes, this can

25

help and this can help for you as well.
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1

them, it can work for you.

2

round of applause.

3

(Applause.)

4

MATT DAVIS:

5

UNIDENTIFIED MALE:

6

All right.

Give him a big

Yes?

He forgot to tell us

about his hoarder house.

7
8

Okay?

MATT DAVIS:
house.

Tell them about the hoarder

That's the one he made $35,000 grand on.

9

UNIDENTIFIED MALE:

10

MATT DAVIS:
All right?

Oh, okay, okay.

(Inaudible) hoarder house along

11

the way.

All right, you guys.

12

(Inaudible).

13

five-minute break is all we have time for right now.

14

Let's imagine this is the (inaudible) when we come

15

back -- hang on, before you go, guys, listen up.

16

right?

17

you how these enrollment (inaudible) way out, what

18

they cost.

19

you to anticipate this for the (inaudible).

20

right?

21

(inaudible) how many of you are willing to explore the

22

options of how we can help you move forward

23

(inaudible).

24

down for a second.

25

because that's wishful thinking.

We're going to take -- just only a

All

When we come back, I am going to share with

I'm also going to be asking because I want
All

I am going to be asking one thing we all

All right?
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1

nice.

All right?

How many of you are willing to

2

explore the options.

3

difference between wanting and willing?

4

AUDIENCE:

5

MATT DAVIS:

All right?

What's the

Action.
Action.

All right.

Now, when

6

I ask that, it's an interesting part of the weekend

7

because this is what happens.

8

to raise their hand and they go like this first,

9

though.

All right?

People go

They go --

10

(Laughter.)

11

MATT DAVIS:

You guys know that happens.

12

that right?

13

options, maybe I should, too.

14

the room that you don't even know.

15

anything to do with your personal success at all?

If everyone else is checking out their

16

AUDIENCE:

17

MATT DAVIS:

Folks, so many across
Does that have

No.
Let me ask -- let me hear, will

18

you explore your options?

19

options, they will pick and manage looking for the

20

best deal.

21

time for right now.

22

the (inaudible) to me.

23

not why I brought you here this weekend (inaudible).

24

(Inaudible) you're welcome to do so.

25

Is

Okay?

You should explore your

Five, ten minutes is all we have
If you want (inaudible).
It's not your mentor.

Bring
That's

(Recess.)
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1

MATT DAVIS:

I'm glad that some of you had a

2

chance to take advantage of the fact that Jorge is

3

here and (inaudible) pick his brain a little bit.

4

right?

5

All

But before I share with you the (inaudible)

6

give a very big round of applause to Courtney

7

(inaudible).

8

(Applause.)

9

MATT DAVIS:

What I want to do right now is

10

go ahead and review the menu items, so to speak, that

11

I talked about throughout the day.

12

you kind of a timeline that I would suggest that you

13

begin to follow.

14

to tell you, okay, here's what we would suggest first,

15

second, third, fourth.

16

about the Fast Start, the Vegas thing, and what about

17

the way the capital (inaudible) class and all this

18

stuff.

I will then give

As this timeline maps out, it gets

Because we've kind of talked

I'll show you how to get this put together.

19

I will then give you a handout that allows

20

you to see the three enrollment levels.

21

Instead of, hey, Matt, I didn't have a chance to write

22

all that down on the screen on that one slide.

23

many of you have taken enough notes so far to last a

24

lifetime.

25

more (inaudible) and then we'll kind of wrap it up

Is that right?
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1

tomorrow.

2

So just sit back and relax for a second.

3

(inaudible) the menu items and (inaudible) on what

4

they are.

5

But I am going to have you draw a timeline.

One of the things we've talked about is this

6

whole Vegas summit thing.

7

second and (inaudible).

8
9

I'm still

VIDEO:

All right?

Let's take a

Tarek and Christina were -- I mean,

they just sat there so relaxed and went through all

10

the troubles that everyone in this room, I think, was

11

going through.

12

think that's part of it, is that you have it inside of

13

you.

14

But they just took (inaudible).

You know?

And I

You either have it or you don't.

Well, those guys are obviously superstars in

15

their business and what they do (inaudible).

16

see them as real people, I want to say, I mean, that's

17

just awesome.

18

started from the same position I did.

19

To be able to relate to someone that

(Inaudible) all your life.

(Inaudible).

20

(Inaudible) the younger you are (inaudible).

21

normal (inaudible).

22

Just to

I think they have great ideas.

And the

I learned

23

quite a bit from them just from watching the

24

television show.

25

inspirational.

They're very (inaudible) and
These are just not helpful hints.
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1

see people on the TV that you think are so

2

unobtainable, and they are right in front of you

3

making themselves available to talk to you, to answer

4

your questions, to take time out of their busy lives

5

and busy schedules, to hone in on your question.

6

has been amazing.

7

in that class three months ago where I was thinking,

8

ahh, should I spend X amount of dollars to make it

9

here?

I recommend this to someone sitting

Absolutely.

Absolutely.

10

What she said.

11

(Laughter.)

12

MATT DAVIS:

13

lights real quick?

14

what she said.

15

It

Javier, do you want to hit the

That was a chicken answer.

But,

All right.

All right.

Now, in addition to obviously

16

the excitement and the three levels (inaudible)

17

instruction, that's obviously a weekend jam packed

18

full of everything, they also didn't really talk about

19

the access to the properties.

20

about that as well.

21

Now, Courtney talked

All right?

So access to these properties, we've already

22

found the properties.

23

renters in them.

24

already in place.

25

network with opportunities financing the bulk of these
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1

properties.

2

that actually moved through the Vegas Summit.

3

right?

4

Let me show you an example of a property
All

This one, the purchase price is $45,000.

5

cash flowed $800.

However, it had $150 worth of

6

monthly expenses.

So we've done this math before,

7

haven't we?

8

AUDIENCE:

9

MATT DAVIS:

10

AUDIENCE:

11

MATT DAVIS:

12

$650?

It

Yes.
The positive cash flow a month?
$650.
$650.

What do we do with the

We multiply it by what?

13

AUDIENCE:

14

MATT DAVIS:

Twelve.
Okay.

Do you guys have to run

15

this?

No, because we've done this a million times

16

today.

17

repetition.

18

investment, in this case it's $45,000.

19

ROI, 17.3.

20

Is that right?

This is a matter of just

$650 times 12 is $7,800, divided by the
Cash on cash

Now, I spoiled you a little bit with the 24

21

percent cash on cash ROI with that exercise we did

22

earlier.

23

17 percent pretty good, folks?

But let's come back down to earth again.

24

AUDIENCE:

25

MATT DAVIS:
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1

know is the fact that the third-party appraisal came

2

in at $55,000.

3

well.

4

instant equity, and we also have the year-one cash

5

flow.

6

divided by the investment at hand, which is $45,000.

7

So actually year one ROI is just shy of 40 percent.

8

How are we doing, pretty good?

9

So we've done this math before as

We'll obviously step into $10,000 worth of

So you add them together, you've got $17,800,

AUDIENCE:

10

Yeah.

MATT DAVIS:

Okay.

Let me remind you of

11

something, though.

This is on a property that you

12

didn't even have to find.

13

picked one.

14

right.

15

property that came from the Vegas Summit.

16

strong properties.

17

the neighborhood and we're well aware that people --

18

they want neighborhoods, school districts and homes.

19

Right?

20

fact that if you buy a rental from us that doesn't go

21

very well, you're never come back to buy another one.

22

Is that right?

Okay?

You showed up and

Think (inaudible) did this morning.

All

A property like this one, this is an actual
Good,

We already have done the research

So also on that note, we're well aware of the

23

On the contrary, though, if it goes pretty

24

well -- in fact, really well -- you're going to come

25

back and continue to do that more and more and more.
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1

And as we have discussed, that is the long-term

2

business model that we have.

3

eventually turn you from students into eventual

4

clients.

5
6

All right?
So if everyone would go ahead and draw a

timeline across your notes.

7
8

Our design is to

All right?

UNIDENTIFIED FEMALE:

(Inaudible).

Remember

(inaudible).

9

MATT DAVIS:

That was (inaudible) they paid

10

cash for that property.

11

didn't pay cash, that would change that monthly

12

positive cash flow as well.

13

we simply need to run the numbers and it's all about

14

the (inaudible) fixing the timeline.

15

All right.

Okay?

So obviously if you

Is that right?

So, yeah,

(Inaudible).

So as you draw the timeline,

16

here we go.

17

the next six to potentially eight months.

18

The next time you'll see us and the next training

19

you'll go through after this weekend is the Fast Start

20

Boot Camp.

21

Our mentorship in the timeline works for
All right?

That is happening in four weeks.
So you would see tomorrow afternoon when

22

we're done a very specific action plan that is

23

designed to get you ready for the fast start training

24

in four weeks.

25

conference here in Dallas.

Let's remind you that is a three-day
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1

properties.

2

out into the properties, walking through properties,

3

learning bid work assessment, learning how to do

4

what's called tier one, tier two or tier three rehab

5

assessment.

6

the design of that is to get you out there and teach

7

you the recipe.

8
9

Day two, you leave the development and go

And day three is all about contracts.

So

Once you know the recipe, can you take the
recipe anywhere in the country?

10

AUDIENCE:

11

MATT DAVIS:

Yes or no?

Yes.
Okay.

12

matters most.

13

if you take it elsewhere other than Dallas.

14

the recipe we want to teach you.

15

The system.

It's the recipe that
And, yes, pricing changes
But it's

All right?

After that, your timeline begins.

16

some deals under your belt.

17

to learn and practice perfectly there at the boot

18

camp.

19

you're going to be going through the on-demand trades

20

as well.

21

just by quoting and really hone in on.

22

make those words your words, the more they roll off

23

the tongue.

24
25

All right?

All right?

Let's get

But you begin

Now, while you're doing this,

You're going to be practicing your scripts
The more you

So you're going to practice.

That's it.

After that, we would propose -- actually,
these are out of order.
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1

that you cash in -- go ahead and update this now -- on

2

the one-on-one session or the marketing, find the

3

money and wealth strategies.

4

how we propose that you line this up.

Three-day boot

5

camp, get some deals under your belt.

You'll develop

6

kind of an investor style.

7

we then suggest that you cash in on the one-on-one

8

session, which means a mentor will fly back out here

9

to Dallas or wherever you live, because I know some of

All right?

So this is

Once you have that style,

10

you don't necessarily live in Dallas, and they will

11

then take you out in the field privately one-on-one

12

with you and your guest.

13

All right?

I would suggest you wait a few

14

months between the fast start and the one-on-one

15

session.

16

students do, and I think this is a mistake.

17

right?

18

one-on-one session and did it right after the boot

19

camp.

I'm going to show you what I've seen

Some of our students have taken this

20
21

All

Why would I say that's a mistake?

What do

you think?

22

AUDIENCE:

23

MATT DAVIS:

(Inaudible).
You just haven't done much yet.

24

Okay?

You really haven't had enough experience to

25

begin to formulate the intelligent questions that we
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1

want you to have.

2

few months between the fast start and the one-on-one.

3

All right?

So I would suggest a

Now, what's happening along the way?

4

getting deals done.

5

(inaudible) trainings as well.

6

the access, go through that.

7

You're

You're also going through the
If you ever receive

Do you remember reading about something in

8

the brochure about something that happens once per

9

quarter in one of our marketing offices out in Salt

10

Lake City, Utah.

11

Who remembers something like that?

All right.

That is this training right

12

here.

13

strategies.

14

three classes are held once per quarter in Salt Lake

15

City, Utah.

16

They are always held back to back.

17

days to complete those three courses.

18

The marketing, find the money and wealth
Everyone needs to write this down.

Those

They all three are going back to back.

All right?

And it takes four

Now, if one quarter doesn't work

19

for you, come to the one next quarter.

20

okay?

21

to now be prepared because as we go through live

22

trainings in the field -- eyes on the right-hand

23

screen, please -- live trainings in the field,

24

classroom work, on-demand trainings as well, you're

25

getting deals under your belt, the final crowning

This is kind of your schedule.
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1

thing I would suggest you do is come to the Summit.

2

All right?

3

you to attend is going to be in May of next year.

4

ahead and write that down.

5

The next Summit we have anticipated for
Go

So between now and May, once you have gone

6

through these courses and classes, on-demand trainings

7

as well, because by the time you get there you'll have

8

some deals under your belt, and how many want to go to

9

that Summit having some deals already accomplished?

10
11

Can I see your hands?
I think once you get there, you're able to

12

meet other investors on more of a value for value

13

level instead of you don't know what you're doing yet,

14

but they do, you're a fish out of water.

15

That way you can begin to identify angles, how many

16

(inaudible) you're taking that you wouldn't have seen

17

if you're just brand new.

18

All right?

All right?

So I think it's good that May is the next

19

Summit for you because then you're able to kind of get

20

ready for it and get some deals under your belt.

21

Now, keep in mind, all along the way, in the

22

event you make the investment and you go to the entire

23

training courses and all the live classes and

24

on-demand trainings and this and that, you still have

25

the net profit guarantee as well.
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1

about that before lunch?

2

AUDIENCE:

3

MATT DAVIS:

Mm-hmm.
Which states, if you still have

4

not made a net profit of what you said on your

5

advanced education, then that arrow is there for a

6

reason.

7

you have at least made a net profit of what you spent

8

on it.

It continues and extends indefinitely until

Okay?

We'll put that in writing for you.

9

So for me the difference was the mentorship.

10

To me, this has been the significant bridge right here

11

because we don't learn everything all at once.

12

as adults, you guys, it takes time to be able to get

13

through the trainings.

14

through those trainings and having somebody watch over

15

your shoulder and help you along the way, they tell

16

you, they show you, they watch you and make sure you

17

take those steady steps.

18

Even

But the net result of going

We also talked about a very important

19

component, which is profit finding.

20

full version of the software, customizable comparison,

21

search and evaluation of advanced (inaudible)

22

generation, marketing tools, scripts, filters.

23

talked about the software and can show those to you.

24

All right?

25

All right?

The

We

On-demand trainings, I already mentioned
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1

them.

Showing you (inaudible).

2

your next flip.

3

you begin to go through your home funding as well.

4

You begin to build what's called your Dunn &

5

Bradstreet rating.

6

be able to qualify for business lines of credit

7

instead of just personal credit.

8

Also, mindsets that we talk about, you get the idea.

9

Those are the on-demand trainings.

10

Fifty ways to find

Money, money, money.

This is where

Once you have that, you begin to

All right?

All right?

So if you don't mind, Lisa, if you would

11

pass those out, hit the lights.

12

take one of these worksheets and pass it down the way

13

so everyone has a copy so we can go through this.

14

I want everyone to

As this is coming out, please keep your ear

15

open right now because I know I'm getting this

16

question.

17

purchase later instead of doing it this weekend?

18

What's the answer?

Matt, can you do the advanced training

19

AUDIENCE:

20

MATT DAVIS:

No.
Yes, you can.

All right.

I'm

21

not going to hide for one second, however, are there

22

some incentives to get you started sooner than later?

23

AUDIENCE:

24

MATT DAVIS:

25

right?

Right.
Of course there are.

All

We want to get out here the next four weeks so
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1

we do capitalize on the momentum that was created off

2

of a weekend like that.

3

capture that.

4

I feel it's important to

So on the worksheet, you're going to

5

obviously see three boxes at each enrollment

6

level.

7

everything we offer as a company.

8

fill in the boxes.

9

cost at a later point.

The top one is the diamond enrollment,
So go ahead and

Full price would be what it would
All right?

I will then tell

10

you the discount or the incentive in the kind of dark

11

and shaded box that says, on-site investment, what it

12

would cost this weekend.

13

Okay?

But diamond enrollment, full price,

14

write this down.

15

It's on the screen.

16

Discount of $32,000 and change.

17

talked about, I've got to reference the number around

18

$40,000.

19

I said this as I began yesterday.
It is just shy of $74,000.
And what Courtney has

It's $41,297 for the diamond enrollment.
So I want to get all the numbers down before

20

you back up and kind of mix and match certain things

21

and what comes with what and things like that.

22

middle enrollment, which would be the platinum, full

23

price just shy of $46,000, discounted to $19,700.

24

On-site investment of $26,297.

25

So the

And the bottom one, the (inaudible), full
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1

price just shy of $36,000, discounted to $14,000 and

2

change, $21,297.

3

$21,297.

You've got $41,297, $26,297 and

4

As you look at the worksheet and begin to

5

compare, for example, the top one versus the middle

6

one, it looks like the only difference would be that

7

one-on-one session.

8

I make -- (inaudible) just for a second.

9

for a minute.

But that's just not true.

So if

Eyes up here

Underneath where you wrote down

10

$41,297, the top right-hand corner of this, I want you

11

to underneath that, there's a little bit of blank

12

area, write down the following differences that only

13

come included at the diamond enrollment, the top one,

14

not the middle one.

15

All right?

Here are the differences.

Number one, the

16

top enrollment, the diamond, is the only one that has

17

that net profit guarantee attached to it.

18

that if you go through the entire thing, the entire

19

diamond enrollment, we would certainly want to

20

surround you with that extra guarantee, which states

21

we will not stop mentoring you and helping you until

22

you at least made the net profit of what you spent on

23

it.

24
25

We feel

Okay?
The second difference, which, in my opinion,

is the bigger difference, unlimited repeat privileges
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1

to the Summit in Vegas.

All right?

You're able to

2

come back as many times as you wish.

3

level at which you can obviously continue to come back

4

and continue to get rental properties from us over

5

time.

That is the only

6

Okay.

Here's why the company has told you

7

do it that way.

8

other on a repeat basis at the Summit, we all want --

9

we want everyone that continues to see each other

Those of you that are seeing each

10

long-term to have enrolled in the same level.

11

right?

12

continuing to come back at day 21, this is the

13

(inaudible) 41, that's not (inaudible).

14

everyone to have enrolled at the same level.

15

repeat privileges only comes included with the top

16

diamond enrollment.

17

one-time visit only.

18

guest.

19

All

In other words, if we've got someone that's

So I want
So

The middle and the bottom is a
Okay?

That's for you and a

The final difference is the only one that

20

has the one-on-one mentorship, which is where the

21

mentors fly back out to your neck of the woods.

22

again, some of you have expressed interest in

23

investing in Florida, maybe here in Texas as well.

24

you want your one-on-one session in Florida, we'll

25

meet you in Florida.
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1

Totally fine.

2

want to be.

3

You can cash in on that wherever you

Okay.

So those are the three differences,

4

though coming from the top, and the biggest difference

5

is between the top and the other ones.

6

discount pricing is limited to this weekend only.

7

only will you receive my information, contact

8

information, but you will also be receiving the

9

consultant's information as well.
you (inaudible) it out.

11

in touch with our students, as you saw.

12

rock star.

Not

But it's fun for us to stay
Courtney is a

It's fun for me to watch him over time.
Also, you may bring a guest with you to

14

every one of these sessions.

15

person, this is for two people.

16

Significant other, fine.

17

partner, fine.

18

we say.

19

All

And I do hope that

10

13

Okay?

This is not for one
Let me qualify that.

Spouse, fine.

Business

Pre-existing business partner is what

In other words, you'd be surprised.

People

20

try to get creative.

21

to scope out somebody on the other side, hey, let's go

22

in halfsies and split -- you can't do that.

23

never advise you to partner with somebody you

24

technically do not even know.

25

fact that a few of you are here this weekend and you
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1

met at the first meeting.

2

you even know these people really?

3

intentions are good, but we don't allow that.

4

do want you to bring a guest with you to these

5

workshops and trainings.

6

Be careful with that.
All right.

Do
Your

But we

Okay?

Also, as we get the logistics and the

7

numbers (inaudible) usually my mindset begins to kick

8

in.

9

make this happen?

10

Would you agree?

at this point.

11

Can we afford it or how can I

One of two things usually happens

All right?

And it's interesting, when you begin to

12

explore your options, all of a sudden options like we

13

did just now at that last break, options begin to

14

reveal themselves, where you raise the money, okay.

15

All right?

16

How many of you would feel more comfortable

17

investing -- for example, in real estate or in

18

education if you had my knowledge?

19

hands.

20

Thank you for the forced compliment.
Okay.

But I want you -- I mean, take this

21

question seriously.

22

between you and myself?

23

AUDIENCE:

24

MATT DAVIS:

25

Let me see your

than you have.

What is the difference right now

Knowledge.
I have just done this longer

That's it.

3-Day Workshop - Dallas, TX
Day 2 - September 22, 2018

All right.

Now, I'm not

EX 9, p. 389

Case 2:19-cv-00713-DAK-EJF Document 12-8 Filed 09/30/19 Page 391 of 423
390
1

necessarily or academically any more advanced than any

2

of you one here in Grove.

3

myself to get out and -- but, I mean, if I went to

4

two months of college to play football, once football

5

was over I left college.

6

around for the rest of the tournament.

7

Okay.

And I'm not trying to tell

I'm not going to stick
I just left.

I'm not endorsing that educational

8

path.

9

Courtney kind of echoed this as well, all it teaches

10

I'm not anti-education.

you is how to go out and get a secure what?

11

AUDIENCE:

12

MATT DAVIS:

13

I just felt -- and

Job.
Job.

But is that really

secure?

14

AUDIENCE:

15

MATT DAVIS:

Nope.
I have a problem with putting

16

your life in the hands of somebody else that can drop

17

you any time they want to.

18

you did wrong.

19

don't they?

20

to you before?

21

fine, all of a sudden the next day the department got

22

rid of (inaudible).

23

Oftentimes it's nothing

Companies restructure all the time,

How many of you have ever had that happen
May I see your hands?

Things are all

All right?

So I just propose the idea of becoming more

24

self-reliant instead of job-reliant?

25

difference between them.
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You guys, I've just done this business longer than you

2

have.

3

you to become an expert in your field.

4

What do you do for a living?

And I want you to think about how long it took

5

JOHN:

6

MATT DAVIS:

7

Okay, John?

I'm a physician.
You're a physician.

A lot of

schooling.

8

JOHN:

16 years.

9

MATT DAVIS:

Sixteen years of school.

10

long you been practicing?

11

JOHN:

12

MATT DAVIS:

How

I practice (inaudible).
For 20 years?

Is that right?

So a total of a

13

36-year career.

I mean this with all

14

respect.

15

notes for three days, would I have a clue on how to do

16

what you learned over a 36-year career?

If you sat me down and I took really good

17

JOHN:

Probably not.

18

MATT DAVIS:

Not even close.

All right.

19

And I mean that in a respectful manner because I

20

respect your craft.

21

is obviously a new field for most of you.

22

takes time.

23

Now you're in my room, and this
So it just

That's all.

So how many of you feel like you've come a

24

long way in two days so far with us?

25

what we can do with you in six to eight months.
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1

is -- it is life-changing.

2

right?

3

That's exciting.

All

Logistically, let's go ahead and talk about

4

(inaudible).

There's several ways to how you could do

5

it, and I'll share with you a few examples of how some

6

people do it.

7

credit cards if that's necessary.

8

credit.

9

credit in place, it is not realistic to think that

Cash, checks, credit card, multiple
Equity lines of

If you don't already have those lines of

10

you're going to be able to get them done or approved

11

in the next month.

12

good month, two months, to get approved, or home

13

equity lines of credit just like this.

You know, sometimes it takes a

All right?

14

But, investors, this is fun to kind of

15

explore because I've seen some students do this.

16

give you an example of this.

17

couple just -- they had got married.

18

really have any money.

19

life together.

20

end of day two because they didn't do so well on those

21

puzzles that we've looked at.

22

I'll

I had a young -- young
They didn't

They just started to have a

And they were really frustrated at the

All right?

So everybody encouraged them just try to

23

wrap your brain around the idea of creating a value

24

for value exchange.

25

right?

And that's (inaudible).

All

And it was interesting to watch them the next
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1

morning, they came with a check of $41,297.

2

cleared, by the way.

3

(Laughter.)

4

MATT DAVIS:

And it

I was like, yeah, I said last

5

time you don't have any money, now you have $41,000

6

worth of money.

7

willing to pledge the money for their education in

8

exchange for 100 percent of profits on their first

9

three transactions.

10

AUDIENCE:

11

MATT DAVIS:

They found an investor that was

Wow.
Let me (inaudible) on that.

12

think they gave away the farm.

13

much.

14

three deals.

15

over about $100,000.

16

that a couple of kids that didn't really have any

17

money figured out a way.

18

that's pretty cool?

19

AUDIENCE:

20

MATT DAVIS:

They gave away too

If you can make more than $41,000 on your first
Courtney's first two deal cleared a net
All right?

But how many respect

How many of you would agree

Yes.
Okay.

Now, if you're going to

21

structure something like that with somebody and do,

22

like, maybe 75/25 or 70 -- make some money so it's

23

worth it for you as well.

24
25

I

Okay?

Another man, he and his wife, they owned a
Harley-Davidson -- actually several Harley-Davidson
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1

dealerships.

They made a lot of money.

2

problem (inaudible) a check for $41,000 and change.

3

But this -- this response was notable as well.

4

said, I'm going to write a check because it's going to

5

make me do this.

6

for a minute.

He

Now, I want you to think about that

Is there truth to that?

7

AUDIENCE:

8

MATT DAVIS:

9

They had no

Yes.
If you're ready to sink $41,000

into something, there's no way your urgency level is

10

going to be in the toilet.

11

the roof.

12

letting myself lose that kind of money.

13

to go work to make this happen.

14

It's going to be through

You're going to be like there's no way I'm
So I am going

And you just do.

But the last part he said was more of a

15

historical reference.

I don't know if you've ever

16

heard this reference.

He said, I have to burn the

17

boats.

Have you ever heard that before?

18

AUDIENCE:

Yes, commitment.

19

MATT DAVIS:

Who's heard that before?

Let

20

me see your hands.

It was initially Cortez that said

21

that.

22

cool story, actually.

23

boats, going into battle against an army far larger

24

than his.

25

right?

(Inaudible) at the seashore.
Okay?

It's a pretty

He's unloading the

They were drastically outnumbered.
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1

And turn around the boats that they came in

2

on were sinking, burning into the sea.

3

Cortez that lit them on fire.

4

All right?

5

there's no way out of here.

6

We cannot retreat.

7

And it was

This actually happened.

And he turned to his army and said,
We have to win this war.

And they actually won the war.

So if you think about that in more of a

8

business sense, when you're burning boats, you don't

9

leave failure as an option.

What are you going to do?

10

Just go make it happen.

11

is kind of an interesting comment that he made.

12

Okay?

So burning the boats
Okay?

So what we want to do is also mention a very

13

notable piece as well.

14

business, is this business education deductible?

15

or no?

16

AUDIENCE:

17

MATT DAVIS:

If you're in real estate as a
Yes

Yes.
Okay.

I know that we all kind

18

of shake our head, yes, Matt, it is.

Okay.

Let me

19

show you something.

20

it is.

21

their taxes, so therefore they lost that deduction.

22

So I'm going to encourage you right here, I'm not

23

trying to pass the buck but just explaining it.

24

you should consult your tax preparation people to have

25

the cost be deducted.

All my students say, yes, Matt,

But some of my students didn't do it right on
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1

dollar full 100 percent deduction on your tax return,

2

which should not be ignored as well.

3

deduction, that's big.

4

A $41,000

Okay?

So what I want to end on is our commitment.

5

We will work with you until you succeed.

Now, we

6

can't define what you mean by success because

7

everybody has different things that it would be.

8

can put a number on it.

9

stop helping you all along the way until we can at

We

In other words, we will not

10

least make all that money back.

11

two years, it says so in writing, it is indefinite

12

until you get that money back.

13

If it takes a year,

Okay?

So what do you do to get that statement

14

(inaudible)?

15

respect what we put together to put on the weekend

16

like this and all of our students become successful?

17

If you see it, I hope that you get it.

18

But obviously seeing the value or taking advantage of

19

it is two different stories.

20

I'm curious.

How many of you can

All right?

Right?

So how many of you liked (inaudible)?

Let

21

me see your hands.

Because, guess what, there's a

22

difference between I'd like to do it and willing to do

23

it.

Isn't there?

24

AUDIENCE:

25

MATT DAVIS:
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1

question I was asking.

How many of you are willing to

2

explore your options with your consultant?

3

your hands?

4

it, all right?

5

many chairs right now?

6

(inaudible) explore your options because I'm not here

7

to break your arm.

8

to ask you about your chairs.

9

go back and meet with your consultant for a moment.

Can I see

Then what I'm going to have you do is do
Take action.

I'm going to ask you how

All right?

Don't need to

Make yourselves known.

I'm going

I'm going to ask you to

10

If somebody else is talking to them right now, stand

11

in line and wait 30 seconds and go talk to them.

12

(Inaudible).

I am not done for the weekend

13

or today.

14

those of you that want to explore your options.

15

those of you that know you really want to do it, just

16

go do it.

17

of the way.

18

have some of the money and maybe not all of it figured

19

it out, go explore your options with your consultant.

20

All right?

21

out.

22
23

All right?

For those of you that only

Then we'll be able to (inaudible) back

So take five minutes, everyone.

if I had to guess.
:
see.

For

Get the paperwork filled out and get it out

UNIDENTIFIED MALE:

24
25

I'm going to allocate five minutes for

I think it's (inaudible)

(Inaudible).
Okay.

Well, let me (inaudible) and

But five minutes is not long enough.
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1

UNIDENTIFIED MALE:

2

(Music playing.)

3

(Chatter.)

4
5

:

Hey, Anders.

ANDERS:

6

:

(Inaudible).

, what's up.
Okay.

I'm a little sticker-shocked

7

right now, but I'm still willing to talk about this a

8

little further.

9

talked about writing down and I've been jotting down

I have a list of questions like we

10

some things.

11

talk tomorrow morning?

12

know it's going to take longer than five minutes, and

13

he said five minutes.

14
15

ANDERS:

18

Yeah.

When can we talk?

You want to
Because I

He's going to start talking

again here in just a minute.

16
17

Can we talk this afternoon?

:

Okay.

ANDERS:

So --

I mean, where are you at right now?

Just the money was a lot more than you --

19

:

The money is a lot more.

But, I

20

mean, I just -- I guess I need to have just a few more

21

questions --

22
23
24
25

ANDERS:
:

Yeah.
-- you know, fill in the blanks.

ANDERS:

Yeah.

And you're not making any

decision right now.
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1
2
3

:
ANDERS:

6

:
ANDERS:

:
ANDERS:

9
10
11
12

:

15

ANDERS:
would do the same.
:
ANDERS:

18
19
20
21
22
23
24
25

Okay.
But, yeah -Well, if you can talk to me

Yeah.

I told Erica and Shane I

I would talk to them afterwards.
Okay.
So if you've got time, I'll wait

around until, you know (inaudible).

16
17

But tonight I just want to know if

afterwards --

13
14

Okay.

you're leaning towards doing it or not.

7
8

So I want you to go home tonight

and make sure this is the one for you.

4
5

Okay.

:
ANDERS:

Okay.
So -- but I already told them I'd

meet with them.
:
ANDERS:

All right.
So when he's done, I'll meet with

him and then I'll meet with you.
:
ANDERS:
:
ANDERS:
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1

questions answered when you go home.

2

:

3
4

ANDERS:

:

6

ANDERS:

Yeah.

Okay, thanks.

All right.

:

9

Okay.

(Pause.)

10

UNIDENTIFIED MALE:

:

13

No.

UNIDENTIFIED MALE:

14

:

talk to me after (inaudible).

16

me after.
UNIDENTIFIED MALE:

18

:

19

questions, yeah.

22
23
24
25

:

He said he would

And then he'll talk to

(Inaudible).

And then we talked (inaudible)
So, you know (inaudible).

UNIDENTIFIED MALE:

21

(Inaudible).

You're so funny.

15

20

Did you get all signed

up?

12

17

I'll see you in a

minute.

8

11

Rather than going home and going, I

still don't have my questions answered.

5

7

Okay.

Okay.

We'll see how long it takes.

(Inaudible).
UNIDENTIFIED MALE:

(Inaudible) point.

But,

you know, will he be here tomorrow?
:
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1

wanted to give me the answers to my questions tonight

2

so that I'll be able to make a decision tomorrow and

3

not necessarily today.

4

UNIDENTIFIED MALE:

5
6
7

:

And I get that.

But if push comes

to shove, I'll just be (inaudible).
UNIDENTIFIED MALE:

8
9

Got it.

:

Okay.

Cool.

I'm going to run to the ladies room.

UNIDENTIFIED MALE:

10

(Pause.)

11

MATT DAVIS:

Okay, cool.

All right.

A couple things

12

before we adjourn for the day.

13

still back there taking care of business.

14

(Inaudible).

15

Okay.

Folks, some of you are
Keep going.

All right.

You've come a long way today.
All right.

Lots of

16

information.

And yesterday when I

17

mentioned kind of the schedule that we want to have an

18

early release time tomorrow, (inaudible) information.

19

UNIDENTIFIED FEMALE:

20

MATT DAVIS:

Yeah, that's right.

The question was coming up,

21

what time are we getting done tomorrow?

22

And here's my answer.

23

we're done.

24

We're going to complete the curriculum.

25

All right.

We're going to get done when

You guys have paid good money to be here.
All right?

So if I were to anticipate when we'd be done
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1

tomorrow, I'm going to say around 3:00-ish, maybe.

2

All right?

3

solve.

4

audiences, and that's fine.

5

get through all of them.

6

intents and purposes (inaudible).

I've got more puzzles for you guys to

So sometimes those take longer than other

7

All right?

But I want to

So they all have their

I have not forgotten about the divorcing

8

couple.

I promised you I'd solve that puzzle and I

9

can do that tomorrow as well.

10

But tonight there's no homework.

However,

11

those of you that already have been doing some

12

assignments with your consultant as far as raising

13

capital, the (inaudible) advanced training or coming

14

up with money, you've got some assignments for now.

15

All right?

16

However, tomorrow morning, day three is kind

17

of an interesting anomaly.

18

because we've been trying hard for two days, and when

19

we get to day number three we tend to wear out a

20

little faster.

21

that.

22

take longer breaks tomorrow.

23

and keep your minds active and stuff like that.

24

right?

25

hour session like we did this morning.

All right?

Interesting anomaly

So try to counterbalance

We're going to go on for shorter segments and
That will keep you fresh
All

We're not going to do another two and a half
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1

So tomorrow morning's session is about an

2

hour and 15 minutes long.

3

of the most crazy myths in this country, which is you

4

can't touch your retirement account until you reach a

5

certain age.

6

I will begin to take on one

That is simply not true.

I'm going to show you how to do it right

7

because you're going to have to do it right.

8

may remind you, Tony Robbins calls the American 401(k)

9

-- remember this -- the largest heist in the history

10

of the planet.

11

you should be aware of.

12

But if I

He really exposed some things I think

Now, for those of you that do not have a

13

retirement account, don't turn your brain off.

But,

14

guess what, you start making money in this business,

15

you're going to want a retirement account.

16

right?

17

need to take advantage of.

Is that

There's tax strategies and havens that we do

18

But tomorrow morning is about not making

19

money but keeping the money that you'll be making.

20

Second section is all about asset protection and tax

21

values.

22

money when comes in.

23

these things we've talked about.

24

learn how to manage the money.

25

excited about that section?

LLCs versus corporations, how we move the
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section of the weekend.

2

I'll remind you, it is a result of a

3

nine-month IRS audit that I went through.

So, again,

4

I don't want you to have to go through that.

5

show you how it worked for me.

6

colors.

7

to the audit.

8

wish.

I'll

I passed with flying

I will show you how I did that one correction
So you can correct that as well as you

And (inaudible) that's helpful.

9

All right?

Session number three is all about puzzles.

10

Puzzles, puzzles, puzzles.

11

look at properties in a different light.

12

to practice a lot of that MAO equation.

13

realistic yet.

14

commission yet.

15

processing fees yet.

16

need to add to that to make it more realistic.

17

ready to (inaudible) tomorrow -- tomorrow at the end

18

of the day.

19

And I want you to begin to
We're going
It's not

We have not had a real estate agent
We have not had funding fees and

All right?

There are some things we still

3:00-ish.

So be

It depends on how

20

fast we get through the puzzles.

21

about an hour lunch in the middle.

22

an hour and a half for our lunch.

23

something up for vote.

24

all right.

25

tomorrow night.

Now, that's with
We're allocating
So I'm going to put

You guys can -- I don't care,

I don't have a flight until late, late
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until six, that's fine with me.

2

All right?

But it's not going to take until six.

How

3

many of you -- this is by majority rule -- would

4

rather bring snacks, if I promised you one free coupon

5

to (inaudible), how many would rather bring snacks,

6

forego lunch and just plow through and get through the

7

curriculum, and that way we'd be out of here by 2:00

8

maybe-ish.

9

hands?

10

Who would rather do that?

Okay.

Here's the vote.

11

end earlier?

Raise your hands.

12

later, raise your hands.

13

vote.

14

(Laughter.)

15

MATT DAVIS:

16

end earlier.

17

Would you agree?

Let me see your

Who would rather
Who would rather end

Some of you are unwilling to

(Inaudible) then I say let's

There's more people who voted on that.

18

AUDIENCE:

Yes.

19

MATT DAVIS:

Yeah.

I need to be sensitive

20

to dietary needs.

If your blood sugar goes too low,

21

your brain goes out the window and you can't think

22

straight, I get it.

23

snacks tomorrow?

Yes.

24

AUDIENCE:

25

MATT DAVIS:
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1

(Inaudible) with an apple for the teacher.

2

Now, Fred --

3

FRED:
Right?

Okay.

You said never be afraid to ask for

4

money.

5

class so I can (inaudible) on what you teaching?

6

You trying to sponsor me to take this

MATT DAVIS:
Huh?

Are you nervous right now?

7

way.

I'm actually (inaudible) answer.

8

(Inaudible) financing option.

9

program as well.

No

Right?

We have a sponsorship

They (inaudible).

All right?

We

10

ran the statistics and found that those that financed

11

or in some way were given the education, their success

12

ratio was drastically lower than normal.

13

that's not to say that they're not motivated to their

14

sponsor or whatever.

15

can't personally, for a while they had instructors in

16

the front of the room that were soliciting audience

17

members to do deals with them personally instead of

18

with the company.

19

of interest from this company's standpoint.

20

All right?

Okay?

And

The reason why I

Clearly that's a drastic conflict

So they actually have us sign something that

21

I can't actually even do business with any one of you

22

until at least six months goes by.

23

you can see the reasons behind that.

24
25

All right?

And

All right?

But how many of you eventually are open to
the idea of doing deals with me?
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1

hands?

2

The question is, would I do a deal with you?

3

(Laughter.)

4

MATT DAVIS:

5

Let's stress yet.

6
7

You tell me.

UNIDENTIFIED MALE:

Because we don't know

nothing.

8
9

Why?

I'm going to say not yet.

UNIDENTIFIED FEMALE:

Because we haven't

done anything.

10

MATT DAVIS:

You guys, to value self, I

11

would want you to get through some education.

I would

12

want you to have some deals under your belt.

13

want to be able to lead you on a value for value

14

level, if that makes sense.

15

experience is needed before that's even necessary.

16

Okay?

I would

And I think some

17

So that may be down the road time.

18

some big privilege to do a deal with me, but I want to

19

actually make some comments.

20

discussed with me just (inaudible).

21

guys are here to check us out.

22

said, we're here to check you out, too.

23

think for one second that me, myself and I am

24

watching.

25

It's not

That was actually
Okay?

Yes, you

And as (inaudible)
And do not

Okay?
As I give instructions, as I give
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1

assignments, as I ask for your participation, some of

2

you have had a whole lag of excuses as to why you

3

can't, won't or shouldn't do what I'm asking you to

4

do.

5

experience like that, would you want to do business

6

with them?

Hmmm.

If you were the instructor and you had

7

AUDIENCE:

8

MATT DAVIS:

9

No.
Not a chance.

Okay?

So,

again, it's not some big (inaudible) privilege to do a

10

deal with me.

11

of attraction.

12

Ultimately if you've got a whole bag of excuses

13

already in class, no, we don't want to do business

14

with you personally.

15

food for thought.

16

But I want you to think about the law
You will attract what you are.

All right?

Okay?

So that's just my

So I do hope that you're here for good

17

reasons.

18

a lot about somebody as to whether or not they're

19

really taking this business as I hoped they would.

20

realize we all have different stories and different

21

lives and we all have different levels of interference

22

and obstacles that we have to overcome.

23

Obviously if I only hear excuses, that says

I

All right?

I also know the similar mindset as we've

24

come a long way.

25

asked you to give me $40,000 to $70,000, there was a
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1

big wall that went right between us?

2

that happen?

3

Be honest.

How many agree

All right.

Now that I've shown you and I've helped you

4

understand what comes with that, if you really compare

5

that like Courtney did, how much did he spend on his

6

advanced education at university and then his MBA?

7

More than $40,000.

8

instead of be self-reliant.

9

I hope you can see that.

10

Taught him how to have a job
There's differences here.

Okay?

Now, tomorrow, here's what I want to do to

11

actually help, assist, with some of the frustration

12

that I saw start to flare up today.

13

All right?

When the pressure actually gets too high,

14

people's learning curve goes out the window.

So

15

tomorrow when you come in, I'm going to be breaking

16

you up when you do puzzles into certain student

17

groups.

18

little bit of mathematical talent in this room.

19

of you are getting the math really faster than others.

20

So if I blend some of that mathematical talent

21

throughout each student group and you're able to help

22

each other and it helps us learn a little faster.

23

Does that make sense, you guys?

Does that mean if I -- I've identified a

24

AUDIENCE:

25

MATT DAVIS:
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1

you come in tomorrow morning, your name tag will be at

2

your assigned seat for the day.

3

seating.

4

Tomorrow is assigned

Now, before you think you just dropped back

5

to the second grade, I'm going to help you cheat a

6

little bit.

7

away from the person you came with this weekend

8

because I'm not going to.

9

together, I'll keep you together.

10

But don't think I'm going to scrape you

Obviously you came
All right?

So you don't have any homework tonight

11

unless, if you know right now you'll be coming

12

tomorrow and you see your name tag on the third row

13

instead of the first row, and you know you're going to

14

be mad at that, then your homework assignment tonight

15

is to reread the book called Who Moved My Cheese.

16

(Laughter.)

17

MATT DAVIS:

It's not that big of a deal,

18

guys.

There's as reason for it, to help us with some

19

of the mathematical puzzles tomorrow.

20
21

How many of you learned a lot today?
see your hands?

Let me

A little bit of love (inaudible).

22

(Applause.)

23

MATT DAVIS:

We'll officially adjourn for

24

the day.

Those of you that have -- that still have

25

yet to talk to your consultant, I'm going to say let
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them know where you're at (inaudible).

2

That way at least (inaudible).

3

(Chatter.)

4

UNIDENTIFIED MALE:

5

:

:

So

I don't have any hot

date tonight.
:
have that.

15

17

I got nowhere to go.

Yeah.

UNIDENTIFIED MALE:

13

16

I don't know where he is.

--

11

14

Yeah.

UNIDENTIFIED MALE:

10

12

I'll be back (inaudible)

Let's see where he is.

8
9

All right?

if you're going to stay.

6
7

All right?

Oh -- oh, yeah, that's right.

It might mess up something next year.
UNIDENTIFIED MALE:

night.

Can't

Yeah, yeah.

Quiet

So -- but (inaudible).
:

Oh, he's out at the table.

I'm

18

going to give him just a couple minutes, but otherwise

19

it looks like we've got another storm blowing in.

20

UNIDENTIFIED MALE:

Oh, no.

21

UNIDENTIFIED MALE:

See you tomorrow.

22
23
24
25

:

(Inaudible).

Bye.

(Chatter.)
:

It's been a long day.

UNIDENTIFIED MALE:
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in Dallas, is there like a really cool -- because if

2

we get -- if we get off early, I'm going to check out

3

-- I need to check out Dealey Plaza.

4

I mean, it's pretty fun.

5

:

6
7

:

Yeah.

UNIDENTIFIED MALE:

:

There's a JFK Museum right there,

too.

13

UNIDENTIFIED MALE:

Okay, cool.

I'll check

that --

15

:

So you'll be able to go into the

16

museum.

17

been, but I sent my mom.

18

Is there anything -- is

there --

11

14

So I've got to check

that out.

9

12

Because,

Yeah.

UNIDENTIFIED MALE:

8

10

Right?

And I heard it was really nice.

UNIDENTIFIED MALE:

I haven't

Isn't it always fun how

19

this -- I do the same thing in -- where -- if you live

20

in an area, you don't check out all the tourists.

21

I'll usually wait until a good friend comes in and I'm

22

like, okay, let me show you around.

23

man, we got some cool stuff.

24
25

:

And I'm like, oh,

Yeah, yeah.

UNIDENTIFIED MALE:
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1

:

So, yeah.

She had never done it

2

before.

3

put her in a hotel downtown, a historic one, and --

4

And so I did that one Christmas for her, just

UNIDENTIFIED MALE:

5
6

:

UNIDENTIFIED MALE:

8

:

9

:

:

19

No kidding.

So you can get some great shots of

-- of Dallas.

15

18

You can go up there and the room

UNIDENTIFIED MALE:

13

17

Yeah.

rotates.

12

16

Oh -- oh, yeah.

It's a lighted ball.

UNIDENTIFIED MALE:

10

14

And she got to go to the -- you've

seen the ball that's in our skyline?

7

11

Okay.

UNIDENTIFIED MALE:

Okay.

That sounds

awesome.
:

I sent her to the JFK Museum --

excuse me -- oh, there was something else I took her.
UNIDENTIFIED MALE:

Is there any that's,

20

like -- like it's being -- like it's being -- like

21

it's more vibrant where, like, there's like lots of --

22

I'm always looking for --

23

:

We have so many vibrant areas.

The

24

issues is, though, it's the distance that you have to

25

travel to get to everything.
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UNIDENTIFIED MALE:

2

:

Sure.

Because Fort Worth has great

3

stockyards.

4

for your family and stuff like that.

5

UNIDENTIFIED MALE:

6
7

:

:

:

13

:

23
24
25

Yeah.

-- sounds (inaudible)

Yeah --

UNIDENTIFIED MALE:

Different.

I'll have to

come back here (inaudible).
:

But downtown, that is going to be

the closest for you.
UNIDENTIFIED MALE:

21
22

Oh, that --

with that.

18

20

Okay.

And --

UNIDENTIFIED MALE:

15

19

Where they have everything fried

UNIDENTIFIED MALE:

12

17

Okay.

that you can think of.

11

16

Okay.

And then if you go over to -- well,

UNIDENTIFIED MALE:

9

14

Wonderful.

the fair doesn't start until next week.

8

10

You were talking about the stock yards

:

Okay.

Would be that.

There's an aquarium

down there.
UNIDENTIFIED MALE:
:
museum right now.
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UNIDENTIFIED MALE:

2
3

:

UNIDENTIFIED MALE:

Sounds like a lot of

interesting stuff going on.

6

:

7
8

Gosh, if you had have been here next

week, then we had --

4
5

Okay.

Yeah.

Wrong week to be here.

UNIDENTIFIED MALE:

All right.

I'll plan

better next time.

9

:

10

to eat downtown.

11

But -- but there's some great places

UNIDENTIFIED MALE:

12

:

Okay.

So if you go to that particular area

13

and you go to that museum and such, right down the

14

street from it on Houston Street, there's a place

15

called Ellen's.

16

UNIDENTIFIED MALE:

17
18
19
20
21
22
23
24
25

:

Okay.

They serve really great lunch and

breakfast.
UNIDENTIFIED MALE:
:

And it's reasonably priced.

UNIDENTIFIED MALE:
:

Okay, fair enough.

Okay.

Also down there, if you are a

sandwich person -UNIDENTIFIED MALE:
:
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Just take an Uber down or a scooter.

2
3

UNIDENTIFIED MALE:
point.

4
5

Okay.

Oh, very good

(Inaudible).
:

Motor scooter.

And they have a

great place over there called Uncle Uber's.

6

UNIDENTIFIED MALE:

7

:

8

:

10

ribeye sandwich.

11

:

13

:

15

:

That's good.

Okay.

It's big, though.

UNIDENTIFIED MALE:

16

Okay, okay.

Yeah.

UNIDENTIFIED MALE:

14

Okay, good to remember.

Great -- I mean, just excellent

UNIDENTIFIED MALE:

12

Easy enough.

Easy enough.

UNIDENTIFIED MALE:

9

Okay.

Okay.

So be prepared.

So expect that you're going to end

17

up taking half of it with you, or you're going to

18

miserable when you get back on your flight.

19
20

UNIDENTIFIED MALE:
know.

21

23
24
25

Good to

Yeah.

UNIDENTIFIED MALE:
too.

Okay.

Okay, thank you.
:

22

Got it.

Appreciate that tip,

I've accidentally done that to myself.
:

Otherwise, you know -- otherwise

you're looking at -- it's probably a 35-minute drive
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from here to Cowboys Stadium.

2

World, aka AT&T, aka --

3
4
5
6
7
8
9
10
11
12
13
14
15
16
17

UNIDENTIFIED MALE:
:

Right, right.

-- Cowboys Stadium.

UNIDENTIFIED MALE:
:

So you could see Jerry

Got it.

It's --

UNIDENTIFIED MALE:

About how long is it,

would you say, tomorrow getting from here to downtown?
:

About maybe 15 minutes.

UNIDENTIFIED MALE:
:

Okay, yeah.

You're closer from here to there.

UNIDENTIFIED MALE:
:

That is good to know.

That's why I said you're closer.

UNIDENTIFIED MALE:
:

Oh, okay.

Yeah.

UNIDENTIFIED MALE:
:

15 minutes?

Got it.

So 15 minutes about for you to get

18

to the area that you're talking about where JFK Museum

19

is and everything like that.

20

UNIDENTIFIED MALE:

21
22

:

Okay.

So Dealey Plaza, yeah.

UNIDENTIFIED MALE:

Okay.

That's way --

23

that's -- I for some reason figured with traffic it

24

was going to be --

25

:
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1
2

So you're good.
UNIDENTIFIED MALE:

3
4

:

7

:
Los Colinas.

9

12
13
14

We have beautiful scenery.

You know.

Yeah, fair enough.
So --

UNIDENTIFIED MALE:
:

(Inaudible).

Yeah, yeah.

So what time is your

plane leaving tomorrow?
UNIDENTIFIED MALE:

It's -- I want to say

10:30 or so.
:

Oh, goodness.

15

UNIDENTIFIED MALE:

16

-- you know, sometimes things go late.

17
18
19
20
21

:

UNIDENTIFIED MALE:

I didn't want to be, you

know -- which is totally fine.
:

Which is totally going to mess up

with your sleeping in.
UNIDENTIFIED MALE:

23

I believe 11:30 is when I --

25

I gave myself -- I just

Oh, yeah, they do.

22

24

So in

But, again, distance problem.

:

10
11

Yeah.

UNIDENTIFIED MALE:

8

Excellent.

You're good.

UNIDENTIFIED MALE:

5
6

Yeah.

Good point.

:

Oh, my gosh.

UNIDENTIFIED MALE:
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building that in the worst case scenario, I get to

2

hang out and see something I haven't seen before.

3

:

4
5

Mm-hmm.

UNIDENTIFIED MALE:

But also if something

goes late or whatever, it's always --

6

:

You're prepared.

7

UNIDENTIFIED MALE:

So --

8

UNIDENTIFIED MALE:

Okay.

9

deal.

The --

10

UNIDENTIFIED MALE:

11
12

So here's the

:

Yeah.

You (inaudible).

But --

She has a list, but I'm

trying to see how long her list is.

13

UNIDENTIFIED MALE:

We give you a commitment

14

in writing (inaudible) work with you (inaudible).

15

You'll still have (inaudible).

16

UNIDENTIFIED MALE:

I mean, I would say that

17

the (inaudible) would be nice if we get to have a

18

chat.

19

:

20
21

Yeah.

UNIDENTIFIED MALE:

So, like, but the deal

is (inaudible).

22

:

It looks like there may be three or

23

four more on her list.

24

a note that says I will see you at 8:30 in the

25

morning.
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UNIDENTIFIED MALE:

2
3
4

:

Let me --

UNIDENTIFIED MALE:

Or I can help you get

some of your --

5
6

That sounds good.

:

I got it.

No, no, no.

I'm going to

write it on my tag.

7

UNIDENTIFIED MALE:

Oh, very good.

8

UNIDENTIFIED MALE:

And then say, hey,

9

here's the deal (inaudible).

But you know they've

10

been doing this for (inaudible).

11

still need help (inaudible).

12

(inaudible).

13

write that down?

14

:

15

told somebody else.

17

to wait for me?

19
20

Hold on.

I thought you

You just decided you didn't want

Well, it seems like, you know --

UNIDENTIFIED MALE:

You're in a rush to get

(inaudible).

21
22

Do we -- did I

No, I'm telling you.

16

:

If you

But they also

They will (inaudible).

UNIDENTIFIED MALE:

18

(Inaudible).

:

Yes.

UNIDENTIFIED MALE:

I understand.

23

(Inaudible).

I didn't tell her I was (inaudible).

24

you still want to be here at 8:30 a.m.?

25

had written you down for.
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1
2
3
4
5

we're going to meet at 12:30.
:

Sounds good.

UNIDENTIFIED MALE:
:

I'll see you at 8:30.
Thank you.
You bet.

Okay, good night.

(The recording was concluded.)
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4
1

P R O C E E D I N G S

2

-

3
4

:

-

-

-

-

Today is September 23rd, Sunday.

This

is the third day of the real estate elevated workshop.

5
6

:

7

Here we go.

UNIDENTIFIED MALE:

8

:

Morning, guys.

Morning.

9

UNIDENTIFIED MALE:

Good morning.

10

UNIDENTIFIED MALE:

(Inaudible).

11
12
13
14

:
Okay.

UNIDENTIFIED MALE:
So you guys (inaudible).

15
16
17

:

Yes.

:

Okay.

It looks like

We'll sit in the same spot.

UNIDENTIFIED MALE:
:

Cool.

:

Yes, it is.

23

Leave that there.

24

a few minutes.

Same spot.

Thank you.

UNIDENTIFIED MALE:

22

25

Okay.

you're one, two, three, four back.

20
21

These two are not here.

Anders, is it?

UNIDENTIFIED MALE:

18
19

Oh -- oh, there's a (inaudible).

Yeah.

I don't (inaudible).
I'll leave that there.

Let me see if he's ready to chat for

Ben, I'm having tea today.

UNIDENTIFIED MALE:
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5
1

:

2

Oh, that's one.

UNIDENTIFIED MALE:

3

:

4

It's a passion tea.

UNIDENTIFIED MALE:

5

:

6

:
no caffeine in it.

9

and making you crazy.

11

Yeah.

Yeah, that's what I'm having.

8

10

Ooh, yeah, that's good.

Yeah.

UNIDENTIFIED MALE:

7

Wait, which one?

So I won't be bouncing off the walls

UNIDENTIFIED MALE:

Good morning.

How are you

doing?

12

:

Good morning.

13

UNIDENTIFIED MALE:

(Inaudible) guys.

14

UNIDENTIFIED MALE:

Oh -- oh, yes.

15

:

16

Yes.

UNIDENTIFIED MALE:

17

:

(Chatter.)

19

UNIDENTIFIED MALE:
breaks today.

21

24
25

Over here?

UNIDENTIFIED MALE:

23

Hey, we'll talk about tax

We'll go to the back.
:

22

Indeed.

Oh, donuts.

18

20

There's

:

Okay.

Yeah.

How are you doing this morning,

Anders?
ANDERS:
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6
1

:

2
3

ANDERS:

:

Let me take Lisa's stuff back

Okay.

I need lotion on my hands.

I

washed them too many times this morning, huh?

6

ANDERS:

7

:

8
9

Good.

there.

4
5

Doing pretty good.

ANDERS:

Oh, yeah, they dry up.
Yeah.
Hot.

How's the coffee?
That's -- I'm trying not to

burn my tongue.

10

:

11

ANDERS:

12

:

13

ANDERS:

It's almost McDonald's hot.
Yeah.
McDonald's hot coffee.
I was going to -- I was going to

14

compliment you on your pin, but I see you traded it out.

15

I am a G-2.

16
17

UNIDENTIFIED MALE:
pin.

I'm G-2, it's my favorite

That was (inaudible).

18

ANDERS:

Oh, okay.

19

UNIDENTIFIED MALE:

Fair enough.
Yeah.

And I actually

20

realized when I got here I don't have any pilot

21

(inaudible).

22

ANDERS:

23

UNIDENTIFIED MALE:

24
25

Would you like to borrow one?
No, that's all -- that's

all right.
ANDERS:
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7
1
2

:

ANDERS:

:

6

10

I can already tell you where these

Okay.

ANDERS:

So long enough to know.

So talk to

me.

8
9

How long

questions are going.

5

7

Let's chat.

have you been doing this, Anders?

3
4

We're chatting.

:

Long enough to know.

ANDERS:

You've done --

Why are you here now?

UNIDENTIFIED MALE:

Well, I was going to say

11

-- well, I'm here because I got nothing better to do.

12

So it's either -- it's either sit inside --

13

ANDERS:

14
15
16
17
18
19
20
21
22
23
24
25

:

I was going to say, what's changed?
Yeah.

Nothing.

He's -- he's drinking

his coffee.
ANDERS:
:

I've been doing this since ‘09.
Okay.

ANDERS:
:

February of ‘09.
And you've done the actual flipping,

not just consulting?
ANDERS:
:

(Inaudible).
Okay.

ANDERS:
:

You've done --

Where is all this coming from?
So, you know, I've had time to think

overnight and such.
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1

ANDERS:

2

:

Yeah.
And I just -- I don't know, I have

3

questions.

4

put into the business to make it work?

5

How much time do you find yourself having to

ANDERS:

Okay.

So I started out doing flips

6

and rentals at the same time.

7

in bulk.

Okay?

8

And to (inaudible).
:

9

ANDERS:

Yeah.
So we would get deals on properties

10

in rough areas like Detroit.

11

for houses.

12

:

13
14

ANDERS:

:

16

ANDERS:

Uh-huh.
That were just -- they had 75,000

Mm-hmm.
So we were going there, flying there

once a week.

18

:

19

ANDERS:

Mm-hmm.
That was -- I was working all the

20

time.

21

Monday through Thursday.

22

Friday.

23

every year since 2012.

24

to get to that point.

25

We'd pay $6,000 to $9,000

abandoned houses in Detroit.

15

17

So we were buying, like,

Right now I work about 10:00 a.m. to 4:00 p.m.
I don't usually do much on

I take all of July off and all of December off

:
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1
2

ANDERS:

5

:

:

12

:

:

So -So -- okay.

So, like, the less

capital we want to invest, the more -ANDERS:
:

Less capital, more time.
Okay.

ANDERS:

15
16

I was 23 and didn't have any.
Okay.

ANDERS:

13
14

Mm-hmm.

ANDERS:

10
11

If you've already got capital, it's a

lot easier.

8
9

Okay.

ANDERS:

6
7

But it depends what

strategy you're doing.

3
4

But, yeah.

:

Yeah.
Okay.

ANDERS:

Yeah.

That's -- that's a perfect way

17

to look at it.

18

properties, you don't take that much time.

19
20
21
22
23
24
25

Now, if you're getting, like, rental

:
ANDERS:

Mm-hmm.
Fix and flips take less time the

longer you go.
:
ANDERS:
:
ANDERS:
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1

experience you get, because then you have contractors

2

that you can rely on.

3

:

4

ANDERS:

5
6

:

Right.
You have, you know -But the first one they kind of drain

it.

7

ANDERS:

8

:

9

ANDERS:

Yeah, a little bit.
The first time out.
Because you're taking more risks and

10

you got -- but -- so Fast Start Boot Camp is 100 percent

11

fix-and-flip.

12

That's all you do there.
:

13

ANDERS:

Mm-hmm.
So they're -- it's finding a

14

property, analyzing the property, calculating repair

15

costs.

16
17

:
ANDERS:

Mm-hmm.
So your -- day one you're looking for

18

properties.

19

then you go through the whole process of analyzing your

20

(inaudible) and analyzing the property, estimating

21

repair costs and then writing it up.

22
23
24
25

Day two you're going to the properties.

:
ANDERS:

So

Okay.
So -- and that's all geared toward

fix-and-flip.
:
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1

ANDERS:

Or wholesale.

Because either one is

2

the same -- the strategy is the exact same up until the

3

point where you make an offer.

4

going to take you more time for sure.

5
6
7

:
ANDERS:

10

:

13

ANDERS:
:

16

ANDERS:
:
ANDERS:

I mean, you know, I still have

Yeah.
I mean, I still have to make a living

Yeah.
And -Until you at least manage with the

benefits and your salary.

17
18

Yeah.

until, you know, the big payout comes.

14
15

What's your concern?

things on my plate.

11
12

Mm-hmm.

I mean, are you worried about with

your full-time job?

8
9

Mm-hmm.

So those strategies are

:
ANDERS:

Huh?
Until you at -- you need to work your

19

other job until you at least make that much per year and

20

including benefits and everything.

21
22

:
ANDERS:

Right.
Because here we pay our own taxes.

23

We pay our own (inaudible) when you're self-employed.

24

So once you're making that much plus those, then you can

25

leave that.
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1

:

Right, exactly.

So in the meantime

2

I'm going to have to juggle both.

3

to be particularly overwhelming.

4

I want to do my best.

5

even know -- well, I guess -- how many deals would I

6

have to actually start analyzing before that one comes

7

about?

8

actually get the first one and it works for them?

9

And I don't want it
But at the same time,

So, I mean, starting out I don't

On average, I mean, what is -- I mean, do people

ANDERS:

Sometimes.

But on the wholesale, you

10

would make an average of about 10 to 15 offers before

11

you get one under contract.

12

get one -- one out of three.

13

:

14

ANDERS:

Fix and flip, you should

Okay.
Wholesales, however, as you're trying

15

to match a seller and a buyer, where fix-and-flip you've

16

just got to find the right property that has the right

17

profit margin.

18

:

19
20
21
22
23
24
25

ANDERS:

So -Because you're the one doing the

repairs.
:
ANDERS:
:
ANDERS:

Yeah.
So it's easier to find that property.
Yeah.
But it just depends on, like, there's

no set way of saying, like, oh, you're going to get one
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1

on your first one.

2

you're flipping.

3

:

4

ANDERS:

5
6

:

It just depends on the properties

Right.
Yeah.
Right.

But a fix-and-flip should be

probably where I start.

7

ANDERS:

Faster to find the property, but

8

longer to do the deal obviously because you're probably

9

90 to 120 days from purchase to resale.

10

:

11
12

ANDERS:

And at least that's where you want to

be if you're using their loans to do it.

13

:

14
15

Mm-hmm.

ANDERS:

Yeah.
120 days is what I want to be in and

out max.

16

:

17

ANDERS:

Yeah.
When I'm using their hard money.

18

Because it's interest-only per month between 1 and 3

19

percent.

20
21
22

:
flip.

Yeah.

So it's about 120 days on a

But on a wholesale, it'll be quicker?
ANDERS:

Yeah.

And -- from the time you put

23

it under contract, probably 30 days until closing at the

24

longest unless you just assign the property, which could

25

be anywhere in that 30 days.
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1

wholesaling the property, then you're usually 30 days to

2

close.

So from start to finish.

3

:

So I was listening to the videos

4

yesterday and I've heard -- I think it was -- I can't

5

remember the girl's name that was in the video.

6
7

ANDERS:
--

8
9

One of the ones that Matt showed, or

:
showed.

Yeah, one of the ones that Matt

And she said that she had sent out a bunch of

10

mailers, yellow papers or something like that that she

11

mentioned.

12

ANDERS:

13

:

Yeah.

(Inaudible).

So, okay, I'm looking at, you know,

14

you get -- I told you I was a little sticker-shocked

15

yesterday.

16

ANDERS:

17

:

18

us that.

19

marketing?

20

Yeah.
But you guys sent me -- you know, gave

How much more am I looking at investing for

ANDERS:

If you're doing mailers -- if you're

21

doing mailers, maybe $250 a month.

22

so I mail 1,500 to 3,500 mailers every month.

23
24
25

:
ANDERS:

If you're mailing --

Wow.
So if you're looking at that, the

post office will give you like a price break.
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1

usually 25 to 30 cents per.

My cost is in printing.

2

Because I print nice cards.

I don't just do the yellow

3

deal.

4

all of that on it.

I have nice cards with my logo and my website,

5

:

6

Mm-hmm.

ANDERS:

So if I mail 3,000 mailers, I'm going

7

to have three qualified returns, which is a pretty good

8

response rate.

9

:

10

ANDERS:

11

:

12

only strategy.

14

numbers game.

15

ANDERS:

:

22
23
24
25

Right.
One percent is all you're looking

Yeah.

I know he was saying networking

and driving by and all of those kinds of things.

20
21

But it's a

for.

18
19

Now, you don't -- mailers are not the

But they are effective.

:

16

Yeah.
Okay.

ANDERS:

13

17

Okay.

ANDERS:

Networking, driving, bandit

signs -:

Yeah.

But when you have a full-time

job, driving by is not always, you know -ANDERS:
:
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1

once in a while, but --

2

ANDERS:

Yeah.

But mailers and -- mailers are

3

-- so we talked about deal flow.

4

running this as a real business, you've got to have deal

5

flow.

6

leads coming in, lead generation, systems to analyze the

7

leads and systems to execute on the leads.

8
9

And, like, if you're

You have to have systems in place where you have

So mailers are a good, effective way to build
a pipeline for deals.

Now, I do internet marketing.

10

Like, that was my business.

11

before I did real estate.

12

marketing and I still send mailers because they're

13

effective and they get qualified responses.

14

:

15
16

ANDERS:

That was my background
So I do a lot of internet

Okay.
Plus you can pull all of the

addresses from PropFinder.

17

:

18

ANDERS:

Right.
So you pull all those leads from

19

PropFinder when you pull those addresses, import them to

20

Excel, and then I print all of my address labels from

21

Excel.

22

:

23

ANDERS:

Okay.
And I print them out the same way we

24

did your name badges and (inaudible).

25

that.
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1

:

2

ANDERS:

Yeah, it was pretty quick.
Yeah.

So mine all print in a big

3

string on those and then I slap them on the back of

4

postcards.

I have an assistant that does it.

5

:

6

ANDERS:

But --

Okay.
Yeah.

So those all print out.

Those

7

all get slapped on the same postcard and then they go in

8

the mail.

9
10
11

:

Okay.

UNIDENTIFIED MALE:

access to the PropFinder from coming here?

12

ANDERS:

13

UNIDENTIFIED MALE:

14

ANDERS:

15

That's the advanced.

an advanced, if you go to the -UNIDENTIFIED MALE:

17

ANDERS:

18

:
ANDERS:

20
21
22
23

It's advanced.

So that only works -- it was actually

16

19

And so -- and so do we get

:

Yes.

Okay.
So -- so there was a -- oh, go ahead.
Oh, no.

So your time --

Yeah, I'm going down the list here

that I read.
ANDERS:
:

I'm going (inaudible).
Okay.

So at the beginning Matt

24

reminded us about the -- you know, if you do your first

25

one in 90 days beginning Monday, you have that 90 days
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1

to, I guess, close a deal.

2

be the correct terminology to be able to get the

3

reimbursement.

4

ANDERS:

I guess complete a deal may

I'm not sure what the, like,

5

stipulations are exactly.

6

the paperwork from the first meeting that goes over all

7

of the, like -- all the requirements to get the $2,000

8

reimbursement.

9

:

10
11

ANDERS:

:

13

ANDERS:

:

16

ANDERS:

:

19

21
22
23
24
25

Okay.
My guess is you could do purchase

Oh.
So my guess is it would just be

purchase because that's not getting sold.

18

20

So I'm not sure if it's complete or

because rentals qualify.

15

17

I just --

purchase.

12

14

Right.

And so the paper in your --

ANDERS:

Right.
And I know that rentals qualify.

So

-:

So, on average, do you know how many

people actually achieve that?
ANDERS:

I know we mail out, like, 50,000 to

60,000 in -- dollars in checks, like, every two weeks.
:
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1

ANDERS:

So -- but how many classes we do, we

2

do about five classes in the country a week.

3

a larger class.

4

five people in each -- let's say you're looking at 20

5

people in your class, it's 100 people, so $50,000 to

6

$60,000 would be how many?

7

9

So if you're looking like a total of

:

8

So this is

Eight -- no, 40.

Forty.

ANDERS:

So 30, let's say.

So you're looking

at 30 out of -- so per month you're looking at 60 people

10

out of five -- out of 400 to 500.

11

look at it.

12

the class or like any kind of -- because we don't --

13

because there's legal reasons of setting false

14

expectations for people.

We don't try to give numbers like that in

15

:

16

So that's one way to

Mm-hmm.

ANDERS:

So we tell you the success rates

17

before (inaudible) or, you know, in the first 90 days or

18

anything like that.

19

earnings claim or a results claim, which can get you in

20

hot water legally if you're doing that in a sales

21

format.

22
23

:

Of course.

ANDERS:

So we don't sit and give, like,

24

numbers like that.

25

recorded, okay?
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1

Texas Attorney General and everywhere we do this so that

2

we stay on the 100 percent (inaudible).

3

:

4

ANDERS:

Okay.
Because I don't know if you've seen,

5

like, other companies that have done similar things to

6

this.

But --

7

:

8
9

ANDERS:

This is my first time out.
-- a whole lot of them, like -- well,

our President of the United States had a real estate

10

education company.

11

is blah, blah, blah, this is what people can make, this

12

is what you'll -- this is what our people make, this is

13

how much you'll make.

14

that.

15

Everybody started from a different place credit-wise,

16

financially.

17

group that should be -- do want to do this, but it

18

doesn't make sense for them.

19
20
21
22
23
24
25

And they would say, our success rate

And there's no way of knowing

Everybody has different time schedules.

Like, there are people that are in my

:
ANDERS:

Mm-hmm.
Mathematically they're not in a good

position to do it.
:
ANDERS:

I see.
Yeah.

I understand.
Now, also, on the sticker

shock, you won't have to do the field work either.
:
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1

ahead.

2

ANDERS:

3

:

4

Okay.
Go ahead.

ANDERS:

Well, I mean, you just don't.

If

5

it's not a good fit for you, I know the way Matt

6

presents it, it seems kind of like all or nothing, which

7

is kind of just how life is.

8

of the training is better than none, you know?

9

platinum has the fast start, which covers fix-and-flip

But it's not.

Like, some
Even the

10

and wholesale, and then the Summit which covers rentals

11

and passive income.

12

and you don't get multiple trips to the Summit.

13

yeah.

14
15

:

You don't get the one-on-one mentor
But,

On a personal level, which one did you

find was most beneficial for you?

16

ANDERS:

17

:

18

ANDERS:

On the training?
Yeah.
Well, so I didn't go through these

19

trainings until after I was already established in the

20

business.

21

:

22

ANDERS:

Oh, okay.
So I probably learned the most

23

actually from the four-day boot camp in Salt Lake.

24

That's marketing mastery, wealth strategies and capital

25

raising.

So that's all they focus on for four days.
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1

probably learned the most from that because it's more

2

about taking your business to the next level.

3

once you are already established, it's kind of like

4

working smarter not harder.

5

:

6

ANDERS:

Mm-hmm.
And after I attended that, I decided

7

to hire a receptionist.

8

downtown in a historic building.

9

meetings at Starbucks anymore.

10

:

11
12

ANDERS:

:

14

ANDERS:

:

17

ANDERS:

:

20

ANDERS:

21

start stuff first.

22

too.

24
25

Wow.
Yeah.

I decided to change a lot of

Yeah.
So I found that the most effective.

Okay.
Sometime like probably December,

January, February.

19

23

I wasn't taking

That you wouldn't be going to until winter.

16

18

I got commercial office space

stuff as far as working, trying to scale my business.

13

15

Like,

:
ANDERS:

Okay.
Because we want you to do the fast
But that's included with platinum,

Okay.
So if you feel like -- for some

people, like, that diamond is the best thing.
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1

others, like, it's -- if that extra $15,000 is going to

2

put you in such a panic that you're paralyzed with fear,

3

it will make you less effective in doing -- following

4

the steps and working.

5

:

6

ANDERS:

Yeah.
So you've got to kind of be -- and we

7

don't have to make that decision right now.

8

relax for the rest of the day, listen to Matt, and then

9

at the, you know, second break or something, come back

10

Like, you

and tell me what your thoughts --

11

:

12

ANDERS:

13

:

14

ANDERS:

15

:

Okay.
-- when you're ready.
Yeah.
And you decide you're ready.
Yeah.

I'm just -- you know, I just

16

had those questions because, I mean, besides Tao, you

17

know the most about me in this seminar.

18

ANDERS:

19
20

:

ANDERS:

22

:

23

25

So that's why I wanted to come and ask

you.

21

24

Right, right, right.

ANDERS:

Yeah.
You know -You're in a really good situation to

do this.
:
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1

having anything in a month, you know?

2

ANDERS:

3

:

Sure.
And, I mean, if I'm -- if I take

4

$42,000 and, wham, do it and it doesn't work for me, I

5

need to basically -- like you discussed, we need to be

6

able to cover insurance and all of, you know, my

7

expenses and such that I may have, you know, incurring

8

at home or what have you.

9

to make $150,000 a year, I mean, how many deals do I

So if I've decided I wanted

10

have to achieve?

11

where I get a little nervous.

12
13

ANDERS:

:

15

ANDERS:

16

:

You're nervous about what?

About how

About the return on the deals.
Oh, okay.
You know, I mean, how many do I need

to be able to maintain myself every year?

18
19

I guess it's

--

14

17

What am I having to do?

ANDERS:

Well, we're not talking about

quitting your job, right?

20

:

21

ANDERS:

Right.
Sure.

But eventually.
So wouldn't that be a great

22

thing that you did this and got in a position to quit

23

your job?

24
25

:
ANDERS:
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1

business.

2

:

3

ANDERS:

4

:

5

ANDERS:

6

:

7

ANDERS:

Okay.
Still today.
Okay.
Because it makes me money.
Okay.
Like, this doesn't have to be, like,

8

short-term in one year you're going to be able to quit

9

your job.

It's great if it is, but it doesn't have to

10

be.

The point is getting you in a position where you

11

can comfortably retire and also give back and do the

12

same thing that was done for you for your daughter.

13

Right?

14
15

:
ANDERS:

Right.
So, like, whether that takes one year

16

or five years, you know, if you're doing fix-and-flips,

17

if you're not willing to make a net profit of $30,000,

18

then you shouldn't be doing the deal because it's not

19

worth the time.

20

you start to do a flip.

21

by a meteor, like -- okay, like, you know what I mean?

22
23
24
25

Now, you can't control variables once

:
ANDERS:

I mean, if that house gets hit

Yeah.
That's why we have insurance on the

properties.
:
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1

ANDERS:

But there's no -- like, for the most

2

part, when you do your numbers, you should be able to

3

say, okay, I should make a net profit of $30,000 on this

4

house.

5

what we teach you, is when you run the numbers to make

6

sure that it's a viable deal before you put time into

7

it.

That qualifies for a fix-and-flip.

8

:

9

ANDERS:

Like, that's

Right.
Now, I always tell people, like, if

10

you make money in your first year, I still wouldn't quit

11

my job.

12

wait --

If you have a decent job.

13

:

14

ANDERS:

15

:

16
17

ANDERS:

I would

I'm sorry, you got someone else?
No, no, no.
Okay.
We're good.

I got 12 minutes until

my next appointment.

18

:

19

ANDERS:

20

:

21

ANDERS:

All right.
If you -- I lost my train of thought.
I'm sorry.
No, it was me waving at him.

So trusting the numbers.

So --

22

okay.

So, like, we teach you,

23

like, there -- oh, in your first year is what I was

24

going to say.

25

do that because you need to make sure that what you've

Like, I'm not -- I never tell people to
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1

got is a real system that's duplicatable and gets

2

predictable results.

3

:

4

Okay.

ANDERS:

So a true system will do that.

If

5

you don't have that, then you maybe just got lucky on

6

properties.

7

you is not -- it's not

8

flipping a house.

9

investment company.

But the point -- what we're trying to teach
going out and investing in

It's

starting a real estate

And the company has,

like I was

10

talking, lead generation, systems to analyze those

11

leads.

12

So I can't tell you, like, this is when you're

13

going to quit your job, this is when -- you know what I

14

mean?

15

get you to where you know what your time investment is

16

versus what your return is.

17

a new business.

Stuff like that.

18
19

:
ANDERS:

But following the system can

So, I mean, you're starting

Yeah.
We -- I guess what I'm trying to say

20

is it's useless to try and predict what the results are

21

going to be.

22

got to know there's a lot of variables and you're going

23

to, you know, arm yourself with the best training

24

possible and you're committing that you're going to go

25

out and take deals and make offers.

If you're starting a new business you've
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1

that demanding on your time.

2

:

Well, no, but, you know, I'm thinking

3

about -- yesterday Matt mentioned location is important,

4

about, you know, choosing a property and such.

5

of the properties that I have already is near a

6

university.

7

instead of using it as a single-family home and do what

8

he said, you know, put a couple of -- you know, set it

9

up where multiple people can end up staying there in the

And one

And I'm just thinking why not take that

10

house and -- you know, students, and then have that

11

income coming in while they're in school because they're

12

good -- what do you call it, a good -- a good target for

13

renters.

14

ANDERS:

15

:

Yeah.
You know?

And -- okay.

So from doing

16

something like that, you're probably going to have to

17

monitor a lot closer than the single-family home when

18

you're talking about a bunch of teenagers --

19
20

ANDERS:
of different --

21

:

22

ANDERS:

23

:

24
25

Well, actually, there's a whole bunch

ANDERS:

-- or, you know, young adults.
-- risks with student housing.
Yeah, yeah.
And there are totally different

variables.
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1

:

2

Yeah.

ANDERS:

So -- but what we do is we trust the

3

numbers.

So we run the numbers to see what a rental

4

makes it worth, plus we add in the increased time,

5

stress and risk of them destroying your place.

6

look at all of that and then we calculate is it worth it

7

to do that or does a lease with an option to purchase

8

make more sense to a family?

9

family would want to live.

10

:

Is this in an area where a

So the four-day class that you were

11

talking about, is that where you would get the

12

particulars?

13

concerns.

14

So we

I mean, because, yeah, all of those are

ANDERS:

No.

That class I'm talking about is

15

more -- so that class I'm talking about is designed for

16

once your business -- from here, your business should go

17

like this.

Okay?

18
19

And then it should plateau.

:

Okay.

ANDERS:

Or we don't want it to plateau.

It's

20

just what happens.

21

point where you have -- you're getting the most out of

22

24 hours that you can get in a day.

23

basically just like this.

24

what do you do?

25

Your business gets to a certain

And you're

That class is for, okay, now

Now how do you gear up from here.
:
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1

ANDERS:

2

when I came here.

3

this.

4

all the training program.

5

camp, I had already paid for (inaudible) coaching when I

6

first got started.

7

actually did that through a company that was a

8

predecessor to this company.

Matt asked me to come out and do

To come out and talk to you, I had to go through

9
10

Because I was already established

:

So, like, the fast start boot

So they didn't do live events.

So I

Oh.

ANDERS:

Before these guys were bought by the

11

company it was bought by.

12

there was no live in the field training.

13

boot camp will cover the numbers and analyze the numbers

14

and run the numbers, which is the same as Matt's been

15

doing in here.

And you guys are doing a lot more

16

numbers today.

It's just easier when you're actually

17

out in the field with a tangible property than doing

18

them in here where it's mostly conceptual, you know,

19

theoretical.

20

Hypothetically.

21
22
23
24
25

I -- so my -- in my beginning
The fast start

I don't know what the right word is.

:
ANDERS:

Yeah.
It's different when it's a real

property that you're going to see.
:
ANDERS:
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1

that stuff.

2

:

Last thing that I had on here, Matthew

3

mentioned having a proof of funds letter on day one --

4

on Friday.

5

ANDERS:

6

:

Yeah.
And I was wondering, okay, with the

7

PropFinder access coming once you do the advanced

8

classes, is that when you can get --

9

ANDERS:

10

:

11
12

ANDERS:

:

14

ANDERS:

15

:

16

ANDERS:

No, no.

Proof of funds is with the

Okay.
They give you the loans.
All right.
But you have access to that either

way.

18
19

Yeah.

funding.

13

17

Proof of funds?

:
ANDERS:

Okay.
Because they make money when they

20

loan money.

21

you access to those.

22

letter when you're making (inaudible).

23
24
25

So -- but, yeah, the lending company gives

:
ANDERS:

Okay.
That shows we're a certified

financial institution,
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1

we've agreed to -- we prequalified her.

2

this offer, we're telling whoever the seller is that we

3

will fund this deal and she has the money in place.

4
5

:

Okay.

If you accept

So you find the deal and then

ask for the letter?

6

ANDERS:

7

:

8

Got it.

ANDERS:

9

:

10

Yes.
Got it.

ANDERS:

11

Yes.

:

This isn't like a universal -Right, yeah.

Because I was like,

12

well, do they -- are you just walking around with a

13

letter that says you're good for $100,000 or what are

14

you doing?

15
16

ANDERS:
would be nice.

17

But they don't do it that way.
:

18

Wholesale deal, yeah, I mean, that

ANDERS:

Okay.
But with wholesale deals, they don't

19

take hardly any risk.

20

you want a letter, they'll give you a letter.

21

to go through and answer all the questions about the

22

property.

23
24
25

:
ANDERS:

So they're -- like, you tell them
You have

Right.
Again, if the deal falls through,

their money is in escrow and they just pull it back.
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1

they have no risk.

Fix and flip, that's when they want

2

information about a property.

3

they've had me go take tons of pictures of the outside

4

of the house.

5

exterior.

6

second bid on the plumbing problems.

7

get a second roofing contractor to do a second bid

8

before they'll fund the deal.

9

to put a down payment with those because they're

There's no -- like,

Like, we want 20 pictures around the

They've had me go get a plumber to do a
They've had me go

And that's why you have

10

considering your down payment and the house collateral

11

on the loan.

12

Yeah.
:

13

ANDERS:

Okay.
Yeah.

So worst-case scenario, if you

14

can't flip this house, is your 20 percent and what the

15

halfway (inaudible) can it cover what they loaned.

16

know what I mean?

17

:

18

ANDERS:

19

:

20
21
22
23
24
25

ANDERS:

You

Okay.
If you don't pay it back.
Yeah.
Because it's not tied to your credit

at all.
:
ANDERS:
:

Yeah.
So -- yeah.
Okay.

UNIDENTIFIED MALE:
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1

about the -- you know, because you hear all these

2

things, you know, about (inaudible) in real estate

3

and that's what kind of, you know, freaks people out.

4

And that's like the amount of -- you know, the

5

amount of these deals that are actually out there.

6

Because, I mean, that's the -- I mean, I know -- I know

7

you shouldn't do one unless it's -- unless you can do

8

30,000, you know, dollars, but it seems like that's

9

it seems like there's not a lot of deals out there that

10

would be --

11

ANDERS:

12

UNIDENTIFIED MALE:

13

Sure.
You know, I mean,

that --

14

ANDERS:

Keep believing that, because that

15

keeps us -- that keeps us in business.

16

UNIDENTIFIED MALE:

17

20

But, I mean, you send out

somewhere between 1,500 letters a month or whatever --

18
19

--

ANDERS:

To get motivated sellers to contact

me, yes.
UNIDENTIFIED MALE:

Okay.

And then how many

21

-- how many of -- you said you get 3 per month that you

22

-- that contact you.

23

month, or is it --

And so do you do three deals a

24

ANDERS:

25

UNIDENTIFIED MALE:
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1

like, how many does

2

postcards and how much is she going to spend on that to

3

get --

4

ANDERS:

5

:

6

ANDERS:

need to send out of her

It depends what she's trying to do.
Yeah.
She might not need to send any.

It

7

depends on what properties you're looking for, what

8

properties you're finding.

9

want -- I'm sending those primarily in the Midwest so

I'm sending those because I

10

that I've always got properties to offer, especially for

11

rentals.

But it just depends on your business.

12

:

13

ANDERS:

So -Because the belief -- the idea that

14

there's not deals out there is laughable.

15

covered that day one.

16

he was here talking about how he runs his business in

17

your area.

18

people have.

19

believe that at this point, I can't help you.

20

have got -- there's always deals.

21

people going through divorce, foreclosure, people buying

22

probate.

23

opportunity.

24
25

Because we

Courtney covered it day two when

It's literally the most ridiculous objection
There are deals everywhere.

If you don't
Like, we

There are always

I mean, that's what has opened up your
There are always deals out there.
:
ANDERS:
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1

that was not -- let's say if your house was worth

2

$300,000 and they left you a mortgage that had $250K on

3

it.

4

weren't in a good financial situation or you needed that

5

money to cover funeral costs and everything.

6

that's a normal situation that happens all the time.

7

You'd be looking to move that house quickly.

8

be a motivated seller.

9

always happens.

You'd be looking to sell it.

Like,

You would

That's the kind of stuff that

It's just a matter of getting public

10

records.

11

yeah.

12

in every market in America.

13

not --

It's a matter of qualified leads.

It's --

I mean, there's people doing deals all the time

14

UNIDENTIFIED MALE:

15

ANDERS:

16

UNIDENTIFIED MALE:

17

ANDERS:

18

And let's say you

:

So the lack of deals is

So it's a viable thing.

Yeah, 100 percent.
Basically.

A hundred percent.
Whenever you send out your postcards,

19

are you going through PropFinder to find which ones you

20

want to send it on or --

21

ANDERS:

22

from Prop Finder.

23

:

I get all my leads, all my addresses,

Okay.

So if -- if three people

24

responded, then you already know that they're good

25

deals?

Or you --
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1

ANDERS:

I get more -- I get more responses

2

than that.

3

legitimate deals that are realistic and viable.

4

But of that, on average, there's three

:

5

ANDERS:

6

:

7

ANDERS:

Okay.
I might get -So you do turn some people away?
-- responses from more -- yeah, I can

8

get responses from 10 to 15 that either email or call

9

us.

10

:

11
12

ANDERS:

Okay.
Or go to the website -- website and

fill out the contact us request.

13

:

14

ANDERS:

Okay.
Then I have a receptionist that calls

15

them.

16

script for her of questions that she asks.

17

writes that down and then she sends that to me, and then

18

I look at the property.

19

going to call or if we're going to tell them, hey,

20

here's what we'd be willing to offer on your house.

21

realize it's probably not enough.

22

a position where this will help you, then call us back.

23
24
25

She gets the basic info on the deal.

:
ANDERS:

I have a
And she

And I decide if we're actually

But if you're ever in

Okay.
And we just leave it.

And if I get

deals, I don't do more than one deal at a time.
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1

if it's a fix-and-flip.

2

day.

3
4

Rentals, I'll buy rentals all

So if they fit -- but that's my business model.
:

Right.

ANDERS:

You're not going to get into rentals

5

for several months.

6

single-family homes to buy and rent.

7

rental parameters, I'm looking to buy it right away.

8

Fix and flips, I rarely -- in ten years I've probably

9

had -- there have probably been four or five occasions

10
11
12
13
14

So I'm always looking for
So if it fits my

where I've had two fix-and-flips at the same time.
Now, when I get one fixed and have it on the
market, I'm looking for another fix-and-flip.
:
ANDERS:

Right.
Most of the time -- and the reason

15

for that is my fix-and-flips are more expensive homes.

16

My fix-and-flips are $400,000 to $600,000.

17

:

Right.

18

ANDERS:

19

teach you in the beginning.

20

usually do one at a time.

21

looking for with fix-and-flips.

22

:

23

ANDERS:

Which is not necessarily what we
So -- but for that reason I
But that's not the houses I'm

Right.
The houses -- like, fix-and-flips are

24

easier to find than any other strategy because all

25

you're looking for is ugly houses.
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have to have a motivated seller.

2

a rundown property, which could be for any number of

3

reasons.

4

:

5

ANDERS:

6

do.

7

find.

Mm-hmm.
And so that's why those are easier to

They're not easier to do but they're easier to

8

:

9
10

You just have to have

ANDERS:

Yeah.
Yes.

Where with wholesale, you're

looking for that motivated seller.

11

:

12

ANDERS:

Right.
Single-family rentals are not hard to

13

find, but they're easier to find than wholesale deals.

14

That's why I kind of push you towards fix-and-flip in

15

the beginning because you can get results.

16

a little more risk, but -- and you can start with

17

wholesale.

18

the point you put it under contract.

19
20
21
22
23
24
25

You take on

The strategies are the exact same up until

:
ANDERS:
:
ANDERS:
:
ANDERS:
:
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1

ANDERS:

2

:

3
4

Okay?
Thank you so much.

ANDERS:

All right.

Thanks,

.

5

:

I appreciate you taking the time out.

6

ANDERS:

7

(Pause.)

8

MATT DAVIS:

9

No problem.

Right?

Yeah, you bet.

Just like that, we're back.

Everyone do this.

I'm going to obviously make

10

you sit somewhere new.

11

around and meet your new neighbor and say hello.

12

their hand and make a new friend.

13

Let's stand up, let's turn
Shake

Ready, set, go.

(Chatter.)

14

:

Hi, morning.

15

MATT DAVIS:

All right.

(Inaudible).

We're

16

going to begin this morning the way we began yesterday

17

morning.

18

notes from yesterday's curriculum and (inaudible).

19

want you to select (inaudible) two separate properties

20

that resonated with you (inaudible) you or the piece

21

that you like most.

22

I'm going to have you go back through your

But remind ourselves of the house rules.

I

No

23

soliciting audience members.

24

friends this weekend, but running around, grabbing

25

everyone's phone number and this and that, folks, let's
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1

just stay on point with that.

2

least in silent mode.

3

questions relevant to the topic.

4

All right.

Cell phones off or at

You guys keep the (inaudible)

Two things from yesterday.

5

moment and reflect on your notes.

6

ground yesterday.

7

(Music playing.)

8

MATT DAVIS:

9
10

All right.

Take a

We covered a lot of

Who would want to

share with their notes from yesterday's curriculum.

Do

you want to start us off, Dan?

11

DAN:

A couple of things that really hit me

12

was, of course, that description of the U.S. banking

13

system.

14

the kind of more in-depth and (inaudible) reassured or

15

reverified some of the things that I understood about

16

it.

17
18

I had heard some things about (inaudible) and

The other one is I liked your description of
put yourself.

19

MATT DAVIS:

20

DAN:

21

That seems like a real good technique to

use.

22

MATT DAVIS:

23

DAN:

24

MATT DAVIS:

25

Okay.

sitting in.

Utilizing --

The (inaudible).
Utilizing the (inaudible) it's

It's not going to sit there, let's use it,
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especially during our growth phase as we're growing up.

2

We want to use what's there to buy more real estate.

3

get the best of both worlds.

4

All right.

5

UNIDENTIFIED MALE:

So

Thank you, Dan.

Yes (inaudible)?
When you have flipped to

6

your summary (inaudible) the biggest thing I took

7

yesterday was find the money in a deal you (inaudible).

8

MATT DAVIS:

9

UNIDENTIFIED MALE:

10

(inaudible).

11

months.

12

(inaudible).

Okay.
(Inaudible) money

A lot of positive cash flow for a few

But you're utilizing the equity after

13

MATT DAVIS:

Good.

There's various different

14

ways to see the same deal, aren't there?

15

Sometimes it's a rental, sometimes it's more of an

16

equity play.

17

it.

There's quite a few ways that we can see

Good.

18

Anybody else?

19

UNIDENTIFIED MALE:

20

MATT DAVIS:

21

I've worn you out this weekend.

22

(inaudible).

23

All right.

(Inaudible).

You guys are tired, aren't you?

UNIDENTIFIED MALE:

Is that right?

I don't

Enroll (inaudible) the

24

last question I asked (inaudible) about putting money

25

(inaudible) to make a more (inaudible) 6 percent
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1

(inaudible) easy (inaudible).

2

MATT DAVIS:

Good.

So he's actually sitting

3

on a decent asset (inaudible) right now.

4

a 6 percent return.

5

have uncovered some of the properties that you have that

6

(inaudible) pretty good on this, but not so good.

7

Right?

8
9
10

that money and get a better rate of return.

UNIDENTIFIED MALE:
that.

(Inaudible) more than

I think the numbers (inaudible).
MATT DAVIS:

Well, I was being nice.

But if

you want to --

15

(Laughter.)

16

MATT DAVIS:

17

UNIDENTIFIED MALE:

-- (inaudible) that's fine.
(Inaudible) decided to do

18

everything you say (inaudible).

19

MATT DAVIS:

20

So he's

actually missing out on about $100,000 a year right now.

13
14

And it's interesting, some of you

So we were discussing how he could reallocate

11
12

It gains about

Okay.

Well, now we know.

Is

that right?

21

UNIDENTIFIED MALE:

22

MATT DAVIS:

Yes.

Now we know.

Now once we know,

23

we can then take action and change.

24

Thank you.

Anybody else care to share your notes from

25

yesterday?

Yes?
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1

UNIDENTIFIED FEMALE:

The lease option

2

(inaudible) how it works and the benefits of it

3

potentially (inaudible).

4

MATT DAVIS:

Good.

And I was coming back to

5

the lease option and teaching a second way of doing it

6

today.

7

stairstep lease options.

8

(inaudible) financing you can do with a lease option.

9

There's lots of different ways to structure it.

I mentioned it, the sandwich lease option, the
There's a little bit of

And

10

it's a lot of fun once you uncover that.

11

back to what he says, lots of ways to see the same deal.

12

Okay, very good.

13

Anybody else?

A few more.

And that comes

This is kind of

14

fun for me to hear what resonated with you guys.

15

right?

16

All

Yes (inaudible)?
UNIDENTIFIED MALE:

Whenever you got a lot of

17

bids on a property, which is (inaudible) and you

18

(inaudible).

19

MATT DAVIS:

Oh, the celebration clause.

20

UNIDENTIFIED MALE:

21

MATT DAVIS:

22

(Laughter.)

23

MATT DAVIS:

A thousand (inaudible).

(Inaudible).

But, yeah, that allows you to

24

beat the competition every single time.

25

you're going to take down the deal.
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1

you're kind of blind.

2

the best offer until it's worth it to somebody else.

3

that's a big piece right there, especially (inaudible).

4

John?

5

JOHN:

6

MATT DAVIS:

7

So

(Inaudible).
How many of you (inaudible).

Usually it's pretty big with (inaudible).

8
9

You don't really know what was

UNIDENTIFIED MALE:

I wouldn't call it

(inaudible).

10

MATT DAVIS:

Well, remember, we've got

11

tomorrow our anger management course coming if you want

12

to stick around.

13

-- and if you will take the time to read the book

14

Creature from Jekyll Island --

All right?

15

UNIDENTIFIED MALE:

16

MATT DAVIS:

Yeah, it's alarming once

(Inaudible).

Well, Courtney and I actually

17

went to dinner last night with his wife, Lisa, and we

18

discussed that book all night.

19

so I really do hope you take the time.

20

of a book.

21

But take the time and just slowly chip away at it.

22

information is invaluable.

23

It is unbelievable.

It's a journey

I mean, it's a 900-page journey.

Okay.

And

All right?
The

Very good.

Suggested reading list, on that note, Keith.

24

Okay.

I've given you a few things.

25

we're going to go ahead and for about an hour and 15
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1

minutes, hour and 20 maybe, I promised you guys shorter

2

segments and longer breaks.

3

We (inaudible) to it.

And last night after you all left before

4

Courtney and I went to dinner, we sat around and had a

5

long meeting and talked about each and every one of them

6

just so you know.

7

know how your first consultation went and know more

8

about your goals.

9

financial statements and see your starting points.

All right?

Because it's my job to

I had a chance to review all the

10

And that's what -- in my business, as your instructor

11

this weekend, to getting more (inaudible).

12

Okay?

Some of you are sitting on a significant

13

amount of either equity, cash, or you still believe in

14

this proverbial mattress money thing going on.

15

you have a decent amount in your retirement account.

16

And on another note, some of you don't have really much

17

money, but you're making good money and have nothing to

18

show for it, and everything in between.

19

Some of

All right?

So what I want to really focus on is the idea

20

of doing nothing with what you already have because some

21

of you aren't doing much with it.

22

there, equity, whatever.

23

show you the cost of doing nothing.

24

monetary cost of doing nothing.

25

It's kind of sitting

That's okay.

But I want to

And there is a

By the way, doing nothing, is that a choice
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1

consciously, yes or no?

2

AUDIENCE:

3

MATT DAVIS:
All right?

Yes.
It is a conscious choice to do

4

nothing.

So the book I want you to write

5

down is called Buffettology.

6

Buffet.

7

rules of investing.

8

Warren Buffet's rule number one of investing.

9

know what it is?

Buffettology by Warren

Now, Warren Buffet proceeds to lay out his
And I do want you to write down

Never lose money.

Do y'all

And you hear that,

10

you think, okay, that's great from one of the most

11

powerful investors of our time.

12

number two that he has is?

13

AUDIENCE:

14

MATT DAVIS:

But you know what rule

(Inaudible).
Reference rule number one.

Okay?

15

So we hear that, okay, never lose money.

16

sounds fine.

17

actually compare that to how a lot of people treat their

18

own retirement accounts.

19

in day number one.

20

Okay?

Great, that

But I want -- I now want to

And I kind of touched on this

You filled out your retirement packet with

21

your HR department.

22

guide my money aggressively, moderately or

23

conservatively.

24

amount of participation most people have had with their

25

own retirement.
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1

All right?

2

It's accountability time.

Be honest.

How

3

many of you have an old retirement account floating

4

around out there from a previous employer that you

5

really haven't looked at lately.

6

Again, this is very inactive (inaudible) money and a

7

great example of not minding our business.

8

pay attention to money that we are sitting on that is

9

not doing much for us.

10

Can I see your hands?

It's time to

Okay?

So Warren Buffet attributes most of his wealth

11

to the products I call the time value of money.

12

all know what that is?

13

AUDIENCE:

14

MATT DAVIS:

Do you

(Inaudible).
The time value of money.

It

15

mathematically has to do with what's called the rule of

16

72.

17

math.

18

now.

19

Do you know what that is?
Okay?

It's relatively simple

However, the purpose is not to laugh right

The concept is what's important.
The more you begin to allow your money to grow

20

from investments, the more that growth begins to

21

compound on top of growth.

22

idea.

23

So compounding growth is the

All right?
And eventually once you have enough growth and

24

more money comes and (inaudible) you just really can't

25

help it, but you're going to be downright rich.
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1

right?

But I'm pretty sure I'm not the first person

2

that told you in your life you should not just work for

3

your money, you should have your money what?

4

AUDIENCE:

5

MATT DAVIS:

Work for you.

I said that

6

already.

7

willingly or did you just sign up for the company

8

401(k)?

9

right.

10

Okay.

Work for you.

But if you do it, did you do it

Because there's a difference, isn't there?
Warren Buffet right now, according to Forbes

Magazine, is worth $98 billion.

11

All

$98 billion.

Well, I heard a cute little story that he

12

bought his very first -- he bought his very first share

13

of stock when he was 14 years old.

14

not have -- did you know this?

15

start investing until he was 50 years old.

16

not know that?

17

honest.

18

when I said he didn't start investing until he was 50,

19

you thought it's not too late.

20

Okay?

But he did

He did not actively

Let me see your hands.

How many did

Please be

In your own mind, how many just barely thought

It's not too late.

And the point is the earlier you start, the

21

more (inaudible) to go.

22

to.

23

You can start whenever you want

All right?
So let me show you a concept of doing nothing

24

with the money you're sitting on right now.

25

this:

Grab your calculators.
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1

your calculator a minimum $100,000.

2

minimum?

3

more than that right now.

4

than that in the form of equity or your 401(k) or

5

whatever you have, I want you to start with your money.

6

Start with a minimum $100,000.

7

this money grow for a moment.

8

what is possible.

9

Now, why do I say

Because I noticed some of you are sitting on
So if you're sitting on more

We're going to watch
I'm going to show you

On day one, I told you that investments are

10

usually measured in two different time frames.

11

performance schedules -- and you've done that a lot this

12

weekend already.

13

five-year schedule or a five-year pro forma.

14

One-year

Now we will look at what's called a
All right?

We're going to take this money and put it to

15

work for us at the rate of 12 percent growth.

16

right?

17

thinking where you're going to get 12 percent annual

18

growth, real estate.

19

Let me pause.

All

For those of you that are already

All right?

So take the number, minimum $100,000, and

20

multiply it by 1.12.

21

obviously at the end of year one you have $112,000.

22

it again for the second, third, fourth and fifth year.

23

If you have a smart phone, just hit your equals button

24

multiple times.

25

If you started with $100,000,
Do

At the end of year five, if you did it right,
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1

you have $176,000 and change.

Now, rewind the clock.

2

How will you remember five years like (inaudible)

3

yesterday?

Yes?

4

AUDIENCE:

5

MATT DAVIS:

Yes.
It's a five-year schedule

6

biannually.

7

for you.

8

a lot of you are doing right now, that is a loss of

9

$76,000 by doing nothing.

10

You might as well have your money working

So had you done nothing with this money, like

So I want to get rid of the idea that, first

11

of all, it's okay to lose money even in your 401(k).

12

lot of us look at our 401(k) statement saying, oh, it

13

went down, no big deal, it'll come back.

14

not okay to lose money ever.

15

our own retirement accounts.

16

A

Folks, it is

Ever, ever, ever.

Even in

But a lot of times we're very misinformed

17

about what we can and cannot do with that money in our

18

retirement account.

19

AUDIENCE:

20

MATT DAVIS:

21

AUDIENCE:

22

MATT DAVIS:

Is that true?
Yes.
Is that true?
Yes.
I asked this yesterday.

Did you

23

hear growing up you can't touch the money until you

24

reach a certain age?

25

It's a very famous quote by Theodore Roosevelt.
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1

moment of decision, the best thing to do is the right

2

thing.

3

worst thing you can do is what?

The next best thing is the wrong thing.

4

AUDIENCE:

5

MATT DAVIS:

The

Nothing.
Nothing.

Okay.

So let's get rid

6

of the idea of doing nothing with what we're sitting on.

7

You're losing by doing nothing.

8
9

All right?

So let's start with some terminology.

I'm

going to put in front of you all -- I want you to write

10

this down.

11

I want you to write down next to investment custodian

12

the word babysitter.

13

of a better way to explain what an investment custodian

14

is.

15

(inaudible) licensing like stockholders do, for example.

16

But they are the company or the individual that is in

17

charge of making sure that your retirement account

18

reports properly to the IRS because it has to file an

19

annual report.

20

Investment custodian is where we begin.

Babysitter.

It's not a fund manager.

And

I can't really think

They don't have your

They're also the individual or company that's

21

in charge of making sure that your money in your

22

retirement account flows in and out of qualified

23

investments.

24

retirement account.

25

than most people understand.

So you can't just go do anything with your
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1

You've got a self-directed IRA, oftentimes

2

referenced as a real estate IRA, but I want you to write

3

down three things underneath this third heading,

4

traditional or conventional investing.

5

write down stocks, bonds, mutual funds, the American

6

financial markets where most people put their retirement

7

money.

8
9

Stocks, bonds, mutual funds.

I want you to

Now, alternative

investment would be anything not stocks, bonds and

10

mutual funds.

11

estate.

Like what?

Well, obviously like real

But can you buy more than just real estate?

12

AUDIENCE:

13

MATT DAVIS:

Yeah.
Yes, you can.

14

(inaudible).

15

money lender in the name of your retirement account.

16

You can actually buy horses.

17

can buy a whole lot more than most people think.

You

18

can buy tax liens, trustee, forwarded contracts.

You

19

can buy a lot of things.

20

You can buy car paper.

You can buy
You can be a hard

You can buy cattle.

You

All right?

But I'm going to guess right now that your HR

21

rep that handed you the hiring packet probably didn't

22

know how to do this stuff.

23

distribution option.

24

Matt, if I'm still with my existing employer, can I

25

begin to self-direct some of that money while I'm still
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1

with my employer?

2

And the answer is it depends.

You need to

3

check with your HR department and see if they have an

4

in-service distribution option.

5

most likely going to be able to start self-directing at

6

least some of those funds while you're with that --

7

you're still with that existing employer.

8
9

If they do, then you're

Now, if you do not have an in-service
distribution option, you're going to need to go ahead

10

and wait for that place of employment to be over with.

11

Again, obviously your retirement account follows you

12

wherever you go.

13

All right.

Now, you guys, if you don't have a

14

retirement account, those of you youngsters in the room,

15

I got news for you.

16

away.

17

the money that we're going to be making.

18

have a retirement account, is this a tax shelter?

19

do you think?

All right?

You're going to want one right
This morning is all about protecting

20

AUDIENCE:

21

MATT DAVIS:

And if you
What

Yes.
It doesn't (inaudible).

22

tax shelter.

23

your retirement account, yes or no?

It is a

Before you get taxed, can money go into

24

AUDIENCE:

25

MATT DAVIS:
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AUDIENCE:

2

MATT DAVIS:

3

Free.
Not free.

You wish.

That's what

--

4

AUDIENCE:

Deferred.

5

MATT DAVIS:

We'll have a (inaudible) between

6

a Roth and a regular later on.

All right?

But this

7

allows us to preserve the capital before it gets taxed.

8

So everyone of you is going to want some way of not

9

having to pay tax.

Would you agree with that?

10

AUDIENCE:

11

MATT DAVIS:

Yes.
So let's engage those of you that

12

are a little disconnected.

13

energy, by the way.

14

real quick just to add some maybe credibility to what

15

I'm talking about this morning.

16

Retirement Income and Security Act, was passed in 1974.

17

Since then, you have always been able to do what I'm

18

going to teach you how to do this morning.

19

I'm a pretty good reader of

All right?

A little bit of history

The ERISA, Employer

But we tend to sign up for the 401(k), set it

20

and forget it, and hope the pot of gold will be there at

21

the end of the rainbow.

22

not minding our business.

23

All right?

That's just simply

So we're going to do this in two different

24

ways.

Again, another common question I get, Matt, do I

25

have to self-direct all of my money in my retirement
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account, or can I begin with just a portion?

2

think the questioning comes from the space of this is

3

not my money until I reach a certain age.

4

Folks, is this your money?

5

AUDIENCE:

6

MATT DAVIS:

And I

Yes.
This is your money.

You worked

7

hard for it.

8

goes behind the Wizard of the Oz curtain and we don't

9

really know where it's at.

10

So when it comes out of your paycheck and

quarter and that's about it.

11

We get a statement once a
All right?

So we're going to do this in two ways.

12

Partial self-direct and we'll do a full self-direct.

13

Now, I know some of you are taking pictures of the

14

screen and that's your way of taking notes.

15

going to suffice right here.

16

diagram and we're going to do this in two different

17

ways.

18

to add to it, we're going to take away from it, we're

19

going to story board this thing and have some fun.

This

20

looks like we're having a ton of fun this morning.

Is

21

that right?
UNIDENTIFIED MALE:

23

MATT DAVIS:

25

I need you to draw up this

We're going to map out a diagram and we're going

22

24

That's not

Yes.

(Inaudible).

This is my slide (inaudible).

And at the bottom of the (inaudible) -UNIDENTIFIED MALE:
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MATT DAVIS:

I was required to teach you guys

2

wholesale and about funding and about REO lists, is that

3

right?

4

learning a lot more than that this weekend?

How many of you appreciate the fact that you're

5

(Applause.)

6

MATT DAVIS:

Thank you.

All right.

Let's go

7

ahead and break some rules.

We've got us, we're going

8

to use the left-hand screen up here.

9

working away at our job, maybe you're self-employed,

We are out here

10

you're putting money into, let's say, let's just call it

11

a 401(k).

12

the vehicle is.

13

Maybe it's a pension or a 403B or whatever
All right?

So your $100,000 is right there.

And most

14

people are getting out of stocks, bonds and mutual

15

funds.

16

This is what makes us think that we can't touch that

17

money.

18

pocket, you're going to suffer early withdrawal

19

penalties and taxes.

20
21

Okay.

Now, this gray wall is pretty critical.

Because if you do bring that money into your

However, can you get a loan from your 401(k)
and bring it into your pocket tax free, yes or no?

22

AUDIENCE:

23

MATT DAVIS:

24

AUDIENCE:

25

MATT DAVIS:
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1

back, though?

2

AUDIENCE:

3

MATT DAVIS:

4

AUDIENCE:

5

MATT DAVIS:

Yes.
Plus interest?
Yes.
Okay.

But when you think I need

6

a loan, most people think I'm going to the bank.

Well,

7

wouldn't you rather go to your own bank?

8

think about your own retirement account as a lending

9

resource.

I want you to

If you lend against your own retirement

10

account, yes, you have to pay it back.

11

rather pay yourself the interest instead of the banker's

12

interest?

13

for you and compounding.

14

But wouldn't you

Because over time that's more money working
All right?

UNIDENTIFIED MALE:

So -- yes?

So when you loan against

15

your 401(k), you pay back the interest that's paid on

16

that, goes into that set account?

17

MATT DAVIS:

Well, it can.

But oftentimes the

18

(inaudible) that's controlling your 401(k) does make up

19

a large sum of that interest.

20

self-directing, you are able to create those positions

21

yourself.

22

Okay?

But when you're

Yes?

UNIDENTIFIED MALE:

Isn't there something

23

where if you have that loan and you lose your job or you

24

move jobs, then you may be required to pay it

25

immediately or get (inaudible)?
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1

MATT DAVIS:

Okay.

This is a good question.

2

All right.

3

question.

4

But some of you, when you get a loan from your 401(k),

5

have to pay it back within two months.

6

two years to pay it back.

7

In fact, I'm going to create more of a broad
Lots of people in this room have 401(k)s.

Some of you have

But they're both 401(k)s.

So when you have a hardship, all right, and

8

you get asked to pay it right away because they know you

9

no longer have income and cannot repay that without

10

income.

11

Does that make sense?
Some of them allow you a break when you have a

12

hardship and others don't really want to forgive you.

13

But, again, they're both 401(k) plans.

14

to your question here, okay, who's setting up these

15

rules?

16

tax -- what gets tax deferred savings.

17

these little tiny rules like this?

18

does.

19

(inaudible) the 401(k) plan.

20

Well the IRS sets up the general rules of the

The fund manager

What's interesting is how everyone thinks a
401(k) is just a 401(k).

22

different and they (inaudible).

23

both 401(k)s.

25

But who sets up

The person that -- or the institution that

21

24

So it comes back

That's not true.
All right?

They're very
But they're

So we want your provisions in your 401(k).
And may I ask some of you by show of hands if you
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1

probably know it or not.

2

that right now?

3

business, right?

4

cannot do with our own money, by the way.

5

How many are willing to admit

Let me see your hands.

Minding our

Let's understand what we can and

So I want you to think about what would

6

happen.

Let's (inaudible) for a second.

7

your broker or the person that's guiding your money and

8

say, hey, I want to move $50,000 out of my 401(k) and

9

move it down to the Kansas City, Missouri, and buy that

10

rental property over there.

11

going to say to you?

12

AUDIENCE:

13

MATT DAVIS:

If you call

What do you think they're

You can't.
You can't do that, you shouldn't

14

do that, you're going to get yourself in trouble, you

15

don't know enough, they'll do that.

16

would resolve that conversation by hanging up the phone

17

and saying, I guess I can't do that.

18

experts, I'm not.

19

So most people

They're the

So let's kind of think about the request,

20

though.

Are they making money when our money is with

21

them, yes or no?

22

AUDIENCE:

23

MATT DAVIS:

Yes.
When we request our money away

24

from their control, clearly you're going to get some

25

pushback on that as you can see.
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1

truth.

This is fun for me to say.

2

Fidelity, Edward Jones, IMG, all of these major

3

investments houses and brokerages are not equipped to

4

facilitate this type of transaction.

5
6

The real truth is it's not that you can't do
that.

It's what?

7

AUDIENCE:

8

MATT DAVIS:

9

Prudential,

They can't.
They can't do that.

going to tell you you can't do that.

But they're

So let's pause on

10

that note for a second.

11

sometimes, however, we accept those experts into our

12

lives can somewhat hold us hostage.

13

AUDIENCE:

14

MATT DAVIS:

Wouldn't you agree that

Is that true?

Yes.
Not always, okay.

But you can

15

imagine there can be some predatory situations there.

16

Knowing that, we may not go and do it.

17

Okay?

So what we need to do is get a new specialized

18

facility in place.

19

custodian?

Now, what did I tell you to call the

20

AUDIENCE:

21

MATT DAVIS:

Babysitter.
A babysitter.

All right?

22

Because I'll show you how to find the custodians in just

23

a little bit.

24

retirement account for us, a new IRA account.

25

have multiple retirement accounts at the same time?

But they're going to now set up a new
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1

AUDIENCE:

2

MATT DAVIS:

Yes.
Yes.

Even when you're in your

3

retirement years, can you start a new retirement

4

account?

5

AUDIENCE:

6

MATT DAVIS:

Yes.
Yes, you can.

The only

7

difference is if you're in your retirement years, you do

8

have to begin to take annual disbursements out of your

9

retirement account.

10

That's the only difference.

you can begin a new one all day long.

11

But

All right?

Now when we get to the part where you

12

(inaudible) foreign for most people.

13

technically a retirement account on the spokes of the

14

IRS?

15

AUDIENCE:

16

MATT DAVIS:

What is

(Inaudible).
You guys are talking about the

17

rules of how this money is held, but you're not telling

18

me what a retirement account is on the spokes of the

19

IRS.

20

AUDIENCE:

21

MATT DAVIS:

22

UNIDENTIFIED FEMALE:

23

MATT DAVIS:

24

UNIDENTIFIED MALE:

25

MATT DAVIS:
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1

example.

Let's forget retirement accounts for a second.

2

All right?

3

were to set up a family trust, is a trust a recognizable

4

entity to the IRS?

Let me give you a parallel example.

Yes or no?

5

AUDIENCE:

6

MATT DAVIS:

7

corporation.

Yes.
Kind of like an LLC or a

Is that right?

8

AUDIENCE:

9

MATT DAVIS:

Yes.
Is it going to have its own legal

10

paperwork declaring that it is an actual entity

11

recognized by the IRS?

12

AUDIENCE:

13

MATT DAVIS:

14

Yes or no?

Yes.
Can you hold a checking account

in the name of your family trust?

15

AUDIENCE:

16

MATT DAVIS:

17

If you

Yes.
Can that family trust purchase

real estate and own it in the trust?

18

AUDIENCE:

19

MATT DAVIS:

Yes or no?

Mm-hmm.
All right.

Now we've

20

(inaudible).

A retirement account is technically a form

21

of a trust.

22

a retirement trust.

23

recognized by the IRS.

24

saying, well, my retirement account is just (inaudible)

25

savings.

It's not a family trust.

Okay.
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1

that doesn't tell me what the retirement account exactly

2

permits.

3

So you're going to have a new retirement

4

account trust set up.

5

you have this done when you sign up with your HR

6

department just by checking a box saying, yes, I want my

7

retirement account set up.

8

documents -- excuse me, those documents exist somewhere.

9

You have them?

10

You see, you may not know that

Well, there are -- that

Who has them?

These are good questions

to ask.

11

So your custodian is going to actually set up

12

a new trust for you.

This is your retirement trust.

13

That trust is going to hold its own bank account.

14

are you going to hold the checking account for your

15

retirement account?

16

AUDIENCE:

17

MATT DAVIS:

Where

(Inaudible).
In your own bank.

Your bank.

18

Why wouldn't you hold your money in your own bank where

19

the rest of the money is?

20

honest, how many of you feel a little foreign with this

21

right now?

22

goes behind the Wizard of the Oz curtain.

23

it's supposed to go.

24
25

It's your money.

Let me see your hands.

No, it's not.

Now, be

Because, Matt, it
That's where

It's supposed to be your money.

So you walk in -- mine is right now at Chase Bank.
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1

literally walked into a branch of Chase Bank, I give

2

them the paperwork on my retirement trust and I said, I

3

want to set up a checking account in the name of this

4

trust.

5

(inaudible).

Here's the checking account, this is the

6

I have a debit card that actually drains money

7

directly out of that retirement account.

8

log into your online bank, you're going to see your own

9

personal checking account.

10

So when you

Here's your savings account.

Here's your retirement account checking account.

11

All right?

Now, full disclosure here.

12

smaller, boutique banks and credit unions are not

13

equipped to facilitate retirement trust checking

14

accounts.

15

an example of where mine is.

16

up a checking account.

17

All of the major banks are.

All right?

The

I just gave you

It's at Chase Bank, I set

So once this new account is set

18

up, we are then going to have -- watch the left-hand

19

screen -- we're going to have our specialized custodian

20

communicate with the original broker because they

21

probably know what they really legally can and cannot

22

do.

23

like they can maybe us.

24

(inaudible) and request a transfer of $50,000 into our

25

new checking account.

So they can't really pull the wool over their eyes
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1

Now, left-hand screen for a minute.

When that

2

transfer happened, did money ever come over the wall

3

into our pocket?

4

AUDIENCE:

5

MATT DAVIS:

6

non-taxable transfer?

7

AUDIENCE:

8

MATT DAVIS:

9

No.
So is that transfer a taxable or

Non-taxable.
It is a non-taxable transfer.

Is

that a tax deferred plan?

10

AUDIENCE:

11

MATT DAVIS:

12

AUDIENCE:

13

MATT DAVIS:

Yes.
Is that a tax deferred plan?
Yes.
So we're not changing the overall

14

rules of how we treat the money.

We're just bringing it

15

into our own control.

16

can now move it in and out of alternative assets like

17

real estate.

But now the money is in there, we

18

Now, watch, here's how this works.

19

we buy that rental in Kansas City, Missouri.

20

renter in the property.

21

property, the babysitter is going to verify that that is

22

an asset that can be held within your IRA.

23

Let's say
We stick a

Before we're able to buy that

And it is.

So remember I said they're going to make sure

24

the money flows in and out of qualified investments that

25

the IRA can buy.
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1

you can buy a lot more than most people think.

2

Right?

So once we buy this rental property, we stick

3

a renter in there and now the renter is paying rent once

4

a month, like any renter would.

5

is made, to whom is the check written, the IRA or to

6

you?

7

AUDIENCE:

8

MATT DAVIS:

9
10

But when the rent check

The IRA.
The IRA.

Now that money is

coming in once a month and growing your retirement
account tax what?

11

AUDIENCE:

Free.

12

AUDIENCE:

Deferred.

13

MATT DAVIS:

Are you kidding me?

14

tax-free.

I wish it were.

15

deferred.

Now, the rest is simple.

16

growing in stocks, bonds and mutual funds, we're trading

17

stocks, bonds and mutual funds, the money is growing tax

18

deferred.

19

real estate transactions instead of stocks.

20

rental plan makes you some money.

21

that property and make 20 percent higher than a fair

22

market rate?

23

return (inaudible) instead of just graduates.

24

you think, can we do that?

25

Okay.

It's not

But this is tax
When your money is

We're just doing the same thing just trading
You see?

A

Could we lease option

So it accelerates the growth and the

AUDIENCE:
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1
2

MATT DAVIS:

Yes, you can.

Can you flip that

house in the name of your retirement account?

3

AUDIENCE:

Yes.

4

MATT DAVIS:

Yes, you can.

So when you buy,

5

fix up and flip the house, all that money that comes in

6

because you just sold a house, does that come to you or

7

does that come back into your retirement account?

8

AUDIENCE:

9

MATT DAVIS:

10

Retirement.
Into the retirement account,

growing tax what?

11

AUDIENCE:

Deferred.

12

MATT DAVIS:

Thank you.

All right.

All right.

13

the purpose.

14

fix up and flip the house, those (inaudible), what

15

happens -- what do we have to do with those (inaudible)?

16

AUDIENCE:

17

MATT DAVIS:

18

When you buy,

Reinvest.
Do we have to reinvest them, yes

or no?

19

AUDIENCE:

20

MATT DAVIS:

21

Now, careful.

That's

this all weekend.

Yes.
Come on, you guys.

We been doing

Do we have to reinvest them?

22

AUDIENCE:

23

MATT DAVIS:

Yes.
Not in the retirement account.

24

It's already being done in an entity that is not taxed.

25

Capital gains taxes are not applicable to an IRA or any
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1

retirement account, by the way.

2

just turn on at all?

3

AUDIENCE:

4

MATT DAVIS:

Did that light bulb

I hope it did.
Yes.
So essentially what I'm telling

5

you is every single one of the strategies that I have

6

taught you, as well as ones I haven't taught you, you

7

can now perform in the name of your IRA.

8

5 or 6 percent you might be getting in your 401(k), or

9

maybe, you know, the market's been pretty good lately so

So instead of

10

you might have better returns.

11

and make $30,000, $40,000 in profit, that's growing your

12

retirement account far faster.

13

But if you flip a house

All right?

So do you remember even once you reach

14

retirement age, you can't blow the money all at once.

15

We talked about this on day number one.

16

extraction rate?

What's the

How much can you pull out?

17

AUDIENCE:

8 percent.

18

MATT DAVIS:

Fast enough yet slow enough?

8

19

percent per year.

So while that money is in there,

20

let's make sure it's growing far faster than just what

21

we're getting in our 401(k) and aggressively get there.

22

All right?

23

account.

24

you're flipping houses over the years that you're

25

working.

Aggressively get into the retirement
It doesn't take long to get $2 million when
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1

Now, how many of you are not very excited

2

about this because you realize you cannot take this

3

money and put food on your table with it.

4

on that?

5

AUDIENCE:

6

MATT DAVIS:

Are we clear

Yes.
This is money that stays in your

7

retirement account.

8

renting, lease optioning, you can do what you wish.

9

let me go ahead and show you -- let me ask some

10

Okay?

So as you're flipping,
Now

questions to make sure you got it before I move forward.

11

Let's say the property costs $50,000 to buy

12

it.

We're going to flip it.

13

though.

14

in the account.

15

up.

16

math?

It needs some repairs,

We're buying with $50,000 because that's what's
It's going to take $25,000 to fix it

And we're going to sell it for $100,000.

17

AUDIENCE:

18

MATT DAVIS:

Simple

Yes.
Okay.

Fifty grand to buy it.

19

Eyes on the right-hand screen, please.

20

credit card and spend $25 grand on the credit card to

21

fix up the property and then sell it for $100,000.

22

we do that?

23

AUDIENCE:

24

UNIDENTIFIED FEMALE:

25

Let's take a

Can

Yes.
Can the IRA borrow

elsewhere?
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1
2

MATT DAVIS:

Before I answer that question,

can we do that?

3

AUDIENCE:

Yes.

4

MATT DAVIS:

You cannot do that.

Here's when

5

you're beginning to actually break the rules.

6

where we can get in trouble.

7

pulled out of our pocket to pay for the repairs of $25

8

grand, that money is outside your retirement account.

9

You cannot mix money inside the retirement account with

The credit card that we

10

money outside the retirement account.

11

fully self-sustained.

12

This is

So it has to be

All right?

So everyone write this down.

Number one,

13

we've got to kind of create some rules like these that

14

are on the screen.

15

this.

16

That is an outside retirement land.

17

juvenile, but you'll see why I make it simple like that.

18

But I want you to label it like

Draw an arrow to the left of this gray wall.

Outside retirement land.

I know that sounds

Now draw a line to

19

the right-hand side of the wall, and that is inside

20

retirement land.

21

write down the biggest rule.

22

funds.

23

account with money inside your retirement account.

24

Credit card plus the $50,000 that's already in there,

25

you can't do that.

Once you've done that, I want you to
You cannot commingle

You cannot mix money outside your retirement
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1

Wait a minute, though.

If you didn't bring in

2

(inaudible) let's look back at the right-hand screen

3

again.

4

into the 401(k) and transfer $25,000 down here and fix

5

up the property?

If we buy the house for $50,000, can we reach up

Yes or no?

6

AUDIENCE:

7

MATT DAVIS:

8

Yes.
Why?

Because both sets of funds

are where?

9

AUDIENCE:

10

MATT DAVIS:

Inside.
Inside retirement.

You see that?

11

That's why I labeled it that way because it makes it

12

super simple to understand.

13

RAY:

14

the first IRA?

15
16

19

(Inaudible) the second IRA underneath

MATT DAVIS:

No.

That's just completely

RAY:

(Inaudible) to have the trust set

separate.

17
18

Ray?

Okay.

up.
MATT DAVIS:

They're both trusts.

20

separate trust.

21

whatever your employer is making.

22

RAY:

It's just a

It's within your control now instead of
Okay?

Could you also just use the (inaudible)

23

depositing the (inaudible) credit cards and put the

24

money in the IRA from your credit?

25

MATT DAVIS:
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1

your IRA is relative to the amount you make in the form

2

of a wage on an annual basis.

3

a wage.

Credit card money is not

You cannot do that.

4

All right.

Now, we're going to use that one a

5

little bit later on.

But let me just give you a general

6

answer.

7

bracket, the higher amounts you can put into your IRA on

8

an annual basis.

9

little bit later on.

The higher the wage, the higher the tax

Okay?

So we'll get into that stuff a

10

Any questions so far?

11

UNIDENTIFIED FEMALE:

Yes?
At the end of -- say I'm

12

old, 62, whatever profits I make in this, it's going to

13

be taxed?

14

MATT DAVIS:

15

UNIDENTIFIED FEMALE:

16

MATT DAVIS:

17
18
19
20

62.

Sixty-two is very young.
Okay.

All right.

(Inaudible).

This is (inaudible)

Okay.
UNIDENTIFIED MALE:

So then it's going to be

-- all the growth is going to be taxed, too?
MATT DAVIS:

When you pull the money out once

21

you reach retirement age, that is when it's taxed, yes,

22

in this particular account.

23

the Roth versus the regular IRA a little bit later.

24

We'll get there.

25

Here it isn't.

I'll have

Because that one is tax-free.

Okay?

Yes?
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UNIDENTIFIED MALE:

Yeah.

(Inaudible) say if

2

you have a limited number of funds in your IRA account,

3

can your IRA borrow money from the hard money lender for

4

a project like that?

5

MATT DAVIS:

No, it cannot.

That's money

6

outside the retirement account mixed with money inside

7

the retirement account.

8
9

UNIDENTIFIED MALE:

Oh, okay.

So that would

be a loan to the (inaudible).

10

MATT DAVIS:

Well, let me create a hybrid

11

right now, but we're trying to make this as simple as

12

possible.

13

have a non-recourse loan.

14

other words, if the IRA borrows from the lender on a

15

real estate purchase and the IRA does not pay the lender

16

back, they cannot have recourse.

17

can't foreclose.

18

that.

I wouldn't suggest -- you can technically
Find me one of those.

In

In other words, they

Show me a lender that's going to do

None.

19

All right.

So just (inaudible).

All right?

20

So let me go back a little further, Chris, and then I'll

21

take your question.

22

$200,000 and you have $50,000 in the account.

23

down payment of $50,000 still be able to mortgage the

24

$150,000 to meet the purchase price of $200,000?

25

do that?
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AUDIENCE:

2

MATT DAVIS:

No.
Cannot do that.

Mortgage money

3

mixed with money inside, commingling funds.

4

Yes?

5

UNIDENTIFIED FEMALE:

Get it?

So if you're investing

6

in alternative investments in your IRA, what kind of

7

proof do you have to give to your bank to be able to buy

8

these assets?

9
10
11
12
13

MATT DAVIS:

You don't have to prove to your

bank.
UNIDENTIFIED FEMALE:

Because they need to be

able to report the value to the IRS.
MATT DAVIS:

No, no, no, no.

The bank is not

14

the facility.

15

where your checking account exists.

16

year the facility is going to ask for a report of what

17

the IRA owns so it can be reported annually to the IRS.

18

You're correct.

It's not the bank.

19

that does that.

The banker is just holding the checking

20

account, that's it.

21

They're not the babysitter.

Okay?

UNIDENTIFIED MALE:

That's just

All right?

Every

It's the facility

Yes.
How does the -- you said

22

you had a debit card for that Chase IRA.

23

work with your, you know, spending money on the house or

24

repairs or whatever the case is.

25

MATT DAVIS:
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1

If I'm going to spend $40,000 to buy it and $10,000 to

2

fix it up, there's $50,000 total in there.

3

$40,000 to buy it or to write a check out of the account

4

to acquire it, and then fix up, I'm going to use either

5

checks or debit cards, buy supplies at Home Depot, this

6

or that, keeping the receipts.

7

fully self-sustained.

8

used for expenses in the name of the --

9

Okay?

UNIDENTIFIED MALE:

All right?

Because it needs to be
So that debit card is just

But there's not the same

10

parameters on the payback, then, I would assume.

11

Correct?

12

MATT DAVIS:

You're mixing two things.

We're

13

not paying back.

You're thinking if we borrow money

14

from here and then put it into our hands, we'd have to

15

pay it back.

16

us that owns the real estate.

17

the real estate.

We don't have to pay this back.

It's the IRA that owns

18

UNIDENTIFIED MALE:

Right.

19

MATT DAVIS:

Okay.

Okay.

It's not

Let's go a little

20

further now.

Pros and cons of what we see in front of

21

us.

22

that is actually giving you a 401(k), and most employers

23

providing a 401(k) are matching funds.

All right?

Pros, if you have an existing employer

24

AUDIENCE:

25

MATT DAVIS:
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want to ignore that.

2

401(k), our employer is, too.

3

money because we want it.

4

that 401(k) reaches a certain level or X amount of

5

money, maybe anything over $250,000, you may consider

6

moving into your IRA and self-directing so we can

7

drastically speed up those payments.

8
9
10

So we're socking money into our
Let's accept the free

But may I propose that once

All right?

The cons that we see in front of us, you've
got two chiefs on the Indian reservation.

Does that

make sense?

11

AUDIENCE:

12

MATT DAVIS:

Mm-hmm.
In other words, you have two

13

people that are going to have strong advice and

14

potentially conflicting advice as to what you ought to

15

be doing with your money in your retirement account.

16

(Inaudible) but you can imagine that would be the case.

17

Right?

18

Now, I don't do this because I don't have an

19

existing employer providing me with matching funds.

20

do what's called a full self-direct.

21

self-explanatory by now, but let's go ahead and go full

22

circle.

23

all $100,000 into the new IRA.

24
25

Here we go.

I

It's pretty

Full self-direct.

Now let's move

Now, keep in mind, though, we can still, in
the name of the IRA, set up a brokerage account with
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Ameritrade or E-Trade or wherever you trade your money,

2

and we can still move the money in and out of stocks,

3

bonds, mutual funds.

4

and the convenience of moving money back and forth as we

5

need.

6

But we also have the flexibility

So right now it looks like the $100,000 is

7

sitting in the checking account.

8

just sit there doing nothing with (inaudible)?

9
10

AUDIENCE:
MATT DAVIS:

Do we ever let money

No.
No.

We're going to go ahead and

11

put it up here at least into an account that's going to

12

be making us some money along the way.

13

to keep those funds liquid.

14

money is at least growing annually right here.

15

we find that piece of real estate we know we love, we

16

can liquidate money out of the mutual fund and then move

17

it down there and buy that piece of real estate.

All right?

The key would be
So that way the
And when

18

If we flip the house, the money will

19

eventually come out of the flip and be returned to us to

20

put back into our checking account.

21

in the checking account?

22

AUDIENCE:

23

MATT DAVIS:

24

AUDIENCE:

25

MATT DAVIS:
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funds so it's always working for us, never doing

2

nothing, always doing something.

3

(inaudible).

4

Let me see that big

So I want to (inaudible) on two words with

5

what we see in front of us.

Convenience and

6

flexibility.

7

to conveniently move money back and forth between

8

stocks, bonds and mutual funds and real estate

9

transactions.

Convenience and flexibility.

You are able

A 1031 exchange statute is not

10

applicable, meaning you don't have to roll the money

11

into the next deal.

12

outside retirement land, the left-hand side of the wall,

13

when you flip the house and experience gains, do you

14

have to roll those into the next deal, yes or no?

15

AUDIENCE:

16

MATT DAVIS:

You see, when we're doing deals

Yes.
Can you take the gains and roll

17

it into a stock portfolio from a real estate

18

transaction?

19

AUDIENCE:

20

MATT DAVIS:

No.
You cannot do that outside

21

retirement land.

It must be a like for like

22

transaction.

23

stock.

24

retirement land.

So do you see why I say convenience

25

and flexibility?

Because you have the jurisdiction to

Real estate for real estate, stock for

All that goes away if you're doing this inside
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be able to move your money from there to a non-like

2

transaction, and you can go back and forth with your

3

money.

How many love that right there?

Okay, good.

4

Next, Roth versus regular.

5

of you know this, but for some of you that are

6

youngsters I want to fill them in.

7

UNIDENTIFIED MALE:

Now, I know most

Okay?

Go ahead.

So in your situation where

8

you have a self-directed IRA, like, how did you get the

9

size of a balance in there when you can only put like

10

$5,500 a year into --

11

MATT DAVIS:

You're talking about a lot, a lot

12

more than my regular IRA.

13

level of about $53,000 a year into my IRA.

14

that's where (inaudible) then it's a perfect question

15

time-wise because the Roth is (inaudible) you're mixing

16

the two.

17

have tax deferred savings.

18

money before it's taxed and it goes into your IRA.

19

your contribution level is going to be far higher than

20

$5,500.

Watch.

I have a contribution
Okay?

If

This is a regular IRA where we would

That's a Roth.

21

Okay?

All right?

Where you make
That

All right?

So a Roth is where you make money, it is taxed

22

and then what's left over post-tax dollars go into your

23

Roth.

24

listen up.

25

pay taxes on the harvest?

So the argument is always this. Youngsters,
Would you rather pay taxes on the seed or
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AUDIENCE:

2

MATT DAVIS:

The seeds.
I'd rather pay taxes on the seed

3

because that's theoretically far less.

4

it sounds like a Roth is better because any

5

contributions as well as gains grow tax what?

6

AUDIENCE:

7

MATT DAVIS:

All right?

So

Free.
Free.

And once you reach

8

retirement age, you're able to pull that money out

9

tax-free, even on all the gains.

The problem with the

10

Roth is, as I just said, they cap the amount you can put

11

into a Roth on an annual basis.

12

younger, you can put up the $5,500 into a Roth.

13

are 50 years or above, you can put up $6,500 a year into

14

a Roth.

15

If you are 49 years or
If you

So thank you very much, IRS, but I need better

16

deductions than just $5,500 a year.

17

imagine, Chris, it just takes a while before I can get

18

enough money into your Roth, especially in real estate

19

transactions, to have enough in there to be able to play

20

with it on a significant level.

21
22

So which one do you think I have, a Roth or a
regular?

23

AUDIENCE:

24

MATT DAVIS:

25

So as you can

Roth.
Both.

I max out the Roth but

also contribute as much as I can into my regular IRA as
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well.

Question here, then question there.

2

UNIDENTIFIED MALE:

3

your existing (inaudible) into a Roth?

4

MATT DAVIS:

No.

Yes?

Is it possible to merge

You cannot take a cash

5

deferred plan and convert it into a tax-free plan.

6

can't change the stripes.

7
8

UNIDENTIFIED MALE:

MATT DAVIS:

10

Can you move money from a

Did you just hear his question?

UNIDENTIFIED MALE:

Yeah.

MATT DAVIS:

You cannot mix them.

13

money and tax deferred money.

14

and forth.

15

Tax-free

You can't roll them back

It has to be fully self-sustained.
UNIDENTIFIED MALE:

But you can still have

both as long as they don't touch each other.

17

MATT DAVIS:

18

UNIDENTIFIED MALE:

19

MATT DAVIS:

20

don't touch each other.

21

Correct.

22

want you to know, okay?

That's one way of putting it.
Okay.

You can have both as long as they
If they have (inaudible).

Oh, you're right.

You're exactly right.

23

UNIDENTIFIED FEMALE:

24

MATT DAVIS:

25

But not convert the

account, but have both accounts.

12

16

Yes?

Roth to a regular or vice versa?

9

11

Good question.

You

Okay.

Yes?
I

(Inaudible).
Is your question on a

regular IRA or a Roth?
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UNIDENTIFIED FEMALE:

2

MATT DAVIS:

Okay.

Regular.
Regular -- her question is

3

how much do they -- how do they calculate your

4

contribution level on an annual basis.

5

UNIDENTIFIED FEMALE:

6

MATT DAVIS:

We're talking about an IRA.

8

self-directed 401(k) as well.

You can have a

UNIDENTIFIED FEMALE:

10

MATT DAVIS:

(Inaudible).

Let me give you a hybrid here.

7

9

All right?

Mm-hmm.

All right.

You can have a set

11

that allows your contribution levels to go even higher,

12

especially for the self-employed that actually make

13

really good money, like millions.

14

things that I'm going to defer to your CPA on.

15

right?

16

depending on what your income is.

But there's some
All

Because it's more of an individual conversation

17

All right?

So let me give you just kind of a general rule

18

of thumb.

All right?

The higher the wage,

19

the more you can contribute into your IRA.

20

pay yourself a wage of $60,000 a year and then $50,000

21

of the $60,000 put away in your IRA pre-tax.

22

cannot.

23

your -- into your IRA before it's taxed, your wage had

24

to be $215,000 for the year.

25

wage, the higher the tax bracket.

You can't

You

Last year if you actually put away $53,000,
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So there's --

2

UNIDENTIFIED MALE:

3

find that information?

4

MATT DAVIS:

5

information?

6

in the blanks?

Is that out there -Where do you find this

Who on your power team can help you fill

7

UNIDENTIFIED MALE:

8

MATT DAVIS:

9
10

Where do -- where do you

stuff all day long.

CPA.

A CPA.
They're -- they do this

I'm not passing the buck.

This is

more of an individual conversation with them.

11

Also, let me add, an individual conversation

12

you should only have with your CPA, but should you get a

13

second opinion about what's going on as well always?

14

Yes or no?

15

UNIDENTIFIED MALE:

16

MATT DAVIS:

Yes.

I'm going to go ahead and show

17

you how you can get in touch with some of my custodians

18

because we don't have the custodians.

We do work with a

19

company that has a lot of custodians.

The company is

20

called Sprout if you want to write that down.

21

to give you a brochure in just a moment and you're going

22

to fill out this little form.

23

But this allows a custodian to call you from Sprout and

24

kind of put eyeballs on what you're currently doing.

25

I'm going

There's no obligation.

And, again, you don't necessarily want to
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1

trust your own broker what they say you can and cannot

2

do because obviously that may be skewed information.

3

But a third party, unbiased opinion on what's going on

4

is, I think, a good thing at all times.

5

(Inaudible)?

6

UNIDENTIFIED MALE:

Okay?

Is there any questions or

7

qualifications you need for a good CPA?

8

those rules with the realtor, they had to have at least

9

12 years --

10

MATT DAVIS:

I mean, you had

Good, good reference, by the way.

11

Is there a -- are there questions and qualifications for

12

your CPA?

13

haven't been to jail.

14

(Laughter.)

15

MATT DAVIS:

All right.

Here's the first.

Make sure they

You guys know why I say that.

16

All right?

17

you're going to see a lot of different questionnaires

18

depending on who the character is.

19

questionnaire for your agent.

20

questionnaires in the back depending on your lawyer, all

21

right?

22

insurance agent, title company, CPA, all right?

23

(inaudible).

24
25

If you flip to the back of your workbook,

Also, who else?

I gave you a

But there are

General contractor, your
Banker

All right?

How many find those things valuable?
see your hands.
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with a CPA.

2

him.

3

spend some money to come here.

4

We're, like, I don't even know what to ask

There you go.

Okay?

Okay?

There it is.

A smart way to

But let me go ahead and give you one

5

more (inaudible).

This is kind of fun because this is

6

what I like to do.

7

real estate association meetings -- remember the REA,

8

also the REIA, real estate investor association, go to

9

the REIA, go find the richest real estate investor in

When you begin attending your local

10

that room and ask them who they use.

11

how we ended up (inaudible).

12

is successful.

13

Okay.

14

networking.

15

Use that.

That's

Just go with who already

Who's their CPA is what I would suggest.

This is why you need to get out there and start
Okay?

All right.

So a lot of our students begin

16

this process, this self-directing, especially those of

17

you that are going to be going to the Vegas Summit,

18

because once you're at the Vegas Summit, what will you

19

have the opportunity to obtain?

20

real estate.

21

Alternative assets like

We found a lot of our students over the years

22

have made a decent amount of money in their retirement

23

account, but they were very uninformed about what they

24

can and cannot do.

25

that money and bring it into your own control, then
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you're able to move them in and out of stocks, bonds,

2

mutual funds or real estate.

3

I'll give you an example.

The $42,000

4

property that I told you about on day number one, you

5

guys remember that one?

6

was one of the assets that I bought at the last Summit.

7

I bought that with my self-directed IRA.

8
9

It was an 18 percent ROI.

All right?

I also bought a mortgage contract.
$51,800 for the mortgage.

That

I paid

It is a three-year loan on a

10

higher risk borrower.

It is a mortgage against a

11

property in Minnesota.

12

So when the client or the borrower pays their mortgage

13

payment, who are they paying the mortgage payment to?

The property is worth $110,000.

14

AUDIENCE:

You.

15

AUDIENCE:

Your IRA.

16

MATT DAVIS:

My retirement account.

So

17

whenever they pay for the mortgage, my retirement

18

account grows.

19

there?

How many like the sound of that right

Yes?

20

I want you guys to begin to see the banking

21

side of this as well.

We haven't really talked about

22

that at all.

23

business.

24

interest rate because it's a high-risk borrower.

25

making 12 percent on that mortgage contract.

That's a very lucrative part of this

It is financed at a 12 percent annual
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don't pay their mortgage, what can I do?

2

AUDIENCE:

3

MATT DAVIS:

Foreclose.
Foreclose.

Wait a minute.

4

did I spend on the mortgage contract?

5

home is worth what?

6

AUDIENCE:

7

MATT DAVIS:

$51,800.

What
The

$110,000.
$110,000.

But I paid (inaudible)

8

just shy of a 50 percent discount on a piece of real

9

estate.

But it wasn't the real estate I was going for.

10

It was the banking route.

11

route into the back door of your property, the bank will

12

always make the most money in real estate.

13

will then teach you how to become the banker.

14

far more lucrative side of this business.

15
16

When you take the banking

Once -- we
That is a

All right?

How many never heard of banks buying and
selling paper?

You ever heard of that before?

17

AUDIENCE:

18

MATT DAVIS:

Yeah.
Okay.

I taught you guys how to

19

wholesale a property or assign the property.

20

start wholesaling paper to bankers, we're not talking

21

$5,000, $10,000 here.

22

grand.

23

to get you started somewhere.

24
25

When you

We're talking a couple of hundred

But that's down the road some, guys.

We've got

How many are excited about learning that
stuff?

It is awesome.
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hammer, either, like flipping houses.

2

downing any of you all flipping houses.

3

But there are far less (inaudible) stress, less labor

4

intensive strategies out there when we start doing what

5

bankers do.

6

And I'm not
I still do it.

Okay?

But let's do this:

Let me have Lisa

7

(inaudible) pass out the brochure to Sprout.

It will

8

have a little form in there.

9

and your phone number and if you have a retirement

It just asks for your name

10

account or if you don't.

11

out, turn it back in and we're going to knock this out

12

right now so we can actually do our last little thing

13

before we take our first break today.

14

Even if you don't, fill it

All right?

Even if you do not have a retirement account,

15

fill it out because you're going to want one.

And this

16

is to, again, I don't have the time this weekend to go

17

around and say, what's your retirement account like,

18

what's yours like, what's yours like?

19

expertise to guide everyone of you on that level.

20

they do.

21

And take one and pass it down.

22

This is Sprout.

23

They have the facilitators.

24

(inaudible).

25

Begin the process before we go to the Summit.

Nor do I have the
So

They're going to take the time to call you up.
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1

you'll get a phone call maybe in the next week or two

2

from the representative from Sprout to go through this

3

information with you.

4

So as we are looking at our pie chart here for

5

a second, we are spending our morning right there.

6

Asset protection and tax strategies.

7

you're making that matters.

8

that matters the most.

9
10

It's what you're keeping

All right?

Fill this out and pass it back and send it
around, the little form inside.

11

(Pause.)

12

MATT DAVIS:

13

Is there a (inaudible) to get out

of the lot.

14

UNIDENTIFIED FEMALE:

15

MATT DAVIS:

16

It is not what

No.

(Inaudible).

You can't take money out until

you reach retirement age.

17

UNIDENTIFIED FEMALE:

18

MATT DAVIS:

Okay?

Oh.
So you can still

19

self-direct a Roth like I taught you here.

20

contribution levels are far lower on an annual basis.

21

(Inaudible).

22

(Pause.)

23

UNIDENTIFIED MALE:

24
25

Just the

(Inaudible) self-direct

(inaudible).
MATT DAVIS:

3-Day Workshop - Dallas, TX
Day 3 - September 23, 2018

You guys, I want you to hear

EX 10, p. 90

Case 2:19-cv-00713-DAK-EJF Document 12-9 Filed 09/30/19 Page 92 of 282
91
1

this.

May I share this?

2

UNIDENTIFIED MALE:

(Inaudible).

3

MATT DAVIS:

Ken was asking his

Okay.

4

employer can I begin to self-direct, and they kind of

5

freaked out on him.

6

Okay.

7

existing account into my new self-directed IRA?

8

employer said no.

9

paperwork of his own retirement plan and the answer is

10

yes.

11

can't.

Why would you want to do that?

But then he asked, can I transfer money from my

He read the provisions within the

But his employer is actually telling him, no, he

12

Isn't that interesting?
How many agree that is what we all need to

13

uncover.

14

not trying to scare you with this.

15

(inaudible) tell you lies.

16

heist in the history of the planet.

17

The

Can I see your hands?

May I remind you, I'm
This is a little

The 401(k) is the largest

So let's -- let's be a little more informed

18

about what is, what our fees are.

19

found 43 different fees in most 401(k) plans.

20

some experimenting, put $100,000 in there, claimed

21

(inaudible) returns as an 8 percent rate of return,

22

interesting how he has $87,000 left at the end

23

(inaudible) a return.

24
25

Again, Tony Robbins

You guys hear what I just said?

He did

You're

planning on a return and he had less money than when he
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1

started.

2

after fee after fee.

3

away.

4

Where is all the money going?

Fee after fee

A lot of us are just burying it

All right?
So let's -- let's just be more informed about

5

this.

Now, when it comes to the market, in my opinion,

6

this is my philosophy when it comes to stocks, bonds and

7

mutual funds.

8

a little further on that.

9

enough to remember the years that when the market

Slow and steady wins the race.

Let me go

How many of you are old

10

corrected, you literally lost over 60 percent of what

11

you had to your name.

12

remembers those years?

13

Okay.

Let me see your hands.

Who

They're going to sell you on the excuse

14

of, well, it will come back and the dollar cost

15

averaging, when it comes back, it only has to come back

16

half as much to be able to make (inaudible).

You guys,

17

I don't want to lose 60 percent of anything.

End of

18

story.

19

right?

Don't try to sell me on any other concept.

All

20

So when I go put in my money in the market, I

21

am involved -- you're going to read about this when you

22

read Money, Master the Game.

23

the index funds that Tony Robbins has uncovered that

24

have no minimum funds, and specifically the Vanguard No

25

Loan index fund.
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1

loan index fund.

2

And when you get into these guaranteed funds,

3

are they really guaranteed?

4

You will never lose money in this fund.

5

It's a slow and steady climb in the index guaranteed

6

fund provided by Vanguard.

7

Actually they are, yes.
All right?

Now, folks, the market has done pretty well

8

over the last few years.

All right?

And you're not

9

going to get the major upticks when the market goes

10

gangbusters.

You will get a bolstered return when the

11

market goes vertical.

12

never lose money.

13

you've got all this major upside, but you'll never have

14

a downside.

But when the market tanks, you

It's a guaranteed rate of return.

15

How many would rather that, let me see your

16

hands, than losing 60 percent of what you have as the

17

market corrects itself?

18

these things.

19

We can't ever really control

All right?

If I may invite you as well to be open-minded

20

to funds that are not just inside the U.S.

21

with a fund right now that is a Canadian fund.

22

a licensed broker.

23

this.

24

guys have this screen wrote down?

25

So

I'm involved

I can't necessarily tell you to do

But I'm just sharing with you what I do.

AUDIENCE:
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1

MATT DAVIS:

But it's a Forex fund, a

2

(inaudible) of 4 percent per month in this fund.

3

a big difference.

4

UNIDENTIFIED FEMALE:

5

UNIDENTIFIED MALE:

6

MATT DAVIS:

That's

You take (inaudible).
F-o --

F-o-r-e-x, foreign exchange fund,

7

like the foreign investment market.

Okay.

So they're

8

trading services instead of stocks, bonds and mutual

9

funds.

So this is interesting that when you look

10

outside the U.S., there's actually far better funds

11

outside the U.S.

12

Okay, Justin?

UNIDENTIFIED FEMALE:

Then Anna?

Yes?

So is this -- are you

13

investing in a specific currency or you are investing in

14

a fund like (inaudible).

15

MATT DAVIS:

It's just a really cool fund.

16

UNIDENTIFIED FEMALE:

17

MATT DAVIS:

18

UNIDENTIFIED FEMALE:

19

MATT DAVIS:

It's a mutual fund.

It's a Forex fund.

All right?

So once you (inaudible).

I'm not sure.

I don't trade the

20

funds.

I don't -- it has to be a Forex trader.

I trust

21

the money with somebody that's an expert in that field.

22

I don't want to be a Forex trader.

23

sense?

24

to make sure my money comes back.

25

right?

So does that make

I want to be a trader (inaudible).

I just want

That's all.

All

So I'm entitled to watch (inaudible) for $5 a
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1

day.

(Inaudible) my life and do what I want to do but

2

still make a lot.

3

Okay.

4

UNIDENTIFIED FEMALE:

5

MATT DAVIS:

6

And make movies.

And make movies.

My skateboard

(inaudible).

7

All right.

So let's do this.

Pass the

8

(inaudible) seminar, did you already get -- you got

9

those, right?

10

If you haven't passed them back to me

already, please do so (inaudible).

11

Okay.

Now, I'm just kind of picking out some

12

(inaudible).

13

How many of you have learned something new this morning?

14

Let me see your hands.

15

an audience pretty much most of my life.

16

capacity, but in teaching martial arts, and once you

17

become a black belt you begin teaching other students

18

and (inaudible).

19

All right?

20

This is maybe a pause in the curriculum.

You guys, I've been in front of
Not in this

I've been teaching for a long time.

And consequently over the years that I then

21

teach a class, you become a decent read of energy.

I

22

don't know if you believe that or not, but I do.

23

right?

24

think it's an interesting level of energy this morning,

25

how many of you agree the energy in this room this

All

And I just -- I just want to ask, because I
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1

morning is very different than what it's been over the

2

last couple of days?

How many agree with that?

3

UNIDENTIFIED FEMALE:

4

MATT DAVIS:

Mm-hmm.

Thank you for (inaudible) because

5

it's eerie and it's weird.

6

that out for a minute.

7

do so.

8

now, I'm not afraid to talk about perhaps the elephant

9

in the room.

10

I think that it's important to

What's the name of the elephant in the

room this morning?
AUDIENCE:

12

MATT DAVIS:

(Inaudible).
$41,297 is the elephant in the

room.

14

(Laughter.)

15

MATT DAVIS:

16

AUDIENCE:

17

MATT DAVIS:

18

Is that right, yes or no?
Yes.
Then okay.

AUDIENCE:

20

UNIDENTIFIED MALE:

Yes.
To consider.

It's not a

lot of money, but it's a lot of money --

22

MATT DAVIS:

I'm not asking you to apply a

23

measuring stick to the question.

24

decision?

25

So is that a lot of

money?

19

21

And I want to air

So I'd like to maybe -- if you haven't heard by

11

13

Okay?

AUDIENCE:
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1

MATT DAVIS:

Thank you.

It is.

Again, I

2

don't care how much money you eventually have.

3

is still $41,000.

4

Okay?

5

interesting dynamic on day three.

6

instructor that's obviously here to deliver the message

7

from the company, and I get it.

That's a decent amount of money.

And so consequently it creates kind of an

8
9

$41,000

And I'm the

That's my role.

But I also -- maybe put yourself in my shoes.
Do you think that I like that it's a big decision that

10

the company is asking you to make this morning, or do

11

you think that I don't like it?

12
13

UNIDENTIFIED FEMALE:
partial.

14

MATT DAVIS:

15

UNIDENTIFIED FEMALE:

16

I think you're being

I (inaudible).
No, you like it because

(inaudible).

17

MATT DAVIS:

(Inaudible).

And it's not fair

18

to like watching people be uncomfortable.

19

the point.

20

at the opposite.

21

you, how would you treat it?

That's not

The reason I love it is because let's look
If this were a no big deal decision to

22

AUDIENCE:

23

MATT DAVIS:

(Inaudible).
As no big deal.

And then doing

24

that -- that does not drive change.

25

that it is a big deal and it is a significant decision
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1

is going to get you out there, get you off your couch,

2

get you out there on the field and there's no way you're

3

going to let yourself lose that kind of money.

4

are going to go to work.

5

agree with that?

6

That drives change.

And you
How many

Can I see your hands?

But I'm not disputing the fact that it's still

7

a significant decision.

I know that it is.

8

that way on purpose.

9

have a financing option.

All right?

But it's

This is why we don't

We want this to be a

10

significant decision.

Those of you trying to struggle

11

to find that amount of money so you can get started, you

12

should figure out how to farm cash if you're going to be

13

in this business called real estate.

14

always face that question.

15

money?

Because you will

Where am I going to get the

Is that true?

16

AUDIENCE:

17

MATT DAVIS:

Yes.
You always will.

And you're

18

going to be -- have to make far larger decisions when

19

you're coming into the real estate world than just

20

$41,000.

21

it is a big decision.

22

But, again, it doesn't diminish the fact that

You see, some of you, it's interesting how

23

everyone gets excited because we're hearing from

24

Courtney yesterday and, hey, I can do that, too, and

25

he's doing it locally and I'm excited.
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1

you got home last night and you decided to share what

2

you were considering with somebody at home, your father

3

or whoever it was, and you got punched in the gut

4

(inaudible).

5

willing to agree and admit that happened.

6

your hands?

7

Is that right?

It happens.

How many of you are
May I see

And that's hard, isn't it?

8

Because we want their support.

We would love for them

9

to believe in what we are learning this weekend.

And

10

let's give them the benefit of the doubt.

11

trying to maybe protect you or make sure you don't do

12

something that they just don't understand.

13
14

They're just

Would you agree when the mind is confused, it
will tell you no.

Is that true?

15

AUDIENCE:

16

MATT DAVIS:

Yes.
It just does.

I'm guessing you

17

tried to maybe even regurgitate what you learned last

18

night to that person that wasn't here this weekend and

19

it didn't go so well.

20

So I know what happens.

21

I've done this a few times, guys.
All right?

So I'm well aware that (inaudible) 12 and a

22

half years down the road and maybe it's a little far

23

removed from somebody in their 30 (inaudible).

24

are willing to agree with that?

25

half years later, okay, I've been doing this a long time
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1

and I'm (inaudible) and I'm just scared, nervous and

2

(inaudible) all at the same time.

3

but I like this and I like the strategies, but $41

4

grand, you've got to admit all weekend long.

5

I'm excited as well,

Okay?

So I'm going to go ahead and shut my mouth.

6

And you guys didn't know I was going to do this.

But

7

obviously some of you have already gotten started with

8

the advanced training.

9

of you and ask you why you did.

And I'm going to pick on a few
Because I want you to

10

hear from each other.

11

this decision, I think you might be able to hear the

12

perspective of other people.

13

(inaudible) from Courtney yesterday that I simply cannot

14

find.

15

session?

16

I'm going to pick on you guys right now if you don't

17

mind.

18

If you're uncomfortable in making

I wanted you to hear an

I hope you -- how many of you did enjoy his
I was very grateful that he came.

Okay.

So

I know you all didn't know that I was going to

19

do this, but I'm going to ask you to stand up.

20

right?

21

guys have been in real estate for a long time, a great

22

part of this business.

23

this business.

24

do the advanced training?

25

resonated with you?

You guys -- you got (inaudible).

Why?
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1

they know what you guys do for a living.

2
3

UNIDENTIFIED MALE:

When we got home last

night, we fought like cats and dogs.

4

(Laughter.)

5

UNIDENTIFIED MALE:

No.

You know, in my

6

opinion, my wife is a rock star in the real estate

7

business.

8

business for 13 years.

9

been in the business for three years.

I've said that all along.

She's been in

I'll talk a little louder.

I've

She's taught me

10

so much in real estate.

And, yes, we have maybe a small

11

leg up on some of you.

12

investing, in my mind, it's a whole other world.

13

you know, really for me -- and, again, $42,000, you

14

know, honestly we didn't even talk about it.

15

no-brainer to us.

16

If we went out and bought a $42,000 car or whatever, we

17

would talk about it.

18

honestly, we didn't even -- there was no reason not to.

19

Because I just think the upside, you know, is so

20

tremendous.

21

work ethic that I have.

22

we're going to make it work.

Yeah, we probably do.

But
And,

It was a

And I don't mean to say that lightly.

But this, we didn't even --

I know the work ethic of my wife and the
And we're going to -- I mean,

23

MATT DAVIS:

24

(Applause.)

25

UNIDENTIFIED FEMALE:
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1

said, when we sat through these classes, we never once

2

thought, oh, I can't do this.

3

it's a big investment and it's a little scary.

4

took a leap of faith and we know that -- we know we're

5

going to work at it.

6

money and then go home and not do it.

7

that's --

This makes sense.

Yes,
But we

We're not willing to spend the

8

MATT DAVIS:

9

UNIDENTIFIED FEMALE:

That's not --

(Inaudible).

10

MATT DAVIS:

11

UNIDENTIFIED FEMALE:

That's non-negotiable.

It's going to make you do it.
Exactly, exactly.

12

so I'd like -- I share that.

13

in the game, guess what's going to happen?

14

to make it happen.

15

There's no way.

And

When people have more skin
You're going

You're not going to lose that money.

16

MATT DAVIS:

It's done that way on purpose.

17

UNIDENTIFIED FEMALE:

Right.

And I'm very

18

appreciative of all that we've learned from Matt.

19

been amazing.

He's

We appreciate that.

20

(Applause.)

21

UNIDENTIFIED FEMALE:

We are both excited and

22

I'm sure there's several of you out there going along

23

with us.

24

in the DFW area.

25

And we're all going to just knock it out here

MATT DAVIS:
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1

(Applause.)

2

MATT DAVIS:

All right.

If you guys don't

3

mind, we'll pick on you as well.

4

doing the advanced training as well.

5

Yeah.

6

just explain a little bit about you guys.

7

significant amount of real estate worldwide.

8

But why are you guys doing this?

These are two physicians.

9
10

UNIDENTIFIED MALE:

I know you guys are
Is that right?

They've -- if I may
They have a
All right?

Because I got this card in

the mail.

11

(Laughter.)

12

UNIDENTIFIED MALE:

(Inaudible).

And we

13

talked a little bit about the idea that this might be

14

something that we can consider.

15

(Inaudible).

16

to (inaudible).

My wife is a go-getter.

You don't want to do the things she's got

17

(Laughter.)

18

UNIDENTIFIED MALE:

She's just great.

She's

19

very interested in what's going on.

She's been in real

20

estate now for three years in Dallas.

21

Dallas.

22

real -- or she's been realtor of the month or whatever

23

it was for about all of this last year.

24

great.

25

(inaudible).

We're new to

We've been here for five years and she's the

And (inaudible).

(Inaudible) our children

2007 was a disaster for us.
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1

like it's been great since.

We made some other choices.

2

And we just saw this as an opportunity to have some

3

control with what's going on and not give it to somebody

4

else and (inaudible).

5

we've been excited about this.

6

of money (inaudible).

7

computer is going to turn red hot, I'm sure (inaudible).

We never had you in mind.

MATT DAVIS:

9

UNIDENTIFIED MALE:

11

MATT DAVIS:

$41,000 still was a lot

And we're not (inaudible).

8

10

So

The

Very good.
(Inaudible).

(Inaudible), do you want to add

to that as well?

12

UNIDENTIFIED FEMALE:

(Inaudible).

I'm from

13

Argentina originally.

In Argentina, brick and mortar is

14

the only investment.

15

estate.

16

of a big company in Florida that went public.

17

(Inaudible).

18

to (inaudible) real estate of every operation, every

19

(inaudible) to ourselves.

20

looking for commercial realty and I made a decision that

21

this is right (inaudible).

22

investing -- investing in long-term, like, commercial

23

leasing, for example.

24

would say we did pretty well.

25

60 percent, 30 percent, most of (inaudible)

So all my life I've used real

And I was very happy (inaudible).

I was part

So it was a medical company that we used
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1

Goldman-Sachs, you know, really (inaudible).

2

haven't been for all the (inaudible).

3

So we believe in real estate.

You

It's not -- it

4

wasn't anything -- everything from (inaudible) the

5

techniques and all that.

6

(inaudible) last night.

7

(inaudible) and looking, I mean, I'm really (inaudible)

8

to retire in real estate.

9

$50,000 rental property that's not even (inaudible).

But we're so excited we can
Even the MLS, looking at

But right now we've got a

10

don't even know where it is.

11

said, well, we can buy that one.

12

that.

13

I

And even at 80 percent, I
You know, stuff like

But the opportunities (inaudible) like Matt

14

and like Chad and everybody else, teaching you what they

15

know -- what they know and being on the fast track and

16

being able to apply all that right away, I'm just, like,

17

ready.

18

because we're on a trip and (inaudible).

19

to miss it.

20
21
22
23

And I'm really sorry I won't be able to be here
So we're going

But the good (inaudible).

MATT DAVIS:

You've got some alternative

dates.
UNIDENTIFIED FEMALE:
(inaudible) teacher.

24

MATT DAVIS:

25

(Applause.)
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UNIDENTIFIED MALE:

I just want to say that I

2

think Matt is probably the best -- I've been in school

3

forever (inaudible) and other things.

4

say that I think Matt is amazing, and I'm going to miss

5

hearing his voice over the next --

6

(Laughter & Applause.)

7

MATT DAVIS:

I just want to

R.D. and Sara, do you guys mind

8

standing as well and kind of (inaudible) before we go to

9

our first break?

I think it's fun to hear from

10

everyone.

11

already started as well.

12

And I know there's several of you that have

R.D.:

I'm R.D.

13

from all of them.

14

don't know anything.

15

worker.

16

lines.

17

I am completely different

I have no real estate background.
I'm just a dumb old construction

I work outside, I climb poles, I work on power

So as far as real estate, I own a couple

18

houses and I've moved out of those houses, and one of

19

them is a rent house now.

20

doing.

21

going to go as fast and as hard as we can.

22

I

I'm just here.

So I have no clue what I'm

I am going to learn and we're

The big change for me or the big reason, the

23

big push, like I said, I worked in construction.

24

been doing this style of construction for 20-some years.

25

I worked with my company for 16 years.
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1

a stroke.

2

got mortgages.

3

that.

4

They put me on long-term disability and they stopped

5

talking to me.

6

All the questions I had, all the stability that I

7

thought I had with them, changed.

8

would have happened if I didn't get well and go back to

9

work.

10

I've got three kids.

I've got a wife.

I've

I've got a rental property, things like

I found out my company doesn't care about me.

They made me go through somebody else.

I don't know what

Luckily it was a small stroke.

I was able to

11

get through to it.

I'm back at work now.

But that

12

changed my mindset towards them.

13

me.

14

set me up long-term, you know?

15

nothing to them.

16

to somebody else.

17

able to set my kids up so they can go to college, they

18

can do different things, and have something for them

19

before I ever die, get sick, do anything else.

20

that's my driving force.

21

old lineman.

They're not there for

They're not there to help me.

They're not going to

My retirement meant

They closed it down and sent it over
That's not what I want.

I want to be

So

Like I said, I'm just a dumb

It just makes a lot of sense.

22

MATT DAVIS:

23

(Applause.)

24

UNIDENTIFIED MALE:

25

control our own (inaudible).
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1

MATT DAVIS:

2

R.D.:

3

(Laughter.)

4

MATT DAVIS:

5

R.D. just said what she said.

Exactly.

Round of applause, you guys.

Thank you very much.

6

(Applause.)

7

MATT DAVIS:

Okay, folks.

What we're going to

8

do right now, let me show you how the rest of the day is

9

going to go.

10

At the end of today, once we're done with

11

puzzles and the asset protection lesson and all that

12

stuff, we are then going to break the audience up into

13

two groups.

14

the groups consist of.

15

forward with the education, you'll be receiving your

16

action plan that is designed to get you ready for the

17

fast start boot camp.

18

we want you ready.

19

what's happening next May, the (inaudible).

20

need to worry about step one, step two, step three.

21

Worry about the step that you're on, the steps that are

22

there that if you want to go through it.

23

system produces a very predictable result.

24

what -- that's what you're buying.

25

Both -- I think it's pretty obvious what
All right?

Those who are moving

It's happening in four weeks.

So

There's no need to worry about
You just

Again, a
And that's

All right?

You're going to have more questions about
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1

asset protection and tax strategies and all this stuff

2

at the end of the weekend.

3

plan?

4

that this costs money.

5

We sure hope that you can see the value of it

6

(inaudible).

So I asked you what's your

We have a plan for you.

7

I'm not denying the fact

Yes, it costs money.

All right?

All right?

So for those of you who are either unable or

8

unwilling to join us at the advanced level, you'll also

9

be receiving your action plan.

Because you still have

10

-- you should have the same goal that you came in with.

11

Get out there and do your first deal in the next 90 days

12

and get your reimbursement check.

13

access to the funding at the end of today and the bank

14

lists.

15

first meeting are still completely going to be

16

fulfilled.

17

couple mess.

18

as well.

You're going to get

All of the promises that we made to you from the

And I haven't forgotten about the divorcing
Right?

We're going to solve that puzzle

All right?

19

UNIDENTIFIED FEMALE:

20

MATT DAVIS:

(Inaudible).

Well, I basically turned all this

21

stuff into lease options.

That bolstered his

22

(inaudible).

23

missing out on a ton of money is what is the point.

24

some of you, even though we covered it already as well,

25

not every one of you is (inaudible).

That's the answer to that.
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1

(inaudible).

2

All right?

Okay?

So during these breaks, you guys, I

3

want to encourage you, those of you still getting the

4

paperwork set up and getting all that stuff out of the

5

way, I want to encourage you to go get that stuff done

6

now during these breaks.

7

outside messing around with paperwork when we're in here

8

during the next session.

9

protection lesson.

It will be the asset

It is by far the best part about the

10

weekend.

11

when we go through that.

12

Because nobody wants to be

And I think you'll agree with that as well

Okay.

So take about a 20-minute break.

13

That's all we have time for right now.

14

if you have questions about the retirement program or

15

the retirement plans that we just talked about, please

16

come talk.

17

questions as well.

All right?

All right?

So

We'll be happy to answer those

18

(Recess.)

19

UNIDENTIFIED MALE:

-- are kind of nice, but,

20

you know, but being exposed to things to give you a new

21

experience, that's cool.

22

:

But she told him she was -- what did

23

I send her?

24

this before -- these things before.

25

She was 60 years old and had never done

UNIDENTIFIED MALE:
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1

:

2
3

Lived here all her life.

UNIDENTIFIED MALE:

Like this is -- we need to

make it happen, then.

4

:

5

Right.

UNIDENTIFIED MALE:

6

:

Exactly.

-- she said she wanted to go, and like

7

I said, I was planning on jumping in and -- I

8

really -- (inaudible) -- totally forgotten.

She

9

wanted to go see Michelle, and she was mad.

She sent

10

me the card -- this email that she had gotten from

11

Ticketmaster saying, you know, register here to be a

12

VIP or whatever.

13

UNIDENTIFIED MALE:

14
15

:

UNIDENTIFIED MALE:

17

:

18

:

Okay.

She forgot that because she registered

UNIDENTIFIED MALE:

22

25

Right.

to be a VIP -- (inaudible) --

21

24

So I did it,

She doesn't.

UNIDENTIFIED MALE:

19

23

And I said, okay, fine.

because I have a Ticketmaster account.

16

20

Okay.

:

Okay, fair enough.

Okay.

So I had bought the tickets that

morning.
UNIDENTIFIED MALE:
:

Okay.

Her daughter had bought a set, I had
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1

bought a set, because she had gotten a set for my

2

bestie and her husband.

3

UNIDENTIFIED MALE:

4

:

Okay.

And so my mother calls and she says --

5

(inaudible) -- tickets are $500.

6

(Inaudible) -- you know.

7

UNIDENTIFIED MALE:

8

:

9
10

So she doesn't know it yet?

11

:

13

:

Does she

Yes.

UNIDENTIFIED MALE:
awesome.

Oh, that's going to be

Oh, man.

17

:

No, I'm not telling her until

December.

19
20

That's cool.

still not know?

15

18

Yeah, that's really cool.

No.

UNIDENTIFIED MALE:

14

16

But still.

But still, you know.

UNIDENTIFIED MALE:

12

I'm thinking, yeah.

UNIDENTIFIED MALE:

That's awesome.

sure she has the date available.

21

:

22

Just make

Got it.

Um-hmm, um-hmm, um-hmm.

UNIDENTIFIED MALE:

Say I got this, you know,

23

Applebee's gift card that we're going to use on that

24

day.

25

Her ticket.
:

That is cool.

Well, when we did the cruise, we gave
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1

her a box, something for Christmas in a box and took

2

them to Cracker Barrel, we were eating breakfast and

3

they had to figure out what their gift was going to

4

be.

5

UNIDENTIFIED MALE:

6
7

:

UNIDENTIFIED MALE:

9

:

UNIDENTIFIED MALE:

12

:

:

16

:

18

:

24
25

I'm going on a cruise?

UNIDENTIFIED MALE:
lit up.

Yeah.
:

Good for you.

And she was like, am I going -- is

this for a cruise?

21

Yep, Carnival Cruise.

And so it was like something neat.

UNIDENTIFIED MALE:

19

Oh, yeah, that's cool.

Because it's the Carnival Cruise line.

UNIDENTIFIED MALE:

17

23

Oh.

The crackers, the animal crackers for

UNIDENTIFIED MALE:

15

22

An ornament shaped like a

the carnival.

14

20

Oh, God.

Okay.

ship.

11

13

So there were little things, like a

package of Chips-a-Hoy.

8

10

Okay.

Yeah.

Oh, my God, and she just

That's cool.

Yeah, no, it's --

I thought it was getting started.

He

got stopped on his way to the front.
UNIDENTIFIED MALE:
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1

stuck.

It doesn't make a difference.

2

an hour, actually.

3
4

:

It's like half

Um-hmm.

UNIDENTIFIED MALE:

But yeah.

I mean, yeah,

5

that's -- when I think about how much my mom went

6

through for us.

7
8
9

:

Three of her boys.
Yeah.

My mom did it by myself for me

and my brother.
UNIDENTIFIED MALE:

Same thing, yeah.

And she

10

did the thing, you know, she had two jobs and I mean,

11

she was -- one of my earliest memories was waking up,

12

because my room was over our garage.

13
14

:

Yeah.

UNIDENTIFIED MALE:

And so I'd see her pulling

15

out in the cold.

16

like an '83 Chevy van, you know, and all that, and it

17

was, you know, 5:00 in the morning and she was heading

18

out and I wouldn't see her until, you know, 10:00, and

19

I had my brothers.

20

with this today, otherwise they would call child

21

services.

22
23

:

She had like I want to say it was

We just -- you couldn't get away

Oh, yeah.

UNIDENTIFIED MALE:

Oh, yeah.
But my brothers were the

24

ones, you know, my oldest brother at that time was

25

maybe 10 or so.
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1
2

:

Yeah, and you cooked, and you did

laundry.

3

UNIDENTIFIED MALE:

Yeah, and he was the one

4

that took care of them, the two of us, until she got

5

home.

6
7

:

That's what I did.

UNIDENTIFIED MALE:

You know?

And like, I

8

mean, it taught us independence and all that, I know

9

that that was what my mom was hoping for us, but she

10

was there, you know, making it happen.

11
12
13

:

UNIDENTIFIED MALE:

16
17
18
19
20

Yeah, right?

I mean, and

so that was all her.

14
15

But look at you now.

:

Yeah.

UNIDENTIFIED MALE:
things, too.

And it's one of those

I think that's cool, what you're doing.
:

Yes.

UNIDENTIFIED MALE:
page from your playbook.
:

I think I might steal a
That's nice.

Yeah, go ahead.

I mean, I'm like, I

21

could have amped it up a little bit, but we didn't

22

have much time to do an elaborate thing.

23
24
25

UNIDENTIFIED MALE:
:

Yeah.

Just to enjoy it.

But these are the things that

she said I've never been able to do it, I've never
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been here, I've never been there, and just listening

2

throughout the years, I've --

3
4

UNIDENTIFIED MALE:

Good for

you.

5

:

6

MATT DAVIS:

7

That's cool.

Here we go.
The seven methods of highly

effective people.

8

(Laughter.)

9

MATT DAVIS:

(Inaudible).

Thank you, for

10

those of you that brought me apples this morning.

11

appreciate it.

12

I

(Inaudible).

All right.

Here we go.

(Inaudible) --

13

representatives ad strategies.

14

paper for me.

15

center of the page like you see on the screen.

16

There's really two sides to this.

17

major risks to be faced by the investor, lawsuits and

18

taxes.

19

with the lawsuit side.

20

general statement for each side of the stream.

21

start with lawsuit, but once you understand the

22

general statement, we will then spend the next 15, 20

23

minutes digging into that statement and really

24

understanding all the details of it.

25

Pull out a sheet of

I want you to draw a line down the

There will be two

We're going to dissect each side.

Lawsuits first.
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everything.

2

I own nothing.

3

And in the legal world, that matters, a lot.

4

nothing in my name.

5

my name.

6

right?

7

have, all right?

8

little money in my personal checking account, on

9

purpose.

10

Own nothing; control everything.

Okay?

Nothing is in my name at this point.
There's

My home that I live in is not in

The cars that we have, not in our name.

All

Certainly not the performing properties I
Nothing is in my name.

I have very

All right?
And I know at first that sometimes this makes

11

people feel a little out of control, because I think

12

it somewhat roots from childhood, you want something

13

to be mine, mine, mine, okay?

14

(inaudible).

15

into a lawsuit -- (inaudible).

16

Okay?

Mine is all mine --

Folks, if it's yours, and you get
All right?

So I'll give you a drastic example.

This is

17

an example of what not to do.

Let's say we have 10

18

rental properties, all in our name.

19

in our name, cars, everything in our name, all right?

20

Somebody falls in one of the rental properties and it

21

is our property that caused their fall.

22

their leg.

23

they sue, yes or no?

Our own home is

They break

Can they sue us for the liability?

24

AUDIENCE:

Yes.

25

AUDIENCE:

Um-hmm.

3-Day Workshop - Dallas, TX
Day 3 - September 23, 2018

Can

EX 10, p. 117

Case 2:19-cv-00713-DAK-EJF Document 12-9 Filed 09/30/19 Page 119 of 282
118
1

MATT DAVIS:

Okay?

And if my property caused

2

their fall, they will most likely win.

3

is in our name, then what's at risk?

4

AUDIENCE:

5

MATT DAVIS:

If everything

Everything.
Everything.

Ten properties, our

6

own home, the cars, the bank account, your wife's

7

diamond ring is at risk.

8

that's literally true.

9

will never happen.

10

That sounds scary, but
And if you think that, that

Matt, really, come on.

Lawsuits?

People sue all the time.

11

First of all, I now want to share with you the

12

perception your tenants will have of you.

13

where they live; you must be rich.

14

true or not is invalid.

15

that's the reality, all right?

16

You own

Whether that's

If that's the perception,

I want you to -- (inaudible) -- that statement

17

is, okay?

All right?

I don't want you to do it right

18

now, just remember to do this over the next day or

19

two, go Google "how to sue my landlord."

20

to see very easy, mapped out instructions on how to

21

catch your landlord in a lack of asset protection.

22

Because most investors are clueless.

23

rental property -- (inaudible) -- some real estate

24

agent.

25

company said, if you want our mortgage money, you have

You're going

All right, if my

The agent -- or I'm sorry, the mortgage
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to let the property land in your name and you

2

obviously want the mortgager's money.

3

okay, mortgage company, you let the property write

4

into your name, you leave it there, and you're fully

5

exposed.

6

So you say,

Okay?
So let's change this.

Let's take all 10

7

rental properties that we have and put it inside an

8

LLC.

9

falls and breaks their leg, can they sue the LLC?

So one LLC owns the properties now.

10

AUDIENCE:

11

MATT DAVIS:

Somebody

Yes.
Okay, so what did that buy us?

12

That bought us a little bit of protection, meaning our

13

own home, bank account, your wife's diamond ring, your

14

cars, they'll be protected because they're in your

15

name.

16

However, does anybody see a problem with this setup?

17

One LLC owns 10 rental properties.

It kept the -- (inaudible) -- of the LLC.

18

AUDIENCE:

19

MATT DAVIS:

What's at risk?

All 10 rental properties.
All 10 rental properties.

That's

20

exactly why I'm telling you now that separate LLCs for

21

every single property you have in your portfolio, is

22

that what I'm telling you to have you guys?

23

AUDIENCE:

No.

24

AUDIENCE:

Yes.

25

MATT DAVIS:
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you to have.

And before the consumer mentality wears

2

through the roof saying, uh-oh, that's going to cost

3

me a ton of money, okay?

4

you where you have your costs, all right?

5

did, would it be worth it?

6

AUDIENCE:

7

MATT DAVIS:

8
9

No it doesn't, and I'll show
But if we

Yeah.
If you get into the lawsuit,

you're going to wish you had.

All right?

So if you really think about this topic, asset

10

protection is kind of like insurance.

11

need to have insurance, it's too late to buy

12

insurance.

13

it's too late to set it up.

14

this formula down on your document, and it's

15

straightforward, direct, it makes the point.

16

When you really

When you really need asset protection,
So I do want you to write

Spend whatever it takes to make you secure,

17

then spend whatever it takes to stay that way.

18

Because to me it makes no sense to build a portfolio

19

if within one single accident, that is often times out

20

of our control, it can be taken from us.

21

come full circle:

22

number 1; LLC number 2 owns rental property number 2;

23

3, 4 and so forth.

24
25

So you can

LLC number 1 owns rental property

So now when that lawsuit happens in property
number 1, they sue LLC number 1, 2 through 10 are kept
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1

safe away from the dealings of the one.

2

thing about an LLC, it limits the liability to only

3

that organization.

4

property 2 through 10.

5

Walmart when something happened at Target.

6

completely separate entity.

7

with each other.

8
9

The beautiful

They can't skip over the line into
That's not trying to sue
It's a

They have nothing to do

Okay?

So now let's talk about how you get an LLC.
Who are you talking to to help you get an LLC?

10

AUDIENCE:

11

MATT DAVIS:

Attorney.
Your attorney.

CPAs often times

12

are well connected, they know how to do this, all

13

right?

14

one-size-fits-all for 200 bucks.

15

There's no better protection using that.

16

I would not suggest legalzoom.com,
Very indirect.

So there's the various different types of LLCs

17

as well.

18

Okay, so it's suffice it to say LLC -- one LLC brings

19

you to the conglomerate.

20

have the LLC set up properly, if your attorney or CPA

21

charges anywhere -- I've seen one from $500, I've seen

22

somebody pay $1,200, I'm going to -- (inaudible) -- I

23

think he was taking more than that, I think --

24

(inaudible).

25

That's going to be discussed later on.

How about this?

Once you

All right?

Yes, we were in the asset protection company,
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1

that is not our company, but we work with one because

2

we obviously know a lot of our students are going to

3

need these types of products.

4

there's a problem in the next few weeks and it's

5

something you want to do with them, that's great.

6

not, you can work with your CPA or attorney or

7

whoever.

8

the R&D rated and everything, once it's done right the

9

first time, you're going to get the official stamp,

All right?

So if

If

But whoever writes your LLC, the articles,

10

sealed paperwork from the state with your LLC, but

11

once you have the proper template the first time, can

12

you just use that same legal paperwork again as a

13

template to create a second and a third?

14

that?

15

AUDIENCE:

16

MATT DAVIS:

Can you do

Yes.
And if it's done right the first

17

time, again, perfect -- practice makes perfect

18

results.

19

Perfect.
Then all you have to do with the second LLC,

20

just pay the state filing fee, use the same set of

21

paperwork, changing one thing on the second LLC, which

22

would be what?

23

AUDIENCE:

24

MATT DAVIS:

25

second LLC.

The name.
All right?

And then you've got a

A bunch of paperwork.
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1

cumbersome, not that big of a deal, but you just begin

2

to learn how to do this over and over again, okay?

3

Let's start with the name of your LLC.

4

going to give you a suggested reading list.

5

reading list, look up The Millionaire Nextdoor.

6

Millionaire Nextdoor.

7

Stanley.

8
9

With that, I'm
Suggested
The

It was written by Thomas

Thomas Stanley.
Now, there's a newer book out called The

Nextdoor Millionaire.

It's not this.

The Millionaire

10

Nextdoor by Thomas Stanley.

11

some of the nice, very honest people that live down

12

the road, they don't have a mansion, they don't drive

13

a Rolls Royce, but they're millionaires, because

14

they're quiet about their money.

15

endorse the idea of silent success.

16

And this book talks about

They very much

How many agree with that concept as we talk

17

about real estate assets?

Be quiet about it.

18

Anonymity, in my opinion, is a part of asset

19

protection.

20

mind, anonymity.

21

Holdings, LLC?

22

assets are over here.

23

after your name.

24

LLC, but name the entity after something that is just

25

a significant word or phrase that gives the

So when you're naming your LLCs, keep in
Should you call your LLC Matt Davis'
If I put myself on a billboard, all my
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1

information.

2

doesn't matter.

3

a number in it is what I put.

4

whatever.

5

(Inaudible) -- LLC Underwater.
Whatever.

Okay?

It

And you need to put

Two, three, 55,

Okay?

I had discussed doing -- some investors say

6

that, you can use the address of the property as the

7

name of the LLC.

8

where one of my assets is, come find it.

9

address.

I think that's first thing, here's
Here's the

Okay, plus, if you sell a property that LLC

10

owns and now you buy a new property with the same LLC,

11

you now have the wrong address on the name of the LLC

12

with the new address on the property, I think that

13

becomes confusing.

14

AUDIENCE:

15

MATT DAVIS:

You can use the same rollover LLC?
Correct.

So you can move

16

properties in and out of these LLCs all day long.

17

Name it something that's significant to you and then

18

just remember it is my suggestion.

19
20
21

AUDIENCE:

Yes?

This is only for rentals, or is

this for something you're going to flip as well?
MATT DAVIS:

(Inaudible).

All right?

22

me -- let me wrap your brain around it.

23

to be protected when you're flipping a house?

24

AUDIENCE:

Yep.

25

AUDIENCE:

Yes.
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1
2

MATT DAVIS:

for accidents to happen?

3

AUDIENCE:

4

MATT DAVIS:

5
6

Is the construction site a haven

Yes.
You flip in the name of an LLC.

Okay, good question.
All right, so back to our point here.
Separate LLCs.

Own

7

nothing; control everything.

Let me

8

give you one of the parallel examples, because I think

9

this gives further validity to this concept of owning

10

what you have with the use of separate entities.

11

you know whether taxi cab companies own each

12

individual vehicle inside a separate corporation?

13

you know that?

14

Makes sense, though, doesn't it?

Do

Did

The taxi cab

15

is a traveling liability, isn't it?

16

it hits somebody and kills somebody.

17

the other thing protecting you from risk is the one

18

single vehicle, they can't take out the whole fleet.

19

Makes sense.

20

in the corporate world.

21

Okay, God forbid
If it gets sued,

All right, so lots of examples of this

And, in fact, this one was -- I just learned

22

this about six months ago.

23

Robert Redford owns a ski resort in Utah called

24

Sundance, okay?

25

And I've got somebody that works in the legal
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1

accounting division of Sundance, the resort, and we

2

were out to lunch during the last convention for

3

Greenco, and he said -- he was telling me how Robert

4

Redford because the Sundance resort is named for two

5

ski mountains, okay?

6

subdivided both mountains all the way down, and he

7

owns each parcel of land in a separate organization.

8
9

Robert Redford has horizontally

I thought that was brilliant.

Because people

are flying down the mountain on skis and if they fall

10

and break something, they literally try to sue the

11

resort, or bring down the mountains with their fall.

12

So if they ever had a lawsuit that has merit or teeth,

13

then they can't take down the whole resort if it's all

14

owned separately.

15

AUDIENCE:

16

MATT DAVIS:

Can we agree that's awesome?
That is awesome.
Anyway, all I want you to have

17

for these is separate entities.

18

highlight, in the event of a lawsuit happens, somebody

19

thinks you did something wrong -- have you ever heard

20

a liability attorney's commercials on the radio or TV?

21

Have you ever heard that?

22

(Laughter.)

23

MATT DAVIS:

And I also want to

If you've been injured in an

24

accident, please call the attorneys at -- have you

25

heard that before?
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1

get paid?

Do they get paid on a retainer basis, like

2

half up front?

3

AUDIENCE:

4

MATT DAVIS:

5

No.
Or do they only get paid if

they --

6

AUDIENCE:

Win.

7

MATT DAVIS:

Win the case.

So the very first

8

thing, this is a critical point, I know this sounds

9

obvious, but this is where I'm building this session

10

with, all right?

11

that I did something wrong, that attorney is going to

12

do an asset search on me.

13

money.

14

paid, he's not even -- (inaudible).

15

take the case because they're not going to get paid.

16

Sue me.

If the attorney -- somebody thinks

I own nothing.

I have no

The attorney is not going to get
They won't even

Can you see how the stopping point needs to be

17

you, the individual?

18

don't control it all, it's not in the agreement.

19

many see the wisdom right there?

20

stopping point.

21

You don't have any money, so you

Yes?

How

That's the

You want it to be viewed, all right?

So who owns the LLC?

You do.

I do not

22

believe in the idea of an umbrella company over the

23

top of owning this owning each individual LLC.

24

why:

25

owner of the LLC, too, the umbrella company owning

Here's

If the LLC is sued, they can come after the
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1

everything, it basically puts it all at risk again.

2

How many see that right there?

3

the idea of covering an umbrella over holding

4

companies for that reason.

5

I do not ever go for

All right?

I don't care about it, if they sue me, I have

6

nothing, case closed.

7

liability insurance, which we'll talk about again

8

later.

9

AUDIENCE:

10

Which is also why we have

(Inaudible).

MATT DAVIS:

Debt is one of the best things

11

about asset protection.

And I understand debt.

12

people don't understand debt, which scares me to

13

death.

14

versus income.

So we will talk about that as well.

Most

Debt

Which one is the asset, do you know?

15

AUDIENCE:

(Inaudible).

16

MATT DAVIS:

17

All right.

Income, not debt.
Enough on that side.

Income.
Let's go to

18

the other side.

19

person, much higher than they'll tax an entity

20

structure.

21

individual person, much higher than they'll tax an

22

entity structure, like a corporation or an LLC or a

23

trust or whatever.

24
25

The IRS will tax you, the individual

The IRS will tax you, as in you the

How do most people make their money?
W-2 income, right?
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1

Social Security number, so it is you making the money.

2

That's the worst way to do it, but in the job market,

3

you don't have a choice.

4

even trust you to pay taxes, they take them out before

5

you even get your money.

6

Is that right?

They don't

By the way, those of you that hope for a tax

7

return at the end of the year, if you get a tax

8

return, you didn't do it right.

9

government your money at zero percent rate of return

Why do you lend the

10

and then just hope you get the money back?

11

realize this is the job market, but I'm trying to

12

expose you to the -- (inaudible) -- plan.

13
14

Now, I

The IRS tax code was written by who, the rich
or the poor?

15

AUDIENCE:

16

MATT DAVIS:

The rich.
The rich.

17

companies.

18

them individually.

19

that is when you are what?

Rich people have

It's the company that makes the money, not

20

AUDIENCE:

21

MATT DAVIS:

And when you call money yours,

Taxed.
Taxed.

Okay, so navigate as the

22

company.

There are several types of taxes we need to

23

discuss, write them down.

24

tax, death and/or probate tax, self employment tax,

25

and we have broker tax, too.
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1
2

Death tax, is that actually a thing?

If you

don't die properly, you get taxed again?

3

(Laughter.)

4

MATT DAVIS:

Ouch.

That sounds silly.

Is

5

that true?

I'm not talking about the cause of your

6

death, I'm talking about the way you leave your estate

7

or your asset base when you die.

8

so we're going to talk about various different types

9

of entity structures.

It matters.

Okay,

You have an in-state rate base.

10

Most people have never owned their own company, they

11

work a W-2 job, that's fine.

12

companies already, this might be some basic things for

13

you.

14

cause you to challenge what you think you already

15

knew.

16

Most of you have

However, one thing that I wanted to bring up may

And if I were to ask you if you already had

17

some asset protection things set up, if I were to ask

18

you, why are you set up the way you are, and your only

19

answer to me would be, that's what my CPA told me to

20

do, or that's what my attorney said to do, that's not

21

a good enough answer.

22

your setup.

23

You should know the why behind

Would you agree?

I know why I'm set up the way I am, and I can

24

validate each and every little nuance of it, and

25

you'll see the why behind it.
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1

about entity structures for now.

2

sole proprietorship.

3

about these, I don't even know why we have them,

4

honestly.

5

Social Security number.

6

called a d/b/a, what does that stand for?

And if I may offer my two bits

It's still you operating under your own

7

AUDIENCE:

8

MATT DAVIS:

9

First we've got a

You might register what's

Doing business as.
Doing business as.

So it might

be Erica doing business as coffeecups.com, or

10

whatever.

11

no corporate protection, she will be paying a new tax

12

in addition to her income tax called self employment

13

tax because she is employing staff.

14

better if they were to set up a corporation called

15

coffeecups.com, and if the corporation is making the

16

money, and then Erica is an employee of that

17

corporation which she owns, she would avoid self

18

employment tax if she did that.

19

She's -- (inaudible) -- as long as she has

It would be

Okay?

It depends on how you want it to happen.

20

Next -- (inaudible) -- rate, corporations, you've got

21

your tax appropriation, S corp, C corp.

22

difference for our discussion this morning is C corps

23

pay corporate tax.

24

corp is a non-tax paying entity.

25

The primary

It is a tax-paying entity.

The S

So if it doesn't pay taxes, then the tax
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1

liability goes through the S corp and flows to your

2

own personal tax return.

3

the benefits of corporate protection, but it's not

4

paying corporate tax, any promise flows through the S

5

corp to your own return and you carry the tax burden

6

for what the corporation made.

7

So the S corp you still get

C corps pay corporate tax.

They pull money

8

out and you've got to pay income tax.

9

you have kind of heard the kind of scare tactic with C

10

corps?

11

before?

12

corps, okay?

13

Double taxation.

So how many of

Has everybody heard that

So that's a negative connotation with C

Then we have LLC.

Limited liability company.

14

Pros and cons, we're going to isolate three and four

15

on this grid, all right?

16

dealing in cash income.

17

better off running your commissions from that

18

corporation, that corporation is using your money and

19

you can get paid for the investment, all right?

20

As an investor, the corporations may be

Corporations are known for
If you are an agent, you are

21

dealing in cash, but they're not as good as LLCs are

22

for owning real estate.

23

liability and they limit the liability.

24

real estate investor, we are in the business of

25

borrowing real estate ownerships, we want to isolate
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1

the liability, but we are also in the business of cash

2

flow or income.

3

So I want the benefits of both, which is why I

4

have both.

5

appropriations.

6

LLCs and a cash flow, which is
Okay?

On the next slide, it will say across the top,

7

"Proposed Setup."

And this is the interesting part,

8

because when I stand in front of an audience, large or

9

small, about my asset protection, it's kind of like

10

talking about -- (inaudible) -- in politics.

Everyone

11

is going to have their own take as to what their guru

12

said today.

13

what I do.

So I'm just going to share with you guys
Is that okay?

14

AUDIENCE:

15

MATT DAVIS:

Yes.
Because I didn't make this stuff

16

up, it came from the minds of asset protection

17

attorneys that work with this company.

18

Let's not make this stuff up.

19

that I have signed a document indicating I would say,

20

verbatim, we're about to say to you.

21

ready?

So this is something

We're at the required part.

22

AUDIENCE:

23

MATT DAVIS:

All right?

Are you guys
Are you ready?

Yes.
Are you aware that I'm not a

24

licensed CPA or attorney in the State of Texas?

25

or no?
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AUDIENCE:

Yes.

2

MATT DAVIS:

I'm not even going to tell you

3

that now, you should have cross-referenced with your

4

own legal team.

5

Done.

All right.

Draw this.

We're going to storm

6

blow this analysis, so draw this instead of taking a

7

picture.

8

of sense, so just keep looking at it, and do whatever

9

it taught you.

10

At first glance, it may not make a whole lot

It begins to take form and take shape.

You've got LLC on the one, that is rental

11

property number one.

12

and four.

13

Sean, to me or an entity through which you will flip

14

houses, okay?

15

The same thing with two, three

And five, you might just allocate that LLC,

Now, let's go a little further on that,

16

though.

Can you flip multiple houses at the exact

17

same time inside the LLC number 5?

18

AUDIENCE:

19

MATT DAVIS:

20

AUDIENCE:

21

MATT DAVIS:

Can you?

Yes.
You can, but is there a risk?
Yes.
Yes.

Again, construction sites

22

are a haven for accidents to happen.

23

going to get a lawsuit, if suit is filed then all

24

three properties you're flipping get tied up.

25

advise you to do it separately, but it's a little
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1

extra paperwork, I know it's a little cumbersome, but

2

it's worth it, all right?

3

The corporation over there on the other side,

4

it says "property management corporation."

5

times brand new students, they go, man, I don't want

6

to own a property management company, I don't want to

7

collect rent from other investors and fix leaky

8

faucets and do that stuff.

9

right?

10

Now, often

It's not that at all.

And that corporation is an eventuality.

You

do not have to have that, by the way.

11

So let's do this.

All eyes on the screen,

12

please.

13

here and we are only going to start with that LLC

14

right there.

15

start and stop.

16
17

All

I'm going to wipe away everything that's up

That's where all of you are going to

LLC number 1 has its own checking account in
the name of the LLC.

18

AUDIENCE:

19

MATT DAVIS:

20

AUDIENCE:

21

MATT DAVIS:

Is this true?

Yes.
Come on, help me out.
Yes.
LLC number 1 owns property number

22

1.

It's a rental, the renter pays the rent check.

23

whom do they cut the check?

24

AUDIENCE:

25

MATT DAVIS:
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in property number 1 owned by LLC number 1, who pays

2

for the repairs?

3

AUDIENCE:

4

MATT DAVIS:

LLC number 1.
LLC.

So you've got receivables

5

and payables coming in and out of one single

6

organization.

7

You get that.

When you do LLC number 2, that second

8

organization, receivables and payables coming out of

9

that same company and bank account.

10

Same thing with three, same thing with four,

11

same thing with 25 different bank accounts,

12

receivables and payables, coming in and out.

13

becoming cumbersome?

14

AUDIENCE:

15

MATT DAVIS:

Is this

Do you think?

Yes.
Your accounting bill is going to

16

be through the roof, and this is obviously very

17

cumbersome to track.

18

cumbersome, and you can decide when that is, it might

19

be three properties or five or whatever.

20

consider going to this setup.

21

corporation will now manage all residual assets; not

22

the flipper, but residual assets.

23

clear?

24

AUDIENCE:

25

MATT DAVIS:
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1

property management company for all rentals.

2

flippers, but all rentals.

3

this again.

4

Not the

We'll walk through all

So now, when the tenant that rented property

5

number 1 that's on my LLC number 1, when they write

6

the rent check, to whom do they cut the check?

7
8
9

AUDIENCE:

The property management

corporation.
MATT DAVIS:

The property management

10

corporation.

When there are repairs to be made in

11

property number 1 owned by LLC number 1, who pays for

12

the repairs?

13

AUDIENCE:

14

MATT DAVIS:

Property management.
The property management

15

corporation.

16

single corporation.

17

number 1 anymore.

18

have a bank account anymore.

19

paperwork on the deed of property.

20

All in cash now moving in and out of one
Zero cash flows through LLC
LLC Number 1 does not even have to

Two reasons why:

The only thing it has is
That's it.

Number one, there's no

21

receivables or payables, your accounting bill is going

22

to be far lower than tracking 25 bank accounts, you're

23

only tracking one, all right?

24

number 1 files a corporate return, it's very cheap to

25

do because there's no accounting to be done, it just
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1

needs to file the fact that it's still in business for

2

the year and it owned one single piece of real estate,

3

all right?

4

Also, if LLC number 1 gets sued, and your cash

5

is in LLC number 1, what also gets tied up?

6

a show of hands, how many of you agree that there is

7

wisdom in owning your cash in a separate organization?

8

Show of hands?

9
10

Doesn't that ultimately --

(inaudible) -MATT DAVIS:

No.

This is not the owning

party.

13
14

AUDIENCE:

That's not -- that doesn't become

an umbrella?

15

MATT DAVIS:

No, it does not.

16

the middle is the critical line.

17

the LLCs.

18

money.

19

That's it.

I own the LLCs.

This line down

This owns zero of

That makes the original

This is a part of the LLC monthly reports.

20

All right.

21

AUDIENCE:

22

MATT DAVIS:

Yes?
So -- (inaudible).
Well, and you can still have LLC

23

number 1 left for rent and for repairs.

24

that.

25

By

Yes?

AUDIENCE:

11
12

Cash.

AUDIENCE:
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1

MATT DAVIS:

2

AUDIENCE:

3

MATT DAVIS:

The name of the LLC Number 1.
Okay.
Okay?

If you know the type of

4

management company eventually, A-plus, but this is

5

something that had been problematic for the company

6

management property that I own in Kansas City,

7

Missouri.

8

management company.

9

check to?

Who collects the rent?

The property

Who did the tenant write the rent

The property management company.

10

the 100 percent, they send in the rest.

11

just own both.

12

Okay?

AUDIENCE:

Will do.

Do you yourself have a -- like a

management agreement between the LLCs and the

14

corporate -MATT DAVIS:

16

AUDIENCE:

17

I

Question?

13

15

They take

Yes.
And do you sign both sides of it,

essentially?

18

MATT DAVIS:

19

AUDIENCE:

20

MATT DAVIS:

21

AUDIENCE:

22

MATT DAVIS:

Yes.
That's how it works?
As the CEO of both organizations.
Yeah.
That's how it would go.

Also,

23

when the tenant gives out the rental agreement, the

24

tenant signs the specific line on the rental

25

agreement.

What do tenants want when they're filling
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1

out the rental agreement?

2

many of you have seen this?

3

even read the contract and they just sign where they

4

should sign and they're issued the keys on that.

5

many have seen that before?

6

They want the keys.

How

Sometimes they do not

How

If I was explaining to you, don't do that

7

again, all right?

Secondly, on one of these lines,

8

the tenant signs and initials the line that states,

9

"In the event of a lawsuit, tenant waives their right

10

to hold the property management corporation liable in

11

any way, shape or form."

12

is the LLC.

The only thing they can sue

Make sense?

13

AUDIENCE:

14

MATT DAVIS:

15

AUDIENCE:

16

MATT DAVIS:

Um-hmm.
The LLC has no cash.
See, there you go.
All right?

Which is why we also

17

have an insurance policy that protects us in the event

18

of a liability lawsuit.

19

AUDIENCE:

Okay?

Yes?

What bank account do you post your

20

return from -- (inaudible) -- after you've got your

21

LLC 1?

22
23
24
25

MATT DAVIS:

Okay.

So what bank account does

the rent check go into?
AUDIENCE:

No, I said is there 10 percent of,

and you said they --
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1

MATT DAVIS:

No, that's in the case you have a

2

third party property management company.

3

just keeps all of it.

4

just -- because that's my cut.

5

that owns my cars, this is the company that employs

6

Matt Davis as the CEO, this is the company that has

7

all the cash.

8
9
10

They're not taking a cut, they
This is the company

Some of that cash.

AUDIENCE:

This company

Yes?

But why shouldn't we file taxes?

(Inaudible) -- cash flow ended up -- (inaudible) -- of
the property?

11

(Inaudible) --

MATT DAVIS:

Well, depreciation flows through

12

the -- the question is how are we supposed to handle

13

depreciation?

14

payment.

15

The LLC owns the property.

16

the annual depreciation deduction flows through the

17

LLC to your own personal tax return.

All right.

This is a non-taxed

It doesn't pay corporate tax, all right?

18

AUDIENCE:

19

MATT DAVIS:

20

AUDIENCE:

A depreciation schedule,

Oh, okay.
Okay?

Yes?

There is no -- any cash

21

transactions between the LLCs and the property

22

management company?

23

MATT DAVIS:

24
25

transaction, no.
AUDIENCE:
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1

each other, they don't move money between each other?

2

MATT DAVIS:

3

AUDIENCE:

No.

Okay.

Yes?

Okay, for the property management

4

corporation, if that's an S corp, do you have to pay

5

the personal tax on all of the money that it makes?

6

MATT DAVIS:

7

minutes, if you don't mind.

8

up, I know where you're headed.

9

headed, okay?

10

We'll answer that in about three
Give us a minute to set

Anything else?

AUDIENCE:

I like where you're
Yes?

Say it's prior to getting the

11

property management corporation, so your LLCs are

12

still generating cash.

13

MATT DAVIS:

14

AUDIENCE:

15

Got it.
Is there any tax when the cash is

put in -- (inaudible) -- correct?

16

MATT DAVIS:

If the LLC is a non-tax paying

17

entity, it flows through the LLC to your own personal

18

return.

19
20
21
22

AUDIENCE:

Okay.

So say you pull cash out of

the LLC, would it be taxed as income as well?
MATT DAVIS:

The moment you pull cash out, I

put it in Sean's pocket, what happens?

23

AUDIENCE:

24

MATT DAVIS:

25

AUDIENCE:
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1

paying different property management companies to run

2

them in each case, they manage each one, are they

3

sending the check to the property management

4

corporation?

5

MATT DAVIS:

6

AUDIENCE:

Where does the cash end up?
Well, if you're getting that, why

7

do I have to take this property management --

8

(inaudible).

9

MATT DAVIS:

10

AUDIENCE:

11

on that property.

12

MATT DAVIS:

So if -Because nobody else pays the rent

Yes, they will take the 10

13

percent, send the 90 percent, goes right to your cash

14

flow.

15
16

AUDIENCE:

(Inaudible) -- property management

corporation -- (inaudible) --

17

MATT DAVIS:

Correct.

Okay, you don't have to

18

call it a property management company, you could call

19

it Rodney's Awesomeness.

20

(Laughter.)

21

MATT DAVIS:

22

flow.

23

(Inaudible).

24

one more and we'll move on.

25

That's it.

So, you know, it's just cash
All right?

It doesn't matter.

It doesn't matter -- (inaudible).

AUDIENCE:
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1

this, but if you already have a rental property, but

2

it's being managed by another property management

3

company, and the renter is paying them the rent and

4

they're sending the rest to me, how -- I guess in

5

sending it to me, like say like me, I'm going to get

6

taxed on it, correct?

7

MATT DAVIS:

They're sending the money that is

8

your property direct to you, Deangelo, at the end of

9

the demand, we're being taxed on it, yes.

10

Okay?

All right, now, let's go to the upper

11

left-hand corner of the screen.

12

up there.

13

account in tax, you do not want to commingle funds

14

when they flow to use between the cash company and the

15

flipper companies.

16

That operates individually and has one bank account,

17

receivables, et cetera.

18

I've got an umbrella

By the way, the flipper, keep his own bank

Keep your flipper intact, okay?

So the upper left-hand corner is an insurance

19

policy.

20

liability policy as we begin.

21

liability policy.

22

Davis, the individual one, owns that umbrella policy.

23

The corporation does not own the umbrella policy.

24

ties the two sides together too much.

25

We do need to have a minimum $1 million
It is an umbrella

An umbrella liability policy.

Matt

It

All right?

So looking at me, I own a policy, that's what
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1

I want.

2

are unfamiliar with insurance costs, a million dollar

3

policy sounds like a large expenditure.

4

Liability insurance is some of the cheapest insurance

5

that you can buy.

6

$200 a year, maybe, and that's cheap, all right?

7
8

I want my money.

So for those of you that

It's not.

A $1 million policy might cost you

So it's an umbrella policy, and what is it
covering?

9

AUDIENCE:

10

MATT DAVIS:

11

all sue a property.

12

AUDIENCE:

13

MATT DAVIS:

The auditor?

Oh, it's a C?

Not the properties.

You.
They would sue the owner of the

14

property.

15

policy covering all LLCs will suffice.

16

You would

They are covering the LLCs.

One umbrella

Now, I've had several investors coming through

17

this class claiming that their insurance agent was

18

requiring them to have separate liability policies for

19

each individual property.

20

insurance agent on this several times.

21

my insurance agent, one umbrella policy covers all

22

LLCs.

23

I have consulted my
According to

My response to that comment would be what is

24

the nature of an umbrella policy, then, if not to

25

cover multiple things simultaneously?
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1

policy covers all LLCs, okay?

2

Now, as you get bigger, you may want to

3

consider bumping that up beyond just a million dollars

4

as your asset base grows higher.

5

people sue these days, you know, they sue for more

6

than a million bucks, okay?

7

AUDIENCE:

8

MATT DAVIS:

9

THE WITNESS:

10

Because usually when

What is it covering?
I'm sorry?
What is the umbrella policy

covering?

11

MATT DAVIS:

It covers the LLC in the event of

12

a lawsuit, a liability lawsuit.

13

broke their leg, they would sue the owner, which is

14

the LLC.

15

extra $40 bucks a year.

16

insurance, you still have property insurance on the

17

property, this is liability insurance if you get sued.

18
19
20

If somebody fell and

It would cover that lawsuit.

AUDIENCE:

Worth the

This is not property

But if there's no -- no money in

the LLC 1, 2, 3, what would be my liability?
MATT DAVIS:

If your property -- if the LLC

21

that owns the property, the property caused a problem,

22

it could sue the LLC.

23

biggest question you guys have had, all right?

24

I protect my own base, all right?

25

If a property owner were to fall, okay, and they get
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1

hurt, you're the owner of the LLC and the owner of the

2

LLC is liable for that accident.

3

LLC, which doesn't have any cash, you better come up

4

with some to satisfy the suit.

5

sued.

6

over, okay?

7

So if they sue the

You're going to get

That's where these liability policies take

On the one hand side looks great, it says,

8

dealer versus investor.

This is one -- this is

9

probably the most important six to eight minutes of

10

this entire lesson right here.

11

status.

12

only classify you in one of two ways.

13

you want to be a real estate dealer or a real estate

14

investor?

15

never the dealer.

16

Dealer versus investor

When you start making any money, the IRS will
You go out and

You always want to remain the investor,

Now, sometimes the IRS calls the real estate

17

investor a real estate professional.

18

thing.

19

dealer, always remain the investor.

20

please write down the definition of a dealer in the

21

eyes of the IRS.

22

Dealer or investor.

It's the same

We never want to be a
Would everyone

A dealer is someone who buys and sells real

23

estate and owns it for less than one year.

It kind of

24

sounds like something if somebody was flipping houses.

25

Is that right?

That's the IRS definition of a dealer.
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1

Someone who buys and sells real estate and owns it for

2

less than one year.

3

If you want to be deemed the dealer, you will

4

lose free privileges.

Please write this down.

5

one, dealers lose 1031 exchange privileges.

6

lose 1031 exchange privileges.

7

does not remember what a 1031 exchange is?

8

shy.

9

there's a profit, all those gains need to be rolled
into the next transaction.

11

exchange.

have to roll?

14

180 days to roll.

15

AUDIENCE:

16

MATT DAVIS:

18

Is there anybody that
Don't be

That roll is called a 1031

The structures come out, now, how long do we

13

17

Dealers

Okay, when you buy and fix up and flip a house,

10

12

Number

You have 45 days to identify, you have

(Inaudible) -- new property?
You cannot reverse roll.

Good

question.
Forty-five days to identify, 180 days to roll.

19

Forty-five days to identify.

20

means the day you close -- the day after closing, a

21

180-day clock begins.

22

of 180, so it's not 45 plus 180.

23

180, you must identify, which means you file a

24

one-page document -- where do you get that from?

25

attorney or CPA.

3-Day Workshop - Dallas, TX
Day 3 - September 23, 2018

What does that mean?

It

Forty-five days into the total
Forty-five into the

Your

And it basically states that here's

EX 10, p. 148

Case 2:19-cv-00713-DAK-EJF Document 12-9 Filed 09/30/19 Page 150 of 282
149
1

where I intend to roll this money.

2

Now, you may not know exactly where you're

3

rolling money at, though, right?

4

identify it.

5

when you liquidate a property, you've got to let us

6

know.

7

cash, because now we're going to track you.

8

right?

9

But you need to

This is basically the IRS saying to us,

We want to know you're sitting on a big pile of

So you need to identify it.

All

If you change

10

your mind as to where the money is going to roll, then

11

you can amend your identification document, and that's

12

simple, but you do have a total of 180 days to get it

13

into the next property.

14

this, but write this down -- it must be a

15

like-for-like transaction.

16

estate.

17

AUDIENCE:

18

MATT DAVIS:

19

AUDIENCE:

20

MATT DAVIS:

21

AUDIENCE:

22

MATT DAVIS:

23

privileges.

It must be -- I know we said

Real estate for real

(Inaudible).
If you're a dealer.
(Inaudible).
Stay tuned.
All right.

(Inaudible).

So limiting 1031 exchange

Is that a big deal?

24

AUDIENCE:

25

MATT DAVIS:

3-Day Workshop - Dallas, TX
Day 3 - September 23, 2018

Yes.
Huge.

Okay?

Second, dealers pay

EX 10, p. 149

Case 2:19-cv-00713-DAK-EJF Document 12-9 Filed 09/30/19 Page 151 of 282
150
1

short-term capital gains tax.

2

capital gains tax.

3

Dealers pay short-term

This is the 38 percent tax.

Number three, dealers cannot depreciate real

4

estate on their taxes.

Dealers cannot depreciate real

5

estate on their taxes.

You can't deduct the real

6

estate unpaid taxes.

7

tagged for 38 percent short-term capital gains tax,

8

and you cannot roll properties in the next two years.

9

This is not a small difference, all right?

10

You're going to get tapped --

Let's go back to the definition of a dealer.

11

I wasn't -- I want to go back to dealers owning it for

12

less than one year.

13

we never want to remain the dealer, right?

14

last question is, how many houses will the IRS allow

15

us to flip every year until we are deemed a dealer?

16

How many do they allow us?

So we do want to flip houses, but

17

AUDIENCE:

No.

18

AUDIENCE:

Ten?

19

MATT DAVIS:

So the

Anybody know?

Ten is the Fannie Mae/Freddie Mac

20

mortgage statute.

21

after 10 -- (inaudible) -- limits that for us.

22

not the case on this, okay?

23

AUDIENCE:

24

MATT DAVIS:

25

okay?

You cannot have mortgages made
That's

I'm sorry?

Four?
No, that's the mortgage statute,

This is how many products will they allow us to
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1

flip?

Here's the answer:

2

(Laughter.)

3

MATT DAVIS:

I don't know either.

It is not specified in the IRS

4

FAST book.

5

this is something that I had to learn the hard way, in

6

my audit, all right?

7

quote the IRS tax code.

8

Whether or not you're deemed a dealer versus an

9

investor, is up to the discretion of the investigating

10
11

And this, I do know first-hand, because

And I'm going to go ahead and
And what do you guys win?

IRS agent, I'm told.
So it's one of the points where I learned that

12

this leans way too much in their favor, as far as

13

whether or not they had a second cup of coffee, and

14

are in a good mood today or whatever.

15

still at the same impasse.

16

but we never want to be deemed a dealer.

17

what saved my baby in the audit:

18

trying to get you guys to reread the definition.

19

the definition again.

20

So here we are

We do want to flip houses,

It's all right there.

So here's

The answer is I'm
Read

All he can, the

21

individual man sitting there, can be deemed a dealer

22

is an LLC cannot be deemed a dealer.

23

do this business in your own name.

24

other reasons why, but just for this reason, it's

25

enough reason for me.

3-Day Workshop - Dallas, TX
Day 3 - September 23, 2018

You never, ever
There are several

If the LLC was flipping houses,

EX 10, p. 151

Case 2:19-cv-00713-DAK-EJF Document 12-9 Filed 09/30/19 Page 153 of 282
152
1

it's not -- (inaudible).

2

know, yes or no?

3

AUDIENCE:

4

MATT DAVIS:

Do you see that?

I need to

Yes.
There are two entities, freshmen,

5

that are devoid of dealership status, right, the

6

middle?

7

could be a family trust, a retirement trust, any sort

8

of a trust, a land trust, these are all agencies

9

structured that are non-deemable dealers.

10

LLC is number one, and a trust is two.

Those I do not see an appropriation.

11

corporation can be deemed a dealer.

12

business.

13

incorporation stage.

14

A

You don't do this

Ownership is not occurring at the corporate
Only on LLC or trusts.

You probably just learned something new that

15

you didn't know before.

16

that very important right there?

17

AUDIENCE:

18

MATT DAVIS:

19

That

Let me see your hands.

Is

Yes.
Is that worth the limit of the

$2,000?

20

THE WITNESS:

21

MATT DAVIS:

Yes.
As a lawyer.

Just that point.

22

Because guess what, you get accompanying a dealer, you

23

owe 38 percent tax on every single thing you do.

24

Guess what?

25

right?

It was worth that -- (inaudible) -- all
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1

AUDIENCE:

2

MATT DAVIS:

I had this question over here.
All right, sir.

Do you know -- I

3

know before the stand why I have driven this question

4

for your brain cells.

5

does it occur on our part?

6

AUDIENCE:

7

MATT DAVIS:

8

No.
It does not.

When we wholesale,

does ownership occur?

9

AUDIENCE:

10
11

When we assign this ownership

MATT DAVIS:

Yes.
You will only hold sale in the

name of?

12

AUDIENCE:

13

MATT DAVIS:

LLC.
LLC, because ownership has

14

occurred.

15

are buying it and selling it, obviously ownership

16

period is than less than one and you are at the risk

17

of being a dealer by doing a wholesale in your own

18

name.

19

get it, you have to have one.

20

If you do it in your own personal name, you

You have to have an LLC.

Now, it's preferred.

I don't care when you

International funding,

21

ABC transaction alone will never lend you money.

22

will only lend your --

23

AUDIENCE:

24

MATT DAVIS:

25

They

LLC.
-- LLC money.

You can never go

back to the IRS and say, hey, I didn't know, we will
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1

force you to do it right.

2

dealership status.

3

AUDIENCE:

4

MATT DAVIS:

That way this avoids

(Inaudible).
If you want to use your flip, you

5

can just do a wholesale deal, that's fine, because

6

you're only the owner for 15 seconds or 15 minutes or

7

whatever.

8

AUDIENCE:

9

MATT DAVIS:

Right.
So the idea that a lawsuit is

10

going to happen within that 15 minutes is pretty far

11

fetched.

12

So I would say you're fine.
AUDIENCE:

Yes?

(Inaudible) -- my company -- I have

13

a LLC -- (inaudible) -- and I buy my new house --

14

(inaudible) -- just in my name.

15

MATT DAVIS:

16

AUDIENCE:

17

MATT DAVIS:

19

AUDIENCE:

21

What I can do to -- (inaudible) --

my house -- (inaudible) --

18

20

Okay.

Great question.
Or if I have to do --

(inaudible) -- corporate -- (inaudible).
MATT DAVIS:

The question is, first, if I own

22

real estate in my own name right now, can I get it out

23

of my name and put it into an LLC?

24

You go down to your county courthouse, you visit the

25

county recorder's office, you file a document called
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1

the quit -- as in I quit my job -- quit claim deed.

2

You guys have to write this down, because sometimes

3

the mortgage companies are going to say, if you want

4

our mortgage money, you need to let us property manage

5

you.

6

mortgage company, you're going to say, okay, and you

7

let them run it in your name, and then 24 hours later,

8

you're going to go down to the county courthouse and

9

deed the property from your name into the name of the

Your own personal name.

10

LLC.

11

you have got it wrong or not.

And if you want the

You're going to need to do this, okay?

12

AUDIENCE:

13

MATT DAVIS:

Whether

But then -- (inaudible) -Nope, they're -- I'll get to the

14

due on sale clause, as well as the acceleration

15

clause, in just a minute.

16

Okay?

17

That's a great question.

So you file a quit claim deed, you'll pay a

18

recorder's fee of $20 or $30 or whatever, and you'll

19

deed the name of the property into the name of an LLC.

20

You do not want to own the properties that you're

21

discussing in the LLC that you already have.

22

running your business out of that LLC.

23

serious -- (inaudible) -- for some something went on

24

in your property, now your business is at risk if that

25

one LLC owns your real estate as well.
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1

separate.

2

AUDIENCE:

3

MATT DAVIS:

(Inaudible).
You can, but it's at risk, like

4

we said.

If you have four houses, you need four

5

separate LLCs.

6

where should I put my own primary real estate?

7

I put that into an LLC?

8

going to ask you is do you ever plan on moving out of

9

your own home and using it as a rental, perhaps, like

Now, this question came up.

It depends.

Now,
Should

The question I'm

10

an income-producing asset, in your portfolio?

If the

11

answer is yes, then an LLC would be a suitable vehicle

12

for that purpose -- (inaudible) -- who wrote my

13

engagement he said.

14

If it's a home, it's going to be in your

15

family estate forever, kind of just for your own

16

personal use, then a family trust would be a better

17

suited vehicle, okay?

18

trusts this weekend.

19

now, because you know, a little outhouse session, a

20

little context right now, day three of the biggest

21

summit and $8 of this $7.

22

just LLC versus corporations, okay?

We're not going to talk about
I'm really learning a lot right

There's more to this than

23

The transactional funding that happens --

24

(inaudible) -- your right and will only fund your

25

LLCs.

It doesn't matter where you get it, you have to
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1

have one.

2
3

Yes?

AUDIENCE:
(inaudible) --

4

MATT DAVIS:

5

AUDIENCE:

6

MATT DAVIS:

7

AUDIENCE:

8

MATT DAVIS:

9

Do you have to actually --

To be a -- (inaudible)?
(Inaudible) -- yeah.
I do.
Well, like -If you want to do it online, they

may have something online.

I can't speak for every

10

municipality, but they all have a county recorder's

11

office.

12
13
14

AUDIENCE:

Because like, you know --

(inaudible) -- I have to go -MATT DAVIS:

I'm pretty sure it would be under

15

the county that your house is in and just download a

16

document, sign it, and you have to notarize it and

17

send it in.

18

That's probably it.

Okay, now, your corporation is making money.

19

I gave you enough information just now to be extremely

20

dangerous.

21

property, and you're deeding a property into the name

22

of your LLC, there is a part of your mortgage contract

23

that's called the due on sales clause.

24

you were referencing?

25

Because if you have a mortgage on your

AUDIENCE:
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1

MATT DAVIS:

It states when the deed changes

2

hands, the mortgage is due in full.

3

got really big there.

4

(Laughter.)

5

MATT DAVIS:

Your eyes just

So you're going to hate the name

6

Matt Davis if you get a phone call from your bank and

7

they say, you owe your mortgage in full and you have

8

24 hours to pay.

9

Is that right?

So, let's understand the due on sale clause.

10

(Inaudible) -- the due on sale clause.

11

transfer a property into an LLC -- the name of an LLC,

12

as long as the names match.

13

property's name into the name of a family trust, which

14

you can do all the time, as long as the names match.

15
16

You can

You can also transfer a

So here is the key, so you don't mess this up.
Can you really mess this up, easily?

17

AUDIENCE:

18

MATT DAVIS:

Yes.
Okay.

So the names have to

19

match.

So if you are the only signer on the

20

property -- excuse me, the only signer on the mortgage

21

contract, the only owner of the LLC can be you.

22

don't know if you have brothers or sisters, but if you

23

have you and your brother own the LLC and you're the

24

only signer on the mortgage contract, the mortgage

25

company did not have a chance to vet your brother's
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1

financials.

That -- (inaudible) -- your mortgage.

2

Because they think the home is sold to somebody other

3

than you.

Make sense?

4

AUDIENCE:

5

MATT DAVIS:

Yeah.
The names have to match.

All

6

right, so if you and your spouse are cosigners on a

7

mortgage contract, who has to own the LLC?

8

AUDIENCE:

9

MATT DAVIS:

10

AUDIENCE:

11

MATT DAVIS:

Both of you.
Both names, have to match.
(Inaudible).
Okay.

If you transfer it into a

12

trust and you are the only signer by the mortgage

13

contract, you need to be the trustee on the trust.

14

The names have to match.

15

Moving forward.

16

money.

17

doing all this, right?

18

should we have?

You guys get it.
The corporation is making

We do want to pay ourselves.

So S corp or C corp, which one

19

AUDIENCE:

S.

20

AUDIENCE:

An LLC corp.

21

MATT DAVIS:

22

AUDIENCE:

23

MATT DAVIS:

Which one pays corporate tax?
C corp.
The C corp pays corporate tax, so

24

you have your double taxation.

25

should you have?

3-Day Workshop - Dallas, TX
Day 3 - September 23, 2018

That's why we're

I ask again, which one

EX 10, p. 159

Case 2:19-cv-00713-DAK-EJF Document 12-9 Filed 09/30/19 Page 161 of 282
160
1

AUDIENCE:

S corp.

2

MATT DAVIS:

3

(Laughter.)

4

MATT DAVIS:

I can't tell.

This is one of those points that

5

they don't allow us to advise you at this level, I'm

6

not a licensed CPA here, we're not allowed to tell

7

you.

8

Who would like to know which one I have?

9

AUDIENCE:

10

Yes.

MATT DAVIS:

I can't tell you that.

11

like to know which one I do not have?

12

that.

13

(Laughter.)

14

MATT DAVIS:

(Inaudible).

I can tell you

Okay, so I don't

15

cross the line and I promised I wouldn't.

16

have an S corp.

So I do not

Is that surprising to you?

17

AUDIENCE:

18

MATT DAVIS:

No.
Good.

I'm going to stick with

19

the facts and you can make a decision.

20

a negative scare tactic -- (inaudible).

21

uninformed -- that's just important, right?

22

Who would

S corp, C corp.

I do not mind
It's just an

You have to decide, okay?

23

When an S corp makes money, let's say the S corp made

24

100 grand for the year.

25

and lawfully against that hundred grand on legal and
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1

lawful corporate expenditures?

2

AUDIENCE:

3

JUDGE:

Yes or no?

Yes.

Do 110, you could zero out the 110,

4

have 100 grand worth of income and 100 grand worth of

5

legal expenses, the debt is zero, no taxes paid

6

because no money is going to you.

7

this, though, to make profits?

8

makes a dollar worth of profit, it flows through the S

9

corp to Matt Davis.

10

an S corp.

11

happens?

12

no choice.

13

Aren't you doing

The moment the S corp

There is no stopping point with

The moment money flows to Matt Davis, what
Taxed.

No stopping point, therefore I have

C corp, there is a stopping point.

When do I

14

call the money mine and how do I call the money mine?

15

Madness.

16

choice.

17

taxes owed.

18

C corp has taxable income left in the C corp at the

19

end of its fiscal year.

So now I have choices.
Okay?

S corp you have a

And by the way, there's only corporate

There's only corporate taxes owed if the

20

AUDIENCE:

21

MATT DAVIS:

22

AUDIENCE:

23

MATT DAVIS:

The profits.
What's the key?
Don't have any.
Don't leave taxable income in

24

your C corp at the end of its fiscal year.

25

and you have choices.
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1

move it before it gets taxed at the corporate level.

2

Does that make sense?

3

have no choice.

4

myself, which I'll show you in just a little bit.

5

way I pay myself is only possible in a C corp, not an

6

S.

You have choices.

S corp, you

And when it comes to the way I pay
The

7

Try to stay a little more informed and if this

8

is different from what the CPA told you to do, good, I

9

want you to begin to formulate and ask better

10

questions so that you can take this information back

11

to them and spot check them.

12

because they said so.

13

more about how we should be doing it, okay?

14

We don't just do it

All right?

Let's understand

So let's explain why I do not have an S corp.

15

So the corporation is making money.

16

the year.

17

year.

18

grand to make yourself feel more believable, fine,

19

okay?

20

on making more than 50 grand a year in real estate?

21

hope it's your year, okay?

22

$500 in rent for

Corporate paid just over $500 rent for the

We'll use that, okay?

If you want to use 50

Let's just deal with it.

All right, so 500 grand.

But how do you plan

Before we call this

23

money ours, we want to use as much of it as possible

24

on legal and lawful deductions.

25

for things that we want to have before the money gets
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1

taxed.

So next time you buy a laptop, is it your

2

laptop or the company's laptop?

3

AUDIENCE:

4

MATT DAVIS:

5

The company's.
The company laptop.

really make that much of a difference, though?

6

AUDIENCE:

No.

7

AUDIENCE:

Yes.

8

MATT DAVIS:

9

Does that

example this.

You bet it does.

And we can

This fully loaded MacBook Pro, the list

10

price stuff, is going to cost about $3,500.

11

pay for it with corporate money, and the corporation

12

owns it, then it's $3,500.

13

Davis' money, it's $7,000 is how much that laptop cost

14

me.

15

52 percent tax bracket.

16

actually call it 50.

17

If you

If I pay for it with Matt

You see, before I went to Puerto Rico, I was at a
(Inaudible) -- let's just

Keep the math simple.

I want to spend $3,500 for Matt Davis the

18

individual man, I have to pay myself 7 grand, half of

19

which goes away to the IRS in the form of taxation,

20

then I have 3,500 left to buy the laptop.

21

actually cost me seven grand.

22

difference?

23

The laptop

Do you see the

This does make a giant difference.

Okay, the next time you pay for a subscription

24

for software, is that a corporate expenditure, yes or

25

no?
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1

AUDIENCE:

Yes.

2

MATT DAVIS:

That's the company's expense and

3

your expense, it's the company's expense.

4

time you buy a car, is it the company's car or your

5

car?

6

AUDIENCE:

7

MATT DAVIS:

8

The company's car.
The company's car.

Okay, should

you lease it or should you buy it?

9

AUDIENCE:

Buy.

10

AUDIENCE:

Lease it.

11

MATT DAVIS:

12

The next

much it weighs.

It depends on its weight.

How

How many pounds it weighs.

13

AUDIENCE:

14

MATT DAVIS:

500?
How many of you know what I'm

15

talking about right now?

16

6,000 pounds.

17

AUDIENCE:

18

MATT DAVIS:

What's the weight threshold?

6,000 pounds.
6,000 pounds.

Without a doubt,

19

if you don't know this stuff, you guys, okay?

20

vehicle weighs over 6,000 pounds, you buy it in the

21

name of the corporation, and it can be very

22

aggressively depreciated in the name of the

23

corporation because it is considered a work truck.

24

The Range Rover Sport does not weigh over 6,000

25

pounds.

Darn it.
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1

So -- (inaudible) -- what about the Escalade?

2

Because the Escalade weighs over 6,000 pounds, that is

3

a work truck in the eyes of the IRS, and I can --

4

(inaudible) -- the work truck.

5

three -- I'm sorry, 6,000 pounds and you still wanted

6

the vehicle, you would lease it in the name of the

7

corporation because the lease payment and the

8

insurance costs are fully deductible to the

9

corporation.

If it weighs less than

The corporation is leasing a car and

10

they allow a company car to its CEO named Matt Davis.

11

Fully deductible to the corporation.

12

So you're going to start maximizing the tax

13

code and learning how to pay for things with pretax

14

dollars because what you don't maximize, you'll give

15

away to the IRS.

16

Okay?

Next time, also, when you are running a

17

corporation of LLCs, do you have to have an annual

18

meeting with your entity?

19

AUDIENCE:

20

MATT DAVIS:

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

Yes.
Do you have to keep the minutes?
Yes.
And outline what was discussed?
Yes.
You have to file that every year

if you're doing it right?
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1

decide in your by-laws where your annual corporate

2

resolution meeting will be held?

3

AUDIENCE:

4

MATT DAVIS:

5

AUDIENCE:

6

MATT DAVIS:

7

(Laughter.)

8

MATT DAVIS:

9

AUDIENCE:

10

MATT DAVIS:

Yes.
Where are you going to hold it?
Hawaii.
Hawaii.

Is that legal?
Yes.
And while you're in Hawaii for

11

two weeks, because it's gorgeous, for the corporate

12

annual meeting, are we always looking for inventory of

13

investors?

14

AUDIENCE:

15

MATT DAVIS:

16

while you're there?

17

Do you have to prove that you're looking?

18

you contact the local real estate agent while you're

19

there in Hawaii, one morning out of the two weeks

20

while you're there, because it's fun, look at the most

21

ridiculous mansions on the market right now, because

22

that's fun, and document the occasion between you and

23

that agent, the email, give those emails to your CPA

24

and have that CPA help you deduct this vacation -- I

25

mean this business trip.
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1

(Laughter.)

2

MATT DAVIS:

3

Fully deductible in pretax

dollars, okay?

4

Now, my annual corporate resolution meeting is

5

held on July 15th of every year, and, by the way, at

6

the end of our meeting, do you decide where the

7

meeting is to be held the following year?

8

AUDIENCE:

9

MATT DAVIS:

10

Yes.
Does it have to be the same

place?

11

AUDIENCE:

12

MATT DAVIS:

No.
No, but I've been choosing the

13

same place every year.

14

Padre Bay, Lake Powell.

15

heard of Lake Powell?

16

the Grand Canyon, and it has the same scenery as the

17

Grand Canyon, but it has a lake to be on.

18

Colorado River 35 years ago was banged up, a place

19

called Glen Dam, it's called Lake -- (inaudible) --

20

and -- (inaudible) -- in 35 years, and most have

21

averted it, but this lake has more shoreline than the

22

entire West Coast of the country.

23

most people have never heard of it.

24
25

All right?

Mine is held in

(Inaudible).

Who has never

It's about 45 minutes north of

The

It's a lake.

And

If you cross this lake in a boat, honestly, it
probably takes about two days to cross this lake,
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1

okay?

And no one has ever heard of it.

2

Padre Bay, right in the middle of one of the channels

3

of this lake, right?

4

your corporate offices to the corporate destination

5

meeting, so you must provide transportation with a

6

boat.

AUDIENCE:

8

MATT DAVIS:

10

There are no roads to transport

Yes.
There's no -- (inaudible) -- and

corporate offices for the public destination meeting,
you've got to have -- (inaudible).

11

(Laughter.)

12

MATT DAVIS:

If you think for one second I'm

13

kidding, you're mistaken.

14

stuff?

Can you deduct all that

A hundred percent of it?

15

AUDIENCE:

16

MATT DAVIS:

Yes.
Not anymore.

Not under the new

17

tax code.

18

Not all of them, but some of them we lost.

19

maximize deductions.

20

So

Is that deductible to the corporation?

7

9

Right?

They took away some of those deductions.
Still,

Okay?

So, every year, some of us -- (inaudible) --

21

you guys, I promise you, if you will be patient on

22

some of these toys, like until your portfolio can

23

afford them, don't do this with principal money, do it

24

with residual money.

25

something to pay for the rest of your life.
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1

Yes?

2
3

AUDIENCE:

What's the percentage of that

deduction?

4

MATT DAVIS:

5

AUDIENCE:

What's that again?
How do you do a corporate meeting

6

for each one of your LLCs?

7

LLCs?

8
9

MATT DAVIS:

If you have nine or 10

My CPA, I turn in the minutes,

okay, and they just cut and paste for all the LLCs.

10

And I'm the corporate officer, am I running my

11

organization?

12

meeting, yes, I talk to myself.

Why?

13

(Laughter.)

14

AUDIENCE:

15

So when we get together for our

(Inaudible) -- deduction of that

meeting.

16

MATT DAVIS:

17

AUDIENCE:

18

MATT DAVIS:

Say again?
What's the percentage?
The corporate annual destination

19

meeting is something that you can deduct all of the

20

expenditures to get there.

21

allow you to deduct a purchase, but if you rent the

22

boat, that is a fully deductible expense of the

23

corporation.

24

the boat, so the houseboat as well as my speed boat,

25

because I didn't want anybody else to have it.

Buying a boat does not

There's ways around this.
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1

so those purchases can be deducted over time to the

2

corporation.

3

percentage, because I honestly would be speculating.

4

I don't know.

5
6

I'm not going to give you an exact

AUDIENCE:

But just a destination, like a

hotel or whatever.

7

MATT DAVIS:

8

AUDIENCE:

9

MATT DAVIS:

Hotel is fully deductible.
A hundred percent?
A hundred percent.

Okay?

As

10

long as you're there looking for inventory, which you

11

should document you are, all right?

12

foreclosures happen in Hawaii, too?

13

AUDIENCE:

14

MATT DAVIS:

15
16

By the way, do

Oh, yes.
Then you ought to pick up some

inventory while you're there.

Okay?

All right, let's go a little further.

So

17

let's say we have legally and lawfully deducted

18

several deductions, guys.

19

grand, we've deducted 100 grand of it.

20

grand taxable income.

21

So I actually, I draw a W-2 wage from this

22

corporation, and I am paid monthly.

23

separate passive income from the corporation.

24

you call the money something different, it is going to

25

pay less -- far less in taxes.
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So if you call the money A, you'll pay this in

2

taxes.

3

amount in taxes.

4

calling the money something different.

5

check was cut, it was a corporate check to Matt Davis,

6

the individual man.

7

"wage for the month of October."

8

of this corporation that I own and control and draw a

9

W-2 wage.

10

If you call the money B, you only pay this
You may not know about that, just by
So the first

On the memo line it will say,
And I am an employee

Your wage will set your tax bracket.

And by the way, the more you can contribute

11

into your 401(k), IRA, we had that discussion, you're

12

also very taxable.

13

bankable as well.

14

If you have an IRA, you're very
We want to talk about that also.

We eventually want to get to where we want to

15

go as far as the amount of profits we want in our

16

portfolio.

17

you can get there faster, but once you reach the

18

amount of profit you want, you can reduce your wage

19

down so you're less taxable, but you're also less

20

banking.

If you're able to get there on your own,

You have another use for it.

Okay?

21

So wage, can you -- when you bring your wage

22

down, can you bring it way down so you're paying far

23

less in taxes?

Can you pay yourself minimum wage?

24

AUDIENCE:

25

MATT DAVIS:
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1

set by the Government?

2

AUDIENCE:

3

MATT DAVIS:

4

AUDIENCE:

5

MATT DAVIS:

6

AUDIENCE:

CEO, all right.

7

AUDIENCE:

(Inaudible).

8

MATT DAVIS:

9

AUDIENCE:

10

MATT DAVIS:

11

(Laughter.)

12

MATT DAVIS:

13

registered agent?

14

AUDIENCE:

15

MATT DAVIS:

Yes.
Yes, it is.

Okay, question?

What do you call yourself?
The CEO.
Not a problem.

Who's the president?
You.
Who's the vice president?

Who's the treasurer?

Who's the

My CPA.
Not you.
Right.

The registered agent

16

needs -- (inaudible).

17

They have zero voting rights and they have zero

18

control rights, they just get mail, okay?

19

My CPA is on there.

Let's see, wage, all right?

Okay?

Your wage, if you

20

bring your wage way down, you're obviously paying far

21

less in taxes, you're in a lower tax bracket, right?

22

So if you bring your wage way down, let's go and look

23

at the bigger picture.

24

but you have 400 grand in taxable income.

25

red flag to the IRS?
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1

AUDIENCE:

2

MATT DAVIS:

Yes.
Yes, it is.

All right?

So is

3

there a percentage we have to stay with on the wage?

4

We wish that there were, because it would be a lot

5

easier to identify what the IRS is looking for.

6

Here's all it says in regards to your wage in the tax

7

code:

8

all it says.

9

"Your wage must match your lifestyle."

AUDIENCE:

10

your place to look.

11

MATT DAVIS:

That's

But they'll send somebody out to

So if there's a Ferrari in your

12

garage and you're making minimum wage, is that a red

13

flag to the IRS?

14

AUDIENCE:

15

MATT DAVIS:

16

What do we do?

You keep your

Ferrari in your buddy's garage, not your garage.

17

(Laughter.)

18

MATT DAVIS:

19

Yes.

I'll tell you.

Don't write that

down.

20

(Laughter.)

21

MATT DAVIS:

That's not your Ferrari, that's

22

your company's Ferrari.

23

driving, guys, let's be honest.

24

will defer to your CPA.

25

buck, but your CPA is going to go conservative when it
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1

comes to guiding you on the form of your wage, because

2

if you give them a flag and they are signing off on

3

your tax preparation filing, who else gets red

4

flagged?

5

if you've done it with one of your clients, you must

6

have done it with all of your clients.

7

want that heat.

They do.

They don't stop there.

They say,

They don't

8

I'm going to pass the buck to them and advise

9

you to just consult them on what should be your wage,

10

okay?

11

saying I'm a tax-paying citizen, I do not want any

12

problems, no red flags by the IRS.

13

This is a championship company that should be

Okay?

The second check that is coming, comes in the

14

form of a check to me, the individual man, it says,

15

"dividend for the month of October."

16

the way, C corps are the only types of corporations

17

that can be paid dividends.

18

can pay disbursements, not dividends.

19

difference.

20

Dividend.

S corps do not.

By

S corps

There's a big

So let's give you a compared example.

If

21

you're a shareholder in Pepsi-Cola Corporation, and if

22

there's an excess amount of money passing forward over

23

the month, the shareholders can vote that this excess

24

money be paid out to their stockholders, and all of

25

the sudden you get a dividend check in your mailbox.
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1

(Inaudible) -- had this happen before?

2

Okay.

3

discuss the dividend.

4

bracket.

5

Social Security tax and FICA tax.

6

(inaudible) -- taxable as well.

7

Show of hands?

So that's the wage and then we'll
In your wage, that's your tax

The largest two taxes you pay in wage are
There's --

Fast forward to the dividend.

A dividend is

8

not subject to Social Security tax or FICA tax.

You

9

don't pay those two taxes when you call the money a

10

dividend.

11

wage.

12

wage, you are lowering the amount that you would owe

13

in taxes on the dividend.

14

(inaudible) -- on these taxes down there, but you're

15

lowering the amount.

16

But you do pay those taxes in the form of a

So by calling the money a dividend instead of a

There's still a few --

Okay?

So that's -- (inaudible) -- corporation, with

17

no means of share notes, all right?

18

shareholders are in my corporation again?

19

AUDIENCE:

20

MATT DAVIS:

21

How many

One.
So when we get together and vote,

it's usually a unanimous decision.

22

(Laughter.)

23

MATT DAVIS:

It's a split personality vote.

24

So it's based on the demands that we'll pay less in

25

taxes, okay?
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1

The third check that is cut, before I write

2

it, I'm going to reach out to the top --

3

(inaudible) -- inside my desk, because there's a big

4

stack of them right there, and I'll take off the top

5

sheet of paper, and on the top of the page it says,

6

"Lending Document."

7

the corporation, Matt Davis, proceeds to set forth

8

terms of a -- (inaudible) -- all right?

9

approving party on the active corporation, the CEO,

10

Lending document.

Now the CEO of

And then the

signs on the approving party line.

11

Now, a borrower named Matt Davis signs the

12

borrower line agreeing to the terms that were set

13

forth by the CEO of the corporation.

14

then meticulously filed every month with my CPA so it

15

can be tracked, and it is tracked, plus interest.

16

has to be tracked.

17

This document is

It

(Inaudible) -- the corporate check coming to

18

me says -- (inaudible) -- loan for the month of

19

October.

20

company that he owns and controls, right?

21

And Matt Davis is borrowing money from a

If I bring the money over here in my pocket,

22

in the form of income, that's taxable.

If I borrowed

23

the money in the form of a well loan, that's not

24

taxable.

25

I have to pay these loans back?

Clearly this is a tax maneuver; however, do
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AUDIENCE:

2

MATT DAVIS:

3

AUDIENCE:

4

MATT DAVIS:

Yes.
Yes.

Plus interest?

Yes.
Yes, which is why it's documented

5

to the day.

6

filled out first.

7

out, but I've got to put it back, plus interest, it

8

leaves me the net number is zero.

9

first place?

10

You have to have the lending documents
So if I'm going to pull the money

So why do it in the

Any ideas?

AUDIENCE:

You write off the interest, don't

AUDIENCE:

(Inaudible) -- from the taxable

14

AUDIENCE:

Funds from -- loans are not taxed?

15

MATT DAVIS:

11

you?

12
13

income?

Loans are not taxed.

And by the

16

way, which one do you think is the biggest and fastest

17

check, the wage, dividend or loan?

18

AUDIENCE:

19

MATT DAVIS:

Loan.
Loan.

Nobody talks about loans.

20

That's going to be the biggest, fattest check.

21

what am I going to do with this loan?

22

blow up the money on skateboards and candy bars and

23

hanging out with my kids.

24

what it is.

For those of you shaking your head no,

25

yes, I did.

I love candy bars.
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1

So I literally want to enjoy life and do what

2

I want to do, but if I blow the money, where do I get

3

the money for my back, A; and B, when November comes

4

along, what do you think is going to happen again?

5

Same exact thing.

6

be issued in November.

7

continuing to draw loans for my corporations, and I'd

8

blow all the money on skateboards and candy bars.

9

question is where do I get the money to pay the money

10

A wage, a dividend and a loan will
And December.

AUDIENCE:

12

MATT DAVIS:

13

AUDIENCE:

14

MATT DAVIS:

15

exchanges on the next deal.

16

AUDIENCE:

17

MATT DAVIS:

Another loan?
Nope.
Wages?
(Inaudible) -- goes to 1031
Otherwise --

Wage -I'm getting close, okay?

So you

guys, first of all, am I in debt?

19

AUDIENCE:

20

MATT DAVIS:

Yes.
I am in debt.

I've got a lot of

21

debt, as clearly documented every month.

22

and further into debt.

23

AUDIENCE:

24

MATT DAVIS:

25

The

back, because it has to be paid back.

11

18

So by

myself.

To whom am indebted?

Yourself.
The only thing I own and control,

So let's do this.
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1

I own and control both sides, me and the company,

2

okay?

Let's relate -- (inaudible) -- with perhaps a

3

bank.

All right?

4

have to pay it back?

5

AUDIENCE:

6

MATT DAVIS:

7

AUDIENCE:

8

MATT DAVIS:

9
10

Yes.
What's interest?
(Inaudible).
What if I don't pay them back?

Do they send me a bunch of notices in the mailbox
saying you owe us money?

11

AUDIENCE:

12

MATT DAVIS:

13

If I borrow money from a bank, do I

Every day.
If I do not pay them back, can

they ruin my credit?

14

AUDIENCE:

15

MATT DAVIS:

Yes.
But if I never, ever, ever pay

16

them back, can that bank wash that loan off their

17

books and take a capital loss as uncollectible debt,

18

yes or no?

19

AUDIENCE:

Bad debt.

20

AUDIENCE:

Yes.

21

MATT DAVIS:

22

both sides.

23

corporation?

Remember now the fact that I own

Can you do that with your own

24

AUDIENCE:

25

MATT DAVIS:
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1

AUDIENCE:

2

MATT DAVIS:

3

Yes.
You're going to prison.

That's

tax evasion.

4

(Laughter.)

5

MATT DAVIS:

6

You can't do that.

You guys are a bit hungry.
So remove the idea that

7

you're not going to pay this loan back.

8

Yes?

9

AUDIENCE:

Yes, you are.

Can you pay the loan next year and

10

before the end of next year you don't get taxed

11

because --

12

MATT DAVIS:

(Inaudible) -- to go buy more

13

skateboards and candy bars because -- (inaudible) --

14

to pay back these loans.

15

draw on this money -- (inaudible).

16

AUDIENCE:

17

MATT DAVIS:

I'm going to let your wages

(Inaudible).
If I was going to lend you money

18

to satisfy my debts, I know we're at an impasse right

19

now, I'm letting us hang right now on purpose, you

20

guys, okay?

21
22

AUDIENCE:
for a longer term?

23
24
25

Do you want to take a crack at it?

MATT DAVIS:

What if the -- what if the loan was
Like can you make it up -I can make it whatever terms I

want.
AUDIENCE:
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1

years.

2
3

THE WITNESS:

Okay, does it still have to be

paid?

4

AUDIENCE:

Yeah.

5

AUDIENCE:

Yes.

6

MATT DAVIS:

Okay, well, ultimately, I'm not

7

going to alive 100 years.

8

would be hard.

9
10

That

So, no, that's not the -- (inaudible).

Let me ask you to solve a problem right now,
guys.

11
12

I hope I don't, okay?

Yeah?
AUDIENCE:

Can you like be -- it's like

collection and say I'm going to sell this loan for $1?

13

MATT DAVIS:

14

discounted debt.

15

story.

16

Here is a hit.

17

these loans?

Okay?

No.

You can't sell it for

I need to satisfy the loan.

End of

And I need a house is loan as well.
Who on my power team helps me replace

18

AUDIENCE:

19

MATT DAVIS:

CPA.
Not a CPA, although I'm very well

20

aware of what's going on because the tracking is debt.

21

But that's not the end of it.

22

characters on the -- (inaudible) -- on day one.

Who

23

are my power team helps me replace these loans.

But

24

that's -- (inaudible) -- and want to pay off my debts.

25

AUDIENCE:
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1
2

MATT DAVIS:

The answer is my insurance agent.

That's the answer.

3

AUDIENCE:

What?

4

MATT DAVIS:

Okay?

Now, you guys are going

5

to -- how many here continued to write it down?

Okay.

6

Do you guys know who Robert Kyosaki?

7

the Rich Dad/Poor Dad?

8

the best thing he ever put in print -- (inaudible.)

9

He said, "debt is like a handgun, it can either be

He started off

Those seminars.

Yeah, I think

10

used to protect you, or it can be used to kill you,

11

and it's up to you."

12

I thought.

13

That's a pretty cool statement,

You see, I understand this.

Let's talk about

14

the world of insurance, and this is not an insurance

15

seminar, but let me just give you a few ideas, all

16

right?

17

your own directive is, with a V for Victor, directive?

18

It's a set of instructions.

19

policy or car insurance, you pay your car insurance,

20

you get an accident set of instructions kicks in on

21

how the funds are to be appropriated.

22

the car, the other person's car, maybe some medical

23

bills, whatever.

24

instructions on how funds are to be directed.

25

When you have car insurance, do you know what

If you have an automobile

X amount to fix

These are directives or a set of

Another insurance policy, we have a life
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1

insurance policy.

2

on it and you die, what happens?

A death benefit pays

3

out in X amount.

Can you be specific

4

in how those funds are to be directed when you die?

5

What's the purpose of life insurance?

6

agent, they're going to say, to satisfy the loss or

7

replace the loss.

8
9

A life insurance policy, if you pay

Is that right?

Let me go a little further.

To an insurance

To pay out the

deceased's debts so their heirs are not burdened by

10

their debts.

11

insurance.

Okay?

That's the purpose of life

12

Am I in a lot of debt?

13

AUDIENCE:

14

MATT DAVIS:

Yes.
(Inaudible) -- it can be a little

15

out of control.

16

If you want to get what I am about to teach you, then

17

I'm going to tell you right now that the price of

18

admission was worth it, and I'll say it times ten.

19

Put your pens down.

20

You guys, never put your pens down.

I continue to draw money out of my corporation

21

in the form of wages, dividends and loans, but the

22

majority of it is debt or IME loans.

23

benefit, on my life insurance policy, the very first

24

directive on my life insurance policy death benefit is

25

to pay out all my personal debts.
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1

that money will be rushing back into the corporation,

2

plus any unpaid interest to completely satisfy my

3

debts.

4

The second directive on my life insurance

5

policy is to pay off any of my mortgages or loans I

6

may still have against these properties in my

7

portfolio.

8

that corporation is -- (inaudible) -- Matthew Davis,

9

my son.

So when I die, the newly appointed CEO of

The newly appointed president of that

10

corporation, is my daughter, Avery Brooklyn Davis.

11

Both have equal voting rights, and equal shareholder

12

rights, all right?

13

So when I die, they will step into control of

14

the corporation that would be fat with cash because

15

all that money just rushed back in.

16

in control of a portfolio of real estate that is owned

17

100 percent free and clear.

18

And they will be

How many of you just learned something about

19

generational wealth?

20

understand debt, and it's one of the best forms of

21

asset protection in the world, and once people are

22

growing up scared of debt, because of what they hear

23

in the household.

24
25

Let me see your hands.

It's understandable.

I

Okay?

So, here's where I got my wrist slapped by the
IRS.

You cannot let this debt continue to accrue
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1

without servicing the debt.

2

beforehand.

3

All right?

I was not servicing debt

Literally.

You do not have to make principal payments on

4

any amount of this loan, but you do have to zero out

5

the amount of interest that is accruing, at least on a

6

once per year basis.

7

interest that I owe, the corporation charges me on

8

these loans 3 percent, 3 percent annual simple

9

interest, which is above market rate, by the way.

10

Does that make sense?

The

So when I give myself loans, I satisfy 3

11

percent of that loan, just keep it in a savings

12

account, so once a year that payment comes along and I

13

have to zero out on the 3 percent interest that is

14

owed for the year.

15

Now, when I pay the interest, who am I paying?

16

AUDIENCE:

17

MATT DAVIS:

Yourself.
I'm taking the money out of one

18

pocket and putting it in the other.

19

tracked.

It has to be

Okay?

20

Now, I also have to buy an insurance policy.

21

My death benefit on my life insurance policy, when I

22

fill out the lending document once a month, it

23

actually states on that lending document that this

24

loan is collateralized with this insurance policy,

25

here's the insurance policy number, here's the
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insurance policy company, and here's the insurance

2

agent's information.

3

to what's collateralizing this loan.

4
5

There's zero, zero question as
(Inaudible).

All right, now, do you think I pay a lot in
insurance costs?

6

AUDIENCE:

Yes.

7

MATT DAVIS:

Yeah.

It needs to always be the

8

amount that I owe.

And for all you thinking, well,

9

this is getting worse and worse and worse, the

10

payments are going up and up and up.

11

think that in your mind?

12

AUDIENCE:

13

MATT DAVIS:

Did you just

Yes.
Let's think about my options

14

here, all right?

15

new payment in your life, every month you had to pay a

16

$3,000 a month insurance premium, would that choke

17

most people?

18

their job, and most of that money is often times spent

19

before they even get it.

20

Watch.

It would.

If I told you you can have a

Because their only income is

Paycheck to paycheck, right?

Let's take 30 grand.

If I claim $30,000

21

income at a 50 percent tax bracket, 15 grand goes away

22

to the IRS and I will never seen it again.

23

30 grand alone, no taxes owed, but I have a $3,000 a

24

month insurance policy, which one would you rather

25

pay, 10 percent insurance cost or a 50 percent tax?
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1

Ten percent insurance policy.

2

(inaudible) -- anyway, because it will fuel my

3

children's inheritance -- (inaudible).

4

I'm paying.

5

All right?

AUDIENCE:

Which is a cost that --

That's what

Question?

So, when you have to go pay your

6

loan service plus insurance versus your possible tax

7

liability?

8
9

MATT DAVIS:

Correct.

I'd rather pay for

these things instead of taxes.

10

AUDIENCE:

Got it.

11

MATT DAVIS:

Okay?

And you guys, if you don't

12

start taking a aggressive measures to keep more of

13

your money, the IRS can be aggressive with you to come

14

take your money.

15

afraid of the IRS.

16

to not be afraid, because they can ruin your lives;

17

however, there are legal and lawful ways of taking

18

more of your money.

19

see your hands?

It's just that most people are
And I'm not saying that you need

How many agree with that?

20

Why do you think I live in Puerto Rico?

21

(Laughter.)

22

MATT DAVIS:

23

Taxes.

Can I

I pay 4 percent income

tax now.

24

AUDIENCE:

25

MATT DAVIS:
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1

And it's a property paradise.

2
3

AUDIENCE:

somebody is going to change the tax laws?
MATT DAVIS:

5

AUDIENCE:

6

MATT DAVIS:

10

If they change, I'll adjust.
But I mean, if they say -If the leaky faucet starts

leaking, I fix it.

8
9

Yes?

Aren't you afraid of the risk that

4

7

(Inaudible).

AUDIENCE:

So you wouldn't be afraid that you

would have to pay all of that loan amount back -(inaudible)?

11

MATT DAVIS:

I have no fear of what I'm doing.

12

All right?

The moment the IRS makes loans taxable is

13

the only thing that you might regret in this scenario.

14

I don't ever see that happening.

15

happen?

However, could it

Could it?

16

AUDIENCE:

Yes.

17

MATT DAVIS:

Would that cause me to maybe go

18

bankrupt again?

(Inaudible) -- after the first

19

bankruptcy.

20

it again, because I wouldn't, that was very difficult.

21

But you adjust.

22

long as to what would happen.

23

it happens, I would have to adjust.

I'm not saying I would love to go through

I mean, and we can speculate all day

24

(Inaudible).

25

AUDIENCE:
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1

have?

2
3

Do you have one for each LLC?
MATT DAVIS:

I have one whole policy.

Are you

talking about liability or life insurance?

4

AUDIENCE:

5

MATT DAVIS:

The life insurance.
Life insurance, I have a whole

6

policy, which is the only type of policy that can be

7

added to.

8

per term, I know.

9

with multiple term policies as well?

Yes, long-term is more is more expensive
So can we still accomplish this
You can.

All

10

right?

And your insurance agent might advise you

11

differently than mine.

12

younger than I am right now, and if you get a whole

13

policy when you're younger and, in your case, you are

14

grandfathered into the lower premiums that you had as

15

a younger man even as you get into your elder years.

16

So every six months I reconvene with my insurance

17

agent to adjust the amount I have in my debt benefit

18

on my life insurance policy.

19

know that death benefits on your life insurance policy

20

are now taxed as well?

21

on the third tier.

22

May I see your hands?

When I got this policy, I was

Because did you guys

Yes, they are.

Fifty percent

Who does not know what that means?

23

First tier, write this down, when the death

24

benefit pays out, it will satisfy all debts without

25

being taxed, because that's what it was intended to
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1

do.

First tier is to satisfy debts.

2

you may have each one of your heirs receive $2 million

3

tax free, each.

4

children, so I always carry insurance to satisfy my

5

debts, first tier, another $4 million on top of that,

6

so $2 million to each Harry, and if -- (inaudible) --

7

the second, now into the third tier is taxed at 50

8

percent tax.

9

percent.

10
11

That's the second tier.

It didn't used to be.

think?

I have two

It is now.

So how much insurance do I have?

Fifty

What do you

Enough to satisfy the first tier, yes or no?

12

AUDIENCE:

13

MATT DAVIS:

14

AUDIENCE:

15

The second tier,

Yes.
Second tier, yes or no?
Yes.

Do you think I have one cent

into the third tier?

16

AUDIENCE:

17

MATT DAVIS:

No.
Not a chance.

This is my way,

18

and I want a way from all the years, I'm just going,

19

[ehh], to the IRS.

20

(Laughter.)

21

MATT DAVIS:

22

cent.

(Inaudible).

23

AUDIENCE:

24

MATT DAVIS:

25

guys.

I don't want them to get another

(Inaudible).
Yeah, I do think about it, you

I'm not afraid to admit it, okay?
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1

take this as a political comment or not, I don't

2

really care.

3

how to do financially, the more someone else has claim

4

to what I made.

5

not comply, I go to jail.

I do not believe that the better I learn

At gun point -- (inaudible).

6

(Applause.)

7

MATT DAVIS:

(Inaudible).

8

for what it's worth, okay?

9

we're going to take a break.

If I do

You can take that

A few more things and then
All right, I'm learning

10

a lot right now, yes?

11

didn't have to request that, that was pretty cool.

12

(Laughter.)

13

AUDIENCE:

14

MATT DAVIS:

Thank you for the applause.

So -- (inaudible) -Okay.

That's a good question.

15

How do you set all this up so it's to make sure my

16

kids inherit the company and everything, okay?

17

create a base.

18

AUDIENCE:

19

MATT DAVIS:

I

They

Okay.
(Inaudible).

Let me show you

20

what's over all of this.

What's over all of it is the

21

trust.

22

probate tax or death tax or estate tax and pass it all

23

on to my heirs -- (inaudible).

24

different types of trusts.

25

trust going on, so let's learn more before we --

That's the base that allows me to avoid
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1

before you -- you are going to have more questions

2

about this.

3

You will.

And again, I return to that same question:

4

What's your plan?

You don't necessarily -- I would be

5

far more afraid of trying to navigate this stuff and

6

not knowing how to do it.

7

Would you agree that some of the questions you

8

need to have, you don't even know what those questions

9

are yet.

10

How many agree with that; yes?
Well, that's why this plan, this path, takes

11

you down to both.

12

AUDIENCE:

Okay?
So is what you're saying basically

13

is you're hedging all your loans for your life on your

14

life insurance policy to pay off?

15

MATT DAVIS:

I'm going to continue to make

16

money in real estate, but I know that this is a

17

limited perspective, because most people's income is

18

from a job which can go away just like that.

19

real estate.

20

they keep paying rent.

This is

The interesting thing about creditors is

21

AUDIENCE:

22

MATT DAVIS:

(Inaudible).
Okay?

Now, do I -- I'm not

23

saying it's auto-pilot, you've got to stay on top of

24

your game and mind your business, like we've talked

25

about, but the more real estate I have, the more just
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1

it makes.

2

when you start taking the money that you're making and

3

investing in other things, real estate grows, and it's

4

fun to watch it grow.

5

And I don't know, but it's perpetual.

And

I'm going to give you another book right now,

6

and we'll go to break.

This is an old book, and

7

you've probably even read it before, but it's called

8

The Richest Man in Babylon.

9

Babylon.

Written by George Clason.

10

It's about a 110-page read.

11

read.

12

The Richest Man in
George Clason.

It's a pretty simple

It's about a few fictitious characters, back

13

in the day of Babylon.

Babylon was at various times

14

the wealthiest nation in the world, because they

15

verified as a nation how to grow money, how to make

16

money and create a lot more own.

17

investors do.

18

not what you're making that matters, it's what you're

19

doing with what you are making that matters long-term.

20

All right?

21

or above, I would highly recommend that they read this

22

book as well, because it teaches good, basic financial

23

literacy.

24

give it a budget and a breakdown, and to follow that

25

budget, put X amount over here and X amount over here,

That is when

They know how to grow money.

And it's

And if you have kids, I would say 12 years

All right?
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1

and you are disciplined to run on the way.

2

important word right there?

3

AUDIENCE:

4

MATT DAVIS:

Is that an

Yes.
Critical.

Especially when you

5

start.

6

yourself accountable.

7

budget and applied it to my life, and I've adapted it

8

just slightly.

9

(inaudible) -- about how much you re-allocate, to

10

re-invest, for the growth, how do you manage this

11

growth?

12

This is what I do, okay, and it came from this book,

13

okay?

14

You have to be disciplined.

You have to hold

And this -- I've taken that

Okay, so I have this question about --

If you want to write this down, you can.

So a few quizzes just to make sure you got

15

what I wanted you to get from this session.

16

taxed on wages; yes or no?

17

AUDIENCE:

18

MATT DAVIS:

19

Yes.
Are we taxed on dividends; yes or

no?

20

AUDIENCE:

21

MATT DAVIS:

22

Are we

Yes.
Are we taxed on dividends; yes or

no?

23

AUDIENCE:

No.

24

AUDIENCE:

Yes.

25

MATT DAVIS:
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1

some of these taxes, or lesser taxes.

2

loans?

3

AUDIENCE:

4

MATT DAVIS:

Are we taxed on

No.
But I do have insurance costs

5

plus interest to be paid which you are now handling.

6

Once all the taxes and insurance and everything is

7

paid, now I have X amount of money left for the month.

8

I do this every month.

9

do you know what that is?

10

AUDIENCE:

11

MATT DAVIS:

Okay?

I believe in tithing;

Yes.
Okay.

And I obviously believe

12

that -- this is letting you guys know my life, a

13

lot -- I don't believe that any of this money is mine

14

in the first place.

15

am entrusted with it, okay?

16

don't want you to use this system, it's up to you,

17

okay, but I want you to just think about something, as

18

I reviewed a lot of your financial statements last

19

time, okay?

20

nose with it on this statement.

21

making really good money, and you have nothing to show

22

for it?

23

you're making good money.

24

money?

25

I really don't.

I believe that I

I want you to just -- I

And I'm not going to smack you in his
How many of you are

Your net worth is like negative zero, but

All right?
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1

right?

And here's just what I want you to think

2

about.

Any time you ever believe that you're going to

3

be blessed with more until you can prove that you can

4

handle what you've got.

5

pretty sure I'm not the first person to say to you,

6

get your house in order.

7

it will begin to grow.

8

eternal optimist, okay?

9

I believe that.

And I'm

Once you do put it in order,
And I believe that.

I'm an

So the other 90 percent that's left, I cut

10

that in half, 45/45.

11

into my business interests.

12

that's movies, that's music, okay, you can't be in the

13

film business unless you're also dabbling in the music

14

business, okay?

15

you're experiencing in a movie is not what you're

16

watching, it's what you're hearing.

17

This 45 percent is re-invested
And that's -- this day,

Because about 40 percent of what

So my first film is about Elvis Presley.

Can

18

you imagine trying to get the rights to the song Love

19

Me Tender?

20

expensive.

21

That was difficult.

Okay?

So they're

So, anyway, you begin to learn how to make

22

music and do some things on your own and that's

23

possible, too, okay?

24

percent that's left, I cut that in half as well.

25

this every month, 22 and a half, 22 and a half.
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1

22 and a half is donated to a foundation.

2

percent -- (inaudible) -- and when you donate money to

3

a foundation, a not-for-profit organization, is that

4

another deduction to you?

5

AUDIENCE:

6

MATT DAVIS:

7

I give 45

Yes.
Yes, it is.

Who do you think

owns the foundation?

8

AUDIENCE:

9

MATT DAVIS:

You do.
I do.

Now you can try to move

10

the money from here over to here so it's not taxed by

11

the IRS.

12

what that is?

13

pay taxes.

14

then decide not to pay taxes.

15

they grant you tax-exempt status.

16

The foundation is a 501(c)(3), do you know
It has tax-exempt status, so we don't

And you can't just set something up and
You have to apply and

If you qualify under 103 umbrellas, one of the

17

educational purposes for our foundation, second would

18

be rehab purposes, for like a halfway house, shelter

19

for battered women, I mean, lots of things that help

20

people come back, okay?

21

like the St. Jude Foundation, helps kids with cancer.

22

Okay, those are not-for-profit organizations and not

23

taxed by the IRS.

24

for the monies accounted for.

25

For philanthropic purposes,

They have to file quarterly reports

Mine qualified under the educational umbrella.
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1

Mine is technically a financial literacy foundation.

2

It's intended to teach kids from 12 to 18 about money,

3

and I began to be real passionate about this when my

4

kids started to go through high school, we talked

5

about this, they knew nothing about money, and how to

6

finance a mortgage, secure debt without credit cards,

7

so we read books and I give workbooks and things and

8

do these things with kids.

9

So I don't really -- I don't solicit outside

10

money and have fancy galas, it's just a tax funnel for

11

me so I don't have to get with the IRS and put it over

12

here to use it for what I want to do.

13

So, final piece, 22 and a half percent that I

14

happen to make, I'm out here to travel.

So do you

15

travel?

16

That's my wealth.

17

dance lessons for my daughter, and whatever.

That last piece is what I live on, okay?
That's put in my cupboard, pays for
Okay?

18

Now, it wasn't always like this, you guys.

19

There were times when I was able to live on a very

20

small percentage of my income.

21

was disciplined in a lot of ways, and I was very

22

focused, okay?

23

greatest mentor of my life, that raised me this way,

24

is my mother.

25

female in North America in -- (inaudible) -- before

But I will say that I

And I'll give full credit to the

Okay?
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1

she passed away.

2

AUDIENCE:

Wow.

3

MATT DAVIS:

She was a 10-3 master, grand

4

master -- (inaudible).

5

raised by a black belt mother --

6

AUDIENCE:

7

MATT DAVIS:

8

But she did it.

9

manner.

So can you imagine being

-You didn't ask -- (inaudible).

She raised us in a very disciplined

She expected excellence.

You should expect

10

that from yourself.

11

great.

12

came here this weekend.

13

yourself, that you were looking for a better level of

14

performance to allocate your time more than you do

15

now, make more money, you'll be a great legacy, which

16

is important.

17

And those of you doing great,

You should be doing better, which is why you
You admitted that to

This is not just about you making a

18

reimbursement check, I hope that you see that.

19

is a much bigger vision that we hope that you're

20

catching this weekend, all right?

21

This

So if I may add to the quotes that I have

22

given you, I'm going to add to it my mother's quote,

23

and she passed away four years ago, and she said this

24

when she was taking the martial arts class when I was

25

16, and I heard her say it, and I repeated it over and
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1

over again so I wouldn't forget it, and now it's

2

carved in stone in my living room.

3

All right?

So, she said, "we should all be in a pursuit

4

of self mastery.

5

should all be in a pursuit of self mastery.

6

life-long pursuit."

7

Janice H. Davis.

8
9

It is a life-long pursuit.

Janice H. Davis.

We
It is a

J A N I C E.

That's mom.

Because we can become better.
that we can do at this.

There's more

Are there books from people

10

with better angles, okay?

11

with our courses and classes, you'll find a different

12

company and take their courses and classes, and take

13

their -- (inaudible).

14

continue to grow and learn?

15

sometimes or maybe even afraid to do your thing, so I

16

think it's a little sad a little bit.

17

many of you realize or agree that people who get a job

18

when they're just trying to pay the bills and 40 years

19

ago applied and they didn't really do what I think

20

they really wanted to do in life.

21

agree with that?

22

You guys, once you're done

Isn't it the time of year to
I can be negative

I mean, how

How many of you

(Inaudible) -- I'm about to present here might

23

be a better way to introduce that, okay?

24

you learned a lot in this session.

25

loans, corporations, LLCs, dealer/investor status.
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1

There's more to it, but we're going to bring this

2

session to a close.

3

are -- this will be the last break for the weekend.

4

All right?

5

I hope that you enjoyed it.

We

When we come back, we're going to solve

6

puzzles, and how many of you -- we've already asked a

7

lot of the puzzles, so don't answer that.

8

you see the value of those puzzles?

9

hands.

You're really sharp.

10

any hands.

11

and take you back, all right?

12

How many of

Let me see your

We're fortunate to see

We're going to be able to do a little more

So let's do the last break, 20-ish minutes,

13

grab some coffee, grab a snack, whatever you've got to

14

do, but for those of you who are who are staying at

15

the round table, you guys, I know there's some of you

16

on the fence, am I going to do it or not do it?

17

I'm going to just say this, I would be for more afraid

18

to do this business without a guide and a coach.

19

you're saying how in debt really is.

20

big decision.

21

right?

22

Okay,

Now

It might be a

I think it is, but it's worth it, all

So, this is our break, this is the last break

23

of the weekend.

Some of you are getting started, all

24

right?

25

audience up into two groups, so if you're going to

At the next break, we'll be cutting the
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1

want to get started, now is the time.

2

(Brief recess.)

3

:

4

Is it the 25th or the 26th?

UNIDENTIFIED MALE:

5

:

6

MATT DAVIS:

7

It's go time.

path.

It is the 27th.

27th.
I'm fine with using the shorter

That's fine, too.

8

AUDIENCE:

9

MATT DAVIS:

Are you ready?

Yes.
Now, who remembered the shorter

10

path?

Who agrees that after the weekend is over you

11

should go back and read over your notes?

12

this stuff easier, okay?

13
14

UNIDENTIFIED MALE:

You'll find

I used to start --

(inaudible).

15

MATT DAVIS:

If you want to write it down real

16

quick, if you're trying to find it, it's ARV times

17

0.69, minus repairs, minus assignment fee, equals MAO.

18

157,650.

19

AUDIENCE:

20

MATT DAVIS:

Wahoo.
The answer is on the screen.

21

157,650.

Before I go any further with this, is there

22

anybody that's confused as to why we multiply by 0.69?

23

AUDIENCE:

24

MATT DAVIS:

25

No.
Okay.

If you have --

(inaudible) -- and deduct 31 percent, what's left?
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1

Sixty-nine percent.

2

Are you looking at page 47?

3

percentages, one percent plus three plus three plus 20

4

plus four, it totals 31 percent of the ARV.

5

deducting 31 percent, but if you multiply by 0.69,

6

it's the same as taking away 31 percent.

7

it?

8
9

Why are we deducting 31 percent?
If you add up all your

We're

Do you see

No matter what, I promise you in the next half
an hour, this equation will only have three parts.

10

Try to remember that.

11

will go easier.

12

percentages.

13

deducting our money.

14

if you want to actually write that down in front of

15

you.

16

It only has three parts.

This

We are deducting from the ARV the

We are deducting repair costs and we are
Three pots.

Keep that in mind,

So when we do the inverse math, multiply 0.69,

17

it's the same as doing that first step and deducting

18

31 percent.

19

Okay?

Keep that in mind, three parts.

I'm going to now throw a curveball at this

20

equation.

Concept:

21

contract right here, and I sign this property to my

22

investor over here, when she fixes up and flips the

23

house, if she's going to make $100,000 when she flips

24

the house in profit, I probably deserve more than a

25

$5,000 assignment fee.
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1

So far I have spoonfed you your assignment fee

2

and said as taxed.

I'm not going to be there to do

3

that tonight or tomorrow, you know, so I want to

4

know -- I want you to know, excuse me, when can you

5

validate charging more than just the minimum flat

6

rate?

7

a percentage-based fee.

8

be relative to what lessee NROC is going to make when

9

she flips the house.

So I now want to turn your assignment fee into
The percentage-based fee will

My assignment fee will be 20

10

percent of the investor's profits.

11

out of her property, it is a piece of her property.

12

percentage of.

13

It is not taken

Okay?

Here we go.

The next equation is on the

14

screen.

15

where we marked through this.

16

costs 28 grand, assignment is 20 percent of the

17

investment profits.

18

see it on page 27, which one of those allocations is

19

set aside for the investor's profit.

20

take 20 percent of that number as your dollar amount

21

for your assignment fees.

22

think you have the right answer, raise your hand I'll

23

check your math.

24
25

A

Before you write it down, just understand

:

Okay.

You need to isolate, and you'll

You will then

Ready, set, go.

Once you

Oh, I got much lower.

UNIDENTIFIED MALE:
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1

what did you get for the assignment fee?

2
3

:

For the assignment fee, I got -- I

put -- I got 36,904.

4

UNIDENTIFIED MALE:

For the assignment fee?

5

I've got so it should be -- so the investor profits

6

ended up being 20 percent.

7
8

:

Should it just be 20 percent of that

or do you go through the calculation?

9

UNIDENTIFIED MALE:

That's what I need.

10

yes, that would make sense.

11

that, it will be 308, but you would take off the

12

repairs first.

13

UNIDENTIFIED MALE:

You're right, it would be

That would be -- so that

14

would be -- so I would say the -- so the investor

15

profits get you 20 percent of 308.

16

investor fee.

17

:

18
19

percent of the investor fee.

20

percent -- 12,320.
:

22

Then we're going to be 20
So we'll be at 12

Okay.

UNIDENTIFIED MALE:

23

why.

24

according to -- (inaudible).

25

That's their

Um-hmm.

UNIDENTIFIED MALE:

21

Oh,

And it's -- it doesn't say

So, of course, it would have to be -- so

:

Oh, yeah.
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1
2

UNIDENTIFIED MALE:
(inaudible).

3

:

4
5

Did you get --

Yeah.

UNIDENTIFIED MALE:

(Inaudible).

Yeah,

12,320.

6

:

7

Is that all, though?

UNIDENTIFIED MALE:

8

:

9

Is that really all?

UNIDENTIFIED MALE:

10

:

11

That's it.

I mean --

That they would get?

UNIDENTIFIED MALE:

Well, that's what we would

12

get.

So we would -- so the ARV is 308.

13

amount is 20 percent of that, so that's 61,600, and

14

then we get 20 percent of the investor --

15

:

16

UNIDENTIFIED MALE:

17

:

18

:

20

23
24
25

:
sense.

So then we get 12.

So 12,320 is 20 percent.

Yes, yes.

UNIDENTIFIED MALE:

21

Got it.

Yes.

UNIDENTIFIED MALE:

19

22

Now that makes sense.

The investor

Of the 20 percent.

That makes sense now.

That makes

Yeah.
UNIDENTIFIED MALE:

Again, under this -- under

the structure they're being taught, that's the -:

That makes sense.
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1

UNIDENTIFIED MALE:

Again, under this -- under

2

the -- under the structure they're being taught,

3

that's the --

4

:

Um-hmm.

5

MATT DAVIS:

That makes sense.

All right, it's up to you.

Okay.

6

This is kind of a curveball.

7

bottom of page 27.

8

already got it, so just bear with us, all right?

9

Which one of those allocations is set aside for the

10

invested profit?

11

(Inaudible).

12

Everyone look at the

I know there's a lot of you have

(Inaudible).

It's the 20 percent.

If you go 308,000 times 0.2, that will tell

13

you what the invested profit is, multiply again by

14

0.2, to get 20 percent of the invested profit.

15

Multiply by 0.2, it's 12,320.

16

Who got that right?

12,320 is the assignment

17

fee.

18

short track equation.

19

grand, minus 12,320, equals 172,200.

20

Now we have enough data to plug it into the
308,000 times 0.69, minus 28

Who got it right?

All right, where are we

21

going wrong?

Who is not seeing why we multiply by 0.2

22

twice?

23

into your calculator again, times 0.2, equals what?

24

Start looking at the bottom of page 27.

25

to know, that's what the invested profit will be.

You're not seeing it?
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1

That's the invested profit.

2

of that number.

3

percent of that number.

4

just plug it into the shortcut, okay?

5

Good.

You're making 20 percent

Multiply again by 0.2 to get 20
Now it's 12,320.

Now you

I'm not going to wrap this up again,

6

we're going to stay at the same level to make sure

7

everyone got it.

8

calculation, okay?

9

New set of numbers, same level of

Got it?

10

AUDIENCE:

11

MATT DAVIS:

Yay!
242,800.

(Inaudible).

Please

12

allow me to -- (inaudible) -- in advance.

Okay,

13

that's better.

There's

14

really only two equations.

15

0.2, times 0.2 again.

16

Okay.

17

the number.

18

17,280, equals 242,800.

Let's do this real quick.

Take the 432,000 times

How many of you got 17,280?

Now we have enough information, just plug in
432,000 times 0.69, minus 38 grand, minus

19

All right.

20

AUDIENCE:

21

MATT DAVIS:

Next curveball.
Why is this one -- (inaudible) -Okay.

Concept.

I am putting

22

Jed's contract in your contract, I'm assigning it to

23

my investor over here.

24

it up and flip it till I'm gone.

25

that the investor will be using a real estate agent on
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1

the exit side of the property.

2

commissions, we have exit commissions.

3

the property down here, an agent's commission is paid;

4

fix it up and sell it up here, you are exiting the

5

home, that is an exit commission.

6

We have entrance
You're buying

We're assuming that the investor is going to

7

be using an agent, so we need to allocate an exit

8

realtor commission.

9

going to be cutting into our investment profit.

If you do not do that, that's
We

10

want to protect the investment profit.

11

to be another curveball on the assignment page, we'll

12

walk through it verbally, $229,000 ARV --

13

(inaudible) -- this time the assignment fee is 15

14

percent of the invested profit.

15

profit for the investment, though.

16

adjust right there.

17

exit real estate commission.

18

:

19

21

:

What is the MAO?

I don't think I did that right.
I messed up.

Oh, I know what I did wrong.

UNIDENTIFIED MALE:

23

25

This one you can

Okay, I

think I figured it out.

22

24

I didn't change the

And we are allocating 4 percent

UNIDENTIFIED MALE:

20

There's going

:

You did?

Yeah, let me get the final number

here.
MATT DAVIS:
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1

right?

2

AUDIENCE:

3

MATT DAVIS:

4

then.

5

everyone.

6

this equation?

7

:

8

MATT DAVIS:

9

No.
Okay, let's do this together

Most of you did, but I don't want to lose
How many people are -- (inaudible) -- into

I didn't.
Three.

If you haven't found the

percentages on page 27, they total 31 percent.

All I

10

did was take 31 percent up to 35 percent with the four

11

percent commission.

12

parts.

13

deducting our repair costs and we are deducting our

14

money.

15
16

That's it.

It's still in three

We're deducting the 35 percent now, we're

This time was 15 percent, so we got ARV times
0.2, that's the invested profit, times point what?

17

AUDIENCE:

18

MATT DAVIS:

0.15.
One-five.

Who got that right?

Your assignment fee is

19

6,870.

20

We now have enough data to do one linear equation.

21

229,000 times 0.65.

22

:

23

MATT DAVIS:

24
25

Let me see your hands.

Okay, that's where I messed up.
We are deducting 35 percent now.

Minus 24 grand, minus 6,870, equals 117,980.
:

Okay?

That's where I messed up, I didn't
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1

change the 69.

2

UNIDENTIFIED MALE:

3

AUDIENCE:

Oh.

In the equation, under the

4

percentages, it says that the rate percentage --

5

(inaudible) -- sales costs?

6

MATT DAVIS:

That is for closing costs.

Those

7

are miscellaneous banking fees, that is not in the

8

commission.

9

AUDIENCE:

10

MATT DAVIS:

11

it's built in.

12

profits.

13
14

(Inaudible).
Closing costs are negotiable, but

This allows us to make very, very safe

AUDIENCE:

That 35 percent is the added 4

percent for the entry.

15

MATT DAVIS:

Correct.

You take the 31 percent

16

cost basis and just add it to 35 percent.

17

If you're doing the inverse math, it's now multiplying

18

by 0.65 instead of 0.69, with the deduction of 4 more

19

percent.

20

That's all.

Okay?
Next, curveball.

Jed is not the gentleman

21

that owns the property.

It's the bank that owns the

22

property.

23

of contract.

24

transaction as opposed to an assignment.

25

buy it from the bank and then sell it to my investor,

So the bank is going to want our assignment
(Inaudible) -- to a wholesale
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1

put down the assignment fee that we are making, we are

2

making profit, we are buying and selling for a higher

3

amount.

4

However, if we are going to buy it from the

5

bank, we do need money to do that.

6

dip into the ABC transactional loan and get them to

7

front the deal.

8

of the profit, but you do need to build the fee into

9

this deal.

10

We are going to

We told you we would take the fee out

We have not done that yet.

So let's do that this time.

The wholesale

11

transaction with an ARV of 198,000, we're at paragraph

12

22, our profits, notice this does not say assignment

13

fee, 20 percent of the investor's profit, exit

14

commission of three and a half percent simultaneously

15

closing the transaction.

16

closing costs, same closing, that percentage will not

17

change.

18

fee, because that's what the ABC transactional loan

19

will charge, and another $495 processing fee.

We are not paying double the

We do need to build in a 2 percent funding

20

What is the end payout?

21

(Brief pause while calculating.)

22

MATT DAVIS:

All right, this was a curveball.

23

Okay.

A lot of you are making the same mistake, and

24

therefore a lot of you are getting the same wrong

25

answer, okay?

Look, a lot of you took the 2 percent
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1

funding fee and just added it to the rest of the

2

percentages.

3

borrowing the ARV.

4

You're borrowing the MAO.

5

Okay, that would be assuming you're
You're not borrowing the ARV.

So you need to leave the funding fee out,

6

calculate the three parts I tell you.

7

down to that number, that's what you're borrowing,

8

then deduct by 2 more percent from 495.

9

essentially if you're taking 2 percent of the ARV,

10

you're double paying for our funding.

11

to do that.

Once you get

So

You don't need

12

So you guys want to do this one together?

13

AUDIENCE:

14

MATT DAVIS:

Yes.
Let's do this one together.

All

15

right.

Let's keep the math in front of us, for just a

16

moment.

17

are just -- (inaudible) -- this will make more sense.

18

This number, ARV, was 198,000.

19

percentages add up to be?

20

how much are we deducting?

I'd like to remind you of the math.

21

AUDIENCE:

22

MATT DAVIS:

If you

What do our

Not the inverse math, but

(Inaudible).
34.5 in the 2 percent number.

23

31 plus three and a half percent commission is 34.5.

24

So 198,000 minus 34 and a half percent minus -- what

25

were the repairs?
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1

AUDIENCE:

2

MATT DAVIS:

(Inaudible).
Repairs of 22 grand.

We still

3

need to figure out that number, the dollar amount,

4

which is ARV times 0.2 times 0.2.

5

79,020 for that number?

6

you do it in your calculator, you take 198,000 times

7

0.2, and hit your equals button, that will be the

8

investor's profit.

9

get 20 percent of the investor's profit.

10
11

AUDIENCE:

How many of you got

Let me see your hands.

If

If you then multiply it by 0.2, to

We are not worrying about the ARV,

the 0.2 should be the X or --

12

MATT DAVIS:

Leave the 2 percent out right

13

now.

That's -- we're talking about 20 percent right

14

now.

Two percent would be 0.02.

15

AUDIENCE:

16

MATT DAVIS:

0.02?
Figure it out from math.
Three parts.

I'll

17

get to it in a minute.

So we've got

18

198,000, minus 34 and a half, minus 22 grand, minus

19

79,020.

20

need to deduct by 2 percent for the funding fee, and

21

another 495.

22

once the first time so you can write it down.

23

please.

24

time we go through it, I would ask you pick up a

25

calculator and do it with me.

This number is what we're borrowing.

So I want to say it twice.

And you have a record of it.
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1

and pause as you go through this so we can discuss

2

what we're doing.

3

198,000 times 0.655 -- do you see why?

We're

4

deducting 34 and a half percent.

Minus 22,000, minus

5

79,020, we're going to sum our subtotal by hitting

6

equals, and our subtotal will be 99,770.

7

here, please.

8

Now -- (inaudible).

Now, eyes up

That's what we're borrowing, 99,770.

9

We could have multiplied by 0.02, write down

10

the amount for the funding fee, and then start other

11

with 99,770 and deduct the dollar amount, that would

12

be the long way of doing this, or couldn't we just

13

multiply 99,770 by 0.98?

14

AUDIENCE:

15

MATT DAVIS:

Yes.
If you multiply by 0.98, that's

16

deducting 2 percent of that subtotal, right?

17

it.

Let's do

Times 0.98, minus what?

18

AUDIENCE:

19

MATT DAVIS:

495.
495.

And the answer, I'll put on

20

the screen, is 97,279.60, to be exact.

21

leave the funding fees out, run your three parts,

22

deduct your percentages, deduct your repairs, deduct

23

your money, once you get down to that number, then

24

deduct the parting fees.

25

From this,

Okay?

We are going to do one more MAO equation.
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1

This will be the eleventh time we have practiced this

2

equation this weekend.

3

(Inaudible) -- into three parts.

4

stuff here.

5

you guys, food for thought.

6

as quick at the math, they're struggling with this.

7

You're still telling me that you know how to do real

8

estate on your own.

9

but you're not sure about your math.

Okay?

It's on the screen.
We'll do the funding

You've got it -- (inaudible).

Come on,

Again, those fees are not

You know how to do real estate,
There's no way

10

you're going to put a couple hundred grand on the line

11

if you're not sure about funds.

12

on, be realistic.

13

AUDIENCE:

14

(Brief pause while calculating.)

15

UNIDENTIFIED MALE:

16
17
18

:

Is that true?

True.

Add that.

It's not the way he wants

to do it, he wants to do it this way.
:

No.

I'm just curious am I getting

20

close here.

21

thrown off is where you got the 9,640.

23
24
25

(Inaudible).

I hear you.

UNIDENTIFIED MALE:

19

22

Come

Okay, you got that, too.

UNIDENTIFIED MALE:

Now where I'm

Oh, well, I could have

screwed that up, but I got -:

No, but I don't know.

UNIDENTIFIED MALE:
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1

so the --

2

:

3
4

The property.

UNIDENTIFIED MALE:
so it's --

5

MATT DAVIS:

6

:

7
8

106,913.

You're right.

UNIDENTIFIED MALE:

Times 0.2 investor.

Times

0.2.

9

:

10
11

The ARV is -- all right,

Oh, okay.

MATT DAVIS:

Three parts.

(Inaudible).

What

do our percentages add up to be?

12

AUDIENCE:

13

MATT DAVIS:

Sixty-four.
Thirty-six percent.

Thirty-five grand.

Repairs are

14

what?

What's our number, our

15

money?

16

profit, multiply again by 0.2 for our wholesale

17

profit, what's that number?

ARV times 0.2 gives you your investor's

18

AUDIENCE:

19

MATT DAVIS:

9,640.
9,640.

It is now simple

20

subtraction.

If you want to do the inverse math, we

21

would multiply by 0.64, the same as taking away 36

22

percent.

23

then deduct 2 percent, 495.

24

again, so you can write it the first time and then do

25

it on your calculator the second time.

Once we get that bottom number, we would
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1

241,000, times 0.64 -- which is the same as

2

deducting 36 percent -- minus 35,000, minus 9,640, sum

3

up the subtotal by hitting the equals button, we then

4

multiply by 0.98, minus 495, equals 106,913.

5

you I was going to say it twice.

6

Now pick up your calculators and do it with

7

me.

8

What's your subtotal so far?

9

you're at?

241,000, minus 0.64, minus 35,000, minus 9,640.

10

AUDIENCE:

11

MATT DAVIS:

Is that where

Go ahead and deduct 2 percent, so

multiply, so times 0.98.

13

495.

14

deduct your 0.2 at the end.

Got it?

109,600.

Yeah.

12

15

Sum up your subtotal, minus

Three parts.

If you're not selling,
Okay?

Okay, really good news.

Those of you doing

16

this next thing, we're also giving you an MAO

17

calculator.

18

AUDIENCE:

19

MATT DAVIS:

20

I told

Whoo.
That does it for you.

(Inaudible).

21

(Laughter.)

22

MATT DAVIS:

Because I want you to be an

23

informed investor, that's why.

24

understand the allocations.

25

have the understanding of everything, not just relying
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1
2

on -- (inaudible) -- okay?
All right, we're going to change the premise

3

of this next puzzle.

4

one -- (inaudible) -- before you came here.

5

went out and hired a real estate agent, you got

6

yourself prequalified, they took you out and looked at

7

three pretty houses, and you paid retail for a piece

8

of real estate.

9

is over, I know that you would never do that again.

10

You did not know who number
But you

Now, I know that after this weekend

Is that right?

11

AUDIENCE:

12

MATT DAVIS:

13

AUDIENCE:

14

MATT DAVIS:

Right.
Right?
Right.
Making sure.

If you don't get

15

anything out of the weekend, I hope that you will

16

remember rule number one from the weekend.

17

just deleted -- (inaudible).

18

Sorry, I

So you paid retail, that was done, you're

19

bringing this property in with you this weekend.

20

out the numbers, and I'll give them to you right now

21

verbally so I can -- if I can find my writer again.

22

I'll tell you that the value of this home is $200,000.

23

Guess what you paid for it?

24

AUDIENCE:

25

MATT DAVIS:
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1

retail.

You put 20 percent down, here it is on the

2

screen.

Twenty percent down payment.

3

$1,100 a month, probably rented for $200 PMCF.

4

don't remember the acronyms, go find them in your

5

notes.

6

Your PITI, the
If you

And don't shout it out for your neighbor.
Your task is to fix this.

Okay?

Now, if

7

you're looking at the screen and thinking, well, fix

8

what, Matt?

9

for a moment, please.

If I could have you look up at the screen
Fix that.

Do you remember that

10

slide the day one we met?

It was the second slide I

11

showed you.

12

estate investing.

13

This is the same house.

14

headed, that's where it's headed.

15

fixed.

16

grandpa's second advice drastically applies to this

17

equation.

And we all agreed that that is not real

Fix this.

Certainly not the way I teach it.
If you don't fix where it's

Ready, set, go.

It needs to be
And may I say,

18

(Brief pause while calculating.)

19

UNIDENTIFIED MALE:

$16,000 out of pocket.

20

Rent.

His math seems to be at $1,300 for rent.

21

20.2.

So that should be -- again, I'm just

22

speculating.

23
24
25

:

And so the taxes and insurance.

UNIDENTIFIED MALE:
:

Times

It would be 60 times 312.

Okay.
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1

UNIDENTIFIED MALE:

2

:

I don't know.

Well, I think what we have to do is

3

find what our return is going to be.

4

This formula.

5

have -- $200 times 12.

6

$2,400.

7

$48,000.

8

do the --

9

Try it.

And this is 20 percent.
Make sense?

:

11
12

That he gave us before.

Oh.

So if we

Times 12 months is
Which is going to be

Twenty-six percent.

UNIDENTIFIED MALE:

10

Using this one.

Yeah.

UNIDENTIFIED MALE:

So then we

(Inaudible).
Okay.
So you're starting at 6

percent.

13

:

14

You're halfway there.

UNIDENTIFIED MALE:

So what he's saying is,

15

well, based off this -- (inaudible) -- premium, put

16

$16,000 in your pocket.

17

$40,000, you're actually only investing $24,000.

18

:

19

So instead of investing

Um-hmm.

UNIDENTIFIED MALE:

And instead of charging

20

what's $1,300 a month, that's the 13 -- the 1,300

21

minus 1,100 is 200.

22

is 1,300, but you charge 20 percent for -- what's here

23

1,560, times 12, that's your total rent, minus 12

24

times 1,100, which is 1,320, so your annual, call it

25

PMCF --
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1

:

2
3

Okay.

UNIDENTIFIED MALE:

-- is 7,090, and 7,090 on

a $24,000 investment is 29 percent.

4

:

Got it.

Yeah.

5

UNIDENTIFIED MALE:

That's the question.

6

UNIDENTIFIED MALE:

When do you have to get

7

your PMCF up?

8

MATT DAVIS:

9

UNIDENTIFIED MALE:

You can jack up the rent.

MATT DAVIS:

So if I'm charging --

10

Okay, it's rented -- (inaudible).

Good.

11

everyone else in the neighborhood is charging 1,300,

12

but I'm trying to charge 1,800, the dogs won't eat it.

13

You've got to be competitive.

14
15

UNIDENTIFIED MALE:
option to buy it?

16

MATT DAVIS:

17

UNIDENTIFIED MALE:

18

MATT DAVIS:

19

22

Is it rented now?
Yeah, it's rented now.

So if you were my renter, how

much is the rental rate on this so far?

20
21

What if you gave the

UNIDENTIFIED MALE:

The rental rate is 1,300

bucks.
MATT DAVIS:

1,300.

So if I approached you

23

and said, hey, renter, I'm going to charge you an

24

NROC, jack your rent by 20 percent, and make you buy

25

the house.

Would you do it?
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1
2

UNIDENTIFIED MALE:

:

UNIDENTIFIED MALE:

:

8

12

Yeah.

UNIDENTIFIED MALE:

Invariably it's sort of

pulling a rabbit out of the hat.

10
11

You can also wait a year,

just do it --

7

9

I don't know what else you can do, but

we'll see what he says.

5
6

I don't like

it.

3
4

(Inaudible).

:

Um-hmm.

Yeah, I'm not sure what we

can do.
MATT DAVIS:

Would you do a lease option if

13

you're my renter and I told you I was going to jack

14

your rent by 20 percent and make you buy the house?

15
16

UNIDENTIFIED MALE:
just buy out your renter.

17
18
19
20

:

I don't know.

Come on with the

answer, I want to know.
MATT DAVIS:
the answers.

All right.

I did enjoy a few of

Let's sell and take our losses.

21

(Laughter.)

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

Well, you could always

Did I teach that strategy?
No.

estate for the money.
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1

on the insurance policy.

2

(Laughter.)

3

MATT DAVIS:

4

and you're going to prison.

5

think we're renting this for only $200 a month, we're

6

not.

7

beyond the mortgage payment of 1,100.

8

rate is 1,300.

9

Yes?

That's creative.

That's arson,

But those of you that

It's $200 positive monthly cash flow, above and
So our rental

How many of you at least saw that?

Part of this was just deciphering what we're

10

looking at by understanding the acronyms.

11

part is to fix it.

12

The second

Those of you that chose a lease option, the

13

property is rented now, so if you were my renter and I

14

approached you and said I'm charging you NROC, I'm

15

going to jack up the rent by 20 percent and make you

16

buy that house, will the dogs eat it?

17

AUDIENCE:

No.

18

MATT DAVIS:

Probably not.

And so that's a

19

difficult stand.

With the existing tenants.

Renters

20

do have rights.

21

rental contract expire, move those renters out, and

22

start fresh with a new lease option candidate.

23

many of you agree that is more likely to happen?

24

of hands?

25

Approaching somebody who just got -- (inaudible) --

Worst case scenario, let's let this

How
Show

And you'll have a better rental experience.
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1

request, making them fall for a lease option instead

2

of applying to rent into a lease option, that is a

3

better or higher capital plan.

4

Okay?

So, the correct answer was, to create a lease

5

option, but not with these existing tenants, all

6

right?

7

rent contract early and move them out, but worst case

8

scenario, just let the contract rent out and move them

9

out and start fresh.

10

We could offer them cash for keys, protect the

So please turn to your notes and find where

11

you took notes yesterday after -- I'm sorry, just

12

before lunch yesterday, on your straight lease option

13

strategy.

14

closing costs and all the same closing costs are

15

negotiable.

16

We're going to make the buyer pay the

There are four ways to get paid on a straight

17

lease option contract.

18

your notes for a moment.

19

have -- (inaudible) -- that was anywhere between 4 and

20

up to 8 percent.

We have the NROC, you

Are you guys following?

21

AUDIENCE:

22

MATT DAVIS:

23

I'll wait for you guys to find

Yes.
The monthly, and we can bolster

that monthly by what percent?

24

AUDIENCE:

25

MATT DAVIS:
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1

one annual growth rate on the built-in appreciation.

2

AUDIENCE:

3

MATT DAVIS:

Three percent.
Three percent annual.

And the

4

fourth was the depreciation schedule on our taxes.

5

Let's put that to use here with this property.

6

going to charge an $8,000 NROC.

(Inaudible) -- on

7

8,000, that's a 4 percent NROC.

That's about right.

8

All right?

9

I'm

You can always -- (inaudible) -- over time.

10

And I only paid the up-front bond, that's paying for

11

the option on the house, not the house itself.

12

1,300 a month on the rental side, you can raise that

13

by 20 percent, which now brings our monthly up to how

14

much?

15

AUDIENCE:

16

MATT DAVIS:

17

1,300.

We had

(Inaudible).
1,560 per month, instead of

What was the mortgage payment?

18

AUDIENCE:

19

MATT DAVIS:

$1,100.
$1,100.

So we are now making 460

20

positive monthly cash flow instead of this $200.

This

21

is better at least.

22

straight lease option contract was built-in

23

appreciation.

24

add this up in just a second.

25

of 3 percent annual growth -- (inaudible) -- a month

The third way to get paid on a

So if we go 460, okay, we'll actually
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1

on 200 grand.

2

Just for the sake of practicing, everyone take

3

your calculator and take the 200,000, multiply it by

4

1.03 three times, and you're going to get 218,545.40.

5

200,000 times 1.03, times 1.03, do it again for the

6

third way.

7

So the fourth way is the tax deduction, which

8

we're not going to factor in because it's not coming

9

from the client in the form of profits.

It is,

10

however, money we'll save on taxes when you do your

11

return, okay?

12

Let's add up our profits.

We've got 218 and

13

change that we're selling for, we bought it for 200.

14

So that's 18,000 and change profit right there.

15

got the monthly positive cash flow of 460 over 36

16

months in three years, which is going to make 16,560.

17

Plus the NROC that we charged in the beginning of

18

$8,000.

19

change to the eight, the total is 43,105.40.

20
21
22
23
24
25

We've

When you add the 18 and change to the 16 and

And we've got a three-year tax deduction,
growing your three-year internal growth.
AUDIENCE:

Okay?

Could you or would you ever --

(inaudible) -MATT DAVIS:

On something I'm charging today,

I'm not going to speculate as far as that.
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1

three way is different than forcing appreciation,

2

because you're free to include the buy-in rights, and

3

it's fair to say free market value, 487 back.

4
5

Okay?

How much money do we now have in hand ready to
move forward into the next deal?

6

AUDIENCE:

7

MATT DAVIS:

43,000.
The correct answer is 83,105.40.

8

I didn't ask what do we have in the form of profit, I

9

said what do we have in hand.

When you bought the

10

property, you put a $40,000 down payment.

11

normally is seasoned money, so we don't want to just

12

sell it and take our losses.

13

That does come back into our possession, plus the

14

profit on the screen.

15

ready to move forward into the next deal.

16

That

We earned that money.

We've got 83 grand and change
Okay?

Are you done with your notes on the screen?

17

All right.

18

going to go ahead and compare the two strategies side

19

by side.

20

the property, and you're going to fall in love with

21

the spare lease option.

22

seen what it can do when you back it up side to side,

23

it pales in comparison, renting it in comparison to a

24

lease option, all right?

25

In just a moment, on the next slide, I'm

Renting your property versus lease option on

I know, we've already kind of

So we got out of a bad deal and we're making a

3-Day Workshop - Dallas, TX
Day 3 - September 23, 2018

EX 10, p. 228

Case 2:19-cv-00713-DAK-EJF Document 12-9 Filed 09/30/19 Page 230 of 282
229
1

return now of $40,000 seasoned money down payment back

2

into our possession and we also derived the profit.

3

The family got a house.

4

credit with Lexington Law, 83 grand and change, took

5

us three years to do it.

6

would have only have a positive $200 a month, it would

7

have taken 215 and a half months, or nearly 18 years,

8

in a perfect rental scenario, which does not exist, to

9

derive the 43,000 and change profit.

10

We helped them repair their

Had we left it alone, we

We'll give it

three years.

11

How many of you love the lease option like I

12

do; yes?

Helping out our client, we're making more

13

money, lower vacancy rate, we're not fixing leaky

14

faucets.

15

property.

It is absolutely far better than renting a

16

AUDIENCE:

17

MATT DAVIS:

How do you find -- (inaudible).
Mortgage brokers turn them down

18

all day long.

They get turned down for financing,

19

they have to represent -- (inaudible).

20

name of the Texas document you have to have them sign

21

as well, to wrap this all up?

22

AUDIENCE:

23

MATT DAVIS:

What was the

(Inaudible).
Texas HB, 1823.

Because they

24

cannot take possession of the deed until they become

25

the owner three years later.
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1

Please keep your lease option notes in front

2

of you as we sign for the divorcing couple next.

3

not as great as it sounds.

4

It's

We're keeping it fun.

Now, as a reminder of what the divorcing

5

couple mess looked like, this all looks familiar.

6

don't need to find it in your notes right now.

7

don't need to look through your notes.

8

due to a divorce.

9

they owed 80 grand.

You

You

Foreclosure

The fair market value is 90 grand,
They were 27 years left on their

10

30-year loan, so three years into their existing

11

mortgage.

12

550,025, tax and insurance costs, 833.56, multiplied

13

by three months behind, 2,500.68 arrears, penalties

14

and fees, 2,704.43.

15

it was in good condition.

16

AUDIENCE:

17

MATT DAVIS:

18

AUDIENCE:

19

MATT DAVIS:

20

Principal and interest payments were

It is not in excellent condition,
How many kids do they have?

Three.
Three.

How old are they?

Eighteen -Teenagers.

How many dogs do they

have?

21

AUDIENCE:

22

MATT DAVIS:

Two.
You guys know the scenario.

23

Okay?

Actually it was in good condition, not

24

excellent, three grand worth of repairs, added to the

25

prior total, we've got 5,704.03, the renters would not
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1

cover the payments.

2

on the screen right now, 5,704.43 is the result of

3

back payments, penalties and repairs.

4

on this?

5

AUDIENCE:

6

MATT DAVIS:

The permanent numbers at hand are

Are you with me

Yes.
833.56 was the mortgage payment.

7

They had a home that was worth 90, they owed 80.

8

stage is set.

9

me out.

10

The

Leave it there on the screen and help

If I were to lease space in a strip mall, and

I'm campaigning, do I own the space?

11

AUDIENCE:

12

MATT DAVIS:

13

AUDIENCE:

14

MATT DAVIS:

No.
Do I control the space?
Yes.
Along with making my payment.

15

But controlling the space with a contract, as long as

16

I make my payment.

17

to somebody else, could I do that?

18

AUDIENCE:

19

MATT DAVIS:

If my lease allows me to sublease

Yes.
So I'm controlling the space with

20

a contract, when I sell it with a sublease contract,

21

with a retail margin in the middle, is their payment

22

obviously going to be higher than my payment?

23

Controlling on a lease and selling on a sublease is a

24

sandwich lease option.

25

Okay?

Now, I'm going on with the divorcing couple.
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1

This has to be a good deal for them.

I said, hey, you

2

two lovebirds, while you guys are figuring out your

3

marriage, I will take full responsibility for your

4

property.

5

anyway, so I will make up your back payments, pay your

6

penalties, I will also make the repairs to your house,

7

I will pay the mortgage payment for the next three

8

years, on my dime.

9

on the mortgage payment that I am paying for you, on

You guys aren't making the payments at all

I will let you deduct the interest

10

your taxes.

I will also let you keep the depreciation

11

schedule on your taxes as well for the next three

12

years.

Is that a good deal for them?

13

AUDIENCE:

14

MATT DAVIS:

Yes.
All on my dime.

So I'm going to

15

straight lease option the property from the divorcing

16

couple.

17

notes -- what's it called?

18

An LLC.

19

the screen?

20

capturing the back payments, the penalties and making

21

the repairs.

If I do that, I owe them -- look at your
It's a rental property.

What am I going to make the NROC, guys, on
I'm going to make it 5,5704.43.

That's

Do I own the house?

22

AUDIENCE:

23

MATT DAVIS:

24

AUDIENCE:

25

MATT DAVIS:
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1

payment.

All right?

2

sell the lease option to somebody else.

3

a sublease option through me, they owe me an NROC.

4

What was my NROC, 5,704.43.

5

get that money, 5,704.43?

6

And then I charge the subleasing family an NROC, what

7

should I charge them as far as their NROC?

8

going on my credit card?

9

money on top on the margin?

10

AUDIENCE:

11

MATT DAVIS:

12

I'm now going to turn around and
When they're

By the way, where did I
Right off a credit card.

What's

But can I make a little

Yeah.
I charge them a $7,000 NROC.

About $1,300 a month in their rental payment.

13

The second way to get paid.

I have to pay my

14

833.56, but I am going to charge a higher premium to

15

the subleasing family.

16

small little percentage right there, plus my little

17

margin right there, over three years, I'll make

18

$7,800-ish.

19

I raised it up to 1,050, a

What's a third way to get paid on a lease

20

option with can -- (inaudible)?

Appreciation.

If I

21

am controlling the property, here is the magic of the

22

negotiation.

23

deductions, but for what I'm doing for you, I get to

24

buy your home for what you owe on it three years

25

later.

I said you get to keep all the tax

And keep in mind, when I found them, they were
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1

already three years into the mortgage.

2

years into the mortgage.

3

Now we're six

Are we starting to chip away at the mortgage

4

principal balance?

5

starting to.

6

with 3 percent appreciation.

7

90 grand and multiply by 1.03, three times, it's going

8

to equal 98 grand and change.

9

We're starting to, not much, but

But I'm going to go ahead and sell it
We're at 90 grand.

Take

So they bought it through me for 98 grand and

10

change, but I spent 76 grand and change, which is

11

about a $23,000 margin -- (inaudible) -- right there.

12

If I add up the yellow numbers, it is just shy of a

13

$31,000 profit margin.

14

lease option and made it a sandwich lease option.

15

modified subject to sandwich lease option.

16

to.

17

Watch.

I modify the straight
A

Subject

Let's talk about that.
My purchase from the divorcing couple is

18

subject to the purchase from the subleasing family

19

through me.

20

buy, do I have to buy?

Are you with me on that?

21

AUDIENCE:

22

MATT DAVIS:

No.
So my option is what?

23

their action.

If /then.

24

to buy, so I had to buy first.

25

simultaneous close.
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1

sandwich lease option with a simultaneous close.

2

Thirty-one grand profit for me.

3

That affects the divorcing couple.

Here we

4

go.

Their payments were 550.25 over 36 months, or

5

three years, that's 19,890, but not all of that went

6

toward interest.

7

their three-year lease to own, which left 16,298 worth

8

of interest they got to deduct on their taxes on my

9

dime, but was it really my dime?

3,511 went toward principal during

10

AUDIENCE:

Nope.

11

MATT DAVIS:

It was the subleasing family's

12

dime.

13

loan, they paid 82 grand, because after 27 and a half

14

years, that's nearly a $3,000 deduction per year on

15

their taxes now.

16

$9,000 deduction for them.

17

back payments, penalties and repairs, that I paid for

18

them out of the other numbers, and they're just shy of

19

31 grand for the divorcing couple as well.

20

modified subject to sandwich lease option with a

21

simultaneous close.

22

When they bought it three years later on a VA

Over three years, that's nearly a
Plus the 5,703.43 were the

Here's the good news, they reconciled and

23

stayed married.

24

be your very first transaction?

25

On a

How many agree that is not going to
Is that correct?

(Laughter.)
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1

MATT DAVIS:

Technically, I sold something

2

that I didn't own in the first place, I just

3

controlled it in the contract.

4

is a whole new world, but we do want to take the time

5

to be sure.

6

lease option.

7

option.

8
9

The subject to world

This is the second way of doing this
There are many ways to do a lease

There's more learning, but not this weekend.
We're going to start -- (inaudible).

Okay?

As we begin to wrap up our weekend, there are several

10

things that I think are very important we do as we

11

begin to just scrape away a lot of the details,

12

because I'm well aware you're not going to be doing

13

lease options and sandwich things and whatever, on

14

your first deal, all right?

15

So your first deal, if I may repeat, is to

16

kind of make this more simple as we begin to wrap up,

17

is going to be either assignment or a wholesale deal.

18

Do we understand the difference by now?

19

AUDIENCE:

20

MATT DAVIS:

Do we?

Yes.
We've got to find the profit.

21

Everyone think that you can tell me one way that I

22

taught you how on how to find profits.

23

AUDIENCE:

24

MATT DAVIS:

25

AUDIENCE:
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1

MATT DAVIS:

2

AUDIENCE:

3

MATT DAVIS:

4

AUDIENCE:

5

MATT DAVIS:

Craig's List.

What else?

(Inaudible).
Software.

What else?

(Inaudible).
Remember how we did the number of

6

days on market and we identified core area that are

7

faster than average.

8

cross-referenced the databases and now we found the

9

properties that were in the right neighborhoods.

We identified 50 properties, we

10

remembers that?

Let me see your hands.

11

taught you how to find profits.

12

credit.

Where I
Give me some

Did I?

13

AUDIENCE:

14

MATT DAVIS:

15

Did I?

Who

Yes.
Did I teach you how to run the

numbers on the MAO equation 11 times?

16

AUDIENCE:

17

MATT DAVIS:

18

you find the owner?

19

tracer.

Good.

Yes.
Yes, I did.

Number three, how do

(Inaudible).

Tax roll.

Skip

What else?

20

AUDIENCE:

21

MATT DAVIS:

(Inaudible).
Bird dog.

That's actually,

22

you've got to teach them how to do it, but I want to

23

make sure you guys know how to do it.

24

neighbors.

25

courthouse.

Ask the

The land registry at the county
Lots of ways to find the owner.
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1

is another one.

2

well?

All right.

3

AUDIENCE:

4

MATT DAVIS:

But did I teach that as

Yes.
What was the fourth step?

Once

5

you find out who the owner is, you negotiate the

6

contract.

Did I tell you to be direct; yes or no?

7

AUDIENCE:

8

MATT DAVIS:

9

Did I tell you to mention the

condition of the house?

10

AUDIENCE:

11

MATT DAVIS:

12

Yes.

Yes.
Did I tell you to ask about the

mortgage?

13

AUDIENCE:

14

MATT DAVIS:

Yes.
Do they have a mortgage or not.

15

If they don't have a mortgage, they own it free and

16

clear, obviously that's a different level of

17

motivation.

18

motivated than if it's a vacant property?

If you have a mortgage, you're more

19

AUDIENCE:

20

MATT DAVIS:

Yes.
Pay the mortgage payer when it's

21

vacant, ask them more if they're the seller.

22

right.

23

conversation open-ended.

24

your buyer's list, yes or no?

25

All

Summarize the data and always leave the

AUDIENCE:
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1

MATT DAVIS:

Where do we have to go to build

2

the buyer's list?

3

effective way is what?

4

AUDIENCE:

5

MATT DAVIS:

Where are they, the first and most

Foreclosure auctions.
Foreclosure auctions.

6

where the cash buyers are hanging out.

7

they always want real estate.

8
9

This is

They are --

All right.

Second way, detect your REA or REI, these are
local players, investors, okay, who -- (inaudible).

10

Your net worth is determined by your net worth.

11

and begin to expand your net worth on a loan basis.

12

Go

(Inaudible) -- she went out of town, all

13

right?

Looking for real estate.

Real estate --

14

(inaudible).

15

and you see a for sale sign on a property that's under

16

construction.

17

property.

Or maybe you're driving down the road

Tell me what's happening with that

18

AUDIENCE:

19

MATT DAVIS:

Right.
Somebody is flipping that house.

20

A for sale sign in the front yard, if it's under

21

construction and being rehabbed.

22

Get out the phone book, get out of your car and go ask

23

questions with the investor and add them to your

24

buyer's list.

25

right?

That's an investor.

Perfect for a wholesale deal.
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1
2

Once you have a property under contract,
what's your new last name?

3

AUDIENCE:

4

MATT DAVIS:

5

And/or assigns.
And/or assigns.

Is that an

important part about the contract?

6

AUDIENCE:

7

MATT DAVIS:

Yes.
It allows us to assign it to our

8

investor, I'm going to assign it to the offeror of the

9

property.

If it's not an assignable contract, we

10

can't equate this strategy to a wholesale deal, buy

11

it, sell it, pay some transactional funds, we'll fund

12

the deal 100 percent and get the fee added to your

13

bottom line profit.

14

the deal as it's happening today.

15

AUDIENCE:

If you will build those fees in
Question?

I have a question.

On the

16

wholesale deal with the assigns, do you prefer --

17

(inaudible) -- an attorney or title company?

18

MATT DAVIS:

Her question is would I prefer to

19

use a title company or attorney?

20

attorney, all right?

21

I've found, and agents, help me out on this.

22

right, what I've found sometimes companies, they've

23

hired somebody to pay them $10 an hour, and if it's

24

outside the way they're used to doing it, they tell

25

you you can't do an assignment fee.
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1
2

how to do it.

All right?

If you find a title company, make sure they

3

are an investor-friendly title company.

4

you find title companies?

5

to find 50 of them locally.

6

the title company, for a title company to legally be

7

in business, they have to have a legal state attorney

8

licensed and registered.

9

man and go straight to the attorney is what I do.

10
11

That's my preference.

And how do

Go Google it, you're going
If you go and look behind

So I just cut out the middle

But it's up to you.

(Inaudible) -- built into the deal.

Once you

12

feel comfortable enough with wholesale, and you've

13

done the first deal, start to finish, you watched it.

14

You may consider doing it twice.

15

All right?

I really recommend you take the chance and do

16

a flip, because I'll tell you what, it's obviously

17

a -- (inaudible) -- activity, all right?

18

want to do is have you go through your notes, and I'm

19

just going to give you maybe two minutes to do this

20

little piece, because it's not going to take long.

21

want you to go through your notes and select two,

22

potentially three real estate strategies that

23

resonated most with you.

24

want to do.

25

But what I

I

The ones you feel like you

All right?

Could be wholesale and flip, maybe some of you
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1

are doing joint ventures and you may want to turn them

2

into a lease option.

3

do.

4

ahead and write down on a separate piece of paper at

5

least two real estate profits or strategies that you

6

like.

7

Maybe that's what you want to

But take a moment, two minutes or so, and go

We're going to leave the mindset stuff out for

8

now.

We'll follow up with the mindset stuff next.

9

Just real estate topics.

Some of you that want to go

10

start -- (inaudible) -- or NPO.

How many of you agree

11

you should take that information and now analyze your

12

own bank where you're housing your own money?

13

you agree?

14

bank is doing with our money.

15

decent amount of equity, perhaps you want to flip to

16

yourself, refinance it at the out, and now have better

17

placement of that capital.

Would

We should be more forward about what our
Nobody is sitting on a

That's moving up.

18

(Brief pause while reviewing notes.)

19

MATT DAVIS:

Really write these two or three

20

strategies that you will utilize most on a separate

21

piece of paper, because -- (inaudible).

22

(Brief pause while reviewing notes.)

23

MATT DAVIS:

If you're done with that, go to

24

the second part, which would now going back through

25

your notes again, select at least two life lessons
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1

that we discussed.

We gave you several quotes, things

2

to think about, a Will Smith quote, General Patton's

3

quote, several things that I gave you as well --

4

(inaudible) -- quote, lots of life lessons this

5

weekend.

Write that.

6

(Brief pause while reviewing notes.)

7

MATT DAVIS:

Grandpa's advice.

All right, who

8

wouldn't mind sharing your favorite let's say life

9

lesson?

And you guys, I hope that you have a few

10

other things other than just real estate topics this

11

weekend.

12

and kind of analyzing where you are emotionally and

13

how you do things.

14

Cheese book, and this wasn't just real estate.

15

you see that.

16
17

More the stuff about looking in the mirror

I had to read a book, the Move My
I hope

Who wouldn't mind sharing their favorite life
lessons with us?

Shelby?

18

AUDIENCE:

19

MATT DAVIS:

(Inaudible).
Good.

It's not what you know,

20

it's what you don't know.

21

holds us back most, all right?

22

AUDIENCE:

23

MATT DAVIS:

Good.

That's normally what
Good thinking.

Russ?

Danger is real, fear is a choice.

24

choice.

25

want to live stop us.

Good.

Danger is real, fear is a

We can't let that fear of living the way we
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1

face that fear.

2

Yes?

3

AUDIENCE:

4

I agree with you.

Perfect practice makes perfect

results.

5

MATT DAVIS:

Good.

We want to do it right the

6

first time, and then we can duplicate it in an

7

efficient process, right?

8

AUDIENCE:

9

Good.

Yes?

So being careful of analysis

paralysis.

10

MATT DAVIS:

Yeah.

Analysis paralysis is a

11

real thing, isn't it?

12

(inaudible) -- in real estate transactions, but kind

13

of hold us right where we're at.

14
15

AUDIENCE:

And it can certainly --

Yeah?

It's simple, but, you know, invest

in yourself.

16

MATT DAVIS:

Invest in yourself.

Interesting

17

that we tend not to do that, right?

18

to kind of avoid situations like we put ourselves in

19

this weekend, again, when we're here, though, this is

20

when we're beginning to own it.

We can go a little

21

further on that -- (inaudible).

Thank you.

22

right.

Anybody else?

23

AUDIENCE:

24

MATT DAVIS:

25

All right.

And we also tend

All

Yes?

Don't lose money.
Don't lose money.

Very good.

Yes?
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1
2
3

AUDIENCE:

When you change the way you look at

things, the things you look change.
MATT DAVIS:

Very good.

You can really use

4

that in relationships as well.

5

that's pretty expansive advice, okay?

6

AUDIENCE:

7

way -- (inaudible).

8

MATT DAVIS:

9
10

I mean, there's --

(Inaudible) -- you will find a

I agree with you.

It's important

enough to you, then you will find a way.

If not, what

do we find?

11

AUDIENCE:

12

MATT DAVIS:

Excuses.
Excuses.

Yeah.

We really have

13

to get good knowing our excuses, right?

14

even in this room still, you know, find excuses, or

15

especially when we're in an uncomfortable situation,

16

all right?

17

investment this weekend, we may find reasons why we

18

can't -- (inaudible) -- or I'm too busy right now, or

19

a whole -- again, I've got too many irons in the fire,

20

I'll do it next week, I'll do it next week.

21

And some,

Sometimes when we're considering even this

You guys, we always have the right answers

22

when we're asking the questions, but it's interesting

23

how we really believe that our story is special.

24

don't know me, man, I will do it later.

25

will, I hope that you do, if you're putting it off at
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1

this point.

2

right?

3

But there's no time like today.

All

And I'm reading a book right now, it's called

4

Poke the Box.

5

Box.

6

that is G O D I N.

7

little bit different approach to the idea of getting

8

outside the box.

9

Because often times getting outside the box is a

10

little too scary, so we took a less intimidating

11

approach, with the same idea, don't get outside the

12

box, he says just what?

13

bit.

14

As in poke you in the ribs, Poke the

It was written by Seth, that is S E T H, Godin,
Seth Godin.

This author took a

We all know what that means.

Just poke the box a little

We saw it a little bit grim, and you might be

15

surprised, just by shifting things slightly, how

16

things really do change on a big scale.

17

poking the box by being here this weekend?

18

you think?

19

AUDIENCE:

20

MATT DAVIS:

21

AUDIENCE:

22

MATT DAVIS:

23

AUDIENCE:

24

MATT DAVIS:

25

What do

Yes.
Are doors opening?
Yes.
Yes or no?
Yes.
Okay.

I've got this for you,

though, the doors were always there.
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1

here this weekend, a straight lease option already

2

existed, didn't it?

3

because you didn't see it yet.

4

And that's, again, about what's best for us.

But it didn't exist for you,
And now you see it.

5

I'll say it again, when you are done with our

6

trainings and you've got this whole real estate thing

7

down and you're out and about and you're doing well, I

8

really do hope that you'll dedicate resources and

9

invest in yourself again and go out and take somebody

10

else's courses, all right?

11

I find it interesting when you start comparing

12

our prices to other company's pricing.

13

you think our stuff is expensive, go try Tony Robbins'

14

course.

15

how much his prime mentorship is for a week?

16

$100,000.

It's far more expensive.

17

AUDIENCE:

18

MATT DAVIS:

For example,

Do you guys know
It's

For one week?
For one week.

All right?

And

19

there's a waiting list right now.

20

most successful athletes and entrepreneurs on that

21

list, in the world.

22

they don't see.

23

think you see everything.

24

We all have paradigms.

25

pointed out.

Why?

With some of the

Because he points out what

We all -- you are delusional if you
We don't see everything.

We don't see it until they're

All right?
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1

So CEOs go attend a week with Tony Robbins and

2

they emerge going back home, whatever their industry

3

is, doubling and tripling profits, all right, because

4

they continue to invest into what they don't see and

5

continue to dedicate their resources to making them

6

better.

All right?

7

So I read this little book, and what it is for

8

me is, it kind of encouraged me to have a little bit

9

of faith.

And by the way, it really does take zero

10

courage to shoot something down and say it's not going

11

to work.

12

actually believe something is possible and it's

13

wonderful.

14

more faith and a lot more guts to believe that

15

something right can happen.

16

That's easy.

It takes a lot more guts to

Would you agree with that as well?

A lot

And I find it interesting that as you guys

17

will -- show hands right now -- there's a new

18

technology out called text messaging.

19

(Laughter.)

20

MATT DAVIS:

After every one of your

21

consultations, I have received an update on my phone

22

telling me what's going on.

23

Okay?

24

things that are being said to the associates, all

25

right?

With every one of you.

And I'm not just talking about some of the

I just also find it interesting that if you
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1

find enough reasons why you don't want to do

2

something, then you're not going to do it, all right?

3

If you want a bunch of reasons why you should run away

4

from this company, I can probably give you a few more

5

if you like.

6

money in life?

Is that going to help you make more
Yes or no?

7

AUDIENCE:

8

MATT DAVIS:

9

No.
In other words, let me go back.

When I began, you guys, eight and a half years ago,

10

this company didn't have what it has today.

11

have a summit that I could go to, like you guys have;

12

I didn't have transactional funding, like you guys now

13

have; we didn't have software.

14

this stuff.

15

All right?

16

I didn't

We didn't have any of

We just had a mental list, that's it.

So as this company has taken on new ventures

17

and added new components, do you think that as they've

18

grown they've experienced growing pains along the way?

19

What do you think?

20

AUDIENCE:

21

MATT DAVIS:

Yes.
So those of you expecting a

22

perfect company, and you may have found that somebody

23

is complaining on the Internet about a company or this

24

or that, guess what?

25

those people.

We've grown up with every one of

Try to see what went wrong.
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1

growing is very important to us.

2

what you're going to rely on to actually stay with our

3

company, I think you really, really missed the big

4

picture.

5

Because if that's

But how many of you are like that?

They say

6

something minuscule and they're missing out on the big

7

picture.

8
9

How many of you think like that?

Do you?

So if you want more reasons to run for the
hills, let me give you a few more.

I'll give you one.

10

When I attended the very first summit this company

11

ever did, this was years ago, they only had two

12

booking agents at the time, Ricky and Martin.

13

right?

14

thing it would be to fly people in from all over the

15

country and host a three-day event that we've never

16

done before.

17

work out, as you can imagine.

18
19

All

And you all can think about what a difficult

Had some growing pains and some kinks to

So I had my reservation, it was at the Hard
Rock Hotel.

I went to get checked in, guess what?

20

AUDIENCE:

21

MATT DAVIS:

No reservation.
They couldn't find my

22

reservation.

I will never forget, two check-in stands

23

a ways down from me, a young couple, they had a kid,

24

so I could tell they were there for the summit.

25

they couldn't find their reservation either.
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never forget this young man turned to his wife and he

2

said, "see, I told you this was a ripoff."

3

forget it.

4

one of the booking agents.

5

and I asked them their name, I'm here for a conference

6

as well, within five minutes both parties were inside

7

our hotel rooms.

8
9

I'll never

I picked up my cell phone, called Ricky,
I said, hey, this is Matt,

All right?

So I thought about that over the years.

By

the way, that's never happened since, because they're

10

putting quality controls in place.

11

that people are missing out on the bigger picture, I

12

think you missed it, if that's what you're trying to

13

do.

14
15

So something small

Okay, so ultimately, people make up companies.
People are not what?

16

AUDIENCE:

17

MATT DAVIS:

Are you perfect?

Am I perfect?

No.
You guys are answered that way

18

too fast.

19

this is a good company, and I'm proud to actually have

20

presented to you our curriculum.

21

curriculum, all right?

22

I did these things, because I want you guys to have as

23

real of an experience this weekend as I can think of,

24

all right?

25

No, I'm not perfect, nobody is perfect, but

This was actually my

And I developed these puzzles,

So I hope you've enjoyed this information.

AUDIENCE:
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1

MATT DAVIS:

Thank you.

But I also know that

2

as you procrastinate, this or that, at this point, I

3

would have hoped that some of you that are kind of on

4

the fence would have joined us, because I really would

5

love to have you with us.

6

I know what we can do in six to eight months.

7

many of you already feel that you have a pretty

8

significant shift in only three days with us?

9

see the hands?

10

Not for any reason because

Six months is life changes.

How

Can I

It really does.

11

You begin to read these books, you begin to go to our

12

conferences, you begin to surround yourself with

13

people that are doing deals that never looked back.

14

Real estate is just a wonderful, wonderful business to

15

be in.

16

Those of you that have seen some of my

17

consultants, I can see you guys coming my way.

18

you're trying to sell me something.

19

think this company is trying to sell you something?

20

Yes or no?

21

AUDIENCE:

22

MATT DAVIS:

I know

Folks, do you

Yes.
Yeah.

They've brought you here

23

to give you training that you paid for and fulfill our

24

promises and expectations, and yes, they have a

25

further opportunity waiting to further do business
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1

with the company.

2

AUDIENCE:

3

MATT DAVIS:

Isn't that business?
Yes.
And if you choose to purchase

4

their advanced training, is that going to make the

5

company a profit on that purchase?

6

AUDIENCE:

7

MATT DAVIS:

8

on that purchase?

9

AUDIENCE:

10

MATT DAVIS:

Yes.
Do they deserve to make a profit

Yes.
If there is no profits, there is

11

no company.

12

the feathers dropped, because there's something here

13

that we offer that is for sale.

14
15

We've got this foundation, if you can get

That's business.

When you have rentals, are you going to let
people live where you own for free?

16

AUDIENCE:

17

MATT DAVIS:

18

AUDIENCE:

19

MATT DAVIS:

20

(Laughter.)

21

MATT DAVIS:

No.
Are you going to charge them?
Yes.
(Inaudible).

That's predicted.

(Inaudible).

22

All right.

So ultimately, I'm really excited, really

23

most happy to this point.

24

training.

25

you're not able to do advanced training right now, I

I hope you've enjoyed the

The opportunity to do your first deal, if
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1

wish you the absolute best.

2

goodbye.

3

you to poke the box a little bit, because you really

4

have no idea what could happen until you try.

5

We never really say

And we'll say best to you, but I encourage

And I'm sharing this with you because this is

6

what this little book did for me.

7

this real quick.

8

growing up.

9

is what I'm talking about.

I want to go over

My mother made us do state choir

We didn't have a choice.

Acapella choir

Now, these days the

10

artists are accepted a little differently than back in

11

the day, but when I went from choir practice to

12

football practice, I used to be made fun of a lot.

13

You learn a few things about safety.

14

Fast forward to making movies, learning about

15

them, in the music business as well, and we started to

16

make some music of our own, and there are several

17

programs that you can buy these days that help you do

18

that.

19

Poke the Box, and I decided to poke the box.

20

about three years ago, I flew from Salt Lake City down

21

to LAX, I got in a cab and I went over to The Forum,

22

where the Lakers used to play.

23

six hours, literally, and I tried out to be on the TV

24

show The Voice.

25

How many of you watch that show?

Okay, but I never got that crazy little book
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1

Did you guys see me?

2

ago.

Did you see me on there?

3

because I got cut.

4

(Laughter.)

5

MATT DAVIS:

It was about two seasons
You wouldn't have,

That's why you didn't see me.

And a lot of times, and even I've

6

seen, when you want to poke the box, often times the

7

intention or the idea that you had in mind doesn't

8

always come true, but something far better does.

I

9

really believe that's how the universe delivers.

If

10

you're willing to try, all right?

11

So this is the full stage and the whole chairs

12

are turned backwards, I mean, you're in there, you're

13

in one room with 25 people, just in the back of a

14

square room and one producer in the front in kind of

15

this big high chair.

16

background strap or an instrument, they just hit you

17

up, acapella, and they say, okay, your turn, sing.

18

(Laughter.)

19

MATT DAVIS:

And they don't let you play a

And I remember what I sang, I

20

sang John Cougar Mellencamp, Hurt So Good.

Do you

21

guys know that song?

With a

22

drum beat and a guitar going, that's a good song, but

23

acapella, it's not so cool, all right?

24

away.

25

guys, okay, but I'm singing away.

That's a great song.

So I'm singing

And there's a reason I'm sharing this with you
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1

groove and thinking I'm doing pretty well, right?

2

in the middle of the chorus, I've been talking for

3

three days, no way today, but right in the middle of

4

the chorus, this guy would not even let me finish.

5

mean, he was just on his little high chair up there

6

and he goes -- loud, he goes, "okay, next."

7

(Laughter.)

8

MATT DAVIS:

9

happened.

I'm

I

I was like, well, that just

So you get down, and everyone else gets

10

done, they stand you up, there's a door on that side,

11

a door on that side.

12

has a chance to try to encourage his audience a little

13

bit.

14

like --

He was rude.

15

(Laughter.)

16

MATT DAVIS:

I really think a guy like that

He goes, hey, leave.

I was

So on my way out, and I was

17

almost out the door, and he was already outside of my

18

peripheral vision, but a little side table next to

19

him, a little round table had some things on it.

20

got up out of his chair or off his chair and grabbed a

21

green card, came up behind me, slipped it into my hand

22

and said, "you passed, come back tomorrow."

23

pretty excited.

24

right?

25

I was

I passed my first audition, all

So I came back the next day and passed.
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1

came back the third day and passed.

2

is when they cut me.

3

On the fourth day

Now, a lot of people were flying back to where

4

they were from and thought that they had failed.

5

guys, did I fail?

6

AUDIENCE:

7

MATT DAVIS:

You

No.
I had a ball.

And it was just so

8

different than anything I had ever done before.

9

right?

All

So you go back home and, you know, you say

10

whatever, that was interesting.

11

I would receive a phone call about two and a half

12

weeks later from a junior recording label out of LA,

13

they said they don't want to have me on the show but

14

they were interesting in maybe fostering your sound

15

and working with you a little bit and we can do a few

16

more test runs in a local studio and they'll submit

17

the tracks and if you do well enough, we still might

18

be interested in doing an album with you.

19

away.

20

AUDIENCE:

21

MATT DAVIS:

But little did I know

I was blown

Wow.
So we did a few test runs.

Now,

22

here's the real reason for the call.

23

we did record your third and fourth audition, and

24

another reason why we're calling is we want to know

25

who wrote the song you sang for the fourth audition.
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1

Now, rewind the clock.

2

something that I wrote is the day that they cut me.

3

Because I wrote that song.

4

it's not that good, because that's when they cut me,

5

right?

6

interested in the rights to that song.

7

short, we did a few test runs and they submitted the

8

tracks, and they sent me a recording contract.

9

guys think I've read a few contracts in my life?

10

The moment that I tried

So you think, well, maybe

So you fly back home and now they're calling
So long story

Do you
I

counted off the -- (inaudible).

11

(Laughter.)

12

MATT DAVIS:

Because they wanted the rights to

13

the songs that I wrote, and I wasn't okay with that.

14

So my counteroffer was, look, I'll put up half the

15

cash for the production value if you're willing to let

16

me keep the rights, and they agreed.

17

Octobers ago, my album came out on iTunes, and it

18

wasn't even cool enough to sell for eight or nine

19

dollars, it was like a buck 50 for the whole album,

20

okay?

21

I didn't do it to try to actually make a ton of money

22

off an album.

23

isn't that why we're here, to experience new things

24

and try new things?

25

But do you think I cared?

So like two

I didn't care.

I did it because why?

Why?

It was fun.

And

But I really believe that people get so afraid
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1

the older they get of doing new things, but I get it,

2

life knocks you down, ouch, that hurts, and that does,

3

too, and we tend to kind of just stay in this little

4

box.

5

little bit, all right?

And this book encouraged me to go poke the box a

6

So I wasn't that it made me a ton of money,

7

but here's the best and absolute best part.

8

before my son moved away, I made my kids take some

9

musical instrument.

He's a guitarist.

You see,

My son is the

10

lead guitarist on the entire album.

11

to do that together as a father and son, before he

12

left home.

13

college, he moved to Santiago, Chile is where he

14

moved.

15

came back about six months ago.

16

dearly.

17

And we were able

And he didn't just leave home to go to

He moved there about three years or so, he
And so I missed him

But we have this little album that we made

18

together and it was really special.

19

I hadn't tried to poke the box a little bit and tried

20

something different.

21

So impossible if

So you guys, it's your own threshold of doing

22

something different in your life.

23

to get frustrated.

24

going to make sense.

25

steps, because if you follow the system, you get a
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1

very predictable result.

2

Yes?

3

AUDIENCE:

4

MATT DAVIS:
Okay, pal.

Yes.
No attitude.

5

grand.

6

help unless you what?

7

AUDIENCE:

8

MATT DAVIS:

9

Are you willing to do that?

I just made 41

You guys, come on, you don't get

Ask.
Ask.

We don't know that we have

designed these trainings so that you can come and face

10

to face and do it together.

11

money where our mouth is, we're going to get out there

12

with you face to face, let's go do it together.

13

hope that you see the depth that it requires to be

14

able to do that with students like yourselves.

15

have that depth.

16

We're going to put our

I

We do

And I appreciate your trust, obviously your

17

business, but I also appreciate -- I've had a fun

18

weekend with you guys this weekend, okay?

19

have.

20
21

I really

So, you guys want -- (inaudible) -- real
quick?

22

AUDIENCE:

23

MATT DAVIS:

24

(Laughter.)

25

MATT DAVIS:
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1

because the last -- (inaudible) -- on my name was

2

called riot.

3

know who Chuck Liddell is?

4

got a picture of Chuck Liddell choking me, and that's

5

cool.

6

the -- (inaudible) -- actually, that was when

7

Universal bought the rights to the U.S. Canadian

8

rights and they bought the song and the closing

9

credits where they had me write a song and my son is

10

the lead guitarist on that song and it's really cool

11

because I poked the box.

12

It was called -- (inaudible) -- do you
Yes?

Chuck Liddell.

I don't care what you say, that's cool.

I've

But

I did something different.

And to try something different, be patient

13

with yourselves, it's not going to happen overnight.

14

You guys get frustrated and this is what I want to end

15

on.

16

just to look tough, but to stay focused, power

17

involved, but that as you teach a young student or an

18

adult student how to break boards and bricks, it is

19

not the obstacle that you remain focused on, it's

20

beyond the obstacle.

21

In martial arts, we break boards and bricks, not

So if I may say, you have some boards and

22

bricks ahead of you, you have to focus through them.

23

All right?

24

why I had you do that seven-layer deep work sheet the

25

first time we met, that seven-layer reason is your

What's going to drive you is the reason
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1

anchor.

2

what's going to hold you up and now push you through

3

those frustrating days.

4

That is your why.

All right?

And that's

For me, it was going through bankruptcy, and

5

having to overcome the fear to coming back to real

6

estate.

7

bankruptcy, but that seven-layer reason is it, okay?

8

And I've never, ever forgotten about my son being the

9

reason, and I told you guys, I wanted to share this

10

with you, I already shared a few of these, but if I

11

had an absolute greatest joy of my life was having a

12

front-row seat to their lives.

13

every phase that they went through, and my son's hair

14

got so long for a while, we didn't even know whether

15

he was male or female.

It was the most difficult to go through

16

(Laughter.)

17

MATT DAVIS:

Whatever.

And you go through

All of those phases

18

were fabulous, all right?

19

didn't just get stuck at the office, because I had to

20

pay the bills only, all right?

21

homecoming dress was fabulous last night.

22

you can see how beautiful she is.

23

AUDIENCE:

24

MATT DAVIS:

25

tickled to death.
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1

Puerto Rico in a few days and I will be excited to see

2

her.

3

more money than her older brother does.

4

watch kids outdo themselves.

5

I showed you the Jeep.

6

Range Rover when she turned 16.

7

maker as well as a ballroom dancer and she makes a lot

8

of money.

9

money and be self-reliant, they're not subject to go

10

They go back and forth as they wish.

She makes

It's funny to

My son bought the Jeep,

She had to outdo him with the
She's a social media

But I think you teach kids how to make

get a job.

11

Somebody somewhere along the way told you to

12

grow up and go get a job.

13

we tend to let go of any singular dreams that we had

14

all along.

15

that flame that's always been there, and maybe we'll

16

build something that we never did before.

17

exciting business.

18

And I think at that moment,

And I really hope that we can re-ignite

This is an

All right?

At this time, you're going to have a chance to

19

rate how your experience was with the company this

20

weekend.

21

your instructor and also your consultant, you can rate

22

them, as well as your general overall experience this

23

weekend, all right?

24

this, please take one of these and pass it down the

25

way.

You will be able to rate my experience as
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1

Even though some you did not win here in

2

Dallas, we're just going to see the Dallas responses

3

because obviously that's where training is happening.

4

We're going to fill this out and we're going to pass

5

it right back to the center aisle so we can wrap this

6

piece out.

7

In about two or three minutes I will then hand

8

the mic' over to Chad, and Chad will then go ahead and

9

take over from here.

10

We'll break the audience up into

two groups and begin to wrap up.

11

(Brief pause.)

12

MATT DAVIS:

Okay?

Those who are done with that,

13

please pass it back to the center aisle.

14

Please, as well, keep an ear open to what I'm saying.

15

In the Olympic Training Center, something they had us

16

do every night is something I'm going to pass on to

17

you right now.

18

estate.

19

(Inaudible).

It works obviously as well for real

Every night, they made us write in a

20

performance journal, and we were only allowed five

21

minutes to take an inventory of how we felt with the

22

forum that day.

23

event, all right?

24

really do hope that you'll take the time and do this

25

on your way home today, write this down, go buy a
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1

performance journal.

2

All right?

Now, as I say that, don't take it too literal.

3

I see you now saying, Matt, I see journals, but I

4

don't see one that says performance journal, and it

5

doesn't say performance journal, okay?

6

journal.

7

end every day, you about I am going to require five

8

minutes every night before you go to bed.

9

minutes every night before you go to bed, you are

10

It's just a

I'm not asking you to journal for hours on

Five

required to take an inventory of three topics.

11

Okay, I notice some of you are ready to get

12

out of here, your answers can go.

13

you can go.

14

that you would stick around for, write down and take

15

seriously.

16

If you want to go,

But this is part of what I would hope

Three things.

Number one, add up how much

17

time that day you spent dedicated toward real estate

18

investing.

19

screaming if you have young kids and they still need

20

to go to soccer practice, or whatever you had going on

21

in life.

22

have to be disciplined and carve out time, so this is

23

a nightly inventory of this.

24
25

I promise you the kid is still going to be

Life is always going to be happening.

You

Eyes up here, this will make better sense on
the second two topics.
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1

time you spent that day, I now want you to separate

2

this time into two different topics.

3

time, and one was effective execution.

4

What was wasted time?

One was wasted

For example, there's a

5

lot of times where brand new students, because they're

6

afraid of just getting out there, they start doing

7

things that they feel that they're busy, but they're

8

not making money.

9

looking for real estate today.

All right?

I drove around town
Okay, did you know the

10

average days on market throughout those neighborhoods

11

that you were driving?

12

time.

No.

Then you were wasting

13

Matt, I drove around and I actually drove the

14

four hottest neighborhoods in all of Dallas because I

15

know they're moving faster than average days on market

16

and I looked at four properties while I was in those

17

neighborhoods.

18

That's effective execution.

Matt, I don't want to go to the auction yet

19

because I've got to have a logo on my T-shirt.

20

designing my logo.

21

don't.

22

going to screw it up when you go and talk to the first

23

investor.

24

see what comes out.

25

they're afraid of looking stupid.

I want to brand myself.

Get your butt to the auction.

Who cares?
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1

success is just showing up, you guys.

2

show up, you will find every reason why you can't --

3

(inaudible).

4

yet.

5

who buys for you, that's effective execution, okay?

6

Just go.

Who cares.

If you don't

Don't worry about your logo

If you go and meet that cash buyer

So the three topics are how much time did you

7

spend that day, what was wasted, what was effective

8

execution.

9

time and you begin to self police and just dedicate

10

your time towards those things that are helping you

11

make money -- (inaudible).

12

execution.

13

So you begin to nudge out what's wasting

That's effective

Okay?

Now, I'm not going to be there to make -- I'm

14

not going to let you guys waste while you're here in

15

my room, because I can give you puzzles and I can give

16

you assignments and this and that, and try to keep you

17

going, all right?

18

worried about you Wednesday and Thursday of next week.

19

Because you're going to go home and catch up with your

20

lives and whatever you've had on hold for a while, and

21

then it's on you to really begin to carve out time to

22

be a real estate investor.

23

that you've been given before you leave here today,

24

that's all you have to do.

25

start training.
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ready.

2

Just do that.

All right?

So am I going to be there every night to

3

remind you of this?

Yes or no?

Yes, I am.

Everyone

4

pull out your phones and I am going to have you go to

5

your calendar and you are going to set up an

6

appointment and it's going to start tonight.

7

also going to hit the repeat bar of that appointment

8

and it's going to repeat every single day at the same

9

time every day.

You're

You're going to set up online, it's

10

going to oddly go off, and that is me saying, you need

11

to take an inventory of your day.

12

there every night reminding you, do your daily

13

inventory.

14
15

So yes, I will be

As I say, if you do something for at least 21
days straight, it will then become your what?

16

AUDIENCE:

17

MATT DAVIS:

Habit.
Habit.

And I believe that.

Such

18

a small commitment of time when you look at the grand

19

scheme of things to create something that is yours

20

forever.

21
22
23

Your habits begin to shape your entire life.
AUDIENCE:

And what is the message now --

(inaudible).
MATT DAVIS:

Just call it a personal

24

inventory, or a real estate inventory, or performance

25

inventory.

Set it up at 9:30, 10:00, whenever you go
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1

to bed, hit the repeat mechanism so it actually

2

repeats every day.

3

alarm that goes off every time you miss an appointment

4

or the time comes up.

5

accountable.

6

Remind yourself with an audible

Hit save, and hold yourself

You all done with that?

Once you write it

7

down, this is a memorialized tradition, because I've

8

always quoted people at the end of every one of my

9

conferences.

It's something I enjoyed when I read it,

10

I didn't like this right away.

This is something you

11

can find on the web.

12

screen, I don't want you to write it down, just

13

listen.

14

the mic' over to Chad.

I'm not going to put it on the

I just want you to listen and then I'll turn

15

All right, it's called Builders and Wreckers.

16

I watched them tearing a building down, a gang of men

17

in a busy town; with a ho-heave-ho and a lusty yell,

18

they swung a beam and a sidewall fell; I asked the

19

foreman, are these men skilled, as the men you'd hire

20

if you had to to build; and he laughed and replied,

21

no, indeed, common labor is all I need; I can easily

22

wreck in a day or two, what builders have taken years

23

to do; I asked myself as I went away, which of these

24

roles have I tried to play; am I a builder who works

25

with care, measuring life by the rule and square; or
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1

am I a wrecker who walks the town, content with the

2

labor of tearing down?

3

Builders and wreckers.

Who liked that,

4

people, like I do?

As we part ways, you guys, I hope

5

we can all enter into our sense of being builders,

6

because I really think there's way too many wreckers

7

out there, and sometimes you might get it out of a bad

8

mood or bad habit or something that's not serving us,

9

it's not serving others.

That's due diligence.

I

10

really believe as a builder you can take it home and

11

make it far better than it was, which improves

12

neighborhoods, makes neighborhoods safer for kids.

13

I cannot think of a better business to be in

14

when you take something that's a mess, you make

15

$50,000 profit by making it look possible, and now

16

housing a parent that wants to raise their kids there.

17

That's very rewarding.

18

somebody that's in preforeclosure and worried about

19

losing their house, because they're in financial

20

distress, taking them and helping them getting

21

improved credit, putting them back on their feet and

22

helping them get back in a home ownership position.

23

That's a builder.

24

many wreckers out there.

25

It is being a builder to take

All right.

There's already way too

So let's not be one of them.

All right, you guys, I am going to say that I
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1

have had a lot of fun being your instructor this

2

weekend.

3

ever, ever spoken to.

4

you've been bored, I think you've been very resolute

5

and serious about being here.

6

You are one of the quietest audiences I have
And I don't think it's because

So I'm not going to say good luck, because

7

this has nothing to do with luck, this is -- this is a

8

decision, based on a business evaluation.

9

I will say God bless you to every one of you.

10

(Applause.)

11

CHAD:

12

(Applause.)

13

CHAD:

14

three days.

All right?

Give Matt another hand, if you would.

Great job.

That's a lot of talking for

Would you agree?

15

AUDIENCE:

16

CHAD:

Yes.

I can see some of that, the looks,

17

because a lot of information overload, a little bit

18

too much content.

19

Give Matt one more hand, if you would.

20

(Applause.)

21

CHAD:

So I won't go too much further yet.

The last thing I want to do, those of

22

you -- actually, you might know a little bit of this,

23

but those of you who are moving forward with the

24

advanced training, I want you to stay here, you're

25

going to spend a couple of minutes with me.
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1

walk you through what you're leaving with, what you

2

can expect in the next couple of days, schedule some

3

things that are coming up as well.

4

Those of you that are not moving forward with

5

training at this point, I still want you to spend a

6

few minutes with Anders.

7

hallway.

8

getting the funding information, so the answer is

9

yes -- (inaudible).

10
11

He's going to be just in the

A couple of you asked if you're still

So Anders has that for you, a

couple of other sheets to go over as well.
I know there are a couple of you that might be

12

in a certain category, maybe still in the middle.

13

any of you are still finishing paperwork or finalizing

14

things or going over questions, I would say probably

15

stay in here and join that third group.

16

you that have already moved forward, just stay put.

17

Those of you that are leaving with Anders, if you want

18

to start getting your stuff together now, I don't

19

really want to turn this into a break.

20

meeting with Anders, you can start out there in about

21

20 or 30 seconds.

22

If

For those of

So if you're

So again, those of you not moving to training

23

at this point, meet Anders in the hallway, he's got

24

plenty of information and a couple of things to go

25

over with you.

And the rest of you stay put and I'll
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1

start in here in about 30 seconds as well.

2

(Brief pause.)

3

CHAD:

-- four weeks away.

Okay?

M A T T, D, as in

4

Davis, @yourdrivensuccess.com.

5

success.com, okay?

6

your planning information and all that stuff, funding,

7

phone number and all from the brochure in a little

8

bit.

9

Mattd@yourdriven

And Anders is going to go through

I wish you guys the best, okay?
AUDIENCE:

So thank you.

Thank you.

10

CHAD:

If you haven't gotten these, come down

11

and get them.

12

these, come down and get them.

13

(Brief pause.)

14

UNIDENTIFIED MALE:

The rest of you who haven't gotten

All right, come on.

Maybe

15

scoot down a little bit, or if you can hear, you're

16

fine.

All right, so we're going to go over what's in

17

here.

First of all, the first one is a booklet that

18

covers different ways to fund real estate deals.

19

of which we didn't cover in here.

20

construction equipment, heavy equipment, things like

21

that.

22

borrow against.

23

Some

Loanable assets,

So those are loanable assets, things you can

This also goes over grants.

Grants are easier

24

to get in certain areas.

25

ripe for a revitalization project or something, south
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1

Dallas had some of those a few years ago if I remember

2

correctly.

3

venture partnerships, venture capital, stuff like

4

that, in this little booklet.

5

It goes over age of investors, joint

This is the funding information, okay?

For

6

the funding that you're going to have access to.

7

There's a website on there and a phone number on there

8

down at the bottom of this page.

9

that they do.

10

Four different loans

Transactional funding, the wholesale deals,

11

okay?

This is the least risky thing for them and for

12

you.

13

transaction fee, that's at closing.

14

earnest money in to secure the deal.

15

put something under contract without legal tender.

16

other than that, the legal backed earnest money,

17

what's industry standard for earnest money?

It's 100 percent funded.

18

AUDIENCE:

19

UNIDENTIFIED MALE:

20

AUDIENCE:

21

UNIDENTIFIED MALE:

There's a $495
You have to put
Okay?

You can't

A dollar.
To what?

500,000.
500.

Yeah.

I guess Matt

22

teaches you a little bit.

23

it wholesale.

But you should, when you do

24

at closing, they take their money back that they

25

loaned you, plus 2 percent, and the 495 transaction

A dollar is a little too low.
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1

fee, and what's left over in escrow goes to your

2

company, your LLC.

3

there.

4

falls through, they just pull their money back out of

5

escrow.

6

types of transactions.

7

We'll cut a check or wire it right

That loan is very low risk, then if the deal

So they're not real particular about those

So the next one, fix and flip, there's a lot

8

more money to be made in fix and flip, but you've got

9

to come up with a down payment.

Now, they will

10

cover -- the loan will cover the purchase price plus

11

repair costs.

12

your down payment goes up, right?

13

make decisions on that.

14

loan.

15

sell the house and then pay the loan back.

16

But if you include repair costs, then
So you've got to

This is your interest-only

You're making interest-only payment until you

A really, really good loan here.

There's no

17

points up front.

18

they charge.

19

take more than 120 -- I'm going to say 150 days is

20

your max, okay?

21

at a different loan, longer term and flexibility.

22

It's a very competitive rate that

You don't want a flip that's going to

At that point, you maybe want to look

Also, also on that one, I've had them tell me

23

that I need more photos of the property.

They will

24

tell me they want specific areas they want more

25

photos.

I've had them tell me that they want me to
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1

have a plumber come and do a second opinion.

2

want another roofing company to come look at the

3

property and tell us what it needs.

4

lot of things in that -- they're very -- they are

5

taking more risk as well.

6

collateral, it's not tied to your credit in any way.

7

They

Like I've had a

So the house is the

The next one, the one and two-year bridge

8

loan, that's for something that's longer term.

Either

9

something you're going to rent out and refinance

10

later, or something that's maybe a longer term fix and

11

flip.

12

take you a year to repair this house, this is a good

13

loan to do.

14

down payment on this.

15

never mind.

16

70 to 80 percent.

17

okay?

18

they've done that, but this one is interest-only as

19

well.

20

So let's say it's a one-year, it's going to

The catch is, you've got to go 50 percent
Typically.

They changed that.

Typically.

No,

Seventy to 80.

It's

This is interest-only as well,

So it used to be 50/50.

So that's sweet that

Most people will -- this loan, 90 percent of

21

the people that do this loan, pay it back early,

22

because of the interest-only factor.

23

loan to do for 12 to 24 months.

24

your name, you go to a traditional bank, refinance it

25

in like a 10 or a 15-year mortgage.
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1

This last one is to take money out of a

2

property.

If you have an investment property that's

3

free and clear, this one, they will loan you 50 to 70

4

percent of the as-is value, and give you that cash.

5

It can't be a house you live in.

6

any liens or encumbrances.

7

let's say you've got a flip going, but you need some

8

capital to cover repairs and down payment, but you've

9

got this rental that's free and clear, leverage it

And it can't have

But that's a great way, if

10

from them.

Then take that money against that property

11

and do it.

It's not tied to your credit either.

12

So this business, if you haven't caught on

13

yet, is about acquiring assets and then leveraging

14

those assets to make more money.

15

if that's all you get from this weekend, that's what

16

you needed, okay?

17

That's the whole --

Next things in here, this is the troubled bank

18

list.

I know they talked about that at the first

19

meeting.

20

contact info for the banks that are troubled.

21

than that, there's a couple of things to go over.

22

Just to refresh your memory.

23

to not think about this, okay, for a minute.

24

decompress, and then on maybe Tuesday, go back and

25

review your notes.

It has asset managers, phone numbers,
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1

Friday afternoon is when we covered wholesale.

2

You've got to know the numbers, the maximum allowable

3

offer formula that's on page 27 or 28.

4

formula to know, because it keeps you from wasting

5

time.

6

those numbers.

7

the next one.

That's a great

When you find a perspective property, you run
If they don't work, then you go on to

8

Biggest mistake I see early -- new investors

9

make is you know that your brain is trying to find a

10

good deal, so your brain makes all the things you see

11

fit that framework, and you're lying to yourself.

12

some people will sit and try to work a way for this to

13

be a deal and it's not a deal.

14

tell you that immediately.

15

MAO formula.

16

And

The numbers should

So get familiar with the

Continue to improve your credit.

I don't care

17

if your credit is excellent, awesome, then keep

18

getting more lines available to you.

19

assets.

20

you need to do to get it in better shape so that that

21

can be another thing that you can leverage to buy more

22

assets which you can leverage to make more money.

23

Leverage.

24
25

Leverage your

If your credit is not great, start doing what

Leverage, leverage, leverage.

Okay?

And other than that, education, education,
education.

Okay?
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1

training, and you don't know why, but you just never

2

did it today, because you're scared or because you've

3

got this situation or your husband is not here or

4

whatever, stick around and talk to me after and I'll

5

see if I can help you.

6

can't, I can't make money appear.

7

I can't.

8
9

If I can, awesome.

If I

I wish I could, but

Talk to me about that.
If that's not an option for you, there's books

out there, there's stuff on the Internet.

10

what I mean?

11

Things like that.

12

If you felt slightly confused at events this week,

13

this business becomes a lot easier when you've

14

immersed yourself in it long enough where the language

15

becomes second nature.

16

Like join groups.

You know

Join investor clubs.

This business becomes a lot easier.

You know what I mean?

I know I told some of my people this already,

17

so sorry if you've heard it already, but I was talking

18

to a guy, I was about three, four months into this, I

19

was talking to a guy about buying his home, that he

20

was going to lose, and all of the sudden I could just

21

hear myself and I was like, oh, I sound like I know

22

what I'm talking about.

23

thing.

24

pretty good.

25

and I had been talking about it and studying it.

It was just the craziest

All of the sudden, I was like, hey, you sound
And it was because I had been reading
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1

There's a podcast I really like called Bigger

2

Pockets.

They have a website, too.

3

you to somebody else, but their podcast is awesome.

4

If you want to just immerse yourself in the language,

5

that's a good thing to do, listen to it on drives.

6

You know what I mean?

7

investors from all walks of life.

8

AUDIENCE:

9

CHAD:

Yep.

I'm not sending

All they do is interview

(Inaudible).
They have like 250 episodes like

10

archived, too.

So, that's all I've got for you.

11

Drive safe.

12

It was pretty good being part of this room.

It was great being here with you guys.

13

AUDIENCE:

Thank you.

14

UNIDENTIFIED MALE:

15

(Whereupon, at 1:02 p.m., the audio concluded.)

Thanks, guys.

16
17
18
19
20
21
22
23
24
25
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1

P R O C E E D I N G S

2

-

3

-

-

-

-

SEMINARY - DAY 1

4

MS. BARKER:

This is Christine Barker.

I --

5

the date is February 8th; the time is approximately

6

7:58 Eastern standard time, a.m.

7

Crowne Plaza and will be traveling today to attend the

8

Real Estate Elevated Seminar -- three-day seminar.

9

I’ll be traveling to 1900 Park Meadows Drive, that’s

I’m currently in the

10

P-a-r-k, M-e-a-d-o-w-s, Drive, three different words,

11

in Fort Myers, Florida, which is also, I believe, the

12

Elks Club.

13

I’ll be attending the event as

14

undercover.

15

recording -- oh, I’m sorry.

16

9:00 a.m. to 6:00 p.m. Friday, Saturday and Sunday.

17

That’s February 8th, 9th and 10th.

18

And the next time that I start the
And the event is from

I will be pausing the recording to travel

19

from my hotel to the event and will start the

20

recording just before arriving.

21
22

SEMINAR - DAY 1

23

UNIDENTIFIED MALE:

(Inaudible).

This is

24

the (inaudible) what we will be delivering over the

25

weekend.

All right?
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1

would, go ahead and fill it out at the bottom.

2

You keep the yellow copy; bring the white copy back

3

and I’m going to give you a (inaudible).

4

So --

5

MS. BARKER:

All right?

Do you guys have access to the

6

facilities manager?

7

that fell out of the door when I opened the bathroom

8

door.

9

UNIDENTIFIED FEMALE:

10
11

There’s like a gecko or something

MS. BARKER:
wiggling around there.

He’s not doing so well but he’s
It might be a little --

12

UNIDENTIFIED FEMALE:

13

MS. BARKER:

14

UNIDENTIFIED MALE:

15

MS. BARKER:

16

sinus infection.

So I don’t want to get anyone sick.

18

MS. BARKER:

20

much.

21
22

(Inaudible).

Thank you.

Oh, you have hot

Can I get the tea now, please?

UNIDENTIFIED MALE:

Thank you so

One of these (inaudible)

seat.

23

MS. BARKER:

24

UNIDENTIFIED MALE:

25

Oh, yeah.

I would grab it, but I have a

UNIDENTIFIED MALE:

tea.

Okay.

Is that your water bottle?

17

19

I’ll let -- yeah.

Okay.
Go ahead and fill that

out and bring it to the back and I’m going to get you

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

EX 11, p. 5

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 7 of 452
6
1

a materials (inaudible).

2
3

MS. BARKER:

UNIDENTIFIED MALE:

MS. BARKER:

Oh, okay.

Gotcha.

Thank you.

I have a quick question.

8

UNIDENTIFIED MALE:

9

MS. BARKER:

Sure.

This is the hot water?

10

UNIDENTIFIED MALE:

11

MS. BARKER:

12

Yeah, I’m going to print

that --

6
7

Oh, and my

name tag?

4
5

Okay, thank you.

Okay.

I believe it was probably

coffee before.

13

UNIDENTIFIED MALE:

(Inaudible) take care of

15

MS. BARKER:

I’m going to just --

16

UNIDENTIFIED MALE:

17

MS. BARKER:

18

How can you go wrong?

19

another one or have them do it themselves.

20

one worked.

14

that.

21
22
23
24
25

Yeah.

Yep.

There you go.

We’ll go coffee.

Oh, well, you can always pump

Oh, there we go.

UNIDENTIFIED MALE:

No.

The other

Oh, my.

It has to do like that,

I believe.
MS. BARKER:

Yeah, I clicked that, but then

I couldn’t push it down.
UNIDENTIFIED MALE:
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1

MS. BARKER:

2

water for right now.

3

Thank you.

Thank you.

I’ll come back for the tea.

4

(Music playing.)

5

UNIDENTIFIED MALE:

6

here, huh?

MS. BARKER:

8

UNIDENTIFIED MALE:

Thank you.

SKYLAR:

11

UNIDENTIFIED MALE:
you.

14

UNIDENTIFIED MALE:

Brock.

BROCK:

You guys from Fort

No, I just moved here from Denver,

actually, in June --

18

UNIDENTIFIED MALE:

19

BROCK:

Whoa.

(Inaudible).

Yeah, because my wife had

20

(inaudible) for a long time.

21

(inaudible).

22

UNIDENTIFIED MALE:

23

BROCK:

25

Nice to meet

Myers?

16

24

Skylar.

And you are?
BROCK:

17

I’m

Skylar.

13

15

How you doing?

Robert.

10

12

Got the A students up

Don’t worry, you’re an A student, too.

7

9

I’ll just take

We were moved

Yeah, sure.

(Inaudible) in the fall (inaudible)

Denver.
UNIDENTIFIED MALE:
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1

from Denver, it’s a (inaudible).

2

BROCK:

3

UNIDENTIFIED MALE:

4

(Inaudible).
Where -- where in

Minnesota you from?

5

SKYLAR:

6

UNIDENTIFIED MALE:

7

SKYLAR:

8

real (inaudible).

9

(Inaudible).
Yeah, sure.

(Inaudible) south.

UNIDENTIFIED MALE:

10

SKYLAR:

11

UNIDENTIFIED MALE:

Okay.

(Inaudible).
(Inaudible) Denver as

12

far, was it Boulder (inaudible).

13

quite a bit

14

BROCK:

15

UNIDENTIFIED MALE:

16

That marijuana stuff is

really screwed the market up there.
BROCK:

18

UNIDENTIFIED MALE:

19

BROCK:

20

UNIDENTIFIED MALE:
okay.

Oh, my gosh, ridiculous.
Crazy.

Yeah.
Great.

You’re doing

You’re (inaudible).

22

BROCK:

23

UNIDENTIFIED MALE:

24

BROCK:

25

I go to Boulder

Yeah.

17

21

I’ve got some

(Inaudible).
(Inaudible).

(Inaudible) south of Boulder

(inaudible).

3-Day Workshop - Fort Myers, FL
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1
2

UNIDENTIFIED MALE:

square foot for some of the high stuff.

3

BROCK:

4

UNIDENTIFIED MALE:

5

(inaudible).

Insane.

BROCK:

7

UNIDENTIFIED MALE:

Yeah.

UNIDENTIFIED MALE:

BROCK:

12

UNIDENTIFIED MALE:
Armor.

14
15
16
17
18
19

My brother lives in

Nashville.

11

13

Nashville, Tennessee, a

little bit (inaudible).

9
10

A thousand a square foot

Big numbers.

6

8

(Inaudible) -- $3,000 a

What’s he doing there?
He works for Under

He’s with Under Armor.
UNIDENTIFIED MALE:

How long’s he been

UNIDENTIFIED MALE:

He’s been in Nashville

there?

for 10 years.
UNIDENTIFIED MALE:

It’s a big small city.

It’s still small in (inaudible).

What’s his name?

20

UNIDENTIFIED MALE:

Matt Morgan.

21

UNIDENTIFIED MALE:

(Inaudible).

22

UNIDENTIFIED MALE:

But he’s doing some

23
24
25

investing, too, on the side or -UNIDENTIFIED MALE:

Not yet.

He’s

(inaudible) years.

3-Day Workshop - Fort Myers, FL
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1

UNIDENTIFIED MALE:

(Inaudible) real estate

2

together.

Agent (inaudible) investing, too.

3

(Inaudible).

4

lot of stuff I tell you, especially Saturday and

5

Sunday, will help your agent business (inaudible).

6

(Inaudible) sales and marketing.

But what will happen this weekend is a

7

BROCK:

8

ROBERT SHEMIN:

9

Yeah.
So not only (inaudible) but

it applies to (inaudible).

It’s like right now we’re

10

at a (inaudible) market in Vegas (inaudible)

11

wholesales, rehab (inaudible) but we’ve kind of had

12

(inaudible).

Because it will -- it will (inaudible).

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

15

And so we throw them off our

realtor and she’s (inaudible).

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

18
19

(inaudible).

UNIDENTIFIED MALE:

ROBERT SHEMIN:

Yeah.

(inaudible).

21

(Inaudible) that’s about it.

22

(inaudible) disclosure.

Now, it’s only
(Inaudible).

Because you

Then we get access (inaudible).

23

BROCK:

24

UNIDENTIFIED MALE:
(inaudible).

Gotcha.

(Inaudible).

20

25

Yeah.

But this is going

Yeah.
So I’ll be talking to

Are you married?

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019
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1

UNIDENTIFIED MALE:

Yep.

2

UNIDENTIFIED MALE:

Is your wife

3

(inaudible)?

4

UNIDENTIFIED MALE:

What’s that?

5

UNIDENTIFIED MALE:

I said, does your wife

6

(inaudible) investment (inaudible).

7

call on somebody (inaudible).

8

(inaudible).

9
10

UNIDENTIFIED MALE:

That’s the thing you

Right.

Well, we have

(inaudible).

11
12

Because when you

UNIDENTIFIED MALE:

(Inaudible) otherwise

it’s (inaudible).

13

UNIDENTIFIED MALE:

(Inaudible).

14

UNIDENTIFIED MALE:

That’s it.

Yeah.

15

(Inaudible).

Yeah.

So we’ll get some more disclosure

16

(inaudible).

How about yourself (inaudible).

17

(Inaudible) get your autograph?

Holy cow.

18

UNIDENTIFIED MALE:

(Inaudible).

19

UNIDENTIFIED MALE:

Yeah.

20

do you do?

What kind of work

Agent or --

21

UNIDENTIFIED MALE:

Investment.

22

UNIDENTIFIED MALE:

(Inaudible).

23

ROBERT SHEMIN:

24
25

All right.

Where were you

before that?
UNIDENTIFIED MALE:

3-Day Workshop - Fort Myers, FL
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1
2

ROBERT SHEMIN:

Yeah, EXP.

(Inaudible).

3

UNIDENTIFIED MALE:

4

ROBERT SHEMIN:

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

7

thought.

8
9

ROBERT SHEMIN:

Yeah.

18

Business is --

What price range do

you work in?
UNIDENTIFIED MALE:

Anywhere between 55 and

-- I got a deal that’s closing next week, it’s 505.
ROBERT SHEMIN:

Yeah.

So you go from lower

to middle/high.
UNIDENTIFIED MALE:

20

ROBERT SHEMIN:

21

UNIDENTIFIED MALE:

22

dollar (inaudible).

23

(inaudible).

25

How’s business.

Good.

Good.

19

24

(Inaudible)

Good?

ROBERT SHEMIN:

17

Yeah.

$60,000 (inaudible).

13

16

That’s what I

He picked her up pretty fast.

UNIDENTIFIED MALE:

15

Yes.

Yeah.

12

14

I mean (inaudible).

Are they a higher payout?

UNIDENTIFIED MALE:

10
11

How’s he?

(Inaudible).

Yeah, yeah.
So maybe (Inaudible)

High Point Towers over there

ROBERT SHEMIN:

Anything special on the

(inaudible).

3-Day Workshop - Fort Myers, FL
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1

UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

3

The funding is easy.

(Inaudible) the funding is so easy.

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

6

UNIDENTIFIED MALE:

7

MS. BARKER:

8
9

Yeah.

I see there’s two copies.

Is

one mine?
UNIDENTIFIED MALE:
MS. BARKER:

11

UNIDENTIFIED MALE:

12

MS. BARKER:

13

ROBERT SHEMIN:

14

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

18

UNIDENTIFIED MALE:

Mm-hmm.

Okay.
There you go.

Which one -- thank you.
Perfect.

(Inaudible) deals.

Really?

Yeah.

(Inaudible).

There we go.

How’s that one?
The best way

(inaudible).

20

ROBERT SHEMIN:

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

23

(Inaudible).

(Inaudible).

10

19

(Inaudible).

How you doing.

(Inaudible).
(Inaudible) rehab.

Yep.

Good.

Appreciate it.

Robert.

24

SHANA:

Hi, good morning.

25

ROBERT SHEMIN:

3-Day Workshop - Fort Myers, FL
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1

REBECCA:

2

ROBERT SHEMIN:

3

Rebecca.

REBECCA:

5

ROBERT SHEMIN:

6

REBECCA:

7

ROBERT SHEMIN:

Good.

ROBERT SHEMIN:

13

ROBERT SHEMIN:

Are you doing it now a

little bit?
REBECCA:
going to look.

Well, we have (inaudible).

We’re

Obviously --

ROBERT SHEMIN:

18

SHANA:

20

We’re covering a lot of

(Inaudible) but (inaudible).

17

19

Oh, I know where that is.

stuff.
REBECCA:

16

Where’d y’all come in from?

No.

12

15

How are you?

(Inaudible).

REBECCA:

10

14

How

Anything special (inaudible) three days?

9

11

Welcome.

are you doing?

4

8

Hey, Rebecca.

Ahh.

We attempted one duo, but we didn’t

know (inaudible).
ROBERT SHEMIN:

No.

Glad you’re here.

21

We’re going to go through it step by step by step by

22

step and do it, actually calling deals, talk to

23

sellers (inaudible).

The best way to learn is to do.

24

REBECCA:

25

ROBERT SHEMIN:

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

We’re excited.
What kind of work do y’all

EX 11, p. 14

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 16 of 452
15
1
2
3
4
5

do now?
REBECCA:

I’m a general manager at a fast

food restaurant.
ROBERT SHEMIN:

REBECCA:

7

ROBERT SHEMIN:

9
10

(Inaudible).

Yeah.
I (inaudible) restaurants.

And all --

REBECCA:

(Inaudible).

ROBERT SHEMIN:

And nothing personal, I was

11

a waiter, bus boy, bar back.

12

had to do everything.

I was (inaudible).

13

REBECCA:

14

ROBERT SHEMIN:

15

they’d be there until (inaudible).
REBECCA:

17

ROBERT SHEMIN:

18

REBECCA:

19

ROBERT SHEMIN:
(Inaudible).

(Inaudible).

Wow.

(Inaudible.)
That’s always a (inaudible).

Where you from originally?

REBECCA:

22

ROBERT SHEMIN:

23

MS. BARKER:

25

You know, we’d leave and

Yeah.

21

24

You

Yeah.

16

20

That’s hard work.

(Inaudible).

6

8

No way.

I’m from New York originally.
(Inaudible).

Yeah.

You guys don’t have any

tissues, do you?
UNIDENTIFIED MALE:

3-Day Workshop - Fort Myers, FL
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1
2

MS. BARKER:

I thought I was going to have

to go to the bathroom.

3

UNIDENTIFIED MALE:

4

MS. BARKER:

5

UNIDENTIFIED MALE:

6

Get hand towels.

UNIDENTIFIED MALE:

Where are

(Inaudible) Georgia.

My

(inaudible).

9

ROBERT SHEMIN:

(Inaudible) City?

10

UNIDENTIFIED FEMALE:

11

ROBERT SHEMIN:

12

UNIDENTIFIED FEMALE:

13

ROBERT SHEMIN:

14

UNIDENTIFIED FEMALE:

15

ROBERT SHEMIN:

16

(Inaudible).

you from originally?

7
8

(Inaudible).

back then (inaudible).

(Inaudible).

Yeah.

18

ROBERT SHEMIN:

20

easy.

(Inaudible).
I was on (inaudible)

And that was at Disney World.

UNIDENTIFIED FEMALE:

estate (inaudible).

(Inaudible).

Oh, yeah?

17

19

Yes.

Yeah.

I’ve actually done real

There are deals there.

It’s not

What kind of work do you do?

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

UNIDENTIFIED FEMALE:

3-Day Workshop - Fort Myers, FL
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1
2

ROBERT SHEMIN:

Oh, the escalation is

(inaudible).

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

7

That sounds bad.
Yeah.

So you’re not good with

people on the phone.

8

UNIDENTIFIED FEMALE:

9

ROBERT SHEMIN:

10

Yes.

Mm-hmm.

I do 99 percent of my real

estate over the phone.

11

UNIDENTIFIED FEMALE:

12

ROBERT SHEMIN:

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

Wow.

(Inaudible).
(Inaudible).

I’ve been down in South

15

Carolina the last week doing deals.

16

(inaudible) FaceTime, I (inaudible) see who’s calling.

17

And then (inaudible) we’ll go through step by step so

18

you (inaudible).

19

talking to y’all.

Well, they’re about to start.

20

UNIDENTIFIED FEMALE:

21

ROBERT SHEMIN:

22

UNIDENTIFIED FEMALE:

23

ROBERT SHEMIN:

24

MS. BARKER:

25

I just

but I have a head cold.

3-Day Workshop - Fort Myers, FL
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1

ROBERT SHEMIN:

2

MS. BARKER:

3

ROBERT SHEMIN:

4

You’re welcome.

MS. BARKER:
like everyone knows.

No.

ROBERT SHEMIN:

8

MS. BARKER:
me

I appreciate that.

.

Everyone calls

, though.
ROBERT SHEMIN:

11

MS. BARKER:

12

ROBERT SHEMIN:

13

MS. BARKER:

14

ROBERT SHEMIN:

.

Yeah.
or

?

.
Got it,

.

I’m Robert.

15

Call me whatever you want, I don’t care.

16

special you want to learn the next three days?

17

MS. BARKER:

18

ROBERT SHEMIN:
ask.

I like that.

That’s all we

Be open.
MS. BARKER:

21

ROBERT SHEMIN:

Yeah, yeah.

So --

Well, if you need anything,

ask me any questions, whatever you need.

23

MS. BARKER:

24

ROBERT SHEMIN:

25

Anything

Everything.

20

22

I feel

You look healthy.

Well,

10

19

Can

No one is sitting next to me.

7

9

You need any aspirin?

we get you anything?

5
6

Thank you --

yourself comfortable.
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1

539. Let’s synchronize our watches.

2

(Inaudible) you’re early.

3

this morning?

I love it.

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

6

(phonetic).

7

let me know.
MS. BARKER:

9

(Music playing.

10

I’m Robert Welker

Absolutely.

MS. BARKER:

Did you get the extra tissues

out for me?
UNIDENTIFIED MALE:

14

MS. BARKER:

name tag.

20
21

Did you get the extra tissues

UNIDENTIFIED MALE:

No, we just always have

MS. BARKER:

I still didn’t get a

them.

18
19

Okay.

Is that a bad thing?
UNIDENTIFIED FEMALE:

Yeah.

What was your

name?

22

MS. BARKER:

23

UNIDENTIFIED FEMALE:

24

MS. BARKER:

25

What’s that?

out for me?

16
17

Thank you.

Unintelligible

13

15

If you need anything,

discussions.)

11
12

How y’all doing

How are you?

And feel better.

8

Good.

everybody calls me

3-Day Workshop - Fort Myers, FL
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1
2

UNIDENTIFIED FEMALE:

MS. BARKER:

4

UNIDENTIFIED FEMALE:

5

MS. BARKER:

6

UNIDENTIFIED MALE:

7

MS. BARKER:

8

(Music playing.

Okay.
Yeah.

Thank you.
(Inaudible).

Thank you.
Unintelligible

discussions.)

10

ROBERT SHEMIN:

11

AUDIENCE:

12

ROBERT SHEMIN:

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

15

UNIDENTIFIED FEMALE:

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

18

We’re going to

print those.

3

9

Okay.

Good morning.

Good morning.
How are we doing?
Awesome.

Are you ready?
Yes.
Oh, yeah.

Oh, I don’t think so.

Are

y’all ready?

19

AUDIENCE:

Yes.

20

ROBERT SHEMIN:

Okay.

I want to

21

congratulate you for being here.

I’m Robert Shemin,

22

S-h-e-m-i-n.

23

I’ve been working with them for about five years now.

24

And how many of y’all have seen their show?

25

of y’all love their show?

And on behalf of Christina and Tarek,
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1

And what’s really amazing is they’re full-

2

time investors.

I see them usually about every couple

3

months.

4

have created a system.

And I’ve learned a lot from them.

And they

And what’s the key word there?

5

AUDIENCE:

System.

6

ROBERT SHEMIN:

Where anyone can do this.

7

So it’s okay with you whether you’re a beginner or

8

pro.

9

lot of ways to get started; how to find the deals; how

In the next three days, you’re going to learn a

10

to analyze them; how to fund them.

11

in real estate a while, I can assure you you’re going

12

to learn a lot of new ways to do things better,

13

faster.

14

And if you’ve been

And Christina and Tarek, they only started

15

about eight years ago.

How many of y’all have seen

16

their first show?

17

nothing.

18

found their first deal.

19

give them the money.

20

we’re going to show you how to build a real business.

21

Whether you decide to do one deal a year; five deals a

22

week; 10 deals a month; correct?

Right.

And they started with

They had no money and no credit.

And they

They found someone that would

And if it’s okay with everyone,

23

And not only are we going to show you what

24

Christina and Tarek’s creme de la creme is, buy, fix

25

and sell -- how many of y’all like to buy, fix and
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1

sell something?

2

buy and hold.

3

of property now.

4

out there.

5

some property?

6

Oh, wait, did I say manage it?

7

how to manage it, but I didn’t say manage it.

8

got to show you how to become an investor; how to run

9

a real business.

10

We’re also going to show you how to
Christina and Tarek buy and hold a lot
It’s one of the best wealth builders

How many of y’all like to buy and hold
Rentals, whatever you want to call it.
No.

We’ll show you
We’ve

Who here would like to get paid for funding

11

deals, not buy them, not fix them, not rent them?

12

There you go.

13

it’s called quick flipping, quick turning.

14

going to cover that, also.

15

It’s called wholesaling.

Sometimes
We’re

Correct?

And I’ve talked to not everybody, but I

16

think most of you.

And a lot of you are saying, well,

17

where’s the money?

We’re going to give you our

18

funders and we’re also going to give you 11 ways to

19

finance deals.

How many ways?

20

AUDIENCE:

Eleven.

21

ROBERT SHEMIN:

I’m going to write that down

22

because today you’ll do one or two or three.

23

somebody may not like one of them or whatever.

24

not for them.

25

Write this down:

And
It’s

And they’ll get a little frustrated.
Don’t get frustrated.
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1

more ways for you to fund deals.

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

4

fun these three days.

Sound good?

Sounds good.

And we’re going to have some

Sound good, have a little fun?

5

AUDIENCE:

Yeah.

6

ROBERT SHEMIN:

And very quickly I’m going

7

to show you what we’re going to show you and it’s

8

going to be more than you were expecting.

9

okay, to give you a little more?

10

UNIDENTIFIED MALE:

Yes.

11

UNIDENTIFIED MALE:

Absolutely.

12

ROBERT SHEMIN:

Is that

And now I’m going to find

13

out what’s on your mind because we’re going to be here

14

three days.

15

give you a quick rundown of how things are going to

16

work.

17

And what I’d like to do very quickly is

First of all, you made the best investment

18

in the world.

19

estate investor since 1994.

20

over 1,000 real estate transactions.

21

been to any other real estate conferences or seminars,

22

ever?

23

It’s not what you learn, it’s what you do.

24

you what?

25

Come on.

I love real estate.

I’ve been involved in

Yeah, thank you.

AUDIENCE:
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1

ROBERT SHEMIN:

These three days are about

2

doing.

So many of the deals that I talk about, about

3

90 percent of my deals are documented.

4

wants to see any of them at any time, contracts,

5

closing statements, I’ll be glad to show them to you.

6

And we’re going to actually go through a lot of real

7

deals today, tomorrow, the next day.

8

was only one or two that have been to other seminars.

9

Have you heard that in another seminar, say I’ll show

If anyone

So I think it

10

you all the deals I’ve done and you can look at the

11

closing statements, documents?

12

come they don’t show you?

13
14

UNIDENTIFIED MALE:

ROBERT SHEMIN:

16

UNIDENTIFIED MALE:

18

Why not?

How

Probably haven’t done a

lot.

15

17

Nope.

Say it again?
They probably haven’t

done a lot.
ROBERT SHEMIN:

I didn’t say that, he did.

19

We really do real estate.

How many of y’all really

20

want to do deals?

21

want to challenge all of you.

22

favorite people here.

23

years ago were beginners.

24

first year they did, I think, three, four, five deals;

25

second year the TV show made them do 13 deals, so they

It’s all about the deal.
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1

had to do 13; then the third year they did, you know,

2

a bunch more.

3

a month.

4

meantime, they got a TV show and a family and all that

5

other stuff as you know about.

6

very, very active.

7

see them all the time -- they’re just getting started.

8

So we’ve got to get you started.

9

Now they’re in between 10 and 30 deals

And they started with nothing.

And in the

And they’re still

And I feel and they feel -- and I

How many of y’all are just beginners?

10

You’re our favorite people here.

11

were at one time?

12

UNIDENTIFIED MALE:

13

ROBERT SHEMIN:

Guess what all of us

Beginners.

Beginners.

Please don’t

14

forget that.

15

going to take all your excuses away.

16

give you the excuses right now.

17

I got started in real estate, I was working two jobs.

18

Who in the room is pretty busy?

19

absolutely nothing to do all day and is looking for

20

something to do?

21

retired, too.

22
23

And if it’s okay with everybody, we’re

I love that.

Let me

I had them all.

When

Who in the room has

All right.

Anyway, don’t have time.
priorities.

Right?

I’ve been

It’s called

What’s it called?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

you’ll do it.

Number two, I don’t know how to find

2

deals.

3

ways to find deals.

4

20 of them these three days.

5

how many?

We’re going to give you -- we have about 53
We’ll probably go through about

6

AUDIENCE:

7

ROBERT SHEMIN:

Pick one or two.

Pick

One or two.
One or two.

And, by the

8

way, we have some real estate agents in the room.

9

That’s a completely different business than real

10

estate investing.

11

have an agent on their team.

12

them.

13

the MLS; have never been listed.

14

show you how to find a lot of the non-listed deals.

15

Of course, there are sometimes some stuff on the MLS,

16

but it’s kind of rare and competitive.

17

you how to do that.

18

ways to find deals and analyze them.

19

We love agents.

Everyone should

Of course we respect

The last 50 deals I’ve done have never been on
Correct?

These three days is about doing.
we’re going to call on your deals.

21

that?

22

then tomorrow we’ll do it together.

23

usually find some deals.

25

And we’ll show

So we’ll show you all kinds of

20

24

And we

Tomorrow

How do y’all like

Today we’ll show you exactly what to do and
Correct?

And we

Sunday, if you miss something, a little
overwhelmed, you relax.
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1

because every day builds on itself.

2

have somebody here who’s got their second master’s

3

degree.

4

advanced degree?

5

high school, right?

6

went to undergraduate; then you do your three or four

7

or five years, and some of my friends, seven years, to

8

get their undergrad.

9

University of Florida.

10

Right?

I know we

Has anybody in the room gotten a master’s or
Correct.

But you didn’t get that in

You went to high school, then you

You know who I’m talking about,

Anyway, sorry.

And then -- then they went

11

and got a master’s, and after their master’s, PhD or a

12

law degree or doctor degree.

13

days, folks.

14

and advanced real estate.

15

write this down because it can help you.

16

overwhelm yourself.

17

what you want.

18

Correct?

This is three

We’re going to do beginner, intermediate
It’s a lot.

It’s a buffet.

So please
Don’t

Pick and choose

Make sense?

And I’m going to give you probably 20-plus

19

ways to find great deals.

20

going to give you 11 ways to finance deals.

21

or two or one to get started.

22

It’s good to learn, but it’s all about getting

23

results.

24
25

Pick one or two.

We’re
Pick one

Does that make sense?

We’re going to get you focused on results.
Our goal for all of you is to get a deal

under contract or closed within the next 30, 60, 90
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1

days.

Now, somebody who’s already in real estate and

2

wants to go faster than that, you let us know.

3

write this down.

4

Which questions?

Also,

We will answer all your questions.

5

AUDIENCE:

All of them.

6

ROBERT SHEMIN:

Beginners, intermediate,

7

advanced.

There’s only one question that we cannot

8

answer; we’re prohibited from answering.

9

that is?

10

UNIDENTIFIED MALE:

11

ROBERT SHEMIN:

Guess what

The one you don’t ask.

The one you don’t ask.

So

12

if someone could be in the back here thinking about

13

something or going I wish he did this or did that, or

14

what about that, just ask.

15

You’ll meet Andre and Nicole, who are amazing.

16

actually did real estate here for almost 12 years down

17

in Miami Beach, right?

18

Fort Myers, Cape Coral, Tampa, Naples, Jacksonville.

19

I’m also very active in the following countries:

20

(Speaking foreign language).

21

Spain; France.

22

done in my life up until a month ago was in France, in

23

Marseilles.

24
25

I’ll come here early.
Nicole

But I’ve done lots of deals in

I’ve done deals in

The largest real estate deal I’ve ever

I’ve done deals in -- I’ve been involved in
deals in Uganda, Africa; all over Europe.
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1

I lived in Medellin, Columbia.

2

Rica, Nicaragua, Columbia, Panama.

3

think of what else.

4

now I have active deals in Atlanta, Georgia.

5

doing three rehabs.

6

you’d like.

7

I made deals in Costa
And I’m trying to

Canada, of course, U.S.

Right
I’m

I’d love to show them to you if

I’m doing three new constructions and rehabs

8

in Indianapolis; new construction and rehabs and

9

rentals in Memphis, Nashville, Idaho, of all places, a

10

big group commercial deal; apartment buildings in

11

Oklahoma City, Indianapolis; bigger commercial stuff;

12

a very complicated deal in Manhattan, which is going

13

well, a big condo building; and a huge commercial

14

project in South Florida.

15

I’ve also done hotels, apartment buildings,

16

medical buildings, land development, and Christina and

17

Tarek have really paved the way.

18

that works.

They have a system

How do we know the system works?

19

UNIDENTIFIED MALE:

20

ROBERT SHEMIN:

(Inaudible).

I’m an example of it.

21

Correct?

Plus the students all over the country, all

22

over Canada and internationally are using the system

23

and it works.

24

you want to do.

25

All you’ve got to do is worry about what you’re going

So all you’ve got to do is decide what
Don’t worry about us.
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1

to do.

And we want to get you to push the big deals.

2

Correct?

3

excuses away.

4

sure; I don’t have time; I don’t have a lot of cash

5

laying around; I do have a lot of cash laying around;

6

whatever it is.

7

we’re going to take off.

And if it’s okay, we’ll take all your
Do I want to have the money; I’m not

Correct?

So just like that air,

8

[HVAC noise starts.]

9

What I want to do, a couple minutes here, is

10

I’m a full-time investor.

11

I’m the emcee, the master of ceremonies of a big

12

investment group seminar called the Las Vegas Summit

13

that Christina and Tarek put on every -- a couple

14

times a year every couple months, and we get all of

15

our investors and banks and we do deals there.

16

that’s where I know Christina and Tarek very well

17

from.

18

And I don’t do this a lot.

And

I’ve also done the Wealth Expo with them and

19

Tony Robbins, Jay Asaki (phonetic) and all the stuff.

20

And they asked me since I was down in Florida to come

21

out and do this for a few days and give you all the

22

best three-day training possible.

23

steps, real information.

24

we’re going to do.

25

AUDIENCE:
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1

ROBERT SHEMIN:

And I don’t care where you

2

are, how many deals you’ve done, we’re going to give

3

you great information using one idea that if you use

4

it, it’s worth a lot.

5

So let’s take a vote here, Christina and

6

Tarek always do this.

7

who’s the better designer?

8

Tarek is?

9

How many of y’all think -How many of y’all think

How many of y’all think Christina is?
(Applause.)

10

ROBERT SHEMIN:

Awesome.

11

upset.

12

And I’ll tell you what.

13

people and geniuses in their own right.

14

I’ll tell him that.

He always get

But he’s a great guy.

They’re both really nice
Make sense?

Every time I’m around them, I learn

15

something new.

16

estate investment changes?

17

with the latest/greatest, we pass it on to you.

18

do these three days and there we go.

19

How many of y’all realize that real
Correct?

When we come up
We’ll

Now, don’t write this down, it’s too much.

20

In just a minute I’d like to find out what your

21

expectations were told to be here and what you’re

22

going to learn and get.

23

surpass that.

24

people more than they expect.

25

of y’all like that?

We want to make sure we

Whatever business you’re in, we give
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1

Now, we’re not perfect so I’m going to go

2

through this very quick.

And Sunday we’ll go through

3

it again to make sure we covered 95 to 100 percent.

4

Right?

5

today, tomorrow and Sunday, beginner, intermediate,

6

advanced, wholesaling, quick flipping.

7

with everybody?

So, number one, we’re going to go through

8

AUDIENCE:

9

ROBERT SHEMIN:

Is that okay

Yes.
How to find a deal; how to

10

analyze it; either -- how about where there’s

11

basically three ways to make money in real estate?

12

One in which you find a deal, it’s a good deal, you

13

could sell it immediately before you close on it.

14

That’s called wholesaling.

15

you’d like to do that so we’ll teach you.

16

Number two, you could buy it, fix it and

17

sell it.

18

known for.

19

many of you want to do that?

20

that.

21

Some of y’all mentioned

That’s what Christina and Tarek are kind of
That’s what a lot of our students do.

How

We’ll show you how to do

Number three, you can buy it and rent it,

22

have the tenants pay the debt off and make cash every

23

month towards wealth.

24

three, you can buy up (inaudible) get so many, you buy

25

them, your equity goes up, your net worth goes up.
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1

How many of y’all like that?

2

advantages to the business of real estate and also

3

buying and holding real estate.

4

So certainly we’ll make sure you want to do that.

5

And there’s a lot of tax

Does that make sense?

The 3.5 way to make money in real estate is

6

lending on real estate.

7

our company lend on real estate?

8

do hard money lender?

9

Yep.

10

Does anybody besides me in
Great business.

Love it.

You

Great business, huh?

In Tennessee, I charge five points and 15

11

percent interest, and I have more in demand than I can

12

do.

13

mind me asking?

What are you points and interest, if you don’t

14

UNIDENTIFIED FEMALE:

(Inaudible).

15

ROBERT SHEMIN:

Yes.

Correct?

Huh?

16

lot less.

Huh?

17

two to three; one to three?

Wow, four is a

What are the points here,
Huh?

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

Mostly three.

Mostly two to three and

20

we’re essentially at 12 to 15.

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

Pretty good guess.
(Inaudible).

I do okay in Tennessee.

23

Yeah, wow, wow, wow.

24

maybe get into Sunday (inaudible) relax (inaudible).

25

So that’s something that we’ll

So, everybody, what about buy, fix and sell;
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1

fix and flip?

Who in the room besides me loves lease

2

with option to buy.

You’ve done it?

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

I’ve heard of it.

Heard about it.

No one’s done one?

Anybody

5

done one?

It’s one of my favorite

6

ways.

7

with an option to buy.

8

money down and control the property.

9

markets like Florida, where some markets are a little

We’ll do that on Sunday if you have time, lease
You don’t have to put a lot of
And follow the

10

high right now.

11

don’t know (inaudible) they’re not like (inaudible).

12

Correct?

13

How many of y’all agree with that?

I

Now, we don’t do markets; we do deals.

14

Write that down.

15

minute.

16

room besides R.T. (phonetic) has got zero interest

17

loans on real estate?

18

do zero interest loans and what they are.

19

through the rehab formula.

20

and Tarek’s special.

21

find deals.

22

We’ll get into that in just a

So we’ll talk about lease option.

Nobody?

Who in the

We’ll show you how to
We’ll go

Again, this is Christina

We’ll give you about 20 ways to

We’re going to show you how to negotiate.

Hey, who here has ever bought a home in

23

Florida?

Right.

So let’s say you offered 180 or 250

24

or whatever and they accepted it.

25

thing you learned?
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1

write this down:

Never offer ask.

2

there’s certain times where you’re in an auction

3

situation or it’s highly competitive, you have to do

4

that.

5

with a general investing, motivated seller.

6

am a motivated seller.

There’s always exceptions.

AUDIENCE:

8

ROBERT SHEMIN:
motivated.

But I’m dealing
Because I

What kind of sellers?

7

9

Now, I understand

Motivated.
Most of your sellers are not

They want full price.

They should. But

10

never offer ask.

We’ll do this over and over again.

11

Why are you selling?

12

you really selling?

13

give you a lot of scripts.

14

You don’t need to write some of them down.

Why are you selling?

Why are

That’s the script, folks.

We’ll

I’ll give them to you.

15

Here’s my favorite motivational question.

16

MS. BARKER:

17

ROBERT SHEMIN:

Yes, thank you.
What happens if you don’t

18

sell?

What happens if you don’t sell?

19

if you don’t sell?

20

months or two years or (inaudible).

21

motivated?

22

What happens

Oh, nothing, I’ll (inaudible) six
Are they

So here’s our script again.

Why are you
Why are you

23

selling?

Why are you really selling?

24

selling?

How many times do we ask it?

25

(inaudible) response the first time.
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1

you don’t sell?

Oh, man, I got to move out of state,

2

I can’t finish my divorce; I can’t give my kids this;

3

I really need the money by next March 15th or else.

4

I’m doing another investment deal; if I don’t give a

5

down payment I will lose that amazing deal; I’m going

6

to lose 300 grand.

Are they motivated?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Yes.
Motivation, motivation.

We’ll find out what your motivation is.

Everything in

10

your life you’ve done is because you’re motivated.

11

You know your part.

12

and don’t know your part, you won’t do it.

13

good?

14
15

If you don’t -- aren’t motivated
Sound

Can y’all hear me okay over the air
conditioning?

16

MS. BARKER:

No.

17

ROBERT SHEMIN:

18

MS. BARKER:

19

ROBERT SHEMIN:

Y’all sure?

No.
Everybody comfortable?

So

20

we’ll get into negotiation.

We’ll give you 11 ways to

21

find money.

22

going to raise money.

23

room like this, I’m guessing we’ll find ways worth 280

24

grand for a down payment (inaudible).

25

many of y’all want to raise some money today?

Motivation (inaudible).
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1

you raise money, you have to use it.

2

the risk?

3

among other things.

4

not about just talking.

5

good?

6

Nothing, correct?

No.

So what’s

So we’ll do that today,

Sound good?

This three days is

It’s about doing.

Sound

The next thing we’re going to do is property

7

management.

Some of y’all said you’d like to get

8

rental property.

9

protection, corporations, trusts, how to structure

We’re going to talk about asset

10

your business.

11

learned a lot from Christina and Tarek’s thing.

12

let’s spend 30 seconds on this, maybe a minute.

13

How many of y’all like that?

And I’ve
So

Who here owns a home of any sort, of any

14

kind?

15

would it be in your name?

16

a car wreck or your kid gets in a car wreck or

17

somebody says something at work, which happens now,

18

whether you did something wrong or not, and an

19

aggressive lawyer puts a lien called the lis pendens,

20

l-i-s, pendens, on everything you own.

21

your checking and banking accounts in your name,

22

folks.

23

Is it in your name?

No?

Yes?

No?

Yes?

Why

If, God forbid, you get in

I have all

Correct?
So, by the way, governmental agency, the

24

IRS, even though you did nothing wrong, says you owe

25

some more money than you thought and they put a lien
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1

on everything in your name.

Your house, your rental

2

properties have been in your name, which I don’t know

3

why that would be.

4

y’all can operate six months to a year if you couldn’t

5

go to the ATM, write a check or refinance or sell a

6

house?

7

we need to get stuff out of your name, right?

8

called structure.

Your bank accounts.

How many of

Would that hurt your financial situation?

9

It’s

What’s it called?

AUDIENCE:

10

Structure.

ROBERT SHEMIN:

How many of y’all know

11

people

12

lost a lot of stuff, like a bad country song?

13

Correct?

14

I said, know somebody that lost a lot in a divorce.

15

Right?

-- not you, know people that got divorced and

How many of y’all know -- I didn’t say you.

You don’t know anybody that ever got divorced?

16

By the way, I need your participation here,

17

folks.

18

conference is participatory.

19

How many of y’all know somebody that lost a lot of

20

stuff in a divorce?

21

Why?

Real estate is a participatory event.

22
23

This

So let me ask again.

Ah, there we go.

UNIDENTIFIED FEMALE:

Correct?

Because they

(inaudible).

24
25

And

ROBERT SHEMIN:
properly.

Correct?
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1

So most people -- and I really respect you for being

2

here -- you should be very proud of yourselves.

3

Most people spend 20 to 80 hours a week working for

4

money, making money, whatever, and they don’t spend

5

10 hours protecting it.

6

y’all know somebody that’s lost a lot from the

7

government, a lawsuit, a big problem.

8

why they do they lose most or a lot of their stuff?

9

They weren’t --

10

AUDIENCE:

11

ROBERT SHEMIN:

Correct?

And how many of

Correct?

Structured.
So how many of y’all would

12

like to cover that in these three days?

13

your hands up.

14

cover it?

15

no matter what IU ask?

16

Sunday.

17

Make sense?

18

taxes.

19

We’ll show you some legal tax reduction.

20

And

Whoa, right?

Let me see

Anybody not want to

How many of y’all will not raise your hand
Right?

So we’ll cover that on

I’ll do a little before and a tax reduction.
We’ll learn a lot of ways to reduce

Most of you are paying too much in taxes.

And, again, I’m not an attorney or

21

accountant.

I’m here for educational purposes only.

22

We do have our own attorneys, the accountants we’ll

23

turn you onto down the road.

24

this advice, please consult your own attorneys and

25

accountants and financial planners.
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1

Everybody say I understand.

2

AUDIENCE:

I understand.

3

ROBERT SHEMIN:

There you go.

So let’s get

4

to this very quick.

5

asset protection.

6

Sundays.

7

deal.

8

you miss something, you’ll make a real offer on a real

9

deal Sunday.

10

So we’re going to talk about
We’re going to make offers on

Sunday morning, make an offer on a real

We’re going to put everything together.

How many of y’all like that?

So if

Correct?

Then we’re going to talk about contracts.

11

We have some realtors in the room.

12

we’re going to fill contracts out line by line.

13

many of y’all are concerned what contract; we’re going

14

to put something wrong.

15

take all that away.

16

investor and realtor friends, I never understood why

17

most realtors and investors have one contract.

18

makes no sense to me.

19

Sometimes we are buying and sometimes we are --

Right?

So we’re going to

That

Why even as a realtor.

AUDIENCE:

21

ROBERT SHEMIN:

Selling.
You need two contracts.

How

many?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

How

If I want to challenge my

20

22

Tomorrow morning

Two.
Who in the room has two

separately filled out contracts, one for when you’re
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1

buying and one for when you’re selling?

2

to show you that.

3

you’ve never heard of before to protect you and save

4

you maybe a lot of money.

5

tomorrow.

And I’ll promise you a new clause

So we’ll do contracts

When?

6

AUDIENCE:

7

ROBERT SHEMIN:

8

day.

9

on yourself.

Tomorrow.
Can’t do it all the first

It’s a three-day thing.
Write this down:

Got that?

So go easy

One thing at a time.

10

Right?

11

but this one is going to say next.

12

thing at a time.

13

contracts.

14

of money.

15

to call on your deals.

16

about that?

17

We’re going

Another thing -- oh, yeah, I stole this one,
Correct?

Go easy on yourself.

One

So we’ll cover

I promise you’ll learn a way to save a lot
Talk about building reports.

We’re going

How many of y’all are excited

And we usually get some deals going.

So we’re not just talking about it, we

18

actually do it.

19

banks and credit unions, how to get deals from them.

20

How to leave the proper disclosures tomorrow, which

21

I’ve never seen in anybody else’s contract.

22

Buyer/seller’s contract, price negotiation, term

23

negotiation.

24

ask; how to focus on deals not markets.

25

We’re going to learn about small

We’re going to go through never offer

So have y’all been trying to figure out the
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1

Fort Myers/South Florida/Central Florida U.S. economy

2

and real estate market in the last couple years?

3

Well, I’ve got some great news for you.

4

market.

5

Let me give you an example.

There is no

Who in here

6

does a little stock investing, maybe mutual funds,

7

retirement accounts or anything?

8

invested in stocks, whether it’s through a company,

9

yourself, mutual fund?

10

invest in stocks?

11

done that?

12

No one?

Come on, who’s ever

Only three people

This side of the room has never

Amazing.

All right.

13

side.

Just playing.

14

these three days?

15

Is it okay to have fun?

So I’ll talk to that

Is it okay to have a little fun

Some of y’all look way too serious.

16

AUDIENCE:

Yes.

17

ROBERT SHEMIN:

Some of y’all are like, I

18

don’t really (inaudible) with real estate money, no,

19

no, no, no.

20

or eye operations.

21

to die, correct?

Listen, we’re not doing heart transplants
It’s real estate.

22

AUDIENCE:

23

ROBERT SHEMIN:

24
25

Nobody is going

Correct.
So we can have a little fun,

yes?
UNIDENTIFIED FEMALE:
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1

ROBERT SHEMIN:

Have you ever noticed the

2

more relaxed you are, the easier things are?

3

you’re, like, worried and stressed, it’s hard to do

4

stuff.

5

fun.

6

days.

Correct?

When

So if you don’t mind, I like to have

So we’re going to have a little fun these three

7

It’s okay.
Here we go.

So I think this is for most of

8

you in the room, the two or three who’s not.

Go ahead

9

and just press that button.

So which

10

market?

11

stock, international stocks, high cap, low cap, S&P,

12

Russell 2000, crypto stocks, real estate stocks,

13

health care stocks, liquor stocks.

14

market.

15

have new construction near the beach.

16

lot differently than the trailer park eight miles that

17

way, correct, or the older homes.

18

Stock market.

So there we go.

Which stock market?

U.S.

There’s no stock

Real estate market here in Fort Myers.

You

That moves a

There’s probably 20 different micro-markets

19

in Fort Myers, correct?

20

golf course community; the beach neighborhood; the new

21

construction; the old construction; that area.

22

which market?

23

The rich neighborhood; the

So

There is no market, correct?

So what we want to help you do is pick one

24

or two micro-markets.

25

instance, I work in brickwork, 20 square blocks in
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1

midtown Miami.

I just bought a house -- a great condo

2

there 30 percent below market.

3

How many of y’all been to South Beach?

4

island.

5

micro-market.

I work in South Beach.

It’s 24 blocks by eight blocks.

6

It’s an
That’s a

Oh, south of 5th is a micro-market.

Fifth

7

Street below, correct?

8

million people.

9

from Shelby Avenue to Gartland Avenue to whatever.

10

Nashville, where I’m from, a

I work in historic east Nashville

It’s probably a 40-block area.

11

So you cannot become an expert in an entire

12

State of Florida or three cities.

13

micro-market.

14

like to invest in now?

15

for certain things.

16

are better for rentals and some are not great for

17

investors.

18

You’ve got to get a

So how many of y’all know an area you’d

Correct?

And certain areas are better

Some are better for rehab; some

No replies.

So I want you to start thinking about it

19

because this three days is about doing.

20

three days about?

21

AUDIENCE:

22

ROBERT SHEMIN:

What’s these

Doing.
And as Andre said this

23

morning, and I love this guy, he said I’m going to

24

give you a little test because in the distance there

25

are tests.

There are what?
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1

AUDIENCE:

Tests.

2

ROBERT SHEMIN:

And if you quit and give up

3

or don’t do the tests, what will your results be for

4

sure?

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

Zero.

7

people choose.

8

they don’t do it.

9

So it’s about what you do.

10

Zero.
That’s what most

They think about it and talk about and
I believe all of y’all are doers.
It’s not what you know.

It’s what you do.

11

Who here has closed more than about 20 real

12

estate deals in the last two months?

13

than 10 in the last two months?

14

five?

15

Tarek.

16

deals a month.

17

at the beginning.

18

would like to get there?

19

here.

20

Who’s done more than

We have a lot of students in Christina and
Our students are at least doing 10, 15, 20, 30
And I’m not saying you have to do that
Correct?

So here we go.

21

first deal.

22

easy for you.

23

first deal.

24

have to focus on?

25

Who’s done more

But how many of y’all

Correct?

That’s why we’re

Whether you want to do your

By the way, beginners, I’ll make it so
We’ve got to get you folks closing your
That’s it.

AUDIENCE:

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

What’s the only thing you

First deal.

EX 11, p. 45

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 47 of 452
46
1

ROBERT SHEMIN:

Whether it’s 30, 60, 90, 100

2

days, go as fast as you want or as slow, whether it’s

3

a rehab, wholesale or rental, and then after you close

4

your first deal, guess what we get you focused on?

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

7

at a time.

8

markets.

9

new way of thinking.

10

Correct?

The next one.

The second one.

One thing

So we focus on deals, not

How many of y’all just learned something.
There is no real estate market.

It’s not a national market, correct?

11

Rent credits.

That has to do with lease

12

option.

13

buy, sell, raise money, that work.

14

What do companies pay for ads that work for tenants,

15

for buyers?

16

work like in the Super Bowl?

17

UNIDENTIFIED MALE:

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

20

A

We’re going to give you ads that work, ads to

(phonetic).

We tested them.

What do big companies pay for ads that

Millions.
Millions.

Mucho dinero, buenos manola

Sabla?

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

(Inaudible).

Okay.

(Speaking Spanish.)

23

We do the conference and have Spanish people who don’t

24

speak English.

25

Fifty grand, 100 grand, a million dollars.

Anyway, you’re right.
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1

you ads that work, folks.

2

what they’re worth?

3

guess what they’re worth?

And if you use them, guess

A lot.

If you don’t use them,

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

Nothing, like all good

6

information.

7

to talk about renter advertising, no (inaudible)

8

qualify, 100 percent friends reduction; how to find

9

money partners.

10

to start with.

11

partners.

12

Make sense?

(Inaudible).

So here we go.

We’re going

So I didn’t have any money or credit
So my mentor had me find money

Make sense?
We’re going to give you our lenders so our

13

company is going to be kind of a lender to you.

14

it whatever you want.

15

few minutes.

16

am, too.

17

10 hours a week or two hours a week, which is about

18

what I do, an hour and a half, two hours (inaudible)

19

plenty, what if you had six or seven people looking

20

for you?

21

Call

We’ll get into that in just a

Bird dogs.

So most of you are busy.

I

So instead of you looking for deals three to

Here are some of my favorite bird dogs:

22

contractors, property managers, police officers, loan

23

officers.

24

What kind of sellers are we looking for?

25

Correct?

Funeral parlors, bail bondsmen.

UNIDENTIFIED MALE:
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1
2

ROBERT SHEMIN:

Actually, highly motivated.

What kind of sellers?

3

AUDIENCE:

Highly motivated.

4

ROBERT SHEMIN:

We’ll go through that these

5

three days.

So you can have seven to 10 people

6

looking for you.

7

not be able to pay them commissions or fees.

8

with your own brokers.

9

fees to anybody, marketing, consulting fees, to

Now, if you’re a realtor, you may

I’m not a realtor.

10

anybody legally and ethically.

11

laws.

Check
I can pay

You must follow local

Say I understand?

12

AUDIENCE:

13

ROBERT SHEMIN:

Okay.

But we’ll do it for

14

both.

15

talk about advertising; credit cards.

16

has ever listened to my good friend, Dave Ramsey?

17

Dave Ramsey fans in here?

18

mentors.

19

time.

20

love Dave.

21

Sound good?

I understand.

Great guy.

Bail bondsmen; bandit signs; we’ll
Now, who here
Any

He’s one of my first

I have dinner with him all the

I’ve probably got around 800 of his books.

So, to me, I love Dave.

I

And if you’re

22

making 50 grand a year and buy an $80,000 pickup

23

truck, there is nobody better in the world than Dave.

24

Right?

25

including Dave and other folks, use credit.

However, most successful entrepreneurs,

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

You can

EX 11, p. 48

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 50 of 452
49
1

use your own money or use other people’s.

2

judgment.

3

You decide.

No

You’re in control.

You’re in control of these three days.

4

You’ll get out what you want to get out.

5

an open mind, guess what you’ll probably get out.

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

If you have

A lot.

A lot.

If you have a closed

8

mind or are quick to judgment, guess what you’ll

9

probably get out?

10

UNIDENTIFIED MALE:

11

ROBERT SHEMIN:

Very little.

Very little.

You’re in

12

complete control.

You’re in control of your business.

13

Correct?

14

is a loan.

We’re going to give you 11 types of

15

financing.

A credit card loan is a bank loan; a home

16

loan is a bank loan; a mortgage is a loan; a home

17

equity line is a loan; a loan from my rich uncle Ariot

18

is a loan; credit card is a loan.

19

difference?

So here’s my philosophy.

20

UNIDENTIFIED FEMALE:

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

A loan is a loan

What’s the

It’s a loan.
(Inaudible).

Not much.

Some are secured

23

by real estate, some aren’t.

But I have no prejudice

24

on making money.

25

a lot because, number one, there’s two types of debt.

Now, we’re going to talk about debt
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1

Bad debt, what’s bad debt?

As my buddy, Dave Ramsey,

2

talks about.

3

credit card that’s worth 3,000 and pay $4,000, what

4

happens to your net worth when you buy that junk?

You don’t buy a suit or an old car on a

5

UNIDENTIFIED MALE:

Drops.

6

UNIDENTIFIED MALE:

Goes down.

Correct?

7

And you’re paying interest on it.

8

drank it, wore it or drove it and you’re paying credit

9

on.

That’s bad.

10
11

You already ate it,

What’s good investment?
Anybody?

What’s a good debt?

What’s good debt?

12

UNIDENTIFIED MALE:

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

(Inaudible).
When you can --

You borrow money and you’ve

15

already paid money on it; right?

16

worth 250 in Fort Myers and it’s worth 320, what just

17

happened to my net worth the minute I bought that?

18

Whether it’s my money or a bank’s money or his money.

19

UNIDENTIFIED FEMALE:

20

ROBERT SHEMIN:

So if I buy house

Went up.

Went up 70 grand.

Plus I’m

21

going to sell it and make X and either 30, 40, 50 or

22

60, whatever it is.

23

are paying off the debt and my net worth is up and my

24

tax advantages are going up and all that good stuff.

25

That’s good debt if that makes you money that you know
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1

what you’re doing.

2

that.

3

Correct?

So we’ll talk about

So it’s a mindset.

Most people in

4

America -- who here has started their own business of

5

any sort?

6

sort, raise your hands.

7

Andre, Nicole, I’ll show you something.

8

the room is entrepreneurs.

9

Wow.

Who has their own business of any
It’s very important.

Hey,

Over half of

Correct?

Who has not started a business of any sort?

10

Which is okay.

I’ve been to the beginning of the

11

Christina and Tarek.

12

mindset.

13

investor mindset.

14

investor.

15

dollars, what’s the first thing that comes to your

16

mind?

17

dollars. What’s the first thing that comes to your

18

mind, don’t filter.

So the most challenging part is

Most people have a consumer mindset, not an
Write that down.

Consumer versus

Payout of a house that costs a million

I’ve got to bill into that cost 1 million U.S.

Come on, somebody.

19

UNIDENTIFIED MALE:

20

ROBERT SHEMIN:

No.

(Inaudible).
I want to sell you a

21

building that’s going to cost you $1 million.

22

expensive.

Too

Huh?

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

UNIDENTIFIED FEMALE:
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1

ROBERT SHEMIN:

Where’s it located?

I kind

2

of like the question she started to answer.

3

the question I would answer.

4

it’s worth $1.6 million.

5

investor asks what will it make me; a consumer asks

6

what’s it cost; too much; can’t afford it.

7

an investor ask?

What’s it worth?

I’m very interested.

8

UNIDENTIFIED FEMALE:

9

ROBERT SHEMIN:

Well,
An

What does

(Inaudible).

What’s my return on

10

investment.

11

right?

12

Correct?

13

Tarek were here, they’d spend three days going over

14

mindset because the systems that you’re going to

15

learn, if you do them, are simple.

16

Right?

Ask me

Now you started getting there,

What’s the location?

Well, what’s it worth?

What can it do for me?

And if Christina and

So let’s keep going here.

We’re going to

17

talk about credit cards; self-directed IRA.

18

the room besides me has a self-directed -- self-

19

directed IRA pension plan?

20

can take your retirement funds and not just buy

21

stocks, bonds, gold or crypto, whatever you’re into,

22

but also buy real estate; invest in real estate; and

23

in most cases, if not all, it grows tax free

24

(inaudible) asset protection.

25

Nobody?

Who in

That’s where you

I know we have some investors in the room.
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1

We’ll talk about that on Sunday, too, when we do asset

2

protection.

3

for -- get you tremendous investments back.

4

That’s killer.

That right there will pay

Hard money lenders, we’re going to give you

5

ours.

6

and deeds.

7

deeds, property tax?

8

beginning, intermediate, advanced, if you like.

9

going to talk about taking over mortgages, wraparound

10

mortgages subject to double closing; owner financing.

11

Who here gets a lot of real estate, seller and owner

12

financing and not put a lot of money down or doing a

13

bank loan or using your credit?

14

finance deals.

15

specifically today.

16

We’ll show you how to find yours.

Tax liens

How many are interested in tax liens and
We’ll do that on Sunday,
We’re

Another great way to

We’ll show you how to do that
Okay?

How to find those.

We’re going to talk about contractors, how

17

not to get ripped off by a contractor.

18

Tarek have amazing systems that are simple that, if

19

you follow them, will protect you in many cases

20

against contractors.

21

Christina and

How many of y’all like that?

Only two -- actually, only three mistakes

22

you can make in real estate investing.

23

to write these down.

24

Every day and week that you don’t do a deal costs you

25

money.

One, you don’t get started.

(Inaudible) show you this.
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1

students sent in a thing.

They did a rehab and made

2

55 grand recently.

3

they would have waited, guess what they would not have

4

made?

They got another one going.

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

So if

Fifty-five grand.

Fifty-five grand on one

7

rehab, using somebody else’s money in another city

8

that they don’t live in.

9

We’ll show you how to build a team whether it’s local

10

or in another place.

11

They built a team there.

Correct?

So it’s called opportunity costs.

Every

12

week or month that you don’t do a new deal, another

13

deal or a deal the right way, I believe it’s costing

14

you and your family a lot of money.

15

sense?

16

love to do it, too.

Does that make

But what do people love to do, and I used to

17

UNIDENTIFIED FEMALE:

18

ROBERT SHEMIN:

Procrastinate.

Procrastinate, put things

19

off.

And write this down, opportunity costs.

20

what an investor thinks, what not to do.

21

That’s

So the second mistake you make in real

22

estate is the numbers are wrong.

You thought it was

23

worth 300 grand; you’re going to sell it for 300

24

grand; and it’s only worth 240.

25

profit.

There goes your

The three mistakes you can make, one, putting
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1

it off, waiting, is your biggest; two, your value is

2

wrong, correct?

3

You thought the repairs were going to be 28 grand with

4

the contractor.

5

system.

6

And, three, your repairs are wrong.

He swore it but he didn’t follow a

And instead of 28 grand, they were 55 grand.
How many of y’all know someone -- I didn’t

7

say you -- that had more repairs than they thought?

8

They cost the money, correct, besides aggravation,

9

stress, energy, time.

And all those things are

10

opportunity costs because every day you’re fixing a

11

mess, you can’t go and make more deals, more money.

12

Right?

13

And in just a minute, we’ll get you started

14

on all this stuff and the real system.

But I just

15

wanted to go over what we’re going to cover today and

16

what we’re going to do for three days.

17

What about contractors?

How to write comps?

18

How to find out what the property is worth?

19

market.

20

driving for dollars, correct?

21

build a power team.

22

it.

23

start you on it.

24

next door to where you live or whether it’s the next

25

county, next state or next country.

Days on

We give you tons of ways to find deals,
And networking, how to

We’re going to give you sheets on

We’re going to go through it.

We’re going to

Whether your power team is right
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1

Correct?

2

Now, the next one is foreclosures, pre-

3

foreclosures, short sales.

Is that a little more than

4

you were promised the other day when you went to the

5

speech?

6

UNIDENTIFIED FEMALE:

7

ROBERT SHEMIN:

8

it?

It’s a lot.

9

at 9:00.

Yeah.

Now, it’s not too much, is

Now, we’re going to start every day

I’ll be here 30 minutes early and answer any

10

questions or do your homework for you.

We end each

11

day about 5:30, give or take a few minutes.

12

okay, to be a little flexible?

13

flexible.

Is that

Investors are

Is that okay with everybody?

14

AUDIENCE:

Yeah.

15

ROBERT SHEMIN:

Sunday we end a little early

16

because we had people come down from Pensacola; from

17

all over the place.

18

Sunday, we’re going to do a working lunch.

19

much to cover on Sunday.

20

Today is kind of beginner/intermediate; tomorrow is

21

intermediate, a little advanced; Sunday is

22

intermediate/advanced.

23

something today or tomorrow, we’re going to go through

24

five disasters on Sunday.

25

what not to do.

We end about 1:30/2:00.

But on
We have so

Each day builds on itself.

And relax.

If you miss

Deal by deal, step by step,

How many of y’all like that?
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1

How many of y’all go to seminars where they

2

say everything is great and beautiful and the big

3

deals.

4

disasters.

5

to show you what to do and what not to do.

We’ll do some of that, too.

But I like

How we really do this stuff.

6

AUDIENCE:

7

ROBERT SHEMIN:

We’re going

Yes.
And all you got to do is

8

follow the system and listen to your success

9

consultant.

10

So we’re going to do right now before we

11

continue is this is a journey.

12

made the most important sector here.

13

It’s all about having the right system.

14

Correct?

You’ve begun.

You’ve

So let’s begin.

Before we do that, I want to take two or

15

three minutes and find out do you have any other

16

expectations of what you were told or promised?

17

Now, before we do that, we’re going to cover

18

all of that, 99 percent.

19

to give you our finance book.

20

have the book on finance?

21

ANDRE:

22

ROBERT SHEMIN:

23

We’re also, on Sunday, going
Correct, Andre?

We

Yes.
Correct?

give you access to our lenders.

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

You’re going to get a website, email and a text.

2

the way, yesterday Andre, myself, we contacted our

3

lenders a couple times just like you would.

4

got right back to us.

5

And they have four loan programs.

I use our lenders.

6

AUDIENCE:

7

ROBERT SHEMIN:

By

And they
Correct?

How many?

Four.
Four.

One is transactional

8

funding where if you’re doing a wholesale deal and the

9

seller says, oh, no, no, you can’t wholesale it;

10

you’ve got to buy it.

Well, some of you may not have

11

180, 300, 400 grand sitting around in your checking

12

account, and a lot of wholesalers -- thank you so

13

much, Andre.

14

love this guy.

15

use.

You’ll meet Andrew this weekend.
And Nicole.

You’ll

So this is the sheet I

We’ll give this to you on Sunday.

16

Now, there’s about seven people sitting

17

there waiting on an email, website and phone number

18

wanting to loan you money.

19

loans.

20

yesterday.

21

The company does a lot of

I know the head lender; I talked to him
And they want to loan money.
Now, here’s the thing:

22

deal.

They don’t loan on you.

23

deal.

What do they care about?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

much about your credit score.

2

They’re not a mortgage company.

3

money lender, investor lenders, correct?

4

loan to a lot of landladies and landlords.

And they

5

specialize in non-owner occupied property.

That’s all

6

they do.

7

going to have access to that.

8
9

They’re not a bank.
They’re called a hard
They also

They don’t loan to homeowners.

So you’re

Many years ago I spent about 3 grand to get
access to pretty much the system. and it was well

10

worth it.

Christina and Tarek own the company because

11

you invest in something here, they will give you this

12

(inaudible).

13

it?

So everybody here gets it.

14

AUDIENCE:

15

ROBERT SHEMIN:

Who gets

Everybody.
And, watch this, somebody in

16

the center will go, uggh, do I get it?

17

But everybody else did.

18

do transactional funding if you want to wholesale and

19

somebody says no.

20

know, said you may not transfer or sell it.

21

have to buy it.

22

wholesalers in Florida went out of business because

23

they didn’t have the cash to buy it.

24

resell with every other buyer lined up.

25

No, not you.

Everybody gets it.

So we’ll

You do -- like GMAC, as you may
So you

And about 80 percent of the

They had to

Now, true wholesaling, you don’t buy it, but
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1

sometimes they say you have to buy it.

2

charge a very small fee to put the money up if you

3

have the buyer lined up.

4

to you to rehab.

5

change as the market changes.

6

aggressive and that’s their specialty.

7

most of the money for you to rehab property if it’s a

8

great deal and you know what you’re doing.

9

y’all like that?

10

And they

Number two, they will loan

And the rates and the loan to values
But they’re super
They’ll put up

How do

Correct?

We’ll also go over all the rental

11

properties.

12

clear, I want to free up some money, they do that.

13

They work with investors.

14

resource.

15

Sunday we’re going to give you a little extra book,

16

Secrets to Funding all of your Real Estate Deals, that

17

has more ways to fund it.

18

weekend will be how to fund deals, including this.

19

everybody gets it.

20

If you already have properties free and

This, to me, is a huge

Everyone gets it.

Thirty percent of this
So

Now, if you can’t wait until Sunday, we give

21

it to you today.

22

Anybody know why?

But why do we wait until Sunday?

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

But in addition, on

(Inaudible) answer.
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1

that, but thank you.

The main reason is it’s a tool.

2

It’s a tool.

3

you can hurt yourself.

4

you, and you’re not a military person, an M-15 or a

5

tank, it’s a tool.

6

doing, what will probably happen?

And if you don’t know what you’re doing,
You know, if somebody gave

And if you don’t know what you’re

7

UNIDENTIFIED MALE:

8

ROBERT SHEMIN:

9

Same with the money.

(Inaudible).

You’ll blow yourself up.

So write this down.

What’s my way out?

Which

10

contract?

11

good deal.

12

you don’t lose money?

13

lost money in real estate in the last 15 years?

14

they lose money?

What’s my plan A, B and C on every deal so
Who here knows someone that’s

Anybody?

UNIDENTIFIED MALE:

16

ROBERT SHEMIN:

17

should have an exit plan.

18

education. Correct?

19

doing.

20

deal.

Why’d

Come on, it’s a good time.

15

21

Just in case it’s not a

(Inaudible).

Well, a good contractor
I think it’s knowledge and

They didn’t know what they were

They didn’t have plan, A, B and C on every

I’ve really not lost any money on a real

22

estate deal since 1994.

I’ve tried.

23

mentor that wouldn’t let me.

24

your backup plan?

25

We have plan A.

But I have a

The system.

It’s what’s

So on every deal, write this down.
I’m going to buy, fix and sell and
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1

make my 28 percent rehab.

2

20, 30 percent.

3

A lot of our students make

Number two, global market goes down a little

4

bit or the banks change or the market softens, which

5

happens a lot now.

6

door at 14 percent in three or four months.

7

great, but I’m not losing money.

8

three, four, five months is not horrible.

9

wanted.

10

My plan B is I’ll blow it out the
Not

At 14 percent,
Not what we

That’s plan B.
Plan C, disaster.

Market tanks;

11

neighborhood changes; employers leave; my numbers

12

messed up; contractor’s bad.

13

have a little bit of equity there.

14

rent it.

15

back on the farm in Tennessee, you can’t go broke

16

making a profit.

17

Well, I’m still okay.

I

But I’m going to

I know it will cash flow.

We have a saying

You can’t go broke making money.

I’ve actually had this happen to me because

18

I had plan D.

The Vegas market tanked; we went down

19

below what we bought the properties for; everybody

20

else lost money, couldn’t afford it.

21

the rents were.

22

were like $2,600 a month and the average payments were

23

like $1,800 a month.

24

We didn’t like it.

25

But guess what happened after 18 months to three

He had plan C and D.
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1

years?

The market came back and we sold them and we

2

made money.

How many of y’all think that’s okay?

3

Well, I think it’s horrible because they

4

were my houses and if I would have still held them

5

another two years ago -- two years, I would have made

6

another 30 or 40 percent.

7

again, I made money.

8

backup plan; how to do value of -- certify your repair

9

numbers, your comps and what’s your plan A, B and C in

But I sold too early.

But,

So on every deal, what’s your

10

writing for yourself, for your investor, to make it

11

happen.

So you’re going to get the lending.

12

So we’re going to cover all those things I

13

just talked about; how to find deals; how to analyze

14

them and call on deals.

15

about all that.

16

because we’re going to get to the system in just a

17

minute.

Remember, we just talked

So let’s take two or three minutes

18

[HVAC noise starts.]

19

Are there any other expectations you have

20

that you were told -- who was here a week or two ago?

21

Was it Kevin or -- don’t remember the name.

22

GABRIEL:

23

ROBERT SHEMIN:

24

GABRIEL:

25

ROBERT SHEMIN:
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1

well because you’re here.

(Inaudible) Gabriel.

It

2

just takes a minute.

3

you were expecting or promised, we want to get it out

4

now.

So is there anything else that

Get it out when?

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

Now.

Because we kind of customize

7

this presentation.

8

we kind of customize it.

9

were expecting -- that’s a lot -- and we want to make

10

This is a pretty small group.

sure we take care of it.

11

Is there anything else you

Yes?

UNIDENTIFIED FEMALE:

Can you clarify what

12

they were talking about (inaudible) worst-case

13

scenario (inaudible).

14
15

ROBERT SHEMIN:

So

Let me repeat your

question.

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

(Inaudible).

Thank you.

Let me repeat

18

the question so some of you can hear it.

19

it’s a win-win when you signed up.

20

within 90 days, I believe, you’ll get your investment

21

back for this class.

22

of checks.

23

She said,

If you do a deal

Now, I’ve seen them write a lot

Number two, if you get stuck and don’t do a

24

deal, there is some backup for you.

25

when you signed up, you got those two certificates and
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1

you had a little folder they gave you.

Can you pull

2

that out, somebody?

It’s a six or

3

seven lines and I’ll kind of go over it.

4

answered your question.

5

It’s very simple.

I think I’ve

Anybody got those little -- there you go.

6

Can I borrow it for a minute.

7

was another one, too, just like that.

8

certificates.

9

pull them out.

Correct?

Do you mind?

You got two

Everybody, if you have them,

If not, don’t worry about it.

10

got it.

It’s real -- it’s real simple.

11

y’all like simple?

12

is simple.

13

simple.

Don’t complicate it.

14

things.

I do.

15

And there

How many of

Everything is simple.

Don’t complicate it.

You’ve

Real estate

Making money is

(Inaudible) complicate

Relax.

So I’ll give this right back to you.

So

16

there’s one thing that says triple your investment

17

guarantee.

18

let me explain.

19

la-la-la-la.

20

correct, within -- let’s see, it says here 90 days.

21

That’s called performance incentive.

22

It’s six lines.

23

days using the system, not a deal you’re already

24

working on or one that a mentor gives you; that one of

25

our mentors, ain’t going to happen.

Thanks for bringing that up, Elise.
What is -- let’s see here.

Okay?

Now

La-la-la,

So one is if you do a deal,

Very simple.

it says, if you do a deal within 90
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1

the documentation, correct?

2

investment back.

3

They will give you your

And I see students come out of this, new

4

system, they get a venture or whatever, help or

5

whatever, and they do a deal on their own and they get

6

their investment back on this.

7

simple.

Pretty

That’s one.

8
9

Sound good?

The second one says you must attend all
three days of the three-day workshop.

10

a deal

11

you make 10 offers -- how many?

If you don’t do

-- that’s what you’re asking about -- and if

12

AUDIENCE:

Ten.

13

ROBERT SHEMIN:

-- using our system, which

14

we’ll go over today, tomorrow and Sunday, and nothing

15

-- you don’t get a deal, they have a resource line.

16

We have someone in the room who is in customer

17

service.

18

line.

It’s not a mentor line.

It’s a resource line.

19

AUDIENCE:

20

ROBERT SHEMIN:

It’s not a coaching

What is it?

Resource.
You might want to write that

21

down (inaudible) so you can get to them.

22

do is help you make 15 more offers using the system.

23

And if you make 25 offers using the system and don’t

24

get a deal, they will triple -- they’ll pay you back

25

triple, I think, is what it says here.
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1

Pretty simple?

2

So, one, you can do a deal, document it, get

3

your money back in 90 days.

4

deal, you can (inaudible) resource line just to help

5

you make multiple offers and make (inaudible).

6

good?

7

you.

8

clear so you can focus (inaudible).

9

for (inaudible).

10

Two, if you don’t do a

Was that your question?

Sound

Great question.

Thank

That’s important because I want to get your mind
Thank you so much

Any other questions for Lisa?

11

(inaudible).

12

just expectations.

I know

Another question or expectation, this is
What is this?

13

AUDIENCE:

Expectations.

14

ROBERT SHEMIN:

Here’s what I don’t want is

15

someone on Sunday at 1:00 going, uggh, I wish Robert

16

would have covered advanced hotel acquisition

17

financing plan.

18

Friday or Saturday, I could have.

19

deals.

20

you know how people bring stuff up at the last minute,

21

right?

Well, if you would have asked on

But if you wait until the end of the day or --

So let’s get it out now?

22

AUDIENCE:

23

ROBERT SHEMIN:

24
25

We’ve got hotel

Get it out when?

Now.
Is that fair?

expectations, please get them out now.
AUDIENCE:
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1

ROBERT SHEMIN:

And I know we’re kind of in

2

the (inaudible) but we just want to make sure

3

everybody is super happy.

4

expectations that our friend said the other day with

5

respect to getting funding, how to find deals, how to

6

analyze and call on deals?

7

questions, comment?

Sound good?

Any other

Kind of last call

Yes?

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

(Inaudible).

Find a deal in Canada.

10

have funding options in Canada.

11

does.

Yes.

We

Our company

Do you like Canada?

12

UNIDENTIFIED MALE:

13

ROBERT SHEMIN:

14

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

(Inaudible).

Where?
(Inaudible).

Ontario?

I got a lot of

16

deals in Toronto, Montreal, (Speaking French).

17

done deals myself in Edmonton, Calgary and Vancouver,

18

the most expensive real estate market in the world.

19

And, yes, our company has had to work with Canadian

20

funders.

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

Edmonton.

Yes.

I’ve

(Inaudible).

What’s that?
(Inaudible).

Alberta, that’s Calgary and

So, yes, our funders do have funds up
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1

there -- connections.

2

What?

All right?

3

UNIDENTIFIED MALE:

4

ROBERT SHEMIN:

There you go.

(Inaudible).

The Caribbean.

No, but

5

we’ll show you how to find funders.

6

today and tomorrow.

7

deals.

8

connections, especially with U.S., some Canada, but

9

(inaudible).

10

I’ll show you

I do a lot of international

They make me call.

They probably do have

Any other expectation of what you’re going

11

to

12

three days?

13

expectations.

14

something to be covered, something you’re expecting?

15

be taught; what you’re going to get from these
We want to make sure we exceed your
Last call.

Now, among other things, I officiate

16

(inaudible).

17

do with real estate.

18

we do today.

19

wedding where (inaudible).

20

Any other expectations,

And you’re wondering what’s that have to

Correct?

That has a lot to do with what
Who here has ever been to a
Correct?

So (inaudible) wedding, you’ll remember this

21

from previews.

Remember when whoever is conducting

22

the wedding says, listen, during the ceremony, if any

23

man or woman has an objection to this matrimony, speak

24

now or forever hold your peace and let no man or woman

25

put this asunder.
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1

How many of y’all have heard that in the

2

movies or at your own wedding?

What’s that mean?

If

3

you have an objection or need something, bring it up

4

now.

5

Then we can’t do anything about it.

6

not fair.

7

you had.

8

We want to make sure we exceed.

9

Bring them up when?

10

AUDIENCE:

11

ROBERT SHEMIN:

Don’t bring it up a month after they’re married.
Make sense?

It’s

So, again, last call, any other expectation
I’ll go over the -- any other expectations?
Bring them up now.

(Inaudible).
Or you can’t bring it up.

12

You know, now’s the time when you want to (inaudible).

13

Any other expectations?

14

exceed them and do more?

15

of y’all still will not raise your hand no matter what

16

I ask?

17

How many of y’all hope we
That’s our goal.

How many

Hey, by the way, I’ve asked Nicole and

18

Andre, we’re looking for people that are really

19

motivated.

20

people who really want to do real estate and you’re

21

somewhat trainable, somewhat open and really

22

motivated, really want to make money.

23

way, I attached in the notes, how I would do one thing

24

is how I do everything.

25

one thing is how I do everything.

Christina and Tarek, the team and us,
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1

of like, yeah, I’m just going to sit back, watch this

2

guy talk; yeah, I don’t know.

3

investment business?

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

6
7

How do you treat your

The same.

The same way.

If you don’t

have the energy to -- well, let me ask you this first.
I was in the military.

8

the room?

9

Wow.

10

Any other military folks in

Anybody active or inactive military?

No?

Anyway, we were doing a combat situation

11

once and our leader said I’ve been in combat a lot.

12

We had not.

13

scared?

14

people say they’re nervous about investing.

15

not nervous; you’re excited.

16

excited?

And we were a little excited.

Did I say

Don’t use the word nervous or scared.

17

UNIDENTIFIED FEMALE:

18

ROBERT SHEMIN:

Some

You’re

How many of y’all are

Whooo.

Change the word, change

19

everything.

20

the next question, then we’ll do the real estate stuff

21

and some more (inaudible) we’ll get flying here.

22

So (inaudible) permission before I make

So our leader said, listen, I want to take

23

care of all of y’all.

24

our platoon took a vote.

25

you when we’re in combat; Kumbaya, my lord, Kumbaya;
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1

we’ll talk about it and go easy and you’ll probably

2

die.

3

tough.

4

quick, short and just do it.

Or we can go with love to take care of you,
So if I say something, I’m going to say it

5

AUDIENCE:

6

ROBERT SHEMIN:

Just what?

Do it.
And if you do what I say,

7

I’ll pretty much guarantee that we’ll get out of this

8

okay.

9

if I say jump, jump, or if I say run, run, correct?

But, you know, you may not like what I’m saying

10

And we took a vote and guess how all of us voted that

11

day?

12

went what?

13

give you theories and equations all three days and I

14

promise you we’ll leave Sunday and go, oh, my God, I

15

got 800 pages of notes; that guy is a genius;

16

(inaudible) gross and start multiplying, D, gross

17

rent, ROI, return on investment; tax depreciation; I

18

can talk about learning curves, construction curves,

19

trends in real estate, and you’ll go, that was

20

amazing.

How many of y’all think we went Kumbaya?
Be real.

So y’all have a vote.

We

I can

Except for one small detail.

21

UNIDENTIFIED MALE:

22

UNIDENTIFIED FEMALE:

23

ROBERT SHEMIN:

We didn’t do anything.
(Inaudible).

It’s all theory.

Well,

24

you’ll have a lot of theory or ideas in your head.

25

We’ve got to get you results.
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1

are we focused on?

2

AUDIENCE:

Results.

3

ROBERT SHEMIN:
deals, results.

Doing deals, doing deals,

4

doing

Write this down.

Contract,

5

close; contract, close; contract, close.

Until you

6

have a contract, nothing has happened.

7

tomorrow and today.

8

happened.

9

(inaudible).

10

We’ll do that

Until you close, nothing has

It’s all talk.

Correct?

We’re going

So how about we go this way:

Andre and

11

Nicole and I will be with you in a minute.

We’ll --

12

with love, because we want you to succeed.

We’re

13

already doing well.

We want --

14

it’s about you

Don’t worry about us.

these three days.

15

AUDIENCE:

16

ROBERT SHEMIN:

Who’s it about?

Us.
And the room’s different.

17

We have some beginners in the room, a lot.

18

couple real estate agents in the room who are nice who

19

haven’t invested yet.

20

who are here for a reason.

21

next level.

22

results.

23

level, whatever level you’re at.

24
25

We have a

We have a couple of investors
They want to get to the

They’re not satisfied with all their

Correct?

Everyone wants to go to the next

So let’s get a vote.

How many of y’all want

to go real with love and a little tough, but whatever.
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1

Got it?

2

have the energy to raise your hand at a conference --

3

everybody know how sometimes you’re writing and

4

whatever, it’s okay, it’s your seminar.

5

the energy to make a risk-free offer on a property?

6

Probably not.

7

make 50 grand, 100 grand, 200 possibly on a deal?

8

Probably not.

9

give you 10, 20, 30, 40 grand the rest of your months

10

-- every month for your life and your grandkids’ life

11

whether they exist or not.

12

So now at your (inaudible).

If you don’t

Will you have

Will you follow our directions to go

Or buy an apartment building that could

Probably not.

We’re looking for people that are somewhat

13

trainable, that are highly motivated, that really want

14

to do this.

Sound good?

15

AUDIENCE:

Yeah.

16

ROBERT SHEMIN:

Now, let me help y’all out.

17

The number one business franchise in America is

18

Subway.

19

that owns on?

Anybody here own a Subway or know someone
Subway?

You own one?

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

No, my friend.

Friend.

22

paying 180 to 300 grand on it.

23

the average.

24

make 20 to 50 grand per store.

25

than one store.

I’m guessing he’s

Just guessing.

That’s

Most of them after two or three years

Correct?
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1

right?

Your friend works hard?

2

business.

3

America.

4

It’s a great

The number one business franchise in
Correct?
Now, if you spent $220,000 to be at a three-

5

day franchise meeting, correct -- you had to invest

6

$220,000 to $250,000, right?

7

costs to get a Subway or to learn real estate

8

franchise.

9

franchise you pay them a fee and they give you their

That’s about what it

We’re not a franchise, correct?

Where the

10

system, and then they get a loyalty, they get a

11

percent of your income, we don’t get a percent of your

12

income.

13

So what if y’all had to pay $250,000 to be

14

here these three days for your real estate investing

15

meeting.

How would you treat it?

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

20

Like gold.

Say it again?
Like gold.

Like gold.

If I said do

this or Andre said do that, guess what you’d be doing?

21

AUDIENCE:

22

ROBERT SHEMIN:

23

of your pen from taking the notes.

24

invest two, three or four to five grand in something,

25

you’re like, yeah, that guy’s funny; he’s kind of
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1

interesting; I wonder what he’s going to say next.

2

I’m kind of into it.

3

something?

4

250 grand because we have students who follow the

5

system making more than a Subway franchise owner off

6

of one deal, two deals, three deals.

Correct?

I want y’all to treat it like you spent

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Did y’all just learn

Make sense?

Yes.
Now (inaudible) in just a

minute, but I want to get right into the system and I

10

want to start teaching something.

Sound good?

11

these folks are from around here.

Jeff and DeeDee

12

Mulkey (phonetic).

13

them a secret.

14

secret of investing?

15

and I’m going to go through a very simple system.

16

We’re going to give you tons of ways to find deals.

17

Look at the bottom, Robert tell

How many of y’all like to know a
I need 100 percent participation

Now, I’m going to make you work a little

18

bit.

19

workbooks in just a little bit.

20

materials all three days for you to take home.

21

They’re great for Monday, Tuesday or Wednesday.

22

action is up here.

Not much.

We’re going to give you notebooks,
We give you more

The

Where’s the action?

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

So

Up here.

Studies show the best way to

work is listen and write a couple of things down, not
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1

everything.

When I say something three times slowly,

2

you may want to write it down.

3

times?

4

AUDIENCE:

5

ROBERT SHEMIN:

I’ll say it how many

Three.
Slowly.

How many of you

6

want some websites?

And the reason I make you write

7

is because if I just -- if I just handed you, or

8

Christina and Tarek would have sent you some videos

9

and workbooks, I was in Medellin, Columbia yesterday,

10

and then Sunday night I’m going on a yacht (inaudible)

11

on my son’s boats for a day or two, I would have been

12

on the boat or down the beach or whatever.

13
14

So is it okay to ask you to write a few
things down?

Not a lot.

15

AUDIENCE:

16

ROBERT SHEMIN:

17

Correct?

Is that okay with everybody?

Yes.
Is that not okay with

anybody?

18

(No response.)

19

ROBERT SHEMIN:

20

in.

21

Does that make sense?

You have to put a little bit

You’ll remember better; you’ll learn better.

22

UNIDENTIFIED FEMALE:

23

ROBERT SHEMIN:

24

here.

25

a secret.

Right?

Yes.
That’s why you’re

So, number one, I’m going to tell you a bit of
So here’s what they said.
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1

estate experience, use these simple techniques and

2

checklists -- what’s the key word there --

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

5

this stuff.

6

much.

7

to do.

Checklist.

Simple.

Don’t complicate

Some of you are already thinking too

Stop thinking, wondering, worrying; just start
Just start what?

8

AUDIENCE:

Doing.

9

ROBERT SHEMIN:

And if you do it, all the

10

fears go away.

11

happens.

12

minute, how many of y’all don’t even know where that

13

is?

14

estate deal ever there.

15

boring and cold.

16

got to be careful.

17

Okay?

Right?

If you think about it, you -- nothing
We bought some land in Idaho.

Wait a

By the way, this is my biggest real
Don’t go there.

It’s really

Sorry, we’re being recorded.

I’ve

Anyway, this system works whether it’s right

18

next door or long distance.

19

a beginner because we’re insecure and we do all the

20

deals within two miles of where we live or where we

21

know because it’s comfortable.

22

You’ve already gotten out of your comfort zone.

23
24
25

Now, I understand you’re

But you’re here.

How many are willing to do things other
people won’t do to make a lot of money?
UNIDENTIFIED MALE:
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1

ROBERT SHEMIN:

So they worked with a

2

mentor.

3

recorded.

4

recorded and has been vetted.

5

that makes you feel comfortable?

6

that makes you feel uncomfortable?

7

because I’ve got to be very careful of what I say

8

because I’m being recorded.

9

by the attorneys, attorney generals and all that

10

stuff.

I have to disclose that because I’m being
By the way, everything I say is being

How many of y’all
Me a little bit

It all has to be vetted

Does everybody like that?

11

AUDIENCE:

12

ROBERT SHEMIN:

13

How many of y’all --

Correct?

14

Yes.
How many of y’all like that?

All right, here we go.
So we bought some land in Idaho, and I’m

15

going to tell you exactly how to do this.

16

the beauty of Christina and Tarek and our system.

17

you have to do, correct -- all you’ve got to do is

18

copy and paste.

19

That’s what Christina and Tarek and our mentors and

20

everyone I’ve done it with, real estate, elevated.

21

We’ll show you what to do.

22

is do it.

23

happen over time?

24

think about it and put it off and wonder about it,

25

worry about it, hypothesize, skepticize, negativize,

Write that down.

And here’s
All

Copy and paste.

And all you’ve got to do

And if you do it, guess what will probably
You’ll get results.
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1

investigize, procrastinize, what will happen?

2

Guaranteed.

3

AUDIENCE:

Nothing.

4

ROBERT SHEMIN:

Now, let me say this right

5

up front, disclosure.

Most people in business real

6

estate do nothing and make nothing.

7

understand.

8

AUDIENCE:

9

ROBERT SHEMIN:

Everybody say I

I understand.
(Inaudible) different that

10

actually will do something and stick with it.

11

Correct?

12

into this deal thick.

13

would like -- you’re a little excited about real

14

estate investing?

15

debt and assets, correct, we get a little freaky.

16

Write this down. Where does that come from?

17

taught us about money, debt, real estate success?

18

Correct?

19

Now, one last thing about that before we get
It is -- how many of y’all

Because it has to do with money and

Here’s the deal.

Who

How many of y’all would

20

actually do this if you could be guaranteed 100

21

percent successful?

22

Let me see your hands up high?

23

How many of y’all would do it?
Awesome.

Then here’s the trick, whatever it is.

24

Don’t give up.

If you say I’m going to stick with

25

this for five years plus part-time, because most
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1

people are part-time.

2

full-time, great.

3

don’t quit.

I was part-time.

If you’re

You can do it faster.

And you

What’s going to happen?

4

AUDIENCE:

(Inaudible).

5

ROBERT SHEMIN:

If I say I want to learn the

6

guitar and I get with a teacher for three weeks and

7

say, man, it hurts my fingers, I quit.

8

to be my success rate?

9

AUDIENCE:

10

What’s going

Nothing.

ROBERT SHEMIN:

If I say I’m never going to

11

quit until I can play Freebird or whatever I want to

12

play and whatever you’re into, correct?

13

level you’re at, and I say I’m not going to quit until

14

I play a concert of 500 people or get the solo to Guns

15

and Roses down, or Julio Iglesias or Gypsy Kings,

16

whatever you like, or (inaudible), Nikki Jam, I don’t

17

know, whatever you’re into.

18

Mafia man myself.

19

joke, folks.

20

Wee-wee-wee-wee-wee-wee.

21

Correct?

Whatever

I’m a Three 6

Orange guy in Memphis.

That’s no

My neighbor in South Beach is Lil Wayne.
Whatever style.

Anyway, they actually come out of the

22

buildings, there’s a lot of smoke, but whatever.

23

guy.

24

people -- why do they -- aren’t they successful?

25

What’s the point?

Don’t quit.

UNIDENTIFIED MALE:
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1

UNIDENTIFIED FEMALE:

2

ROBERT SHEMIN:

They give up.

They never start and they

3

never quit.

Now, I mentioned, the first time I met

4

him, he said, Bobby -- he’s an old southern guy; never

5

went to high school -- he said, I’m willing to work

6

with anybody that will make a five-year commitment.

7

How long?

8

AUDIENCE:

Five years.

9

ROBERT SHEMIN:

I asked Tarek once.

I said,

10

Tarek, you had no money, no credit, you were a

11

realtor, and you’re about to go into buying, fixing

12

and selling foreclosures at the beginning.

13

weren’t you scared or worried?

14

guy, I love him.

15

succeed.

16

because I knew I was going to do it until I succeeded.

17

So in my mind I’ve already succeeded.

18

I said,

And he’s a very unique

He said, I knew I was going to

I said, why is that, Tarek?

He said,

Again, if he was up there with Christina,

19

they’d spend 90 percent of the three days on mindset.

20

Because we’ve got to get you thinking right.

21

teach you every strategy simple.

22

the right mindset, it’s not going to happen.

23

sense?

But if you’re not in

24

So what’d you just learn?

25

AUDIENCE:
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1

UNIDENTIFIED MALE:

2

UNIDENTIFIED FEMALE:

3

ROBERT SHEMIN:

4

secret.

Secret.
Think in the future.

Think in the future, the

Huh?

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

Don’t give up.

Don’t give up.

Right?

So

7

what if it takes a little longer, an extra four months

8

or three months.

9

folks.

10

We’re talking about big money here,

So let’s go through this deal step by step.

11

Okay?

We put some land in Idaho, $545,000, the same

12

risk-free contract.

13

land was worth $1.3.

14

building.

15

is just what?

We’ll go over that tomorrow.

The

It could be land, a house, a

Real estate is just numbers.

16

AUDIENCE:

17

ROBERT SHEMIN:

Real estate

Numbers.
Write this down.

No

18

emotion.

You can be passionate about it or a little

19

excited.

But if you’re real emotional, worry, fear

20

debt, you can’t make decisions.

21

you’ve got to be, just run the numbers; I have no

22

emotional attachment.

23

don’t have to like the house.

24

homeowner.

25

investor.

You’re not living there.

You’re an investor.
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1

AUDIENCE:

2

ROBERT SHEMIN:

3

(inaudible) say it.

4

time.

I’m an investor.
It’s about getting the

Do it.

That’s weird.

One more

I’m an investor.

5

AUDIENCE:

I’m an investor.

6

ROBERT SHEMIN:

It’s a completely different

7

mindset than a consumer about debt, money, success,

8

and a homeowner.

9

neighborhood.

You don’t have to like the

You don’t want to -- you don’t have to

10

live there.

11

than you live in, right?

Okay?

12

out of your head, folks.

A lot in your heads.

13

got to get you out of your heads.

14

Correct?

It can be a better neighborhood
You’ve got to get it
We

So we put some land out in the country for

15

$545,000.

The land is worth $1.3.

That’s a great

16

deal.

17

$384,126.

18

do that.

19

rely on that as an example.

20

(inaudible) every time I show you a real deal.

21

it?

We sold it for $945,000 with a profit of
Now, they were trained.

Most people never

Your results will probably vary.

You cannot

I have to say that
Got

Say got it.

22

AUDIENCE:

23

ROBERT SHEMIN:

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

Using similar techniques that we already have probably

2

(inaudible) so we could have not done it without this

3

training and eventually the advanced training, and

4

here we go.

5

Tell them a secret.

So let me walk you through exactly how they

6

found this deal.

This is very important.

7

tomorrow you’re going to bring in some motivated

8

seller ads that we’re going to call on.

9

deals.

They’re your

Whose deals are they?

10

AUDIENCE:

11

ROBERT SHEMIN:

12

take them or steal them.

13

for you.

14

a deal?

15

lunch.

16

Because

Ours.
They’re yours.

We don’t

We just do them with you and

Does that make sense, to show you how to do
Very fun.

We’ll do that tomorrow after

So everybody write this down.

Step one, by

17

the way, there’s millions of ways to find good deals.

18

Here’s one.

19

one, they went to Craigslist.

20

AUDIENCE:

21

ROBERT SHEMIN:

22

Not the best, but a way.

Number

Where did they go?

Craigslist.
Craigslist.

Hey, Andre, do

we have internet in here?

23

ANDRE:

24

ROBERT SHEMIN:

25

Got it?

Yeah.

quick or -- thank you.
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1

Craigslist.

Where did they go?

2

AUDIENCE:

Craigslist.

3

ROBERT SHEMIN:

4

do this, by the way.

5

deals.

6

so much.

7

it.

10

There’s other ways to find

But we’ll -- this is a way.

Okay?

Thank you

He just kind of hooked me up, I appreciate

All right.

Number two, they picked a city.

All of you, guess what you have to do right now?

Pick

a --

11

AUDIENCE:

12

ROBERT SHEMIN:

13

You’re going to

You’re the man.

8
9

Craigslist.

City.
Does it have to be Fort

Myers, Cape Coral, Naples?

14

AUDIENCE:

No.

15

ROBERT SHEMIN:

It could be anywhere.

If

16

you like Chicago, if you like Philly, if you like New

17

York City somewhere.

18

from Nashville.

19

deals there, too.

20

This is a program.

21

deal in.

22

I do deals in Indianapolis.

I go to Medellin, Columbia.
Wherever.

Pick a city.

I’m

I do
Right now.

Pick a city that you want to do a

Could be a little deal, big deal.

Got it?

Number three, go to real estate for sale.

23

Go to real estate for sale.

24

because we do bigger deals, too, you can go to

25

commercial real estate or partner deals, but we’re
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1

going to do houses and duplexes right now.

2

So, one, go to Craigslist; two, pick a city.

3

Correct?

4

you go?

Three, go to real estate for sale.

5

AUDIENCE:

6

ROBERT SHEMIN:

Real estate for sale.
Now, number four, we’re

7

looking for signs of motivation.

8

for?

9

AUDIENCE:

10

Where do

What are we looking

Signs of motivation.

ROBERT SHEMIN:

So I’m going to say just a

11

minute, maybe one minute, set a goal, block a time.

12

Set a goal, block time.

13

going to look at the ads real quick for sign of

14

motivation.

15

special, make offer, must sell, divorce.

16

you, Andre.

17

I would set one minute, I’m

There might be.

Wholesale, investor

But let’s make your life easy.

Okay?

Thank

Craigslist

18

has a blank like space where you can type in key

19

words.

You can type in what?

20

AUDIENCE:

Key words.

21

ROBERT SHEMIN:

22

of my favorite key words.

23

word did they type in?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

give you some other key words.

I’ll be doing this all

2

three days.

3

Whether you want to rent, rehab or wholesale, you’ve

4

got to find a deal first.

Remember, we just got started here.

5

AUDIENCE:

6

ROBERT SHEMIN:

What do you have to find?

A deal.
So you’ve got to analyze

7

before you fix it and sell it.

Then you’ve got to

8

figure out how to finance it or sell it.

9

there.

So we’ll get

So they typed in with their mentor

10

seller/owner financing.

11

Owner financing.

In Canada, my friend, it’s called

12

vendor takeback.

You know that, right?

13

every place has different wording.

14

takeback or seller takeback.

15

Seller/owner financing.

In Canada,

It’s called vendor

So who here’s ever done a owner/selling

16

financing deal where the seller finances it, not the

17

bank?

18

might want to write that down -- almost half, 47

19

percent of all residential real estate in America has

20

no loan on it.

21

changes, but that’s the number I saw.

22

So let me help you out here.

47 percent -- you

Debt-free, mortgage-free.

That number

So there’s 80 million households in America,

23

and half of them have no debt on it.

24

that on the news?

25

a bit.

Why not?

You ever heard

I’m on CNN and Fox quite

I did an (inaudible) interview yesterday and a
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1

Fox -- what’s his name, someone he interviewed last

2

week, they will not let me say that on CNN or Fox.

3

buddy Dave and I are on Fox together a lot.

4

still on Fox.

5

Anyway, love that guy.

Have you seen him?

My

Dave’s

He’s great.

6

So why won’t the head producer -- my mother

7

said, never talk about anybody unless you have direct

8

experience.

9

that?

How many of you all’s mother taught you

Don’t ever talk about someone, stuff you hear,

10

only things that you know for sure experienced.

11

Correct?

12

AUDIENCE:

Right.

13

ROBERT SHEMIN:

My mother taught me that,

14

and I think it’s a great thing.

15

things that I’ve experienced first-hand.

16

news producer, head of CNN and Fox that told me

17

personally, don’t ever say that on the news.

18

not have you back again.

The head

We will

Why would they say that?

19

UNIDENTIFIED FEMALE:

20

ROBERT SHEMIN:

21

UNIDENTIFIED FEMALE:

22

So let me tell you

(Inaudible).

Huh?
(Inaudible)

advertisers back.

23

ROBERT SHEMIN:

Thank you.

24

of the news show is to sell ads.

25

today.

Right?

The only purpose

You’re right on

It’s to sell what?
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1

AUDIENCE:

Ads.

2

ROBERT SHEMIN:

If they go beep, beep, beep

3

and sell more ads, guess what you might hear on the

4

news?

RTB.

How do TV shows get paid?

5

AUDIENCE:

Ads.

6

ROBERT SHEMIN:

Ads.

Ratings.

7

interesting.

8

interesting to most people, unfortunately?

9

It’s not controversial.

UNIDENTIFIED FEMALE:

10

ROBERT SHEMIN:

It’s not

What is

(Inaudible).

Drama, Trump, correct?

How

11

many of y’all drive down the road and go like this,

12

excellent driving, good use of signals, very good

13

turning, yes, good speed; excellent driving, good,

14

good, good.

15

wreck, honey, slam on the brakes, get the video phone

16

out.

17

Do y’all do that?

But when there’s a

Agghhh.
You been to Germany?

I love Germany.

The

18

first thing over there (inaudible) put screens up on

19

the interstate so nobody watches.

20

are driving 180 miles an hour anyway.

21

screens up so nobody can watch.

22
23

Now, here we go.

Plus they’re all

Genius idea.

So instead of just talking

about, we’re going to actually do it.

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

dyslexia.

Andre and I last week were looking at

2

Morgan Hard Money Lenders.

3

on my computer.

4

okay, and I’m a little slow, my apologies.

5

to go up here and type in Craigslist.

6

typing in?
AUDIENCE:

8

ROBERT SHEMIN:
the

It’s coming up

So what I’m going to do, if it’s

7

9

Correct?

I’m going

What am I

Craigslist.
Craigslist.

(inaudible) last year.
Is it coming?

Okay?

And let’s see

Little slow but

10

it’s coming.

11

Not very well.

12

Craigslist, and I’m going to type in Fort Myers.

13

that okay with everybody?

Okay.

Whoa, whoa, whoa, whoa.

Uh-oh.

14

AUDIENCE:

15

ROBERT SHEMIN:

16

UNIDENTIFIED FEMALE:

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

19

UNIDENTIFIED MALE:

20

ROBERT SHEMIN:
And, what?

I’m going to type in
Is

Mm-hmm.
You sure?
Yes.
(Inaudible).

What’s that?
(Inaudible).

Okay.

Hold onto your

21

accounts.

The key’s still on Portland.

22

So what I’m going to do is I’m going to go down to

23

cities.

24

Okay?

25

Myers, Craigs -- and, again, I don’t type very well.

Just be a little patient with me, folks?
I’m going to type in Craigslist, okay, Fort
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1

I usually have somebody do this for me.

2

Fort Myers, Florida.

Is that okay?

3

AUDIENCE:

4

ROBERT SHEMIN:

Yeah.

works this time.

6

Craigslist.

7

I’m going to pick real estate for sale.

8

going to pick?

There’s housing.

AUDIENCE:

13

ROBERT SHEMIN:
estate for sale.

Housing.

Got it?

I’m going to click real
What are we looking for?

15

UNIDENTIFIED FEMALE:

16

ROBERT SHEMIN:

Motivated sellers.

Highly motivated seller.

17

And my (inaudible) is a little slow.

18

bunch of listings.

19

there’s 120 pages that are (inaudible).
UNIDENTIFIED FEMALE:

21

ROBERT SHEMIN:

What?

How many deals do you have

22

to do to make a lot of money?

23

AUDIENCE:

24

ROBERT SHEMIN:

One.
One.

looking for signs of motivation.
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So here’s a

By the way, let’s see how many --

20

25

So go to

Where do I go?

12

14

What am I

Real estate for sale.

ROBERT SHEMIN:
housing.

There’s Fort Myers, Florida,

Step one, I pick Craigslist and the city.

AUDIENCE:

10
11

Okay?

See what happens, if it

5

9

I type in

Good answer.

Now, I’m

New construction, a
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1

sign of motivation?

2

AUDIENCE:

3

ROBERT SHEMIN:

No.
No.

Great new house, build

4

your own forever home here.

There’s owner financing.

5

That’s kind of interesting.

I may call them to see

6

(inaudible) financing.

7

a motivated seller?

8

AUDIENCE:

9

ROBERT SHEMIN:

Foreclosure listing.

Is that

Yes.
Yes.

Okay.

I just want to

10

get real fast, not even look at everything.

11

Investment opportunity, sold as-is.

12

motivated seller?

13

AUDIENCE:

14

ROBERT SHEMIN:

Is that a

Yes.
Then I click, get the phone

15

number or email and then call.

16

worry?

17

AUDIENCE:

18

ROBERT SHEMIN:

19

AUDIENCE:

20

ROBERT SHEMIN:

Do I think, one, to

No.
Do we do research?

No.
No.

Because if you research

21

it, you’re wasting your time.

Because 80 percent of

22

our students who get trained and actually do this

23

don’t get that deal.

24

looking for this.

25

deal that just came or that deal is already sold.

They call and say, oh, well, I’m

They go, you know, I got another
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1

Correct?

2

Now what I’m going to do is what they did,

3

which is a little easier, I’m going to go and type in

4

wholesale.

What am I going to type in?

5

AUDIENCE:

Wholesale.

6

ROBERT SHEMIN:

So my key word in that big

7

white space up there, I’m going to type in wholesale,

8

which I didn’t type correctly.

9

believe the dyslexia.

Correct?

You didn’t

Oh, no, that’s not going to

10

work.

Wholesale, I’m just trying to put it in, and I

11

hit this button right here and wait a second and see

12

what comes up.

13

Now, you can type in divorce, estate

14

sale, probate, and all you need is one deal.

15

what they did.

16

Wholesale, distressed property, Tampa, click and call

17

email.

18

going to find them because they know other buyers or

19

whatever.

20

Nothing.

21

This is

So let’s do this real fast.

Need wholesale deals.

Why not call?

They’re sellers.

I’m

What’s the risk of calling?

Wholesale investment, 50 percent under

22

market value.

23

deals?

Now, are all these going to be perfect

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

what?

2

AUDIENCE:

Numbers game.

3

ROBERT SHEMIN:

Motivated seller, motivated

4

seller, nice corner, blah, blah, blah; 80K, investor

5

has to -- has too many houses.

6

investors sell, they have other deals.

7

property, wholesale property.

8

pages of them.

9

And there’s

Pages.

ROBERT SHEMIN:

Some of them are the same

11

ads.

Some are marketing ads.

12

not.

It doesn’t matter.

13

What’s the risk in what?

14

AUDIENCE:

15

ROBERT SHEMIN:

16

Right?

Wholesale

There’s what?

AUDIENCE:

10

That’s why a lot of

Some are real; some are

What’s the risk in calling?

Calling.
Now, on Craigslist a lot of

times they just have emails.

17

AUDIENCE:

18

ROBERT SHEMIN:

They have what?

Emails.
So you can email.

I call

19

people and say, can I get your phone number?

20

you email, you can email.

21

again.

22

Craigslist; step three, houses for sale, real estate

23

for sale; step four, type in a key word.

24
25

Or if

Let’s go through the system

Step one, pick a city; step two, go to

MS. BARKER:

Yes?

So how many people would I have

to call before I get -- like, on average.
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1

ROBERT SHEMIN:

I have no idea.

It depends

2

on what city you’re in; will they pick up?

3

know.

I call until I get one.

4

AUDIENCE:

5

ROBERT SHEMIN:

6

When do I call?

Until you get one.
How long does it take to

make a phone call?

7

UNIDENTIFIED MALE:

8

ROBERT SHEMIN:

9

I don’t

question,

.

Thirty seconds.

Thirty seconds.

Great

We’re focused on results.

10

AUDIENCE:

11

ROBERT SHEMIN:

On what?

Results.
So I can tell you our

12

results in Memphis.

13

to 12 people to get a hold of three, to get one deal.

14

In South Beach, it’s much more competitive.

15

calling like 50 people to get a hold of seven because

16

nobody picks up their phone, to get maybe one out of

17

whatever.

18

them.

19

phone calls.

20
21
22
23
24
25

We usually call, you know, eight

But your results may vary,

What’s the difference?

.

We’re

But track

We’re talking about

How many of y’all work 40 hours a week, 60
hours a week?

What’s your main job,

MS. BARKER:

?

I’m just finished my degree.

So I’m a student, computer networking.
ROBERT SHEMIN:

Computer network.

Did you

ever work before?
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1
2

MS. BARKER:
jobs and stuff.

3
4

Just some, like, high school

ROBERT SHEMIN:
Congratulations.

What did you study?

5

MS. BARKER:

6

ROBERT SHEMIN:

7

It was community college.

MS. BARKER:

9

ROBERT SHEMIN:

You should feel

Thanks.

don’t even have a degree.

11

MS. BARKER:

12

ROBERT SHEMIN:

13

Great.

great.

8

10

Okay, cool.

just graduated.

Sixty percent of Americans
Correct?

Yeah.
a hand,

Everybody give

Yay.

14

MS. BARKER:

Thanks.

15

ROBERT SHEMIN:

(Inaudible).

16

Harvard or I just (inaudible).

17

(inaudible).

18

(inaudible) never went to university.

19

finished high school.

20

a PhD.

Right?

You know, just

You got a great

That’s a big deal, folks.

Correct?

Most

I never

So to me you’re like

I eventually did go do some college.

21

[HVAC noise starts.]

22

So what I’m showing you is exactly what they

23

did.

What am I showing you?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

back to this.

2

We’ll show you how to do that.

3

tomorrow,

4

good?

5

They called, got a hold of somebody.
We’ll do it with you

, make you feel good about it.

Now, anyway, here’s the deal.

Sound

They called

6

and a lady picked up, I think.

And she goes, listen,

7

I got some land for sale and they go, well, that’s

8

what I’m calling on.

9

Do you have a contract?

We’d like to put an offer in.
And guess what she said?

She

10

said, I’ve got everyone in this service especially hot

11

Florida -- hot market Florida.

12

under contract.

13

Now, she was trained.

14

the phone and you called on a deal and she said, I’m

15

sorry, it’s under contract, gone, caput, finished,

16

sold, done.

17

phone.

It’s next week.

What do you say?

19

ROBERT SHEMIN:

(Inaudible).

Call me when it falls

I like that.

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

23

that’s selling something.

24

Nice answers.

25

You got on

By the way, you can’t do this on the

UNIDENTIFIED FEMALE:

through.

What would you say?

What would you say?

18

20

It sold; gone; caput;

(Inaudible).

Do you know anyone else
I like that.

Good answer.

Anybody else?

UNIDENTIFIED MALE:
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1

ROBERT SHEMIN:

Do you have anything else,

2

kind of what she said.

3

y’all know there’s a better way?

4

know that there’s a better way?

5

That’s why you’re here.

6

I like that.

Now, how many of

How many of y’all
Raise your hand.

So, first of all, Elisa, I don’t wait on any

7

people that they never will.

8

half the realtors that you call to buy a place don’t

9

call you back.

10

Proactive.

11

once a day.

12

calls.

13

I don’t --

Correct?

Like my realtor friends,

Write this down.

I don’t wait on anybody.

I call people

You saw me this morning hammering phone

Correct?

I don’t wait.

14

AUDIENCE:

15

ROBERT SHEMIN:

You don’t wait.

Every hour you wait for

someone to call back, it’s not a bad answer.

17

two, do you have any others?

18

except for one thing.

19

Opportunity costs.

20

not knowing the right thing?

Number

That’s a good question

You would have lost this deal.

How many deals will you lose by

So here’s the secret.

22

backup offer?

23

backup.

24

systems that can, simple.

25

workbook and write this down.

Will you take a

Always offer backup.

System, checklist.
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1

Always offer a what?

2

AUDIENCE:

Backup.

3

ROBERT SHEMIN:

They said, will you take a

4

backup offer?

5

mentor at that three-day Fast Start.

6

the system.

7

checklist.

8

It’s what they were trained to do.

9

That’s how they were trained by their
And they learned

They wrote it down and they followed the
How many of y’all think that’s simple?

And they said will you take a backup?

She

10

said, listen, I don’t think so; we just (inaudible)

11

buy it, they’re good people, they got the money and

12

stuff.

13

no risk.

And they go, come on, take a backup, there’s
And guess what she finally said?

14

AUDIENCE:

(Inaudible).

15

ROBERT SHEMIN:

Okay.

16

idea worth to them?

17

make 10 percent of that on your first wholesale deal.

18

That’s $38,000.

19

okay.

20

called the realtor following up.

21

the people just called; something happened; banking

22

problem, you know this; couldn’t get their financing;

23

changed their mind; had a bad weekend in Vegas.

24

not kidding, folks, 36 percent of the residential

25

contracts fall through.

Right?

$384,126.

What was that one
Now, let’s say you

How many think that’s okay?

I said

And a week later, the realtor -- they

3-Day Workshop - Fort Myers, FL
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1

(inaudible) folks.

2

You put 10 backups in, you might get three

3

or four deals.

And what’s one deal worth to you and

4

your family or your kids?

I used to work three years

5

for that.

no, seven years.

6

kidding, folks.

7

deal.

Four years

--

Eight years.

That’s one real estate

It’s getting the numbers.

8

So what did y’all just learn?

9

AUDIENCE:

10
11

I’m not

Always --

Put a backup --

ROBERT SHEMIN:

Backup, be proactive.

Always put in a --

12

AUDIENCE:

Backup offer.

13

ROBERT SHEMIN:

-- backup offer.

In the

14

next two years, what would that be worth?

15

talk about this (inaudible) introduction or

16

(inaudible) in just a few minutes.

17

first time I met my mentor, he made me do this and I’m

18

going to make y’all do it.

19

important.

20

because every day builds on itself.

21

talk about real estate investing.

22

here to invest in yourself, you want to do this.

23

Now, let’s

Number one, the

It’s fun and it’s very

Very important and you’ll understand
We’re going to
All of y’all are

Number one, pick a city or micro-market that

24

you’d be interested in, Southwest Fort Myers,

25

(inaudible) Beach in Tampa, whatever you’re interested
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1

in.

The outskirts of Naples.

2

like (inaudible) area of Orlando.

3

Everybody write it down.

4

We’ll make this a reality.

5

It doesn’t matter.

I

Pick a fun area.

This is very important.

Number two, how long (inaudible) real estate

6

investment for?

Now, a lot of people said I will not

7

work with anybody that doesn’t make a five-year part-

8

time commitment.

9

We have admirals, generals, surgeons, professors.

Most of our students are part-time.

10

had the president’s bodyguard.

11

busy.

12

They’re in surgery.

13

Whatever your excuse is (inaudible).

14

(Inaudible) all the time.

15

started.

16

But I made it a priority.

These people are super

There’s weeks they can’t do real estate.
They’re in an (inaudible).

AUDIENCE:

18

ROBERT SHEMIN:

I had two jobs when I

I made it a what?

Priority.
If you’re not going to do

19

it, just say it’s not a priority.

20

How many of y’all like that?

Now, be specific.

23

years, 12 weeks.

25

Don’t make excuses.

Okay?

So how long are you in real estate for?

22

24

Right?

I was working like 80 to 90 hours a week.

17

21

We

Five years, six weeks, 20 years, 10
Write it down.

Third question:

How much money would you

like to make a month from real estate investing or how
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1

much would you like later to be financially free from

2

real estate investing?

3

can put 2 grand, 5 grand, 10 grand, 50 grand, a

4

billion, I don’t care.

5

I need this much a month.

You

I’ve seen it all.

So write down how much you would like to

6

make from real estate investing to be financially

7

free.

8

about it.

9

it if you’ll do it.

Everybody talks about it.

10

Everybody reads

We’re actually going to show you how to do
Sound good?

Next question -- we’re almost done.

It’s

11

how many deals would you like to do a month.

12

put one a year, one a month.

13

you want to be specific, you might do three rehabs a

14

year; I’d

15

to do one rental a year; five rentals a month; one

16

commercial building a year, whatever.

17

important.

18

You can

And then if you know, if

like to do three rehabs a month; I’d like

This is very

I’ll explain why in just a minute.
So we’re your folks for the weekend.

But a

19

really good mentor (inaudible) who here wrote

20

something down?

21

you like to be in real estate investing (inaudible).

(Inaudible) month.

22

UNIDENTIFIED FEMALE:

23

ROBERT SHEMIN:

Okay.

24

Both (inaudible).

25

a month or a year starting?

So how long would

(Inaudible).
I put 10 years plus.

How many deals would you like to do
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1

UNIDENTIFIED FEMALE:

2

ROBERT SHEMIN:

3

(Inaudible).

Three deals a month.

Would

you like to do rehab, (inaudible) wholesale?

4

UNIDENTIFIED FEMALE:

5

[HVAC noise ends.]

6

ROBERT SHEMIN:

(Inaudible).

Okay.

How much would you

7

like to make a month from your real estate

8

wholesaling?

9

UNIDENTIFIED FEMALE:

10

ROBERT SHEMIN:

$60K.

$60K.

So a lot of

11

wholesalers, there is exceptions.

12

you’ll make nothing.

13

wholesalers -- I mean, I just wholesaled a little deal

14

in Indianapolis.

15

$10,000 wholesale fee.

16
17

If you do nothing,

Remember that?

A lot of

It was 80 grand and we made a

Now, we don’t make commissions.

We don’t

make what?

18

AUDIENCE:

Commissions.

19

ROBERT SHEMIN:

Real estate investors --

20

real estate agents, brokers, make a commission.

21

make 4, 5, 6, usually 6 percent from the seller.

22

pays it?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

They
Who

The seller.
So if the buyer has an agent

and the seller has an agent, the buyer’s agent makes 3
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1

percent and the seller’s agent makes 3 percent

2

generally.

3
4

There’s exceptions.

Correct?

We don’t do commissions.
Say it.

I’m an investor.

I’m an investor.

5

AUDIENCE:

I’m an investor.

6

ROBERT SHEMIN:

7

AUDIENCE:

8

ROBERT SHEMIN:

We don’t make commissions.

We don’t make commissions.
I put the property under

9

contract for 70.

It was worth 150.

10

it for about 80.

I have the paperwork if you’d like

11

to see it.

12

exceptions -- make about 10 percent.

13

make?

So a lot of wholesalers -- there is

14

AUDIENCE:

15

ROBERT SHEMIN:

16

And I wholesaled

What do they

Ten percent.

in Fort Myers is $229,000.

17

AUDIENCE:

18

ROBERT SHEMIN:

Now, the average house here
Is that about correct?

Yeah.
There’s 3,403 homes for sale

19

on the MLS that are listed right now today.

20

the MLS.

21

a lot of money?

That’s

How many of those do you have to do to make

22

AUDIENCE:

23

ROBERT SHEMIN:

24

a month, correct?

25

market.

One.
One.

Maybe a couple

That doesn’t count the off

The average price per square foot -- I go off
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1

memory -- is about, I think, $1.79, $2.14.

2

average.

3

And the average rents are about $1,200, $1,300.

4

That’s

That means half are more and half are less.

Again, there’s -- that’s half are more and

5

half are less.

6

able to wholesale a $400,000 or $500,000 house?

7

you be willing to do that?

8
9

So if you make $60,000, would you be
Would

You know, 8 to 10 percent of that is
$20,000, $30,000.

Could you possibly do two of those

10

a month once she knows what she’s doing and once she

11

gets going?

12

AUDIENCE:

(Inaudible).

13

ROBERT SHEMIN:

That’s it.

I mean, when I

14

learned about wholesaling, I decided to do one

15

wholesale a week.

16

only did 47.

17

little dinky houses that were 100, 80, 70, 60, 50, 40,

18

90, I spent about 10 grand a house.

19

million dollars.

20

going through MBA school and climbing the corporate

21

ladder and putting their hours in, or a law partner?

22

What do they make a year working 50, 60, 70, 80 hours?

And the first year I failed.

What I was making in Nashville on a

That’s half a

What’s a bank president make after

23

AUDIENCE:

24

ROBERT SHEMIN:

25

I

(Inaudible).
180.

My bank president at

the time (inaudible) about 250 a year.
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1

year-old punk, 30-some-year-old punk who learned how

2

to wholesale and had someone help me, show me how to

3

do it.

4

wasn’t working 50 hours a week.

And I was making double what he made and I

5

Correct?

That’s how somebody does it.

That’s what a

6

mentor does.

They say, what do you want to make?

7

Let’s break it down.

8

couple months to get you started, but what’s the big

9

deal?

Is that doable?

Might be a

You’re in it for the long-term.

10

Somebody else give me how much money you

11

want to make in real estate.

12

Good, thank you.

One more real fast.

Anybody else?

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

No?

Huh?

Can you repeat it?

How much -- somebody else

15

tell me, like she just did, how much you’d like to

16

make a month in real estate.

17

the numbers.

18

a month.

19

million a month.

It’s your number.

It can be a

I don’t care.

UNIDENTIFIED MALE:

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

Minimum.
125,000 a month.

125,000 a month.

Awesome.

Are you in real estate investing now?

24
25

It could be 10 grand

It can be a thousand a month.

20

23

Doesn’t matter if it’s

UNIDENTIFIED FEMALE:

I’ve been doing

research.
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1
2

ROBERT SHEMIN:

No, no.

Have you closed any

deals?

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

No.

Write this down.

5

Research is awesome.

6

But in real estate only one thing matters.

7

only thing that matters?

Closing.

You should be proud of yourself.

8

AUDIENCE:

9

ROBERT SHEMIN:

What’s the

Closing.
Now, let me say something

10

very important to Christina and Tarek and Andre and

11

Nicole and myself’s methods.

12

about this.

13

morning, a bill of rights.

14

believers that everything has got to be win, win, win.

15

We will not do any deal that everybody is not

16

completely happy.

We’re not here to take advantage of

17

anybody, sellers.

Even though the sellers are

18

motivated, we’re going to help people.

19

people.

We don’t talk enough

You signed a little ethics pledge this
Correct?

We’re very big

We help

What do we do?

20

AUDIENCE:

Help people.

21

ROBERT SHEMIN:

We will not be involved in

22

any deal that is not a high ethics and integrity.

23

Everybody say I understand.

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

me, can be frustrated in business.

People calling us

2

stuff, say stuff, and don’t do it.

So please these

3

three days, if you don’t want to do something, just

4

say I’m not going to do it.

5

It’s your seminar.

6

exercise or I’ll bring this in tomorrow, I’ll do that

7

little thing and don’t.

It doesn’t matter to us.

But don’t say I’m going to do this

8

AUDIENCE:

9

ROBERT SHEMIN:

That’s integrity.

Correct?

Yes.
How many of y’all are big

10

believers in integrity, ethics, please raise your

11

hand.

12

shame, the 80/20 rule.

13

do stuff.

14

going to take a bit.

If not, this is not for you.

You know, 80 percent of people

So to go from zero to 125,000 a month is

15

UNIDENTIFIED FEMALE:

16

ROBERT SHEMIN:

17

put it in?
UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:
deals.

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

Yes.

Correct?

Because what would

you like to do, rehab, wholesale or rent?

24
25

Yes.

Now, you want to do bigger

21

23

Yeah.

Are you willing to really

18

20

You know, it’s a

UNIDENTIFIED FEMALE:

I would like to hold

rentals.
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1

ROBERT SHEMIN:

2

UNIDENTIFIED FEMALE:

3

Buy and hold.
And wholesaling, and I

would like to do fix and flips.

4

ROBERT SHEMIN:

Okay.

So you want to do it

5

all like I do, and Christina and Tarek do.

6

Now, would you be willing to do an apartment building?

7

UNIDENTIFIED FEMALE:

8

ROBERT SHEMIN:

9

Awesome.

Yes.

Correct.

So if she does an

apartment building that throws off 20, 30, 40, 50

10

grand a month, how many of those would she have to do

11

get to 125 a month?

12

UNIDENTIFIED MALE:

13

ROBERT SHEMIN:

Three or four.

Maybe two or three, maybe

14

three or four.

Do we have students that do three of

15

four apartment buildings a year?

16

AUDIENCE:

17

ROBERT SHEMIN:

Say yes.

Yes.
Do I do some of that?

18

I’ll show you one deal tomorrow that brings in

19

something about what you’re talking about.

20

fair?

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

Yes.

Is that

Yes.

Now it’s commercial.

Most

23

people won’t do it.

Now, an average rehab, a lot of

24

our rehab -- some make more, some make less, your

25

results may vary.

But once you’ve been trained by our
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1

mentors and Fast Start Boot Camps and they’ve had

2

help.

3

net 20 to 30 percent, sometimes 40 percent on their

4

rehabs.

5

percent using somebody else’s money, somebody else’s

6

crew.

7

So that makes a big difference.

A lot of them

Some people go middle of the road, about 30

So if you did a million-dollar rehab here in

8

this area, which there are -- are there some million-

9

dollar homes?

10

AUDIENCE:

Yes.

11

ROBERT SHEMIN:

For sure.

Residential,

12

commercial, 30 percent would be about 300 grand.

13

you’d have to do about five or six of those a year.

14

Is that possible?

15

AUDIENCE:

16

ROBERT SHEMIN:

17

AUDIENCE:

18

ROBERT SHEMIN:

So

Yes.
Say yes.

Yes.
Do you see how we’re

19

breaking it down for her step by step?

20

we’ve got to do for you.

21

to go and the success consultants back there are much

22

better at it than I am.

23

resource in the world back there.

24

meet with all of you.

25

That’s what

You tell us where you want

And you’ve got the best
They’re going to

Isn’t it true, Andre, you’re going to meet
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1

with them at least probably twice this three days?

2

ANDRE:

Yes.

3

ROBERT SHEMIN:

Pretty much everybody.

And

4

then you all have an individualized success plan.

5

have one piece of advice.

6

It’s a great opportunity to be with super amazing,

7

successful people who have helped hundreds, if not

8

thousands, of people who are multi-millionaires,

9

broke, all in between, become successful; learn how to
Correct?

I

Whatever they say, do.

10

be successful.

And you get to sit down with

11

them one-on-one and ask anything, you give us the

12

neighborhoods you want us to plan.

13

think that’s a really big deal.

14

y’all think it’s no big deal and you really don’t

15

care?

How many of y’all

Correct?

How many of

Correct?

16

Here we go.

Use that resource.

Nicole and

17

Andre, can anyone ask you a question any time about

18

something little, big, complicated, simple, technical,

19

personal?

Is that okay?

20

ANDRE:

Yes.

21

ROBERT SHEMIN:

Yeah?

That’s a big deal,

22

folks.

That’s an amazing resource you have.

And the

23

three days are going to go by quick.

24

Please use them.

25

successful people come out and say, you can ask me

Use them.

Can you imagine having super
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1

anything, right, for three days?

2

people charge for that?

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

What would most

Thousands.

Yeah.

I know people that

5

charge a lot more than that, you know?

6

them right here in the room.

7

got a few minutes of bookkeeping.

8

that down.

9

And you’ve got

They’re amazing.

So I

So everybody write

That’s very important.
Now, let me tell you why I wrote it down.

10

Tomorrow is about title lawyers and other folks.

11

here’s what most people do.

12

Ms. Wholesaler, tell me about this deal.

13

do that.

14

about this:

15

your name again?

So

Hey, Mr. Realtor; hey,
And they’ll

That’s their job, whatever they can do.
My name is -- it’s turned around.

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

How

What’s

Jasmine.

Jasmine.

My name is

18

Jasmine.

Nice to meet you, Ms. Title Lawyer, Ms.

19

Realtor, Mr. Wholesaler, Mr. Contractor.

20

difference one idea can make you?

21

My name is Jasmine -- sorry.

22

plan on getting into real estate here in the Fort

23

Myers for at least 10 years.

24

JASMINE:

25

ROBERT SHEMIN:
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1

JASMINE:

(Inaudible).

2

ROBERT SHEMIN:

I plan on buying -- I don’t

3

use the word wholesale.

Do not use the word

4

wholesale.

5

plan on buying or selling or fixing or being involved

6

with three houses a month.

7

me.

8

you; close them, fix them, sell them, recommend you to

9

a firm, whatever.

We’ll talk about wholesaling later.

I

You’ve been referred to

If you train me well, I’ll do all my deals with

10

How’s that person feeling now if you’re for

11

real and have integrity and you can back it up?

12

Because most realtors, title lawyers, contractors, who

13

spend tons on advertising a month to get somebody to

14

call them that’s going to do one deal every six years.

15

Correct?

16

AUDIENCE:

Mm-hmm.

17

ROBERT SHEMIN:

18

That one little script.

19

something?

20

AUDIENCE:

21

ROBERT SHEMIN:

How many of y’all like that?
So are y’all learning

Yes.
What’s one or two of these

22

you learn before we finish up with our introduction

23

and meet the success consultants.

24

UNIDENTIFIED FEMALE:

25

ROBERT SHEMIN:
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1

UNIDENTIFIED FEMALE:

2

ROBERT SHEMIN:

Conversation.

Conversation.

It’s all how

3

you say things; new way to look at things.

4

so much for saying that, Maxine.

5
6

What’s something else you learned this
morning?

7
8

Thank you

UNIDENTIFIED MALE:

You have to be

proactive.

9

ROBERT SHEMIN:

Be proactive.

Don’t wait on

10

anything.

Man, if you put that in action in the next

11

five years, it’s going to change your life.

12

some of you are going to sit around waiting, thinking,

13

researching.

14

I can tell that.

15

I’m not kidding.

Correct?

We’re doers.

You’re a doer.

I just love the way you said that.

16

What’s one more thing you learn?

17

UNIDENTIFIED MALE:

18
19
20
21
22

Always ask to put a

backup offer in.
ROBERT SHEMIN:

Always ask for a backup

offer when they -- that can make you a fortune.
UNIDENTIFIED FEMALE:

I have a question

about the backup offer.

23

ROBERT SHEMIN:

24

UNIDENTIFIED FEMALE:

25

I know

Uh-huh.
Do you have a

strategic edge considering the backup offer?
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1

send a letter of intent --

2
3

ROBERT SHEMIN:

Letters of intents are

worthless.

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

Worthless?

I’ve been in commercial

6

deals between a million and $500 million and a

7

billion.

8

teach it.

9

invite you to lunch.

Letter of intents, I don’t know why people
I intend to make an offer.

I intend to

They’re not binding.

10

control me.

11

contract, you have nothing.

12

contract, what do you have?

They don’t

Wait a minute, until you get it under

13

AUDIENCE:

14

ROBERT SHEMIN:

Until you have it under

Nothing.
Get it under contract; get

15

it under contract.

16

to him and if he calls and puts it under contract and

17

says, hey, thanks for the letter of intent.

18

put a contract with him to sell it and he’s going to

19

make 100 grand and you’re not.

20

philosophy on letters of intent.

21

on them.

22

structuring offers.

23

out how to structure your backup.

24

question?

25

You can put 10 letters of intent

I just

But that’s my
Some people insist

You know, so tomorrow we’ll go into
Is that fair?

UNIDENTIFIED FEMALE:
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1

more letter of intents.

2

ROBERT SHEMIN:

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

5

the individual focus on?

6

AUDIENCE:

7

ROBERT SHEMIN:

They’re worthless.
So -- so --

Contract, close.

What does

Contract, close.
Until you have it under

8

contract, you have nothing.

9

-- didn’t put it under contract and it was a good deal

10

and lost it?

11

you?

Who has put a deal under

You ever lost a deal?

Give me a number.

12

UNIDENTIFIED FEMALE:

13

ROBERT SHEMIN:

14

UNIDENTIFIED FEMALE:

15

ROBERT SHEMIN:

What’s that?

You saw a deal and you

waited.

17

you have made on that deal?

18

(inaudible).

20

So the --

No, give me a number.

16

19

What did it cost

You didn’t get it under contract.

What could

Let’s just tell everybody

UNIDENTIFIED FEMALE:

Oh, wow, could make up

to a million.

21

ROBERT SHEMIN:

22

don’t want to do theory.

23

have a real deal that you looked at and you waited;

24

you didn’t put it under contract and you lost it?

25

No, give me a real deal.
I don’t do theory.

UNIDENTIFIED FEMALE:
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1
2

ROBERT SHEMIN:

How much could you have made

on just one of those deals?

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

5

125,000.

Did you hear her?

What’d

she say?

6

AUDIENCE:

7

ROBERT SHEMIN:

8

things worth?

9

Here’s a book.

125,000.

125, folks.

What are some of these
Thank you for saying it.

(Inaudible) investors make.

10

one of the big ones.

11

help us out.

That’s

I’m going to give it to you to

You like books?

12

UNIDENTIFIED FEMALE:

13

ROBERT SHEMIN:

14

UNIDENTIFIED FEMALE:

15

ROBERT SHEMIN:

Yes.

Okay.
Thank you.

Your question was -- then we

16

got to move on -- to how do you strategically -- what

17

was the question?

18
19

Structure the offer?

UNIDENTIFIED FEMALE:
same offer?

20

Do you make the

Do you --

ROBERT SHEMIN:

21

offers tomorrow and today.

22

that okay?

We’re going to get into
We’re jumping ahead.

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

Yeah.

to make the offer.
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1

minute.

Sound good?

Don’t offer ask.

But a realtor

2

is not allowed to tell you what the other offers are,

3

but some do.

4

it called?

It’s called shopping a contract.

5

AUDIENCE:

6

ROBERT SHEMIN:

What’s

Shopping a contract.
We’ll get into structuring

7

offers later today and tomorrow.

So here we go.

So

8

I’ll get that question answered if you can hang on.

9

Now, everybody, a couple quick bookkeeping things.

10

Please write all your questions down.

11

distracted on questions, we’ll never get through all

12

the material.

13

If we get

But we will answer all your questions.

Number two, please no recording or pictures.

14

This is proprietary, confidential information with

15

Christina and Tarek and our mentors and all of our

16

students and stuff.

17

Now, you can ask and sometimes I’ll let you

18

take a picture of a slide.

19

bit you’re going to see proprietary, confidential

20

information.

21

You’re in the right place.

22

But starting in a little

It’s not available anywhere else.

Number three, please leave your cell phones

23

on loud and proud.

24

you will pay $50 to one of my charities, Open Arms

25

Foundation, and you’ll feel great.
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1

writeoff and you can help some homeless kids get some

2

food and shelter.

3

Now, if you don’t want to make a $50

4

donation, wealth is a choice; poverty is a choice;

5

moving forward is a choice; not moving forward is a

6

choice; doing deals is a choice.

7

choice.

8

to donate $50?

9

11

What can you choose to do if you don’t want

UNIDENTIFIED MALE:

10

Everything is a

ROBERT SHEMIN:

Turn your phones off.

Turn your phone off.

Guess

what I prefer?

12

UNIDENTIFIED MALE:

13

ROBERT SHEMIN:

Phone on.

Leave your phone on.

I said

14

leave them on.

15

where they said leave your phones on?

16

have been to a conference or a speech where they said

17

leave your phones on full ring?

18

y’all realize you’ve got to start doing something

19

different today to get different results than you got

20

last month or last year.

21

that?

22

How many of y’all ever go to a seminar
How many of you

Why not?

How many of

How many of y’all realize

So we’re going to start doing things

23

differently.

Is that fair?

Because someone is going

24

to come up and say, oh, well, I want to wait or put it

25

off.

I’m like, well, if you would have done it, you
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1

would have already done it.

Results.

Correct?

So

2

everybody, if your phone rings from now on until the

3

end of the seminary Sunday and I hear it, you’re going

4

to donate $50.

Say I agree.

5

AUDIENCE:

I agree.

6

ROBERT SHEMIN:

So don’t be going, oh, I

7

didn’t really understand, Robert; it wasn’t clear.

8

that okay?

9

Is

Right?
Now, make yourselves comfortable.

breaks.

We will

10

take

11

it’s not second grade.

12

you need to go to the back and do downward dogs; do

13

you have medical marijuana here in Fort Myers yet?

14

I’m just checking.

15

make yourselves comfortable, make yourselves

16

comfortable as long as it doesn’t distract people.

17

Sound good?

18

But if you need to go to the restroom,
This is your conference.

If

Anyway, whatever you got to do to

The next one is -- the next two are very

19

important.

These are legal matters from the Events

20

Center and from Christina and Tarek.

21

marketing or network event.

22

AUDIENCE:

23

ROBERT SHEMIN:

This is not your

Say I understand.

I understand.
This is a very serious

24

beginner/intermediate, and we’ll do some advanced real

25

estate investing elevated to get your business going.
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1

The people next to you are here for a reason.

2

watch this.

3

Sunday, you’ll be back going, hey, let’s change

4

numbers, oh, you’re a realtor and you know a

5

contractor; hey, I got a deal; hey, I know deals; hey,

6

I’m an expert, let me show you something.

7

not.

8

part of the Events Center and on the company.

9

strictly forbidden and I’ve got to put all of Y’all

This is not allowed.

And

On Saturday or

No, they’re

And there’s an extreme legal liability on the
It is

10

into the ethics and integrity.

11

please let Andre, Nicole or I and we have to ask that

12

person to leave.

13

Why?

If you see it done,

This is not their networking event.

14

The company spent a lot of money to fly me out here

15

from Medellin, and Andre and Nicole, to get them here.

16

It’s not easy to do.

17

over the world and country for their services and real

18

estate investing knowledge.

19

care of us to be here.

20

They’re very much in demand all

And they take very good

So, again, we have no networking policy.

21

You can be friendly and stuff.

22

so successful and had millions of dollars of real

23

estate and a million dollars in the bank, do you think

24

they’d be sitting next to you in a seminar?

25

This is very important.
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1

example.

2

a simulator.

3

plane Monday and I’ll fly.

4

I’m not licensed.

5

like airplanes.

6

I love to fly planes.

I’ve actually been in

Who here would like to -- I’ll rent a
Who would fly with me?

I’m not trained.

I just said I

Man, I love this side, what the hell’s going

7

on here?

8

what’s going to happen to the guarantee?

9

I like adventure.

AUDIENCE:

10

If I fly that plane,

(Inaudible).

ROBERT SHEMIN:

We’re going to die.

I have no experience.

I’m not

11

trained.

I went to the

12

simulator in Pensacola and I crashed on the runway.

13

This is a simulator.

14

that and getting a real estate deal with someone in

15

this room?

What’s the difference between

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

Nothing.

Same difference.

I just

18

asked who’s closing more than five or 10 deals the

19

last couple months, and no one but our hand went up.

20

Wherever you get, the biggest mistake you’ll make is

21

get your advice from experts.

22

AUDIENCE:

23

ROBERT SHEMIN:

From who?

Experts.
Go to the back.

24

two experts.

25

There are two experts there.

There are

Everybody look to the back right now.
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1

advice?

2

UNIDENTIFIED FEMALE:

3

ROBERT SHEMIN:

Yes.

And if you’re in the hallway

4

or somebody says, hey, let’s look at this deal

5

together, what I recommend is saying, hey, let’s go

6

ask Nicole or Andre or Robert at the break.

7

the time, Nicole and Andre, if you’ll bring those

8

deals, what happens 80, 90 percent of the time?

9

go, oh, my friend’s got this deal and his friend’s a

10

friend and his sister is an investor and they said I

11

can make 60 grand on this deal, what happens 90

12

percent and 80 percent in the real world?

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

And all

They

Nothing.

They’re no good.

Fantastic,

15

they lose 40 grand.

16

say, hey, that’s not a bad deal, but make sure you put

17

this clause in there; make sure you look at that.

18

Correct?

19

Every once in a while they’ll

So whatever you do in life, only get advice

20

from experts who are closing tons of investment deals.

21

Does that make sense?

Say I agree.

22

AUDIENCE:

23

ROBERT SHEMIN:

24
25

Everybody understand?
AUDIENCE:
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1

ROBERT SHEMIN:

Anybody not understand?

So

2

two more things.

3

I always ask if these people are making so much money

4

in real estate, why are they here teaching us?

5

many have ever thought that?

6

When I go to a real estate seminar,

I think it every time.

How

So let’s get it out

7

of the way right now before I introduce the Success

8

Team.

9

I’ve known Nicole for over eight, nine years now at

Anybody know the number one reason, Andre --

10

least.

Andre and I have known each other for longer

11

than that.

They are amazing folks.

12

love them.

Listen to their advice; do what they say;

13

great resource.

14

You’re going to

So I can speak for them because I know them

15

very well.

16

guess the number one reason we’re here.

17
18

We’re kind of like family.

UNIDENTIFIED MALE:

You’ll never
Take a guess.

Because you were

beginners once, too.

19

ROBERT SHEMIN:

We were beginners once, too,

20

for sure.

And everybody do this.

21

number one reason, but it’s a good reason.

22

head down like that, put your hand up like that.

23

you’re successful, number one, you reach down to

24

someone who wants to be successful like y’all who are

25

motivated and you give them a hand up.
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1

this hand?

2
3

UNIDENTIFIED MALE:

Somebody is pulling you

up.

4

ROBERT SHEMIN:

Someone is pulling me up.

5

Whatever level you’re at, there’s another level.

6

Correct?

7

deal.

8

Now I have another mentor showing me how to do big

9

commercial deals and super hotels and super

When I was a beginner, I had to do my first

My mentor grabbed me and got me my first deal.

10

sophisticated and I’m learning, learning, growing,

11

growing.

12

This stuff changes.
So that’s one of the reasons.

Not the

13

number one reason, but very accurate.

14

guess, the number one reason real quick.

15

guess, but take a guess.

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

20

Take another
You’ll never

You like it.

Oooh, say it again.

Oooh.

You enjoy doing it.
You got it.

Who said

that?

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

Me.

Hello.

Hey, there’s a signed book,

23

How Come that Idiot’s Rich and I’m Not.

24

because I like it.

25

not about me, it’s about you.
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1

to get you.

2

to work again.

3

kids or think you have kids?

4

about.

5

just kids.

6

Because of real estate, I don’t ever have
I have a son.

How many of y’all have
Or someone you care

Could be anybody, yourself, somebody else, not

My son will probably never have to work

7

because of real estate.

Please don’t tell him that.

8

He probably knows it but don’t remind him.

9

that don’t exist will probably never have to work

His kids

10

again because of real estate; their kids, also.

11

I was taught to work hard and suffer.

12

couple real estate deals, folks.

13

maybe a couple smaller ones.

14

if you really want to.

15

the key way?

Maybe a bigger one,

All of y’all can do this

Do it the right way.

16

AUDIENCE:

17

ROBERT SHEMIN:

What’s

Right way.
The right way.

18

because I want to be.

19

would have stayed down in Medellin.

20

people.

21

doing deals.

22

A

I’m here

If I didn’t want to be here, I

I love teaching.

I love helping

I love traveling.

I love

Who in the room besides Andre, Nicole and I,

23

and Christina and Tarek and all of our mentors, have

24

ever really helped somebody.

25

text saying you changed my life; you really had an
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1

impact.

2

form?

How many of you have ever done that in some
How did it feel?

3

UNIDENTIFIED FEMALE:

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

Good.
Awesome.

Huh?
Awesome.

Awesome.

8

price on it.

9

getting another check Monday.

You can’t put a

Listen, I got a check today.

I’m

I got a direct deposit

10

yesterday from real estate.

11

good when I look at them.

12

dopey, ahhh, ahhh, that was good.

13

that email from that student -- Nicole, Andre, how

14

many emails or texts do you get saying, hey, you

15

changed my life; I did it; I got help; you helped me.

16

How many y’all -- y’all get a bunch, right?

17

ANDRE:

18

ROBERT SHEMIN:

19

ANDRE:

20

ROBERT SHEMIN:

And I feel

I get excited, a little
But when you get

(Inaudible).
How’s it feel?

Good.

21

it’s all about.

22

for me, for you.

23

because I want to be.

24

be successful, because --

25

They’re big.

Feels good.

That’s what

So this is very important.

Not just

There’s only one reason I’m here,

AUDIENCE:
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1

ROBERT SHEMIN:

-- you want to be.

I want

2

you to think of one thing you’ve done in your life

3

that you’re very proud of.

4

Could be children, could be social, could be church,

5

could be military, could be sports, could be work,

6

could be family, could be cultural.

7

amazing things, correct?

You don’t have to tell me.

8

UNIDENTIFIED FEMALE:

9

ROBERT SHEMIN:

All you have done

Mm-hmm.

And some of those things you

10

did, everybody said don’t do it; it’s not going to

11

work; you did -- you got a degree, whatever it is.

12

And why did you make it happen?

13

through?

Why did you see it

What’s the only reason?

14

UNIDENTIFIED FEMALE:

15

ROBERT SHEMIN:

Because you wanted it.

Motivation.

So right now

16

we’ll do our first exercise if that’s okay.

17

is is we’re going to find out why you’re here.

18

that make sense?

19

exercise.

20

What it
Does

And to me it’s the most important

So let me do this for you real fast.

And

21

your number one determinant of your success in real

22

estate investing, whether you’re a beginner or pro, is

23

motivation.

24

find out.

25

You’re here for a reason.

We want to

So why am I here?
Now, when you ask most people why do you

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

EX 11, p. 129

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 131 of 452
130
1

want to get started or increase your real estate

2

investing, what’s the number one thing people always

3

say?

I want to make more --

4

AUDIENCE:

5

ROBERT SHEMIN:

6

Money is a tool.

Money.

What’s money?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

That cannot be your answer.

A tool.
If used for good, it’s good.

If used for bad, it’s bad.

10

Correct?

11

You’ve got to be educated.

12

Just like our debt.

You’ve got to know what you’re doing.
You’ve got to be trained.

What’s the money for?

What will you do with

13

the money?

14

make sense?

15

wanted to take a couple of days off.

16

really hard at restaurants and never really got a

17

vacation.

18

thought, man, if I could take a week or maybe two

19

weeks off vacation, I’m ready to do anything legal or

20

semi-legal.

21

about.

22

What’s your real motivation?

Does that

When I got into real estate, I just
I was working

I never thought I’d make any money.

I just

Some of y’all know what I’m talking

Now my motivation to make money is

23

completely different.

24

lot of charities with my real estate.

25

y’all have other interests?
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1

estate does for me.

2

those interests.

3

in real estate.

It funds those other businesses,

I write books.

There’s more money

Where’s the money?

4

AUDIENCE:

Real estate.

5

ROBERT SHEMIN:

Real estate.

I made more

6

money off of one real estate deal last month or two

7

than I made off all my speaking and teaching in five

8

years, and books.

9

Where’s the money?

AUDIENCE:

Real estate.

10

ROBERT SHEMIN:

11

AUDIENCE:

12

ROBERT SHEMIN:

I didn’t hear you.

Real estate.
There you go.

Number two

13

is, what’s held you back?

14

those five, 10 deals a month or have two more

15

apartment buildings or got started?

16

How come you’re not doing

If you tell us what’s held you back, we can

17

help fix it.

18

we can’t.

19

communicate like you do and we kind of customize in a

20

small group this seminar to your needs, your wants,

21

what you tell us and what you tell Andre and Nicole.

22

Make sense?

But if you don’t tell us,

And we kind of customize.

So I got a big favor to ask.

We don’t

They’re going

23

to come up here.

We’re going to divide the room.

24

We’re going to take 10 minutes to do this exercise and

25

then we’re going to take a 10-minute break.
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1

hear clapping, that means we’re getting started.

2

got a lot to cover.

3

an exercise, like make offers, fill in contracts, call

4

on deals, raise money.

About every hour and a half we do

How many of y’all like that?

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

Yes.

So we teach/do, teach/do.

7

What’s the best way to learn?

8

AUDIENCE:

9

ROBERT SHEMIN:

Do.
To do.

10

(inaudible) teaching before do.

11

so far?

12

AUDIENCE:

13

[HVAC noise starts.]

14

ROBERT SHEMIN:

Correct?

We can

Are y’all liking this

Yes.

And we went ahead and got

15

started.

I won’t (inaudible) introduction.

16

like Andre and Nicole, how are we going to do our

17

little exercise?

18

we

Andre?

(inaudible) now.

We

Okay, everybody.

I would

Why don’t

When do we do things?

19

AUDIENCE:

Now.

20

ROBERT SHEMIN:

We don’t put anything off.

21

So this side of the room, right now, if you’ll come up

22

right here, you’re going to meet with the lovely,

23

amazing Nicole, who just flew down from Vermont.

24

worked with her for many years in this area.

25

of you on this side are going to meet with the amazing
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1

Andre, our seminar director.

2

this exercise, participate 100 percent.

3

why not.

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

6

big hand for being here.

7

(Applause.)

8

ROBERT SHEMIN:
(inaudible).

Yes.

Everybody give yourself a
You’re awesome.

And I’m going to

Sound good?

10

UNIDENTIFIED FEMALE:

11

ANDRE:

12

You’re here;

Sound good?

4

9

And we’re going to do

All right.

Yes.
Make sure everybody can

see and hear.

13

MS. BARKER:

14

ANDRE:
Okay.

Sorry.

All right.

Form a little semi-

15

circle.

So let’s just make sure we understand

16

what the exercise is.

17

welcome.

18

our primary motivation.

19

say they want to learn how to do real estate

20

investing, they want to learn how to do it for what

21

reason?

First of all, once again,

What we’re doing here is we’re talking about

22

MS. BARKER:

23

ANDRE:

In other words, when people

To make money.

To make money.

24

why you want to make money.

25

what?
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1

UNIDENTIFIED MALE:

2

UNIDENTIFIED FEMALE:

3

ANDRE:

It’s a tool.
A tool.

That’s all it is.

It’s no different

4

than a hammer or a saw.

5

But what do we have an attachment to in terms of money

6

that we don’t have in terms of (inaudible)?

7

emotional about it.

8
9

It’s exactly the same thing.

We get

Right?

So we need to figure out why we want to make
money because why we want to make money is going to

10

take the place of a (inaudible) money.

11

the why we want to make money that we’re really after.

12

Does that make sense?

13

That’s where it becomes a thing that we will hold onto

14

when it starts to get tough.

15

investing gets tough after a while.

16

that make sense?

17

Okay.

Because it’s

That should come from our core.

And real estate
All right?

Does

So what we’re going to do is we’re

18

going to go around, say your name; what is your chief

19

why you want to make money; what is the main thing

20

that’s driving you all to make money.

21

probably -- you might get emotional.

22

gets emotional, but people have core things that

23

they’re after.

24

holding you back from doing that thing.

25

make sense?

And that’s
Sometimes this

And then the last thing is what’s been
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1

Okay.

So just clockwise or counter-

2

clockwise?

She thinks I’m putting her on the spot.

3

Clockwise or counter-clockwise?

4

UNIDENTIFIED FEMALE:

5

ANDRE:

6

UNIDENTIFIED FEMALE:

7

ANDRE:

8

with you, Marlo.

9

MARLO:

10

Go this way.

Huh?
This way.

Okay.

So we’re going to start here

Okay.

The liberty or the freedom

that money gives you.

11

ANDRE:

Remember, say your name first.

12

MARLO:

Marlo.

13

ANDRE:

You want to make money for freedom?

14

MARLO:

For the freedom that money gives

16

ANDRE:

Okay.

17

MARLO:

I don’t (inaudible).

18

ANDRE:

Well, what’s been holding you back

19

from getting that freedom?

20

MARLO:

Well, I’m working on it.

21

ANDRE:

What’s that?

22

MARLO:

I’m working on it.

23

ANDRE:

Well, what’s been holding you back?

24

MARLO:

The freedom?

25

ANDRE:

Yeah.

15

My name is Marlo.

you.
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1

MARLO:

Responsibilities.

2

ANDRE:

Responsibilities?

4

MARLO:

I work.

5

ANDRE:

You have a (inaudible) job.

6

MARLO:

Yeah.

7

ANDRE:

All right.

3

8

What do you mean

by that?
I have responsibilities.

The old j-o-b.

Anybody

know what j-o-b stands for?

9

UNIDENTIFIED FEMALE:

10

ANDRE:

11

UNIDENTIFIED FEMALE:

12

ANDRE:

(Inaudible) broke.

Just over broke.
Yes.

Because most employers will pay you

13

enough just to keep you coming back.

14

going to pay you enough for you to be financially

15

free.

16
17

If so, nobody would be here.

else to be financially free, would you be here?
AUDIENCE:

19

ANDRE:

21

Right?

If you’re making enough working for somebody

18

20

They’re never

No.

No.
The answer is no.

All right?

You guys got to wake up.
MS. BARKER:

22

conditioning on.

23

ANDRE:

24

MS. BARKER:

25

ANDRE:

It’s hard to hear with the air

What’s that?

Yeah, I know.

Sorry.

Unfortunately that’s the way this
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1

building is.

2

hear.

So I’ll try to talk up so everybody can

Skylar, you’re next.

3

SKYLAR:

Yes.

My name is Skylar.

My

4

primary motivation for being here is to basically

5

change the future of my family.

6

So really I want to have college costs, cars, all

7

those things paid for, and not be -- not be in debt.

8

So I’d have all those things paid for and I have my

9

kids have to ever worry about (inaudible).

10

ANDRE:

11

SKYLAR:

12

I have three kids.

Okay.
Basically what’s held me back is

lack of knowledge and lack of confidence.

13

ANDRE:

Okay.

So we are going to have a

14

discussion about good debt versus bad debt.

15

is bad; some is good.

16

debt or bad debt?

17

SKYLAR:

18

Right?

Some debt

Education, is that good

I have a student loan so it’s a bad

thing for me right now.

19

ANDRE:

It’s good debt.

But guess what?

I had student

20

loans, too.

Without that debt, would

21

you be able to live the life that you’re even living

22

right now?

23

you’re living the life (inaudible).

24

debt.

25

should be in what?

You might not think it’s enough, but
So that’s good

Your first major investment in any business
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1

MS. BARKER:

2

ANDRE:

Education.

Should be in yourself.

That’s

3

exactly right.

4

investing and they think the first major thing they

5

should do is go out and buy a house.

6

a chief mistake.

7

two weeks that have lost as much as $50,000.

8

the first thing they did was go out and buy a house

9

and say I’m going to figure it out.

10

do.

Most people get into real estate

BROCK:

That is

I have met people just in the last

Get educated first.

11

Right?

All right?

What’s

Wrong thing to
Next?

Brock, my name is Brock.

I would

12

say family.

I’m motivated and (inaudible) motivation,

13

family and provide for them, do better than I was

14

provided.

I would say my -- holding me back, right?

15

ANDRE:

Yes.

16

BROCK:

Mentality.

I come from a blue

17

collar family.

18

week, have your Saturday and Sunday off and go back to

19

work.

20

could have something different.

21

So, you know, work their 60 hours a

So it’s just never -- never an idea that I

ANDRE:

It’s that worker bee mentality.

22

Yeah, I grew up with the same thing, exact same thing.

23

I know exactly what you’re talking about.

24

Next?

25

UNIDENTIFIED FEMALE:
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1

ANDRE:

2

UNIDENTIFIED FEMALE:

3
4
5

How you doing (inaudible).
Motivation is to

(inaudible).
ANDRE:

Is that why you’re (inaudible)?

want to make more money to reinvest?

6

UNIDENTIFIED FEMALE:

7

ANDRE:

8

UNIDENTIFIED FEMALE:

9

(inaudible).

10

(inaudible).

Mm-hmm.

So you’d be the seed capital.
It was only if

Forty hours and then a weekend
ANDRE:

Time.

Yeah, okay.

11

UNIDENTIFIED FEMALE:

12

ANDRE:

Right.

13

MARCO:

My name is Marco.

14

ANDRE:

Student?

15

MARCO:

Yeah.

16

ANDRE:

Well, this is an education

17

(inaudible).

Next?
I am (inaudible).

So you’re in the right place.

MARCO:

Yeah.

19

ANDRE:

All right.

20

HASSAN:

Next?

My name is Hassan.

I’m here for

(inaudible) future goal of financial freedom.

22

ANDRE:

23

HASSAN:

24

ANDRE:

25

(Inaudible).

Very good.

18

21

You

Financial freedom?
Mm-hmm.
Okay.

So what’s been holding you

back from gaining financial freedom?
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1

HASSAN:

2

ANDRE:

3

HASSAN:

4

ANDRE:

5

HASSAN:

6

Did you say priorities?

What do you mean by that?

ANDRE:

Sometimes my priorities (inaudible)

Okay.

8

you’re saying.

9

financial freedom.

I think I understand what

So your priorities have come before
Is that what you mean?

If your

priorities are keeping you from financial freedom --

11
12

Yeah.

stuff is important (inaudible).

7

10

It’s (inaudible).

HASSAN:
my priorities.

13

No, no, no, no.

Like (inaudible)

It’s going to be my priority.

ANDRE:

Okay.

But what I’m saying is what’s

14

been holding you back from gaining financial freedom

15

so far?

16
17

HASSAN:
time.

18
19

I said nothing (inaudible) all the

ANDRE:
confidence.

Oh, now, okay.

Folks, where does confidence come from?

20

UNIDENTIFIED FEMALE:

21

ANDRE:

22

UNIDENTIFIED FEMALE:

23

ANDRE:

24
25

Yeah (inaudible)

(Inaudible).

What’s that?
Within.

It does come from within.

But

let’s -UNIDENTIFIED MALE:
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1

ANDRE:

Experience.

That’s exactly right.

2

It comes from experience.

3

can show you in this class, we can’t give you the

4

experience of investing, but what we’re going to be

5

able to show you is practically how it works from a

6

conceptual standpoint.

7

will come when you go out there and start doing it and

8

start finding success.

9

experience comes in.

10

One of the things that we

Right?

So that confidence

And that’s where the
Next?

UNIDENTIFIED FEMALE:

Okay.

I’m here

11

because I want to get a (inaudible).

12

but then also lose money.

13

I don’t -- I’m tired of reinvesting (inaudible).

14

ANDRE:

15

KAY:

I make money,

I want -- I want it easy.

Ahhh.
So -- and I love to learn.

I could

16

just sit in our home and I could be quite happy but I

17

have -- I want to travel some more and I want to

18

travel (inaudible).

19

abundance out there and why not get my share of it?

20

ANDRE:

21

KAY:

22

25

There’s so much

There you go.
So this is the investment that I’m

making and the time I’m giving up.

23
24

I want upgrades.

ANDRE:

Very nice.

All right.

I like that.

Next?
JESSICA:
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1

family, for my kids.

2

I’ve been a home school mom for many years.

3

kids are home schooled.

4

momma to start learning and start getting (inaudible)

5

like everybody else.

6

ANDRE:

And I lack a lot of education.
All my

They are -- it’s time for

All right.

Pretty good.

Folks, one

7

of the chief things that makes people successful doing

8

this business or any business, right, is just raw

9

determination.

And that’s what you are articulating,

10

just raw determination; you’re just going to do it.

11

Yep.

12

JESSICA:

13

ANDRE:

That’s very important.

CAROL:

I’m Carol, and why am I here?

14

Yeah, mm-hmm.
All right.

Next?

15

I

16

need to learn more in real estate, which I’m already

17

in but not know much.

18

ANDRE:

Oh, wait a minute now.

19

in mind what we’re asking.

20

more money?

Let’s keep

Why do you want to make

21

CAROL:

Oh --

22

ANDRE:

We know why you’re here.

23

CAROL:

Well, I guess more stability, I

ANDRE:

What’s been holding you back from

24
25

guess.
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1

getting that stability?

2

CAROL:

Time, procrastinating.

I always

3

wanted to do it, do it, do it, but never take the

4

time.

5
6

ANDRE:

How long have you been wanting to

get into the investment side?

7

CAROL:

Well, five years now.

8

ANDRE:

Okay.

9
10

hard question.

Now, this is going to be a

What if you had started investing in

real estate five years ago?

11

CAROL:

I know.

12

ANDRE:

Would you be in this room?

13

CAROL:

I would probably be here, yeah.

14

ANDRE:

Yeah, but you’d be teaching.

15

Right?

You’d be here, but you’d be teaching.

16

CAROL:

Maybe, yeah.

17

ANDRE:

You know what I mean?

18

CAROL:

You’re right.

19

ANDRE:

Yeah.

So what’s that old saying,

20

there’s no time like the present.

21

believe in because, guess what, if you had started

22

buying real estate here in Florida five years ago like

23

we have, everybody in this room would be doing

24

something else right now; probably out there living

25

that life that you want to live.
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1

investing does not take long to turn your world

2

around.

3

year make upwards of a half a million dollars.

4

not an exaggeration.

5

We’ve had students literally in their first
That’s

We’re going to introduce you to some of

6

them, actually.

All right.

7

estate investing is not pie in the sky, but you do

8

have to have a system and you have to know what you’re

9

doing.

All right?

So the world of real

The other thing you said was

10

procrastination.

11

CAROL:

Yeah.

12

ANDRE:

So what do you mean by that?

13

CAROL:

Because I have other friends that

14

started with me, now they’re really happy, buying,

15

selling and doing it all.

16

property and it’s a rental property, and I’m just

17

stuck with it and doing my nursing work, work, work.

18

But now I’m trying to get more on the other side.

But then I bought that one

19

ANDRE:

Gotcha, okay.

20

CAROL:

Not to work as much.

21

ANDRE:

Yeah.

22

Procrastination is something

we can overcome, absolutely.

23

MAXINE:

24

ANDRE:

25

MAXINE:

Next?

Maxine.
And -I’m here to learn more.
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1

something I’ve always wanted to do.

2

distractions always held me back.

3

ANDRE:

4

MAXINE:

5

ANDRE:

But personal life

Distractions.
Mm-hmm.
Okay.

One of the things that this

6

business does require is focus.

Now, the way our

7

program works is that doesn’t mean after this class is

8

over you’re going to go and quit your job or whatever

9

and start doing real estate.

Right?

Our system is

10

designed to fit into your life because it’s been

11

designed over the last 14 years and changed in order

12

to say, okay, start off at five to 10 hours a week.

13

If you can do that, you can implement this into your

14

life.

15

children and full-time jobs.

Because it was designed for adults with

16

So it fits into your life.

You don’t have

17

to change your life to fit this in.

18

the weekend, we’re going to be giving you the steps to

19

do.

UNIDENTIFIED FEMALE:

21

ANDRE:

All right.

22

SHANA:

Hello, everyone.

Mm-hmm.
Very good.

Next?

My name is Shana.

Why I want to be financially free --

24
25

So over

Does that make sense?

20

23

Right?

ANDRE:

No, why do you want to make more

money?
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1

SHANA:

Why do I want to make more money?

I

2

want to make more money because I have kids and I want

3

them to have a good future.

4

is because I want to be able to enjoy my life with my

5

kids.

But the number one reason

6

ANDRE:

Okay.

And what’s been --

7

SHANA:

I don’t want to, you know,

8

(inaudible) job and I want to be able to enjoy

9

things --

10

ANDRE:

Okay.

11

SHANA:

-- go out, teach them things that my

12

parents weren’t able to teach me.

13

ANDRE:

Okay.

And then what’s --

14

SHANA:

The reason why is because -- just

15

because I’ve been taught to get up and get a job, to

16

work --

17

ANDRE:

That worker bee mentality.

18

SHANA:

-- instead of -- yep.

19

ANDRE:

Yeah.

The old j-o-b.

And there’s

20

nothing wrong with having a job.

At one point I had a

21

job, you know what I mean?

22

that later.

23

most of us are never taught that, guess what, you can

24

have more than that.

25

in life and most of us to get to a point where we go,

We’re going to talk about

So there’s nothing wrong with it.
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1

you know what, there’s got to be a better way.

2

that’s what happens.

3

what drove me to this because that’s how I started in

4

one of these classes just like you guys are now.

5

that makes a lot of sense to me.

6

REBECCA:

And

That’s what drove us -- that’s

Very good.

Hi, I’m Rebecca.

So

Next?

I’m here to

7

provide stability and a financial future for my

8

children; something that my parents didn’t leave to

9

me, you know, to be able to provide college if they

10

want to go or just, you know, be able to go on

11

vacation and enjoy life with them.

12

holding me back is the lack of, like, knowledge or

13

where to start basically.

14
15

ANDRE:
knowledge?

Okay.

And what’s been

Now, what if you had that

What would you be doing?

16

REBECCA:

17

ANDRE:

Applying it.
Applying it.

That’s exactly right.

18

The phrase is, knowledge is power.

That’s not

19

actually true.

20

that’s what makes the difference.

21

the knowledge in the world but if you don’t do

22

anything, you just got a bunch of knowledge.

23

Fantastic, right?

24

apply that knowledge.

25

least?

Applied knowledge is power because
You can have all

So we’re going to show you how to
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MS. BARKER:

1

I’m

.

I don’t want to have

2

a boss, which is why I want to make money.

3

been holding me back is other people’s perspectives of

4

whether or not I should have a boss.

5

ANDRE:

And what’s

So explain that a little bit.

You

6

said other people’s perspective that you should have a

7

boss.

8
9
10

MS. BARKER:

Yeah.

My family is kind of

tight-knit and they kind of believe more in the
traditional go to work.

11

ANDRE:

Gotcha.

I know exactly what you

12

mean.

In other words, it’s that -- it kind of goes

13

back to that worker bee mentality.

14

MS. BARKER:

15

ANDRE:

16

MS. BARKER:

17

ANDRE:

Yeah.

Be safe.
Yeah.

As a real estate investor, most

18

people think it’s a lifestyle that’s not safe.

19

Actually, it’s not safe for the people that don’t know

20

what they’re doing.

21

people that go out there and they’re trying to figure

22

it out.

23

they lose the house; we come in and take care of it.

24

Right?

25

said to me was, be safe, work for somebody else.

Guess what?

So a lot of our deals come from

They get in over their head,

So what they’re saying to you and what was
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1

Warren Buffett said the worst thing in the world --

2

the thing to fear the most is working for somebody

3

else for 40 years and thinking that you’re going to

4

retire on Social Security.

5

right?

6

Okay.

That’s what’s scary.

That’s it.

Very good.

7

yourselves a round of applause.

8

(Applause.)

9

ANDRE:

All

Give

Take a quick break for about two

10

minutes, grab yourself some coffee and tea and

11

whatever, head back to your seat and we’ll be getting

12

started back up (inaudible).

13

ROBERT SHEMIN:

14

(Brief pause.)

15

MS. BARKER:

Making progress.

Good job.

I know we’re on our own for

16

lunch, but are there any suggestions of places close

17

that --

18

UNIDENTIFIED MALE:

There’s a Wendy’s close;

19

there’s a McDonald’s and stuff like that right out

20

there on 41.

21

MS. BARKER:

22

UNIDENTIFIED MALE:

23

Okay.
So less than a minute.

I (inaudible) because I’m not from around here.

24

MS. BARKER:

25

UNIDENTIFIED MALE:
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1

coming in.

2

MS. BARKER:

3

(Pause.)

4

(Applause.)

5

ROBERT SHEMIN:

6

Gotcha.

We’re going to start in

about five to six minutes.

Sound good?

7

UNIDENTIFIED MALE:

Yeah.

8

UNIDENTIFIED MALE:

Three or four sounds

9

better.

10

ROBERT SHEMIN:

11

(Pause.)

12

(Music playing.)

13

MS. BARKER:

14

All right.

I feel like just taking your

box.

15

UNIDENTIFIED FEMALE:

16

MS. BARKER:

17

I feel like just taking your

box.

18

UNIDENTIFIED MALE:

19

MS. BARKER:

20

(Inaudible).

(Inaudible).

Thank you.

Are you from the

area?

21

UNIDENTIFIED MALE:

22

MS. BARKER:

Yes, ma’am.

Where would there be a good

23

place to eat lunch if I was gluten-free?

24

that someone had told me there’s a Wendy’s and a

25

McDonald’s, but is there like maybe even a small
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1

grocery story close by?

2

UNIDENTIFIED MALE:

3

MS. BARKER:

4

UNIDENTIFIED MALE:

5

Okay.

MS. BARKER:

7

UNIDENTIFIED MALE:

Uh-huh?
-- there’s like

(inaudible) or there’s probably a --

9

MS. BARKER:

10
11

The closest and across

the street --

6

8

No.

Okay.

UNIDENTIFIED MALE:

Like a little Mexican

store there.

12

MS. BARKER:

13

UNIDENTIFIED MALE:

Not too many around.

14

MS. BARKER:

Thank you.

15

UNIDENTIFIED MALE:

But if there is, they’ll

17

MS. BARKER:

All right.

18

UNIDENTIFIED MALE:

19

MS. BARKER:

20

UNIDENTIFIED MALE:

21

MS. BARKER:

22

(Music playing.)

23

ROBERT SHEMIN:

16

24
25

Oh, okay.

Okay.

be on 41.
Okay.

(Inaudible).

Oh, okay, great.
(Inaudible).

Wonderful.

Thank you.

Are we on?

get started in just a minute or two.
UNIDENTIFIED MALE:
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1

MS. BARKER:

Yeah.

2

(Music playing.)

3

ROBERT SHEMIN:

4

Welcome back, everybody.

5

We’ll do lunch just about 1:30, a little late today,

6

give or take a few minutes because there’s so much to

7

cover.

(Inaudible) the music?
Can y’all handle some more?

Sound good?

8

AUDIENCE:

Yeah.

9

ROBERT SHEMIN:

Andre, would you hit the

10

music?

11

that exercise why am I here?

12

to do a quick two-minute recap and then get right into

13

our investing system.

14
15

Thank you so much.

on?

Anything on your mind, questions?
MS. BARKER:

17

ROBERT SHEMIN:

19
20
21
22

In just a minute I want

Any question about anything before we move

16

18

How many of y’all enjoyed

such thing.

Yes, please?

This is a horrible question.
I love all questions.

No

They’re all good questions.

MS. BARKER:

How long is the -- I’m trying

to figure out if I can make it out to -ROBERT SHEMIN:

Sure.

Looking at about an

hour, hour and 15 for lunch, if that’s okay.

23

MS. BARKER:

24

ROBERT SHEMIN:

25

MS. BARKER:
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1

ROBERT SHEMIN:

2

the work day.

3

silly question.

4

important.

That’s my favorite part of

I’m really good at it.

That was a very serious, good one,

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

7

UNIDENTIFIED MALE:

8

ROBERT SHEMIN:

9

There’s no

(Inaudible).

What’s that?
(Inaudible).

That’s -- I asked the guy.

Within about five or 10 minutes there’s everything

10

down the road.

There’s a Wendy’s, whatever.

11

(Inaudible) Tower is about six minutes away.

12

all right?

13

hour, hour and 15 for lunch, probably an hour and 15

14

to make sure people get that.

Four to five miles.

So we’ll do about an

Sound good?

15

UNIDENTIFIED MALE:

16

ROBERT SHEMIN:

17

UNIDENTIFIED MALE:

Awesome.

18

UNIDENTIFIED MALE:

Great.

19

ROBERT SHEMIN:

20

Is that

Sounds great.

How’s everybody feeling?

Good deal.

So one, two,

three, let’s start.

21

(Applause.)

22

ROBERT SHEMIN:

23

clap.

24

like your help.

25

are you.

(Inaudible) make yourself

All the (inaudible).

Real quick recap.

I’d

This is so important, how motivated

Correct?
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1

UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

Mm-hmm.

And I always ask people on a

3

scale of zero to 10 whether investors, buyers,

4

sellers, how motivated are you?

5

motivation, kind of dead; 10 being like no other

6

choice, I’ll do it a thousand million percent all day,

7

all night.

8

you investing.

9

Zero, you need no

So kind of write down how motivated are

I do need some help.

I’d like someone who

10

can write where people can read it, because I like to

11

take some notes on what your motivation is and what’s

12

held you back so we can make sure we’ve heard you.

13

Are you volunteering?

14

SKYLAR:

15

ROBERT SHEMIN:

16

Sure.
Everybody give a

round for Skylar.

17

(Applause.)

18

ROBERT SHEMIN:

19

SKYLAR:

20

ROBERT SHEMIN:

21

Awesome.

Skylar, do you like books?

Absolutely.
Pick one.

Which title

(inaudible).

22

SKYLAR:

I want both.

23

ROBERT SHEMIN:

(Inaudible) the way you

24

think, but there you go.

So rule for (inaudible)

25

Skylar.

Thank you so much.
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1

So, everybody, give me from your group what

2

were some of the big motivations, top motivations.

3

Yell them out, raise your hand, real fast.

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

Freedom.

Freedom.

6

Freedom, I guess, financial freedom.

7

write that pretty big.

8

all see in the back?

9

You want to

Yeah, that’s fine.

Can you

Can y’all see it?

MS. BARKER:

10

Financial freedom.

Mm-hmm.

ROBERT SHEMIN:

Little bigger.

All right.

11

So what does that mean?

Enough money coming in for

12

your real estate business where you can do whatever

13

you want, when you want to do it and not have to worry

14

about money.

Sound good?

15

UNIDENTIFIED MALE:

16

ROBERT SHEMIN:

17

Mm-hmm.

Give me another one.

That’s

good.

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

(Inaudible).

Family, spend more time with

20

family, whether it’s kids, friends, loved ones.

21

here has elderly parents or grandparents you got to

22

start taking care of?

23

time.

24
25

Who

It takes a lot of money and

I’ve been through that.
Kids.

I heard someone talking about

college, schools and stuff.
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1

Give me another one.

Family?

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

6

Generational wealth.

7

generational.

8

when they pass on?

9

Generational wealth.

What’s that?
Generational wealth.

Oh, I like that.

I like that.

Write that down,

What do most people leave their family

UNIDENTIFIED MALE:

10

Keep them coming.

ROBERT SHEMIN:

Debt.

Debt, problems, mess.

Does

11

anybody know the average American -- and, by the way,

12

I’m the most patriotic American you’ll ever meet.

13

been to 90 countries, love America.

14

traveling.

15

they pass on, what their net worth is to (inaudible)

16

the average income is about $45,000 a year now.

17

That’s average.

18

pension plans, there’s real estate, there’s business.

19

What’s the average net worth of the average American

20

when they pass on?

I

We love

Anybody know the average American, when

There’s Social Security.

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

There’s

Hundred thousand.

Hundred thousand.

23

being very generous.

24

a home, like their own home, it would be almost zero.

25

Now, that’s average.
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1

and millionaires and poor people.

2

that be?

3

read about saving.

4

accounts.

5

why aren’t they richer?

Correct?

How can

I mean, people make money, they work.

They

They read about retirement

They’ve read about real estate.

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

They --

They never take action.

Thank you, Skylar.

They

8

never started a systematic investing or savings and

9

investing program.

That’s it.

Scary.

One more thing

10

while we’re on this.

What’s the average American --

11

anybody here a financial planner/insurance person?

12

Anybody have a background?

13

financial

14

planning --

You are?

15

UNIDENTIFIED FEMALE:

16

ROBERT SHEMIN:

A background in

(Inaudible).

Oh (inaudible) no.

17

Background.

We need some experts for financial.

18

financial planner experts say how much do you need to

19

retire?

Anybody?

20

UNIDENTIFIED MALE:

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

Most

A million.
A million.

A million dollars.

No.

Six times net.

Six times, no.

So that’s

maybe like 20 years ago or something.
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1

UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

3

UNIDENTIFIED MALE:

4

(Inaudible) income.

What’s that?
There’s really no set

income.

5

ROBERT SHEMIN:

But what’s a good goal for

6

most Americans to have for retirement?

7

they need besides Social Security?

8

planners say one and a half to $3 million.

9

down.

Write it down.

What would

Most financial
Write that

Matter of fact, I’m going to

10

write it on the board.

11

write it down.

12

percent, which most financial planners made, 5 percent

13

of a million dollars is 50 grand.

14

month.

15

older, when Medicare, Medicaid, prescription drugs,

16

cars, taxes, property taxes.

17

You’re like meeting, I guess, not (inaudible).

18

not, like, living well.

19

No, no, wait a sec.

Because if you invested in 5 or 6

That’s $4,000 a

My parents tried to live on that while they’re

You’re not living.
You’re

Five percent of 3 million is 150 grand a

20

year that you could live off of.

21

12 grand a month.

22

Correct?

23

All y’all

That’s about 8, 10,

Now you’re living a little bit.

Now, some of you are there, I’m sure.

Some

24

of you are not there.

25

propose to you that a couple real estate deals will
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1

get you there.

2

Correct?

Now, we’ll show you some real deals today

3

and tomorrow.

So generational wealth.

4

bringing that up.

5

fast.

6

Somebody say them.

7

lot to cover.

8

real estate?

What are some other reasons.

What’s another reason.

9

Thanks for
Real

Give them to me.

We’ve got to move on.

We’ve got a

Y’all just have three reasons to do
What are some of the reasons you gave.

UNIDENTIFIED FEMALE:

10

ROBERT SHEMIN:

11

UNIDENTIFIED FEMALE:

12

ROBERT SHEMIN:

(Inaudible).

What’s that?
(Inaudible).

Expansion.

I don’t --

13

before we write it, I don’t understand what that is.

14

Growth --

15

UNIDENTIFIED FEMALE:

16

ROBERT SHEMIN:

17

(Inaudible).

What were some of the

reasons y’all gave in your group?

18

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

(Inaudible).

Say it again?
(Inaudible).

Time.

Thank you so much.

22

Besides freedom, time.

Now I know why (inaudible)

23

heard her say this.

24

else.

25

know, you get paid for your hours, it’s very hard to

Most of y’all work for somebody

Somebody -- you said it, too, very nicely.
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1

get wealthy that way.

2

rich.

3

for your own.

You’re making somebody else

You’re just building someone else’s business

4

Make sense?

Let me explain how this works.

How many of

5

y’all would love to have time to go to the gym four or

6

five times a week, get a nice workout in?

7

time you work out, I burn calories and gain muscle.

8

If you work out, you don’t get any benefit, or very

9

little.

And every

I’m the one that’s burning the calories and

10

getting muscle.

How many of y’all are getting tired

11

of that workout?

12

benefit?

13

you basically doing?

Because who’s getting all the

When you work for somebody else, what are

14

UNIDENTIFIED FEMALE:

15

ROBERT SHEMIN:

16

Time (inaudible) friends.

17

whatever you’re into.

18

quick.

(Inaudible).

That’s it.

So I like that.

You can get hobbies,

Give me one or two more real

19

UNIDENTIFIED FEMALE:

20

ROBERT SHEMIN:

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

(Inaudible).

Say it again?
Education.

Education.

Correct?

To

23

grow, to learn, and kind of like what you were talking

24

about, expanding (inaudible) there.

25

likes to travel?

Vacations?
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1

your why?

No?

That’s why I do real estate.

2

couple deals and travel for over six months a year or

3

head out for four or five months.

4

time.

5

you said family.

6

call.

So -- with vacations.
I like that.

UNIDENTIFIED FEMALE:

8

ROBERT SHEMIN:
group.

I do it all the

Anything else?

7

9

I do a

One of

Anything else?

Last

(Inaudible).

What you all said in the

What’s that?

10

UNIDENTIFIED FEMALE:

11

ROBERT SHEMIN:

(Inaudible).

Upgrades.

I like that.

12

Upgrades.

13

lifestyle, your clothes, your restaurants, correct?

14

And she likes to buy stuff.

15

Upgrade your car, your house, your

There you go.

Once you fly first class, it’s really heard

16

to fly coach.

How many of y’all have ever been on a

17

cruise ship?

18

hard to stay in the regular rooms.

19

gourmet restaurant, it is really hard to go to a not

20

so nice restaurant.

21

deserve it.

22

do this.

23

Christina and Tarek a little bit, had some ups and

24

downs.

25

But all you do is polish off a little bit.

Once you get the big suite, it’s really

Correct?

Once you go to a

And all of y’all

All of y’all (inaudible).

All y’all can

Do some of y’all like being banged up like

How many of y’all know what I’m talking about?
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1

You can do this.

2

real fast?

3

What’s held you back?

4

this weekend.

What are some holdbacks

Why haven’t you done it up until now?
We’re going to bust through it

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

Mentality and knowledge.

Mentality, knowledge.

7

Mentality, knowledge.

Money.

Put a dollar sign.

8

We’re going to show you all the ways to fund the deals

9

whether you have money or not; whether your credit

10

scores is a 12 or an 800, doesn’t matter.

We’re going

11

to give you and show you how to get the knowledge for

12

sure.

13

We’re going to help you with that.

14

What else has held you back?

You’ve got to have the right open mindset.

15

UNIDENTIFIED FEMALE:

16

ROBERT SHEMIN:

17

UNIDENTIFIED FEMALE:

18

ROBERT SHEMIN:

19

UNIDENTIFIED FEMALE:

20

ROBERT SHEMIN:

21

are here and didn’t tell somebody?

Negativity.

What’s that?
Negativity.

Negativity from who?
Family.

Family.

22

UNIDENTIFIED FEMALE:

23

ROBERT SHEMIN:

24

UNIDENTIFIED FEMALE:

25

ROBERT SHEMIN:
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1

negative person I know is?

2

some of those thoughts in your head?

3

Spanish).

4

Correct?

5

It happens.
I know.

Me.

How many of y’all got

We’ve got to deal with that.

We understand that.

Number two, the other negative people I know

6

always have the same last name as me.

7

about?

8
9

What’s that

Coincidence, correct?
Now, nobody has the right to be negative on

me unless they have a better, proven plan.

10

them, what’s your proven plan for me?

11

put something down.

12

is because it scares them.

13

another way.

14

sense?

15

experts.

16

wasn’t but they loved to give advice.

17

to advice from experts.

So ask

It’s easy to

And the reason they put you down
It shows them there’s

It has nothing to do with you.

And they don’t know.

AUDIENCE:

19

ROBERT SHEMIN:

20

AUDIENCE:

21

ROBERT SHEMIN:

Make

I only get advice from

Are they financial experts?

18

22

(Speaking

My family
I only listen

From who?

Experts.
Say it.

Experts.
There you go.

What are some

other hold backs?

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

UNIDENTIFIED FEMALE:
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1

that down.

2

hours a week to become financially free?

3

students like me start part-time, one, two, three

4

hours a week.

5

something is wrong.

6

A, how many of y’all have one to three
Most of our

If you don’t have three hours a week,

Hey, watch this.

How many of y’all watched

7

the Super Bowl last weekend.

8

Correct?

9

you’re a player or an owner.

That was like six hours.

Did it make you any money?
Correct?

No.

Unless

How many of

10

y’all watched a movie in the last three months on TV,

11

iPad, iPhone?

12

the last six months?

13

and apply it to real estate, you can be a --

How many of y’all watched a sports game
If you take some of that time

14

UNIDENTIFIED FEMALE:

15

ROBERT SHEMIN:

Millionaire.

Right?

How many of us day

16

dream a lot like I do, just sit around -- you know?

17

What’s the average time a person spends on social

18

media a week?

19

UNIDENTIFIED MALE:

Way too much.

20

UNIDENTIFIED MALE:

Way too much.

21

ROBERT SHEMIN:

Thirty-five hours.

The

22

average American watches 40 hours a week of television

23

or social media.

24

estate over the next six years, what might happen?

25

Take 10 percent of that and do real

UNIDENTIFIED MALE:
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1

UNIDENTIFIED MALE:

2

UNIDENTIFIED FEMALE:

3

ROBERT SHEMIN:

4

Correct?

5

teeth this morning?

6

our reason?

7

That’s it.

8
9
10

Millionaire.
(Inaudible).

Y’all got time, folks.

How many of y’all had time to brush your
Please raise your hands.

What’s

You make it a priority or a habit.

So if you make it a priority, you’ll do it.
But thanks for mentioning time.

Very, very important.

One or two more real fast.

11

UNIDENTIFIED MALE:

12

ROBERT SHEMIN:

13

very young mind saying confidence.

14

a deal, your confidence goes up, your experience goes

15

up, your mental assets goes up.

16

important than any money asset.

17

Confidence.

Confidence.

I like that, a

Every time you do

That is so much more

I never thought I’d do a bigger deal.

18

I did that big deal, that’s easy.

19

first deal, guess what you’ll say?

20

AUDIENCE:

21

ROBERT SHEMIN:

Once

Once you close your
It’s --

Easy.
Why did I spend so much time

22

wondering, worrying, thinking, arguing, debating about

23

it.

24

in your life.

25

Correct?

Just like everything else you’ve done
Any other -- any other holdbacks?

UNIDENTIFIED MALE:
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1

business network.

2

ROBERT SHEMIN:

Network.

Correct?

We’re

3

going to get on the phone tomorrow and start building

4

you a local, regional network, wherever you want.

5

It’s phone calls.

It’s what?

6

AUDIENCE:

Phone calls.

7

ROBERT SHEMIN:

8

you exactly how to do it.

9

you.

It’s emails.

And we’ll show

Now, remember, they need

They need what?

10

AUDIENCE:

You.

11

ROBERT SHEMIN:

They have deals they need to

12

sell.

They’re advertising.

They have money they want

13

to lend.

14

You’ve got to turn it around that I don’t need them,

15

they need --

That’s our lenders, know your lenders.

16

AUDIENCE:

Me.

17

ROBERT SHEMIN:

And we’ll show you some of

18

those networks you can plug into.

19

else?

20
21

Good.

Anything

Please give Skylar, our transcriber, a
hand.

22

(Applause.)

23

ROBERT SHEMIN:

And we’re going to deal with

24

that for the next three days, how to get the right

25

attitude by doing; give you the knowledge along with
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1

what Andre said.

2

is power.

3

Knowledge, I used to say knowledge

No, it’s not.

It’s applied knowledge.

How many of y’all know some people in your

4

family -- I have some very educated family members who

5

are broke.

6

They’re super smart.

I got people in my family with PhD’s.
But they’re --

7

AUDIENCE:

8

ROBERT SHEMIN:

9

It’s what you do.

Broke.
It’s not what you know.

Whether you’re a beginner,

10

intermediate or pro.

Listen, the way to get the

11

family members not negative is do a deal on

12

(inaudible).

13

will happen to all your negativity?

14

it.

15

happened.

16

say I just closed a deal; you go have some fun

17

shopping, or a thousand, or go on a trip.

18

what happens to all that negativity?

19

You’ll make the time if you want it and your

20

confidence will go up.

The minute you get a check, guess what
You’ll believe

Until you get that check and close, nothing has

21

And then give them the check, 500 bucks,

And guess

It goes away.

Now, let’s get into the system.

But before

22

I do that, I got a couple more seconds and minutes of

23

bookkeeping.

24

workbooks.

25

might drop it or leave it at a table.

Number one, we gave y’all some
Please put your name in them because you
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1

your name in it, just do it right now, put your name

2

somewhere in the front cover so we know it’s yours.

3

Everybody always leaves one or drops one.

4

your books, we’re going to give you a lot more over

5

the next three days, a lot more materials.

6

that in there.

7
8

Just all

Please put

Also, did y’all get some software last
week?

9

AUDIENCE:

10

(Inaudible).

ROBERT SHEMIN:

A buyers -- cash buyers

11

list?

How many of y’all remember that?

12

y’all?

13

It’s one thing and one thing only.

14

Access to --

So all of

We gave you access to a cash buyers list.

15

AUDIENCE:

16

ROBERT SHEMIN:

What is it?

Cash buyers.
And that’s really important.

17

Step one, tonight or tomorrow -- and if you lost the

18

code or something, you can ask Andre or Nicole.

19

worry about it, just ask them.

20

You can look up an area and it will show you whose

21

bought for cash in there.

22

wholesale or look for money, that’s a great resource

23

where the company just gave you for investing to be

24

here.

25

Don’t

That’s a technicality.

So those who want to

Sound good?
AUDIENCE:
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1

ROBERT SHEMIN:

So it gives you one really

2

nice thing, a cash buyers list.

3

that does a lot more that I’ll show you tomorrow.

4

Does everybody understand that’s what you got, a cash

5

buyers list?

What did you get?

6

AUDIENCE:

7

UNIDENTIFIED FEMALE:

8

Cash buyers list.
Was it an email or was

it a --

9
10

We have some software

ROBERT SHEMIN:

It’s a -- did they get a

sheet with a code on it or email?

11

ANDRE:

Like this right here.

12

ROBERT SHEMIN:

You got this thing called

13

Prop Finder Light, this little card here.

14

didn’t get one, you can ask Nicole or Andre.

15

has a little code in there or a customer service

16

number to call.

17

a cash buyers list.

18

give you?

Correct?

And there it is.

AUDIENCE:

20

ROBERT SHEMIN:

21

UNIDENTIFIED MALE:

23

And it

And they give you access to

19

22

If you

What did they

Cash buyers list.
Everybody got that?
Hey, Richard, real

quick -ROBERT SHEMIN:

It’s Robert but it’s funny.

24

No, seller (inaudible).

25

me Richard so that’s what my mother did.
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1

worry, I’m used to it.

2
3

UNIDENTIFIED MALE:

ROBERT SHEMIN:

Will this work for our

Does it work for the guest,

Andre, or is --

6

ANDRE:

7

ROBERT SHEMIN:

8

But I’m Robert.

guests, too, Robert?

4
5

No problem.

Yeah.
Yeah.

If you’re with

somebody, sure.

9

UNIDENTIFIED MALE:

10

ROBERT SHEMIN:

11

you got.

12

Light.

13

offering.

14

So access is available.

Sound good?

And that’s what

They give you what’s called Property Finder
Tomorrow I’ll show you what else it does and
There you go.
Now, real quick before we get into the

15

system.

16

company makes a lot of money from the loans that they

17

do.

18

in training and education.

19

A lot of our students have been very successful.

20

We’re a training and education company.

How many of y’all understand that?

We make money

Our mentors are amazing.

Before I get into the system, I want to take

21

one minute and do this.

22

there’s a chance that we might offer you some more

23

training or education these three days?

24

won’t be disappointed.

25

Our

How many of y’all think

Well, you

Now, here’s how it’s going to work.
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1

here to give you an amazing three days, and I’m

2

teaching all day today, I’m teaching all day tomorrow,

3

and Sunday morning is really the most advanced stage.

4

Each day builds on itself.

5

very important.

So be here all three days,

6

Tomorrow at the end of the day -- when?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

End of the day.
Every day we end about 5:30

give or take five or 10 minutes, and lunch will be

10

about 1:30.

11

we’re pretty much done, I’m going to take about 15,

12

maybe 18 minutes, and I’ll go over the advanced

13

training with you.

14

Right before the end of the day after

Now, relax.

Just like real estate, when you

15

actually understand 100 percent how it works, pretty

16

much 90 percent of the people, maybe everybody in the

17

room will want to do it.

18

percent actually do it.

19

And usually about 60 to 70

But there is an investment.

But, relax, you

20

don’t understand how it works.

I’ll let you know once

21

you want to do it.

22

Introduction Course Description, will y’all get that

23

out for a minute?

24

And I’d like you to write this down.

25

education -- because some people say I’d like more

So this little book here called

And, again, put your name in it.
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1

help, more mentoring, after this, goes for between

2

25,000 and 45,000 U.S. dollars.

3

two wholesale deals, a little rehab.

4

that in on your introduction course description,

5

25,000 to about 45,000 U.S. dollars.

And I’ll go over

6

that tomorrow at the end of the day.

When?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

That’s about one or
Please write

Tomorrow at the end of the day.
Sunday I’m teaching all day.

Again, I’m teaching all day tomorrow; I’m teaching all

10

day.

And Nicole and Andre are your experts with

11

technicalities.

12

tonight because I’m going to go over it very quickly

13

tomorrow.

14

tonight, it will help you out.

But you should look at this book

If you’d look at the book a little bit

15

UNIDENTIFIED MALE:

16

ROBERT SHEMIN:

Sound good?
Yes.

And I’m here to teach y’all,

17

I want to take good care of you.

18

right now is introduce you to our system.

19

already started.

20

business elevated, Christina and Tarek built a great

21

system; just follow it.

22

So what I want to do
We’ve

This is a real estate investment

Number one, set a goal.

23

have already done that?

24

in real estate?

25

Correct?

How many of y’all

How much do you want to make

What kind of deals you want to do.

We’re making some progress.
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1

Number two, you bring this up a lot.
Some of you are busy.

Allot

2

time.

3

to do at lunch is get your calendar out, or however

4

you keep track of your time -- correct?

5

you to block time.

6

doesn’t happen.

7

make an appointment, date on Friday night, I’m picking

8

up my kids at 3:00, I got to meet her at 6:00.

9

Correct?

10

So what I’d like for you

And I’d like

So if you don’t write it in, it

Correct?

How many of y’all sometimes

So if you look in my calendar, I only do

11

real estate four to eight hours a week focused.

12

What’s the key?

13

AUDIENCE:

Focused.

14

ROBERT SHEMIN:

Now, in the beginning I -- I

15

was part-time when I got going in my business.

How

16

many of you have your own business of any sort?

17

me guess, you work between 40 and 100 hours a week.

18

By the time you count the emails and phone calls and

19

whatever.

Let

Correct?

20

AUDIENCE:

Mm-hmm.

21

ROBERT SHEMIN:

How many of y’all realize

22

there’s no correlation between how much you work and

23

how much you make.

24

smart?

25

Miami and Tampa, right, who work 30 to 60 hours a week

How many of y’all want to work

By the way, there’s people in Fort Myers and
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1

and make 40, 50, 60 grand a year, which is fine.

2

There’s people that work 30, 40, 50, 60 hours a week

3

and make three to five, 10 million dollars a year.

4

What’s the difference?

5
6

UNIDENTIFIED FEMALE:
working.

7

UNIDENTIFIED MALE:

8

ROBERT SHEMIN:

9

How hard you’re

Smarter not harder.

They’re working smarter.

Now, can I (inaudible) get rich no matter what you do,

10

would that be okay?

If you understand this

11

(inaudible) the whole three days.

12

numbers.

It’s a game of

It’s a game of what?

13

AUDIENCE:

Numbers.

14

ROBERT SHEMIN:

Let me explain what will

15

apply to you in real estate and going through system.

16

So who here besides me has ever worked in restaurants?

17

What restaurant did you work in, Joey?

18

JOEY:

19

ROBERT SHEMIN:

20

Joey Ichiban.

I worked in a Japanese restaurant.

You speak a little Japanese?

21

JOEY:

22

ROBERT SHEMIN:

23

Oooh, Konichiwa (inaudible).

No.
Were you the guy doing the

thing?

24

JOEY:

No.

25

ROBERT SHEMIN:
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1

JOEY:

I was a server.

2

ROBERT SHEMIN:

3

was a busboy/server.

4

So where’d you work?

5
6

Me, too.

I worked at Steak and

Shake.
ROBERT SHEMIN:
place.

Steak and Shake.

Love that

Good chili, right?

9

UNIDENTIFIED FEMALE:

10

ROBERT SHEMIN:

Mm-hmm.

Anyway, so I was one of the

11

top busboys and waiters for 15 years at Ruby

12

Tuesday’s.

13

salad bars for about 10 to 15 bucks.

14

Maybe 20, whatever.

15

tips -- I still hold a record -- were 23 percent.

16

That’s pretty good tips, isn’t it?

And I was selling chicken dinners and
Sound familiar?

And if I sold enough, my average

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

19

I

Who else worked in a restaurant?

UNIDENTIFIED FEMALE:

7
8

Oh, a server.

Mm-hmm.

What’s 20 percent of 10

bucks?

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

Two bucks.

Two dollars.

Write that

22

down.

So on a Friday night, we’re having a great

23

night, if I was Joey I’d walk out with maybe 100 bucks

24

and thought I was doing great.

25

only selling stuff for 10 to 20 bucks.
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1

are selling your hour for between 8 and 100 bucks an

2

hour.

3

what do you got to do?

Correct?

So if you want to make more money,

4

AUDIENCE:

More hours.

5

ROBERT SHEMIN:

Work more hours.

Now, how

6

many of y’all like me, I used to get upset when I saw

7

in the newspaper or on the news that some fat cat in

8

New York and Wall Street was making $3, $5, $10

9

million a year.

10

making that.

11

that?

And I’m working hard and I’m not

How many of y’all get a little upset by

12

UNIDENTIFIED MALE:

13

ROBERT SHEMIN:

First of all, you can never

14

be wealthy if you’re upset.

15

what?

16

AUDIENCE:

17

ROBERT SHEMIN:

Mm-hmm.

Be happy for them.

Happy for them.
It’s an energy thing.

I’m

It’s a subconscious thing.

You

18

not kidding, folks.

19

say wealth is bad, money is bad.

20

what’s your subconscious going to tell you?

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

If they make money,

(Inaudible).

Money is bad, wealth is bad,

23

making money is bad.

24

(inaudible) we’re going to throw that out there.

25

be happy for them.
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1

Here’s why they make so much money.

They’re

2

moving $100 million of stock, equity, bonds, real

3

estate or investment, and they probably make a 3 to 5

4

percent commission.

5

tips, or 15 percent tips, or even 12 percent for a bad

6

waiter.

A lot less than my 22 percent

What’s 5 percent of $100 million?

7

UNIDENTIFIED MALE:

8

ROBERT SHEMIN:

9

Five million.

Five million, correct?

And

they do it once or twice a year, or three times a

10

year.

Real estate.

11

If you make 20 percent, which is low for most

12

rehabbers, that’s 44 grand.

13

The average home here is 220,000.

Write that down.

If you rehab a $600,000 house and make 30

14

percent, write that down.

15

deal and do numbers, we’d like you to (inaudible) and

16

write the numbers down.

17

confused.

18

Every time we talk about a

If you won’t, you’ll get very

I won’t do this to you.

My mentor was a

19

tough old country bird and he was very busy.

When I

20

met him, he was worth about 30, 40 million in real

21

estate.

22

write the numbers of every deal we go over.

23

the habit of success.

And the second time I met with him, he said

Get in the habit of what?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

whether it’s your deal, my deal.

2

just so you’ll learn how to structure a deal.

3

was going over a deal and I didn’t write it down.

4

Now, I want to do this to you because I’m a little

5

nicer than he was.

6

changed my life.

7

We talk about it

But he was a great guy.

And he

He

And I didn’t write it down.

And he said, Robert, how come you’re not

8

writing that down?

9

And I didn’t.

He goes, ahh, whatever, I got it.

And he said, I’m leaving.

10

time is very important.

11

I’m going to leave.

12

guess what I learned to do.

He said, my

If you don’t value my time,

And he left.

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

And the next week,

Write.

Write the numbers down.

15

Correct?

So whenever you do a deal or numbers, write

16

them down.

17

y’all are probably a little overwhelmed already,

18

right?

19

numbers.

20

was the driver.

If not, you’ll get very confused.

Some of

Unless you’re Rain Man, you won’t get the
I shop at Kmart, I shop at Kmart, when he

21

Hard to remember the numbers.

So what’s 20 percent of 600 grand in your

22

pocket for a small rehab, not so great rehab?

23

$120,000.

24

Correct?

25

deals.

That’s

How many of those you have to do a year?
We’re going to show you little deals and big

It’s up to you.
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1

started.

Sound good?

2

So block time.

I block Tuesdays and

3

Wednesdays from 8:00 in the morning until about 11:00.

4

Eight to 9:30, I call motivated wholesalers like we

5

talked about on Craigslist and other websites.

6

that myself.

7

happens if I call enough?

And every week I do that, guess what

8

UNIDENTIFIED FEMALE:

9

UNIDENTIFIED MALE:

10

I do

ROBERT SHEMIN:

You get a deal.
You get a deal.

Right.

Now, you know, I’ve

11

been trained and know what I’m doing.

I’ve gotten

12

better than my first week of calling.

Correct?

13

you’ll get better, too.

14

deal, you learn something whether you get it or not.

15

And every time you make a call or an offer, you learn

16

something.

17

not to make the call or not to make the offer.

18

want to stay busy.

19

Get you what?

And

Every time you look at a

But watch how you and I will do everything
We

We’ve got to get you efficient.

20

AUDIENCE:

Efficient.

21

ROBERT SHEMIN:

Get you working smart.

22

Number three, find a motivated seller.

We’re going to

23

go over ways to do that in just a minute.

24

numbers.

25

minute.

Run the

We’re going to go over that in just a
Real estate is just numbers.
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1

just what?

2

AUDIENCE:

Numbers.

3

ROBERT SHEMIN:

People go, oh, it looks bad;

4

it looks good; it’s a good location; bad location.

5

That doesn’t mean anything to me.

6

today, 500 grand; how long will it take to sell; what

7

can I buy it for or you buy it for; what are the

8

repairs; what’s the rent.

9

forward.

10

What’s it worth

If it sounds good, we move

We’re about to go through the numbers.

We’re going to go ahead.

11

Quick question?

12

UNIDENTIFIED MALE:

13

ROBERT SHEMIN:

No, my (inaudible).

Hold on one second and write

14

it down.

Number five, if we’re talking to the seller,

15

realtor, wholesaler and it seems like a good deal, it

16

meets your criteria, you’re in control.

17

profit margins.

It meets your goal.

18

under contract.

Then what do you do?

19

AUDIENCE:

20

ROBERT SHEMIN:

Then you put it

Put it under contract.
Then you do your research.

21

Then you do your research.

22

diligence.

23

before you put it under contract.

24

motivated seller, what’s going to happen?

25

It meets your

Then you do your due

Most of you want to do all your research

AUDIENCE:
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1

ROBERT SHEMIN:

And it’s a great deal.

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

Sell it to someone else.

120 grand loss, 30 grand

4

loss, 800 a month loss, opportunity costs.

5

under contract.

There’s no risk.

6

AUDIENCE:

7

ROBERT SHEMIN:

8

way out.

9

verify your numbers.

Get it

There’s what?

No risk.
You have contingencies, a

We’ll go over contracts tomorrow.

Then

92 percent -- you may want to

10

write that down

-- of all residential contracts are

11

renegotiated.

12

you know, if t’s not, the repair is a little more than

13

they thought or the value is not perfect, you

14

renegotiate.

Correct?

AUDIENCE:

16

ROBERT SHEMIN:
you walk out.

18

time.

19

long?

And,

What do you do?

15

17

Get it under contract.

Renegotiate.
Or if it’s a horrible deal,

You’ve lost nothing for a little bit of

Then you, number six, take 11 minutes.

20

AUDIENCE:

21

ROBERT SHEMIN:

How

Eleven minutes.
And say, okay, this is a

22

great deal.

I could wholesale and do pretty much

23

nothing, someone will buy it -- we’ll go over that in

24

greatly detail -- and make 20 grand.

25

examples.

I’m just giving

I can buy it, fix it and sell it and that’s
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1

going to take me five months.

2

money; I got to find a contractor; I got to manage

3

everything.

4

120 grand, or I can rent it and make 500 a month, 300

5

a month, 1,000 a month, whatever your numbers are, and

6

decide what’s the best use of your time and capital.

7
8

I got to borrow the

But I can make 30 percent of 400, that’s

Every month is different.
different.

9

Every deal is different.
UNIDENTIFIED MALE:

10

Every year is

ROBERT SHEMIN:

Correct?

Correct.

And, again, go back to your

11

goal if she wants to rehab, then rehab it.

12

wants to get rentals, get rentals.

13

wholesale, wholesale it.

14

goal.

15

If she

If she wants to

It all goes back to your

Correct?
When I got started in real estate, my mentor

16

made me do exactly what I had you do.

17

thought it was genius -- how many of y’all love to be

18

right?

19

done real estate.

20

I’m going to buy one rental duplex a year for 15

21

years.

22

So I figured when I’m 45, I’ll have 15 properties

23

throwing off about $700, $800 a month, that’s like 10,

24

12 grand a month net.

25

like, 30 grand, like half a million.

I always love to be right.

My plan -- I

So I had never

I had no money or credit.

I said,

At the time I was just turning 29 years old.
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1

part-time because I’ve got my other two jobs.

2

many of y’all think that’s a great plan?

3

It is.

4

UNIDENTIFI0ED FEMALE:

5

ROBERT SHEMIN:

6

Guess why it’s a great plan?
(Inaudible).

Because guess what most

people’s plans are?

7

UNIDENTIFIED FEMALE:

8

ROBERT SHEMIN:

9

How

(Inaudible).

There is no plan.

So you’re already in the top 5 percent.

10

my mentor made me write it down.

11

did nothing.

12

argued.

Correct?

Right?

And

And the first year I

I didn’t listen to him.

I debated.

I

Guess how many offers I made the first year?

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

None.

Zero.

If you make no

15

offers, contracts, guess how many deals you’re getting

16

guaranteed, which is what most people decide to do.

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

Zero.

Zero.

After the first year,

19

I finally did a deal.

It was my fault.

20

much easier than I thought.

21

money and I did 11 deals my first year.

22

did over 25 deals.

I used other people’s

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

You changed them.

They changed.

much better and much easier.
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1

started.

2

specifically how you can do that yourself.

3

Make sense?

And I’m going to walk you

Number seven, until the property closes,

4

nothing’s happened.

Close, close, close.

5

say, oh, I’m a real estate investor, I’m a realtor,

6

I’m an expert in this area.

7

AUDIENCE:

8

ROBERT SHEMIN:

9

How many have you --

Closed.

one short sale last year.
No.

When people

-- closed.

Well, I closed

Are they a short sale

10

expert?

Do you guys go to a doctor?

11

y’all have kids?

12

needs an eye operation and I go to a doctor.

13

say, can you do this operation on my son’s corneas?

14

Oh, yeah, yeah, I remember that from medical school; I

15

saw the videos; I think I got this.

16

done it?

17

think I got it.

18

eyes?

No.

How many of

So let’s say (inaudible) my son
And I

Have you ever

I did it once about seven years, but I
Would you let him touch your kids’

19

AUDIENCE:

No.

20

ROBERT SHEMIN:

No.

Now, if my doctor -- my

21

son needs an eye operation, I’m going to go to a

22

doctor who’s done that operation how many times?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

a day.

Many.
Like does it like five times

Thousands of them before they’re touching my
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1

kid’s eyes.

2

Whether it’s your mom, yourself or your kid and put it

3

in real estate.

4

Do you have an eye operation example?

We only use experts.

What’s funny with money and real estate, oh,

5

they’ve done two deals or one deal.

6

expert.

7

done an investment deal.

8

agent

Correct?

99.5 percent of realtors have never
The average real estate

-- and there are some great ones --

9

[HVAC noise starts.]

10
11

They’re not an

-- closes 1.4 houses a year.
average.

That’s the

That’s the what?

12

AUDIENCE:

Average.

13

ROBERT SHEMIN:

So just because they have a

14

real estate license, they’re saying they’re an

15

investor or wholesaler or lawyer, does not mean

16

they’re an --

17

AUDIENCE:

Expert.

18

ROBERT SHEMIN:

19

AUDIENCE:

20

ROBERT SHEMIN:

How many have you --

Closed.
-- closed.

Got it?

Most of

21

you are getting a lot of advice from non-experts.

22

What’s one more deal worth to you, wholesaling at 10,

23

20, 30 grand; buy, fix and sell and make 20 to 30

24

percent on average or (inaudible) exceptions; buy and

25

rent for the rest of your life.
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1

people would (inaudible).

2

How many of y’all have a spunky grandmother

3

or aunt or grandfather, somebody?

4

like.

5

follow the rules.

6

right, or aunt or somebody, 40 years ago in Fort Myers

7

or Miami or Naples or wherever you’re from, didn’t

8

listen to all her negative friends and family.

9

she bought four properties, the best neighborhood and

Anybody got one of those?

Somebody that you
Kind of doesn’t

Let’s say your spunky grandfather,

And

10

the biggest properties.

They’re four, five, six

11

bedroom homes in the best area, whatever county you’re

12

in, Fort Myers, wherever you’re -- doesn’t matter.

13

What would she have paid for them 40 years ago on a

14

house?

Big lot, big house, best neighborhood.

15

UNIDENTIFIED MALE:

16

ROBERT SHEMIN:

Thirty thousand.

Thirty, 20 grand, 40.

17

Everybody said it’s the wrong time, the economy is

18

bad, the president is bad, you don’t know what you’re

19

doing, granny, don’t do it.

20

she did it, and she bought four of them for about 30,

21

40 grand.

22

But she didn’t listen and

Now, they rented -- she had some rough

23

years.

She didn’t know what she was doing.

But she

24

stuck with them.

25

the best neighborhood, four, five, six bedrooms, big

I’m talking about the best house in
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1

yard.

What would that property be worth today in the

2

best area of Fort Myers or Naples or Cape Coral or

3

Miami?

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

How many?
(Inaudible).

Millions.

8

of

9

train and you inherit the houses.

10

them.

(Inaudible).

And you had four

And poor granny, she was 97, got hit by a

country song.

Right?

Sounds like a bad

What would your net worth be?

11

UNIDENTIFIED MALE:

12

ROBERT SHEMIN:

(Inaudible).

How many of y’all have heard

13

those stories, grandma, grandpa, aunt, somebody bought

14

a bunch of property and sat on it for a long time and

15

made a lot of money.

16

that?

17

years?

18

-- what you want to do.

19

you’re probably (inaudible).

20

Correct?

21

How many of y’all have heard of

What’s happened in the next 10, 20, 30, 40
Same thing.

All you have to decide is how you
Everybody, three deals and

Don’t know why.
So plan of action.

22

raise money.

23

team.

24

someone to watch what they do.

25

But most won’t do it.

Always market, always

We’re going to help you build a power

And most successful people have a mentor or
Correct?

Those to me are the five checklist for
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1

success.

Now let’s get to the numbers.

2

Here we go.

3

crack house -- I mean, a quality low income housing

4

rental opportunity -- a mansion, a hospital building,

5

a commercial building, here’s the system.

6

to go over it again and again and again.

7

understand something, relax.

I don’t care if it’s a piece of land, a

8

Once a property -- what’s that?

9

UNIDENTIFIED MALE:

10

Sound good?

ROBERT SHEMIN:

11

believe.

12

over it again.

13

raise money.

14

they need it.

15

deal.

We’re going
If you don’t

(Inaudible).

That’s in your book, I

You don’t have to write it down.

We’ll go

Plan of action, always market, always
When do most people raise money?

When

Always raise money before you find the

Build your team first.

16

AUDIENCE:

17

ROBERT SHEMIN:

Build your what?

Team.

18

to do that.

Power team.

19

a mentor.

20

profession.

21

Anybody have a profession?

22

if you don’t mind.

So I’m going to show you how
And I want -- everybody has

Who has a profession, like a -- a
Nurse, doctor, accountant, engineer.
What was your profession,

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

UNIDENTIFIED FEMALE:
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1
2

ROBERT SHEMIN:

Insurance agent.

company are you with, Maxine?

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

5

Which

(Inaudible).

Mutual of Omaha.

You do

property, casualty, life, health?

6

UNIDENTIFIED FEMALE:

7

ROBERT SHEMIN:

We do all of it.

All of it.

So if you don’t

8

mind, on Sunday I’m going to ask you if you can help

9

me out a little bit, Maxine.

10

You don’t mind?

Let me ask you this:

Did you just go out

11

and make it or did they say, hey, Maxine, go out and

12

make some insurance happen.

13

You got to get some certification.

14

you raise up through, like a mentor, trainer,

15

executive?

16

You get some training.
Did somebody help

Correct?
I’ve never met anybody that’s successful

17

that didn’t have some help.

18

started real estate without someone pushing me on no

19

matter what I thought.

20
21

So here we go.

I would have never

Did you go to university,

Maxine?

22

MAXINE:

(Inaudible).

23

ROBERT SHEMIN:

No, you didn’t?

24

Not everybody tries to (inaudible) good.

25

your number there?
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1
2

So let’s go through the numbers.
the what?

3

AUDIENCE:

4

ROBERT SHEMIN:

5

Through

Numbers.

property worth today?

Number one, what’s the

It’s a number.

6

AUDIENCE:

7

ROBERT SHEMIN:

It’s a what?

Number.
Now, watch yourself.

I like

8

that neighborhood; I don’t like that neighborhood; the

9

foundation is cracked and I don’t want to look at that

10

house.

I’m going to ask you what are the numbers.

11

investor is interested in one thing besides win, win,

12

helping people (inaudible).

13

AUDIENCE:

14

ROBERT SHEMIN:

What are the --

Numbers.
-- numbers.

15

what’s the property worth.

16

You can go on the internet.

17

software tomorrow.

18

team, make sure you take care of them.

19

to five recent close by sales.

20

Number one is

Here is your checklist.
I’m going to show you

You can get a realtor on your
You need three

Now, let me tell you what some people are

21

going to tell you about their property worth.

22

number one, ask the seller.

23

AUDIENCE:

24

ROBERT SHEMIN:

25

An

Always ask who?

The seller.

run the comps for you.

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

So,

If it’s a realtor, they will
So ask them, give me three to

EX 11, p. 190

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 192 of 452
191
1

five recent close-by sales.

2

which I deal 99 percent with and I hope you will, too,

3

99 percent of my deals are with wholesalers.

4

with where?

5

AUDIENCE:

6

ROBERT SHEMIN:

7

talk (inaudible).

8

and why?

9

them.

If it’s a wholesaler,

They’re

Wholesalers.
I’m going to show you how to

I say, do you know what it’s worth

Every seller has an idea.

Ask them, ask

What do you think it’s worth and why?

Here’s

10

some of the answers you’re going to hear.

11

know my house is worth $450,000.

12

many of y’all have been around kids aged 2 to 12?

13

What’s something they ask?

14

drive the car, mom?

15

not?

16

And as we get older, we’re taught not to ask

17

questions.

Why?

Why is that?

Why?

Why?

How

Why can’t I

Because you’re eight.

Well, it’s against the law.

18

Well, I

Well, why

Why?

Why?

The only reason I’m successful is I ask

19

questions.

20

your house is worth and why?

21

450.

22

you there’s a auditor.

23

I say.

24

to Zillow and I got a Zestimate.

25

into Zillow or Trulia or E-Appraisal, and they said

Why?

So, Mr. and Mrs. Seller, what do you think
Oh, I know it’s worth

(Inaudible) recorded -- remember I told
I’d be very careful about what

A lot of people would say this:
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1

the house is worth 450.

2
3

Guess what that means?

Nothing.

What does

it mean?

4

AUDIENCE:

Nothing.

5

ROBERT SHEMIN:

Their algorithms are 40

6

percent incorrect.

Here’s another one.

7

my house is worth 250.

8

assessment, the mayor appraised my house and said my

9

taxes are based on my house is worth 250.

Guess what

10

the tax assessment, tax appraisal, means?

Nothing.

11

What does it mean?

Why is that?

12

AUDIENCE:

13

ROBERT SHEMIN:

Well, I know

Because my tax

Nothing.
They don’t appraise homes.

14

Anybody know what it’s actually called?

15

called the Board of Equalization.

16

equally mis-tax and mis-appraise everybody, it’s

17

legal.

18

Equalization.

19

Did you know that?

It’s actually

That means if they

It’s called the Board of

It means nothing.

Now, we need three to five recent sales.

20

Just by asking that question, this realtor, Mr. Home

21

Seller, I want three to five recent, in the last 30,

22

60 days max, and I want close by.

23

like the next block.

24

they send us three to five comps and say, look, the

25

house is worth 400, the other one sold for 405, 410,

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

On that block or

Now, do we believe them when

EX 11, p. 192

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 194 of 452
193
1

409.

No.

2

don’t believe them and verify.

3

You can say I believe them and verify, or I

Next one.

Same results.

We go to a third party, another

4

realtor, another wholesaler, another active investor.

5

Go on Craigslist, go on My House Deals, they’re on

6

LinkedIn.

Correct?

Everywhere.

7

[HVAC noise ends.]

8

And say, hey, I plan on being in real estate

9

10 years; would you mind helping me out a little bit?

10

Respect people’s time. And say I see that you buy and

11

sell a lot of homes over there.

12

month.

13

they’ll say, whoa.

14

worth 250.

15

hot little pocket over there.

16

information?

Yeah, I close three a

Well, my house is probably at 250.

And

They go, you know, I think it’s

I got a buyer right now for 290.

17

AUDIENCE:

18

ROBERT SHEMIN:

That’s a

Is that good

Yes.
Some of us are going to go

19

250, are you crazy?

I know that corner.

20

There’s power lines in the back and there’s some crack

21

dealers next door.

22

that.

No one will pay more than 160 for

Is that good information?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

It floods.

Yes.
Now, I love the internet,

but I don’t use it very much.
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1

stuff on the internet is noise.

2

AUDIENCE:

3

ROBERT SHEMIN:

Noise.
Now, the internet is good

4

for some things, of course.

5

we use it.

6

careful.

7

Is what?

We have some software and

I didn’t say don’t use it.

But be very

Who has a big company that gets a lot of

8

internet traffic, website visits, result reviews,

9

customer things on the internet?

10

company like that?

11

presence, internet presence.

Anybody work for a

We have a pretty good social media

12

UNIDENTIFIED FEMALE:

13

ROBERT SHEMIN:

Which company?
Steak and Shake.

Steak and Shake.

Hey, let

14

me ask this:

Has anyone ever put anything negative

15

about Steak and Shake on the social media internet?

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

18

All the time.

UNIDENTIFIED FEMALE:

ROBERT SHEMIN:

22

UNIDENTIFIED FEMALE:

24
25

Most of the time,

yeah.

21

23

Is it all 100

percent true and accurate?

19
20

All the time.

Really?

Okay.

I mean, everybody

knows what Steak and Shake is, right?
ROBERT SHEMIN:

Okay.

Have you ever had something

stupid on there that you saw?
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1

UNIDENTIFIED FEMALE:

2

some stupid stuff.

3

exaggerated.

4

Oh, yeah.

There’s

Some people -- sometimes it’s

ROBERT SHEMIN:

It’s exaggerated.

But if I

5

didn’t know it was exaggerated and that was the first

6

thing that popped up, what would I think?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

(Inaudible).
So let me give you my first

one, what my mentor made me do.

I want everyone

10

tonight, you try it.

11

here’s ever been to Disney World?

12

ever been to Iran, Afghanistan or (inaudible) during

13

the disaster?

14

Things change all the time.
Okay.

Who

Who here’s

I have.

So go look up Disney World.

The first one

15

or two are pretty positive, and the fourth one down,

16

when I looked it up, said 488 consumer complaints

17

against Disney World.

18

first one that came up -- I’m sure it’s changed by now

19

-- said this:

20

And I clicked on it.

Disney World, worst place on earth.

Now, would y’all -- it’s a little expensive

21

and hot sometimes; the lines are long.

22

consider it the worst place on earth?

23

beating you and stabbing you?

24
25

And the

But would you
Like, they’re

And I read online, a veteran from the UK
went to Disney World and went to the ticket counter
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1

and said, I’m a veteran from England; I’d like to get

2

into Disney World for free.

3

lady said?

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

No.

And guess what the ticket

No.
And we don’t let any of

6

our veterans in for free as I understand it.

7

sorry, we can’t do that.

8

two-page letter saying Disney World is the worst place

9

on earth.

10
11

He never went in and wrote a

Now, if you’ve never been to Disney World
and saw that as the first, what might you think?

12
13

And, I’m

UNIDENTIFIED MALE:

I’m not going to spend

the money.

14

ROBERT SHEMIN:

I’ve seen so many investors

15

say, the neighborhood is no good; the crime statistics

16

are high.

17

blocks away, but it has nothing to do with your house.

18

We need to verify.

Yeah, because one thing happened like eight

What do we need to do?

19

AUDIENCE:

Verify.

20

ROBERT SHEMIN:

A local market expert.

21

Power lines don’t show up on the internet.

22

street flooding doesn’t show up.

23

show up on the internet.

Busy corner doesn’t

Correct?

24

UNIDENTIFIED MALE:

25

ROBERT SHEMIN:

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

Local

Yeah.

So be very careful.

So get

EX 11, p. 196

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 198 of 452
197
1

a market verification from a third party, not the

2

person selling you the house.

3

Next, days on market.

Yeah, the houses sold

4

for 250, the other ones, and they were on the market

5

for eight months, six months, seven months.

6

wait that long.

7

now, the days on market is six days.

8

got buyers for them.

9

market.

Can’t

I got two rehabs in Atlanta right

Correct?

We’ve already

So know the days on

And every micro-market is different.

10

Here’s another good one, amount of other

11

available property.

12

it’s 30 percent below market.

13

to Miami Beach?

14

Is that okay, so you’ll understand this?

15

take and blow your minds on another way to find out

16

what a property is worth.

17

risk out of real estate investing.

18

So, yeah, that house looks like

I want to give you a real example.
And then I’m

It takes almost all the

Hey, how many of y’all think real estate

19

investing is risky?

20

absolutely right.

21

Good vote.

22

you don’t vote, we kill you.

23

have to participate.

24
25

Who here has ever been

Raise your hands.

You’re

Thank you for raising your hands.

Who -- by the way, it’s number three.
You have to vote.

If
You

You’re here, why not?

Who here thinks real estate is not risky
investing?

Both my hands are up.
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1

some risk.

Does everybody understand that?

2

AUDIENCE:

Mm-hmm.

3

ROBERT SHEMIN:

The world could end; the

4

messiah could come back; an asteroid could hit the

5

planet.

6

there’s no such thing.

7

real estate deal.

8
9

Correct?

So if anyone says there’s no risk,
But I’ve never lost money on a

Now, this is the most important part of the
three days before I bring up in a few minutes Andre

10

and Nicole.

11

write this down.

12

Whatever I think, I’m right.

13

start (inaudible).

14
15

I’ll introduce them to you.

Go ahead and

Whatever I think, I’m right.
Look (inaudible) and

How many of y’all love to be right like me?
I love to be right.

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

Mm-hmm.

If you think real estate

18

investing is easy, you’re right.

19

estate investing is hard, you’re right.

20

there’s no money out there, you’re right.

21

look for what you think.

22

change the way you think.

If you think
You will

There’s only person that can

23

UNIDENTIFIED MALE:

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

All y’all thought real estate is risky.

2

show you the power of a good mentor.

3

can change your exception, whether it’s a one-on-one

4

mentor we have or a Three-Day Fast Start Boot Camp

5

mentor, or you’re here these three days.

6

I’m going to

One thing that

So my realtor said that house is worth

7

350,000.

He sent me five comps and closings within --

8

they closed in 30 days.

9

party, another realtor and wholesaler that said, yep,

I checked with a second

10

I got buyers right now for 350; here are the comps

11

again.

12

350.

So I’m feeling pretty confident it’s worth
Then I run a test ad.

13

AUDIENCE:

14

ROBERT SHEMIN:

15

it down.

What do I run?

A test ad.
I verify everything.

Write

I verify what?

16

AUDIENCE:

Everything.

17

ROBERT SHEMIN:

18

verify.

19

else you want to run it.

20

y’all like free?

21

you’re writing.

22

Okay?

Verify, verification,

So I run a test ad on Craigslist or wherever
It’s free.

How many of

You don’t have to raise your hand if

Craigslist, possible, coming soon,

23

rehab, three-bedroom, two-bath, 349,999, this area.

24

And you put the phone number and email.

25

calls for five days or a week, what might you learn?
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1

UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

It’s too high.

Something is wrong.

Or if

3

you get six to 10 emails and they say I’m going to buy

4

that house right now for 350, you got the buyers

5

before you close.

6

property?

7

times, rent, r-e-n-t, O-Meter.

8

Meter.

9

in the country.

Who here wants to do rental

We go on Rent-o-Meter.

I’ll say it three

Rent, R-e-n-t, O-

Rent, r-e-n-t, O-Meter.

It has all the rents

Rent-O-Meter.com has all the rents in

10

the country.

Who uses Rent-O-Meter?

Gives you all

11

the rents.

12

on Craigslist, 1,500; Rent-O-Meter says 1,500.

13

believe them?

The landlords say the rent is 1,500; went

Yes, but we verify.

14

AUDIENCE:

15

ROBERT SHEMIN:

Do we

What do we do?

Verify.
We run a test ad.

Possible

16

two-bedroom, two-bath, in southeast Fort Myers, coming

17

soon, rents of 1,500.

18

week, what did we learn?

And if we get no calls in a

19

AUDIENCE:

(Inaudible).

20

ROBERT SHEMIN:

Uh-huh.

21

an apartment building.

22

a day.

23

buy the property.

24

many of y’all like test ads?

25

risk?

We just did it on

We get 18 to 25 emails, calls

We’ve got our renters preapproved before we
Test ads, test ads, test ads.
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1

AUDIENCE:

2

ROBERT SHEMIN:

3

Minimizes it.
Minimizes it greatly.

You

like that?

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

Mm-hmm.

So (inaudible) rental

6

properties on the market, real quick example.

South

7

Beach.

8

condo at 41st and the ocean, right there on the ocean.

9

It’s worth -- it sold for 1.2, 1.1, 1.3 million.

There’s a lady, a wholesaler, who said I got a

10

showed me the sales.

11

of y’all think that’s a great deal?

12

I bought it for 740.

Next question, the repairs.

She

How many

There was

13

really no repairs.

14

Condo of that size is really nothing.

15

for like 740 plus 10.

16

down, write the numbers down, write the numbers down,

17

write the numbers down.

18

of y’all think that’s a great deal in Miami Beach

19

where there’s no deals?

20
21

Maybe like 10 grand or something.

That’s 750.

And it’s worth 1.2.

How many

What

did I do?
AUDIENCE:

23

ROBERT SHEMIN:

25

Write the numbers

I immediately put it under contract.

22

24

So I’m all in

15 days to inspect.

Put it under contract.
I had 35 days to close and

What’s the risk?

UNIDENTIFIED MALE:
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1

ROBERT SHEMIN:

Nothing.

Then I did

2

research; looked for other comps.

3

Looking good.

4

yeah, those condos, pretty good building, selling for

5

1.2, 1.3.

6

system, folks.

7

normal for down there.

8

one, the amount of other available property.

9

were 47 foreclosures in that building at 7 to 750,

10

690.

Yep, 1.1, 1.2, 1.3.

I called another realtor.

Yep, yep, yep.

She said,

Going right through the

Days on market, 28, 32 days, pretty
And then I looked up the next
There

Is that a deal?

11

AUDIENCE:

No.

12

ROBERT SHEMIN:

Nope.

Not a deal.

Amount

13

of other available property.

A realtor can pull it.

14

You can Google it.

Now, who here’s ever

15

bought a house?

16

three to five recent, close-by comps from your

17

realtor?

18

selling the house to verify?

19

maybe or maybe not.

20

the comps, all the houses around, and all the other

21

available homes in that area, in that price range,

22

before you closed to doublecheck it was a good deal?

23

Correct?

Before you close on it, did you get

Did you check with a third party who was not

Did you look on days on market of

Write this down.

24

know.

25

Tarek taught me that.

Did you run test ads,

I don’t know what I don’t

I didn’t know that 10 years ago.
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1

Now we’re almost done here.

Repairs.

Now,

2

Christina and Tarek are great at design.

3

design.

4

room is a licensed, bonded contractor who’s done over

5

20 rehabs in the last year?

6

look at a property.

If you like design, do design.

UNIDENTIFIED FEMALE:

8

ROBERT SHEMIN:

you’re looking at.

11

drywall is?

12

(inaudible)?

14

ROBERT SHEMIN:

15

UNIDENTIFIED MALE:

ROBERT SHEMIN:
it?

19

How do you know?

Where did you learn about it?
Oh, I went to high

school, vo-tech (inaudible) construction.
ROBERT SHEMIN:

Oh, so you are in

construction?

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

The smell, the smell of

But how do you know about

UNIDENTIFIED MALE:

21
22

The --

it.

17

20

You don’t know what

How do you know what Chinese drywall is

UNIDENTIFIED MALE:

18

Why

Who in the room knows what Chinese

13

16

What?

Let me say it again.

would you look at a property?

10

Who in the

Then none of you should

7

9

We love

hand.

Yeah.

Oh, you didn’t raise your

Have you rehabbed some houses?
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1

UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

3

Yeah.

Okay.

So you’re qualified,

correct?

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

I know (inaudible).

All right.

Well, whatever.

6

We’ll talk about that later.

7

rehabs, okay.

8

houses have you worked on in the last -- more than 15?

9
10

So he’s kind of an expert.

UNIDENTIFIED MALE:

How many

Over the year and a

half?

11

ROBERT SHEMIN:

12

UNIDENTIFIED MALE:

13

But you’ve done some

No, in your whole life?
Oh, a lot.

(Inaudible)

Ten.

14

ROBERT SHEMIN:

Okay.

So you know kind of

15

what you’re doing.

He may be qualified.

16

the rest of you don’t know what Chinese drywall is.

17

It’s billions of dollars of liability.

18

by the smell.

19

look at a house and you don’t know what Chinese

20

drywall is, you can make a $100,000, $200,000 mistake.

It’s substandard drywall.

But, look,

You can tell
So you go

21

Number two, you know what substandard

22

plumbing looks like, galvanized steel plumbing?

23

you know what substandard electrical looks like, or

24

substandard electrical?

25

not you.

Do

I’m asking everybody else,

Do you know what short nails look like?
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1

Because most new construction has short nails.

2

can pull them apart with your hands.

3

Do you know what substandard roof shingles

4

look like?

5

or you know what no felt paper looks like?

6

are you looking at?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

You

Do you know what a bad roofline looks like

I use experts.

Then what

Who do I use?

Experts.
I get the best contractor to

go out to the house, he or she takes a video camera so

10

you can see it, and they write it down.

11

is good; that’s substandard.

12

three grand.

13

short; the shingles are substandard.

14

Correct?

15

and Sunday.

16

If you’re not a professional, what are you looking at?

17

Make sense?

18

That drywall

We got to replace that,

We need a new roof; the nails are too
That’s 4,500.

We’ll get into contractors today, tomorrow
But we need a real number and a real bid.

You’re going to miss something.

And this is a system.

So we use real

19

contractors.

20

property manager will have real repair people

21

licensed, bonded, referred, experts.

Now, if you’re buying to rent, your

22

UNIDENTIFIED MALE:

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

number.

Correct?

Who do we use?

Experts.
Licensed and bonded.

What’s the repair?

It’s a

Number three, what can I get it under
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1

contract for?

No, we should get this house for 200

2

grand; well, the seller wants 800.

3

It’s not what you want, it’s what the seller wants.

4

And if the seller is not motivated, you’re not going

5

to get your deal.

6

probably will.

7

to be what?

And it happened.

If the seller is motivated, you

And you’ve got to be first.

8

AUDIENCE:

9

ROBERT SHEMIN:

You got

First.
If you’re the fifth to call,

10

you’re probably not getting the deal.

11

need to be?

12

AUDIENCE:

13

ROBERT SHEMIN:

What do you

First.
Now, what do most investors

14

do?

80 percent of them make a lot of money here in

15

Tampa, Fort Myers.

16

at themselves and guess, yeah, it needs a roof,

17

carpet, paint.

18

their own comps.

19

and they get it under contract for 80.

20

110, worth 200, nice rehab.

21

They go out to a property and look

I think it’s 30 grand.

They go do

They think the house is worth 200
80 plus 30 is

They go to their lender, their money partner

22

and they say I need to borrow some money.

23

house worth and why?

24

own comps and I think it’s worth 200.

25

repairs?

What’s the

Well, I eyeballed it and ran my
What are the

Well, I got a little scribbled bid here, a
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1

couple pictures, I think it’s 30 grand.

2

And they get the money lent to them and they

3

buy it.

4

realize?

And then after they work on it, what do they

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

They need more.

The house is worth 160 and

7

the repairs are 70.

They missed the hole.

8

missed the drywall.

Correct?

9

all the time.

10

They

We see those investors

That’s how most people do the business.

Now, it could work out, it doesn’t.

11

Now, if you use this system, when you go to

12

your lender, how do you know what it’s worth and why?

13

Well, I got three to five comps; I can email them to

14

you.

15

opinion of 200.

16

test ads.

17

only three other houses in the area that are for sale

18

in that price range.

I have a third-party broker who gave me an
And I got days on market.

We got 14 buyers in two days.

We ran
And there’s

How are you looking now?

19

UNIDENTIFIED MALE:

20

ROBERT SHEMIN:

Awesome.

What are the repairs?

I

21

have a licensed, referred contractor who gave me this

22

professional bid with pictures and videos, and it’s

23

18,922; here’s the breakdown.

24

now?

25

UNIDENTIFIED MALE:
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1
2

ROBERT SHEMIN:

Good.

And what does that do

for you?

3

UNIDENTIFIED MALE:

4

ROBERT SHEMIN:

Gets you funded.

Now, relax.

I’m going to go

5

through this over and over again as we go through lots

6

of deals today and tomorrow.

7

learning something?

8

ads?

How many of y’all are

How many of y’all like those test

What does that do to your risk?

9

UNIDENTIFIED MALE:

10

UNIDENTIFIED FEMALE:

11

ROBERT SHEMIN:

Minimizes.
Minimizes.

Greatly reduces it.

12

Correct?

13

$50,000 house, a $500,000 house, $5 million house.

14

Same system, same contract, it’s all in your head.

15

Y’all learning some stuff?

This works on a

Last thing before I bring Nicole and Andre

16

up.

17

smallest houses possible because we have those fears.

18

Take the word fear out and put excitement.

19

percent of 100 grand in your pocket?

20

used to work all year after that.

21
22

Most of us, including you women, we start on the

Thirty grand.

I

What’s 30 percent of a million dollars in
your pocket?

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

What’s 30

Three hundred.

Three hundred grand.

What’s

the difference?
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1

UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

(Inaudible).

Zero.

What’s the zero mean?

3

Nothing.

It’s all in your head.

4

bigger deal for the first seven, eight years I was in

5

real estate.

Why?

You said it.

6

UNIDENTIFIED FEMALE:

7

ROBERT SHEMIN:

8

Everything is new.

9
10

I would never do a

Fear.

Fear.

Because it’s new.

Right?

How many of y’all have ever had a baby?
That was new.

Correct?

Did y’all survive?

11

UNIDENTIFIED FEMALE:

Yeah.

12

UNIDENTIFIED FEMALE:

Barely.

13

ROBERT SHEMIN:

Barely.

Good

14

answer.

15

new job when you got out of college or high school or

16

whatever?

17

day.

18

different language, different cultures, different

19

cities.

20

That’s a different planet than Florida.

21

agree?

22

Correct?

23

All y’all have done great things.

24

diamonds.

25

Just checking.

You alive?

How many of y’all started a

How was the first day?

Crazy.

Remember the first

Same thing with different countries,

How many of y’all came down from the north?
Would you

You might as well have gone to Venus.
And y’all survived.

Same with real estate.
You’re all

You can do this.
So what I want to do right now is one of the
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1

most important parts of the three days besides the

2

other two days.

3

you don’t mind, I’m going to make you a judge.

4

your full name?

And I’ve got a favor to ask.

5

SHANA JAMESON:

Shana Jameson.

6

ROBERT SHEMIN:

Shana James.

7

Judge Shana.

Okay?

8

judge.

9

judge, too.

You got that look.

10

dressed up.

He looks like the attorney.

11

are (inaudible).

What’s

You’re now

And, Judge, Elisa, you’re a

Sound good?

12

Now, if

Joey, we’re going to make you a
Sorry, man.

He’s all

All y’all

So you’re now judges.

I want y’all to go to the back, go to the

13

back.

I know it’s going to be a little strange for

14

you, but why not.

15

consultants, I’m about to bring them up and have them

16

introduced to you and teach you some stuff.

17

amazing.

18

back for Nicole and also Andre is a Florida guy.

19

Let’s give them a 12 of 10 Florida welcome.

No risk.

Let’s give your success

They’re

Let’s give them a 12 of 10 Florida welcome,

20

(Applause.)

21

ROBERT SHEMIN:

Judge Elisa, zero being

22

dead; 10 being the Super Bowl, your team actually

23

played hard and won the game.

24

scholarship.

25

to 10, real quick.

Your kid won a

How would you judge that applause?
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1

ELISA:

2

ROBERT SHEMIN:

3

Five.

JOE:

5

ROBERT SHEMIN:
generous.

Seven.

SHANA:

8

ROBERT SHEMIN:

10

Seven.

Judge Joe, very

Judge Shana?

7

9

You’re very generous.

Judge Joe, what would you give them?

4

6

Five.

I would say a five.
Five.

All right.

Now, real

estate investing clapping is an opportunity.

It’s a

what?

11

AUDIENCE:

Opportunity.

12

ROBERT SHEMIN:

I know that myself, not

13

them, but me, have passed up a lot of opportunities

14

in my life.

15

if we made a pact.

16

real estate.

17

risk.

18

How many of y’all have done that?

Whatever you decide to do with

When we have an opportunity, there’s no

Now, I know we’re not going to get 10 of 10.

19

That’s not realistic.

20

nine of 10 or seven of 10?

21

life?

22

more time.

23

(inaudible).

24

Myers welcome.

25

What

It would change.

What if we get eight of 10 or
What would happen to your

So we’re going to do it one

Judges, judge it again.

Last time for

Let’s give them a 12 of 10 go crazy Fort

(Applause.)
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1

ROBERT SHEMIN:

Now, I just seen eight men

2

on the table and there’s people in the back of the

3

room, like, this is really weird; this is not going

4

well; why are they cheering; I don’t understand; this

5

is really freaking me out.

6
7

Judge Joey, what would you give that second
one?

8

JOEY:

9

ROBERT SHEMIN:

10

-- up there.

11
12

An eight.

probably give it a two.
ROBERT SHEMIN:
first one.

16

ROBERT SHEMIN:

Compared to the

Better than the first one.
So the first one was five;

the second one was --

18

ELISA:

19

ROBERT SHEMIN:

Seven.

objective judges.

-- seven.

I love these

Judge Shana -- you’re doing great.

21

SHANA:

22

ROBERT SHEMIN:

23

No, no, no.

It was better than the first one.
ELISA:

20

So we’re getting up

After what you just said, I’d

15

17

Eight.

Judge Elisa?

ELISA:

13
14

Correct?

Eight.
Eight.

How many of y’all

felt the second one was a little better?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

Forget about us.

How did you feel the second time?

2

The first time a lot of you were, this is weird, why

3

are we clapping.

4

little more into it.

5

feel the second time when you put a little more into

6

it?

Some of y’all the second time put a
Forget about us.

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Better.
Better, excited.

UNIDENTIFIED FEMALE:

11

ROBERT SHEMIN:

12

UNIDENTIFIED FEMALE:

13

ROBERT SHEMIN:

How about alive?

(Inaudible).

Correct?

Why?

Why?

Why

did you feel better the second time?
UNIDENTIFIED FEMALE:

16

UNIDENTIFIED MALE:

(Inaudible).
(Inaudible) emotional

state.

18

ROBERT SHEMIN:

19

UNIDENTIFIED MALE:

20

Happier.

Happier.

15

17

Anything

else?

10

14

How did you

Commitment, enthusiasm.
Because you prepared

more.

21

ROBERT SHEMIN:

You’re prepared.

22

UNIDENTIFIED FEMALE:

More energy.

23

UNIDENTIFIED FEMALE:

You put more energy.

24

Everything is energy, folks.

25

clapping, that’s how your real estate business is.
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1

you put nothing into it and you’re an observer, guess

2

what you’re going to get?

3

into it, ton of energy and enthusiasm and those other

4

words you used, what are you going to get?

5

this workshop, this seminar.

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

8

you watch us.

9

estate, very confident.

Nothing.

Right?

We watch just like

Hey, Andre, I’m excited about real
Yeah, this is (inaudible).

Right?

11

Did y’all just learn something?

How you do one thing is how you do everything.

12

UNIDENTIFIED MALE:

Yes.

13

UNIDENTIFIED MALE:

Yes.

14

ROBERT SHEMIN:

15

okay.

16

everybody in this room.

17

take it away.

19

Same with

Results.

10

18

And you put a ton

Watch yourselves.

There’s no judgment here.

It’s

We’re here to help

Make sense?

So, Nicole,

Thank you.

NICOLE:

All right.

Good morning,

everybody, or is it afternoon already?

20

AUDIENCE:

21

NICOLE:

Afternoon.
Excuse my voice.

I have a little

22

sinus congestion going on.

Anyway, my name is Nicole.

23

I currently live in Burlington, Vermont, up north

24

where it’s cold.

25

right here in Fort Myers.

But I used to live here in Florida,
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1

And then I had my daughter and then I moved back to

2

Vermont last year because I have my family there.

3

It’s much easier when you have family around you.

4

As you can tell, I have a little accent.

So

5

originally I’m from Germany.

6

years and then my family brought -- my parents brought

7

the family over -- over here to the United States.

8

And I’ve been here now for over 26 years.

9

I lived there for 13

So my -- my biggest why, why I got into

10

this, was family.

11

be there also for my parents when they grow old.

12

I didn’t want to struggle like my parents did.

13

decided to move to Florida in 2002 and become a real

14

estate agent because that’s where I thought the money

15

was, so I could fulfill all of those dreams and all

16

the goals I had.

17
18

I adore my family.

And I wanted to
And
So I

But sooner or later I realized I was wrong
because guess what happened to the market?

19

UNIDENTIFIED MALE:

20

NICOLE:

Crashed.

The market went down.

And as the

21

market was going down, guess what else was going down?

22

My income.

23

longer.

24

were real estate investors, they were making all the

25

big bucks, especially in a downward market.

And I wasn’t in control over my income any

Right?

But my real estate, my clients who
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1

just making tips.

2

[HVAC noise starts.]

3

(Inaudible) interested (inaudible).

Let me

4

ask you this:

5

(inaudible) real estate investing.

6

wanted to become a real estate investor.

7

I’m going to go out there and learn how to do it on my

8

own.

9

what happened?

10

What did you learn in real estate
(Inaudible).

So I

So I decided

And I tried doing it on my own, and then guess
I made a lot of mistakes and I lost a

lot of money.

11

So I knew I needed more.

I needed more

12

(inaudible) more knowledge, I needed more education.

13

So I took a class, a seminar just like this, a

14

workshop, and sat in the same seat as you guys for

15

three days.

16

And I got trained.

(Inaudible).

And the training (inaudible) successful.

17

But most important of all was getting those mentors

18

and (inaudible).

19

(inaudible).

20

I’m not a (inaudible) and a lot of (inaudible).

21

I knew (inaudible) wealth (inaudible)

Okay?

Financial freedom is great

Does anybody want to become rich?

22

financial freedom (inaudible).

23

you’re thinking, okay, let me (inaudible).

24

(inaudible).

25

Okay?

No,

So here this weekend,
What’s the

We’ve been doing this for (inaudible).

What was there and the (inaudible) was there
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1

(inaudible).

Okay?

We’re here to (inaudible) and a

2

great weekend (inaudible) Sunday.

3

(Applause.)

4

ANDRE:

(Inaudible) being a mentor up here.

5

All right.

6

to be (inaudible)?

7

Robert told you this morning you’re already investors.

8

Right?

9

So how many of you all consider yourselves
And how many don’t?

Remember what he said?

Even though

The first thing is

10

the mindset.

The mindset is the very first thing.

If

11

you don’t already consider yourself to be an investor,

12

then how are you going to make that next step?

13

So I came to this wonderful world of

14

investing from corporate America.

15

Fortune 500 companies.

16

into my head you better get an education, get a job,

17

get some more education, get another job, at the risk

18

of (inaudible) and some day you’re going to be well

19

off.

20

I worked for

Growing up, my parents drilled

So on my way out and what I’m still asking

21

(inaudible) but also adamant about this process.

22

they said because when you turn 30, we don’t want you

23

trying to move back into this house.

24

enough.

25

And

I said, fair

So I went and got an engineering degree from

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

EX 11, p. 217

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 219 of 452
218
1

the University of Tennessee.

I know this is Gator

2

country.

3

engineering degree.

4

I went from Kodak to (inaudible) company.

5

an MBA.

6

is it, this is going to be the place.

7

many paths to the top, paths to the top, that I’m

8

going to make my way through GE.

Enemy territory, right?

So I got the

Then I started working for Kodak.
Then I got

From there, I went to GE and I thought this

9

There are so

Well, about 18 months after I got there,

10

they announced that they were selling.

And, believe

11

me, I was heartbroken.

12

means.

13

means we’re laying a bunch of people off.

14

the entire department (inaudible).

15

changed my mindset about working for them.

Here’s (inaudible) what that

That means getting a lot of (inaudible).

16

Right?

That

(Inaudible)
It kind of

So two months after I got laid off, my

17

dad -- and (inaudible) college-educated himself, was

18

also laid off.

19

exact thing happened to my mom.

20

the same year.

21

Then at the end of that year the same
All three of us in

And it completely changed my mindset.

And I came across a quote that said if you

22

do not build your dreams, somebody will hire you to

23

build theirs.

24

decided I’m not going back to the Fortune 500

25

companies.

And I thought, wow, that’s it.

So I

And I came to a workshop just like this.
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1

Three days learning how to do real estate investing.

2

Right?

3

thing was to build a team.

4

you’re the jack-of-all-trades, you’re the master of --

They taught us three major things.

5

AUDIENCE:

6

ANDRE: Exactly.

Build a team.

The first
Because if

(Inaudible).
The master of none.

What

7

does that mean?

Well, some people here are

8

contractors, right?

9

going to go own the business and not (inaudible) the

As investors (inaudible) we’re

10

business.

So if I’m going to do a class training

11

drywall and doing (inaudible), am I saving some money

12

or will I make more money if I go out and find another

13

deal?

14

The investor mentality is to go out and make

15

your money by finding the deal.

16

an employee, consumer mindset over that investor

17

(inaudible).

18

your paper.

19

Because you have to be one or two of those two things.

20

All right?

21

So even though I have

So if you do it -- write that down on
Employee, consumer, investor, owner.

The second thing they said was, invest in a

22

mentor.

So what does that mean?

Well, they said --

23

what they told me was it’s no different than

24

(inaudible).

25

other words, when you make that major investment in

You can purchase accountability.
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1

yourself, you’re going to want to get that money

2

back.

3

willing to put skin in the game, then you’re going to

4

be like anything else.

5

take it for granted.

6

So they said the first major investment should be in

7

yourself.

So you’re going to work at it.

8
9

If you’re not

When you get the food, you
You take it for granted, right?

The third thing was a (inaudible) for the
system.

Save yourself time, energy and money; system.

10

Save yourself time, energy and money.

11

heard of McDonald’s?

12

Have you ever seen a McDonald’s close down?

13

happens, but very rarely.

14

Nobody?

Now, who’s ever

A few people.

Okay.
It

Right?

So when they take you to the Hamburger

15

University right outside of Chicago, if you invest in

16

McDonald’s, are they teaching you how to make the

17

nuggets?

18

phrases and whatever they have?

19

teaching is a system because they have developed a

20

system that no matter where they put a McDonald’s

21

anywhere around the world, it works.

22

system helps you run to your success instead of fall

23

to your success.

24
25

Right?

Are they teaching you the catch

Three things.

No.

What they are

So following the

Team, mentor, system.

That

is the key to being successful as an investor.
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1

Because as investors we are not employees, we are not

2

consumers.

3

(inaudible).

4

can by formulating the direction for you to go in

5

(inaudible).

6

consultations between yourself and me and Nicole, what

7

we’re going to be doing is sitting down and talking to

8

you about your specific situation.

9

the class; we’re going to be talking to you about your

We are owners, right?

Investor

So what we want to do is help you if we

When we have our one-on-one

Robert is teaching

10

specific situation and what (inaudible).

11

make sense?

12

Does that

Right.

So that means we’re going to be asking you

13

some questions.

14

uncomfortable.

15

out of our comfort zones so that we can strive to get

16

to that next level.

17

right?

18

Some of them may make you
Right?

That’s the point.

To pull us

That’s the whole thing.

All

And so what we’re going to be doing here in

19

class here for the next 10 or 15 minutes is your

20

financial data sheet.

21

This is about where you are financially.

22

this filled out in completion because when we have our

23

one-on-one talks we’re going to be using this to

24

formulate your direction.

25

So this is about your goals.
So we want

All right?

So the more you tell us, the better we can
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1

help you.

2

sometimes and I want to ask somebody what were they

3

doing.

4

in there.

5

doctor and the doctor says what’s wrong and you go,

6

I’m not telling you.

7

does that say to your doctor?

It’s half filled out, the stuff is just thrown

8
9

It’s kind of like we get these back

And I want to say, look, if you go to a

What does that give your -- what

So when we pass these out, fill it out as
much as you can to completion in about the next 10, 15

10

minutes.

11

going to (inaudible) fill out a schedule.

12

to make a schedule.

We’re going to start meeting with

13

everybody tomorrow.

So by the time we meet with you

14

again on Sunday, we have some directions specific to

15

you.

16

We’re going to take these up and then we’re
I’m going

Does that make sense?
All right.

So I’m going to pass these out

17

(inaudible).

If there are any questions while you’re

18

working on it, just raise your hand.

19

the same household, if you’re in the same household,

20

you can fill out one.

21

household, fill out two even though you’re here with

22

your partner.

23

done, just raise your hand.

But if you’re not in the same

All right?

Okay.

24

[HVAC noise ends.]

25

(Pause.)
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1

MS. BARKER:

2

(Pause.)

3

(Music playing.)

4

ANDRE:

5

Thank you.

If you do have any questions, just

raise your hands.

We’ll come and answer them.

6

(Pause.)

7

ANDRE:

In case I forgot to mention it,

8

we’re going to be giving these back to you when we

9

have our second meeting with you.

10

get these back.

11

(Music playing.)

12

ANDRE:

13

raise your hand.

14

five minutes.

When you’re finished, you can just
We’re going to take about another

15

(Music playing.)

16

ROBERT SHEMIN:

17

(Music playing.)

18

ANDRE:

19

How was Andre?

Okay.

We’re going to take another two

minutes and then we’re going to start back up.

20

ROBERT SHEMIN:

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

23

So you’re going to

Y’all ready for some more?
Yes.

(Inaudible).

You good,

Leah?

24

LEAH:

Yes.

25

ROBERT SHEMIN:
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1

you turn the microphone on.

2

went up about 40 grand.

3

eight of them pretty quickly.

4

about 40 grand?

5

in like eight months 320,000 because I was buying

6

things correctly.

7
8

Thank you, Andre.

It

And then I didn’t (inaudible)

$320,000.

What’s eight times

Also, my net worth went up

I was brought up when you buy something,
what happens to your net worth?

9

UNIDENTIFIED MALE:

10

ROBERT SHEMIN:

Goes down.

I bought an old used car for

11

2 grand that’s probably worth 500, my net worth went

12

down.

13

probably worth 20, and my net worth went down.

14

bought some clothes for 100 and they were probably

15

worth four.

I bought a stereo for 400 bucks, it was

16

I

Correct?

When you buy real estate right, your net

17

worth goes up.

Why am I mentioning that?

18

take a financial picture where you are.

19

you just did.

20

Correct?

You need to
That’s what

Your assets and your liabilities.

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

Mm-hmm.

Every six months, a year,

23

take a picture of where you are.

24

of this in the next six months or a year, guess what

25

will happen to that sheet of paper that you just
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1

filled out?

2

UNIDENTIFIED FEMALE:

3

ROBERT SHEMIN:

It will change.

It will change.

But if you

4

don’t know where you are, you won’t know where you’re

5

going.

6

How many of y’all like that?

Now let’s get deep into some real estate

7

stuff.

8

to go over it again and again.

9

numbers.

10

Correct?

We went briefly over the system.

We’re going

We went over the

Now let’s show you how to find some highly

motivated sellers.

Is that fair?

11

AUDIENCE:

Mm-hmm.

12

ROBERT SHEMIN:

Now, everybody does it

13

differently.

So what I’m going to do is give you a

14

Christina and Tarek way as a little bonus.

15

you to do this.

16

their deals out from direct marketing.

And I want

Christina and Tarek get a lot of

17

AUDIENCE:

18

ROBERT SHEMIN:

From how?

Direct marketing.
Wholesalers, wholesale real

19

estate, there’s wholesalers for cars, sugar, whatever.

20

Let me explain.

Let’s say Alex and I want to open up

21

a little store.

You ever seen those little stores

22

that sell cigarette and beer and gum, candy.

23

Correct?

24

UNIDENTIFIED MALE:

25

ROBERT SHEMIN:
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1

UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

Little bodegas.

Little bodegas, even 7-

3

Eleven type stuff, bodega.

So Alex and I want to buy

4

one of those -- get one of those stores and we want to

5

sell potato chips, cigarettes, beer, whatever they

6

sell.

Correct?

7

Can we go to the other bodega or store and

8

buy it from them and put it in our store and sell it

9

and make money?

10

AUDIENCE:

11

ROBERT SHEMIN:

12

No.
No.

Because they’re selling

it for what?

13

AUDIENCE:

Retail.

14

ROBERT SHEMIN:

Retail.

Full price.

So how

15

can we find our potato chips, beer, cigarettes and

16

whatever else we’re going to sell?

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

But it wholesale.

We go to the distributors,

19

wholesalers, correct, and get it for like a third of

20

the price and put it in our store and mark it up two,

21

three times.

22

called wholesalers.

23

AUDIENCE:

24

ROBERT SHEMIN:

25

everything.

That’s what they do, right?

They’re

What are they called?
Wholesalers.
There’s wholesalers for

99 percent of my deals come from
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1

wholesalers.

2

websites out there.

3

favorites.

4

There’s thousands of millions of
I’ll give you a couple of my

But before we do that, if you line up 100 of

5

our investors, including Christina and Tarek, who are

6

making a lot of money, they all do it a little

7

differently.

8

It’s a buffet picnic.

9

So there’s no one right or wrong way.

Now, let me give you one way Christina and

10

Tarek just taught us at the Las Vegas Summit in the

11

marketing class, which was amazing.

12

everybody, get your little phone out, your little

13

smartphone, your computer out, and download a free app

14

called Realtor.com.

15

then put an area you’re interested in.

16

said pick an area?

17

Even though I’m from Miami, I like to invest

18

everywhere.

19

same what?

Right?

Tarek said,

Just download it.

And

Remember I

And I picked Glendale, California.

To me it’s the same system.

20

AUDIENCE:

21

ROBERT SHEMIN:

It’s the

System.
We’ll get into that later

22

today and tomorrow with the house next door, next

23

county, next state.

24
25

Doesn’t matter.

Anyway, so I’m like, ehhh, I think I’ll do
it later.

Tarek had a lot of deals.

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

He’s like, no,

EX 11, p. 228

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 230 of 452
229
1

Robert, do it now.

Do it when?

2

AUDIENCE:

Now.

3

ROBERT SHEMIN:

Don’t wait.

So I downloaded

4

Realtor.com and I put in an area of Glendale,

5

California.

6

And every day they send you the new listings.

7

Correct?

8
9

You can put Fort Myers, Naples, whatever.

So when you look at the new listings, every
time you look at a property you learn something.

So

10

three bedroom, two bath, Glendale, 800,000; three

11

bedroom, two bath, Glendale, 890; three bedroom, two

12

bath, Glendale, 840.

13

quick?

Guess what I learned pretty

14

AUDIENCE:

(Inaudible).

15

ROBERT SHEMIN:

Prices.

A three bedroom,

16

two bath was going for 850, 900, in that little area

17

of Glendale.

18

listings at 7:30 or 8:00 in the morning.

And he said when you get the new

19

UNIDENTIFIED MALE:

20

UNIDENTIFIED FEMALE:

21

ROBERT SHEMIN:

22

AUDIENCE:

23

ROBERT SHEMIN:

When?

7:30.
7:30.

Be first.

Be what?

First.
This is actually what he and

24

Christina do in their office in (inaudible).

25

send

They

-- they either call, text or email every new
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1

listing and they ask if they’re motivated, what the

2

deal is, and then they make a low offer.

3

hot Southern California market where they operate,

4

Orange County and L.A., guess what happens to 99.8

5

percent of those offers?

6

even respond.

7

Guess what happens every once in a while?

They’re low.

In the super

They don’t

They’re too low.

8

AUDIENCE:

(Inaudible).

9

ROBERT SHEMIN:

He showed me the last one

10

they got.

They made like $180,000.

11

they’re working on more expensive houses.

12

many of y’all think 180 is pretty good?

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

Now, obviously
But how

It’s not terrible.

Correct?

Because they

15

actually did it.

And I went home and put in Glendale.

16

I’ll show you the listings, started making some

17

offers.

18

four or five weeks of very part-time fiddling around

19

and it’s not my main deal?

And guess what happened to me after about

20

AUDIENCE:

21

ROBERT SHEMIN:

22

We got a what?

(Inaudible).
Got a deal.

you look, what do you get?

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

But every time

you learn prices.

Options.

You learn, you’re growing,

Now, I’m going to ask one question
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1

today or a year from now and hopefully we all see each

2

other and see how your real estate business is going.

3

How many offers have you or your team made in the last

4

30 days?

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

So guess how many deals

7

you’re getting?

8

made in the last 30 days?

9

Ask me how many offers my team has

UNIDENTIFIED FEMALE:

10

ROBERT SHEMIN:

11

UNIDENTIFIED FEMALE:

12

ROBERT SHEMIN:

13

None.

A hundred.

Probably about 200.
What?

What?

It’s not a big deal.

How long does it take to make an offer.

14

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

Five minutes.

Minutes.

Or you get your

16

realtor to make it, or you can do a computer program.

17

We do a lot of marketing.

18

deals.

19

20, 30, 40 deals a month, they’re making a lot of --

And we’re getting a lot of

So when you hear people that are doing 5, 10,

20

AUDIENCE:

Money.

21

ROBERT SHEMIN:

-- offers.

Correct?

We had

22

14 calls this morning.

23

wholesalers do in Las Vegas and Memphis.

24

mail to out of state owners, high equity properties,

25

higher landlords, and they call in to our virtual
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1

assistant in the Phillippines and she does all the

2

stuff.

3

So we’re going to show you a lot of ways to

4

make deals whether you want to start small, medium or

5

big.

6

find great deals?

So how many of y’all would like to learn ways to

7

[HVAC noise starts.]

8

ROBERT SHEMIN:

9

There’s the air.

of mine come from wholesalers.

10

AUDIENCE:

11

ROBERT SHEMIN:

99 percent

Come from what?

Wholesalers.
Wholesalers.

So we just

12

showed you how to find wholesalers on Craigslist.

13

Remember that?

14

pick a city; number three, pick real estate for sale.

15

Type in key word wholesale.

16
17

Number one, Craigslist; number two,

Now, when I think of websites -- and, again,
there’s millions of these websites.

18

AUDIENCE:

19

ROBERT SHEMIN:

How many?

Millions.
Millions.

Is a website --

20

now, I’m a member, I forked over the big $18 a month,

21

called myhousedeals.com.

22

myhousedeals?

23

foreclosure site -- excuse me, wholesale site in

24

America.

25

Nobody.

Who’s done some deals on
It’s probably the number one

Okay?
Now, if you’re not a member, they give you a
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1

couple for free and they try to get you to join for

2

like $14 a month.

3

Is that okay?

4

here is a wholesaler.

5

be some realtors that are wholesalers, but everything

6

on this site is pretty much way below market.

7

already motivated sellers.

8
9
10

So I’m going to type in Fort Myers.

This is myhousedeals.com.
99 percent.

Now, there might

So look at this.

things the easy way.

They’re

Okay?

I don’t know what I was typing.
Myers.

Everybody on

I’m lazy.

Just Fort

I like to do

Which way?

11

AUDIENCE:

Easy.

12

ROBERT SHEMIN:

A wholesaler has already

13

done the work for you.

So what I’m going to do is

14

just pick one here real quick.

15

and, by the way, let me talk about this.

16

give me what business you’re in.

17

business?

Single family home -Somebody

What’s your

Anybody?

18

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

(Inaudible).

What’s that?
Handyman.

Handyman.

Real estate agent.

You’re very

22

important.

Let me guess, have all

23

the real estate agents and handymans that you know are

24

bad?

25

ethical, they work hard, they’re pretty honest.

10, 20 percent are amazing.
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1

me guess, 10, 20, 30 percent are no good.

They’re not

2

honest, they’re lazy, don’t call you back.

3

other 50, 70 percent are somewhere in the middle.

4

that pretty true?

And the
Is

Is that pretty true?

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

Yes.

Is that pretty much true for

7

every business, doctors, lawyers, artists, realtors,

8

wholesalers?

9

It’s a numbers game.

AUDIENCE:

10

It’s a what?

Numbers game.

ROBERT SHEMIN:

But all of y’all are working

11

hard in numbers now, why don’t I do some real estate

12

numbers.

13

I’ll try to make it a little bit bigger.

14

second.

15

There it is.

I don’t know why this pulled up in

16

(inaudible).

Who cares.

17

So if you can’t see the screen, I apologize.

(Inaudible).

Hold on one

How’s it going to get bigger?

This is an example.

This is a wholesale deal.

18

it’s worth 130,000.

19

AUDIENCE:

20

ROBERT SHEMIN:

They’re saying

What do they say it’s worth?
130,000.
Write that down.

They’re

21

saying they’re asking 95, there’s no repairs, you can

22

make other -- you can make 35,000 on a 95,000

23

investment.

24

interesting?

25

That’s a 30 percent return.

AUDIENCE:
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1
2

ROBERT SHEMIN:
funders.

Yeah.

Now, they have

They have what?

3

AUDIENCE:

Funders.

4

ROBERT SHEMIN:

You can click here for hard

5

money lenders who loan on the deal like we do.

6

many of y’all think that’s pretty easy?

7

click.

8
9

How

Click, click,

Correct?
Then they describe the property and they

have their phone number.

Correct?

There’s private

10

lenders they also have.

I’m not -- I’ve personally --

11

my crew has closed well over 300 deals while

12

(inaudible).

13

below market.

14

about this deal.

15

about the what?

Most of them are 20, 30, 40 percent
But here’s the kicker:

It’s never

It’s about the relationship.

16

AUDIENCE:

17

ROBERT SHEMIN:

It’s

Relationship.

18

There’s a phone number.

19

We’ll just what?

20

AUDIENCE:

21

ROBERT SHEMIN:

Call the wholesaler.
Tomorrow we’ll just call.

Call.
We don’t think, wonder,

22

worry, because most wholesalers, not the wholesaler,

23

you’re going to be the wholesaler, have three to 30

24

deals a month.

25

you have to do to make a lot of money?

Not all, but most.
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1

re-wholesale them, whether you buy, fix and sell it,

2

or whether you rent it.

3

UNIDENTIFIED MALE:

4

UNIDENTIFIED FEMALE:

5

five a year.

6

month.

7

One.
One, maybe two, maybe

Maybe my $125,000, I only need four a

Correct?

Is that pretty easy?

Now, why don’t they fix them and sell them,

8

or why don’t they sell them for full price?

9

wholesalers.

They’re what?

10

AUDIENCE:

11

UNIDENTIFIED MALE:

Wholesalers.
Why doesn’t the farmer

12

open the store?

13

come here and own all the malls?

14

Correct?

15

I don’t know.

16

just worry about what --

I don’t know.

Why don’t the Chinese
I don’t know.

How come you’re not a CEO of your company?
Don’t worry about what other people do,

17

AUDIENCE:

18

ROBERT SHEMIN:

You do.
-- you do.

19

wholesalers that understand investing.

20

need a good deal.

21

some are not.

22

deals.

23

They’re

So I like
They know you

Some of them are easy to deal with;

Like anybody.

But look at all those

So you go to Craigslist and find

24

wholesalers.

You get on myhousedeals and find

25

wholesalers.

You can go to Google and Google real
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1

estate wholesalers.

2

I’ll give you this website a couple times.

3

going to look it up while we’re seeing it so I make

4

sure it’s correct.

5

give me one second.

6

(inaudible).

7

Now let me give you the model.
And I’m

It’s called national -- whoops -Now, let me explain this when we

Okay?

Nationalreia.org.

National, a-a and

8

national.

N-a-t-i-o-n-a-l, reia, r-e-i-a, dot-org.

9

It’s right up there if you can’t see it.

Or just

10

Google National Real Estate Investor’s Association.

11

This is the group of all the real estate investors

12

from around North America.

13

Most every city -- Fort Myers has one; Tampa

14

has two; Sarasota has one; Miami has four; Fort

15

Lauderdale has three; St. Louis has three; Nashville

16

has one.

17

They have a website.

They have a real estate investor group.
What do they have?

18

AUDIENCE:

Website.

19

ROBERT SHEMIN:

They have local meetings and

20

you can also go online and (inaudible).

21

lazy.

I’m very

I’m very what?

22

AUDIENCE:

Lazy.

23

ROBERT SHEMIN:

I don’t like to work hard.

24

I like to work smart.

25

the first place I start, I go to the National
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1

Association of Real Estate Investors; I find a local

2

group; I go to their website.

3

different.

4

hard money lenders who will loan on deals, not good

5

credit, in that area.

6

investors that I looked at.

7

(inaudible).

8
9

Every one’s a little

But usually right there on the website are

There’s (inaudible).

That’s

It has their net worth

You like that?

Number three, they have a buyers and sellers
and wholesalers.

And I called them.

I called

10

(inaudible) click or email and say, hey, I’m looking

11

for some deals.

12

oh, Joe or Shana, she’s been with us 10 years.

13

networking group, local group.

14

percent are doing nothing, and 20 percent are doing

15

something.

16

lot.

Who here deals -- and they’ll say,

Correct?

It’s a

And like any group, 80

And 5 or 10 percent are doing a

Who would you like to work with?

17

AUDIENCE:

(Inaudible).

18

ROBERT SHEMIN:

That 5 or 10 percent.

We

19

don’t want to do that 80 percent.

20

talk about it or (inaudible).

21

(Inaudible) someone who’s going to close 5, 10, 20

22

deals a month.

23

They do advertising.

It’s (inaudible) or

We want to (inaudible).

(Inaudible).

They can

24

put them under contract and they wholesale them to you

25

at big discounts.

And they (inaudible).
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1

what?

2

AUDIENCE:

3

ROBERT SHEMIN:

4

(Inaudible).
It’s never about the deal,

it’s about the relationship.

5

AUDIENCE:

6

ROBERT SHEMIN:

It’s about the what?

Relationship.
Remember you’re long-term.

7

So I start there and find my lenders, contractors,

8

hard money lenders, wholesalers, buyers and sellers,

9

the local real estate group.

10

How many of y’all like

that?

11

Now, where do they have groups?

12

about 180 of them all over North America.

13

have to go to another city (inaudible) there you go.

14

You like that?

15

There’s
So if you

The wholesalers usually run the comps, note

16

the repairs; they know the hard money lenders; they

17

know title lawyers that work with investors.

18

one-stop shop.

19

from?

It’s a

95 to 99 percent of my deals come

20

AUDIENCE:

Wholesalers.

21

ROBERT SHEMIN:

Wholesalers.

Did y’all just

22

learn a couple ways to find them?

23

tomorrow you’ll find some and you’ll call them and see

24

about doing some deals.

25

And hopefully

You like that?

Now, number two, rent ads.
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1

great deals from older, tired landlords and

2

landladies.

3

property managers are not realtors.

4

trained.

5

how to screen the properties or the tenants.

6

don’t know about fair housing and they’re tired of it.

7

Everybody you have in your (inaudible).

8

you’re in your head, what’s Robert saying, I agree, I

9

don’t agree, what’s he talking about, why’s that air

10

80 percent of landlords, landladies and

They don’t know the law.

conditioner making noise, whatever.

11

Get in your client’s head.

12

customer’s head.

13

put your pens down.

14

ad.

15

property?

Relax.

They

Right now

Correct?
Get in your
Everybody

A landlord is running a for-rent

How do you think the tenant left the

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

18

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

(Inaudible).

Say it again.
Bad.

Some of them, trashed.

Number two, the place is empty.

21

AUDIENCE:

22

ROBERT SHEMIN:

23

They don’t know

Get out of your head.

16

20

They’re not

It needs what?

Work.
Repairs.

Are they getting

any rent that week or that month?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

18 million people that own a second, third home that

2

haven’t been trained like you, that aren’t going to

3

screen the tenants or contractors.

4

over renting tomorrow, and managing, which will blow

5

your minds.

6

breaking the law and don’t know really how to do it,

7

because most don’t.

8
9
10

Some do.

We’ll go

I’ll show you how most of you are

But it’s okay.

Anyway, the landlord is tired.

So we call

the for-rent ad, and the first thing they ask is would
you like to --

11

UNIDENTIFIED FEMALE:

12

ROBERT SHEMIN:

Sell.

Rent.

No, that’s what they

13

say.

And we say, listen, I’m an investor and I’m

14

looking for some good deals below market; would you be

15

interested in perhaps selling?

16

sellers say the first time.

17

blindsided them.

18

sellers say.

Because you kind of

It’s for rent.

19

AUDIENCE:

20

ROBERT SHEMIN:

Guess what most

No.
It’s not for sale, but what

21

would you offer?

22

Pretty much.

23

wise, not your family.

24

what are you talking about?

25

And guess what most

Everything is for sale, correct?

I’m talking about, you know, businessOkay?

Some of you are like,
I don’t have property.

Anyway, it’s business.
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1

property going?

How did the tenants leave it?

2

you enjoy being a landlord?

3

a lease option, but you could also buy it.

4

landladies and landlords are investors.

5

need a good deal.

6

ago for how much?

Now we’ll set them up for
A lot of

They know you

And some of them bought it 20 years

7

AUDIENCE:

8

ROBERT SHEMIN:

9

How do

(Inaudible).
Thirty grand, now it’s worth

300 and they know you’ll pay 240 or 250 for it, plus a

10

lot of them will do owner financing because they like

11

monthly income.

12

50 for-rent ads or (inaudible) ads in the last 30

13

days?

14

People have heard of it.

Who in the room has called at least

I go all over the country and nobody does it.

15

But people do it.

And the first question we ask in our survey

16

-- write this down -- hello, Mr. Landlady, Mr.

17

Landlord or Mr. Property Manager, how many other

18

investors have called you?

19

have called you to make an offer on your property?

20

How many other investors?

21

get is?

How many other investors

Guess what the answer we

Yours can be different.

22

AUDIENCE:

None.

23

ROBERT SHEMIN:

99.9 percent, you’re the

24

first one.

How many of y’all want to fish in a pond

25

that’s not being fished in?
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1

you get a property manager.

Get out of your head into

2

theirs.

3

realtors.

4

manage property for other people.

What are property managers?

They’re usually

By the way, you have to be a realtor to

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

Correct?

Correct.

If your property is in a

7

corporation, that’s another person.

8

be a realtor to manager your property in a

9

corporation.

10

Y’all know that, I’m sure.

word of the law.

11

You may have to

It’s the

Check with your attorneys.

Anyway, so this property manager, maybe the

12

landlord or landlady is tired and they’re getting

13

older and they want out.

14

And guess what they usually say if you call enough of

15

them?

The property needs repairs.

What do they usually say?

16

AUDIENCE:

Yes.

17

ROBERT SHEMIN:

Yes.

We got two older

18

landlords, one lady said she’s tired and one said

19

she’s moving, she’s tired of this.

20

property manager, the better the deal.

21

of small property managers, in my opinion, don’t know

22

what they’re doing; gouge the tenants on repairs.

23

It’s a tough business.

24

minutiae.

25

And the worse the
And 80 percent

There’s no money in it.

It’s

How do I know this?
UNIDENTIFIED FEMALE:
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1

ROBERT SHEMIN:

Because I one time managed

2

780 scattered sites and we managed a lot of the

3

property and worked for a lot of other people.

4

There’s no money in it.

5

is to get the commission, possibly realtors, or as a

6

service for their clients.

7

it.

It’s minutiae.

8
9

The only reason people do it

But there’s no money in

Correct?

Did anyone in this room when you were in
third grade and your favorite teacher said, what do

10

you want to be when you grow up?

11

your hand and say, I want to manage low income

12

property?

13

(Laughter.)

14

ROBERT SHEMIN:

Huh?

Did anybody raise

Or even high-end.

Did

15

any one of y’all want to evict people and fix toilets

16

or take calls about broken doors.

17

dream?

18

do lots of volume or gouge owners on repairs.

19

I’m not talking about the large apartment buildings,

20

500 units or commercial.

21

the management.

22

call small (inaudible).

23

deals.

24
25

Was that anybody’s

There’s not much money in it unless you either
Now,

There is money in that in

It’s just not a win-win.

So you can

There’s just ways to find

Now, who in this room -- they or their team
have called at least 5 or 10 small banks in the last

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

EX 11, p. 244

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 246 of 452
245
1

30, 45 days?

So I’m going to give you a system real

2

quick.

3

going to open your minds up -- her name is Heidi.

4

What’s her name?

Number one, I have my assistant -- and this is

5

AUDIENCE:

Heidi.

6

ROBERT SHEMIN:

7

and Medellin, Columbia.

8

Washington.

9

of funny.

Now, I live in Miami Beach
She lives in Seattle,

She’s a professional actress clown.
That was a bad joke.

Kind

Anyway, anybody at

10

all in this room go to clown school?

11

super difficult.

12

not.

13

out there.

It’s actually

I know it sounds like a joke.

It’s

It’s really one of the hardest acting schools

14

She went.

She works part-time as a clown.

15

Now, I like people to call for me.

Now, you can call

16

if you want to or you can have five to seven people

17

calling for you.

18

business?

19

how many go, wait a minute, Robert, I’m just starting

20

out, man; I can’t afford to pay these people all that

21

payroll and all that money, and I can’t be hiring

22

people.

23

How many of y’all are thinking that?

How many of y’all want a real big

Now, when I say I have people call for you,

How many of y’all are thinking that already?

24

Stop thinking.

25

think, I get in trouble.
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1

opportunity will you and I think ourselves out of?

2

All my people, guess when they get paid?

3

UNIDENTIFIED MALE:

When you do.

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

6

UNIDENTIFIED FEMALE:

7

ROBERT SHEMIN:

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

When you do.

Not when they find a deal.
When you close.

When they -Close.

-- close and you’re making

10

money.

If you’re wholesaling a deal and making 10,

11

15, 20 grand, could you give Heidi a check for 800 or

12

1,000 for doing most of the work?

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

15

UNIDENTIFIED MALE:

16

ROBERT SHEMIN:

Yeah.

Is that okay for Heidi?
Yeah.

Sure it is.

So Heidi -- I

17

told her a little while ago, you can copy and paste.

18

How many of y’all always copy and paste.

19

UNIDENTIFIED MALE:

20

ROBERT SHEMIN:

21

mutually aligned interest.

Yeah.

Heidi -- it’s called
You get paid when --

22

UNIDENTIFIED FEMALE:

23

ROBERT SHEMIN:

24
25

-- we get paid.

calls about five hours a week.
AUDIENCE:
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1

ROBERT SHEMIN:

Some weeks she makes very

2

little.

3

one, or 2,000 or 3,000 on two deals, for five hours of

4

work.

5

second and I’ll give you exactly what she says.

6
7

Some weeks she makes 800 on one, 1,000 on

You can call or get someone else.

Give me a

Number one, we’re talking about small banks
here.

What are we talking about?

8

AUDIENCE:

Small banks.

9

ROBERT SHEMIN:

So I said, Heidi, Google

10

small banks, Jacksonville, Florida.

Google small

11

banks, Fort Myers, Miami, Nashville, whatever.

12

a small bank?

13

Wells Fargo, or CitiBank.

14

500 employees.

15

seen a couple on this street.

What’s

A small bank is not Bank of America or
A small bank has zero to

There’s a lot of them and I’ve already

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

Correct?
Mm-hmm.

Right?

18

banks, Jacksonville.

19

step one, call the small bank.

20

What’s step one?

So we Google small

About 60 of them came up, and

21

AUDIENCE:

22

ROBERT SHEMIN:

Don’t think, call.

Don’t think, call.
Call.

Step two, ask for the

23

president or the CEO.

24

to negotiate starting at the bottom.

25

bank and talk to the branch manager, who says let me
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1

get you a mortgage person, who -- whatever.

2

at the top.

Where do we start?

3

AUDIENCE:

4

ROBERT SHEMIN:

5

decision-makers.

Top.

AUDIENCE:

7

ROBERT SHEMIN:
new car?

9

No.

Only negotiate with

With who?

6

8

We start

Decision-makers.
Who here has ever bought a

Anybody ever been a new car salesperson?

A new car salesperson has no negotiating ability.

10

I love realtors.

11

deal.

12

with realtors, if you get this, we’re coming.

13

asked Skylar, Skylar, would you ask Radolfo what he

14

wants for lunch?

15

he wants for lunch?

16
17

You cannot negotiate a real estate

Correct?

Your job is to present offers.

SKYLAR:

Radolfo, what do you want for

lunch?
RADOLFO:

19

SKYLAR:

20

ROBERT SHEMIN:

22
23

So I

Skylar, would you ask Radolfo what

18

21

So

Sandwich.
He’d like a sandwich.
What kind of sandwich?

Ham,

turkey?
SKYLAR:
like, Radolfo?

What kind of sandwich would you

Ham or turkey?

24

RADOLFO:

25

ROBERT SHEMIN:
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1

mayonnaise?

2
3

SKYLAR:

Would you like mustard or

mayonnaise?

4

RADOLFO:

Mayonnaise.

5

SKYLAR:

6

ROBERT SHEMIN:

Mayonnaise.
Okay.

7

chips?

8

the way, thank you, Radolfo.

9

you.

10

Does he want some

By the way, how long can this go on for?
Mucho gracias.

Don’t negotiate with third parties.

with decision-makers.

11

By

Thank

Negotiate

This will save you weeks.

So when I negotiate with a realtor, say, Mr.

12

Realtor, can I (inaudible).

They offer certain

13

customers great service.

14

they interested in besides taking good care of their

15

customer?

But just like you, what are

They want to close and make --

16

AUDIENCE:

Money.

17

ROBERT SHEMIN:

-- commission.

Correct?

18

And I said great take care of their customers.

Right?

19

Good service.

20

Radolfo’s house.

21

an offer on Radolfo’s house.

22

You’re going to be in control of this negotiation.

So, Mr. Realtor, Skylar, you’re selling
I’m an investor.

I’d like to make

You’re the realtor.

23

Let’s do a three-way call.

24

10:00 is good, or Saturday at 12:00.

25

control.

Tomorrow at
And you’ll be in

Have Radolfo on the call with you.
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1

let’s get a contract right after the call and close

2

that thing within a couple weeks so you get the

3

commissions, closing and we get Radolfo’s house taken

4

care of.

Would you like that?

5

SKYLAR:

6

ROBERT SHEMIN:

7

Absolutely.

call?

8

SKYLAR:

9

ROBERT SHEMIN:

10

Radolfo?
With me, you and Radolfo, at

your convenience, you’re in control.

11

SKYLAR:

12

ROBERT SHEMIN:

13

Is it okay to do a three-way

Absolutely.
Where can you do a three-way

phone call from?

14

UNIDENTIFIED FEMALE:

15

UNIDENTIFIED MALE:

16

ROBERT SHEMIN:

Your phone.
Anywhere.

Boat; Miami; Medellin,

17

Columbia; Starbucks; hanging out with your kids.

18

would that save you in the next 10 years if you

19

actually do that?

20

it, but most will.

21

talks to him the next day; two days later he talks to

22

him; three days later I get a response; then I got to

23

do the -- it’s too much information.

24

How many of y’all like that?

25

What

Not all realtors are going to do
Instead of me making an offer, he

Let’s go direct.

So copy, paste, let me give you this script.
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1

So Heidi starts at the top.

2

AUDIENCE:

3

ROBERT SHEMIN:

Start where?

The top.
She called a small bank in

4

Jacksonville.

5

my three favorite people to call for you and they get

6

paid when they close.

7

there any of those around Florida?

8

Number two, bartenders.

9

workers.

10

By the way, she has no fear.

Actors and actresses.

Here are

Are

Theater groups.

And, number three, social

Some people in this room have fear of

11

calling.

12

Maybe you don’t have time to call.

13

to have a better business, Arianna, who loves to talk

14

to people -- I can tell you do, right?

15

calls for three hours a week ourselves and we’re good.

16

Or you get six people, social worker, social worker,

17

bartender, bartender, actress, actress, actress, and

18

they’re all calling four hours.

19

They’re really good.

20

business?

21
22

Maybe English is your second language.

And we make

They have no fear.

Who’s going to have a better

Who wants a real business?
I got seven people calling for me today.

Where am I?

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

Well, who’s going

deals this morning.
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1
2

UNIDENTIFIED MALE:

(Inaudible) make money

over here or make money --

3

ROBERT SHEMIN:

Whatever.

I just -- I’ve

4

learned that I follow a system.

5

a system, get good people and pay them well.

6

Get what?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

I build teams, follow
With me?

Team.
So let’s go to Heidi’s

script real quick and then we’re going to raise some

10

money.

Then I’ve got one more fun exercise.

11

5 to 10 wholesalers.

12

It’s a numbers game, getting a hold of people.

13

one deal worth?

14

our script.

15

Call 10, 20, 30 for-rent ads.

Small banks.

So Heidi calls using

She calls and says, I need to talk to the
CEO, to the boss, president.

17

what’s this about?

18

estate the bank owns.

19

bank owns.

20

personal and confidential.

They always ask, well,

She says it’s about some real
It’s about some real estate the

It’s personal and confidential.

Let me give you that script again.

22

about some real estate the bank owns.

23

foreclosed and taken it back.

24

confidential.

25

What’s

It’s so simple, let me give it to you.

16

21

So call

It’s

It’s

The bank has

It’s personal and

It’s what?

AUDIENCE:
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1

ROBERT SHEMIN:

2

AUDIENCE:

3

ROBERT SHEMIN:

4

I need to talk to the --

CEO.
Guess what happens most of

the time in our experience.

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

Punch you through.

It goes through.

Remember,

7

these are small banks with 10 employees, 50, 100, not

8

Bank of America with 89,000 branch managers.

9

the CEO’s office.

We get

Sometimes it’s the CEO, sometimes

10

it’s the CEO’s assistant.

11

is Heidi.

12

real estate the bank owns.

13

confidential.

What do you say?

I need to talk to the CEO.

My name

It’s about some

It’s personal and

14

Usually we get through or they call back.

15

Then she says, we’re wondering, Mr. CEO or Ms. CEO,

16

has the bank taken back any property?

17

interested in houses, you ask for houses.

18

interested in apartment buildings, ask for apartment

19

buildings.

20

take back?

Banks take back everything.

21

AUDIENCE:

22

ROBERT SHEMIN:

Now, if you’re
If you’re

What do they

Everything.
Yachts, planes, land,

23

shopping centers, apartment buildings, houses.

24

not going to get into foreclosures so much now.

25

will a little later.
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1

Now, usually the president says one of two

2

things.

3

give it to you.

4

in charge of.

5

this weekend because vocabulary doesn’t make you

6

money.

7

impress people.

8

you?

9

He says, I have a list right here; let me
Or that’s Jill.

Now, I’m not going to do any vocabulary

I don’t use vocabulary.
I get results.

AUDIENCE:

10

She’s vice president

I don’t use words to
What do we got to get

Results.

ROBERT SHEMIN:

Results, contract, close.

11

But you may hear these words.

The president or CEO

12

may say, that’s Jill, she’s vice president in charge

13

of special assets.

What do they call it sometimes?

14

AUDIENCE:

Special assets.

15

ROBERT SHEMIN:

That’s real estate they

16

foreclosed on.

17

high school, I didn’t know I had dyslexia.

18

in special classes.

19

I had special teachers.

20

special.

21

remember little Robert, special Robert.

22

Now, when I went to junior high and
But I was

I got picked up by a special bus.
And I always felt very

So if you can’t remember special assets,

Number two, sometimes they call it REO.

23

the ‘80s supergroup, REO Speedwagon.

24

owned, REO, real estate owned.

25

vocabulary words.

Not

Real estate

So you may hear those

That’s real estate they lent on.
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1

So if the building was worth 300,000 and they lend

2

200, what do you think the bank wants for it

3

generally?

4

They want their money back, maybe some costs or fees

5

or whatever.

6
7

They are not investors.

They’re lenders.

Banks get penalized 10 times capital.

How

much?

8

AUDIENCE:

Ten times.

9

ROBERT SHEMIN:

Write that down.

So if they

10

loaned 200 grand and it’s a bad loan, the Federal

11

government, your government, defines any bad loan as a

12

loan that’s 30 days or more late.

13

200 grand, the government says while that loan is bad,

14

it’s late, or a foreclosure is really bad, you have to

15

hold back 10 times 200 grand.

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

So if they loaned

What’s that?
(Inaudible).

That’s 2 million.

That

18

really hurts the bank.

19

Let’s say Joey and I sell apples down at the flea

20

market.

21

government comes and says, you got a bad apple,

22

there’s a worm or one of your apples is dirty; it’s a

23

bad apple, like a bad loan.

24

for every bad apple you have, you can’t sell 10; take

25

them away.

Right?

Let me give you an example.

We have 10 apples.

And the

And the government says,

What would happen to our apple business?
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1

UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

It’s gone.

So the bank should sell

3

them.

Sometimes they do, sometimes they don’t.

4

are strange, as you know.

5

a realtor.

6

that’s small banks, not big banks, the small banks.

7

I’m not going into the IRS liens.

8

advanced stuff.

9

Banks

Sometimes they list it with

Sometimes they list with a servicing.

So

That is super-

These are some ways to find deals.

Now, very quick before I bring money raising

10

up.

We’re going to give you this sheet later.

11

going to show you how to build a team.

12

understand what I’m saying, it’s worth coming for the

13

whole three days.

14

into more ways to find deals and more ways to fund

15

them.

16
17

If you

After the lunch break, we’re going

We have about 53 ways to find deals.

How

many ways?

18

AUDIENCE:

19

ROBERT SHEMIN:

20

We’re

Fifty-three.
Pick one or two.

What’s my

favorite way, which is number one, by the way.

21

AUDIENCE:

Wholesaling.

22

ROBERT SHEMIN:

Wholesalers.

23

Myhousedeals.com, myhousedeals.com, myhousedeals.com.

24

Do you have a quick question (inaudible)?

25

answer it real quick.
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1

UNIDENTIFIED MALE:

Yes.

Your team, you are

2

the only person who close the deals or -- you have

3

people working for you.

4

ROBERT SHEMIN:

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

7

we close.

8
9

the deal?

They’re not employees.
But who closes

Title lawyer closes.

They

do the paperwork.
UNIDENTIFIED MALE:

No, I know.

But who

makes the decision to say this is a good deal?

14

ROBERT SHEMIN:

15

my team to do that.

16

manager that does that.

17

any deal without what?

So, first of all, we trained

Second of all, I have a project

18

AUDIENCE:

19

ROBERT SHEMIN:

20

Yeah.

You?
ROBERT SHEMIN:

12
13

Okay.

Now, I don’t pay them until

UNIDENTIFIED MALE:

10
11

Correct.

But, third, we don’t close

You (inaudible).
Me looking at it.

How long

does it take to look at a deal?

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

Five minutes.

Seven minutes, 12 minutes,

23

four minutes.

So I do -- I still do some myself, 100

24

percent.

25

and I look at them and say, wait a minute, is this

But I have people on my team that bring in
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1

really worth that?

2

or, wow, that looks great; let’s close it.

3

business.

Correct?

Check this or double check that

It’s my business.

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

6

deals a month.

7

deals.

Now, if you --

We’re only doing five to 15

That’s like two hours of looking at

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

10

It’s your

Okay.

We have a system.

UNIDENTIFIED MALE:

You have three days, all

11

day with a meeting, you had a good chance to close

12

another deals or no?

13

ROBERT SHEMIN:

No.

We’re -- I just said I

14

was on the text at the break.

15

just looked at it and said do it.

16

take?

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

We’re closing two.

I

How long did it

Seven minutes.

Seven minutes.

Wanna see?

19

Yeah.

20

email.

21

call in from Atlanta and sent my project manager to go

22

fix it.

23

an unauthorized charge, and I said don’t pay it; go

24

double check.

25

I mean, I’m just -- just (inaudible) text and
Yes, no, looks good.

Took two minutes.

We just had a contractor

Contractor trying to get

Minutes.

What’s your main business, Radolfo?
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1

RADOLFO:

2

ROBERT SHEMIN:

3

Cleaning.

RADOLFO:

5

ROBERT SHEMIN:

No.

RADOLFO:

8

ROBERT SHEMIN:

10

You have people.

And

Yeah.
Do you do all your own

accounting and bookkeeping or do you have a
bookkeeper?

11

RADOLFO:

12

ROBERT SHEMIN:

13

RADOLFO:

14

No.

they’re good people, correct?

7

9

Do you clean every

house yourself?

4

6

Yes.

No, I do it.
I have a bookkeeper.

Well, no.

I do it but, yeah, I

have a --

15

ROBERT SHEMIN:

I’m in a Marriott, Hilton

16

Hotel.

How can a Marriott or Hilton have hotels in 80

17

countries?

18

is the largest cleaning company in the world --

19

Servpro.

20

they have a team.

Or Subway or McDonald’s or Servco, which

Commercial services.

What do they have?

21

AUDIENCE:

22

ROBERT SHEMIN:

23

Florida.

24

Columbia.

25

right?

They have a system and

A system and a team.
Hilton has a team here in

They have a team when I was in Medellin,
They have a team in New York.

Same system,

We have a system that works and you develop a
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1

team where?

2

AUDIENCE:

Anywhere.

3

ROBERT SHEMIN:

4

question, Radolfo.

5

RADOLFO:

6

ROBERT SHEMIN:

Anywhere.

It’s a good

Did I answer it?
Yeah.
And we’ll get more into it

7

as we go through deals later today and tomorrow.

8

You’ll see how the actual team works.

9

So if somebody gets this word from the whole

10

three days, my mentor, the first day, said, Bobby --

11

he called me Bobby.

12

the problem with you is you want to know everything

13

about everything before you get started.

14

Is that okay?

He said, Bobby,

He said, I don’t want to know anything about

15

anything.

I just want to know who to call.

16

can email or text.

17

when I have a real estate legal question, who do I

18

call?

What does that mean?

19

UNIDENTIFIED FEMALE:

20

ROBERT SHEMIN:

Then he

He said,

Your attorney.

The real estate closing, and

21

they paid for closing it anyway.

Correct?

When I

22

have a mortgage question, I call my mortgage person.

23

When I have an insurance question, I call my insurance

24

expert.

25

call my property manager.

When I have a property manager question, I
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1

question, I call my construction expert.

2

He goes, I’m the CEO.

He goes what?

I’m

3

the CEO.

I’m not the plumber, the drywaller or the

4

accountant or the bookkeeper.

5

little as you want it to be or as big.

6

Do what you want.

7

yourself, which I did the first couple of years.

8

made money.

9

stressful.

10

Now, this can be as
It’s a buffet.

Most of you will do everything

But I was working hard.

I

It was

And I’m not good at that stuff.
Now I work four to eight hours a week at

11

real estate.

I’m doing a lot more deals and I have a

12

nice team.

13

a lot more money.

14

first deal they did their own repairs.

15

own cleaning.

16

don’t.

Nothing is perfect.

Correct?

I’m making

So is Christina and Tarek.

They did their

They did their own contract.

It’s up to you.

The

Now they

Does that make sense?

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

Mm-hmm.

Now, I want y’all to think

19

about this because we’re about to raise some money in

20

two minutes.

21

going to give you a lot more ways to find deals.

22

Correct?

If you find a deal using -- now, we’re

So (inaudible) real quick.

23

[HVAC noise starts.]

24

You’re going to need money.

25

10, 20, 30 percent down payment.
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1

money for repairs.

Your hard money lender may lend

2

you anywhere from 50 percent to 90 percent.

3

AUDIENCE:

4

ROBERT SHEMIN:

What?

Fifty to 90.
But you still may need some

5

money.

6

want you to give the answer to Nicole and Andre -- if

7

you needed 30, 40, 50, 60, 80 or 100,000 to close a

8

new deal, where would the money come from?

9

So I want all of y’all to think about -- and I

Now, we’re going to show you 11 ways to

10

raise money.

11

that.

12

can make 300 grand on a deal, you got to come up with

13

40 to close it, where would you find money?

14

sense?

15

make you 20, 30, 40,000 a month for the rest of your

16

life, but you need 100 grand of real cash to close it,

17

how would you get that money?

18

But I want ya’ll to start thinking about

If you find the rehab of the century and you

Make

Or you find an apartment building that will

Does that make sense?

By Sunday when we go through real deals,

19

everyone in this room is going to wish they had a

20

couple million dollars sitting around so they could

21

close more deals.

22
23

Now, we’re going to give you 11 ways to fund
deals.

How many ways?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

(inaudible) for you.

2

give you other ways.

3

Apply, no risk to apply.

Two quick cleanup things.

We’ll

Number one,

4

money.

Y’all just filled out a financial sheet,

5

right?

So I want to show you how most of what we know

6

about money is incorrect.

7

number.

8

Security number is XXX-XX-XXXX.

9

down, it’s there on the board.

10

There’s my Social Security

I’m Robert Shemin, S-h-e-m-i-n, and my Social
Y’all can write it

How many of y’all think it’s crazy I just

11

gave you my personal Social Security number?

12

of y’all think it’s crazy?

How many

Why?

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

(Inaudible).

You’re told not to do that.

15

Who told you?

Who here is a Social Security credit

16

expert?

17

out of debt or something.

18

do you get your information on credit?

I wrote a book about credit.

(Inaudible) Get

Kind of (inaudible).

19

UNIDENTIFIED FEMALE:

20

ROBERT SHEMIN:

Where

(Inaudible).

Online?

Parents?

Were your

21

parents credit experts?

How about a LifeLock

22

commercial?

23

advertising.

24

about from teachers that are making 40 to 80 grand a

25

year.

Are they experts?

No, they’re

They’re good people, I’m sure.

They’re good people.
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1
2

So guess where your Social Security number
is?

Everywhere.

Where is it?

3

AUDIENCE:

Everywhere.

4

ROBERT SHEMIN:

How many of y’all watched

5

the news the last two years.

JCPenney and the

6

government, Sears, they got all their files hacked.

7

Guess what’s in those files?

8

number.

9

you’re doing it, through a private investigator like

Your Social Security

Anybody can get it illegally if you know how

10

two minutes on the internet, plus your tax returns.

11

Most decisions are fear-based.

12

AUDIENCE:

13

ROBERT SHEMIN:

They’re what?

Fear-based.
Not based on reality.

14

Anybody can get your Social Security number in seconds

15

if they want.

16

the prison (inaudible) my Social Security number.

17

Now, did we all learn some ways to find

18

Right now I’m not -- I’m going to go to

deals?

19

Are y’all learning a little bit?

You’re

20

looking for ways to analyze deals?

21

started.

22

wholesaling and 11 ways to finance deals and a lot

23

more ways to fund.

24
25

We’re just getting

After lunch, we’re going to go deep into

Before I bring Andre up, I want to do like
one quick exercise just to learn -- teach you about
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1

money.

Is that fair?

This is all about real estate

2

investing.

3

everybody hear me okay?

I’m going to talk very slowly.

4

MS. BARKER:

5

ROBERT SHEMIN:

No.
And this is our exercise and

6

I want 100 percent participation.

7

lot with real estate.

8

on up if you don’t mind.

9

Can

This has to do a

And, Andre, get ready to come

So I have 100 U.S. dollars.

The first

10

person that gives me $6 of any kind, I’ll be happy to

11

give you this $100.

12

first person that gives me $6 of any kind, I’ll be

13

glad to give this $100 to.

14

person that gives me $6 of any kind, I’ll give this

15

$100 to.

Let me say it again slowly.

Close enough.

Third time, the first

But you only got four.

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

20

it.

21

done.

22

Correct?

23

There you go.

The

(Inaudible).

Here’s five.
(Inaudible).

Oh, she’s got it.

Here, take it.

She’s got

It’s yours.

We’re

By the way, you almost got it, my friend.

Now, what’s interesting, she’s one of the

24

furthest persons from me.

25

that are much closer.
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1

many times?

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

Three.

And I went slow.

Everybody

4

could understand me.

I said, the first person to give

5

me $6 of any sort, I’ll give you the 100.

6

it had to be exactly $6?

7

thinking about, is this a trick, is he really going to

8

give me money, I don’t have $6.

9

were thinking about it?

Did I say

How many of y’all were

How many of y’all

10

What did that just cost you?

11

UNIDENTIFIED FEMALE:

12

ROBERT SHEMIN:

(Inaudible).

No, 94.

Correct?

I had

13

people within two feet of me.

14

walked up and said, I’ll give you $6 on Sunday, what

15

would I have said?

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

If you would have

(Inaudible).

Don’t say no.

Don’t go

18

negative.

19

Get it out of your head.

20

said, $6 of any kind.

21

you back a shake after lunch worth six bucks.

22

I’ll take a shake, some coffee, tea.

23

y’all were thinking too much, analyzing?

24

That’s $100.

25

You don’t know what I’m going to think.
I would have said yes.

You could have said I’ll bring

Hey, are you okay?
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1

You can have lunch on us.

2

again?

Would you like to do it

Would you like to do it again?

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

7

Correct?

8

spend five or six bucks.

9

learn something?

10

Yeah.

How many times?
(Inaudible).

All day, all night.

That’s an investor mentality.
She made 94.

She didn’t
Did y’all just

Now, here’s the most important question and

11

then I’ll bring Andre up.

What’s the number one

12

reason she got it and somebody else didn’t?

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

Nope.

(Inaudible).
Say it -- say it

15

again?

She took action, but specifically.

16

almost got it because she was fiddling with her

17

dollars and you had six.

18

again.

She was first.

19

AUDIENCE:

20

ROBERT SHEMIN:

21

AUDIENCE:

22

ROBERT SHEMIN:

She was first.

Oh, you

Say it

She was what?

First.
Why’d she get it?

First.
What’s the number one reason

23

you’ll get a real estate deal that somebody else

24

won’t?

25

AUDIENCE:
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1

ROBERT SHEMIN:

You’re first.

If you don’t

2

respond to the phone call or make the call or make the

3

offer, somebody else will.

4

back just like you do, they’ll go to a website and

5

they’ll go to another website.

6

whatever until they get what they want.

7

just learn something?

8

mentality.

9

Correct?

10

And if you don’t call them

They’ll make another
Did y’all

That’s awesome investor

She didn’t spend six bucks.

She made 94.

How many of y’all besides you like that

11

exercise?

12

of y’all want to do it again now?

Oh, by the way,

13

I’ve got another present for you.

Since you made an

14

offer, here’s 20,000 Venezuelan pesos.

15

collectors.

16

eight cents.

17

How many of y’all don’t like it?

Don’t try to spend it.

How many

It’s for

It’s worth about

Just for trying.

So, everybody, that’s a quick exercise.

18

That’s the real world, folks.

Now, how many of y’all

19

are concerned about getting money for your real estate

20

deals?

21

found one of the best sources of funds ever.

22

international investors who don’t have Social Security

23

numbers, they came to one of these and offered to

24

marry an American

25

funding.

So Christina and Tarek and the company have
Our

just so they can get access to this

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

EX 11, p. 268

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 270 of 452
269
1

You have no idea the resources we have for

2

you.

We’re going to do this all three days.

3

going to show you one right now and then we will do

4

some lunch.

5

for your deals?

6

There’s no risk in applying.

7

after lunch we’re going to get right into more ways to

8

find deals, more ways to fund, wholesaling.

9

Introduction is over.

How many of y’all would like some money
I’m going to challenge all of y’all.
Everybody apply.

And

Are y’all learning some stuff?

10

AUDIENCE:

11

ROBERT SHEMIN:

12

Andre is

Yes.
Everybody, one more time.

Give my good friend, Andre, a big hand.

13

(Applause.)

14

ROBERT SHEMIN:

Because right now he’s the

15

money man.

You’re going to love this.

16

y’all back in a little bit.

17

the way.

18

and get into some more stuff.

And I’ll see

Y’all are doing great, by

So we’re going to have some more fun today

19

Andre, take it away.

20

ANDRE:

21

AUDIENCE:

22

ANDRE:

All right.

How’s everybody doing?

Good.

Good, good, good.

So, quick

23

question.

Since we are now investors and owners,

24

right -- since we are now investors and owners,

25

right --
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1

AUDIENCE:

2

ANDRE:

3

Yes.

All right.

How much money should we

have when we get started with the business?

4

UNIDENTIFIED FEMALE:

5

ANDRE:

None?

How much money should we

6

have?

You can’t have none.

7

money.

8

how much money should we have?

9

ANDRE:

as you can get your hands on.

12

make more deals.

13

deals.

14

once.

But

(Inaudible).

Yes, that’s exactly right.

11

15

You can do deals with no

You can do wholesale assignment deals.

UNIDENTIFIED MALE:

10

(Inaudible).

Why is that?

As much
You can

You can make different types of

You can make more deals, do more deals at

A lot of times when we come into the

16

business, because I know when I first came in, I

17

always thought it was going to be (inaudible) one deal

18

nice and quick, go, move onto the next one; do that

19

and move onto the next one.

20

multiple deals, if you can do different types of

21

deals, what does that do to your personal wealth?

22

UNIDENTIFIED MALE:

23

ANDRE:

But if you can do

(Inaudible).

It starts to multiply it pretty

24

quickly.

That’s what we want to be able to do.

25

we’re going to be talking about a different source of
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1

money.

2

source of money is the lender.

3

that lend based on the property.

4

to have access to this lender.

5

giving you this information on Sunday.

6

able to contact them Monday and start understanding

7

how to utilize them, how to access them.

8

based on your deals.

9

So I want to clarify something.

AUDIENCE:

10

ANDRE:

The first

These are the ones
Everybody is going
We’re going to be
You will be

Because it’s

It’s based on what?
Deals.

It’s based on the deals.

It’s based

11

on the deal you put together, how you structure the

12

deal. It’s based on the property.

13

just want to make that clear.

14

All right?

This is a second source of money.

15

source of money is not the lender.

16

literally anything you want to with it.

17

seed capital.

18

need when we’re starting a business, right?

19

in addition to the money from the lender.

20

So I

This

You can do
Right?

It’s

Seed capital is the capital that we
This is

Now, this comes in the form of lines of

21

credit.

That’s why you can literally do anything with

22

it.

23

Valentine real nice, you can.

24

investors and owners, what do we do with our credit?

25

We make money off of our credit.

You want to -- I don’t know -- treat your
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1

So what we’re going to do is a capital

2

raising exercise.

Now, it’s up to $100,000 at zero

3

percent interest for one year.

4

UNIDENTIFIED MALE:

5

ANDRE:

6

UNIDENTIFIED FEMALE:

7

ANDRE:

How does that sound?
Awesome.

Man, you guys are hard to impress.
Fantastic.

If you told me I was getting zero

8

percent interest, $100,000 for a year?

You know how

9

much money I could make off that and then not pay

10

anything to the bank?

Isn’t that what they do to us?

11

We put our money in the bank.

12

is like 2 percent.

13

to nothing.

14

when we put it in there, whether it’s a savings

15

account, checking account or CD?

Right?

So they’re paying us next

What are the banks doing with our money

16

UNIDENTIFIED MALE:

17

ANDRE:

Investing.

They’re lending it.

18

right.

19

lending it up to 24 percent.

20

what they’re lending.

21

Your best CD nowadays

That’s exactly

And not only are they lending it, but they’re

Right?

So think about it.

Up to 24.99 percent is
Yep.
What this does is it

22

turns that upside down.

23

going to have access to up to $100,000 at zero

24

percent.

25

It says, for a year you’re

Who is it that said awesome?
UNIDENTIFIED FEMALE:
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1

ANDRE:

That is awesome.

That’s exactly

2

right.

3

This company is called Foundation Funding.

4

do is they use a website called Credit Nav.

5

going to do this exercise over lunch.

6

to do is it’s a soft pull on the credit.

7

gone through this and I’m going to show you how this

8

works.

9

So the process is actually pretty simple.
What they
And we’re

What it’s going
Now, I’ve

They started about 10 years ago supplying

10

funds for franchises, people doing Subways, 7-Elevens,

11

Dollar General stores, things of that nature.

12

they were funding hundreds of thousands of dollars.

13

And somebody had the bright idea of expanding it

14

outside of doing franchises.

15

And

So they said, okay, what if we were to make

16

this available to the -- basically to the general

17

public.

18

they’ve done over the last 10 years, they have done

19

upwards of $1.7 billion in helping people to raise

20

funds for their various businesses.

21

That’s where their credibility lies.

22

Right?

So they started doing that, and what

All right?

Now, how does the program work?

You’re

23

going to -- when we go through the exercise, what

24

their computers will do, it will take a look at your

25

credit report.

Right?
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1

their program looks at it, not individuals.

2

what it does is it scores it.

3

prequalification.

4

report to me that I’ll be able to share with you in

5

your one-on-one sessions and Nicole will be able to

6

share with you in the one-on-one sessions that will

7

tell you how much you’ve qualified for.

8
9

And then

It’s a

And so they will then send the

All right?

Then if you decide that you want to access
it, you will have it in your hands within three to

10

four weeks.

11

Better Business Bureau -- Better Business Bureau.

12

saying that fast three times.

13

prequalification exercise.

14

that means it doesn’t have an impact on your credit

15

score.

16

free to use your household income if you decide to.

17

And they sent a couple of testimonials.

18

is what’s next.

19

it less than three weeks.

20

guy at the bottom.

21

right?

22

All right?

They are A-plus with the

All right.

So it’s a

It’s a soft inquiry.

And it’s based on stated income.

Try

So

So you’re

I think this

Yeah, this guy got $127,000.

He got

And he’s a contractor.

Here’s another one, 87,000.

The
All

So the way the program works, or the way the

23

process works, you’re going to go to -- you’re going

24

to go to CreditNav.

25

portal that they use.
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1

credit monitoring service.

2

credit.

3

one that does the analysis.

4

So they provide the

Foundation Funding’s program actually is the
So it’s pretty simple.

Go to CreditNav.com.

You don’t have to

5

write this down because I’ve got a piece of paper I’m

6

going to pass out with you that has all the

7

instructions.

8

through it.

9

I just want you to see it before we go
All right?

Okay.

So you go to CreditNav.com, you

10

scroll down to the bottom, you can see this.

11

just basic information.

12

And on the next page -- well, then you hit “get my

13

credit scores.”

14

scores at that point.

15

where at the top you’re going to enter in some more

16

detailed information.

17

this is going to be specific to you because one of the

18

things it does ask for -- and this is secure -- it

19

does ask for your Social Security number.

20

about it.

21

through CreditNav -- through CreditNav.

22

This is

Name, address, phone number.

It doesn’t actually get your credit
It takes you to a second page

All right?

I’ve gone through it.

Let’s go to -- now,

Don’t worry

But it’s secured

You’re also going to make up a password or

23

you can use the password that is on the paper.

24

this exercise, your unique -- your unique qualifier is

25

going to be your email address.
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1

password on the sheet that allows me to get a report

2

that has the details on it in terms of what they

3

found.

It does not give me your credit report.

4

Right?

What it says to me is that here’s what’s --

5

the reason for a decline; here’s the reason for an

6

approval.

7

If you use your own password, I’ll get the

8

same report, I just won’t have the details.

9

all there is to it.

All right?

That’s

But, again, I don’t

10

see your credit report, all right?

11

reasons for a decline or the reasons for an approval.

12

Does that make sense?

13

UNIDENTIFIED FEMALE:

14

ANDRE:

All I see are the

Mm-hmm.

The reasons for a decline could be a

15

multitude.

16

has over 50 percent debt-to-equity ratio, or it could

17

be that this person just had a collection or something

18

like that.

19

It could be as simple as, hey, this person

All right?
So a decline for them does not necessarily

20

mean that you can’t get credit or you’re a bad credit

21

risk.

22

you the types of money that we’re talking about.

23

That’s all it means.

24
25

What it means is that their process can’t get

Okay?

At the bottom of the page, they will ask you
for a credit card or a debit card.
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1

Mastercard.

Because this process is going to cost $1

2

to go through.

3

month.

4

done is they’ve made an agreement.

5

trial code, it changes it to $1.

6

seven days of a window that you can go into your

7

credit report; you can print it out; you can make a

8

PDF to look at it as many times as you would like.

9

All right?

CreditNav’s normal price is $30 a

But for this particular program, what they’ve
When you put in a
That $1 allows you

And you see that changed to $1 because I

10

put my -- I put the trial code in there.

11

will do a consent statement.

12

And then it

Now, when you hit yes on a consent

13

statement, what it will do is ask you two questions.

14

Do you want a text message to your phone or do you

15

want security questions?

16

verifying that it is you.

17

the questions, you must get them all right.

18

if you get one wrong, it will lock you out for 36

19

hours.

At this point, it’s
All right?

If you choose
Because

Okay?

20

The easiest thing to do is do the text

21

messages.

22

You enter the text message back into this, to what

23

your profile that you created.

24

and search for your scores right here.

25

It will send a text message to your phone.

And then it will go

So if it says “loading your dashboard,” that
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1

means you’ve done everything right.

2

thing you’re going to see is your credit scores.

3

Okay?

4

with the exercise.

5

out or you can go in and look at the details of your

6

credit report if you’d like.

7

And then the next

Once you see your credit scores, you’re done
At that point, you can either log

All right?

Now, what’s going to happen is next

8

Wednesday, they will then send you an email to remind

9

you to close it out.

All right?

Because it’s going

10

to cost $1 for the seven days.

11

you close it out, there won’t be any charges after

12

that.

13

But next week, once

If you so choose to, you can continue it at

14

$30 a month and you can go in and check your credit

15

reports or anything like that, if you want to.

16

you’ll get a report, an email, next week from them

17

saying, hey, it’s time for you to close this out if

18

you want to.

19

But

What you’re seeing there, when you click on

20

that kind of a bell-shaped thing, that drop down, if

21

you click on “close account,” it closes it out; or if

22

you click on it you can log out.

23

this point, once you see your scores, just go down,

24

log out, because you can’t close the account for 48

25

hours anyway because the analysis has to happen over
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1

the next 24 to 48 hours.

But then after that you’ll

2

be able to close it out.

Does that make sense?

3

Okay.

4

pass this out.

5

point.

So I’ll

And we’re going to go to lunch at this

So we will come back at 2:30.

6
7

And that’s pretty much it.

UNIDENTIFIED FEMALE:

Can I ask one

question?

8

ANDRE:

Sure.

9

UNIDENTIFIED FEMALE:

Okay.

So, number one,

10

how -- what’s their motivation for doing this?

11

they make their money?

12

it (inaudible)?

And, number two, why doesn’t

13

ANDRE:

14

UNIDENTIFIED FEMALE:

15

How do

How does who make their money?
Whoever is loaning you

the money at zero percent interest for a year.

16

ANDRE:

Because they charge a fee to go

17

through the process if you actually want to get the

18

money.

We’ll talk about that.

19

UNIDENTIFIED FEMALE:

Okay.

20

ANDRE:

They -- remember, they

21
22
23

Yeah.

Yeah.

developed this for doing franchises.
UNIDENTIFIED FEMALE:

Then how come

everybody doesn’t know about it?

24

ANDRE:

25

money like this.

Not everybody is seeking to raise
When you talk about (inaudible)
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1

taking your personal credit and creating corporate

2

credit.

3

going to have to have some kind of business entity.

4

Because the lender that lends based on the property

5

will not lend to us personally.

6

to the business entity.

7

All of us, when we do this investing, we’re

They will only lend

Right?

So we want our business entities to actually

8

at some point start generating its own finances,

9

]its own credit, so it doesn’t have to always be

10

dependent on a personal credit.

Right?

So what this

11

process also allows us to do is take the money that we

12

get with these lines of credit, put it into our

13

business entities and now the business entity uses

14

that money -- because you have to loan it to your

15

business entity.

16

that money to make money and pay you back.

Now your business entity can use

17

Well, while it’s making money and paying you

18

back, it’s also building up its own credit and then it

19

can borrow money itself.

20

$300,000 worth of credit for my business entity.

21

that’s what happens over time.

22

Any other questions?

23

MS. BARKER:

So I just got an offer for
So

All right?
Yes?

What happens if you already

24

know that you don’t make enough for them to give you

25

an approval?
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1

ANDRE:

Well, you might be surprised.

I’ve

2

had some people come through go, I didn’t think I

3

would ever get approved.

4

the worst-case scenario, if you go through it and it’s

5

$1, then you can actually see what the details are of

6

your credit report and we can even talk to you about,

7

hey, how do you improve your credit.

8
9

And they got approved.

So

Because one of the things I’ve learned in
this business, if you take care of your credit,

10

ultimately your credit will take care of you.

Because

11

we can use our credit to do things like buy materials,

12

property and stuff like that that we’re going to need.

13

We can also use it for actually buying property.

14

can literally buy a property with your credit cards

15

and stuff like that if you know how to do so.

16

right?

You

All

Does that make sense?

17

Any other questions?

18

(No response.)

19

ANDRE:

Okay.

So I’m going to pass this

20

out.

I tell you what, we’ll come back at 1:40.

21

the challenge is, do this during lunch.

22

about 10 to 15 minutes while you’re eating.

23

the phone, jump on your computer, it’s easier if you

24

go on the computer than it is on the phone, but it can

25

be done on the phone.
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1

through lunch.

I’m thinking in this room we probably

2

can raise about half a million dollars combined

3

collectively.

And that’s pretty good.

4

All right.

5

MS. BARKER:

6

Yes?
You said 1:40.

Is it 2:40 that

we’re coming back?

7

ANDRE:

2:40, sorry.

8

MS. BARKER:

9

ANDRE:

Okay.

2:40.

10

MS. BARKER:

11

ANDRE:

I’m on Orlando time.
Okay.

So, 2:40, come on back.

Take your

12

valuables with you.

And if you are in the same

13

household, each of you can do this because this is

14

individual.

15

MS. BARKER:

16

(Lunch recess.)

17

UNIDENTIFIED FEMALE:

18

Thank you.

Do you know what --

did you know what he was doing?

19

UNIDENTIFIED FEMALE:

No.

20

UNIDENTIFIED FEMALE:

It was stupid.

21

(Inaudible).

22

much and (inaudible).

23
24
25

Because he said (inaudible) think too

UNIDENTIFIED FEMALE:

Yeah.

I heard him say

the (inaudible).
UNIDENTIFIED FEMALE:
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1

three times.

2

UNIDENTIFIED FEMALE:

He did.

3

UNIDENTIFIED FEMALE:

Yeah.

4

UNIDENTIFIED FEMALE:

And, you know, I got

5

(inaudible).

6

(inaudible).

7

And I was (inaudible).

UNIDENTIFIED FEMALE:

Yeah.

Slowly.

But I just

I thought, I

8

said, it’s kind of tricky.

What is he up to?

9

when he said it the third time, I said, uh-huh --

10

UNIDENTIFIED FEMALE:

11

MS. BARKER:

Yeah.

I think

I (inaudible).

(Inaudible) cost me $94.

I

12

thought, how am I going to hand him my debit card and

13

get it back?

14

UNIDENTIFIED FEMALE:

15

MS. BARKER:

16

He said --

I didn’t even think about the

(inaudible).

17

UNIDENTIFIED FEMALE:

18

MS. BARKER:

19

UNIDENTIFIED FEMALE:

Right.

UNIDENTIFIED FEMALE:

Like, I kind of

20

Yeah.
Yeah, he said

that.

21
22

(inaudible).

23

reading glasses.

24
25

(Inaudible) form.

So, like, I don’t know, here’s my
I spent $4 down at the flea market.

UNIDENTIFIED FEMALE:

Something from there,

yeah.
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UNIDENTIFIED FEMALE:

(Inaudible).

2

UNIDENTIFIED FEMALE:

Yeah.

3

UNIDENTIFIED FEMALE:

(Inaudible) lesson.

4

MS. BARKER:

6

UNIDENTIFIED FEMALE:

Yeah.
I was thinking is it,

like, fake money or -- I was like (inaudible).

8

UNIDENTIFIED FEMALE:

Yeah.

9

UNIDENTIFIED FEMALE:

(Inaudible).

10
11

MS. BARKER:

I don’t think you can legally

hand out fake money.

12

UNIDENTIFIED FEMALE:

Well, you know --

13

UNIDENTIFIED FEMALE:

Oh, yeah, they’re

14

still printing them.

15

MS. BARKER:

Well, yeah, but it doesn’t mean

16

that it’s -- it’s legal.

17

having it.

You would get in trouble for

18

UNIDENTIFIED FEMALE:

19

MS. BARKER:

20

I

feel like -- I feel like that just (inaudible).

5

7

I feel silly.

(Inaudible).

I wouldn’t want to do it.

That’s all I’m saying.

21

UNIDENTIFIED FEMALE:

22

MS. BARKER:

23

UNIDENTIFIED FEMALE:

24

(Music playing.)

25

ROBERT SHEMIN:
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1

back.

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

4

UNIDENTIFIED MALE:

5

MS. BARKER:

6

ROBERT SHEMIN:

What up?

How are y’all doing?
Awesome.

Hot.
Good, good, good.

Hey,

7

before we get started officially in just a minute, any

8

questions about anything?

9

are you thinking about?

10
11

Anything on your mind, what
Yes (inaudible).

UNIDENTIFIED MALE:

ROBERT SHEMIN:

13

UNIDENTIFIED MALE:

14

have a credit card or --

15

ROBERT SHEMIN:

ANDRE:

Yes?
Does it require you to

You can use a debit card or

As long as it has a Visa or

Mastercard logo --

19
20

The

credit card.

17
18

Quick question.

CreditNav --

12

16

Welcome.

ROBERT SHEMIN:

Yeah, debit or credit.

How’s that?

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

23

help you out.

24

computer back there?

25

need to.

I’ll have them try this.

Yeah.

You can have them

If you go back there -- you got a
You can help them out if they

Any other questions?
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1

are better at the mechanical stuff on CreditNav.

2

did it myself.

3

today because, if not, tomorrow will be too late.

4

Correct?

5

It’s a great thing.

I

Definitely apply

And there’s no risk to apply.

It’s $1.

6

Right?

But I don’t know if you told them, Andre.

7

When you get -- if you get approved like I did, four

8

or five months later they offer you the same amount

9

again about

-- at zero --

10

ANDRE:

11

ROBERT SHEMIN:

12

you go.

13

officially?

Zero.
Yeah.

It’s amazing.

Any other questions before we get started
Welcome back.

How was your lunch?

14

UNIDENTIFIED FEMALE:

15

MS. BARKER:

16

ROBERT SHEMIN:

Good.

Fast.
What were y’all thinking

17

about?

18

How many of your heads were -- what’s that?

19

UNIDENTIFIED MALE:

20

ROBERT SHEMIN:

21

deals.

22

thinking?

23

There

Anybody else?

Making money.

Making money, getting some

Was your head moving, spinning,

UNIDENTIFIED FEMALE:

24

$100.

25

in my pocket, and I (inaudible).

I was thinking I lost

Because I was sitting closest here and I had $6
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1

ROBERT SHEMIN:

Interesting little exercise.

2

And, you know, that’s a little exercise but if it’s a

3

$100,000 house or $400,000 property, that’s the

4

opportunity cost that every day where we don’t do it,

5

it costs you money.

6

okay.

But go easy on yourself.

Right?

7

UNIDENTIFIED FEMALE:

8

ROBERT SHEMIN:

9

a good lesson.

it too complicated.

11

action.

12

the way you put it.

13

16

But that’s how -- yeah, it’s

Right?

(Inaudible)?

It’s all about taking

You snooze, you lose.

Any other questions?
there’s no questions.

15

(Inaudible).

And (inaudible) wonder if I’m making

10

14

You’re

Yes?

I like

I get nervous when

(Inaudible).

UNIDENTIFIED FEMALE:

When you’re starting

off and you don’t have any (inaudible).

17

ROBERT SHEMIN:

Okay.

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

(Inaudible).

Again, Jasmine, great

20

question.

If you don’t have money to pay all these

21

people -- remember we talked about it?

22

these people pretty much get paid?

23

they get paid.

24

commission at closing.

25

closing.

Guess when all

When you close,

Real estate agent gets their
Title lawyer gets paid at

Mortgage person gets paid at closing.
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1

Correct?

2

you’re writing checks for everybody.

3

paid.

4
5

So it’s not like you have a salary and

Does that help?
UNIDENTIFIED FEMALE:

contractors?

6

They all get

What about

So --

ROBERT SHEMIN:

Well, again, contractors are

7

going to get paid after closing, after you got the

8

money to pay them from your lender or money partners.

9

Again, nothing is happening until it’s closed.

10

After you close, you have money to pay your

11

contractors.

12

the place fixed generally.

13

sense?

14
15
16

The lenders will lend you money to get
I (inaudible) there.

UNIDENTIFIED FEMALE:

Make

Well, every

contractor -ROBERT SHEMIN:

17

understand.

18

give you a bid for free?

Again, but you don’t -- I

But a contractor -- are they going to

19

AUDIENCE:

20

ROBERT SHEMIN:

21

Right?

Say yes.

Yes.
When does the contractor --

when do they start working?

After you close.

22

UNIDENTIFIED FEMALE:

23

ROBERT SHEMIN:

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

these people aren’t on salary, they’re not on payroll.

2

They’re getting paid at closing or after closing

3

generally when you’ve got the money, if you’re going

4

to buy, fix and sell it or buy and rent it.

5

make sense?

6
7

UNIDENTIFIED FEMALE:

So what are you

risking (inaudible)?

8
9

Does that

ROBERT SHEMIN:

Again, if you don’t have any

money or credit or want to make cash, wholesaling

10

could be an option.

But it doesn’t matter because I’m

11

going to show you 11 ways to find money.

12

ways?

13

AUDIENCE:

14

ROBERT SHEMIN:

How many

Eleven.
And you can use any of those

15

ways to buy, fix and sell; buy and rent, and I’ll go

16

through the specifics and logistics of those.

17

good?

18

Sound

So whether you have access to $5 million or

19

zero, it really doesn’t matter that much to me.

20

mean, as long as you’ve got $500 in your checking

21

account, life’s a little easier, you know.

22

But I started with no money or no credit.

23

in the room can do any of this if you want to, and

24

I’ll show you exactly how in just a couple of minutes.

25

Sound good?
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1
2

There you go.
so long,

3
4

Question.

Thanks for waiting

.
MS. BARKER:

So you said that you had people

that will do your calls for you.

5

ROBERT SHEMIN:

6

MS. BARKER:

Correct.

How do I either find those

7

people if I haven’t done -- if I haven’t closed

8

anything before or how much slower am I going to go

9

just doing it myself?

10

ROBERT SHEMIN:

Again, you can do it either

11

way.

12

It just depends on what kind of business you want to

13

have.

14

and I show you a script and you go to some people and

15

say, hey, make -- you know, make a couple calls a

16

couple hours over the week, and if we close something

17

I’ll give you $500 to $1,500 depending on what kind of

18

deals you’re doing.

19

people do that?

20

stuff all the time.

21

Make sense?

22

You can do it yourself or get people to do it.

Correct?

But once you all learn how to do this

Does that make sense?

Would

Probably, because people do that
It’s pretty much that simple.

A lot of people think they have to do

23

something and sell to get other people to do it.

24

not really true.

25

instance, I know how to clean toilets and change oil.

Everything is in your head.
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1

I did that when I was younger.

2

that anymore.

3

me?

I don’t want to do

Can I get somebody else to do that for

Yes?

4

And, again, in about 40 minutes I’ll show

5

you a sheet and we’ll show you exactly how to plan

6

that out.

Sound good?

7

MS. BARKER:

8

ROBERT SHEMIN:

9

worked before?

Yeah.
What -- where have you

By the way, the owners don’t clean;

10

they don’t do the phone calls; they don’t do the

11

bookkeeping.

12

It’s a big shift for some people because most of us

13

are trained to do what?

You’ve got to have a CEO mentality.

14

AUDIENCE:

Work.

15

ROBERT SHEMIN:

Be employees.

Correct?

Who

16

here had multi-millionaire entrepreneurial parents

17

that said, listen, don’t ever work for anybody else.

18

The only reason you’re going to go to university --

19

how many of y’all went to university?

20

on, I went to university of some sort.

21

reason you go to university is to learn how to

22

socialize with people you’re going to hire.

23

that all you do is own assets, whether they’re real

24

estate, stock market or starting your own business

25

because, you know, you’ll be wealthy.
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1

Make sure you enjoy your free time, right?

2

And don’t spend your time doing frivolous things.

3

get other people to do it.

4

control assets.

5

Don’t ever trade your hours for dollars.

6

we get wealthy.

7

You

And you want to own and

Don’t ever work for anybody else.
That’s how

Did anybody have those parents?

Huh?

Did

8

anyone have those teachers?

My parents and my

9

teachers -- and they were great people, doing the best

10

they could

-- here’s what they taught me, especially

11

my family.

I come from a very humble background.

12

many of y’all know what I’m talking about?

13

on a farm.

14

16 hours, eight hours before lunch and eight hours

15

after lunch.

16

I grew up

We worked -- my grandmother said we worked

How many of y’all have ever done that.

We worked really hard and we never made any

17

money.

18

we

19

was just work, work, work.

20

How

Now, we had plenty to eat from the farm, but

-- they never made any money from the farm.

Here’s how I was brought up.

My parents

21

said go to school, suffer.

22

suffer some more.

If you don’t like school,

23

work, keep working.

24

working; suffer some more.

25

when you’re 65 or 70 or 75 you can retire.

Then go to work.
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1

get a little Social Security, a little pension.

2

can have fun for a year or two and then you die.

3

And that was our -- my family’s plan.

You

How

4

many of y’all know what I’m talking about?

5

true plan?

6

My parents were not -- that’s how they were brought

7

up.

8

taught me that if you spent money, you’ll lose it.

9

They taught me never borrow money; that borrowing

10

Again, whatever you think you’re right.

Depression era, all that stuff.

My parents

money is evil, it’s wrong, don’t do it.

11

Are they correct?

12

UNIDENTIFIED MALE:

13

ROBERT SHEMIN:

14

UNIDENTIFIED MALE:

15

Is that a

Correct?

No.

Huh?
Depends on how you use

it.

16

ROBERT SHEMIN:

Exactly.

17

bad.

It’s how you use it.

18

it to make money and do good things.

Not all debt is

That’s integral if you use
It’s great.

19

So does that answer your question,

20

MS. BARKER:

21

ROBERT SHEMIN:

22

get started.

23

on your mind?

Yeah.
Yeah?

One more before we

I like these questions.

Anything else

24

[HVAC noise starts.]

25

Are y’all learning a few things?
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1

AUDIENCE:

Yes.

2

ROBERT SHEMIN:

Is this helping?

Now what

3

we’re going to do is kind of show you some more ways

4

to find deals; more ways to fund; go through real

5

examples, something that will make more sense.

6

you hear me okay?

7

Can

Great.

So give me just a second.

I’ve got to lock

8

in with some questions.

And what I want to do right

9

now is -- give me one quick second here and you can

10

hold (inaudible) started.

11

you is show you some articles for you.

12

to set your goals with Andre and Nicole.

13

goals for you in real estate investing, wherever

14

you’re from.

15

So what I want to do for
You’re going
Here are our

You’ve done some real estate.

Number one, we want you to do real estate

16

investing, replace or double your current income part-

17

time from real estate within 12 months.

18

y’all would like that?

19

crazy and not doable?

20

right.

21

How many of

How many of y’all think that’s
Whatever you think, you’re

You can, you can’t.
Number two is be free of all consumer debt

22

within 12 months if you have some.

23

debt.

24

personal use; credit card for personal use.

25

consumer debt.

What’s consumer debt?

I have no consumer

Car lease that’s for

My only debt is for business.
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1

that make sense?

2

Now, the next thing is step two.

Have the

3

ability to access an extra $200,000 of (inaudible)

4

cash.

5

the side for real estate.

6

write it down.

7

nine -- how many?

That’s like a little safety account set off to
Part of this is (inaudible)

And this is key.

8

AUDIENCE:

9

ROBERT SHEMIN:

Develop seven to

Seven to nine.
-- sources of income from

10

real estate investing within 36 months -- again, this

11

is part-time -- and be financially independent and

12

ready for retirement.

13

possible?

How many of y’all think that’s

14

UNIDENTIFIED FEMALE:

15

ROBERT SHEMIN:

Yeah.

How many of y’all think it’s

16

impossible?

How many of y’all (inaudible).

17

most people say, it’s going to take how long?

18

years, 50 years.

19

tell you this.

20

everybody’s results are different -- I had a mentor.

21

He was financially independent and it took me about

22

three years.

23

because I was still (inaudible).

24

year, I pretty much did retire off of real estate

25

income.

Thanks for saying that.

What do
Thirty

And I will

Most people won’t do it -- and

Remember, the first year I did nothing
And by the third

And we’re going to show you exactly how to do
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1

that in just a minute.

2

Okay?

Here are the three things.

3

us to teach you.

4

open-minded.

5

One, you allow

How many of y’all will allow us?

That’s all we ask.

Number two, if we show you strategies that

6

work, will you follow our directions?

7

And, number three, if we (inaudible) that builds

8

(inaudible) are we making it your future?

9

step forward and become a leader?

10

Be

Now, I did.

Will you

Because it will be

like (inaudible) and create a legacy for your family.

11

Again, what if your grandmother left you 4

12

buildings or 10 buildings.

13

shopping center or apartment building.

14

the chance to do that for yourselves and your family

15

where your cause is worth (inaudible) if you actually

16

do it.

17

Correct?

Or a small

Now, everybody draw a circle.

Y’all have

Before we get

18

into the real estate stuff, just use your mind and

19

we’ll wrap it up.

20

(inaudible).

21

you get paid.

22

income, your family’s wealth, is earned income?

23

Correct?

24
25

Draw a little pie, a little

Earned income.

That’s when you work,

No worky, no pay.

What percent of your

Number two, what’s passive residual income?
That’s when you do something one time -- how many
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1

times --

2

AUDIENCE:

One.

3

ROBERT SHEMIN:

And you get paid on it for a

4

very long time.

You got it forever.

You write a

5

song.

6

property; oil wells; gas wells.

7

dividends.

8

of your income right now is passive, residual income?

I write books, I get royalties; rental

9

Correct?

That’s where you want to be.

Number three, portfolio income.

Stock
What percent

That’s

10

where your money makes money.

Even CEOs, doctors,

11

surgeons, how do they become wealthy?

12

income and buy assets.

13

you just to think about wealth before we get into

14

this.

15

family’s financial future is; whether you’ll be

16

financially free or not.

17

that question is?

They take their

So I want to challenge all of

I can ask one question and find out how your

18

Would you like to know what

How many assets do you or your family own or

19

control?

Only three types of assets you can own or

20

control.

One is (inaudible).

21

million in stocks or bonds or crypto or gold in an

22

account, you’re doing pretty good.

23

So if you’ve got $5

Number two is real estate.

Most people just

24

own their own home.

25

that works out for when I get three, four, five or six
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1

of those, correct?

2

Number three is starting your own business.

3

Very simple.

So I start a company.

Let’s say

4

(inaudible) and Larissa and I -- did I say it right?

5

Lasera, sorry.

6

business, computer programming, crypto-currency,

7

offering services, restaurants, stores, and we create

8

a company.

9

percent of the stock and gives us 5 percent because we

Lasera and I, we want to start a

And Lasera starts it and she owns 90

10

have an interest.

11

revenue.

12

worth?

Has no money, no income, no

What’s the stock worth?

What’s the stock

Pretty much nothing.

13

Then we go out and raise some money.

14

Somebody funds $100,000 or there’s some seed capital

15

and she owns a store, gets online, starts generating

16

revenue, customers; the business takes off; starts

17

hiring people and paying them just enough to keep them

18

interested.

19

growing, market share is growing.

20

company is selling $2 billion a year, making a couple

21

hundred grand.

22

dollars.

23

Revenues are growing, business is
All of a sudden the

Now what’s the stock worth?

Then it goes to $10 million.

A million

Who owns all

24

the stock?

And then after 4 years, 5 years, 10 years,

25

she just sells the stock for $8 million, borrows

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

EX 11, p. 298

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 300 of 452
299
1

against it or just retires.

2

happens to all the other people that were working?

3

Employees.

4

will pay you just enough to keep you interested.

5

Correct?

And what

They don’t have any stock.

Correct?

So three ways to get wealthy.

They

One, stock

6

portfolio, savings; two, real estate; or, three, start

7

your own business.

8

Tarek and I and most of us do?

9

business to sell it.

10

Guess how many ways Christina and
All three.

Build your

(Inaudible) whether it’s real

estate, rehabs or rentals.

11

So after I got started, what kind of a

12

(inaudible) 100 percent of earned income.

13

if you can’t work for six months or a year, whether

14

it’s your own business, somebody else’s, what happens

15

to the income?

16

God forbid

That’s very risky, folks.

Number two, right now about 80 percent

17

(inaudible) almost 99 percent of (inaudible) passive,

18

residual (inaudible).

19

checks keep coming in; the royalty checks keep coming

20

in.

Whether I work or not, the rent

That’s where we -- if you want.

21

It’s up to you.

On number three, about 20 percent

22

(inaudible) portfolio account (inaudible) 20

23

percent.

24

for those.

25

So (inaudible).

You’ve got to (inaudible)

So at age 65, 2 percent are wealthy.
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1

that so low?

Anybody?

People aren’t educated about

2

money.

3

working; 60 percent are (inaudible) and over half are

4

dependent on family and friends for (inaudible).

Six percent are independent; 29 percent are

5

So what I’m going to do the next two days,

6

we’re going to spend 30 to 50 percent of our time on

7

how to find deals and how to find money.

8

And go through real deals.

9

Sound good?

What we’re going to do right now is

10

introduce you to one of the ways to fund deals.

11

one or two.

Pick

How many?

12

AUDIENCE:

One or two.

13

ROBERT SHEMIN:

Become an expert in it.

You

14

can’t pick all 11.

The -- of the 30, 40, 50 ways,

15

we’ll give you five deals these three days.

Okay?

16

Pick one or two.

What’s

17

that?

18

actions up here.

19

down.

20

Sunday we’re going to give you a book on how to fund

21

deals with a lot of this stuff.

Don’t overwhelm yourself.

No, we’re not following the rule.

(Inaudible)

So you need to write everything

I believe this section is not (inaudible)

22

UNIDENTIFIED FEMALE:

23

ROBERT SHEMIN:

24

UNIDENTIFIED FEMALE:

25

ROBERT SHEMIN:
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1

UNIDENTIFIED FEMALE:

2

ROBERT SHEMIN:

3

start your own business.

4

real estate.

5

portfolio income, like stocks, bonds, gold, whatever

6

you’re into.

One -- that’s the third one,
Two, working (inaudible)

That’s what we mainly do.

And one is a

Does that make sense?

7

UNIDENTIFIED FEMALE:

8

ROBERT SHEMIN:

9

(Inaudible).

(Inaudible).

Create wealth.

assets do you own or control?

Correct?

How many
What you’ve

10

got to (inaudible) own and control more assets.

11

Whether it’s your money or somebody else’s money.

12

you’re in control (inaudible).

13

question?

14

All right.

If

Does that answer your

So we’re going to introduce you

15

to wholesaling.

Number one, you find a good deal, you

16

put it under contract.

17

sell.

Whatever you have, you can

Make sense?

18

[HVAC noise ends.]

19

In just a few minutes I’m going to go into

20

great detail about wholesaling and start to introduce

21

you to the concept.

22

for the title lawyer.

23

understands wholesaling, takes that money, pays the

24

original seller and you make the difference.

25

have to have a lot of money to wholesale?

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

The buyer (inaudible) the money
The title lawyer, who

No.

Do you
Are

EX 11, p. 301

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 303 of 452
302
1

you buying the property?

2

money?

3

contract and sell it before you have to close on it.

No.

4

No.

Do you own it?

Are you borrowing
No.

You put it under

I’ll go into great detail in just a few

5

minutes so just hold that thought.

Who in the room

6

besides me has ever wholesaled some real estate?

7

have?

8

way, 80/90 percent of investors don’t know what it is;

9

have never done it.

Not that you want to, that you will?

You

By the

So just by you being here in the

10

right place, you’ll get pretty powerful on how to do

11

this in just a couple minutes.

12

(Inaudible).

13

AUDIENCE:

14

ROBERT SHEMIN:

Does anybody ever use it?

No.
Win, win, win.

In a minute

15

we’ll go through step by step how to do it.

16

three, I was taught by my mentor, he never went to a

17

bank.

18

Journal said he was worth about $300 million.

19

met him in about ‘94, he was worth about 30 to 50

20

million.

21

as far as I know.

22
23

Number

When he passed away, the National Business

Let me say that again.

When I

He never (inaudible)

Who taught you how to be able to buy real
estate?

Anybody?

Who taught you?

24

UNIDENTIFIED MALE:

25

ROBERT SHEMIN:
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1

you.

I appreciate that.

But before today.

2

taught you how to buy real estate?

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

Who

Parents.

Family, friends, maybe a

5

teacher, maybe a real estate agent or maybe a mortgage

6

broker.

7

real estate?

Correct?

And how is everybody taught to buy

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

Bank.

You go pick a house, you go

10

down to the bank and if you have good credit and

11

deposit, you get a house.

12

credit or a deposit, you don’t get a house.

And if you don’t have good

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

15

UNIDENTIFIED MALE:

16
17

Huh?

ROBERT SHEMIN:

Yeah.

that’s how most people do it.

19

preapproved.

21
22

(Inaudible) go look for

houses.

18

20

(Inaudible).

UNIDENTIFIED MALE:

Or I like the way -They don’t get

You want private

(inaudible).
ROBERT SHEMIN:

Correct?

We’ll get into

23

that into selling, the wholesaling section, that will

24

help everybody.

25

house, then go get a loan and realize they don’t get

But, anyway, they go and pick a

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

EX 11, p. 303

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 305 of 452
304
1

qualified, which is completely insane.

2

Correct?

So my mentor taught me to use money

3

partners.

He said, whatever you don’t have, find

4

someone that has it.

5

for one minute.

6

was the first 29 years of my life, focus on what they

7

don’t have and what they don’t like.

Now, let’s talk about success

Unsuccessful people like I certainly

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

Correct?

Yeah.

Normal.

How many of y’all

10

have already this morning decided in your head there’s

11

something you don’t like.

12

don’t like or agree with it.

13

best thing.

14

Normal.

Maybe I said something you
You don’t think it’s the

It’s called resistance.

They’ve done study after study, the most

15

successful people find what resource they have and how

16

best to us it.

17

what do they do?

And if they don’t have a resource,

18

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

Make one.

They create it, find a way

20

to do it.

So if you (inaudible) worth coming the

21

whole three days.

22

your mind said the word, well, I can’t hire people; I

23

can’t raise money; I can’t do that?

24

“can’t” out of your vocabulary and ask this:

25

I find the money; how can I find the deal; how can I

How many of y’all have already in
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1

make it work?

2

Correct?

How can I build the team.

When you ask the question differently,

3

everything changes.

4

three books ago.

5

I don’t remember the title.

6

I actually wrote a book on that

It was called the Magical Question.
Somebody Google it.

Anyway, money partners.

So in a minute I’m

7

going to show you how to find money partners.

8

Successful people make decisions quickly.

9

lot of money out there looking for money.

10

There’s a

Now, I’m going to give you a couple hints.

11

I’ve actually -- who in here would like to do a bigger

12

deal?

13

Let me see your hands.

14

Three of you.

15

Who in here would like to do a bigger deal?
If not, we won’t do it.

We’re going to do small ones, too.

So I finance big commercial deals off

16

LinkedIn, L-i-n-k-e-d-i-n.

17

heard of LinkedIn?

How many of y’all have

18

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

20

Okay.

Oh, yeah.

Go to LinkedIn tonight.

When?

21

AUDIENCE:

Tonight.

22

ROBERT SHEMIN:

Take five minutes and type

23

in real estate financing, investor financing, hotel

24

financing, apartment financing, rehab financing, Fort

25

Myers, Naples, Tampa, Chicago, Medellin, Columbia,
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1

Paris, and guess what will come up?

2

that have lots of money, funds, groups, companies --

3

not banks -- that are looking to put money and do

4

deals.

5

Lots of people

And on LinkedIn they’re real people.

I love

6

Facebook.

When I’m on Facebook and give some award

7

winning, life-changing business advice, I get three

8

likes and one comment.

9

going poo-poo, I get like 89 likes and 19 comments.

When I put a picture of my cat

10

Know what I’m talking about?

11

UNIDENTIFIED MALE:

12

UNIDENTIFIED FEMALE:

13

ROBERT SHEMIN:

Yes.

A picture of my sister or

14

something.

15

The average real estate investor on LinkedIn has a

16

income of $190,000.

17

LinkedIn.

18

ones.

19

Whatever.

Yeah.

LinkedIn is business people.

We’ve actually funded deals off

Who else has done that?

Little ones, big

I’m not kidding.
Now, so money partners.

We’ll show you

20

exactly how to do that.

Number four, create a note

21

and sell it.

22

this.

23

Let me guess.

24

in the mail.

25

place; we just sold your servicing of your note.

I don’t know why more realtors don’t do

So who has ever bought a house and got a loan?
Thirty-nine days later you got a letter
Please send your payment over this
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1

Billions of billions of dollars of notes are bought

2

and sold every minute.

3

now looking to buy notes.

4

A lot of money out there right

So you can type in tonight, Google it, note

5

buyers, Fort Myers; note buyers, Tampa; note buyers,

6

Naples.

7

can ask them, what do you like to buy when you’re

8

going to sell the deal?

9

rehab that won’t sell very well because people don’t

And people come up that buy notes.

And you

So if you have a house or

10

have great credit, you can ask the note buyer, what do

11

they want?

12

deposit; we’ll create a note of $350,000 at 30 years.

13

Instead of the bank rate of 5 percent, we’ll do 6.4.

14

Remember, these people don’t have great credit.

15

they’re self-employed.

16

They say, listen, we want a 10 percent

Maybe

And they’ll say we’ll create the note for

17

300 and some thousand and we’ll buy it from you at

18

closing for 280.

19

get a higher yield.

20

relax.

21

create notes and sell them at closing.

We’ll take a little discount so we
If you don’t understand this,

It’s a very advanced technique.

22

AUDIENCE:

23

ROBERT SHEMIN:

24

needs.

25

normally buy.

So you can
When?

Closing.
So you satisfy all your

The buyer gets the house they couldn’t
The note buyer gets the note they can
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1

(inaudible) again.

2

investors don’t know about this.

3

introduce it to you.

4

And, again, 99 percent of

Number six -- five.

I just wanted to

You can’t go to a bank

5

or mortgage company.

6

mortgage company, real estate lending?

7

of?

8

loans under federal guidelines, not a problem.

9

it’s probably five.

No.

Anybody here work for a bank or
Anybody?

Kind

So before the crash, you needed 10 investor
Now

So if you have pretty good

10

credit, you can buy an investor loan from a nice bank.

11

Right?

12

takes time.

13

But you have to personally guarantee it and it

Why would my mentor, who had lots of money

14

and great credit, never get a bank loan?

15

know?

16

last sentence.

By the way, I just told you the answer in the

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

19

Anybody

Too much time.

It takes too much time.

And?

20

UNIDENTIFIED FEMALE:

21

ROBERT SHEMIN:

(Inaudible).

You have to personally

22

guarantee it.

Because why would I do that when I can

23

get a hard money lender, a private lender, owner

24

financing, where I don’t have to personally guarantee

25

just in case the market crashes, and they’re pretty
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1

quick.

They work with investors.

2

sometimes.

3

friends?

4

Would you agree?

Banks can be slow

Right, my realtor

How many closings -- we’ll have them

5

preapproved in 20 days and it takes 42.

6

can lose deals, whatever.

7

banks.

8

have to if you don’t want to.

9

have choices.

You

I’m not saying don’t go to

I’ve gone to banks.

I’m just saying you don’t
Write this down.

I

I have what?

10

AUDIENCE:

11

ROBERT SHEMIN:

12

real estate I do.

13

Correct?

14

Correct?

Choices.
I have choices on the title

I have choices on how I fund them.

Now, I’m just throwing these out and then

15

we’ll go into them specifically.

16

seller/owner financing.

17

financing on the deal?

18

Let’s say my friend, Melanie, is really smart, which I

19

think she is.

20

lot of money in her day.

21

Right?

22

a little bit.

23

Number eight -- six,

Who here’s got seller/owner
So we’ll make (inaudible).

And Melanie is loaded.

She’s made a

Look at her, you can tell.

You don’t mind, Melanie?

Just playing around

So Melanie sells one of her houses she

24

bought 14 years ago for 80 grand and she sold it for

25

300.

She made a lot of money; she’s happy.
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1

is kind of tired.

She doesn’t want to work so hard.

2

What’s your (inaudible) Melanie?

3

do for fun?

You got to do something for fun.

4

MELANIE:

5

ROBERT SHEMIN:

6

MELANIE:

7

ROBERT SHEMIN:

8

crafts.

What do you like to
No fun?

Crafts.
Who?

Cutting crafts.
Crafts.

She likes to make

Do you like to scrapbook?

9

MELANIE:

10

Yes.

ROBERT SHEMIN:

Great.

So Melanie decides

11

I’ve got plenty of money, I’m not going to worry about

12

it; I’m just going to sit here and make crafts and

13

scrapbook and paint, do things, go to -- whatever

14

you’re into.

15

Right?

And she sells her house for 300 grand and

16

she just puts some money in the bank like a lot of

17

people.

18

it in a checking account or savings account or CD?

Correct?

And what does the bank pay to put

19

UNIDENTIFIED MALE:

20

ROBERT SHEMIN:

Good answer.

21

about .5 percent, .9 percent.

22

do with that money that day?

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

investors.

You’re right.
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1

her a car loan at 6 percent.

2

card loan at 18 percent.

3

for 25 years at 5 percent, whatever.

4

that money cost them?

5

checking.

6

pay them to hold your money, or they give you the 1

7

percent.

8
9

They give her a credit

They give her a home loan
But what did

Here’s my favorite, free

You give your money to them for free or you

So Melanie has figured this out.

They take

my money that I put in the bank because I sold my

10

house and they do a loan to somebody else secured by

11

the house.

12

loan, what does the bank get?

Correct?

And if they don’t pay on the

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

15

A house.

The house.

Are they pretty

safe?

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

Mm-hmm.

Right?

So Melanie says,

18

instead of me making 1 percent or nothing putting my

19

money in the bank, I’ll be the lender.

20

what?

21

AUDIENCE:

22

ROBERT SHEMIN:

23

this.

24

bank hires.

25

percent.

I’ll be the

Lender.
Everybody got to understand

She hires the same lawyer, title company, the
They give her a loan at 25 years at 5.5

Who draws up all the paperwork when you buy
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1

a house or make a loan?

2

UNIDENTIFIED FEMALE:

3

ROBERT SHEMIN:

(Inaudible).

Title company, lawyer.

Who

4

protects the bank from Melanie or you when you buy or

5

sell the house or loan on it?

6

Just like for the bank.

7

And if the person doesn’t pay her, what does she get

8

back?

9

ROBERT SHEMIN:

Correct?

And now she makes the money.

UNIDENTIFIED FEMALE:

10

Title lawyer.

(Inaudible).

She does it again.

11

called owner/seller financing.

12

tonight, if you want -- we can actually do it right

13

now if you’d like -- we can go to Craigslist, we can

14

go to Google, we can go to any website with real

15

estate and type in owner/seller financing.

16

of people will come up and say I’ll not only sell you

17

my house, but I’ll finance it.

18

a little motivated?

19

they’ll make you personally guarantee it.

20

that’s for a small down payment, 5, 10, 15, 20

21

percent.

22

bank where you have perfect credit, perfect

23

everything.

24
25

Correct?

That’s

Now,

And pages

Might some of them be

And they’re not a bank.

Usually

Sometimes

And they don’t really care so much like a

It’s all across the board.

So what’s another way you can finance
deals?
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1

UNIDENTIFIED FEMALE:

2

ROBERT SHEMIN:

(Inaudible).

Seller/owner financing.

3

Sound good?

Just ways of financing.

4

great detail in just a little bit.

5

Now, what’s gap funding?

We’ll go into

Everybody write

6

this down.

This is how I do a lot of my deals, and

7

I’ll show you these tomorrow morning specifically.

8

mentioned it earlier.

9

money lender, you’re going to buy a house.

We

Let’s say the bank or the hard

10

give me a price range.

11

you like to buy, fix and sell.

12

UNIDENTIFIED FEMALE:

13

ROBERT SHEMIN:

Somebody

What kind of price range do
Somebody?
A hundred and 50.

Hundred and 50.

Okay.

14

you want to buy it, fix and sell it for 150.

15

good?

So

Sound

Is that what you’ll sell it for, fixed up?

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

Okay.

Two twenty-five.
So he’s going to buy

18

it for 150 and maybe spend like 10,000, paint it up a

19

little bit, cleaning it.

20

write this down.

21

10,000.

22

225.

23

Is that fair?

So everybody

He buys it for 150, repairs around

That’s 160.

And he’s going to sell it for

Write it down.
Now, you’ve got to know your local closing

24

costs.

You call any realtor; we have software I’ll

25

show you tomorrow that does it; you call a title
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1

lawyer and say if I sell a house for 225, what are my

2

costs?

3

commission, 6 percent, or doesn’t charge 6 percent.

4

can sell it myself and not do a commission.

5

be 1 to 4 percent.

Well, he’s the realtor so he pays himself a

6

It could

Is that about right for the closing, the

7

filing, the title insurance?

8

tomorrow.

9

costs.

We’ll go over that

But you’ve got to know your local closing

What do you have to know?

10

AUDIENCE:

11

ROBERT SHEMIN:

12

I

Closing costs.
It’s a phone call.

It’s a

what?

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

Phone call.

So if he sells it for 225

15

and he has 160 -- and I’m just going off rough numbers

16

-- he’s going to make about $65,000 plus some closing

17

and holding costs.

18

Correct?

Now, he goes to a lender, the bank, and the

19

bank says, well, we’ll loan you 80 percent of what

20

you’re buying it for.

21

120.

22

fix it.

23

money?

Eighty percent of 150 is about

So now he needs a $30,000 down payment and 10 to
That’s 40.

Who’s putting up most of the

24

UNIDENTIFIED MALE:

25

ROBERT SHEMIN:
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1

money lenders.

Every deal is different.

2

average (inaudible).

3

Robert swore this is what I’m going to get on my deal.

4

Every deal is different.

5

rates change, down payments change.

6

deal where they gave me 90 percent of the purchase

7

price -- that’d be 90 percent of 150, would be about

8

140.

9

me 70 percent of the repair price, 7,000, but I was

Don’t call the lender and say

Is that about right?

It’s their money.

short about, you know, 25 grand

11

down.

12

what?

13

AUDIENCE:

14

ROBERT SHEMIN:

15

and put it in an investment house.

16

money.

Do not take your last $100
You need extra

What do you need?
AUDIENCE:

18

ROBERT SHEMIN:

it.

You always need a

Reserve.

17

20

And they give

-- plus write this

You always need a reserve.

relax.

Interest

But I just did a

Whatever.

10

19

This is

Extra money.

Everybody breathe.

I use money partners.

21

AUDIENCE:

22

ROBERT SHEMIN:

And if you don’t have it,
Relax.

Don’t overthink

I use what?

Money partners.
They have a reserve.

So

23

whatever you don’t have, they’ll have.

So now we need

24

that 20, 30 grand, the gap, to get the loan and make

25

the 65 grand.

Where’s that 30 grand coming?

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

Some of

EX 11, p. 315

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 317 of 452
316
1

you may have it in your checking accounts.

2

use your own money.

3

that has it.

4

estate.

5

the what?

Some of you may have a friend

You can get them secured by the real

They’re making up the gap.

6

AUDIENCE:

7

ROBERT SHEMIN:

8

lenders.

9

out there.

You can

They’re making up

Gap.
The gap.

They’re called gap

There’s actually professional gap lenders
That’s what they’re called, gap lenders,

10

who will loan you the difference in exchange for a

11

nice interest rate or a portion of the profits.

12

But write this down.

Eighty percent is

13

better than zero.

14

zero.

15

the deal so you have no money in it?

Right?

Seventy percent is better than

So is it okay to give up 30 percent of

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

But a lot of you

18

(inaudible).

19

real deals today and tomorrow where we’ll structure

20

those.

21

Correct?

Yes.

Credit.

And we’re going to go through

Credit.

You can use credit.

Now,

22

you’re going to be shocked at this.

23

did not have a credit card until I was 29 years old.

24

Until I was how old?

25

UNIDENTIFIED MALE:
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1

ROBERT SHEMIN:

My parents told me to never

2

borrow money.

3

deal, and it was worth 85,000.

4

probably about 1,500 to fix it; little bit of closing

5

costs.

6

I was, I went down to the bank and she typed my Social

7

Security number, which I just gave you earlier, XXX-

8

XX-XXXX.

9

so I’m 15, 16 -- I was a homeless teenager.

10

When I was -- turned 29, I got my first
It was 42 to buy it,

I got it from HUD, H-U-D.

And the genius that

And after the bank -- the Bank of America,
I moved

out of my house when I was 14 and a half.

11

Anyway (inaudible) this is the title and my

12

Social Security number, I’m going to make my first

13

real estate loan.

And guess what she said?

14

UNIDENTIFIED FEMALE:

15

UNIDENTIFIED MALE:

16
17

(Inaudible).
You can’t do it.

No

credit.
ROBERT SHEMIN:

That would have been nice.

18

Don’t qualify, no credit.

She said, you don’t exist.

19

What’s worse than bad credit?

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

No credit.

I had no credit file.

My

22

parents taught me, hey, if you can’t pay for it, you

23

don’t get it.

24

many were brought up that way?

25

cash, we’re not buying.

We don’t borrow money around here.
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1

So the genius that I was, I applied for

2

credit.

She said, you don’t exist.

3

can I start building my credit.

4

folks.

It’s a process.

I said, well, how

Write this down,

It’s a what?

5

AUDIENCE:

Process.

6

ROBERT SHEMIN:

Start the process.

You

7

already started today.

8

couple minutes on this and then -- this helped me out.

9

Y’all learning some stuff?

10

So I want to spend just a

Very important to

understand about money.

11

So I -- she said, I can give you a secured

12

credit card.

If you give me $250, I’ll give you a

13

credit card secured by your $250 sitting in our bank.

14

So my first credit card was a $250 secured credit

15

card.

But it’s a process.

16

AUDIENCE:

17

ROBERT SHEMIN:

It’s a what?

Process.
I know you want everything

18

today.

So I got my first credit card.

I opened a

19

little bit of credit.

20

months, my first credit card was $1,500 at like 29

21

percent interest.

22

paint and wood on it, and I paid it off in a month or

23

two.

And then in six months, eight

I went down to Home Depot, put some

And guess what happened to my credit?

24

UNIDENTIFIED FEMALE:

25

ROBERT SHEMIN:
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1

did it again and again.

2

rational people that make economic decisions?

3

many of y’all are motivated by fear, doubt,

4

insecurities and a make completely irrational,

5

uneconomic decisions?

6

investor if you don’t make economic, rational

7

decisions.

8
9

Now, how many of y’all are
How

Very hard to be a successful

No emotion.

Correct?

Now, look how many credit cards I have now.
Now, we’re almost done here.

There’s 1, 2, 3, 4, 5,

10

6, 7, 8, 9, 10, 11, 12, 13, 14, 15, 16, 17, 18, 19,

11

20, 21, 22, 23, 24, 25.

12

These are metal ones.

13

Mastercard and a no-limit American Express.

14

good ones are here.

Now, here are the good ones.
This is a no-limit black
But the

15

So how many is that now, we’re at 27?

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

That’s it?

28, United; 29, and I’ve got

18

another black card sitting here somewhere, 29, 30, 31,

19

32, 33.

20

UNIDENTIFIED FEMALE:

21

ROBERT SHEMIN:

22

One more.

About 33.

How many of y’all

think that’s crazy?

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

UNIDENTIFIED MALE:
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1
2

ROBERT SHEMIN:
answer (inaudible).

3
4

Why?

Why is it crazy?

Good

So a couple wrong answers.

UNIDENTIFIED MALE:

Because someone told me

it was.

5

ROBERT SHEMIN:

Who?

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

Parents.

Oh, if my grandparents saw

8

this they would come out of the grave and kill me.

9

No, seriously.

This was out of their consciousness.

10

Alex, why is it crazy to have this many credit cards?

11

I don’t understand until you (inaudible).

12

ALEX:

13

ROBERT SHEMIN:

14

ALEX:

15

ROBERT SHEMIN:

16

ALEX:

17

Well, I was --

I was -Good crazy or bad crazy?

I would put myself in debt with all

those credit cards.

18

ROBERT SHEMIN:

19

ALEX:

20

Huh?

What’s that?

I said, I would put myself in debt

with all those credit cards.

21

ROBERT SHEMIN:

You can’t control yourself?

22

ALEX:

23

ROBERT SHEMIN:

24

UNIDENTIFIED FEMALE:

25

ROBERT SHEMIN:

Not if I had that many credit cards.
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1

UNIDENTIFIED FEMALE:

2

ROBERT SHEMIN:
Crack.

(Inaudible).

I love it.

Thanks for your

3

help over here.

4

cars.

5

credit cards if you cannot -- no, seriously.

6

way, I don’t drink.

7

alcoholic, don’t work at a bar.

8

don’t work at Krispy Kreme.

That’s bad debt.

9

I’ve done that.

(Inaudible)

Then please do not get any

I never have.

By the

But if I was an

If you’re a diabetic,

Correct?

If you’re a sex addict, don’t work at a

10

strip bar.

I mean, that’s just basic, common sense.

11

If you can’t handle credit, please do not get any

12

credit.

Correct?

13

ALEX:

Oh, I learned to control it now --

14

ROBERT SHEMIN:

Good, good, good.

Shhh.

15

But if you can’t control credit, please don’t do any

16

of these things.

17

ALEX:

No.

(Inaudible) young.

18

ROBERT SHEMIN:

Okay.

Now, I just checked

19

my credit like y’all did with the seed capital, I have

20

an 810 credit score.

What do I have?

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

810.

810.
And I have available

23

credit, not counting the unlimited cards because you

24

can’t count those, $860,000 of credit card credit.

25

that crazy?
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1

UNIDENTIFIED FEMALE:

2

MS. BARKER:

3

ROBERT SHEMIN:

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

6

UNIDENTIFIED FEMALE:

7

ROBERT SHEMIN:

8

right now.

9

What do I use it for?
(Inaudible).

Huh?
(Inaudible).

All I’m using is $33,000

My debt ratio is like less than 1 percent.

ROBERT SHEMIN:
interesting.

12
13

For me.

UNIDENTIFIED FEMALE:

10
11

(Inaudible).

That’s fine.

That’s fine.

Oh,

(Inaudible) change here?

UNIDENTIFIED MALE:

If you have one

(inaudible)?

14

ROBERT SHEMIN:

Why not?

Just in case.

15

Because I’ve bought houses with a credit card.

16

Correct?

17

Let me say that again.
Is that crazy?

I bought houses on

18

my credit card.

19

70.

20

Yeah, there’s a little fee or whatever.

When I buy it with my credit card, I get points.

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

A house worth 100 for

What’s that?
(Inaudible).

I got a lot of points.

Again, it’s a mindset, folks.
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1

investing.

What have I used it for?

2

AUDIENCE:

Investing.

3

ROBERT SHEMIN:

I don’t put personal stuff

4

on there.

And if I do, I pay it all off in a month,

5

you know, if I go to dinner or go on a cruise, which I

6

do sometimes.

Plus, I get points.

7

AUDIENCE:

8

ROBERT SHEMIN:

9

I get what?

Points.

see your own reaction.

But you notice I did that to
It’s just debt.

Debt is debt.

10

Now, if he said I want a $1.3 million (inaudible) got

11

an $800,000 mortgage, what are you doing?

12

cool.

You got a mortgage.

A loan is a loan is a

13

loan.

That’s a bank loan.

But it’s not secured,

14

which is better than secured by a house.

15

my house.

And, number two, I get points.

16

AUDIENCE:

17

ROBERT SHEMIN:

18

Oh, that’s

I can’t lose
I get what?

Points.
How many of y’all like to

travel?

19

UNIDENTIFIED FEMALE:

20

ROBERT SHEMIN:

(Inaudible).

But the reason is I’m just

21

telling you.

I’m not telling you to go get a bunch of

22

credit cards.

23

as much (inaudible) as I humanly can.

24

question:

25

which is, like, low on most real estate, how much

But I’m a rational person.

I’ll borrow

Now, here’s the

If you know you can make 14 percent return,
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1

would an economical, rational person borrow at 8, if

2

you can make 14?

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:
Unlimited.

(Inaudible).

What’s the answer?

As much as you can.

I’ll say

5

it again.

That’s

6

what the bank does.

7

give us any more deposits; we really don’t want

8

anymore of your money.

9

every city in the world except Nashville?

They don’t say, oh, my God, don’t

What’s the biggest building in

10

UNIDENTIFIED MALE:

11

ROBERT SHEMIN:

Banks.

Banks.

Why?

12

money as much as they can get, correct?

13

$20 million deposit.

They use your
You go put a

Will they take it?

14

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

Absolutely.

And they’re going to pay you

16

1 percent.

What are they going do over the next --

17

that hour?

Loan it at 5 or 4 or 6 or 8.

18

And how much will they do that with?

19

UNIDENTIFIED MALE:

20

ROBERT SHEMIN:

21

money.

Correct?

All of it.

All banks do is wholesale

What’s the only thing banks do?

22

AUDIENCE:

Wholesale money.

23

ROBERT SHEMIN:

Wholesale money.

Make

24

sense?

Now, there are some other ways to do stuff.

25

Seller financing, we talked about that; equity in your
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1

property; retirement accounts.

2

sitting there and it’s not making you any money.

3

need to put it into use.

4

I rolled into a self-directed IRA.

5

AUDIENCE:

6

ROBERT SHEMIN:

A lot of your money is
We

So our retirement accounts,
What do I do?

(Inaudible).
I want y’all to look up

7

self-directed IRA tomorrow.

8

to give you enough to do tonight.

9

can roll any retirement funds -- some of you will

10

qualify.

11

that’s another way to do it.

Not tonight.

I’m going

Tomorrow.

And you

And you will loan yourself the money.

12

[HVAC noise starts.]

13

Now, if your money from your retirement

So

14

account is making you 20, 30, 40 percent, leave it

15

there.

16

making 4, 5, 6, 7, 8, that’s not going to make you

17

rich.

18

okay.

19

But if your money is in a retirement account

Correct?

You need to put it into use if that’s

Now, what I want to do right now is get very

20

systematic.

21

and local grants, free money.

22

free money?

23

Section 8, low to moderate income housing?

24

You have to raise your hand.

25

Oh, by the way, there’s federal, state
How many of y’all like

How many of y’all do affordable rentals,
Anybody?

So when their money (inaudible).
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1

(Inaudible) weatherization.

2

AUDIENCE:

3

ROBERT SHEMIN:

What’s it called?

Weatherization.
Every year the federal

4

government, your tax dollars, give billions of dollars

5

to cities and states to put money into weatherize,

6

reducing utility bills of low, moderate income people.

7

I’m a landlord.

8

for our tenants, because we’re nice people, and the

9

government comes out and says, oh, we have money to

Who has rental property?

So we apply

10

put a new hot water heater, new insulation, new

11

windows and new doors, and it’s a grant.

12

grant?

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

What’s a

(Inaudible).

Free money.

So I’ve got

15

hundreds of thousands -- I could say millions -- of

16

dollars of weatherization.

17

minority businesses, women business owners, there’s

18

enterprise-owned.

19

my money to certain areas.

20

loans around here.

That’s a hot thing.

21

is advanced stuff.

I just want to mention that.

22

there’s a lot of federal, state and local government

23

grants.

24

housing tax credits.

25

There’s grants for

You get tax benefits before I give
There’s some enterprise
Again, this
So

There’s historic tax credits, low-income
Anybody ever gotten those?

(No response.)
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1
2

ROBERT SHEMIN:

So there’s all

kinds of ways to fund things.

3
4

I have.

Now what I want to do is get very specific.
Get very what?

5

AUDIENCE:

Specific.

6

ROBERT SHEMIN:

This morning, quite a few

7

people asked about wholesaling.

8

we are going to buy, fix and sell and buy and hold.

9

But I’m going to start out with wholesaling.

10

So what I want to do,

Will

that be okay?

11

UNIDENTIFIED FEMALE:

12

ROBERT SHEMIN:

Yeah.

So before we go into

13

wholesaling, I’m going to give you a gift.

14

of y’all like gifts?

15

what’s your most important asset in business, what do

16

most people say for assets?

What I -- when somebody says

17

UNIDENTIFIED FEMALE:

18

ROBERT SHEMIN:

19

UNIDENTIFIED FEMALE:

20

ROBERT SHEMIN:

21

estate, their net worth.

22

assets?

(Inaudible)

Say it again?
(Inaudible).

Your house, their real
What’s another thing for

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

UNIDENTIFIED FEMALE:
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1

ROBERT SHEMIN:

Bank accounts.

Your cash,

2

your credit.

3

important assets are time; how are you spending it?

4

The next one are relationships.

5

relationships we have.

6

what’s your most important asset in life besides

7

health and good relationships?

8

you spending it?

9

I believe in business your most

What kind of

Third is money, of course.

It’s time.

How are

Relationships.

Everybody put your pens down for a second.

10

I believe your success comes from (inaudible).

11

always thought that one part (inaudible).

12

put your pens down and relax for a minute.

13

(Inaudible).

14

I’m going to get you time management and wholesaling

15

at the same time.

16

can handle it.

17

Write your questions down.

18

So

I

Everybody

We’re going to do two things at once.

Sound okay?

Y’all are smart; you

We’re going to start to go very fast.

Before we do that, I want y’all to think of

19

a person or a time, maybe it’s five years ago, 20

20

years ago, I want everyone to think about this, where

21

you met somebody.

22

you were in high school; maybe you were in

23

(inaudible).

24

let’s go here; let’s go to study there; let’s move to

25

another city, state or country; let’s go (inaudible);

Maybe you were in college; maybe

And you met someone and they said, hey,
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1

let’s get married; let’s get together.

2

a (inaudible) over here or this job or that job.

3

you didn’t sit around like you did this morning and

4

analyze it, except for you, and wonder about it.

5

just did it and went there and you got a job and met

6

the person.

7

life path has changed based off that decision.

8
9

I heard about
And

You

And you look back today and your whole

I’ve already talked to most of you and
(inaudible) city, states, countries.

Correct?

10

got children, you’ve started businesses.

11

didn’t sit around and research those specifics.

12

just made them.

13

decisions?

14

Your whole life changed.

15

You’ve

And you
You

How many of y’all can think of those

You don’t have to tell me what it is.

That’s what makes you successful, not

16

agonizing or overthinking.

17

a house that’s worth 300 for 200 and you can make 70

18

grand on it, guess what you’ve got to make?

19

of y’all can make decisions?

20

very difficult to make decisions.

21

y’all can’t decide to raise your hand?

22

(Inaudible).

When you see

How many y’all find it

So let’s go through this.

Right?

How many of

I’ll give you a

23

real example of a very bad wholesale deal.

24

fair?

25

pens down and relax.

Now, let me explain wholesaling.
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1

wholesale.

Who here has ever bought a new car?

2

kind of car did you get, Melanie?

3

car.

4

that Camry when she bought it?

5

ever worked at a car dealership?

6

don’t own the cars.

7

They have it under what?

Right?

What

Toyota Camry, great

Did the Toyota dealership (inaudible)
Nope.

Anybody here

Car dealerships

They have it under contract.

8

AUDIENCE:

Contract.

9

ROBERT SHEMIN:

Sound familiar.

So your

10

dealership has a contract with Toyota, whether it’s

11

(inaudible) or Rolls-Royce or Chevrolet or whatever

12

you’re into.

13

that Toyota Camry for $30,000.

14

What do they have?

They had to write a (inaudible) to buy

15

AUDIENCE:

16

ROBERT SHEMIN:

They have a contract.

Contract.
It’s called a for and when

17

(phonetic).

You don’t need to know that.

18

sticker on $36,999.

19

a tough cookie and she got them down to $33,499.

20

they said, okay, Melanie; here’s a contract where you

21

buy it from us and they own it.

22

to buy it from Toyota for $30,000.

23

her 33 grand, back, cash, check, credit card, whatever

24

she got her money from; they took that money.

25

minute they sent 30,000 to Toyota; the next minute
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1

Toyota sent the dealership the title of ownership, and

2

then they signed (inaudible).

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

And what do they make?
(Inaudible).

Whatever the difference is.

5

Car dealerships don’t own cars.

6

contract.

7

estate is wholesale.

8

Gass (phonetic) that we trained.

9

dollars many years wholesaling tracts of land.

Correct?

They have them under

Eighty percent of commercial real
We have a student named William
He makes millions of
He

10

will literally go bank on the farm store or send a

11

postcard.

12

system.

This is not a story, folks.
He sends postcards.

13

AUDIENCE:

14

ROBERT SHEMIN:

This is a

What’s he send?

Postcards.

15

t, dot-com.

16

that (inaudible) commercial landowners or farmers or

17

out-of-state owners.

18

these lists are.

19

handwritten.

20

greenletter.com?

21

L-i-s-t.

He goes to list.com, l-i-s-

List.com, l-i-s-t.

Because

I want to show you what some of

And he sends a postcard,

(Inaudible) is it yellow letter,

Yellow letter/green letter dot-com.

22

Yellowletter.com.

23

postcards and letters for you and mail them, do

24

everything.

25

They actually will handwrite

Pretty easy.

And a handwritten letter, hey, my name is
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1

William or Bill or it’s Melanie, Alice, and we’d like

2

to make an offer on that land by the interstate or

3

that house over there; that building; that apartment

4

building.

5

letters out to motivated sellers, what might happen?

And if you send enough postcards and

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

(Inaudible).

If you never send a letter

8

or postcard, what will happen?

9

letters and postcards right now.

10

That’s (inaudible).

We’re sending out
Vegas and Memphis.

She works (inaudible).

11

[HVAC noise ends.]

12

And yesterday and today she’s collected, and

13

we use Podio.

You should probably write this down.

14

This is a life-changer.

15

P-o-d-i-o, dot-com.

16

d-i-o dot-com.

17

for free.

It’s a free website, podio,

Po, p-o-d-i-o, dot-com.

Po, p-o-

And that is a project management site

Has anybody ever heard of Podio?

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

There’s another one called

20

Basecamp, b-a-s-e, camp.

So let me walk you back on

21

this.

22

more than less.

I don’t go in quick, but I’d rather give you
Is that okay with everybody?

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

No.

Mm-hmm.

So many years ago I’d get a

phone call, put it on a sticky, hey, Joe, wants to
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1

sell his house.

2

I’d call Joe back and Joe would call back.

3

looking through my notebook.

Then when I did a deal,

4

I had sent her the pictures.

I sent my lender the

5

pictures.

6

(inaudible) folders and stickems and notebooks, and it

7

was confusing.

8

saying?

9

I’d put it in a notebook.

And then
I’m

I’d send my contract to the contractor,

How many of y’all understand what I’m

And when you really do this, you’ll get

10

confused very quick.

11

Where is everything?

So now everything is on Podio.

12

AUDIENCE:

Podio.

13

ROBERT SHEMIN:

Contract, the pictures, the

14

calls.

We actually have the recorded calls on Podio.

15

It’s free.

16

contract; she can see the letter; the investor can see

17

this; and guess where you do this from?

You like that?

And now I can show him the

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

Anywhere you have -Internet.

-- computer, phone, internet

22

access, smartphone.

23

off Podio.

24

Trello, which is really good.

25

Anywhere.

We run all of our business right

There’s also Basecamp.

There’s one called

T-r-e-l-l-o.

If you don’t want to do the business part,
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1

that one idea will save you in the next five years if

2

you get organized.

3

another one, T-r-e-l-l-o, icon.

Trello, T-r-e-l-l-o.

Trello is

4

So she can look right now and we send -- and

5

we talked to 20 people (inaudible) over the phone, two

6

wants to do something, one doesn’t; what the house is

7

worth.

8

it, she looks at it.

9

who looks at it because we have a partner over there

It’s all recorded all in one place.

I look at

We have an associate at bureau

10

who’s actually doing the technical end.

11

everybody get paid?

12

AUDIENCE:

13

ROBERT SHEMIN:

14

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

And when does

At closing.
When the deal closes.
(Inaudible).

Huh?
(Inaudible).

Trello, T-r-e-l-l-o, like

18

jello, Trello.

19

probably are the best.

20

everything organized in one place.

21

your contracts, your leases, your phone numbers, your

22

responses.

23

T-r-e-l-l-o.
Okay?

Trello and Podio
So, anyway, so keep
Your pictures,

So let’s go back to wholesaling, right?

So

24

William -- and 80 percent of commercial (inaudible),

25

they’ll go to a farmer who has some land over there
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1

near the interstate and says, hey, would you sell that

2

land?

3

it’s phone, email, text or in person?

What does the farmer almost always say, whether

4

AUDIENCE:

Nope.

5

ROBERT SHEMIN:

Nope.

But what would you

6

pay? Well, maybe, 600 grand for an acre.

7

puts a contract there.

Okay.

He

What does he put?

8

AUDIENCE:

Contract.

9

ROBERT SHEMIN:

10

has six months to close.

11

commercial.

12

said, I got that land for 600 grand.

13

Home Depot, Bank of America, McDonald’s, shopping mall

14

developers, gas station owners, and says, hey, would

15

you like to put a gas station over here by that road

16

over there?

17

is an example.

Now, this is commercial.
That’s pretty normal in

You’ve got to do a lot of research.

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

He

Then he calls

And guess what somebody might say?

18

This

(Inaudible).

Sure.

What would you pay

20

for an acre over there by the interstate?

21

900.

22

contract to sell it for 900.

23

It’s a good deal.

24

one will ever buy it.

25

does William make on a little wholesale deal?

Okay.

He

I’d pay

He has a contract to buy it for 600, a
The buyer does research.

It will sell.
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1

UNIDENTIFIED MALE:

2

MS. BARKER:

3

ROBERT SHEMIN:

Three hundred grand.

300.
So that’s commercial.

But

4

all the big buildings and land, 70/80 percent, are

5

wholesale.

6

agent and say I want to wholesale something, they’re

7

like, what, what?

8

don’t use the word wholesale.

9

what it is.

10

But when you go to residential real estate

You can’t do that; it’s illegal;
They don’t understand

They don’t care how you close it as long

as you --

11

AUDIENCE:

Close it.

12

ROBERT SHEMIN:

Close it.

Correct?

So be

13

careful if you use the word wholesale.

14

at a real small example.

15

then we’ll take a little break, of how to find a deal;

16

how to analyze it; how to wholesale it, and how to

17

make some money step by step.

18

So now we look

This is a bad example, and

Starting now, we’re just going to give you

19

deal after deal after deal.

We’ll teach you something

20

and then give you a real example of how to do it.

21

UNIDENTIFIED FEMALE:

Can you help?

22

ROBERT SHEMIN:

How about this?

Yes.

23

that better?

24

deal.

25

deals, little deals, big deals.

Is

So, by the way, this is a bad wholesale

I’m going to talk about good deals, mediocre
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1

about 9:15, we’re just going to go through little

2

deals and big deals step by step.

3

something today, relax.

4

and apply them.

5

learn?

6

Okay.

So if we miss

We’ll go through real deals

How many of y’all like that way to

There you go.

7

through a little wholesale deal.

8

you through step by step.

9

system.

So I’m going to go
I’m going to walk

It’s not a story, it’s the

It’s the what?

10

AUDIENCE:

System.

11

ROBERT SHEMIN:

All you got to do is

12

copy/paste.

Now, this is a little deal.

13

to ask me, which they didn’t, I would not have done

14

this deal.

15

understand that?

It’s not a good deal.

If they were

Everybody

16

I don’t like to go to seminars where they

17

show you the grand slam, home run, greatest deal of

18

the century which is not going to happen to most

19

people.

20

deals, little deals, not good deals.

So I’m going to show you kind of mediocre

21

AUDIENCE:

22

ROBERT SHEMIN:

23

Y’all like that?

Yeah.
I like to be very realistic.

Is that fair?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

guy named Chris came to one of these with his mother.

2

And Chris didn’t have a lot of money or cash.

3

the way, relax, folks.

4

We’re going to do buy, fix and sell.

5

do buy and hold.

6

Everybody got that?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

We’re just getting started.
We’re going to

This is just the first day.

Yes.
Somebody will say, well,

Robert just talked about wholesaling the first day and

10

I was interested in the rehab thing.

11

getting there.

12
13

And, by

Okay?

Yes, we’re

It’s three days.

Right?

How many of y’all went to university?
it three days?

Huh?

How long was it?

14

UNIDENTIFIED MALE:

Too long.

15

UNIDENTIFIED MALE:

Four years.

16

ROBERT SHEMIN:
Correct?

Was

Good answer, too long.

17

years.

18

a graduate program, master’s program, law school,

19

medical school, MBA school?

20

everybody.

21

people; it’s not for other people.

22

some people; it’s not for other people.

23

school is not for everybody.

24

training, correct?

25

school if they offered a master’s program, do you?

Four

By the way, did your university have

Yeah.

And it’s not for

Some -- you know, high school is for some
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1

Oh, my God, they have (inaudible) school.

2

(inaudible).

3

So they didn’t have anyone.

Anyway

Everybody is

4

different.

5

go.

6

wanted extra help.

So they signed up for one of our

7

advanced programs.

They went to our three-day fast

8

learner, which is a few weeks after this class, where

9

a mentor comes in.

10

Everybody has different needs.

Chris and his mom came to one of these.

Here we
They

This is kind of the buffet and

then there they get very specialized.

11

And he said I want to wholesale.

I need

12

money; I need cash now; and I don’t have a lot of

13

credit or any money waiting around; and I want to make

14

some money now.

15

category?

16

who have a lot of money and they’re in this room, I

17

think, I challenge.

18

fun.

19

grand or 20 grand, you’ll get the experience and

20

whatever.

Most investors have never wholesaled

21

anything.

People talk about it and there are very who

22

actually do it.

How many of y’all work under that

Right?

Even some of the advanced investors

Wholesale one property just for

Just to see what it’s like.

23

Whether they make 2

So Chris came with his mom.

He had a

24

mentor.

And he sat down with his mentor and said his

25

goal -- his goal was, one, which we’ve already done
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1

with you, I want to wholesale; two, I want to rehab

2

after about six months; I want to wholesale a couple

3

properties; pay off all my consumer debt -- what kind

4

of debt?

5

AUDIENCE:

Consumer debt.

6

ROBERT SHEMIN:

7

good debt.

8

does he want to build?

9

The not

I want to build a cash cushion -- what

AUDIENCE:

10

There you go, Alex.

A cash cushion.

ROBERT SHEMIN:

So when I do a rehab or a

11

rental and I have a slow month or something and I’m

12

stressing out, I’m going to have some money sitting

13

off to the side.

14

have a cushion and my stress goes down.

15

young man.

16

And so when I rehab (inaudible) I
Pretty smart

Then of all the 53 ways we have to find good

17

deals -- we’re going to keep going over ways to find

18

good deals -- he paid calling for-rent ads.

19

he pick?

20

AUDIENCE:

21

ROBERT SHEMIN:

What did

Calling for rent.
Now, what’s interesting, he

22

picked a place about an hour from here.

I’m going off

23

memory.

24

here.

25

all those little small towns around here, correct?

But it was like 45 minutes, an hour from
I can’t remember exactly where.
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1

And he was going to wholesale.

2

for-ent ads.

3

landladies.

4

example purposes.

5

So he called

You’re mainly talking to landlords or
And I’m going off memory.

This is for

But I’m pretty close, I believe.

So he called about 50 for-rent ads.

6

Everybody’s results are different.

You asked a great

7

question this morning.

8

people and he got three deals over time.

9

deals?

He got a hold of about 8 or 10

10

AUDIENCE:

11

ROBERT SHEMIN:

How many

Three.
Now, let’s talk about

12

tracking time while we teach you wholesaling.

13

brain can handle it.

14

of any sort?

15

days?

Who here has their own business

Awesome.

What’s your business these

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

20

22
23
24
25

Insurance.

Huh?
Insurance.

Insurance.

independent -- good for you.

21

Your

UNIDENTIFIED FEMALE:

You’re an

What’s your business?
Public relations

marketing.
ROBERT SHEMIN:

Public relations marketing.

How are we doing?
UNIDENTIFIED FEMALE:
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1

ROBERT SHEMIN:

Anyway, just playing.

2

I got my handyman over there, correct?

3

who else that has his own business?

4
5

UNIDENTIFIED MALE:

ROBERT SHEMIN:
transportation.

9

ROBERT SHEMIN:
talk.

Do you do containers?

UNIDENTIFIED MALE:

ROBERT SHEMIN:

Management and

Management and maintenance

of?

15

UNIDENTIFIED MALE:

16

ROBERT SHEMIN:

17

UNIDENTIFIED MALE:

Property.

Properties.
Commercial, residential

cleaning.

19

ROBERT SHEMIN:

Commercial and residential

20

cleaning.

21

We can ship it, clean it, manage it, fix it.

22

Let’s

maintenance.

13

18

Mm-hmm.

How about you?

11

14

International

Logistics and stuff?

UNIDENTIFIED MALE:

12

What you got?

International

8

10

Over here --

transportation.

6
7

Okay?

Man, we can use everybody in here, right?
Love it.

Now, let me ask you a question before we get

23

into time management.

24

six months, went to India to meditate; went on a

25

cruise or just wanted to have some fun or just
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1

couldn’t work for six months, what would happen to

2

your business?

3

the same?

Would the income go up, down or stay

4

UNIDENTIFIED MALE:

(Inaudible).

5

ROBERT SHEMIN:

6

UNIDENTIFIED FEMALE:

7

ROBERT SHEMIN:

8

UNIDENTIFIED FEMALE:

9

ROBERT SHEMIN:

Up?
Down.

Down.
Same.

Same.

10

UNIDENTIFIED FEMALE:

11

ROBERT SHEMIN:

12

UNIDENTIFIED FEMALE:

13

ROBERT SHEMIN:

Probably the same.

Huh?
Same.

If it stays the same or goes

14

up, that’s a real business.

15

would stay the same or go up.

16

you should feel very proud that you started your own

17

business, but a real business runs whether you’re

18

there or not.

19

with yourself, which is great.

20

than somebody else.

21

business for months and guess what happens to our

22

income?

23

like, can’t you leave again, Robert; you’re kind of

24

bothering us.

25

A couple of y’all said it
If it goes down, then

What you’ve done is replace your boss

It goes up.

I respect you.

I left my

And when I come back they’re

I’m not kidding.
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1

tell you the same.

Like, Robert, please don’t call

2

me.

3

please leave us alone.

4

many of y’all know a real business?

5

real checklists, real team, whether you’re there or

6

not.

7

three days and build your business to sell.

8

have to sell it.

9

not just dependent on you.

We’re doing our job, we’re making money, just
That’s a real business.

How

Real systems,

If you get that, it’s worth coming the whole

10

You don’t

Real accounting, real systems.

Now let’s get deep.

It’s

Who in the room can

11

tell me last week with an 80/90 percent accuracy how

12

you or your team spend their work time.

13

track your time.

Do you kind of track it?

14

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

16

You have to

Yeah.

(Inaudible).

I’m going to

give you a K for kind of.

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

Okay.

All right.

Don’t worry, A

19

students make money; B students, become lawyers and

20

doctors, and K students make lots of money.

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

There you go.

Right?

23

Not C, K.

24

There’s no right or wrong answers.

25

I was a K student.

How do you track their time, my friend?

UNIDENTIFIED MALE:
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1

ROBERT SHEMIN:

Excel spreadsheet works.

2

mentor was old school.

3

gave me that sheet and I fill it in about every hour

4

or two.

5

a computer program.

6

He never had a computer.

My

It’s not perfect, but it works.

He

You can use

I’m about to change your life right now.

7

How many of y’all want to rehab a house?

8

friend of mine developed over in the Middle East is

9

called clock.in.

It’s a website.

10

up.

11

or just look it up.

12

This will blow your minds.

13

Things change.

A program a

I think it’s still

Clock, c-l-o-c-k, period, in.com,
Clock, c-l-o-c-k, period in.

It’s either free or costs like $1.

14

application or a website.

15

in.

16

c-l-o-c-k, period in, dot-in, period.

17

to it, press a button.

It’s an

Clock, c-l-o-c-k, period

If people agree to it, like your cleaners, clock,
If they agree

It tracks them on GPS.

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

(Inaudible).

It tells you where they are

20

and for how long.

And it’s a time management system.

21

So, for instance, your contractor says I’ve got to go

22

work on 100 Apple Street and paint all day.

23

they press the button and agree to it, it will show

24

you when they call and they say, oh, man, I’ve been

25

working so hard on 100 Apple Street, it will show you
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1

Scarlett’s Club.

It will tell you where they are.

2

You can work -- use them for your kids.

3

y’all have teenagers?

4

now.

Think about it.

How many of
Well, get it

They’re coming.

5

If they agree to it, it tells you where they

6

are and for how long, and then of course they should

7

just say I painted all of 100 Apple Street straight

8

for three hours, I went over to 200 Banana Street and

9

painted.

10

Got it?

11

What will that do for your time management?
How many of y’all like that?
It keeps them honest, if they’ll agree to it

12

on their phone.

13

track them.

14

Use their phone (inaudible) can’t

Correct?

That’s a life-changer.

You can use Outlook.

You can Google time-

15

tracking application.

I just bring those up.

16

what’s your most important asset in business?

17

AUDIENCE:

18

ROBERT SHEMIN:

But

Time.

You have to know it.

Time.

How are you spending

19

it?

20

week I hired him and he said, I will not work with you

21

unless you commit to tracking your time and every

22

Friday -- when?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

So when my mentor the first

Every Friday.
We’re going to go over it.

Habits of success, write that down.
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1

success.

(Speaking Spanish.)

I have habits of

2

frustration or whatever.

3

at 5:45, guess what my team and I will be doing for 15

4

minutes on a group call?

5

and asking this question:

6

did you do; how did you spend your time; is it going

7

to make us any money; when?

8

main question we ask because now you’re the CEO.

9

Who’s the CEO?

This Friday after this class

Going over our time sheet
Number one, what activities

Correct?

10

UNIDENTIFIED MALE:

11

ROBERT SHEMIN:

12

AUDIENCE:

13

ROBERT SHEMIN:

And here’s the

You are.

Say me.

Me.
Can you imagine going to

14

your boss or you work for somebody else and they said,

15

what did you do all week?

16

painting.

I don’t know.

17

Not sure.

What would the boss say?

He said, I’ve been
Did you get anything done?

18

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

You’re fired.

They’d put the boots to you.

20

You’re fired.

Every week we ask this question.

21

on these results, would you hire or fire yourself this

22

week?

23

on a tear the last three weeks.

24

off during the holidays.

25

have hired myself, man.

And I will tell you this personally.
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1

How many of y’all have had one of those weeks where

2

you just get a lot of stuff done.

3

selling; I was fixing problems; I was making offers; I

4

started a new book; I did interviews; I have charity

5

stuff; we just got results, results, results.

6

We’re buying; we’re

Now, many weeks ago, if you would have asked

7

me -- well, let me give you an example of this.

So

8

the first week I tracked my time, I remember I was a

9

part-time real estate.

My boss -- my mentor, excuse

10

me, Mr. Binion (phonetic), said let me see your time

11

sheet.

12

spent about four hours that I was supposed to be doing

13

real estate that week, or three and a half, almost an

14

hour looking for paper clips.

15

you ever done that; sat in your office looking for a

16

cable, a piece of paper, an address, for like 30

17

minutes?

Now, you can laugh if you want to.

I had

You’re laughing.

Have

How many of y’all have ever done that?

18

AUDIENCE:

(Inaudible).

19

ROBERT SHEMIN:

In that 30 minutes, write

20

this down.

21

called?

22

many wholesalers on my house deals could you have

23

contacted; maybe found a deal of the century.

24

Correct?

25

How many for-rent ads could you have

How many offers could you have made?

How

Every minute counts.
Now, let’s go through what Chris did
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1

wholesaling.

2

activity.

3

activity?

Then we’ll get a quick break.

He called 50 for-rent ads.

4

UNIDENTIFIED FEMALE:

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

7

three deals.

Chris,

What was the

Fifty for-rent ads.
Fifty.

He got a hold of eventually

How many deals?

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

Three.

I’m going to tell you about

10

the worst one.

11

spent about an hour and a half calling 50 for-rent

12

ads.

13

them back.

14

correct?

15

hold of people.

16

deals tomorrow.

17

Two of them were much better.

He

Most he didn’t get a hold of, he had to call
He only got a hold of X amount of people,
The hardest part of wholesaling is getting a
You’ll see that when you call on your

Number three, he called a for-rent ad.

18

There was an older landlord and he said, my name is

19

Chris; I’m calling to see if you’d be interested in

20

selling your property.

21

flow deals.

I’m looking for some good cash

Did he say wholesale?

22

AUDIENCE:

No.

23

ROBERT SHEMIN:

No.

24

in selling?

25

know, it’s funny you called.

Would you be interested

And the guy on the phone said, well, you
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1

I’ve let go of a couple of my rentals and I’m planning

2

on letting the other rest go over the next bit.

3

it’s a possibility.

4

So

You know?

And he asked the question, okay, what did

5

you buy the property for?

6

ask, right?

7

bought it for 200, what’s the least they’re going to

8

sell it for probably?

9
10

That’s a good question to

What did they buy it for?

AUDIENCE:

So if they

Two hundred.

ROBERT SHEMIN:

Two hundred.

Another

11

question to ask is, what’s the debt on it?

12

debt is 200 grand, what’s probably the least they’re

13

going to ever sell it for?

14

AUDIENCE:

15

ROBERT SHEMIN:

If the

Two hundred.
Two hundred.

Unless it’s a

16

short sale, which that’s a whole ‘nother thing we’ll

17

talk about Sunday.

18

script that he was taught by his mentor, three-day

19

fast start or one of our mentors, and they said,

20

listen, ask him how do you enjoy your rental property;

21

how’s it going.

22

at it; I manage my own properties, but I’m tired.

23

What did he say?

There you go.

So here’s Chris’

And the guy said, you know, I’m good

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

Signs of --

2

AUDIENCE:

3

ROBERT SHEMIN:

4

little motivated.

5

investor.

6

is worth and why?

7

worth and why?

8

going off memory.

9

about $189,000.

Motivation.
-- motivation.

Guy was a

And he’s a professional real estate

And he said, what do you think the property
What do you think the property is

And the guy said, listen -- and I’m
I know what it’s worth.
And I asked why.

It’s worth

He said, listen, I

10

keep up with the market; I saw my friend sold his

11

duplex which is close to mine for $189,000; I’ve

12

looked up some research.

13

Got it?

And he was kind of close.

This was a duplex.

14

AUDIENCE:

15

ROBERT SHEMIN:

It was a what?

Duplex.
Now, it’s kind of in the

16

middle of nowhere.

It was an hour or something from

17

here in the middle of a smaller place.

18

okay, what would you sell it for?

19

for it if you would sell it?

20

I’ll tell you what, I’d take 180.

21

Is that a good deal?

22

AUDIENCE:

23

ROBERT SHEMIN:

And he said,

What do you want

And the guy goes, well,

No.
Assuming it’s worth

24

(inaudible) no.

Then he said for a quick hassle-free

25

sale -- this is what he was trained to say by his
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1

mentor.

Quick, hassle-free sale.

2

have had (inaudible)?

3

what would you take?

4

maybe take 177 or something.

5

And then he went into repairs.

How many of y’all

For a quick, hassle-free sale,
He said, well, you know, I’d

6

AUDIENCE:

7

ROBERT SHEMIN:

So he keeps coming down.
What did he go into?

Repairs.
Repairs.

He said, does it

8

need any work?

9

rentals, start from the top and go to the bottom.

10

Now, for your rehabs, wholesales and

do it all over the phone.

11

AUDIENCE:

12

ROBERT SHEMIN:

How do we do it?

Over the phone.
Now, we’ll verify, so relax.

13

So are there any repairs?

14

keep my properties amazing.

15

landlords don’t do a good job.

16

this is very rare.

17

perfect shape, which is really rare.

18
19

We

And this guy said, no, I
Remember, 80 percent of
They need repairs.

So

And he said, my places are in

And he said, okay, let’s start at the top.
How’s the roof?

Imagine a house.

20

UNIDENTIFIED MALE:

21

AUDIENCE:

22

ROBERT SHEMIN:

Where do you start?

On top.

The roof.
How’s the roof?

He said, we

23

replaced the roof two and a half years ago; brand new

24

roof; I got the receipts.

25

the ceiling upstairs?
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1

year and a half ago; it’s great.

2

Take your time.

3

they lie or misrepresent?

They will tell you something.

4

AUDIENCE:

5

ROBERT SHEMIN:

6

we’re going to verify.
AUDIENCE:

8

ROBERT SHEMIN:
minute.

It doesn’t matter because
We’re going to what?

Verify.
I’ll get to that in just a

How’s the windows upstairs?

10

cabinets upstairs?

11

How’s the floor upstairs?

12

ceiling?

13

How’s the kitchen?

14

windows?

15

there’s a basement?

16

because they’re not going to think.

17

Could

Yes.

7

9

How’s the molding?

How are the

How’s the bathroom upstairs?
How’s the first floor

How’s the molding?

How are the cabinets?

How’s the walls?

How’s the floor?

How’s the

How’s the basement if

Take your time, make them think

And then ask him, do you have a camera or

18

any pictures of the property?

19

realtor/wholesaler or investor going to say?

20

already got digital pictures.

21

do you ask him?

22

UNIDENTIFIED FEMALE:

23

ROBERT SHEMIN:

Now, what’s most every
I’ve

But if they don’t, what

Go take some.

Hey, take 5, 10 minutes,

24

walk around your house, put the video on; here’s the

25

ceiling; here’s the roof; it has an antenna over
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1

there;

look at the carpet; look at -- I’m not

2

kidding.

3

use common sense.

4

And they’ll send you a picture video.

And

I’ve had people say, oh, the place is in

5

great shape, nothing.

And they send me pictures,

6

like, there’s no walls or the door is hanging off;

7

water shooting.

8

repairs.

9

any construction experience would look at something

I’m like, okay, that’s not $5,000

You know, a little TLC.

So anybody without

10

common sense and go these people are out of their

11

minds or it looks close.

12

Then we put it under contract and it smells

13

good.

The numbers smell good.

14

do we do?

15

AUDIENCE:

16

ROBERT SHEMIN:

Then we verify.

What

Verify.
Then we send a contractor or

17

a property manager, who will use an expert with a

18

camera and video.

19

actually Chris did this on the spot, but he got a

20

property manager to go over there with a camera and a

21

bid and said there are no repairs and here’s pictures

22

of every room.

23

Kind of weird, but it happened.

24
25

They write up the bid.

And

And there really were no repairs.

Anyway, so Chris said, okay, there’s no
repairs.

So then Chris negotiated a little bit more
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1

and he got it for 169.

2

coming down a few thousand at a time.

3

motivated.

4

Remember, this guy is only
He’s not that

So the place is worth, and it was worth

5

about 189.

He got it for 169.

6

market.

7

12 percent.

8

what?

That’s 20,000 below

Twenty thousand of 189 or 169 is like 11 or

9

That’s a very thin margin.

AUDIENCE:

That’s a

Thin margin.

10

ROBERT SHEMIN:

11

commission is 6 percent.

12

percent.

13

Would you agree?

Do the math.

A real estate

Closing costs are 1, 2 or 3

There’s not a lot of room in there, folks.

14

UNIDENTIFIED FEMALE:

15

ROBERT SHEMIN:

Yeah.

So I -- no one asked me.

16

was not his mentor.

17

that deal.

18

25, 30 percent margin.

19

for me to make money and for the buyer to make money.

20

You want your buyer to make money.

21

it to rehabbers or to landlords or landladies.

22

not wholesaling to homeowners.

23

retail.

24

other investors.

25

I do this.

I

I would not have done

The wholesale deals I do have a nice 20,
There’s enough room in there

You’re wholesaling
We’re

That’s wholesale to

We wholesale to wholesale.

We wholesale to

To who?

AUDIENCE:
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1

ROBERT SHEMIN:

So Chris had it under

2

contract for about 169.

It was worth 189.

3

verified everything.

4

his mentor ran an ad.

5

many of y’all would like an ad that works?

6

wholesaling to a landlord or landlady.

7

your head who’s the buyer.

And then he ran an ad.

Him and

We have ads that work.

8

AUDIENCE:

9

ROBERT SHEMIN:

How

We’re

Get out of

Who’s the what?

Buyer.
A buyer of a duplex is going

10

to be a landlord or landlady.

11

going to live there.

12

He

Correct?

They’re not

Now, this place was a duplex.

It was kind

13

of interesting.

It was three bedrooms each side, and

14

the rents were like 1,300 a side.

15

duplex.

16

What’s the rent?

It was big.

It was a nice

So the rent is 1,300 times two.

17

AUDIENCE:

1,300.

18

[HVAC noise starts.]

19

ROBERT SHEMIN:

That’s 2,600.

Now, is it

20

okay to do a few fun things to do tonight?

How many

21

of y’all have a smartphone of any sort?

22

already have this, I would like for you to get your

23

smartphone out.

24

would like you to download a loan amortization app.

25

All you got to do is go to applications, whatever

If you don’t

You can do it now or tonight.
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1

phone you use, and download loan analysis, loan

2

amortization, mortgage application, mortgage analysis.

3

There’s millions of them.

4

AUDIENCE:

5

ROBERT SHEMIN:

How many?

Millions.
They’re all free.

And what

6

you want to do is be able to type in -- I have

7

investors that will buy deals for 200; he’s going to

8

borrow 200,000 for 30 years at 6 percent (inaudible)

9

this.

All it does is amortizes the loan (inaudible).

10

Real fun.

11

borrow $2 million (inaudible) 20 years at 6 percent

12

(inaudible), boom, his payment is 14,000 a month.

13

Loan amortization, loan analysis app.

14

to go (inaudible).

15

We will use it tomorrow.

If he wants to

You don’t have

Sound good?

How many already found one?

16

billions of them.

They’re all free.

17

around with them until midnight.

18

your real estate (inaudible).

19

AUDIENCE:

20

ROBERT SHEMIN:

There are
You can play

But that will help

Sound good?

(Inaudible).
By the way, y’all learned a

21

lot today, folks.

(Inaudible).

22

contract for about 169.

23

How many of y’all want to wholesale?

24

y’all want to wholesale something?

25

going to go through a whole selling section.
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1

(Inaudible) today and tomorrow, but Sunday we’ll go

2

through (inaudible) selling system.

3

So everything, one thing at a time.

Now

4

it’s how to find deals, how to analyze, how to do a

5

wholesale.

6

want to overload yourselves.

7

You can buy, fix and sell.

So Chris has to find a buyer.

8

landlord gave him 35 days to close.

9

close?

10

AUDIENCE:

11

ROBERT SHEMIN:

So we don’t

The old

How long to

(Inaudible).
And he gave him 20 days to

12

accept.

I just sold a house today in Memphis,

13

Tennessee, (inaudible) Lane, and their investors

14

bought it from me.

15

35, because I bought it for 12.

16

Now, we’re going to (inaudible) 50 and I gave them

17

five days to inspect.

It’s worth 55; I sold it for 36 or
So I (inaudible).

How long?

18

AUDIENCE:

Five days.

19

ROBERT SHEMIN:

And 15 days to close because

20

they’re investors.

I’m like, get on it.

21

finished their inspections yesterday and we’re closing

22

Tuesday.

23

involved.

They can’t get out now.

They

Now you’re

Now you’re what?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

AUDIENCE:

(Inaudible).

2

ROBERT SHEMIN:

He has 30 days to close --

3

35 to be exact -- and he has 25 days to inspect.

4

What’s his risk (inaudible) contract?

5

to do what?

6

inspect.

7

What do we with contracts?

Get frigging out.

He has 20 days

You have a right to

There’s no risk (inaudible) contracts are.

8

AUDIENCE:

(Inaudible).

9

ROBERT SHEMIN:

Does everybody understand,

10

there’s no risk to putting in an offer.

11

ever bought a house?

12

I’ll close in 30, 40 days; I have 15 days to inspect;

13

10 days to inspect.

14

No.

Who here has

Let me guess, your contract said

Is that about right?

Any risk?

During those 15 days, what can you say?

15

I don’t want it; my spouse doesn’t like it; the

16

contractor doesn’t like it; and you’re out.

17

you lose?

18

don’t want to put a bunch of stuff under contract and

19

never close because Fort Myers is not the biggest city

20

in the world, nor is Nashville, and you’ll get a bad

21

reputation.

Nothing.

A little bit of time.

What do
Now, you

You’ll get a what?

22

AUDIENCE:

23

ROBERT SHEMIN:

24

But there’s no risk.

25

this.

Bad reputation.
So it’s a balance.

Everybody watch this.

Correct?
Listen to

Everything in your life and my life has a
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1

(inaudible) and a (inaudible).

2

Most of us are folks that will (inaudible).

3

If I go into real estate (inaudible).

4

happen?

5

doing real estate, not making more offers, not doing

6

anything.

7

group of people and then on the last week or the last

8

days.

9

what the only thing they mostly talk about is, besides

Your real risk is not moving forward, not

Who here besides me has (inaudible) whole

Anybody?

10

the grandkids?

11

that off?

12

not doing it.

13

Could that

I’ve been doing (inaudible).

Man, why did I do that?

Guess

Why did I put

Everything has a risk for doing it and for

From this moment forward, whatever your life

14

is about, focus on the risk of not doing something.

15

That’s the bigger risk.

16

that?

17

How many of y’all understand

Let’s go back to Chris here and finish this

18

wholesale deal.

(Inaudible).

19

for 169 about, and he runs this ad.

20

our teams, have a triple blind test of ads.

21

my marketing folks?

22

triple blind testing is?

23

another ad, change a word, see which one draws the

24

best; then change another word.

25

right?
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1

Now, they spent a lot of time and money

2

testing these ads.

3

work?

What do companies pay for ads that

4

AUDIENCE:

(Inaudible).

5

ROBERT SHEMIN:

Good answer.

I’m going to

6

give it to you for free, a bunch of them this weekend.

7

Write it down.

8

works all (inaudible).

9

buy this.

10

like?

Here’s the ad that Chris used.

A landlord or landlady would

Do you have the (inaudible).

Cash flow?

What do they

What do they like?

11

AUDIENCE:

12

ROBERT SHEMIN:

Cash flow.
Here’s what the ad says.

13

I’ll say it twice or three times very slowly.

14

flow machine.

15

h, flow, f-l-o-w, machine.

16

like to buy a cash machine?

17

ATM, just press the button and cash comes out.

18

flow machine (inaudible).

19

It

Here’s what the ad says.

Cash, c-a-s-

How many of y’all would
Something (inaudible) an

Here’s the key for wholesaling.
Cash buyers only.

Cash

Cash

Cash buyers

20

only.

21

last, cash buyers only.

22

every phone set your attention.

So this Friday he

23

put, will be sold by Wednesday.

If it’s Wednesday, we

24

put will be sold by Sunday.

25

every meeting, every phone call.
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1

on what?

2

AUDIENCE:

(Inaudible).

3

ROBERT SHEMIN:

Will be sold by Wednesday.

4

Now describe the property.

5

building.

6

bedroom, two-bath; put the numbers in there.

7

1,300 times two, 2,600.

8

bigger the number the better.

Put great shape, great

9

area, blah, blah, blah, blah.

But if it’s true.

10

Duplex, house, apartment

Describe the property.

(Inaudible) threeRent,

Do the math for them.

They need (inaudible) for people to do

11

business with them.

12

and your email and/or website.

13

text system, you’re losing out.

14

millennials and 30 percent of the market.

15

number, email.

16

Put your phone number, your text

Now, watch this.

If you don’t have a
Ninety percent of
Phone

We’ll do a quick survey on

17

this one, a very small survey, very small room.

18

(Inaudible) participation.

19

likes to talk on the phone?

20

your number, I like to talk on the phone.

21

to talk on the phone?

22

20.

23

The

Who in the room like me
Let’s just call, give me
Who likes

(Inaudible) all the folks over

Who here says I don’t like talking so much.

24

I’m high tech.

I like email, I like (inaudible), give

25

me some email.

Who likes email?
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1

of the room like email.

2

Who prefers texting?

All the millennials,

3

right where I can look at them.

4

folks.

5

phone number, you’re missing out on 30 to 90 percent

6

of this room.

So

Correct?

All the

if you don’t have enough email, text or

7

[HVAC noise ends.]

8

Now, the next thing is if they call, you’ve

9

got to answer.

Because if you don’t answer or don’t

10

jump, what’s going to happen?

11

money.

12

y’all have families of some sort?

How many of y’all

13

have ever had a mother or father?

Just checking.

14

She’s going to get the

So -- how many of y’all work?

Okay.

How many of

How you going to answer your phone?

15

How are you going to answer the email?

16

meeting right now.

Hey, I’m in a

Who’s answering my phones?

17

UNIDENTIFIED FEMALE:

18

ROBERT SHEMIN:

(Inaudible).

Hire somebody.

Again,

19

hiring somebody, you’re going to spend a lot of money.

20

So here’s what I like.

21

Pat, p-a-t, l-i-v-e, dot-com.

22

postcards in Memphis last week, and we got a pretty

23

good response rate.

24

calls, like, in the first two days.

25

answering those phones?
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1

com.

2

They only work with real estate investors.

3

They have their own script.

So you learn scripts.

4

They promise us to pick up the phone by the third ring

5

even on Sunday.

6

use Filipinos and Employ123.

7

people answer the phones and do stuff all day.

8

Patlive is like $1.30 a call or 90 cents a call,

9

whatever; 40 bucks a month.

And they’re really professional.

We

For four bucks an hour

To make a wholesale deal

10

or a rental deal or a rehab deal, pretty reasonable.

11

Correct?

12

And guess when they answer the phone?

13

AUDIENCE:

14

ROBERT SHEMIN:

(Inaudible).
Seven days a week,

15

Christmas, New Year’s, and they text you immediately,

16

hot buyer, hot seller, whatever you want to do.

17

They’ll email you immediately or the project manager.

18

How many of y’all like that?

19

So now you can be free.

20

AUDIENCE:

21

ROBERT SHEMIN:

Free.

22

answer.com in the past.

23

answer.com, a-n-s-w-e-r.

24

with them.

25

You can be what?

So we use patlive.

We used

Answer.com, answer.com,
I like patlive.

I’ve worked

(Inaudible) we use employ123.
So Chris got about 10 calls the first two or
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1

three days.

2

together and they -- he helped him show how to script

3

him and stuff.

4

investor calls, what’s the first thing they ask?

5

how much is it; what’s the deal?

6

thing you ask?

7

Hey, listen, I like to work with really serious people

8

and I’d like to ask you a question.

9

investment do you do?

10

And him and his mentor were working

Anyway, Chris got some calls.

When an
Hey,

And what’s the first

What kind of

Build a profile.

Build

a

what?

11

AUDIENCE:

Profile.

12

ROBERT SHEMIN:

Because long-term you’re

13

going to wholesale a lot of properties.

14

is one or two good buyers.

15

AUDIENCE:

16

ROBERT SHEMIN:

All you need

How many buyers?

One or two.
Now, label all your buyers,

17

A, B and C.

18

Label your tenants, A, B and C.

19

Has lots of money; easy to work with; simple,

20

straightforward and can close quickly.

21

Label your team members, A, B and C.

What’s a B buyer?

What’s an A buyer?

Pretty good buyer.

They

22

can close; they’re pretty good, but they’re not an A

23

buyer.

They’re a little more work.

24
25

What’s a C buyer or C employee or C
customer?

Wastes a lot of your time; high
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maintenance; doesn’t really close; (inaudible) with

2

the deal.

3

on your C employees and your C customers, C deals and

4

C clients.

5

spend so much time on those C buyers, C deals?

6

because they want you to do; B, they take your energy;

7

and, C, it makes you feel busy.

8

know this?

9
10

Most of you spent 80 percent of your time

Track your time.

AUDIENCE:

It’s a fact.

Correct?

Why do you
A,

How do I

(Inaudible).

ROBERT SHEMIN:

I’ve done it.

You want to

11

spend 80 percent of your time on your A deal, easy to

12

close, big profit, whatever 80 percent of your A

13

buyers, A customers, A employees, A team.

14

How many of y’all have all of your

15

customers, clients and team members labeled?

16

this, right?

17

trained yourself.

You know

You’ve been to a lot of seminars,
Correct?

It works, doesn’t it?

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

Yes, it does.

Just making that switch will

20

increase your revenue 2-, 3-, 400 percent and reduce

21

your stress 70, 80 percent.

22

UNIDENTIFIED MALE:

23

ROBERT SHEMIN:

Would you agree?
Yes.

Congratulations.

You’re one

24

of the few people I’ve ever seen that have done that.

25

And I’m going to give you a book just for doing
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1

something.

How’s that?

2

UNIDENTIFIED FEMALE:

3

ROBERT SHEMIN:

Thank you.

Yeah, my pleasure.

4

your -- everybody, A, B and C.

5

employees, your deals.

6

on you’re a deals.

Label

Your team, your

Spend 80 percent of your time

7

Now, let’s do this really fast.

8

somebody calls up and says, oh, man, I’m a big-time

9

investor; I’d like to make an offer on this deal.

10

And Chris was taught, here’s the script.

11

have you closed in the last six months?

12

you --

13

AUDIENCE:

14

ROBERT SHEMIN:

So if

How many
How many have

Closed -Guess what most investors

15

say?

Well, I’ve been looking.

16

on?

17

the last address; I’d love to see the work you do.

18

Give me an address, I’d love to see the work you do.

19

Google map it,

20

show you who owns it.

Oh, I closed on a lot.

21

What have you closed

Give me the time, give me

Google map it, Google map it.

What name do you buy under?

It will

Security

22

Properties, Robert Shemin Worldwide, Happy Times, LLC.

23

Verify it.

24

our (inaudible) existence from these people who call

25

on these Craigslist ads?

Guess what happens about half the time in
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1

truth.

When do you want to find out someone’s a liar?

2

After you sign the contract to sell the house or

3

before?

4

AUDIENCE:

Before.

5

ROBERT SHEMIN:

So their lie (inaudible) or

6

you put them on your C list.

7

are pretty honest.

8

couple here, a couple there.

9

you put all the buyers in the list, A, B, C.

10

Correct?

Most people

You know, hey, we closed on a
Great, nothing wrong,
We’ll

still work with you.

11

An investor called Chris about the fifth or

12

sixth call and said, listen, I’m out of California and

13

we buy about three to four duplexes a quarter; about

14

one a month.

15

some of the work you’ve done.

16

address?

17

looked them up and said, yeah, verified.

18

California investor said we buy long-term for cash

19

flow.

20

Don’t sell them anything, ask about them.

21

said the cash -- this is great cash flow.

He goes, all right; well, let me see
Can you give me an

He goes, here are the addresses.

And he
And the

Build a -- ask about them.

22

And Chris

Now, based on our numbers, we’re about 190,

23

192.

We will not pay you a penny more than 180.

24

is a California investor.

25

for 169.

This

Chris signed that contract

They gave him a contract for about 180.
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What’s 180 minus 169?

2

AUDIENCE:

Eleven.

3

ROBERT SHEMIN:

Eleven thousand dollars.

4

This is a bad deal, folks.

5

I wouldn’t pay it.

6

property or sell it because you don’t have a way out.

7

You don’t have an option.

8

options?

9

The cash flow is good, but

I never pay near full price for a

How many of y’all like

So Chris has a contract for 169; he gave the

10

sellers five days to inspect and like 11 days to

11

close.

12

title lawyer $180,000 plus closing costs.

13

lawyer is going to take 180; give the original seller

14

169.

And they went to closing.

They brought the
The title

Is the original seller happy?

15

UNIDENTIFIED MALE:

Mm-hmm.

16

ROBERT SHEMIN:

17

grand like 20 years ago.

18

what did Chris make, or you possibly make, on a deal

19

like this if you actually do it?

He bought it for like 45
He really didn’t care.

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

Eleven thousand.

Eleven grand.

But here’s

22

the kicker.

Activity, calling for-rent ads.

23

how much time do you spend calling for-rent ads.

24

UNIDENTIFIED FEMALE:

25

ROBERT SHEMIN:
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1

half.

Now, he didn’t spend another eight hours

2

driving to the property, doing some research, calling

3

the buyers and going back and forth.

4

plus one and a half, nine and a half?

5

hours.

6

$11,000 for wholesaling; what I would consider not a

7

good deal.
But the buyers thought it was okay, but
everybody is different.

Is that okay?

10

UNIDENTIFIED FEMALE:

11

ROBERT SHEMIN:

12

I’ll go 10

So Chris has 10 hours in this deal and netted

8
9

So what’s eight

Mm-hmm.

So what did Chris make per

hour?

13

UNIDENTIFIED MALE:

A thousand.

14

UNIDENTIFIED MALE:

Thousand dollars.

15

ROBERT SHEMIN:

About $900, $1,000 per hour.

16

How many of y’all wouldn’t mind a $900-an-hour part-

17

time job?

18

team’s time, you won’t know what you’re making or not

19

making.

20

But if you don’t track your time or your

Now, before the break, one funny thing.

And

21

we’ll come back and go through this deal again and

22

give you some more ways to find deals and make money.

23

That’s wholesaling.

24

title company to wholesale it.

25

assignment contract.
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1

AUDIENCE:

Assignment.

2

ROBERT SHEMIN:

Where you actually sell your

3

contract for $11,000.

The end buyer buys your right

4

to buy it for 169 plus 11; that’s 180.

5

lot of title lawyers who work with wholesalers do it,

6

done at closing.

Who does all this paperwork?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Title.
Title lawyer.

Do I need to

worry about it?

10

UNIDENTIFIED FEMALE:

11

ROBERT SHEMIN:

12

That’s how a

No.

It’s not my job.

What’s my

job?

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

Closing.

Contract, close, make money,

15

have fun.

16

two, they do a double closing where the buyer comes in

17

and gives 180, they do a closing for buyer to Chris,

18

they actually close it with two closing and deed, then

19

Chris sells -- closes with the buyer.

20

closing statements, two deeds, two reportings, double

21

closing costs, very expensive and kind of weird.

22

Do deals, make money, have fun.

Number

That’s two

The third way is called a collapsed closing,

23

in California called collapsed escrow.

24

deed from the end of seller to the end buyer, no Chris

25

or you, but there’s two closing statements.
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1

how some investors -- we just call it collapsed

2

closing, only one deed.

3

Another way to do it is take it out of the

4

back of the closing statement.

5

You put a marketing fee of $11,000, consulting fee,

6

advertisement fee.

7

out of the back of the closing, the second page of the

8

HUD-1, nobody cares.

9

taxes, lawsuits, liens.

10

You guys know this.

When the title lawyer takes stuff

That’s when they pay off loans,
Nobody cares.

So you take it

out of the back of the closing statement.

11

When we come back from the bathroom, I’ll

12

show you a very advanced way to close, a way to get

13

around any non-wholesaling law.

14

The last thing about Chris, just for fun.

15

Chris went to closing.

16

title was good.

17

close.

18

Come on, how many of y’all have a sense of humor?

19

Anybody here not have a sense of humor?

20

into real estate.

21

The buyer had the money.

The

The seller was happy and it couldn’t

How many of y’all have a good sense of humor?

Don’t get

Anyway, you’ll never guess why Chris

22

couldn’t close.

Take a fun guess.

It’s really not a

23

fair question.

24

lawyer is good, the buyer is good, the seller is good,

25

you’ll never guess.

Title was good, the money’s good, the
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1

to guess before we break.

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

4

happen.

5

it.

6

Chris close?

The seller died.

Seller died.

No, it didn’t happen.

Then the estate sells

It’s really not a fair question.

7

I’ve had that

Why couldn’t

Let me tell you what happened.

8

funny.

Chris actually went to closing.

9

have to go to closing.

You don’t

You can do everything AccuSign

10

and DocuSign, right?

11

stuff today, I’m not there.

12

It’s kind of

Accusign, Docusign, I closed

Chris went to closing and the attorney,

13

while he’s doing the papers, said, Chris, how long

14

have you been in real estate?

15

days.

16

estate?

17

went to school.

18

what university are you going to?

19

Chris said?

He goes, oh, about 45

And he goes, well, what did you do before real
What kind of work?

And Chris goes, oh, I

And Chris -- the lawyer goes, well,

20

UNIDENTIFIED FEMALE:

21

ROBERT SHEMIN:

22

He goes, what?

23

10th grade.

And guess what

High school.

I’m going to Central High.

It’s (inaudible).

He goes, I’m in

Guess how old Chris was?

24

UNIDENTIFIED FEMALE:

25

ROBERT SHEMIN:
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1

lawyer said?

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

You got to be 18.

You can’t be signing these

4

contracts to buy and sell real property in any state.

5

And Chris had to call his mommy.

6

come from work that afternoon, after work at 6:00,

7

sign the contract to buy it (inaudible).

8

still closed.

9

in my head.

Chris made $11,400.

So they

That number sticks

And he called me because I was one of is

10

people, not his main mentor.

11

fast start and all that stuff.

12

And his mommy had to

He had his one-on-one

And guess what everybody says and you’ll

13

say, too, when you close your first deal?

14

make $1,000, $11,000 or $111,000.

15

say.

16

helped start that make their first deal, they’re

17

making money, and they’re so excited.

18

first thing they always say is on the phone, every

19

time?

Guess what they all

I’ve had hundreds of people call me that we’ve

20

AUDIENCE:

21

UNIDENTIFIED MALE:

22

Whether you

Guess what the

(Inaudible).
It’s easier than I

thought it would be.

23

ROBERT SHEMIN:

24

UNIDENTIFIED MALE:

25

ROBERT SHEMIN:
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1

say that.

2

that.

It’s not the first thing, but they say

Say yes.

3

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:

Thank you.

They never say

5

thank you.

6

they do eventually, but that’s not the first thing.

7
8

It’s okay.

They say thank you.

We don’t need thanks.

UNIDENTIFIED FEMALE:

I mean,

When can I do this

again?

9

UNIDENTIFIED MALE:

10

ROBERT SHEMIN:

The next one.

They say that, the third

11

thing.

12

did I spend so much time worrying and thinking about

13

it.

14

Nicole know this, and you’ll say the same thing

15

whether you’re 10 or 100 or 50.

16

goes, man, Robert, I’m at closing, I just made

17

$11,400.

18

And guess what I said to Chris?

19

junior high years, buddy.

20

you were 13, not 16.

21

old.

22

I want to do it again, this is awesome, why

Here’s what they always say.

And Andre and

Chris calls me and

He goes, I wish I would have started sooner.
You just wasted those

You should’ve started when

I started when I was 29 years

And guess what I say every day of my

23

business life, sometimes twice a day, 100 times a day.

24

Why didn’t I start when I was 22?

25

show me this when I was 18?
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1

teach me this?

2

did I think about it so much?

3

the money?

4

Why didn’t my dad show me this?

Why

Why did I worry about

Right?
I look back and I made all my money

5

investing myself back on the first deal.

6

done huge deals the last month and I look back at why

7

did I worry about it so much.

8

in the world.

9
10

I’ve

The most wasted energy

Correct?

UNIDENTIFIED MALE:
ROBERT SHEMIN:

11

So that’s pretty cool.

12

minute break.

Correct.

Overthinking, overworrying.
So let’s take a quick five-

Y’all want a quick five-minute break?

13

AUDIENCE:

14

ROBERT SHEMIN:

Yes.
And then we’ll come back and

15

we’ll end at about 5:15 today.

16

Are y’all learning some stuff?

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

We’re going real fast.

Oh, yeah.

And if you don’t have an

19

understanding about wholesaling, relax.

20

again and again and again and again.

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

23

(inaudible) margin.

24

(inaudible).

25

Right?

No.

We’ll do it

Sound good?

(Inaudible).
To me, it’s not a

I don’t do 14 percent

But he still made money.

UNIDENTIFIED FEMALE:
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1

ROBERT SHEMIN:

No.

2

deal to make any more money.

3

are that thin.

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

6

UNIDENTIFIED FEMALE:

7

ROBERT SHEMIN:

There’s no room in that
I don’t do deals that

Right.

Very thin margin.
(Inaudible).

I’m not saying it’s a bad

8

deal because he made money, but I wouldn’t do that

9

deal.

Make sense?

10

buyer happy?

11

do the deal.

Is it okay to make 11 grand?

Is it a horrible deal?

12

UNIDENTIFIED FEMALE:

13

ROBERT SHEMIN:

14

UNIDENTIFIED FEMALE:

15

ROBERT SHEMIN:

(Inaudible).

(Inaudible).

You got it.

five-minute break, folks.

17

You learn a couple new things?

Quick four or

How you doing back there?

18

(Music playing.)

19

UNIDENTIFIED FEMALE:

Hi.

This is going to

be your meeting with me tomorrow.

21

MS. BARKER:

22

UNIDENTIFIED FEMALE:

23

I wouldn’t

What’s that?

16

20

No.

End

Okay.
At 8:15.

Can you make

it at that time?

24

MS. BARKER:

25

UNIDENTIFIED FEMALE:
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1
2

MS. BARKER:

UNIDENTIFIED FEMALE:

4

-- do you have sinus?

5

MS. BARKER:
cold or something.

7
8

Yeah.

Oh, me, too.

It’s some sort of head

Oh (inaudible).

Something is going around.
MS. BARKER:

I know.

10

(Music playing.)

11

UNIDENTIFIED MALE:

12

ROBERT SHEMIN:
maestro?

Uggh.

I have a quick question.

Quick question.

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

16

wholesaling, you’re not buying it.

17

on it.

18

credit.

19

Music,

Yes?

14

20

Are you

It’s -- it’s killing me.

UNIDENTIFIED FEMALE:

9

13

I hope I haven’t lost

my voice by then.

3

6

Thanks.

(Inaudible).

Correct.

When you’re
You’re not closing

You’re not using any of your own money or

UNIDENTIFIED MALE:

Now, when a seller asks

you (inaudible).

21

ROBERT SHEMIN:

That’s different.

Proof of

22

funds.

23

you proof of funds.

24

and get a proof of funds or use a money market.

25

Our company, the one we give you, will give
You go anywhere on the internet

UNIDENTIFIED MALE:
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1

(inaudible).

2

ROBERT SHEMIN:

3

with realtors.

4

sellers.

Oh, wait.

You’re dealing

I’m dealing directly with motivated

Most of them do not ask for proof of funds.

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

Okay.

If I’m going with real

7

estate, I won’t go through (inaudible) transfer

8

earnest money to the (inaudible).

9

Most of them they don’t.

10

UNIDENTIFIED MALE:

11

ROBERT SHEMIN:

12

UNIDENTIFIED MALE:

I’m dealing direct.

(Inaudible).

Oh.
Okay.

So if they have

13

the proof of funds, their (inaudible) he gets 100

14

percent of the funds for that (inaudible).

15
16

ROBERT SHEMIN:
letters.

Yes.

We have proof of funds

(Inaudible).

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

There’s probably always

19

(inaudible).

20

letter like that.

21

Tomorrow we’ll do contracts, submitting a proof of

22

funds with your contract.

23
24
25

Yeah.

(Inaudible).

But you get a proof of funds
And I will always recommend.

That makes it more serious.

UNIDENTIFIED MALE:

Yeah.

So that way the

(inaudible).
ROBERT SHEMIN:
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1

different.

Everybody does it different.

2

nothing wrong with wholesaling.

3

buy, fix and sell.

There’s

Nothing wrong with

Nothing wrong with buy and rent.

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

Okay.

Everyone in their mind

6

thinks they’re limited by funds, but in just a minute

7

I’ll fix that.

Sound good?

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

Sounds awesome.

So, hey, I’m going to do a

10

quick sound check here on a (inaudible) video.

11

I’ll show a video.

12

introduction to wholesaling.

13

through it again and again.

14

(Inaudible).

Maybe

So that’s just an

We’re going to go
Okay?

So, everybody, welcome back.

Somebody at

15

lunch time when I was coming back asked me what I’d

16

do.

17

and I really didn’t introduce myself.

18

I said.

19

me or Andre or Nicole.

20

going to do.

They said Andre and Nicole introduced themselves

It doesn’t matter.

And here’s what

It doesn’t matter about

We’re okay.

It’s what you’re

What are y’all going to worry about?

21

UNIDENTIFIED MALE:

22

ROBERT SHEMIN:

Me.

So if you would like,

23

because we’re going to spend three days on it, we’ll

24

show you a quick video that shows a little bit about

25

what I do.

I’m a full-time investor.
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1

okay for everybody?

2

AUDIENCE:

3

ROBERT SHEMIN:

Yes.
Then we’ll get right back

4

into using other people’s money, finding deals and all

5

that.

6

thing.

7

you’ll learn a little bit or too much about me, is

8

this:

9

at 18 with a very rare form of dyslexia.

Now, every time I see this video I think of one
I just want to have a little fun and then

I never graduated high school.

I was diagnosed
Anyway, when

10

I was in school flunking out, when I was like 16 or 17

11

or something, they do an aptitude test in Florida.

12

was at a school in Tennessee where they gave this test

13

and they -- it’s a computer and they tell you what are

14

the best jobs for you.

15

friends had taken it.

16

architect, nurse.

17

really accurate and it gives you like three good jobs

18

that you would -- you would be good for.

19

I

You know, and most of my
You know, a lawyer, accountant,

And they said the computer is

So I took this test at about 16-and-a-half

20

-- and some of y’all won’t understand what I’m saying.

21

I was called into the principal’s office, which I was

22

rather accustomed to.

23

relationship.

24

about?

25

proud of it.

We had a very close

How many of y’all know what I’m talking

I was not a good boy in high school.
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1

And they called me down to the office and it

2

was the principal and the head guidance counselor.

3

was (inaudible).

4

about 1,600 students, 2,000 students.

5

well, Robert -- and I’m like, what did I do now, you

6

know?

7

I go, shewww, first time this week.

9

We had 400 people in each class,
And they said,

He’s like, no, no, you’re not in trouble.

8

And

And he said, listen, you know, you took that
test and we give it to all the students in Tennessee.

10

And you’re the only student that we remember where

11

you’ve only qualified for one job.

12

is always right.

13

again.

14

qualified for?

15

accurate.

16

for according to this study is farmer’s assistant.

17

I

And this computer

And I’m feeling kind of special

And I said, well, what’s that job that I
He said, listen, this computer is very

He said, the only job that you’re qualified

And I’m like, well, my family has already

18

been farming for like 10 years.

He goes, no, no, no.

19

You can’t have your own farm.

20

The reason I mention that is I already heard some of

21

us in this room use very negative language.

Farmer’s assistant.

22

[HVAC noise starts.]

23

And I believe language is the key.

Correct?

Be

24

careful how you speak to yourself or your children.

25

Anyone in this room can do anything they want if you
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1

want to.

Correct?

So every time I think I watch this

2

video, I think that day my principal, Mr. Crane

3

(phonetic), said all you can ever do is be a farmer’s

4

assistant.

5

People with a lot less background, less resources, are

6

very successful in this, including Christina and

7

Tarek.

8

here’s a quick video and we’d like you to (inaudible).

9

Sound good?

All y’all can do whatever you want.

If you would have -- you know (inaudible).

10

UNIDENTIFIED MALE:

11

UNIDENTIFIED FEMALE:

So

(Inaudible).
Ladies and gentleman,

12

please prepare yourselves to hear international

13

(inaudible) New York Times best-selling author, Robert

14

Shemin.

15

Raised in Nashville, Tennessee, he now lives

16

in South Beach, Florida, and has flown to New York

17

City, Los Angeles and Medellin, Columbia.

18

became a millionaire at age 32.

19

UNIDENTIFIED MALE:

20

ROBERT SHEMIN:

21

UNIDENTIFIED FEMALE:

He first

Doing what?

Doing real estate investing.
(Inaudible)

22

insurmountable odds to become one of the most

23

charismatic and sought-after (inaudible) motivational

24

speakers in the country.

25

ROBERT SHEMIN:
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1

family wants you to do it, I thank real estate for

2

giving me the freedom.

3

UNIDENTIFIED FEMALE:

(Inaudible) it’s a

4

whole different background to total financial freedom

5

for life.

6

had no investment experience, no financial savvy, and

7

zero money in the bank.

8

takes to transfer $20 to $50,000 (inaudible)

9

consistently with (inaudible) speaker.

Even though most of his (inaudible) he’s

We know these (inaudible)

10

ROBERT SHEMIN:

Are you with me?

11

UNIDENTIFIED FEMALE:

He regularly shares

12

the stage with such luminaries as Rich Dad/Poor Dad

13

Robert Kiyosaki, Dave (inaudible), Suze Orman, Tony

14

Robbins and Donald Trump.

15

selling books including his latest international

16

blockbuster, How Come that Idiot’s Rich and I’m not?

He’s authored 11 best-

17

His new book has been on the New York Times

18

best-seller list, USA Today best-seller list, and the

19

Wall Street Journal best-seller list and is now

20

available in over 26 languages.

21

The (inaudible) gives generously to numerous

22

charitable endeavors such as helping the homeless,

23

providing thousands of (inaudible) to the children

24

here and overseas, and has helped raise (inaudible)

25

for at-risk (inaudible) here and internationally.
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1

He also has one of the largest charities in

2

the world that helps (inaudible) kids and feed and

3

educate them.

4

how to get rich.

5
6

As experience (inaudible) individuals
He’s (inaudible) earn big money.

ROBERT SHEMIN:

And if I can do it, anybody

can.

7

UNIDENTIFIED FEMALE:

He’s constantly on

8

television and is one of America’s leading experts on

9

real estate and wealth creation.

10

UNIDENTIFIED FEMALE:

So take (inaudible)

11

one of the country’s most successful real estate

12

(inaudible) and (inaudible) speakers.

13

(inaudible) expert.

14

investor and author of How Come that Idiot’s Rich and

15

I’m Not.

16

appearances, he is a full-time real estate investor.

17

In the last 24 months, he has been involved in the

18

purchase of over 500 properties and has been involved

19

as well in over 1,000 real estate transactions.

20

Robert Shemin

Robert Shemin is a real estate

Even though he makes numerous public

He’s currently involved in the management of

21

over 425 homes and duplexes throughout the United

22

States.

23

about seven different countries.

24

(inaudible) business expert on Fox News and CNN,

25

appearing at times two to three times a day.

He’s not only invested in America, but in
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1

known as an expert (inaudible) negotiating, sales and

2

strategic planning.

3

Helping people become successful in finance,

4

start businesses and triple their incomes.

He has

5

motivated and energized people to reach long-term

6

success rapidly and reach goals beyond their wildest

7

dreams.

8

next level and beyond.

He has helped hundreds of businesses to the

9

So, ladies and gentlemen, get prepared, take

10

out your pens and papers, because you are going to

11

want to take a lot of notes.

12

Mr. Robert Shemin.

13

(Applause.)

14

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

16

UNIDENTIFIED MALE:

17

Welcome to the stage,

(Inaudible).

What’s that?
You didn’t tell us you

were a celebrity.

18

ROBERT SHEMIN:

Oh, I’m not.

Christina is a

19

celebrity.

20

of people that work with Christina and Tarek, all the

21

mentors.

22

But, anyway, this is to show you the type

They’re as much or more qualified than me.
But, anyway, let’s get back to you.

So what

23

I’d like to do now is take just a couple minutes and

24

switch gears and show you how I got started in real

25

estate.

Not to depress anybody, but to show you how
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1

you can start without any money, without any credit.

2

Sound good?

3

Now, I’ve got a couple advantages over you

4

all when I got certain (inaudible).

5

up front.

6

Number one, just to make (inaudible) I didn’t speak

7

until I was really 10.

8

couldn’t walk when I was born.

9

foot problems.

So I’m going to give you my advantages.

I had a speech impediment.

I

I had a (inaudible)

So I didn’t really go to school until

10

I was like six, seven or eight.

11

I couldn’t speak.

12

I like to be very

I felt very sick and

Until I was 10, I kind of spoke like this.

13

(Inaudible).

14

lot of negativity.

15

get out much; didn’t have a lot of friends.

16

remember hearing from everybody was what’s wrong with

17

him, he can’t do this, he can’t do that.

18

go to school, it was really unpleasant.

19

a lot of stuff.

20

So I’m responsible, but I was around a
I didn’t go to school.

I didn’t
All I

When I did
I couldn’t do

And I was around a lot of negativity.

How many of y’all were around some

21

negativity when you were growing up?

So (inaudible)

22

there’s only one reason I’m alive today.

23

because of my grandmother.

24

as possible and spend as much time with her

25

(inaudible).

That’s

I would run away as much

Because she was always positive.
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1

was the only person I would (inaudible) for a very

2

long time that ever said positive things.

3

said anything negative.

4

you can do whatever you want; Robert, don’t listen to

5

them; Robert, you can do these things.

6

She never

She would always say, Robert,

So in school most of the folks (inaudible)

7

and they were focused on one thing you can’t do.

8

I was 10, a beautiful woman, her name was (inaudible)

9

and taught me how to speak.

She’s a speech

10

pathologist.

11

now because I won’t shut up.

12

My family is kind of regretting it right
But she changed my life.

Then when I started speaking clearly,

13

everybody, including my parents and teachers and

14

counselors, said, oh, it’s all going to be smooth

15

sailing now; Robert’s okay.

16

class.

17

year.

18

high school.

19

from home when I was 13-and-a-half.

20

teenager.

21

When

And I flunked every

Let me say that again.

I never passed any

They would flunk me forward.
It was bad.

I never graduated

And, anyway, I ran away

So I was on the streets.

I was a homeless

For about a year I

22

lived off a dollar, maybe $2 a day.

23

to have (inaudible) but it’s a difference.

24

what it’s like to not have money.

25

go to an ATM and something comes out, I get excited.
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1

Because I remember for years, man, you know, you put

2

$10 in and nothing came out, then you put like 5, then

3

you try to put one and nothing comes out.

4

stressful.

I had no money.

5

miserable.

I was working restaurants.

6

all stressed out about money.

And it was

All my friends were
My family was

7

[HVAC noise ends.]

8

And when you don’t have any money and you’re

9

in debt, you make really bad decisions.

How do I know

10

this?

11

Anyway, when I was about -- turning 29, I’ll never

12

forget it.

13

working full-time at Ruby Tuesday’s.

14

a month.

15

three months behind on my rent.

16

broken.

17

Because I did it until I was about 28, 29.

It was around Christmastime.

I had a roommate.

My rent was $800

And I was always two or
My car was always

This -- it was bad.
And, anyway, my friends, we all complained

18

about money.

19

parents, the economy.

20

don’t blame anybody for anything.

21

responsible.

22

what you’re 100 percent committed to.

23

I was

We blamed everybody, the government, our
And we were good at it.

Now I

I’m 100 percent

Whatever results you’re getting, that’s

It’s a hard thing to understand.

24

anyway, here’s my advantage over you.

25

started in real estate, I had no money.
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1

account had $183 in it.

2

was a good month.

3

about that.

4
5

And my rent was $400.

I had no credit.

That

I just told you

Why is that an advantage to get into real
estate investing?

I really believe that.

6

AUDIENCE:

(Inaudible).

7

ROBERT SHEMIN:

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

What’s that?
(Inaudible) bad habit.

Well, I had lots of bad

10

habits.

We’re not going to go into that.

11

for the vote.

12

having no money or no credit?

But thanks

What’s the -- a real technical reason,

13

UNIDENTIFIED FEMALE:

Nothing to lose.

14

UNIDENTIFIED FEMALE:

You don’t have much to

15
16

lose.
ROBERT SHEMIN:

Thank you, Joe.

17

everybody always says.

18

largest charities in the world, Open Arms.

19

with homeless populations.

20

with the homeless population?

21

That’s what

Right now I have one of the
We work

Who here’s ever worked
I have; still do.

I was out with the homeless two nights ago

22

in Medellin.

I was homeless.

23

you don’t want to lose.

24

and thanks for saying it.

25

was on the streets and had a sandwich, and if somebody
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1

tried to take my sandwich away, guess what I probably

2

would have done?

3

UNIDENTIFIED MALE:

4

ROBERT SHEMIN:

(Inaudible).

Kill them.

I’m not kidding, folks.

No, that’s all I

5

had.

6

person.

7

they have, a dollar, they will probably kill you.

You try to take their shoes or whatever thing

8
9

Talk to any homeless

Right now let’s say a homeless man in the
street tries to take my wallet, I’ll probably go,

10

here, man, take this, it’s a (inaudible) it’s really

11

nice.

12

forget my shoes if you want those.

13

care.

If I’m going to give my wallet, hey, don’t
I really don’t

Correct?

14

I’m not going to fight for $100 or $10,000

15

or my belt or my car.

16

So whatever you have, you don’t want to lose, whether

17

it’s a $1 or $50, $50,000 or $50 million.

18

would have had $100,000 in the bank and found my first

19

duplex for $45,000 with repairs, how do you

20

(inaudible) pay for it?

21

By cash.

22

what I probably would have done.

Cash.

I really don’t care.

And I’ve got great credit.

23

AUDIENCE:

24

ROBERT SHEMIN:

25

Right?

No.

If I

Guess

(Inaudible).
Gone down to the bank,

gotten approved for an investor loan, and after five
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loans guess what the bank would probably tell most

2

people today?

3

guidelines.

After five investor loans, Fannie Mae

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

Won’t do anymore.

You’re done.

We’re not

6

going to warehouse them, we’re not going to hold them.

7

They could if they wanted to, but we’re not.

8

you’re done.

9

done.

10

And

Or you used up your cash and you’re

But because I had no cash or credit, guess what

I was forced to do.

11

UNIDENTIFIED MALE:

12

ROBERT SHEMIN:

13

real estate.

14

copy and paste.

15

don’t.

16

you don’t have or have.

17

(Inaudible).

Learn how to do creative

So let me tell you how.

And you can

Whether you have money or credit or

To me it’s irrelevant how much money or credit

So here’s what happened to me.

I used to

18

work at an insurance company.

19

planning, second (inaudible) policies called Southeast

20

Financial Group, worked on commission only.

21

company.

22

had $5 billion plus to invest.

23

people.

24
25

We did high-end estate

Great

My job was I got referrals to people that
Very high-net-worth

I go out and meet them, introduce the
services, and if they bought -- I bought the company
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1

and they closed the case, I get a big commission.

2

worked for over a year, went on appointments every

3

day, every week.

I

Guess how many cases I closed?

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

Zero.

Guess how much money I made?
Zero.

But I was working hard.

And

8

one day I got a referral and this guy -- I was still

9

working in the restaurant double shifts.

I was

10

working all the time because I thought the only way to

11

make more money, work more hours.

12

working.

13

And it wasn’t

So one day I got referred to a gentleman.

14

I’m not going to mention his name, Ray Binion

15

(phonetic).

16

Tennessee, which is Nashville.

17

be worth about $30 million.

18

on and my broken, busted-up Camaro I spent 2 grand for

19

that was worth about 200; never worked.

20

his office and I was shocked.

21

to be worth millions, 30 millions of dollars, and I

22

was taught that to make money you have to --

American Home Improvements in Madison,

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

And he was supposed to

And I got my little suit

Drove up to

This guy was supposed

Spend money.

-- have money.

Right?

That

the rich were a special club; we’re not in it; or you
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1

got to be super smart like a doctor, lawyer, which

2

some of my cousins have done.

3

law and medical (inaudible) done very well.

4

They go -- got great

I thought rich people were mean.

My parents

5

taught me they were -- they hurt people and they

6

stepped on people’s backs and we’re not like that;

7

money is bad; money is evil; debt’s evil; rich people

8

are evil; it’s a private club; we’re not in it; we’re

9

never getting in it.

How many of y’all were kind of

10

brought up that way.

Is all that stuff true?

11

UNIDENTIFIED MALE:

12

ROBERT SHEMIN:

No.

Nope.

People are people

13

whether you have money.

14

So here’s what happened to me.

15

years old.

16

looking for signs of wealth.

17

busted-up office called American Home Improvements.

18

There’s one pickup truck in the paved parking lot.

19

was about 30 years old.

20

with a big dent in the door.

21

Money is just a magnifier.
I was probably 29

I go up to this guy’s office and I’m
He had none.

It’s a

It

It was a green pickup truck
And that was it.

The place hadn’t been painted, like, in 20

22

years.

The gutters had come off.

23

thinking?

24

There’s no $30 million people here.

25

people look broker than my family.

And guess what I’m

Somebody gave me the wrong address.
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And then I banged on the door and things got

2

worse.

This guy comes to the door in overalls, paint

3

chips all over.

4

I’m talking about.

5

nice guy.

6

paint buckets everywhere, tools all laid around.

He was a handyman guy.
We open the door.

You know what
He’s a real

There’s busted boards, broken windows,

7

Now, remember this, folks.

8

help you out.

9

things.

This will really

A lot of you are overcomplicating

So did I.

Remember, this is real simple, how

10

to make money if you’ll copy and paste and do it.

11

I was taught to look for signs of wealth.

12

and he had no computer.

13

computer that you use for work or real estate or

14

something?

15

lot of money in real estate?

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

So

He had none

How many of y’all have a

Do you have to have a computer to make a

No.

Nope.

He never had one.

18

Never had one.

19

You know, I type a little bit, you know, pluck around,

20

but I don’t really use computers.

21

I have them but don’t really use them.

So, remember, a lot of things you take for

22

granted that are easy, I can’t do.

23

computers.

I have no sense of direction.

24

read maps.

How do y’all think (inaudible) map if

25

you’re in real estate?
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1

map, I’m like, it’s a map.

2

left.

3

I have to have somebody walk me down to the lobby of

4

the hotel because I get lost.

5

abilities.

6

together.

7

until I was about 18.

8
9

You know, go right, go

I have no spatial

I can’t put a three-year-old’s toy
That’s my dyslexia.

I wasn’t diagnosed

So, anyway, I go to this guy’s office, him
and his wife are there.

I talked to them for five

10

minutes and I jumped to conclusions.

11

used to say, Robert, you should be rail thin; all you

12

do is jump to conclusions.

13

Y’all walked in this morning, thought certain things;

14

looked at me, thought certain things; you know, looked

15

at Christina and Tarek and think certain things.

16

most of them are probably incorrect.

17

It’s human nature.

18

My dad always

Y’all do it, too, right?

So here’s what happened.

And

We all do it.

I get in my car

19

and drive off.

I drove about three, four miles away,

20

and to this day I cannot tell you what happened.

21

Remember I told you quantum success comes in seconds

22

when you make decisions that life-change.

23

I cannot tell you any reason why I did this.

24

stopped my little broken Camaro, drove back to his

25

office, got out and completely embarrassed myself.
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1

Because back then I was broke and mad.

2

were broke and mad.

3

unhappy people make other people unhappy.

4

people make other people happy.

5

Pretty simple.

6

like many deals was happening.

7

All my friends

And I was not happy.

I tell you,
Happy

I was not happy back then.

It’s not

So I banged on his door and I -- I’m just

8

not (inaudible) on books or anything.

I don’t

9

normally talk about this, but I’m feeling a little

10

frisky today.

11

hey, Robert, I thought you left.

12

Mr. Binion, and I forgot to ask you a question.

13

goes, what’s that?

14

Bingham, what do you do for a living amongst all this

15

junk?

16

He comes out to the door and he said,
And I said, yeah,

And I had forgotten.

He

I said, Mr.

Now, where people live or work, they think

17

it’s nice.

18

it going, I wish I had that; somebody is looking down

19

going I don’t know how they live like that.

20

judge anybody anymore.

21

everybody.

22

Wherever you work, someone is looking at

I don’t

Back then I used to judge

And this is an old country guy, man.

He’s

23

tough.

How many of y’all know what I’m talking about?

24

And I call him the redneck Buddha, the redneck Yoda.

25

And I didn’t know him at the time.
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1

the back of the head.

2

goes, boy, I ought to show you something.

3

drags me to the back of his office.

4

oh, my God, I’m in a made-for-TV movie.

5

nee-nee-nee-nee.

6

He’s a tough cookie.

And he
And he

And I’m going,
Like nee-nee-

I am freaking out.

And then goes to his wife and -- you saw the

7

movie.

He goes, come on, honey, watch this.

I’m

8

going, this is getting really weird.

9

back and I’m going, no, we’re going back here, please

And he drags me

10

let me go.

11

relieved because I didn’t know what -- I thought he

12

was going to make (inaudible) or tie me up.

13

And he opens an accounting book.

I was so

And he goes, I want to show you this

14

accounting book.

15

computer.

16

all the things?

17

many of y’all have ever been in a really great

18

experience or bad experience where it’s like a movie

19

in your head?

20

remember -- I remember what he said word for word.

21

goes, boy, he goes, I’m not smart like you.

22

went, what?

23

school.

24

what I said?

25

I’m like, what?

He didn’t have a

So remember those old accounting books with
And here’s exactly what he said.

You ever -- like a car wreck.

How

I
He

And I

And he goes, I never graduated high

That’s him talking to me in 1994.

And guess

Yeah.

And, anyway, he said, about 20 years ago --
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1

now, listen to this.

This is real estate, folks.

He

2

said -- he’s talking about 1974.

3

working at Sears, the garden center, making no money,

4

working 60 hours a week, going nowhere.

5

the street from us had a house that she had to sell.

6

She was getting divorced.

7

to one.

He goes, I was

And a lady up

She went from two incomes

Do people still get divorced in 2019?

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

Absolutely.

Just checking.

10

changed, folks.

11

get out of town and couldn’t pay her mortgage payment

12

of like 300 bucks a month.

13

worth about 40 grand.

14

Nashville.

15

that I could make eight grand.

16

Always the deal.

Nothing’s

He said, she had to

He said the house was

This is back in the ‘70s in

And she would sell it to me for 32.

I saw

So he had his lawyer friend have her sign

17

the house to him.

She assigned her deed over to Mr.

18

Binion and his wife and gave the keys.

19

house now?

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

Who owns the

Mister --

Mr. Binion.

If you go out

22

in the parking lot and have title to your truck and

23

sign it over to me, who owns the truck?

24

UNIDENTIFIED MALE:

25

ROBERT SHEMIN:
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1

Ownership and debt are two different things.

2

that?

3

grand or 29 grand with some bank, 300 bucks a month

4

payment with taxes and insurance.

5

started paying it.

6
7

You got

Now there was a loan on this house for about 30

And Mr. Binion just

Is that illegal, to just take over someone’s
house and start making payments?

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

No.

No.

Is it a crime?

No.

10

Now, since 1987, do most deeds and mortgage agreements

11

-- and you can look at your own tonight -- have what’s

12

called an acceleration clause?

13

or transfer the property, the lender can call the loan

14

in in 30 days.

15

celebrate, ahhh.

16

-- they can write a letter to you and say, we caught

17

you and we’re going to accelerate your loan from 25 or

18

15 years down to 30 days.

19

It says, if you sell

So if you have a 25-year loan, they
If you sell nothing, you don’t make

Now, I’ve been in real estate since 1994.

20

Mr. Binion has done over 300 of these.

Just took over

21

the house and started making the loan.

Did he get

22

preapproved?

23

his name on the loan?

24

and started making payments for a few months.

25

guess how many problems he had since 1994, since I’ve

No.

Did he get a new loan?
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1

known him?

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

4

thing your mind goes to?

5

wrong, it’s illegal, my mother said she can’t do that,

6

you’ll get caught.

7

Zero.

Zero.

What’s the first

Oh, you can’t do that, it’s

Now, with any loan, whether the loan is in

8

your name or somebody else’s name, you have to pay the

9

loan.

What do you have to do?

10

AUDIENCE:

Pay the loan.

11

ROBERT SHEMIN:

If you don’t pay your loan

12

or somebody else’s loan, you got big problems.

13

the loan is still in her name.

14

name or credit or Social Security number.

15

doesn’t pay it, whose credit gets hurt?

16

AUDIENCE:

17

ROBERT SHEMIN:

18

had since he did real estate?

20

ROBERT SHEMIN:

Zero.

Zero.

Guess how many late

payments he made?

22

UNIDENTIFIED MALE:

23

ROBERT SHEMIN:

25

So if he

Guess how many problems he’s

UNIDENTIFIED MALE:

24

It’s not under his

Hers.

19

21

Now,

maybe 90 of them.

Zero.

Zero.

I’ve done about 80,

Guess how many problems I’ve had?

UNIDENTIFIED MALE:
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1
2

ROBERT SHEMIN:

Zero.

Guess how many late

payments I’ve had?

3

UNIDENTIFIED MALE:

4

ROBERT SHEMIN:

Zero.

Zero.

Guess how many -- and

5

you have a contractor who wants to buy a new house.

6

What’s the first thing your mind goes to?

7

that’s weird, you can’t do that, something should be

8

wrong.

9

time o this.

It’s not.

Well,

Now, I don’t want to spend a lot of

Do you know what a test case is?

That’s

10

actually under the Civil Rights movement and Women’s

11

Right movements actually got legal.

12

force a lawsuit.

13

they weren’t supposed to sit in, or sit on the bus or

14

go do something that was stupid and illegal, and force

15

a case and make the courts and the government look how

16

stupid they were.

17

People would

They would sit in the restaurant

I’m sorry, that was how this civil rights,

18

in a positive way, did it.

19

actually from Nashville, Tennessee.

20

school eventually with Martin Luther King’s daughter

21

and she told me this personally, that they do test

22

cases.

23

And a lot of them are
And I went to

They do them all the time now.
So how many of y’all like technicalities?

24

How many of y’all like analysis?

25

just for you, Maxine, because you’re special.
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1

about nine years ago a guy that I know did a test case

2

for taking over loans.

3

someone’s loan, gave like $1,000; they signed the

4

house over to him and he started making the payments.

5

The loan, made after 1987, said if you take

He actually took over

6

over the loan or sell the house or don’t tell us, we

7

can accelerate.

8

Bank of America like nine times.

9

certified letters.

So he and his lawyer actually called
They wrote nine

Nah-nah-nah-nah-nah-nah.

We took

10

over this loan; we’re not on the original loan; we’re

11

making the payments; we bought the house; we didn’t

12

tell you; you should call the loan in.

13
14

Guess what happened the first eight, nine
letters?

15

UNIDENTIFIED MALE:

16

ROBERT SHEMIN:

Nothing.

Nothing.

Bank of America is

17

so happy to get a payment from somebody, they did

18

nothing.

19

letter and phone call, they kind of said you’re

20

harassing us.

21

called the lawyer and said, listen, you pushed our

22

buttons; we’re going to take you to court.

23

finally did a test case.

24

force it.

25

Then on like the 11th or 12th certified

I mean, you know -- and they finally

They

That’s a test case.

You

What do you do?
AUDIENCE:
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1

ROBERT SHEMIN:

I actually have the court

2

decision on my computer somewhere if you want to see

3

it.

4

we’re not going to enforce the due on sale clause.

5

Then it went to the Sixth Court Circuit of Appeals,

6

not the Supreme Court, but one of the highest courts

7

in the land, and the judges agreed and said, number

8

one, Bank of America, you’ve suffered no damage.

9

Number two, there’s no loss.

It went to trial and the court said immaterial,

Yeah, it said you’re not

10

supposed to do it, but your house is okay, you’re

11

getting paid, and they threw it out.

12

So you actually have a court saying kind of

13

immaterial.

14

the loan like my mentor did.

15

to you and start making the payments.

16

go buy a new home, you can show them the contract

17

saying I’m paying the loan so they go get a new house.

18

So another way to buy houses is take over
Have them sign it over
If they want to

I don’t want to spend a lot of time on it.

19

It’s a technicality.

But how did my mentor finance

20

his first 300 homes?

Just took over the houses.

21

Number two, so I’m sitting in my mentor’s

22

office the first time I met him.

23

and he showed me house number one.

24

loan for whatever, 30-some grand, and he spent about

25

three months and did the work.
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1

painted and cleaned themselves at night after work,

2

and they sold the house.

3
4

Guess what my first question was?
Binion, did you make any --

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

7

Mr.

answer was?

Money.

Guess what the real world

Not seminar-land, real world.

8

UNIDENTIFIED FEMALE:

9

ROBERT SHEMIN:

10

their own business?

11

first six months?

No.

No.
Who here’s ever started

Did you make a lot of money the

12

UNIDENTIFIED MALE:

13

ROBERT SHEMIN:

No.

No.
You’re figuring it out,

14

making investments, correct?

15

number one business franchise in the world, guess what

16

the investors make first year when they put in about

17

150, 200 grand of investment?

18

year, they make 20 to 40 grand; third year, they make

19

20 to 50.

20

businesses never make money.

21

out of business because of cash flow.

22

think a better track record than that.

23

Even at Subway, the

Nothing.

Those are national averages.

The second

Most

Seventy, 80 percent go
We have -- I

So I asked Mr. Binion, then what did you do?

24

He said, well, my wife and I got a second home.

25

took over someone’s loan, we went in at night and
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1

cleaned and painted; it took us about four months and

2

we sold it in about four months.

3

make any --

4

AUDIENCE:

5

ROBERT SHEMIN:

And I said, did you

Money.
And guess what Mr. Binion

6

said real world on the second house.

7

seven months into it.

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

Now he’s like

No.

He said no.

We actually

10

lost about 1,000 bucks on the second home, which we

11

really didn’t have to lose, and it was really bad.

12

And guess what my question was?

13

didn’t you --

14

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

16

I said, well, why

Quit.

-- quit.

Because what do

most people do if they don’t make any money?

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:
Freaked me out.

Quit.

And guess what Mr. Binion

19

said?

He said, well, Robert, by that

20

notion of your question, he says it sounds like you’re

21

a quitter.

22

things.

23

did Beanie Babies; I tried a couple network marketing

24

things; I tried that thing, this thing; and I bought

25

that thing off the TV.

He goes, that means you quit a lot of

I said, oh, yeah.
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1

it didn’t work.

2

stocks didn’t work.

3

The Beanie Babies didn’t work.
That didn’t work.

And he goes, well, Robert, it sounds like

4

what you do doesn’t work.

5

quitter.

6

commitment.

And he goes, I’m not a

He goes, my wife and I made a five-year
How long?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

The

Five years.
He said, we’re going to

stick with real estate five years part-time, keep

10

doing it, and in five years we’ll make a decision.

11

you did that with your business, guess what will

12

probably happen?

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

15

most people do too soon?

16

AUDIENCE:

17

ROBERT SHEMIN:
I was.

If

Succeed.

You succeed.

But what do

Quit.
Quit.

How many of y’all are

18

not quitters?

Anyway, I said, okay, Mr.

19

Binion, then what happened?

20

We started running an ad.

21

of his deals.

22

We found this house; we put it under contract; we took

23

over the loan; my wife and I fixed it about eight

24

weeks, painted, carpet, cleaned the carpets, patched

25

it up, and we sold it in two months.

Here’s our third house.
This is how he does a lot

I’ll give you that in just a minute.
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1

did you make any money on that?

2

$18,400, more than I made all year working 40, 50

3

hours a week at the garden center.

4

And guess what I said?

5

great, that’s awesome, wow.

6

which freaked me out.

7

I go, why’s that?

8

I said, not to me.

9

counts.

10

He goes, yep, we made

Holy Camoly, that’s

And guess what he said,

It doesn’t matter.

Immaterial.

He goes, the money is irrelevant.
When you’re in debt, every dollar

He said, we figured out the system on the

third house.

Which house?

11

AUDIENCE:

The third.

12

ROBERT SHEMIN:

Subway, read this book.

My

13

publisher hates when I recommend other books.

14

Small, Finish Big, by Deal Galucka, founder of Subway.

15

All y’all should read this.

16

Small, Finish Big.

17

think he’s from Michigan.

18

it didn’t work.

19

Start

It’s a great book.

Start

He opened eight sandwich shops.

I

And they were losing money.

Disaster.

Guess what all his friends and family said?

20

Dean, told you so; losing money; close your shops;

21

you’re going to file bankruptcy or go broke; give it

22

up.

23

logical sense.

24

commitment.

25

restaurants.

Guess what he did, which makes absolutely no
He said, I made a five, six-year

He goes, I opened up five more
His family was why would you do that?
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1

He goes, I borrowed more money, went more into debt,

2

and -- which is completely counter-logical.

3

of y’all would agree with that?

4

Well, guess what he said?

How many

If you’re going

5

bankrupt, what’s the difference?

6

or 230 grand, you’re going under.

7

I’d be successful because he has what most people

8

don’t have.

9

If you owe 140 grand
And he said, I knew

Belief in themselves and they can do it.

Mr. Binion kind of has that quiet

10

confidence.

And he goes, yeah, we had bad times and,

11

yeah, we lost money, but I know it’s going to work.

12

How many of y’all know this is going to work?

13

stick with it.

14

sure.

15

me his little accounting sheet.

16

the worst month of the year, the worst month in your

17

rental business.

18

rentals.

There will be some ups and downs for

So here’s what happened.

19

If you

He said -- he showed
I said, I want to see

Because he mainly did rehabs and

Guess what the worst month in the rental

20

business is every year?

It’s January, after

21

Christmas.

22

shows up in January, right?

23

If December and January is your worst rental month, we

24

give a 5 percent, 4 percent discount if you pay your

25

January rent early.

Who here knows what I’m talking?
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1

from like, you know, 40 percent down to 20 percent.

2

So all of our rent -- we’ve been in this since 1994,

3

we had rentals, if you pay your January rent early we

4

give you 2, 3, 4 percent discount.

5

what?

6

AUDIENCE:

7

ROBERT SHEMIN:

Be proactive.

Be

Proactive.
How many of y’all like that

8

little idea?

Now, if you’ve only got one renter, it’s

9

not going to change your life.

But if you have

10

hundreds of renters -- we hope you do -- it will make

11

a big difference.

12

So it evolves off of January.

So I said, Mr. Binion, show me your worst

13

month.

I don’t want to be like these infomercials,

14

best month.

15

had a really rough month; we netted out $75,000.

16

dad at the time didn’t make that working two years in

17

a row.

He said, January is our worst month; we

18

UNIDENTIFIED FEMALE:

19

ROBERT SHEMIN:

My

Wow.

He was making over a million

20

dollars a year and taking six months vacation.

21

one second, my little negative brain said this guy

22

didn’t come from a rich family.

23

nothing.

24

computer.

25

making all this money in real estate.

He’s not sophisticated.

And in

He started with
He doesn’t have a

He’s not some doctor, lawyer, CEO, and he’s
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1

guess what?

2

AUDIENCE:

You can.

3

ROBERT SHEMIN:

I got a chance.

So I said,

4

Mr. Binion, I want you to show me how you real estate

5

invest.

And guess what he said?

6

UNIDENTIFIED FEMALE:

7

ROBERT SHEMIN:

Yes.

He goes, people ask me all

8

the time.

You know, they see my success.

9

goes, you know, I’ve done helped people and I got a

10

little program.

11

guy and I don’t mind doing it.

12

that day.

13

I thought this was the greatest idea ever.

14

And he

You know, you seem like a motivated
And I had a great idea

How many of y’all love to have great ideas?

I said, Mr. Binion, I got a great idea.

15

Since you know real estate investing and I need money

16

and I’m really hungry -- how many of y’all are hungry?

17

You know, for success?

18

real estate; I’ll work hard and find the deals and

19

I’ll split the profits with you and pay you for

20

teaching me out of the deals we do.

21

I said, you show me how to do

How many of y’all think that’s a great idea?

22

I did.

Now, this is an old simple man, very logical.

23

And guess what he said to me that day?

24

Bobby, that’s the stupidest thing I’ve ever heard.

25

And I’m, what?

He goes,

Because I thought it was genius.
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1

And he said, well, Bobby, he said, imagine

2

going to university; you pay all your bills, pay your

3

professors, pay your utilities and teach me

4

everything, and if I go make some money down the road

5

then I’ll give you some of it.

6

do that?

7

UNIDENTIFIED MALE:

8

ROBERT SHEMIN:

9

in the game.

Would any university

No.

No.

Because you got no skin

He said, I tried that with some of my

10

friends and deadbeat relatives.

11

everything, spent hundreds of hours with them, and

12

guess how many offers they made?

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

None.

And I taught them

None.
Because they got

15

nothing in it.

16

what one of my students makes on one deal, you give it

17

to me, and if you don’t make your money back in two

18

years, I’ll write you a check back if you do some of

19

what I tell you to say.

20

good for it.

21

And he’ll give you the money back if you do what he

22

says and don’t make the money.

23

He said, so what I do is I take about

So what’s the risk?

He’s

He’s an honest guy and has the money.

What’s the risk?

24

take that deal?

25

he said, $40,000.

How many of y’all would

I said, okay, so what’s it cost?
Guess what I said?
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1

help you out, Mr. Binion.

2

house, everything we ever owned and did own, would

3

have owned or could have owned, we could come up with

4

about 10 percent of that.

5
6

If I sold my parents’

I come from very humble beginnings.
said, I’m including some of my --

7

[HVAC noise starts.]

8

-- (inaudible).

9

And I

you kidding?

And I -- and I’m like, are

And guess what he said?

He said, Bobby,

10

ever since I been talking to you, all you keep telling

11

me is what you can’t do.

12

And guess what I said?

13

He goes, what can you do?
I can’t do that.

So let’s fast forward.

I joined his

14

program.

15

teach you some real estate stuff.

16

and no credit.

17

Keith, who’s very (inaudible).

18

early age.

19

my cousins lived with us.

20

parents credit for that.

So my cousins are more like

21

my brothers and sisters.

Anyway, we’re really close.

22

I’ll tell you how in just a minute.

Let me

So I had no money

I borrowed $40,000 from my cousin,
His dad died at a very

My parents adopted (inaudible) basically
And I really give my

I called my cousin, Kenny, we’re like this

23

close.

Kenny is the most positive guy you’ll ever

24

know.

25

still living like this.

We talk almost five times a week now.
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1

He’s like, hey, Robert, what’s going on?

2

to mention something.

3

years earlier and swore I’d pay him back in six

4

months.

I borrowed $5,000 from him 10

What’s the small detail?

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

(Inaudible).

Never paid him a penny.

7

I call my cousin up.

8

how’s it going.

9

like, Ken, I need a little help.

Hey, Kenny, what’s up?

Guys, whoo.

10

need, cuz?

11

what do you (inaudible).

12

Oh, I forgot

So

Hey,

He’s always happy.

I’m

He goes, what do you

I said, I need a little money.

He goes,

I said, no, I need a little more than that.

13

He goes (inaudible).

14

for what?

15

And for the first time ever since you called and asked

16

him, he cussed me out like a bad sailor.

17

a liar.

18

scammer.

19

anything, it’s a scam, all that stuff.

20

was almost in tears.

21

I said, I need 40,000.

He goes,

I said, I’m doing this real estate thing.

He called me

He said where’s my five grand?

He said I’m a

I never finish anything, I don’t do
And, man, I

And he went on for what seemed like 15, 20

22

minutes (inaudible).

And at the end (inaudible).

23

said, cuz, I’m going to send you the 40 grand.

24

(Inaudible).

25

you’re not going to pay me back, it’s a scam

Five-year note, 10 percent.
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1

(inaudible).

2

a lawyer (inaudible).

3

the rest of our lives.

4

somewhere.

5

And he goes, I’m going to write this as
Don’t ever ask me for money for
And I still have the paper

And he sent me a check.

And I gave it to my

6

mentor.

My mentor told me what to do.

The first year

7

I didn’t do anything.

8

I was smarter than him.

9

guy is doing deals every week, making money.

I questioned, negative, thought
And how stupid is that?

This

I’m

10

like, uhhh, maybe there’s a better way; I should do

11

this or do that.

12

thing for any smart person to do.

And after a year I did the hardest

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

15

like the way you put it.

16

thing to do.

17

thinking and analyzing.

18

It’s called pride.

19

Let go.

Guess what it was?

(Inaudible).

I swallowed my pride.
Let it go.

I

The hardest

Get out of your head.

Stop

What -- it’s called ego.

I don’t know what it’s called.

And I just said, wait a minute, this guy is

20

making a lot of money; maybe I should just do what

21

they’re doing.

22

are going to make a lot of people (inaudible).

23

They’re doing great.

24

who follow the system are doing very well.

25

got to do is what?

Let me assure you, Christina and Tarek
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AUDIENCE:

(Inaudible).

2

ROBERT SHEMIN:

Follow the system.

So here’s what happened to me.

But I

3

didn’t.

4

finally found a deal.

5

all his deals.

6

it all day, all night until Sunday at (inaudible).

7
8

My mentor, I

Now, let me tell you, he found

He had more ways to find deals.

I do

So the way he found most of his deals was,
number one, he ran an ad.

9

AUDIENCE:

10

What did he do?

Ran an ad.

ROBERT SHEMIN:

Tonight you can run this ad

11

in Craigslist or any other of these really great

12

websites.

13

it to you twice.

14

you how to raise some money.

15

(inaudible) and then we’re done.

16

Here’s the ad he ran, and I’m going to give
Sound good?

Here we go.

Then I’m going to show
Then I’m going to
We’re almost there.

Number one, here’s the ad he

17

ran.

18

which was kind of (inaudible).

19

almost 90, the same week my father died at 89 and my

20

other mentor died at 59.

21

weird.

22

Unfortunately he passed away three years ago,
He passed away at

The same three days.

Really

Not a good week for me.
Anyway, the son now runs his business and he

23

runs the same ad.

They’ve been running it for 30, 40

24

years.

25

bit, but here’s the basic ad.

Now, you have to change it around a little
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1

house payments?

2

needs work?

3

payments, or can’t make your payments on your house?

4

House needs work?

5

That means somebody died.

6

sale, question mark.

7

Behind on your house payments?

House needs work?

Divorce?

Tired renter?

8

your payments?

9

Divorce?

Behind on your house

Divorce?

Estate sale?

Estate sale?

Tired landlord?

House needs work?

Tired landlord?

E-s-t-a-t-e

Behind on

Estate sale?

And he double blind tested

10

this.

Cash offered for your house.

11

your house.

12

in seven days.

13

tried 9, 5, 3, 11, 15.

14

Did he say he will close in seven days?

15

House

Cash offered for

Cash offered for your house.
Can close in seven days.

Can close
And he’s

Guess what draws best?

Hey, let me ask you this:

Seven.

Huh?

If the owner of

16

this building comes out and says, listen, I’ll sell

17

you this building for $25, how many of y’all can close

18

in seven days without even thinking about it?

19

All the purpose of an ad is (inaudible) is to get a

20

phone to ring, email or a text.

21

six calls most days.

22

deal a week, maybe one deal every two, three weeks in

23

Nashville.

24

they answer the phone quickly.

25

Right?

He still gets two to

(Inaudible).

He still gets one

That’s worth more than (inaudible).

But

Now, the second way he finds deals, which is
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1

really advanced, is insurance adjusters.

Insurance

2

adjusters.

3

damaged house?

4

head.

5

here has ever driven a car?

6

been in a car wreck?

7

two car wrecks in one day?

8

ever gotten three speeding tickets in one day?

9

checking.

You ever worked on a fire, flood, smoke
Sure.

Everybody, get it out of your

Forget about real estate for one minute.

You did?

Who

Who besides me has ever

Who besides me has ever been in
Right?

Who besides me has
Just

All right.

10

Anyway, so let’s say you’re driving down the

11

road in your Toyota near a red light listening to your

12

favorite music, and somebody slams in the back of you

13

going 50.

14

But your car is really messed up.

Thank God you’re okay.

15

UNIDENTIFIED FEMALE:

16

ROBERT SHEMIN:

You’re not hurt.
What do you do?

(Inaudible).

You ever had car insurance?

17

Good.

Anyway, who do you call?

The insurance

18

company.

19

know that?

20

tow it to a repair shop that knows it’s the insurance

21

company.

22

To fix it would be like 30 grand and the car is only

23

worth 22.

24

says, hey, we’ll fix it up for you brand new, it’s

25

like 30 grand, or we’ll cut you a check for 25 grand.

They say, don’t worry, (inaudible).

You

And they’ll give you a bid or they come

And they say, hey, this car is totaled, man.

So your insurance company calls you and
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1

What do most people take?

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

The check for 25.

The check, the cash.

And

4

the insurance (inaudible) has the car.

And what do

5

they do with that car that’s all crunched up?

6

either fix it or sell it or sometimes they auction it

7

off.

8

auctions, they sometimes buy 1,000 to 7,000 cars a

9

week where the (inaudible) flood.

They

A friend of mine in Nashville had (inaudible)

And on average they

10

spend $400 to $800 for those crunched up cars.

11

familiar?

12

Sound

They buy the car and they go to a real

13

repair shop that’s not going to gouge the insurance

14

company, and they say can you fix this thing for 12

15

grand, 14 grand, 13 grand?

16

12 grand to fix it, they got 12,800 in it and the car

17

is worth 20, 25 grand.

So they spend 800 to buy,

And what do they do?

18

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

Auction.

Sell it, rent it, trade it,

20

collect.

Take the word car out and put real estate.

21

My mentor built a network of insurance adjusters,

22

contractors, owners and they had already gotten a big

23

check for the house and he’d go out and say, listen,

24

I’ll buy and get a real contractor, fire and smoke

25

damage, and they say, listen, if they bid like 150
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1

grand into smoke or fire damage, my mentor, Mr.

2

Binion, can get a real contractor and say, listen, I

3

can do it for 30 grand or 40 grand or 50 grand.

4

he did a lot of houses.

5

with the insurance and whatever.

6

most of his deals?

7

smoke, fire damage insurance, flood work and had a

8

network of contractors, insurance adjusters and would

9

do it.

10

And

That was conflict of interest

Two ways.

But where did he get

He ran an ad and he did

Now, here’s what’s interesting:

Once you

11

start buying and closing, guess what happens?

12

start calling you.

13

more deals than I know what to do with.

14

show you some tomorrow.

15

you missed something today, we’re going through three

16

or four little deals, big deals, wholesale, buy, fix

17

and sell, buy and hold, step by step.

18

y’all like that?

19

People

Ninety percent of my deals, I got
I’m going to

Tomorrow morning at 9:00, if

How many of

How they’re found, how they’re financed.

20

Now we’ve got a couple minutes here.

21

trained.

22

was worth 45 grand.

23

a federal foreclosure site.

24

federal foreclosure site.

25

foreclosure site.

So I got

After a year, I finally found a deal.
I got it from HUD, H-U-D.

It
That’s

There’s VA, another
There’s Fannie Mae, another

And we’ll get into foreclosures
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1
2

this weekend.

But it’s a way to get deals.

It was a great deal.

It was worth 85.

I

3

put it under contract, had 30 days to close and 15

4

days to inspect.

5

And I set a contractor out and he bid me 1,500.

6

wanted to verify.

7

bid me 1,400.

8

I went with the most expensive.

9

They change the rules all the time.
I

I set a second contractor out.

He

And the third one bid me 1,350 or 14.

We verified the repair three times.

10

verified the comps.

11

under contract for 42,500.

12

side of it rented for $800.

13

800 times two?

We

Anyway, it was worth 85; I got it
It was a duplex.

14

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

Each

Write that down.

What’s

Sixteen.

1,600.

We’re going to do

16

repairs and maintenance tomorrow.

17

45 from somebody, 30, 25 years, at 5, 6, 7 percent

18

interest, your payment is about $383 a month with

19

taxes and insurance.

20

month coming in, and $400 going out.

21

y’all think that’s a killer deal?

22

But if you borrow

You’ve got $1,500, $1,600 a
How many of

Well, there’s only one small problem.

I

23

went down to the bank to borrow money, and what did my

24

banker tell me?

25

MS. BARKER:
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ROBERT SHEMIN:

You don’t exist.

So I went

2

to Mr. Binion, because how many of y’all are like me

3

and love to be right?

4

don’t care anymore.

5

don’t care about being right.

6

I used to love to be right.

I

I’d rather be rich and happy.

I

Anyway (inaudible) always going to be right.

7

I went down to Mr. Binion and said, Mr. Binion, I

8

can’t do real estate.

9

said I have 30 days to close on this deal and 15 days

I can’t get a loan.

Now they

10

to inspect, I’m down to like 24 days and like 9 days

11

to inspect.

12

money, and I owe my cousin 45 grand plus all my other

13

debts.

14

And I have no money, can’t borrow any

And I can’t do real estate.
So guess what he said?

Really bothered me.

15

Guess what he said that day?

16

absolutely right.

17

I said, really?

18

and the way you talk, you can’t do anything.

19

keep telling me what you can’t do.

20

He goes, you can’t do real estate.
Thanks.

He goes, with that attitude
You just

I said, Mr. Binion, how am I going to get

21

money?

22

all I did (inaudible).

23

you do what I say, then?

24

say?

25

He said, Robert, you’re

There’s no 45 grand laying around here because
So he said, okay, Robert, will
Yes.

Will y’all do what I

Say yes.
AUDIENCE:
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1

ROBERT SHEMIN:

Everybody get a piece of

2

paper out and a pen.

Fresh piece of paper.

3

what he made me do, and I’m going to make you do it.

4

It’s called money partners.

5

AUDIENCE:

6

ROBERT SHEMIN:

What’s this called?

Money partners.
It’s how you raise money.

7

This is how I do 99 percent of my deals.

8

I was taught.

9

here’s one way.

10

Here’s

This is how

Now, there’s other ways to do it, but

He said, write down seven people you know of

11

that are successful.

12

said?

13

know anybody successful.

14

goes, don’t filter; just write them down.

15

you have a doctor?

16

have a dentist?

17

a relative who’s been successful, who’s made some

18

money?

19

do you get your car fixed, your hair done?

20

you buy your drugs, legally or illegally?

21

down.

22

Now, at the time guess what I

Because I was so negative.

I said, I don’t

He goes, yes, you do.

Write her or him down.

Please write them down.

He goes, do
Do you
Do you have

Who’s your landlord, write them down.

I’m not kidding, folks.

He

Where

Where do
Write them

Who fixes this?

23

Who owns the restaurant, the coffee shop you go to?

24

Who’s your boss that you used to work with that was

25

successful?

Because successful people make decisions.
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What do successful people do?

2

AUDIENCE:

3

ROBERT SHEMIN:

Make decisions.

4

have credit and money.

5

have?

And some successful people
What do some successful people

6

AUDIENCE:

Credit.

7

ROBERT SHEMIN:

8

down at least seven?

9

moola, parole officer.

How many of y’all can write

Ministers, preacher, rabbi,
I don’t know, somebody who’s

10

got some success or money.

Don’t filter.

11

down.

12

Who owns this, who owns that.

Where do you buy your car?

13

Write them

Who fixes your car?

Correct?

You know a lot more successful people than

14

you think.

15

said, you’re going to do one sheet.

16

we’ll show you tomorrow, is a picture of the property

17

plus the numbers.

18

So I wrote like seven down.

And then he

A one-sheet,

First rule of raising money:

How many of

19

y’all ever had this happen.

20

Shana.

21

you need to go in with me, can’t lose, guaranteed to

22

make money, come with me, put some money in.

23

of y’all have ever had that happen?

24

And when they talk like that, what’s the first thing

25

you want to do besides hit them in the nose?

You’re smart.
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UNIDENTIFIED FEMALE:

2

ROBERT SHEMIN:

Walk away.

How about this?

Run.

How

3

many of y’all know what I’m talking about?

4

had somebody, like, really pressing, join my thing,

5

put the money in, let’s go in together.

6

like, oh, get this freak out of here.

7

y’all have ever had that happen?

8
9
10

You ever

And you’re
How many of

Well, don’t do it to other people.

Rule

number one in raising money, never ask for money.
What’s rule number one?

11

AUDIENCE:

Never ask for money.

12

ROBERT SHEMIN:

Now, be honest, be ethical.

13

Rule number two, ask for their opinion.

14

what?

15

AUDIENCE:

16

ROBERT SHEMIN:

Ask for their

Opinion.
Ask for their opinion.

So I

17

went to five successful people.

18

even met that I read about in the paper.

19

appointment with them and I had my little one-sheet,

20

what the property is worth, what the repairs are.

21

Remember all that with the pack of information?

22

Three of them I never
I got an

The first guy I showed it to, I said, hey,

23

you’re a smart guy, I’d like 10 minutes of your

24

opinion.

25

goes, come on over.

I’m looking at this real estate stuff.
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1

man.

That’s an amazing investment.

2

And he said, we don’t invest in real estate.

3

family lost some money in real estate in the

4

Depression; we only do health care and stocks.

5

was depressed because back then I was a roller

6

coaster, up/down, up/down, up/down.

7

I got so excited.
My

And I

The third guy I went to was a guy named

8

Robert Johnson.

It took me a long time to get an

9

appointment with him.

He -- even though most people

10

in Nashville are very friendly -- Tennessee is known

11

to be very friendly, everybody is laid back, I love it

12

-- he was a jerk.

13

I went to his office.

I was supposed to

14

meet him like at 10:00; got there early.

15

him in his office.

16

10:40.

17

finally.

18

here for?

19

on this real estate deal.

20

I could see

He wouldn’t see me until like

I was going to walk out.

I went in his office

He wasn’t very nice, like, oh, what are you
I said, oh, I want to ask for your opinion
He goes, I do real estate.

And I pulled my sheet out and I was nervous

21

and he talked a lot.

He grabbed the sheet out of my

22

hand and -- which is really rude.

23

some questions.

24

because I kept talking.

25

He shooshed me, too, and shhh.

And he asked me

And then he told me to shut up
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1

in his chair and ignored me for about five minutes.

2

(Inaudible) was a completely rude guy.

He

3

ripped the papers out of my hand, told me to shut up,

4

told me to shoosh, won’t talk to me, turns his back on

5

me and starts making a phone call.

6

ALEX:

7

ROBERT SHEMIN:

8

friend.

What would you do?

Walk away.
I felt like walking away, my

Thank you, Alex.

9

ALEX:

10

You’re welcome.

ROBERT SHEMIN:

Write

11

this down.

12

kids, your family, your religions, your charities, get

13

it out of business.

14

would have walked out, I wouldn’t be here today.

15

No emotion.

Thank God I didn’t.

Save your emotion for your

I almost walked out, Alex.

I heard him on the phone.

16

what he said in the few minutes.

17

America

18

for my $45,000 loan.

19

didn’t have?

He goes, is Bank of

Guess what Mr. Miller had that I

AUDIENCE:

21

ROBERT SHEMIN:
credit.

Here’s exactly

a private bank, who just doesn’t apply to me

20

22

If I

Credit.
Oh, no.

He had stellar

Guess what Mr. Miller had that I didn’t have.

23

MS. BARKER:

24

ROBERT SHEMIN:

25

UNIDENTIFIED MALE:
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ROBERT SHEMIN:

No.

2

he was in private banking.

3

unsecured line of credit.

4

have.

5

and he had loads of credit.

6

(Inaudible) bank.

No,

He had a $10 million
He had everything I didn’t

He had credibility.

He had cash, loads of it,

And he wasn’t very nice.

And he said, this

7

is Robert Josh Miller, private banking.

He goes, I

8

have a property here, 4656/58 Forest Ridge Drive; it’s

9

worth $85,000; we have the comps here.

The repair is

10

about $1,500.

And we’d like to borrow $47,500.

11

I’m like, Mr. Binion, we don’t need that much money.

12

And he wrote this -- he told me, reserves.

13

he say?

14

AUDIENCE:

15

ROBERT SHEMIN:

And

What did

Reserves.
Write that down.

We already

16

talked about that.

You always need to get a little

17

more just in case.

We had a couple grand more than we

18

needed.

19

Anyway, they gave him a 30-year loan at 4.5

20

percent interest.

He hung up the phone and turned

21

around and said, I’m busy; you’re obviously good at

22

finding deals.

23

money.

You find the deals, I’ll find the

By the way, was it his money?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

They gave him a 100 percent loan.

2

lawyer will draw up the papers; we’ll split the rent

3

and the profits 50/50.

4

payments on time.

5

property.

6

more deals.

7

Make sure you make your

If you don’t, I get all the

I’m very busy; leave me alone; find some

How many of y’all think 50 percent is better

8

than zero?

9

still do deals with him.

10

He said that my

I did 125 deals with him in four years.

I

But I don’t give him half

because it’s not fair because he’s doing nothing.

11

Now I go to him and don’t offer ask.

What

12

do you make on your money now?

He invests in bonds

13

and makes 3 or 4 percent.

14

about I give you 6 percent and I’ll give you 10 or 20

15

percent of the deal, plus the tax writeoffs.

16

that’s what he goes for now.

So I said, Mr. Binion, how

And

17

So I now get 80 to 90 percent of the deal

18

plus pay a little extra interest and -- because all

19

he’s doing is spending like 30 minutes getting a loan.

20

What’s the only thing he’s doing?

21

AUDIENCE:

22

ROBERT SHEMIN:

23

files and stuff.

24

For him?

25

(Inaudible).
They’ve already got his

He signs a few papers.

AUDIENCE:
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1

ROBERT SHEMIN:

No, it’s not.

If the deal

2

is worth 85 and they’re lending 47, if we don’t like

3

it next week what can we do?

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

6

Terminate.

If I don’t pay

him, what’s the biggest -- what does he get?

7

UNIDENTIFIED MALE:

8

ROBERT SHEMIN:

9

Terminate.

The property.

He gets a much better deal.

How many of y’all think 50 percent is better than

10

zero.

A lot of y’all have been settling for zero.

11

I got so many rentals, that’s all I did the first four

12

or five years.

13

all of them.

14

So

And Mr. Binion -- Mr. Miller financed

The last little thing, very interesting.

He

15

wasn’t very nice to me in the beginning.

16

if you -- he kind of made me mad.

17

third deal, we got to know each other a little better,

18

people warm up.

19

Think how?

Relationships.

20

AUDIENCE:

21

ROBERT SHEMIN:

I don’t know

After about the

Think long-term.

Long-term.
He said, Robert, I never

22

asked you how you got started in real estate.

23

I had no credibility back then.

24

credibility, borrow it.

25

AUDIENCE:

3-Day Workshop - Fort Myers, FL
Day 1 - February 8, 2019

Because

So if you don’t have

What do you do?

Borrow it.

EX 11, p. 430

Case 2:19-cv-00713-DAK-EJF Document 12-10 Filed 09/30/19 Page 432 of 452
431
1

ROBERT SHEMIN:

I said, oh, I met this guy

2

named Mr. Ray Binion.

3

legend?

4

everybody knows Mr. Binion.

5

$80 million of

6

real estate and started with nothing.

7

genius.

I said, yeah, that’s Mr. Binion.

8
9

He goes, Ray Binion, the
He goes,

The guy has, like, $50,

He’s like a

I said, yeah, that’s my mentor.
what?

You know him?

He goes,

I go, yeah, I talk to him every

10

week, man.

I’m on the phone with him and he looks at

11

my deals.

12

yeah.

13

If I walked in here and say, yeah, Warren Buffett has

14

kind of looked at this and said it’s pretty good, what

15

would y’all think?

He goes, he looks at your deals?

I said,

He goes, why didn’t you tell me that, you know?

16

AUDIENCE:

(Inaudible).

17

ROBERT SHEMIN:

You don’t care who I am now.

18

Warren Buffett really looked at this or, you know, Mr.

19

Bill Gates.

20

don’t have credibility, find someone who does.

21

don’t have credit, what do you find?

Yeah, he’s in on it with me.

22

UNIDENTIFIED FEMALE:

23

ROBERT SHEMIN:

24

y’all learn?

25

learned?

So if you
If you

(Inaudible).

There you go.

Now, what did

What’s some ways to find deals we
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UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

Money partners.

Money partners.

I’ve got

3

about, like, 14 money partners now.

4

about three.

You only need one or two.

And that’s

5

how I finance all my deals, 99 percent.

Every last

6

one of them.

7

do with my cash.

8

I don’t go to the bank.

9

I’m a hard money lender so that’s what I
I do not put my cash in my deals and

Does Mr. Binion ever go to the bank?

10

UNIDENTIFIED MALE:

11

ROBERT SHEMIN:

12

his deals?

No.

How did he finance all of

Eighty percent?

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:
money.

16

money lender.

17

owner financing.

18

some ways to finance deals?

19

ways to find them?

He didn’t borrow

He didn’t go to a money lender or bank or hard
He just took over the loans.
That was it.

He did

Are y’all learning

Are y’all learning some

Correct?

20

UNIDENTIFIED MALE:

21

UNIDENTIFIED FEMALE:

Yeah.
Can I ask a couple of

questions?

23

ROBERT SHEMIN:

24

UNIDENTIFIED FEMALE:

25

Money.

Nope.

15

22

I started with

Quick question, yeah.
I said when I came

into this I really don’t know what I’m doing at all.
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1
2

ROBERT SHEMIN:

Good.

UNIDENTIFIED FEMALE:

4

ROBERT SHEMIN:
I really don’t, either.

6
7

No.

UNIDENTIFIED FEMALE:

9

UNIDENTIFIED FEMALE:

10

ROBERT SHEMIN:
anything.

12

So go ahead.
So --

You don’t need to know

UNIDENTIFIED FEMALE:

Ask away.

It’s a stupid

question, but -ROBERT SHEMIN:

15

got minutes so just ask.

16

There’s no -- ask away.

UNIDENTIFIED FEMALE:

ROBERT SHEMIN:

Why -- why do you not

Why would I use my money

when you don’t have to?

20

UNIDENTIFIED FEMALE:

Because you wouldn’t

21

have to pay interest or -- you can keep it all.

22

mean --

23

We

use your own money?

18
19

So that’s why I’m

Just know people that do.

14

17

Let me say that again.

asking you.
ROBERT SHEMIN:

13

(Inaudible).

I just find people that do.

8

11

I

just know people who do, and I call them.

3

5

I don’t either.

ROBERT SHEMIN:

I

I’m a hard money lender and

24

I charge five points, 50 percent interest, I make a

25

net 33 percent.

So that’s what I do with my cash
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mainly.

2
3

I don’t put it in deals.
UNIDENTIFIED FEMALE:

So you lend your

cash --

4

ROBERT SHEMIN:

Correct.

5

UNIDENTIFIED FEMALE:

6

ROBERT SHEMIN:

-- and you borrow --

Because I make a much higher

7

return.

Why would I use my own money when I don’t

8

have to?

9

So if I would have had 100 grand and used my own cash,

By the way, how many more deals can we do?

10

after one deal I’d be out of cash.

11

million -- by the way, I’ve got more than $1 million

12

in deals in the last week, I’d be out of cash.

13

Correct?

14

Does Mr. Hill pay cash?

If you have $1

Does anybody who

15

starts a business use their own cash?

16

start with cash?

17

UNIDENTIFIED FEMALE:

18

ROBERT SHEMIN:

19

UNIDENTIFIED FEMALE:

He raised money.

Did

Well, like Mr. Binion,

once he was up to like 30 --

22

ROBERT SHEMIN:

23

problem.

24

you do with all the cash?

25

No.

Mr. Facebook start and use all his own cash?

20
21

No.

Did Bill Gates

Yeah.

Oh.

Well, he had a big

And I’ve got a problem, too.

UNIDENTIFIED FEMALE:
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1

$30 million --

2
3

ROBERT SHEMIN:

But, again, let’s worry

about you.

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

Okay?

Okay.
That’s a real good

6

copout.

Yes, Mr. Binion’s had that and I’ve had that

7

problem, too, where I got lots of money; what do I do

8

with it?

9

What do I do with it?

So I decided to be a hard money lender.

10

UNIDENTIFIED FEMALE:

11

ROBERT SHEMIN:

Hard money lender.

I can show you how to be a

12

hard money lender whether you have cash or don’t have

13

cash.

14

money in a deal when I don’t have to?

15

It’s just a choice.

No right or wrong.

16

ask you a question?

You’re going to run out of money.

17

Okay.

18

two weeks I got a $6 million apartment building, $3

19

million hotel, just closed a $1.2 million residence;

20

another condo in Miami for $750,000 worth $1.2.

21

people don’t have $4 million of cash in their checking

22

account.

23

taught not to use my own cash.

24

UNIDENTIFIED FEMALE:

25

ROBERT SHEMIN:

Correct?

Is that fair?

But why would I put
Make sense.

You want to know the real answer?

And if I did, it would be gone.
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that question is because you were taught to say, well,

2

you’ve got to use cash.

3
4

UNIDENTIFIED FEMALE:
(inaudible).

5
6

ROBERT SHEMIN:
cash hard money loans.

I make 33 percent net on my
So where’s all my cash go?

7

UNIDENTIFIED FEMALE:

8

ROBERT SHEMIN:

9

Well, common sense

Hard money lending.

Hard money lending.

We have

that --

10

UNIDENTIFIED FEMALE:

11

ROBERT SHEMIN:

Okay?

That’s (inaudible).
If the stock market

12

would pay you 40 percent, I’d be in the stock market.

13

But they don’t do that.

14

answer your question?

You know, safely.

15

UNIDENTIFIED FEMALE:

16

ROBERT SHEMIN:

Does that

Yeah.

But really the question is

17

how am I getting my first deal; what am I doing?

18

Don’t worry about me and my cash or Mr. Binion’s cash.

19

And that’s -- I mean, it’s a great question.

20

your question.

21

Does that answer it?

I like

Good question.

Now, guess what the only question I ask when

22

I go to seminars is?

Who here in the room has too

23

much money?

When I go to seminars, I only

24

ask one question because I need money for my

25

charities, for other stuff.

Nobody?
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make as much money as quickly and easily as possible.

2

What’s the only question I ask at seminars?

3

AUDIENCE:

(Inaudible).

4

ROBERT SHEMIN:

Money seminars, not at yoga

5

seminars.

Okay?

6

possible.

It’s a great question.

7

What’s my focus?

8

What’s your focus?

9

Show me how to make as much money as

We’ve got to get you closing deals.

AUDIENCE:

10

Closing deals.

ROBERT SHEMIN:

No, it’s not.

11

my focus.

12

great question, Elise.

13

But we’ve got to get you focused.

14

mentor does.

15

Write this down.

I said it’s

It’s exceptions, technicalities.
I like it.

It’s a

No, seriously.
That’s what a good

Make sense?

So let me give you a couple recreations.

I

16

would like all of you to bring in two -- would that be

17

good, Andre?

18

y’all to bring in two motivated seller ads with a

19

phone number.

Two motivated seller ads.

With a what?

20

AUDIENCE:

21

ROBERT SHEMIN:

22

emails.

23

do we need?

I’d like

Phone number.
Craigslist has a lot of

So we cannot call an email tomorrow.

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

need?

2

AUDIENCE:

Phone numbers.

3

ROBERT SHEMIN:

Now, you go to myhousedeals,

4

they do try to upgrade you.

5

my God, Robert, they tried to upgrade me for $15 or

6

something.

7

two or three for free.

8

or 8:40 and I will do it for you.

9

I know.

AUDIENCE:

10

If you come tomorrow, oh,

I think they’ll give you one or
If not, come in early at 8:30
I’ll do it what?

For you.

ROBERT SHEMIN:

So don’t get stressed out.

11

Number two, you go to Craigslist, you go to Flipnerd,

12

you go to Google, you go to Craigslist, and bring in a

13

sign of motivation.

14
15

My favorite are wholesalers, wholesalers,
wholesalers.

Who are my favorites?

16

AUDIENCE:

Wholesalers.

17

ROBERT SHEMIN:

Wholesalers.

Myhousedeals,

18

90 percent are wholesalers.

19

not overanalyze it.

20

ad.

21

it, write it down, copy it, take a picture of it,

22

bring it in, you’re done.

23

Do not overthink it.

Do

Step one, find a motivated seller

Step two, make sure it has a phone number.

Print

If you do research on the deal, you’re

24

wasting your time.

25

If we call tomorrow and they say, sorry, it’s already
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1

closed last week; that’s an old ad.

2

it.

The next step is to call.

3

AUDIENCE:

4

ROBERT SHEMIN:

Don’t research

What’s the next step?

Call.
Most of them have other

5

deals.

It’s relationship.

6

take you no more than 10 minutes.

7

long?

8

AUDIENCE:

9

ROBERT SHEMIN:

So, again, this should
Not more than how

Ten minutes.
Now, we may not be able to

10

call everybody’s deal.

It’s just a sample, example.

11

They’re your deals.

12

deals.

13

do it, to educate you.

14

like, oh, why you got to call on that and call on

15

hers.

16

example to call on.

17

Is that fair?

After lunch, we’ll call on some

Everybody understand that?

To show you how to

So don’t get all flippy on me

We’re just going to randomly pick a few as an

18

MS. BARKER:

Yes.

19

ROBERT SHEMIN:

Tomorrow morning at 9:00 I’m

20

going through real deals step by step.

21

a lot today.

22

going to do big deals, little deals, step by step.

23

So I know it’s

When you get something, relax.

We’re

The next step is I want to download the

24

amortization.

I would apply for seed capital if you

25

haven’t done it because tomorrow is over.
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1

risk in applying.

2

Don’t overthink it.

Just apply.

I’d also like you to take 5, maybe 10

3

minutes, look at the introduction course description.

4

Get that little book out.

5

through it and circle five or seven things that you

6

find interesting like build your buyer’s list at the

7

boot camp; use money like a pro, like the headlines.

8

Circle five to seven of them.

9

AUDIENCE:

10

Take 5, 10 minutes, look

Circle how many?

Five to seven.

ROBERT SHEMIN:

And, again, our advanced

11

program is between 25,000 and 45,000 U.S. dollars.

12

understand that tomorrow most of y’all will want to do

13

it.

14

remind you.

15

if you have -- if you’re stuck on your recreations --

16

I won’t call them homework, because if I say homework

17

what does that make you think of -- negative.

18

like, well, I didn’t do it in high school; why would I

19

start now, you know?

20

Make real estate fun.

You wrote it down this morning.

I just want to

I’ll be here at 8:30 tomorrow, 8:30.

It’s

Make real estate what?

AUDIENCE:

22

ROBERT SHEMIN:

Fun.
My mentor said that, Mr.

23

Binion.

Have fun with it.

24

estate.

How many of y’all want to have some fun?
UNIDENTIFIED MALE:
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1

ROBERT SHEMIN:

So tomorrow morning we’re

2

going to do real deals.

Then we’re going to do

3

contracts.

4

find deals and money.

5

interest loans before lunch.

6

call on some of your deals.

7

seller ads.

I’m going to show you a lot more ways to
Then we’ll hopefully do zero

Bring in two motivated

How many?

8

AUDIENCE:

9

ROBERT SHEMIN:

10

Then after lunch we’ll

Two.
If you spend more than 5 or

10 minutes or get stuck, what should you do?

11

UNIDENTIFIED FEMALE:

12

ROBERT SHEMIN:

Come in early.

Come in before 9:00,

13

hopefully at 8:30, 8:35, and I’ll do it with you.

14

that fair?

15

How do you like our no-stress real estate approach?

No stress.

Is

How many of y’all like that?

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

I like it.

Correct.

Now, what’s one or

18

two things you learned the last 15 minutes?

Because

19

Andre and Nicole have maybe two minutes.

20

talk to you about some stuff.

21

things you learned in the last hour or two that you

22

liked?

They want to

What’s one or two

Y’all learned a lot of stuff.

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

UNIDENTIFIED MALE:
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1

money; use somebody else’s.

2

ROBERT SHEMIN:

You can use your own money,

3

but why not.

4

show you more ways to raise money, hard money lenders,

5

owner financing.

6

you.

We just introduced a lot of this to

What’s something else you learned that you
like?

One more.

9

UNIDENTIFIED FEMALE:

10

ROBERT SHEMIN:

11

UNIDENTIFIED FEMALE:

12

ROBERT SHEMIN:
Correct?

Focus on yourself.

What’s what?
Focus on yourself.

Focus on what you’re going

13

to do.

14

want to focus on next Monday, Tuesday, Wednesday,

15

Thursday, to get you really doing this.

16

What’s one more thing?

17
18

I’ll

Now we go into much more detail.

7
8

We’ll go more into that tomorrow.

We really want you to do deals.

UNIDENTIFIED MALE:

We

Thank you.

Build buyer profiles, A,

B, C.

19

ROBERT SHEMIN:

Build buyer profiles or deal

20

profiles.

That will save you so much time.

Most

21

people spend 80 percent of their time on C deals, C

22

buyers, C employees because they stay busy.

23

get you results.

We got to

Get you what?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

management stuff?

2

Mr. Binion, did the same thing for like 30 years.

3

never wholesaled a deal.

4

like, Bobby, that’s too confusing; don’t be confusing

5

my mind.

6

and sell and buy and rent it, and those are mainly the

7

methods he used.

8

partners.

9

bank loan as far as I know.

10

Correct?

And, again, my mentor,

I tried to teach him.

He never lease optioned.

He
He’s

He would buy, fix

He took over loans and used money

That was pretty much it.

He never got a

We literally begged him

to take one.

11

Are y’all learning some stuff?

12

UNIDENTIFIED MALE:

13

ROBERT SHEMIN:

Yes, sir.

Hey, everybody, will you

14

look to the back and give Andre and Nicole a big

15

hand.

16

(Applause.)

17

ROBERT SHEMIN:

How many of y’all think

18

today went by quick?

We’re not done yet.

One, two

19

more (inaudible) to mention to them real quick.

20
21

Last thing.

Tonight is Friday night in one

22

of the greatest cities in the country, Fort Myers.

23

Y’all figured it out, man.

24

Florida, correct?

25

AUDIENCE:
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1

ROBERT SHEMIN:

I have a lot of friends.

I

2

was in Toledo a while ago, like how can we get out of

3

here?

4

buy a plane, man, and come to Florida.

5

it out.

6

good.

They’re like, well, just take a bus ticket or

You’re really smart people.

7

Y’all figured
You’re doing

Last thing, it’s Friday night.

8

little fun but not too much.

9

tomorrow.

Have a

We have a seminar

Jello shots and margaritas are not

10

investments.

11

Be here at 8:30.

12

Nicole, just give you a couple pointers before

13

tomorrow.

14
15

Okay?

So we have a seminar tomorrow.

If you have any questions, Andre and

Today went by really fast.

Did y’all like

it?

16

AUDIENCE:

Yes.

17

ROBERT SHEMIN:

Tomorrow is going to be much

18

better, and Sunday much better.

19

at 9:00 officially.

20

We’ll go to about 5:30 give or take a couple minutes

21

tomorrow.

You want to be early for it.

Sound good?

22

UNIDENTIFIED MALE:

23

ROBERT SHEMIN:

24
25

night.

So we’ll start right

Awesome.

Everybody have a great

Nicole, Andre, how are we going to do this?
ANDRE:

So if you’ve got one of these cards
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1

from me, come back here because I’ve got a couple

2

things to discuss with you.

3

Nicole, go over there.

4

discuss.

5

If you got one from

She’s got something to

ROBERT SHEMIN:

It will be just a couple

6

minutes, couple quick -- not another hour or 10

7

minutes, just real quick.

8

congratulations.

9

you in the morning.

Hey, y’all,

You did well.

It was a lot.

Y’all are great.

10

good stuff.

11

we’re going to (inaudible).

See

(Inaudible)

Two seller leads with phone numbers and

12

UNIDENTIFIED MALE:

13

ROBERT SHEMIN:

14

plus.

15

in high school?

Sound good?
Yeah.

Man, you’re getting an A

You’re a good student.

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

Were you a good student

Yeah.

Yeah, I can tell.

18

Nicole and Andre real quick.

19

for you, and then we’ll call it a night.

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

22

(Brief pause.)

23

NICOLE:

Get with

They got a few things

Thanks, Robert.

Thank y’all.

All right, guys.

You did great.

I just want to go

24

over a couple of things.

25

page 58, I believe, either 58 or 59, either one -- you
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1

can do either one -- this is going to be part of your

2

homework.

3

the group, your why.

4

But I know it was, like, very quick.

5

home, you’re going to have a chance to, like, sit

6

down, you know, where it’s quiet.

7

little bit and see --

8

MS. BARKER:

9

NICOLE:

I know we already talked about it today in
This is the page right here.
When you go

You can think a

58 and 59.

-- you know, look into it a little

10

bit more, what your why is, what your motivation is.

11

And this will take you step by step to make it go,

12

like, really deep.

13

on your own time tonight.

14

very helpful.

15

do that.

16

So you guys can think about that
Okay?

That’s going to be

An example of that is page 60 on how to

So when you come in tomorrow, we’re going to

17

go into your why when we meet with you individually

18

again.

Okay?

19

thing.

And then has anybody not done their creditNav?

20

Okay.

21
22

To see what that is.

MS. BARKER:

So that’s one

Sorry, my walk to lunch didn’t

allow me to --

23

NICOLE:

Okay.

24

MS. BARKER:

25

NICOLE:

I did not have time.

No worries.
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1

you haven’t done it yet, do it tonight.

And just to

2

clarify, you’re not applying for anything.

Okay?

3

It’s not an application.

I know

4

we’ve had a couple of questions.

5

a site that gives you all three credit scores and your

6

credit report.

It’s not a loan.

It’s basically just

Okay?

7

Now, because -- we have you use that company

8

because that’s the company that sends your scores over

9

to Foundation Funding, which is the company that

10

qualifies you for a line of credit.

11

loan.

12

not even -- they can’t just approve you without

13

signatures.

14

a credit card.

15

that.

But you’re not -- you’re not applying.

You’re

You know, like -- it’s like applying for
You have to sign, you have to do all

So --

16
17

So it’s not a

UNIDENTIFIED MALE:

That’s not affecting

your credit or anything.

18

NICOLE:

No, it doesn’t affect your credit.

19

It doesn’t do anything.

It just basically says, yes,

20

you’re prequalified; no, you’re not.

21

check your -- like, they don’t -- it’s not a hard hit.

22

It’s not anything like that.

23

you to want that, you have to tell us and then you

24

fill out another form, and then you say yes or no, I

25

want that.

But they don’t

And you -- in order for

Then we go further.
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1

But that’s not what this first step is.

2

This first step is basically just getting your three

3

reports, your three scores and your report.

4

it.

5

Sometimes people think, oh, you know, it’s going to

6

give me a hard hit.

7

I don’t want a loan.

8

okay?

9

This is only good for you, like, if you are qualified,

That’s

So I know I had a lot of questions about it.

It’s -- I’m applying for a loan,
It’s not doing any of that,

So it’s not hurting your score in any way.

10

then you can make that decision whether or not you

11

want to go forward with it.

Okay?

12

UNIDENTIFIED FEMALE:

13

NICOLE:

14

That’s it.

Mm-hmm.
Very simple.

Any

questions on it?

15

(No response.)

16

NICOLE:

Okay.

Last thing on the handout.

17

These are all of our lenders.

18

questions about, you know, higher level of education;

19

you know, how can we do this.

20

that want to go to the next level; people who want to

21

have a one-on-one mentor; this is for, like, serious

22

investors who want the whole thing, turnkey.

23

optional.

24

are the people that we work with in our company.

25

I know we’ve had some

This is for the people

Totally

But we just want you to look at it.

These

If you have any questions about that, just
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1

come in tomorrow, let us know.

2

be it.

3

tonight.

So, questions?

4

Okay?

And that should

And then you have two deals

You -UNIDENTIFIED FEMALE:

Do you go -- do you go

5

on to the next level if we want to work directly with

6

a mentor?

7

NICOLE:

Mm-hmm.

8

UNIDENTIFIED FEMALE:

9

NICOLE:

Okay.

If you want to.

10

UNIDENTIFIED FEMALE:

11

NICOLE:

12

UNIDENTIFIED FEMALE:

13

NICOLE:

Okay.

It’s totally optional.
Okay.

But if you want the whole turnkey

14

business and really work it, you know, because

15

obviously three days, like, you’ll definitely learn a

16

lot and everything, but it’s not the whole thing.

17

Obviously we can’t do a whole business in three days

18

for any type of business.

19

optional.

20
21
22
23
24
25

Right?

UNIDENTIFIED MALE:

So that’s totally

So you’ll go over the

options (inaudible).
NICOLE:

Yeah.

the (inaudible) as well.

We’ll do that tomorrow for
So, if not (inaudible).

UNIDENTIFIED FEMALE:

Can I have an extra

one of those papers (inaudible)?
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1

NICOLE:

Oh, the CreditNav?

2

UNIDENTIFIED FEMALE:

3

NICOLE:
we’ll (inaudible).

5

If you have any questions --

6

UNIDENTIFIED MALE:

Anyway.

Because

You guys are free to go.

So one question.

We --

do we have to bring a couple deals or (inaudible).

8

NICOLE:

9

UNIDENTIFIED MALE:

Yeah.

Just look up some -- like --

10

NICOLE:

11

UNIDENTIFIED MALE:

12

UNIDENTIFIED FEMALE:

13

Yeah.

Come and see me after.

4

7

Yeah.

Okay.

-- you can go online -(Inaudible).
Have a good night,

.

14

MS. BARKER:

You, too.

15

(The recording was concluded.)

16
17
18
19
20
21
22
23
24
25
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4
1

P R O C E E D I N G S

2

-

-

-

-

-

3

SEMINAR DAY 2

4

CHRISTINE BARKER:

5

The time is approximately 7:16 a.m. Eastern

6

This is Christine Barker.

Standard Time, on February the 9th, Saturday.

7

I am currently at the Crown Royal Hotel and

8

about to travel over to Fort Myers Event Center at

9

1900 Park Meadows Drive in Fort Myers, Florida, 33907,

10

to attend the second day of Real Estate Elevated.

11

I will be taping this session and will pause

12

the tape between leaving the hotel here and arriving

13

at the event center where I'll start it back up again.

14

Oh, my undercover identity is going to be
, with the nickname of

15
16
17

.

I'll stop the tape here and start it back up
once I arrive at the event center.

18

(Whereupon, the tape was paused.)

19

CHRISTINE BARKER:

20

Good

morning.

21
22

Good morning.

UNIDENTIFIED FEMALE:

Good morning, how are

you?

23

CHRISTINE BARKER:

24

UNIDENTIFIED FEMALE:

25

CHRISTINE BARKER:
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5
1

I'm just slightly better, but it could just be the

2

time, I don't know.

3

UNIDENTIFIED FEMALE:

4

CHRISTINE BARKER:

5
6
7
8
9

Yeah.

It's still definitely

there, so.
UNIDENTIFIED FEMALE:

Are you still like

clogged up?
CHRISTINE BARKER:

Yeah.

Periodically it

just starts running and then it stops and then it gets

10

really pressured and then it runs and I'm taking

11

Sudafed and I am --

12
13

So I know our meeting is at 8:30 -- or 8:15.
Too early to start?

14

UNIDENTIFIED FEMALE:

15

CHRISTINE BARKER:

(Inaudible).

You know what, I took

16

pictures of what was happening to me and it would not

17

work for me, it just kept saying page not available.

18

I tried like three or four different times throughout

19

the evening.

20
21

UNIDENTIFIED FEMALE:
CreditNav site?

22

CHRISTINE BARKER:

23

UNIDENTIFIED FEMALE:

24
25

Oh, you mean the, the

Uh-huh.
You went to

CreditNav.com?
CHRISTINE BARKER:

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

That's what I got typed.

EX 12, p. 5

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 7 of 526
6
1

And I would re-type it and like try to go through a

2

different browser and saying, it was just kept telling

3

me it wasn't available.

4

to sleep.

5
6

I eventually gave up and went

UNIDENTIFIED FEMALE:

Yeah.

That's weird.

I'd say cannot find the server.

7

Hit, let me tell Andre that, because maybe

8

that's probably why people had issues last night,

9

because the site was down.

10

Hey, Andre.

11

UNIDENTIFIED MALE:

12

UNIDENTIFIED FEMALE:

13

Yeah.
The CreditNav site is

down.

14

UNIDENTIFIED MALE:

Down?

15

UNIDENTIFIED FEMALE:

Yeah.

Like she

16

couldn't get in and she, it said the page was not

17

available.

18

find the server.

And I'm checking it now and it says can't

19

UNIDENTIFIED MALE:

20

CHRISTINE BARKER:

Hmm.
I was going to say I

21

didn't, I mean I knew it wasn't great, but I didn't

22

think my credit was so bad that it just wouldn't let

23

me get to the site.

24
25

UNIDENTIFIED MALE:

Yeah, that's not

(inaudible).
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7
1

UNIDENTIFIED FEMALE:

2

UNIDENTIFIED MALE:

3

UNIDENTIFIED FEMALE:

4

CHRISTINE BARKER:

5

No, not yet.

Let me grab some water.

UNIDENTIFIED MALE:

It's just

www.CreditNav.com.

8

CHRISTINE BARKER:

9

UNIDENTIFIED FEMALE:

10

That's what I did.

CHRISTINE BARKER:

12

UNIDENTIFIED FEMALE:

Okay, let's see.
Maybe it was just last

night.

14
15

Did you not spell it

maybe or --

11

13

Credit.

So what did, so what did you do to make it work?

6
7

Did I spell it wrong?

CHRISTINE BARKER:

So C-R-E-D-I-T-N-A-V

.com, W-W-W.

16

UNIDENTIFIED FEMALE:

17

CHRISTINE BARKER:

18

UNIDENTIFIED FEMALE:

19

CHRISTINE BARKER:

Yep, like Credit --

Uh-huh.
-- Nav, N-A-V, com.

It says it's temporarily

20

down or it may have been moved permanently to a new

21

address is what I kept getting.

22

UNIDENTIFIED FEMALE:

23

CHRISTINE BARKER:

And now?

It's going really slow.

24

It's thinking about it, it wants to.

25

it.
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8
1
2
3
4
5
6
7
8

UNIDENTIFIED FEMALE:

I have it here on my

computer, if you wanted to do it that way.
CHRISTINE BARKER:

Yeah, see mine, again,

just went to the -UNIDENTIFIED FEMALE:
phone, I don't know.

It could be the, the

Maybe you get cookies.

CHRISTINE BARKER:

Oh, I should be able to

clear my cookies.

9

UNIDENTIFIED FEMALE:

Good morning.

10

UNIDENTIFIED FEMALE:

Morning.

11

UNIDENTIFIED MALE:

12

Hey, Melanie, they, they

unlocked her account again.

13

UNIDENTIFIED FEMALE:

14

CHRISTINE BARKER:

15
16
17
18
19

Okay.

It might take me a minute

to reset my cookies.
UNIDENTIFIED MALE:

We're going to go into

this other room.
CHRISTINE BARKER:

Are we not able to have

our talk unless I had finished this?

20

UNIDENTIFIED FEMALE:

21

CHRISTINE BARKER:

22

UNIDENTIFIED FEMALE:

No, we can still talk.

Okay.
But the reason, you

23

know, we want you guys to look at it so we know like

24

what your current situation is, we can talk a little

25

bit about credit, you know.
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9
1

CHRISTINE BARKER:

2

UNIDENTIFIED FEMALE:

3

Yeah.
And if you have

questions on that.

4

And I mean the good thing is if you're, if

5

you're pre-qualified for the lines of credit, you

6

know, you could take advantage of that as well.

7
8

CHRISTINE BARKER:

Yeah.

on it.

9

UNIDENTIFIED FEMALE:

10

CHRISTINE BARKER:

11

UNIDENTIFIED FEMALE:

12

CHRISTINE BARKER:

Okay.
You can do that later

My husband will kill me

if I put my information on someone else's computer.

15
16

But we can still talk.

or you can use another computer, we also have a --

13
14

I can keep working

UNIDENTIFIED FEMALE:

Well it doesn't, it

doesn't -- it's not on the computer, it's on the site.

17

CHRISTINE BARKER:

Okay.

18

UNIDENTIFIED FEMALE:

So, but, you know,

19

that's up to you.

20

whatever, just, I mean it's just, I'm meeting --

21

If you want to do it at home or

CHRISTINE BARKER:

I can keep trying it on

22

my phone.

23

don't know why I think shaking it is going to make it

24

work, but I can keep trying it.

25

I mean if I can get it to work, then -- I

UNIDENTIFIED FEMALE:
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1

not us, this is the company.

2

information comes to us.

It's not -- none of the

3

CHRISTINE BARKER:

4

UNIDENTIFIED FEMALE:

5

Yeah.

with us.

6

CHRISTINE BARKER:

7

UNIDENTIFIED FEMALE:

8

This has nothing to do

Yeah.
This is just the

company that does all this, see.

9

CHRISTINE BARKER:

10

Yeah.

UNIDENTIFIED FEMALE:

It's just like if you

11

were to go to like Credit Karma or --

12

CHRISTINE BARKER:

13

UNIDENTIFIED FEMALE:

14

CHRISTINE BARKER:

Yeah.
MyFICO.com.

Yeah, he always tells me

15

that I have to do it on our own computers if I'm going

16

to put my Social Security number anywhere, so rather

17

than -- I always ask is this the (inaudible) dialing

18

and I just go okay.

19

phone.

So I'll just keep trying it on my

20

UNIDENTIFIED FEMALE:

That's fine, okay.

21

So let's meet and we'll go in that room.

22

CHRISTINE BARKER:

23

UNIDENTIFIED FEMALE:

Okay.
Yeah, I mean

24

everything that we do here is like beneficial to you,

25

it has nothing to do with us, I mean, you know, I mean
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1

we have our, our own stuff.

2

you.

Like we're here to help

3

CHRISTINE BARKER:

4

UNIDENTIFIED FEMALE:

5

how much you guys want to get out of it.

6
7
8
9

CHRISTINE BARKER:

Yeah.
But it just depends on

Yeah, yeah, well that's

the -UNIDENTIFIED FEMALE:

We don't do

anything -- we don't force you to do anything, we

10

don't, you know, obviously.

11

CHRISTINE BARKER:

12

UNIDENTIFIED FEMALE:

13

CHRISTINE BARKER:

Yeah.
It's for you, so.

Yeah.

Well I'm all about

14

pushing forward, but it's, you know, I've got to do it

15

without creating a divorce.

16
17
18
19
20

UNIDENTIFIED FEMALE:

Yeah, I mean if he's

going to be like paranoid -CHRISTINE BARKER:

Well he works in

computers, too, so it's, I can't argue him too much.
UNIDENTIFIED FEMALE:

21

probably analytical.

22

All right.

23

CHRISTINE BARKER:

Yeah, he's very

I don't want to leave my

24

personal stuff here, I'll -- I'm going to grab it.

25

brought snacks today.
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1

UNIDENTIFIED FEMALE:

2

CHRISTINE BARKER:

3

Oh.

Because I realized that

1:30 is late for lunch.

4

UNIDENTIFIED FEMALE:

The good thing is,

5

though, when everyone else goes to lunch at like

6

12:30 --

7

CHRISTINE BARKER:

8

UNIDENTIFIED FEMALE:

9

crowded.

Uh-huh.
-- like gets so

When you guys go, there's like no traffic.

10

CHRISTINE BARKER:

Well I walk, so.

11

UNIDENTIFIED FEMALE:

12

CHRISTINE BARKER:

Oh, yeah?

Yeah.

I walked to Five

13

Guys yesterday because I didn't realize it was that

14

far away and then --

15

UNIDENTIFIED FEMALE:

16

CHRISTINE BARKER:

17

-- then I realized it was

that far away.

18
19

Oh.

UNIDENTIFIED FEMALE:

Yeah, and today is

Saturday, so the traffic isn't bad.

20

CHRISTINE BARKER:

Yeah, maybe I'll, maybe

21

I'll grab an Uber or something today.

22

UNIDENTIFIED FEMALE:

23

CHRISTINE BARKER:

24
25

So --

Here, I'll bring the seat

closer.
UNIDENTIFIED FEMALE:
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1
2

So it's your, so the first thing we need to
talk about, too, is -- oops.

3

CHRISTINE BARKER:

These seats are kind of

4

crazy because I can't put my feet underneath it or

5

anything.

6

you because I vacationed up in Vermont a good bit.

I was actually happy that I got to talk to

7

UNIDENTIFIED FEMALE:

8

CHRISTINE BARKER:

9

In Stowe, yeah, right

outside --

10
11

Oh, you did?

UNIDENTIFIED FEMALE:

Oh, yeah, I used to

live in Stowe, too.

12

CHRISTINE BARKER:

Oh, did you?

So you know

13

the, it's the Stowe something, it's a bed and

14

breakfast, owned by --

15

UNIDENTIFIED FEMALE:

16

CHRISTINE BARKER:

(Inaudible).

No, they do, they do

17

dinners on Thursday, Friday and Saturday there, and of

18

course I know the woman's name because we would go to

19

visit the family that owns the bed and breakfast, but

20

I can't remember, it's the Stowe something, Mountain

21

something, but it wasn't --

22
23

UNIDENTIFIED FEMALE:
was it on Mountain Road or --

24
25

I think I might know,

CHRISTINE BARKER:

Yeah, it's on Mountain

Road.
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1

UNIDENTIFIED FEMALE:

2

CHRISTINE BARKER:

Okay.

And it was up the hill

3

and then, then they had like a stack of -- so the

4

actual bed and breakfast wasn't like a house, they

5

would have the -- I think it was the Stowe Mountain

6

Resort or something like that, but it wasn't the big

7

fancy-schmancy one, it was just the --

8

UNIDENTIFIED FEMALE:

9

CHRISTINE BARKER:

Not the one that --

No, no, and we would go

10

during the Summer so that way, you know, there

11

wouldn't be very many people there.

12

with the owners by the pool and stuff.

13

was nice, and of course go to Ben and Jerry's and

14

Cabot's and the doughnut place, I don't remember the

15

name of the store, but we would always just go to get

16

the apple cider doughnuts.

17
18
19

UNIDENTIFIED FEMALE:

We'd hang out
So, yeah, it

Oh, yeah, the Cider

Mill.
CHRISTINE BARKER:

Yeah, yeah, I don't know

20

how many pounds I put on when I go there.

21

awhile, we've been wanting to go up to Vermont again

22

because it's so nice up there.

23

UNIDENTIFIED FEMALE:

24
25

the Summer.

It's been

It is, especially in

Do you ski or?

CHRISTINE BARKER:
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1

Summer so that way, A, we can miss a lot of the

2

tourists, but --

3

UNIDENTIFIED FEMALE:

4

CHRISTINE BARKER:

5

UNIDENTIFIED FEMALE:

6

-- we don't ski.
Summers are, the

Summers are beautiful.

7

CHRISTINE BARKER:

8

UNIDENTIFIED FEMALE:

9

Yeah.

Yeah.
It's just very, it's

cold in the Winter.

10

CHRISTINE BARKER:

Yeah, yeah.

Well, and

11

I've been up there during the colors for the Fall,

12

too.

13

UNIDENTIFIED FEMALE:

14

CHRISTINE BARKER:

Uh-huh.

Oh, it was just, I mean

15

you can walk around with a cell phone and just go like

16

this and every one is a beautiful picture, so.

17

UNIDENTIFIED FEMALE:

Yeah.

Great.

Okay.

18

So let's talk about, you know, your why

19

again, why you want to do real estate, why are you

20

here.

21

CHRISTINE BARKER:

22

UNIDENTIFIED FEMALE:

23

Yes.
What's your

motivation.

24

CHRISTINE BARKER:

25

UNIDENTIFIED FEMALE:
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1

you guys a little bit more time to think, you know.

2

CHRISTINE BARKER:

Yeah, yeah.

3

UNIDENTIFIED FEMALE:

4

CHRISTINE BARKER:

Narrow it down.

Yeah.

And I know I had,

5

I had kind of touched on yesterday about wanting to be

6

my own boss, but I think that, you know, being able --

7

my husband is getting close to retiring from the

8

military and so we're trying to make the decision of

9

stay where we are or move up where my family lives in

10

Nebraska.

11

UNIDENTIFIED FEMALE:

12

CHRISTINE BARKER:

13

I just finished, yeah,

community college.

14

UNIDENTIFIED FEMALE:

15

CHRISTINE BARKER:

16

Community college?

Computer networking,

yeah.

17
18

(Inaudible).

UNIDENTIFIED FEMALE:

All these computers

now.

19

CHRISTINE BARKER:

But I don't like it.

20

It's, I'd rather -- computers don't talk to you and

21

stuff, so I'd rather, I'd rather do the real estate,

22

seems like it's a lot more --

23

UNIDENTIFIED FEMALE:

24

CHRISTINE BARKER:

25

Social?

Social, yeah, it, yeah,

yeah, so.
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1
2
3

UNIDENTIFIED FEMALE:

Yeah.

You're like a

social person.
CHRISTINE BARKER:

Much more social than a

4

lot of people.

5

like to sit down in much smaller groups and talk to

6

people, so this could be really good.

7

I, I am shy to begin with, but I do

UNIDENTIFIED FEMALE:

Yeah, I don't think

8

you seem like a, like a totally like, you know, I mean

9

I've seen a lot of people that do computers and like

10
11

that are in IT and they're very -CHRISTINE BARKER:

Yeah, I didn't find a lot

12

of common friends in my classes and stuff, so, so,

13

yeah, I'm, and it is, it is causing a riff between us

14

because I mean I just spent money on getting a two

15

year Degree and now I'm wanting to change again.

16

UNIDENTIFIED FEMALE:

17

CHRISTINE BARKER:

18

Yeah.

So it's, it's, I'm

fighting through the problems, but I'm committed, so.

19

UNIDENTIFIED FEMALE:

20

CHRISTINE BARKER:

Right.

Okay.

So it's being

21

locationally and financially able to move and do

22

things in different places and --

23

UNIDENTIFIED FEMALE:

Yeah, so like are you

24

seeing then that real estate can bring you big chunks

25

of money by working less, working smarter and harder?
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1

CHRISTINE BARKER:

Yeah, yeah.

2

UNIDENTIFIED FEMALE:

So do you think you

3

want to go that route instead of what you're doing now

4

then?

5

CHRISTINE BARKER:

6

UNIDENTIFIED FEMALE:

7
8
9
10
11
12
13

Yeah, yeah, definitely.
Okay.

What about your

husband, is he -CHRISTINE BARKER:

Well he's committed to

his computers, so I mean he's going to -UNIDENTIFIED FEMALE:

Is he like supportive

or is he -CHRISTINE BARKER:

He's tolerating it; is

that a good way of describing it?

14

UNIDENTIFIED FEMALE:

15

CHRISTINE BARKER:

Yeah.

I wouldn't call him

16

supportive, but I mean he hasn't put his foot down and

17

said no, either, so.

18

UNIDENTIFIED FEMALE:

Yeah, because that's

19

always the hardest thing, you know, when I'm talking

20

to people, when your spouse like wants to do one thing

21

and then --

22

CHRISTINE BARKER:

Yeah.

23

UNIDENTIFIED FEMALE:

-- or he can do, you

24

know, whatever he wants to do but then if you want to

25

do something, because this is not -- and this is the
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1

thing, it's a mindset again, you know.

2

CHRISTINE BARKER:

Yeah, yeah.

3

UNIDENTIFIED FEMALE:

And in his line of

4

work, I mean it doesn't make him like a bad person,

5

but like you're very analytical, you only see things

6

one way, like here, but this is a totally different

7

thing --

8

CHRISTINE BARKER:

Yeah.

9

UNIDENTIFIED FEMALE:

10

CHRISTINE BARKER:

11

UNIDENTIFIED FEMALE:

12

-- from those things.

Yeah.
So that's why like

sometimes it's not like for everybody.

13

Because, you know, number one, they don't

14

have the support of the spouse, even though they do

15

want to do it and it is very important like who you

16

surround yourself with.

17
18
19

Obviously you're married, so that's why it's
such a hard thing.
CHRISTINE BARKER:

I mean my thought is,

20

though, if I could get the steps and just do the steps

21

and within a certain period of time show him that it's

22

effective --

23

UNIDENTIFIED FEMALE:

24

CHRISTINE BARKER:

25

Yeah.

-- then I mean the fight

becomes a lot easier.
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1

UNIDENTIFIED FEMALE:

2

CHRISTINE BARKER:

3

Uh-huh.

So, I mean that's kind of

one of my biggest things.

4

UNIDENTIFIED FEMALE:

5

CHRISTINE BARKER:

Yeah.

I think I even -- I wrote

6

some, so I was sitting there thinking, I was like

7

okay, how can I get over the hurdle.

8

And so yesterday it seemed like there were a

9

lot of steps, there was a lot of, you know, make, make

10

five or six phone calls or 50 phone calls or, you

11

know, for each of the different ways that you can pick

12

to find listings.

13
14
15
16

And I guess I'm kind of wondering for all
the steps of -UNIDENTIFIED FEMALE:

sent you to, to pick two motivated sellers.

17

CHRISTINE BARKER:

18

UNIDENTIFIED FEMALE:

19

CHRISTINE BARKER:

20

Yeah, yeah.
Did you?

But I mean he had a lot

of different ways that I could find them.

21

UNIDENTIFIED FEMALE:

22

CHRISTINE BARKER:

23

Oh, you know, he just

Okay.

So if I were to do the

steps of the system --

24

UNIDENTIFIED FEMALE:

25

CHRISTINE BARKER:
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1

take before I find someone that's even interested?

2

Because I mean just showing him that hey,

3

look, I've got people that are willing to talk to us

4

or, that's a big thing.

5
6

UNIDENTIFIED MALE:

Yeah, you're a step

ahead of yourself.

7

So all he wanted you to do, even though

8

you're going to see today when he reviews everything

9

that people were already like scared that oh, my gosh,

10

what if this, what if that, what if they ask this

11

question.

12
13
14
15

You're not ready for that yet, okay.
All he wanted you to do was just, you know,

get someone, not to pick up the phone or anything.
CHRISTINE BARKER:

Oh, yeah, yeah, yeah; no,

I got those.

16

UNIDENTIFIED FEMALE:

17

CHRISTINE BARKER:

18

No, I'm talking about when I get back and I

19
20
21

I found the listings.

implement the system.
UNIDENTIFIED FEMALE:

CHRISTINE BARKER:

23

UNIDENTIFIED FEMALE:

25

Yeah, yeah, yeah,

he'll, he'll go over that --

22

24

Oh.

Okay.
Don't worry, by the

end of this weekend -CHRISTINE BARKER:
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1

UNIDENTIFIED FEMALE:

2

CHRISTINE BARKER:

3

So would it be like two,

three months if I do the steps I should be able to?

4
5

-- you'll --

UNIDENTIFIED FEMALE:

Yeah, I mean that's up

to you, you know, the more offers you make.

6

CHRISTINE BARKER:

Yeah.

How many offers do

7

you think that the successful students, or at least

8

the ones that are feeling like they're successful, how

9

long do you think -- how many, how many people do you

10

have to call before you find someone that I can make a

11

deal with?

12

UNIDENTIFIED FEMALE:

Well, I mean it's a

13

numbers thing, so if you make 100 offers, maybe two or

14

three will be accepted.

15

CHRISTINE BARKER:

16

UNIDENTIFIED FEMALE:

17

Okay.
But it's definitely

worth it --

18

CHRISTINE BARKER:

Yeah.

19

UNIDENTIFIED FEMALE:

20

the wholesaling assignments --

21

CHRISTINE BARKER:

22

UNIDENTIFIED FEMALE:

-- when you're doing

Yeah.
-- or banker flips,

23

you know, it's going to, you're going to be working a

24

little bit harder, but it's going to be quick cash in

25

your pocket.
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1

So you're looking at 30 to 45 days versus

2

like if you're doing a flip, a flip is like six months

3

or less, six at the most, and then you turn it around,

4

but then you make a bigger profit, okay.

5

CHRISTINE BARKER:

6

UNIDENTIFIED FEMALE:

7

talking about here the circle of wealth.

8
9

CHRISTINE BARKER:

Yeah.
So that's why we were

Yeah, yeah, yeah, I got

that one.

10

UNIDENTIFIED FEMALE:

You have that.

11

have your earned income, taxes income, portfolio

12

income.

13
14

CHRISTINE BARKER:

You

Maybe I didn't write that

one down, that seems --

15

UNIDENTIFIED FEMALE:

So if you want the

16

whole thing, I mean you're going to start here, right,

17

with some earned and that's wholesale assignments and

18

flips.

19
20

So here you're looking at making, you know,
20, 30 plus, and here you're making 3 to 5 --

21

CHRISTINE BARKER:

22

UNIDENTIFIED FEMALE:

23

CHRISTINE BARKER:

24

UNIDENTIFIED FEMALE:

25

Okay.
-- thousand --

Yeah.
-- okay, but even

so --
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1
2

CHRISTINE BARKER:

I mean that's still a

profit for me at this point.

3

UNIDENTIFIED FEMALE:

4

CHRISTINE BARKER:

5
6
7

Yeah.

But it's where I'm trying

to get.
UNIDENTIFIED FEMALE:

Exactly, you'll be

able to do that by the end of this weekend.

8

CHRISTINE BARKER:

Yeah, okay.

9

UNIDENTIFIED FEMALE:

Well let's look at

10

your, well let's look at your -- because I just

11

stepped ahead a little bit.

12

CHRISTINE BARKER:

13

UNIDENTIFIED FEMALE:

Yeah.
Let's look at your

14

financial picture, because we need to see what's going

15

in and what's coming out.

16

CHRISTINE BARKER:

Yeah.

17

UNIDENTIFIED FEMALE:

Because then you have

18

a better idea of what your goal is, because your first

19

thing, first step is to look at, okay, this is what's

20

coming in, this is what's coming out.

21
22

How much money do I need to cover my
expenses every month.

23

CHRISTINE BARKER:

24

UNIDENTIFIED FEMALE:

25

Yeah.
And then you're going

to look at, okay, well what's going to be my goal in
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1

six months, what's going to be my goal in one year,

2

what's going to be my --

3

CHRISTINE BARKER:

Do you have a pen?

4

UNIDENTIFIED FEMALE:

Yes.

Today we're

5

going to finish the wholesale, so, you know, you can

6

start with that.

7
8
9
10

Now let's say, and this is why we ask you
some of these questions.
CHRISTINE BARKER:

Uh-huh.

UNIDENTIFIED FEMALE:

Which, you know, you

11

can get used to as well because like if you talk to

12

people, they're going to want to look at your

13

financial situation --

14

CHRISTINE BARKER:

Yeah.

15

UNIDENTIFIED FEMALE:

-- whether it's a hard

16

money lender, a bank, a private money lender, right,

17

but basically, you know, let's say -- I mean do you

18

have any, any money in like a retirement account?

19

CHRISTINE BARKER:

My husband does.

20

UNIDENTIFIED FEMALE:

21

CHRISTINE BARKER:

Your husband, yeah.

But I think that I would

22

need to get past a hurdle of showing him at least one

23

sale before, because like I said, he's not against it.

24
25

UNIDENTIFIED FEMALE:

Yeah; no, and I'm, I'm

not saying take it out, whatever, I'm just -- I'm

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

EX 12, p. 25

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 27 of 526
26
1

going to explain to you how this can work, because

2

like let's say, for example, someone has 200,000

3

dollars sitting in like a retirement account.

4

CHRISTINE BARKER:

Uh-huh.

5

UNIDENTIFIED FEMALE:

That 200,000 dollars

6

is not making them as much money as it could be making

7

them.

8

CHRISTINE BARKER:

Yeah.

9

UNIDENTIFIED FEMALE:

10

CHRISTINE BARKER:

11

UNIDENTIFIED FEMALE:

Potential, right.

Yeah.
And when your money is

12

sitting there and you're making, I don't know, 2, 3,

13

4, 5, 6, 7, even 10 percent on your return, on your

14

money, you're actually losing money every day because,

15

number one, you don't have control over that money,

16

you don't know what's going to happen to the stock

17

market.

18

CHRISTINE BARKER:

19

UNIDENTIFIED FEMALE:

20

Yeah.
That money can be

gone.

21

CHRISTINE BARKER:

Yeah.

22

UNIDENTIFIED FEMALE:

And, you know, you --

23

what the dollar is worth today is not going to be

24

worth down the road, so when people are trying to save

25

that and not touch that, that could be dangerous.
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1

Now let's say you were to take that and put

2

it into a property and purchase and maybe like let's

3

do a flip or something and you make a return and you

4

make like, you know, 100,000 dollars, less than six

5

months, your return on investment is way greater.

6

CHRISTINE BARKER:

7

UNIDENTIFIED FEMALE:

8

CHRISTINE BARKER:

9

UNIDENTIFIED FEMALE:

10

Yeah.
Way bigger --

Yeah.
-- than having it sit

there, who knows what it's going to do.

11

CHRISTINE BARKER:

Yeah.

12

UNIDENTIFIED FEMALE:

You know, up, down,

13

up, down, and then you can do that again two, three,

14

four times a year.

15

CHRISTINE BARKER:

Yeah.

16

UNIDENTIFIED FEMALE:

You know, so that's,

17

that's, that's the good thing about the real estate,

18

because you can make a big chunk of money in a less

19

period of time and you have that money work for you.

20

And that's earned income.

After that, so,

21

you know, yes, you pay taxes on it, but again,

22

everything goes through the company.

23

actually going to be paying less taxes than a regular

24

employee would be paying, even though you're making

25

that much.
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1

Then you roll that money into buying whole

2

property.

3

expenses are --

4
5

So let's say you figure out what your

CHRISTINE BARKER:

And that's different from

wholesale?

6

UNIDENTIFIED FEMALE:

7

CHRISTINE BARKER:

8

UNIDENTIFIED FEMALE:

9

Yeah.

The property -- okay.
Because these are

rentals, okay.

10

CHRISTINE BARKER:

Okay.

11

UNIDENTIFIED FEMALE:

So now, the next step,

12

it goes into rentals, so that can be either commercial

13

or residential.

14

residential because there's a lot more to it, you

15

know, for commercial.

16

You may want to start with

So now you want your rental income to cover

17

your expenses every month.

And guess what, now you

18

are not working for the money, the money is working

19

for you.

20

though you're still making money.

So now your whole time is freed up, even

21

So you need to figure out what that is and

22

then, you know, start working to build your capital.

23

CHRISTINE BARKER:

24

UNIDENTIFIED FEMALE:

25

Uh-huh.
I mean it kind of

almost looks like you have to be, like do your own
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1

thing separate and not use any of your husband's.

2

CHRISTINE BARKER:

Well, to begin with.

I

3

think that it could open up afterwards, but yeah, I'd

4

probably have to.

5
6

UNIDENTIFIED FEMALE:
like you're going to start here.

7

CHRISTINE BARKER:

8

UNIDENTIFIED FEMALE:

9
10

Yeah, and it looks

Yeah.
You know, with your

situation, but I'm just showing you what can happen
down the road.

11

CHRISTINE BARKER:

Yeah.

12

UNIDENTIFIED FEMALE:

And you're going to

13

need all this to, you know, have a turnkey business

14

and succeed and make it a business, if that's what you

15

want.

16

CHRISTINE BARKER:

Yeah.

17

UNIDENTIFIED FEMALE:

18

CHRISTINE BARKER:

19

UNIDENTIFIED FEMALE:

Right.

Yeah.
And then portfolio

20

income is when you have different creative financing

21

strategies.

22

For example, let's say you have 2, 300,000

23

dollars sitting in the account.

24

bat, you can be a hard money lender if you wanted to

25

or you can be a gap lender like he was talking about

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

Right away, off the

EX 12, p. 29

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 31 of 526
30
1

yesterday.

2

You can make 50 percent of somebody's profit

3

when you lend the money without doing any of the work.

4
5
6

So that's why we talked to you
individually -CHRISTINE BARKER:

But that's down the road

7

though, right, because I don't think I can explain

8

that to my husband right now.

9

UNIDENTIFIED FEMALE:

If you had 200,000

10

sitting in your account and, you know, you wanted to

11

learn how to -- I mean you're not going to do anything

12

until you get properly educated on that --

13

CHRISTINE BARKER:

Yeah, yeah.

14

UNIDENTIFIED FEMALE:

-- because right now

15

you don't know what you don't know yet, just like with

16

anything else.

17
18
19
20
21

Once you do learn it, then that fear will go
away, then you can start doing things.
CHRISTINE BARKER:

That's what I'm getting

the steps for, the system.
UNIDENTIFIED FEMALE:

Uh-huh, exactly.

And

22

there is a system to each thing and once you do 1,

23

then you'll do 2, 3, 4, 5 and you're going to be way

24

more comfortable.

25

CHRISTINE BARKER:
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1

UNIDENTIFIED FEMALE:

So when you go home,

2

make a list of your expenses, what's your six month

3

plan, one year, okay.

4

CHRISTINE BARKER:

5

UNIDENTIFIED FEMALE:

6

Uh-huh.
And that's going to

help you build what you need to do.

7

So to, I mean today we're going to go more

8

over the wholesale assignments and, and it looks like

9

you're going to have to start here, first.

10

You're not holding property here, you're

11

basically just assigning the paper, okay, so you're

12

negotiating with the seller.

13

properties are, there's a bunch of places, Craig's

14

list, the site we gave you yesterday, Realtor.com, you

15

know.

16
17
18

CHRISTINE BARKER:

UNIDENTIFIED FEMALE:
is not very good for that.

20

all the time.

22
23
24
25

I think I've looked on

Zillow before.

19

21

A place to find

CHRISTINE BARKER:

Yeah, Zillow, Zillow

It's not, it's not updated

Realestate.com you

said -- can I borrow your pen again?
UNIDENTIFIED FEMALE:

Oh, yeah.

Realtor.com.
CHRISTINE BARKER:
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1

UNIDENTIFIED FEMALE:

And like pick

2

properties that are like, you know, safe and livable

3

in good neighborhoods.

4

CHRISTINE BARKER:

Okay.

5

UNIDENTIFIED FEMALE:

And call those.

And

6

today he's going to show you how to, that will be the

7

next step, that was your question before?

8
9
10

CHRISTINE BARKER:

was how, how long is it going to take for each one of
the steps?

11
12

We had, yeah, my question

UNIDENTIFIED FEMALE:

Yeah, and it, it

should just flow.

13

CHRISTINE BARKER:

Yeah.

14

UNIDENTIFIED FEMALE:

You know, he'll, he's

15

going to show you today, he's going to do live

16

calls --

17

CHRISTINE BARKER:

18

UNIDENTIFIED FEMALE:

19

CHRISTINE BARKER:

So they could get a deal

today?

22

UNIDENTIFIED FEMALE:

23

CHRISTINE BARKER:

24

UNIDENTIFIED FEMALE:

25

-- on the phone so

you'll know what to say.

20
21

Okay.

You could.

Okay.
Yeah, they'll Email

you or call you if your phone number, you'll see.
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1

CHRISTINE BARKER:

2

UNIDENTIFIED FEMALE:

3

Okay.
You'll see how it

works.

4

It's all about just, you know, asking

5

questions, building relationships, that's the most

6

important, and then getting something under contract.

7

CHRISTINE BARKER:

Now for like the flips,

8

if I'm going to, to look at doing some flips, without

9

having any work income or anything, what about doing

10

some credit?

11
12
13
14

UNIDENTIFIED FEMALE:

What do you mean

credit?
CHRISTINE BARKER:

Like credit, he was

showing me a whole bunch of credit cards yesterday.

15

UNIDENTIFIED FEMALE:

16

CHRISTINE BARKER:

17

or how would I look about doing that?

18
19
20

Uh-huh.

So is that another option

UNIDENTIFIED FEMALE:

Yeah, I mean what's

your credit score?
CHRISTINE BARKER:

I'm in the high 500s, so

21

I'm hoping that after paying off a few more things,

22

maybe negotiating, getting it off my credit that I can

23

be in the 600s.

24
25

UNIDENTIFIED FEMALE:

Yeah, and that's why

we want you to check your credit report every three to
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1

four months because I mean you don't need good credit

2

to do this, but if you do have it, it definitely

3

helps.

4

CHRISTINE BARKER:

Uh-huh.

5

UNIDENTIFIED FEMALE:

Because you can

6

purchase real estate with credit.

7

checks, you use it like cash, deposit it into your

8

business checking account.

9
10

CHRISTINE BARKER:

Like the ones that I get

in the mail already?

11

UNIDENTIFIED FEMALE:

12

CHRISTINE BARKER:

13

UNIDENTIFIED FEMALE:

14

They send you the

Uh-huh.

Okay.
The ones that people

throw away.

15

CHRISTINE BARKER:

Yeah.

16

UNIDENTIFIED FEMALE:

Those are the ones

17

that you use, so, you know, like Robert, he's got like

18

an 800,000 dollar line, like lines of credit there.

19

CHRISTINE BARKER:

Yeah.

20

UNIDENTIFIED FEMALE:

21

CHRISTINE BARKER:

22

UNIDENTIFIED FEMALE:

So that's like cash.

Yeah.
You know, you can

23

deposit that into your account and then use that to do

24

deals with.

25

CHRISTINE BARKER:
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1
2

UNIDENTIFIED FEMALE:

And it's easy, it's

easy to get.

3

CHRISTINE BARKER:

Yeah.

4

UNIDENTIFIED FEMALE:

You know.

I mean

5

yeah, you'd have to build -- you're not going to get

6

that much in, you know, in a year.

7

CHRISTINE BARKER:

8

UNIDENTIFIED FEMALE:

9

CHRISTINE BARKER:

10

Yeah.
Right.

Yeah.

UNIDENTIFIED FEMALE:

That's why you have to

11

maintain your credit all the time, so that's like one

12

source, that's only one source of funding.

13

CHRISTINE BARKER:

Okay.

14

UNIDENTIFIED FEMALE:

You're going to get

15

another source here this weekend, but there's a ton of

16

them like online, there's private money lenders, you

17

know, like you can partner with somebody.

18

So it is a lot of networking, you know.

19

CHRISTINE BARKER:

20

UNIDENTIFIED FEMALE:

Uh-huh.
Maybe joining a real

21

estate investment club and then also getting your

22

power team together.

23
24
25

CHRISTINE BARKER:

And that's all part of

the system -UNIDENTIFIED FEMALE:
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1
2

CHRISTINE BARKER:

-- and show me how to do

that?

3

UNIDENTIFIED FEMALE:

4

CHRISTINE BARKER:

Yep, yep.

And you said that wasn't

5

a -- that wasn't a real estate power club, that was a

6

real estate investment?

7

UNIDENTIFIED FEMALE:

8

CHRISTINE BARKER:

9

UNIDENTIFIED FEMALE:

Real estate.

Investment club.

10

CHRISTINE BARKER:

11

UNIDENTIFIED FEMALE:

Investor.

Investor.
Uh-huh, yeah, I mean

12

you're going to meet tons of people there and believe

13

me, like everybody wants that like market themselves.

14

There's so many realtors out there, you're going to

15

have a realtor on your team, too, a title agent.

16

CHRISTINE BARKER:

Title agent.

17

UNIDENTIFIED FEMALE:

Yep.

Real estate

18

attorney, CPA, you know, and you want to open up a, an

19

entity.

20

So that's --

21

CHRISTINE BARKER:

22

UNIDENTIFIED FEMALE:

23

CHRISTINE BARKER:

24

UNIDENTIFIED FEMALE:

25

What's an entity?
Like a business.

Oh, okay.
Like, you know, a

C corporation, LLC, S corporation, and that's a
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1

question for your CPA --

2

CHRISTINE BARKER:

3

UNIDENTIFIED FEMALE:

4

CHRISTINE BARKER:

5

UNIDENTIFIED FEMALE:

6

Okay.
-- what type of --

So that goes to CPA?
Yeah, uh-huh.

And

then everything goes through there.

7

So once you get money come flowing in, you

8

know, open up the entity first, get a business

9

checking account and everything goes through there,

10

and then CPA takes care of your taxes, so.

11

CHRISTINE BARKER:

Gotcha.

12

UNIDENTIFIED FEMALE:

Yeah, it's really,

13

it's really not that hard if you just work it, you

14

know.

15

CHRISTINE BARKER:

Uh-huh.

16

UNIDENTIFIED FEMALE:

So the hungrier you

17

are, the more successful you'll be.

18

people's, you know, what they want.

19

And it depends on

Like if you want to do two wholesale deals a

20

month and you make 3 on each, that's, you know,

21

6,000 dollars --

22

CHRISTINE BARKER:

23

UNIDENTIFIED FEMALE:

24
25

Yeah.
-- if you only do one,

you know, but at least you're, you're starting.
CHRISTINE BARKER:
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1
2

UNIDENTIFIED FEMALE:

And that's important,

like taking action.

3

CHRISTINE BARKER:

Yeah.

4

UNIDENTIFIED FEMALE:

Now for these other

5

things, like this whole thing is a two-year plan.

6

Once you have that, you're pretty much done, two to

7

three, depending, again, depending on that person,

8

right.

9

CHRISTINE BARKER:

10

Yeah.

UNIDENTIFIED FEMALE:

But obviously with

11

this you need a little bit more education, that's why

12

we offer all of those other courses and we have the

13

mentor, like if you really are serious about it, the

14

mentor actually goes out and does deals with you.

15

So you could be out there with your mentor

16

working on a deal and then close on it in 30, 45 days,

17

you know, with the help of the mentor, so it's

18

accelerated.

19

CHRISTINE BARKER:

20

UNIDENTIFIED FEMALE:

21

Yeah.

system.

22

CHRISTINE BARKER:

23

UNIDENTIFIED FEMALE:

24

CHRISTINE BARKER:

25

This is an accelerated

Okay.
You know, doing it.

So that would be a faster

way of doing it?
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1

UNIDENTIFIED FEMALE:

2

CHRISTINE BARKER:

3

UNIDENTIFIED FEMALE:

Yeah.

Okay.
Yup, but again, you

4

know, you've got to have the money to do it and then

5

also the mindset.

6

CHRISTINE BARKER:

Yeah.

7

UNIDENTIFIED FEMALE:

Sometimes people have

8

the money but don't have the mindset.

9

CHRISTINE BARKER:

10

Yeah.

What happens if

you have the mindset but not the money?

11

UNIDENTIFIED FEMALE:

12

going to start somewhere else.

13

CHRISTINE BARKER:

14

UNIDENTIFIED FEMALE:

Yeah, well then you're

Okay.
You know, and so you

15

may want to think about that, but if not, you'll start

16

with the wholesale assignments and go from there.

17

I think because, you know, with your

18

husband, too, and him wanting to see that probably,

19

you know, I think this would be the first route for

20

you.

21

CHRISTINE BARKER:

Okay.

22

UNIDENTIFIED FEMALE:

Right now, you know,

23

unless something changes, but start making money this

24

way and then writing down your goals at home, what do

25

you want to do in six months, one year, you know.
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1

It's also depending on your lifestyle, and

2

that's why we were asking you about your why and your

3

expenses every month.

4

CHRISTINE BARKER:

So it would be a good

5

idea to move to an area that was cheaper to live,

6

because we're trying to decide whether or not we stay

7

where we are, if we move up with my parents, so.

8

UNIDENTIFIED FEMALE:

9

have anything to do with this.

10
11

CHRISTINE BARKER:

Well that would get my

expenses down.

12
13

UNIDENTIFIED FEMALE:

There's money

anywhere.

14

CHRISTINE BARKER:

15

UNIDENTIFIED FEMALE:

16

Yeah, but that doesn't

Oh, okay.
Yeah, but it just

depends, like I mean whatever you need to do.

17

CHRISTINE BARKER:

Yeah.

18

UNIDENTIFIED FEMALE:

And then, you know,

19

like what I'm trying to say is don't cut down on your

20

lifestyle to try to -- you know, like live how you

21

want to live, but then make the money that you --

22

CHRISTINE BARKER:

23

UNIDENTIFIED FEMALE:

24
25

Yeah.
-- because you can do

it with this.
CHRISTINE BARKER:
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1

UNIDENTIFIED FEMALE:

You know, so if you

2

want to be, like if you don't want to work anymore,

3

you just want to go on vacation or whatever, like you

4

have to know that number and it, that's the number

5

you're shooting for.

6

CHRISTINE BARKER:

7

UNIDENTIFIED FEMALE:

8

CHRISTINE BARKER:

10

Got you, okay.

UNIDENTIFIED FEMALE:

CHRISTINE BARKER:

13

UNIDENTIFIED FEMALE:

Uh-huh.
So you probably have a

little bit of time to.

15

CHRISTINE BARKER:

16

UNIDENTIFIED FEMALE:

17

Okay, because I mean

right now you have your husband's income, too.

12

14

And then that's how

many deals you're going to do to hit that number.

9

11

Uh-huh.

Uh-huh.
And it's not like

you're like struggling --

18

CHRISTINE BARKER:

No, we're doing okay.

19

UNIDENTIFIED FEMALE:

-- or anything like

20

that because someone else is paying for the bills now

21

and then when you're ready, and you can show him hey,

22

look at this, you know, this is what I've been working

23

on.

24

CHRISTINE BARKER:

25

UNIDENTIFIED FEMALE:
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1
2

CHRISTINE BARKER:
work in retirement, yeah.

3
4

Then he doesn't have to

UNIDENTIFIED FEMALE:
guys can retire quicker.

5

CHRISTINE BARKER:

6

UNIDENTIFIED FEMALE:

7

Yeah, and then you

Yeah, yeah.
And that's the whole

thing with this.

8

CHRISTINE BARKER:

Yeah.

9

UNIDENTIFIED FEMALE:

You know.

So, yeah,

10

so when you get home, and then, you know, make sure

11

you write that down, because that's definitely going

12

to help you.

13

And then with your cards, I think, I mean I

14

haven't seen your report, but because this is so

15

close --

16

CHRISTINE BARKER:

Uh-huh.

17

UNIDENTIFIED FEMALE:

-- that's why your

18

score is down, so either you pay this down, like you

19

don't want any of your cards to exceed 40 percent.

20

CHRISTINE BARKER:

21

UNIDENTIFIED FEMALE:

22

Okay.

limit ratio.

23

CHRISTINE BARKER:

24

UNIDENTIFIED FEMALE:

25

The debt to credit

You said debt to, to?
Debt to credit limit

ratio.
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1

So like if your, if your credit card limit

2

is 1,000, you shouldn't have more than 400 on there.

3

CHRISTINE BARKER:

Okay.

4

UNIDENTIFIED FEMALE:

Like just sitting

5

there, you know.

6

your credit if you're doing it for real estate and you

7

know it's coming back and you're paying it down.

8
9
10

If your -- it's okay to, to max out

CHRISTINE BARKER:

Got you.

Well that's

what I did, that's why they're up, because I had to
put this class on the credit card.

11

UNIDENTIFIED FEMALE:

Yeah.

Do you have any

12

other ones, because I think down the road you should

13

also get a couple of other ones and then maybe you can

14

transfer the debt over.

15

CHRISTINE BARKER:

Okay.

16

UNIDENTIFIED FEMALE:

And a lot of the times

17

they offer zero percent for 12 months and now it's

18

going to, it's going to be easier for you to pay them

19

down.

20

CHRISTINE BARKER:

Okay.

21

UNIDENTIFIED FEMALE:

But if your score, and

22

that's why I wanted to look at your score, because we

23

need to see what it is, but it, if you're saying it's

24

530 --

25

CHRISTINE BARKER:
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I'm, I'm close, I'm hoping that I'll soon get it in

2

the 600s.

3

UNIDENTIFIED FEMALE:

Okay.

680 is like the

4

magic number, because right now they're probably not

5

going to give you much credit with that score, with

6

the 530, unless, does your husband have credit cards

7

that you can --

8
9

CHRISTINE BARKER:

They're, we're both on

them.

10

UNIDENTIFIED FEMALE:

But do you think you

11

can transfer a balance over or is this the only card

12

you have?

13

CHRISTINE BARKER:

14

UNIDENTIFIED FEMALE:

15

CHRISTINE BARKER:

16

There's two.
Both of them?

We have a Citi and a Visa

card.

17

UNIDENTIFIED FEMALE:

Okay, oh, okay.

Is

18

there room on the other one so you can transfer some

19

of it or?

20

CHRISTINE BARKER:

21

UNIDENTIFIED FEMALE:

22

CHRISTINE BARKER:

23

UNIDENTIFIED FEMALE:

24
25

There might be.
Find that out, too.

Okay.
Uh-huh, and then see

what his credit score is.
CHRISTINE BARKER:
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1

Okay.

2
3

UNIDENTIFIED FEMALE:

credit, then he can open up another card.

4

CHRISTINE BARKER:

5

UNIDENTIFIED FEMALE:

6

Okay.

CHRISTINE BARKER:

8

UNIDENTIFIED FEMALE:

Okay.

CHRISTINE BARKER:

11

UNIDENTIFIED FEMALE:

Okay.
That's good.

Credit -- oops, sorry, Creditcards.Com.

13

CHRISTINE BARKER:

14

UNIDENTIFIED FEMALE:

15

CHRISTINE BARKER:

16

UNIDENTIFIED FEMALE:

17

CHRISTINE BARKER:

18

UNIDENTIFIED FEMALE:

19

I'll give you a site,

too, to go on.

10

12

And then you guys can

transfer -- shift that debt over.

7

9

Because if he has good

Creditcards.
Uh-huh.

.com.
Yup.

And that's where?
Get your credit score,

first.

20

CHRISTINE BARKER:

Okay.

21

UNIDENTIFIED FEMALE:

Because there's a

22

drop-down menu and it will say what's your credit

23

score and then it will give you the credit cards that

24

you would qualify for.

25

CHRISTINE BARKER:
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UNIDENTIFIED FEMALE:

2

CHRISTINE BARKER:

3

UNIDENTIFIED FEMALE:

4
5

And you're not like --

Before going.
-- guessing and then

you get declined and then you get inquiries.
CHRISTINE BARKER:

Gotcha, okay.

So

6

Creditcards.com, look for to transfer balance,

7

balances, okay.

8

UNIDENTIFIED FEMALE:

9

CHRISTINE BARKER:

10

Yeah.

Okay.

UNIDENTIFIED FEMALE:

Yup, so that will help

11

you with, with your debt, that will lower your score.

12

And then this is how you're going to produce more

13

income right there, so just pay attention to that,

14

wholesale today.

15

CHRISTINE BARKER:

16

UNIDENTIFIED FEMALE:

17

Okay.
And if you have

questions, let me know.

18

CHRISTINE BARKER:

Okay, definitely will.

19

UNIDENTIFIED FEMALE:

20

CHRISTINE BARKER:

Uh-huh.

Now you said that we were

21

going to get that today, that you were going to give

22

us the investor's questionnaire.

23

I want to be able to track to see what kind

24

of questions I should be looking at for the next like

25

six months, where should I, how is my, my questions
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1

going to improve, so I mean I can write down how much

2

we have in retirement and credit cards and stuff, but

3

what are the other things that I should be looking at?

4

UNIDENTIFIED FEMALE:

5

CHRISTINE BARKER:

Wait, what?

Just kind of like what, I

6

thought this was like you guys having us think out

7

what, what we should be paying attention to and so I

8

just wanted to see if I could re-fill it back out in

9

six months and see how much has changed.

10

UNIDENTIFIED FEMALE:

11

CHRISTINE BARKER:

12

Well yeah.

So I can keep track of

myself.

13

UNIDENTIFIED FEMALE:

No, I mean that's what

14

we were talking about, that's how you're going to

15

start producing more money --

16

CHRISTINE BARKER:

Yeah.

17

UNIDENTIFIED FEMALE:

18

not finished with that yet.

19

CHRISTINE BARKER:

20

UNIDENTIFIED FEMALE:

-- with this and we're

Yeah.
But you still have to

21

work on, okay, what are my goals in six months.

22

don't know what your expenses are every month --

23

CHRISTINE BARKER:

24

UNIDENTIFIED FEMALE:

25

We

Yeah.
-- so we need to know

that.
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CHRISTINE BARKER:

Yeah.

2

UNIDENTIFIED FEMALE:

Once we know that,

3

then you can see, okay, this is how much I need every

4

month to become financially free to pay this.

5

But we don't have that number yet, so that's

6

something you have to work at, at when you get home --

7

CHRISTINE BARKER:

8

UNIDENTIFIED FEMALE:

9
10
11

Okay.

coming in and what's coming out.

-- and look at what's
And then with your

credit.
And then you're going to get, obviously by

12

the end of this weekend you're going to get a lot more

13

information, but, I mean is there anything else that,

14

what else did you need?

15

CHRISTINE BARKER:

I mean like the things

16

that will change, like when we can buy our house, that

17

our rent will change from that and there just seems

18

like there's a lot of questions that I should be

19

paying attention to.

20
21

I didn't want to forget any.

UNIDENTIFIED FEMALE:

Uh-huh, so right now

you're renting?

22

CHRISTINE BARKER:

Uh-huh.

23

UNIDENTIFIED FEMALE:

Okay.

So when you're,

24

when you're buying a house, I mean if you go through

25

the bank, they want you to have a good credit score.
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CHRISTINE BARKER:

2

UNIDENTIFIED FEMALE:

3

Uh-huh.
So you have to work on

your credit score.

4

CHRISTINE BARKER:

Uh-huh.

5

UNIDENTIFIED FEMALE:

You know, but what I

6

would do first is do this, before you buy your

7

house --

8
9
10

CHRISTINE BARKER:

doing this for six months or so, isn't the stuff on
this, this chart going to change?

11
12
13

But in six -- after I'm

UNIDENTIFIED FEMALE:
situation.

Well yeah, your

This is your current situation.
CHRISTINE BARKER:

Yeah, no; I just meant

14

what, how do I know what questions that I should be

15

asking myself in the next six months, so I was

16

wondering if, I don't know, if you have like a blank

17

one that I can fill out in six months to see how much

18

has changed.

19
20

UNIDENTIFIED FEMALE:
one of these?

21

CHRISTINE BARKER:

22

UNIDENTIFIED FEMALE:

23
24
25

Oh, you mean a blank

Yeah.
Oh, yeah, yeah, yeah,

yeah, yeah.
CHRISTINE BARKER:

Yeah, yeah, just to see

how much has changed and stuff.
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1
2

UNIDENTIFIED FEMALE:
yeah.

3

Oh, yeah, yeah, yeah,

No, I can.
CHRISTINE BARKER:

It also helps when I show

4

my husband and I'm like look, see, see what we were at

5

and look at where we are now.

6

UNIDENTIFIED FEMALE:

Ah, yeah, yeah, yeah,

7

yeah, totally, yeah; no, I thought you were talking

8

about something else.

9

CHRISTINE BARKER:

10
11

UNIDENTIFIED FEMALE:

14

Yeah, yeah, I can give

you a couple of these.

12
13

No, no.

CHRISTINE BARKER:

Okay, that would be

great.
UNIDENTIFIED FEMALE:

Yeah, yeah.

So, I

15

mean this is basically just kind of like a summary for

16

us to see where you currently are.

17

CHRISTINE BARKER:

Yeah.

18

UNIDENTIFIED FEMALE:

And let me take this

19

and say okay, let's see what your score is, okay, so

20

you need to work on these things.

21

CHRISTINE BARKER:

22

UNIDENTIFIED FEMALE:

23

Yeah.
No, you need the

tools, that's what you're going to get here.

24

CHRISTINE BARKER:

25

UNIDENTIFIED FEMALE:
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1

work on this and we were talking about 3 to 5,000 on,

2

you know, per --

3

CHRISTINE BARKER:

Per wholesaling, yeah.

4

UNIDENTIFIED FEMALE:

Yeah, so, you know, if

5

you needed 10,000 a month, then you do either two

6

5,000 dollar ones, you know, or --

7

CHRISTINE BARKER:

8

UNIDENTIFIED FEMALE:

9

Yeah.
-- or three or 4,000

dollars, it just depends on the deal.

10

So it's not like, we can't really like have

11

it too much structured because we don't know.

12

depends on how much money you're going to make on the

13

deal.

14

CHRISTINE BARKER:

15

UNIDENTIFIED FEMALE:

It all

Yeah, yeah.
But if you have like a

16

goal, okay, in six months this is going to, what's

17

going to happen, in one year, in five years, now you

18

have a little bit of a, like a --

19

CHRISTINE BARKER:

20

UNIDENTIFIED FEMALE:

21

CHRISTINE BARKER:

22

UNIDENTIFIED FEMALE:

23

I can see the progress.
See, exactly, yup.

Yeah.
And you can, if you

wanted to put it on another sheet --

24

CHRISTINE BARKER:

25

UNIDENTIFIED FEMALE:
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credit score was 530, now my credit score is 630.

2

CHRISTINE BARKER:

3

UNIDENTIFIED FEMALE:

4

CHRISTINE BARKER:

5

UNIDENTIFIED FEMALE:

6

Yeah, yeah.

Okay.

CHRISTINE BARKER:

8

UNIDENTIFIED FEMALE:

Great, thank you.

CHRISTINE BARKER:

11

UNIDENTIFIED FEMALE:

Okay, okay, good.

CHRISTINE BARKER:

14

UNIDENTIFIED FEMALE:

15

CHRISTINE BARKER:

16

UNIDENTIFIED FEMALE:

Tools.

19

UNIDENTIFIED FEMALE:

20

CHRISTINE BARKER:

21

UNIDENTIFIED FEMALE:

Okay.
Yup.

All right.
Yeah.

mean do, do you have anything else?

23

25

And an Email from the

office on Monday, as well.
CHRISTINE BARKER:

24

And tools.

Yeah.

18

22

-- some other

handouts.

13

17

And you're also going

to get more before you leave here this weekend --

10

12

I can give you a

couple of those.

7

9

Yeah, sure.

CHRISTINE BARKER:

So, yeah, and I
Do you --

I'm just eager to get

started.
UNIDENTIFIED FEMALE:
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CHRISTINE BARKER:

So I kind of don't know

2

what to ask, but I can come up and ask more questions

3

to you --

4

UNIDENTIFIED FEMALE:

5

CHRISTINE BARKER:

6

UNIDENTIFIED FEMALE:

7

Yeah.

-- later on as we -And we can also sit

down again, you know, tomorrow.

8

CHRISTINE BARKER:

Yeah, yeah, okay.

9

UNIDENTIFIED FEMALE:

Yeah, but no, this is

10

a good start for you, I mean, because it looks like

11

you're brand new at this, right?

12

CHRISTINE BARKER:

Yeah.

13

UNIDENTIFIED FEMALE:

And so that's why I

14

wanted you to start with that, pay attention to that.

15

And this is really not that hard, because you're not

16

holding on to property, you're not tracking it, and

17

it's --

18

CHRISTINE BARKER:

You can go quick.

19

UNIDENTIFIED FEMALE:

20

CHRISTINE BARKER:

21

UNIDENTIFIED FEMALE:

-- building capital.

Yeah.
Pay off some of your

22

debt with that, then you can eventually move forward,

23

get more education, you know, invest in yourself,

24

because that's another thing --

25

CHRISTINE BARKER:
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UNIDENTIFIED FEMALE:

-- you are going to

2

have to, if you want to make more money and be

3

knowledgeable and competitive in this market, you

4

know, the more you learn, the more options.

5
6

CHRISTINE BARKER:

So like the mentorship

and stuff?

7

UNIDENTIFIED FEMALE:

8

CHRISTINE BARKER:

9

UNIDENTIFIED FEMALE:

Yup.

Okay.

10

CHRISTINE BARKER:

11

UNIDENTIFIED FEMALE:

Uh-huh, yup.

It's a lot.
Yeah, it's, it's, if

12

you work at it.

It's not easy, I mean it's just like

13

anything else, you know, you've got to work at it.

14

CHRISTINE BARKER:

Yeah.

15

UNIDENTIFIED FEMALE:

You know, in the first

16

year, but the good thing is you're working smarter,

17

not harder -- the reward is much bigger.

18

CHRISTINE BARKER:

19

UNIDENTIFIED FEMALE:

20

CHRISTINE BARKER:

21

Yeah, yeah.
You know, so.

Oh, he didn't start

already, did he?

22

UNIDENTIFIED FEMALE:

23

CHRISTINE BARKER:

24

UNIDENTIFIED FEMALE:

25

ROBERT SHEMIN:
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(inaudible) on jury duty, this guy like beat this

2

woman almost to death, it was horrible, he should have

3

been like, and she sued him for whatever and the

4

jurors are like oh, well you should pay her medical

5

bills and give her like a lot of money, like 2 grand.

6

Yeah, that's a lot of money.

7

If it was in Florida or California, they

8

would have gotten like 10 million dollars, a million.

9

Every State's different, laws change, I'm not an

10
11

attorney.
You should get a corporation, you should get

12

a corporation, you should get a corporation.

13

don't wait on anything -- if I'm going to -- I can put

14

a contract together today under my name and your name

15

and (inaudible).

16

But I

The day before closing calls my lawyer and

17

said listen, I'm going to change it from my name to

18

Happy Times, LLC, name.

19

People will say (inaudible) this and that, don't wait

20

on anything.

21

So I don't wait on anything.

Don't wait on anything.

I don't feel safe.

Got it.

Oh, I don't want to make

22

any money before I get my corporation set up -- make

23

money (inaudible).

24
25

Now that being said, I should tell you this,
my mentor, met with him first, very -- and I don't
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agree with him, I begged him, like in a (inaudible),

2

you know, he never got sued, he should have had a

3

corporation because he could have lost everything, but

4

he's like Bob, that stuff's complicated, I don't know

5

about that, and, you know, there's estate tax issues,

6

you probably pay a little more taxes than you should

7

have, but again, don't wait on anything.

8

But, yes, you should incorporate.

Don't --

9

there's no law you can't start a business (inaudible).

10

You can start as a corporation, there's no law or rule

11

that says you have to incorporate a business.

12
13

Does that answer your question?

highly, highly, highly, highly recommend it.

14

Yes.

15

AUDIENCE MEMBER:

16

But we
Okay.

What do you recommend?

LLC, S Corp or?

17

ROBERT SHEMIN:

We're going to do that on

18

Sunday.

19

hold on a second, now let me help you out, great

20

question.

21

I don't know, and I'm going to tell you this,

I'm going to answer it in a way you, you

22

will like it, right.

23

wanted to be a doctor, Dr. Robert Shemin, okay, I'm a

24

doctor.

25

I'm a doctor, okay.

I've always

Schuyler, how are you feeling today?
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UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

3

Ron, how are you doing today?

4

I'm feeling okay.

Open heart surgery.
Heart

transplant.

5

Shaina, how are you feeling today?

6

UNIDENTIFIED FEMALE:

7

ROBERT SHEMIN:

8

Now what would that be called?

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

Good.

Good; open heart surgery.

Malpractice suit.
Thank you, malpractice, I

11

didn't check them out, I did no EKG, I didn't check

12

their blood pressure, I'm just running around saying

13

open heart surgery, open heart surgery, kidney

14

operation, transplant.

15

Everybody goes what should I do?

I don't

16

know.

17

will sit down with you and say what is your situation,

18

what are your assets, what are your symptoms, what

19

activities are you doing.

20

different, you have different assets, different

21

activities, you have kids, he doesn't, she does.

22

have this liability.

23

wholesale.

24
25

A good attorney, which we have on (inaudible)

(Inaudible) completely

You

He wants to flip, she wants to

Those are different liabilities.
So a good doctor will sit down with you for

hours, or whatever, and say hey, what are your

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

EX 12, p. 57

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 59 of 526
58
1

symptoms, let's take some tests.

2

A good attorney will sit down with you and

3

say what are your deeds, what are your assets.

4

Do you plan to rehab, blah, blah, blah.

5

a Florida LLC.

6

had different levels of assets, I may recommend a

7

trust in a corporation for me; I don't know.

8

just sit up here and say everybody do this, one size

9

does not fit all.

10

Okay.

We recommend

I worked in seven different States,

I can't

Now that being said, most really experienced

11

attorneys like ours, Christina and Tarek's attorneys

12

are amazing who work with real estate investors who

13

are experts say generally, and by the way, they spend

14

six hours on this (inaudible), I'm going to spend an

15

hour on it, everybody got that.

16

it's, it's a little thick.

17

It's not, you know,

Generally they would recommend -- first of

18

all, everything in your name is not good; you can lose

19

everything.

20

top 5 percent because you did something and it's out

21

of your name, right.

22

If you do an LLC, you're (inaudible) the

Now there's S Corp, C Corp and there's

23

trusts.

(Inaudible) protection walls, we'll get right

24

into this tomorrow, I don't know how many walls you

25

need, correct?
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Now I will tell you this, my greatest risk

2

is, of what the, of what they -- walking back

3

activities, I don't know your activities.

4

all, you drive, how many of you all drive?

5

take somebody on the Interstate and they're in a

6

hospital for six months or can't work for two years,

7

what kind of legal bills are you looking at?

8

AUDIENCE MEMBER:

9

MR. SHEMIN:

10

If you

A lot.

More than a million, and your

insurance is probably 250, 300, correct?

11

AUDIENCE MEMBER:

12

MR. SHEMIN:

13

First of

Yeah.

So you get a 700,000 judgment

against you, that's, that's a risky activity, driving.

14

Number two, whoever works with kids,

15

daycare, school, lawyers have seminars on how to sue

16

daycares and, and my sister, I just talked to her,

17

runs a daycare.

I don't know what your job is.

18

Now real estate, since you have E and O and

19

insurance, but, you know, you make a big mistake, you

20

could be looking at a liability.

21

different.

22

So everybody's

Guess what my highest liability is, and

23

Christina and Tarek are much higher level risk than

24

me, I'm on TV.

25

on TV a little bit, and they're on a lot more than me,

It's the weirdest thing, when you're
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1

of course, people freaking come at you, they just

2

think like, you know, you know, really weird.

3

have nothing in my name.

4

different walls and lots of insurance.

5

So I

I have trusts, corporations,

So tomorrow I'll give you some very

6

inexpensive ways to protect your asset, almost free,

7

and then we'll get into corporations and trusts.

8
9

So LLC is a good start for most investors if
you're doing a lot, and then you divide your assets

10

up.

So I have my wholesaling corporation over here,

11

my rehabbing corporation over there.

12

property management corporation over there.

I've got my

13

Now apartment buildings is worth more than

14

millions of dollars, they get their own corporation.

15

I will go to low income housing in Memphis for

16

35 grand, it's worth 60, I have five of those in one

17

corporation, because I'm not going to pay the money,

18

filing fees for a corporation for each one of those

19

because every corporation you do costs money and

20

bookkeeping.

21

So it's kind of a long answer to a simple

22

question, but it's kind of like saying hey, doctor,

23

what should I do?

24
25

Right.

Everybody's different, so if you do
something, you're in the top 5, 10 percent, because
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1

most people do what?

2

CHRISTINE BARKER:

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

AUDIENCE MEMBER:

So you group like --

6

AUDIENCE MEMBER:

(Inaudible) LLC.

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9
10

Nothing.
Nothing.

Until it's too late.

What?
So you group like, you

have one, let's just say it's an LLC for wholesaling,
you have another LLC?

11

ROBERT SHEMIN:

Wholesaling is very low

12

risk; you don't own anything, you're not borrowing.

13

You're not borrowing money, you own it for like one

14

second.

15

Now you can get sued, but that's, I have a

16

wholesale thing.

Now if you're only going to do one

17

wholesale a year, I probably wouldn't set up a

18

corporation just for that.

19

five a year or 20 a year, why not?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

But if you're going to do

Because you said -Again, everybody's

22

different.

23

Check with an attorney.

24

about that, that's what I did.

25

I'm not a lawyer, I'm not a (inaudible).
I just want to be very clear

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

I did eventually go to

2

University, which is kind of amazing for never going

3

to high school.

4

to Vanderbuilt and they diagnosed me with dyslexia and

5

I wrote a letter to the University of Tennessee and

6

back then they would take anybody, like you just pay a

7

cover charge.

8

record.

9

I had a doctor when I was 18, I went

They let me in, with no high school

And then I did well because I knew what

10

classes I could and couldn't do and eventually I did

11

get to take some law classes, yeah.

12

Is that your question?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

here, buddy, how are you.

16

good to see you.

17
18

AUDIENCE MEMBER:

Well I do have -Go ahead.

Welcome back

Good morning, I'm Robert,

Now you said there's

11 ways to make money here and you said --

19

ROBERT SHEMIN:

20

AUDIENCE MEMBER:

To find money.
Oh, to, to do the

21

different things, you said like wholesaling is one

22

thing, blah, blah, blah, but you have one for, let's

23

just say --

24

ROBERT SHEMIN:

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

2

AUDIENCE MEMBER:

3

Right, but it costs

(inaudible).

4

ROBERT SHEMIN:

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

-- I'm different.

That's me, correct.
So you do have like two?
No, I've got 27 corporations

and four trusts.

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Okay.
Okay.

(inaudible).

10

Mr. Buffett probably has 80 corporations and

11

10 trusts.

12

Everybody's different.

13

Mr. (inaudible) has 200 or 1,000.

Now the first year or two I made a conscious

14

decision, I didn't understand asset protection.

15

a lot of deals in my name, made a lot of money and

16

then hired the best lawyers to fix it.

17

the Michael Jackson defense program.

18

money, hire the best lawyers and they'll fix pretty

19

much --

20
21

CHRISTINE BARKER:

I did

It's called
Make a lot of

You know that didn't go

so well for him.

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

So how many real estate deals do you have

25

(Inaudible).
Well he's different.

right now?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

entity.

None.
Okay.

You probably need one

How many?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

One.
Then go make money, make

6

more money, make more money and then sit down with our

7

attorney or whoever, the expert attorney and say what

8

do I do now, every year.

9
10

Well now you're doing 20 deals and you're
(inaudible); make sense?

11
12

AUDIENCE MEMBER:

(Inaudible) LLC, an LLC

would be okay to?

13

ROBERT SHEMIN:

14

everybody's different.

15

an LLC to start; no.

16

Again, I'm not an attorney,
Probably.

Do you have to have

Do we recommend it, yes.

By the way, there's S Corps and C Corps.

I

17

don't know your tax situation.

18

know your, I don't know the activities.

19

a rock star, you might be a, you know, shoot arrows at

20

people.

21

tomorrow systematically.

22

Everybody's -- I don't
You might be

I mean literally what's your -- we'll do this

What are your assets, what are your

23

activities that will get you sued.

24

write them down and then start systematically saying

25

what's best for you, but I'm going to give you some
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1

very inexpensive asset protection tools that cost very

2

little, that most attorneys will never tell you, like

3

umbrella policy.

4

Who in the room besides me has a million

5

dollar umbrella policy at least?

6

month, best deal going, that will get rid of a lot of

7

problems.

8
9

It's 15 bucks a

Not all of them, but a lot.
We'll do this tomorrow.

(Inaudible) now --

I'll saw -- number two, who has a retirement account,

10

self-directed IRA, IRA, 401(k), 403(b)?

11

I keep a lot of money.

12

It's free, almost free, like almost nothing.

13

we'll get into that tomorrow.

14

That's where

M.C. Hammer can't touch it.
And

So I don't want to -- by the way, the first

15

thing you need to focus on is to get some deals and

16

assets.

You should protect them, but.

17

Another question?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20
21
22
23
24
25

Did I answer it?

Hello?

(Inaudible).
Great, great question.

Welcome back.
(Spoke in foreign language).
English, okay.

Better in

Welcome.

Any other questions?
minutes before we start.
AUDIENCE MEMBER:
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1

start a deal and then don't you have a grace period?

2

ROBERT SHEMIN:

Correct, you could

3

transfer -- you have, you don't own anything yet so we

4

mentioned that earlier and you might have come in

5

late.

Excellent.

6

Some (inaudible) in their contract.

By the way, I just sold a property

7

yesterday, 1013 or 1017 Cindy Lane, I bought another

8

one, owned them both and we're closing February 22nd.

9

Right now it's in a trust name or it could

10

be your name.

I called the title lawyer two days

11

before closing and said hey, buddy, I want to change

12

the name of this company or I want to change the name

13

that I'm buying it in.

14

as long as you close, right?

15

close in?

Not a big deal, nobody cares,

16

UNIDENTIFIED MALE:

17

ROBERT SHEMIN:

No.

Do you care what name I

Don't care.
So again, get the

18

deals, do the deals, you should get set up, yes.

19

you closed it, nothing's happened, so generally you

20

have 20, 30, 40 days to say, oh, I'm going to transfer

21

it to my trust, my corporation, I want to put it in

22

her name, my cousin's name, whatever.

23

absolutely.

24
25

When

Yes,

Nobody cares.

You get the contract, scratch out Robert
Shemin's name and put Happy Time Trust, Happy Times,
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1

LLC, whatever.

2

Make sense?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

AUDIENCE MEMBER:

6

Does that answer your question?
Yes.
Great.

Yes, for the title

company.

7

ROBERT SHEMIN:

8

good questions, you should listen.

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

AUDIENCE MEMBER:

14

Question?

Hey, everybody, these are
Go ahead.

(Inaudible).
For the -The title company.
Title company.
The payment for that

(inaudible).

15

ROBERT SHEMIN:

16

AUDIENCE MEMBER:

Comes out of closing.
Does that come out of,

17

like when you're doing a wholesale deal, does that

18

come out of the like profit that you make on the

19

wholesale or --

20

ROBERT SHEMIN:

Okay, hold on, we're doing a

21

wholesale deal.

22

hour and 20 minutes and talk about closing costs.

23

There's exceptions.

24
25

We're going to do contracts in an

Guess how much closing costs I generally pay
on my deals?

None.
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1

if I'm selling, the buyer pays nothing (inaudible)

2

every time, but it's all negotiable.

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

It's all what?

Negotiable.
It's whatever the contract

5

says, and we'll get into that, that's why you need a

6

seller's contract and a buyer's contract.

7

If you line up 100 realtors in Florida, 99

8

will say well the attorney's fees are 250, 300 bucks

9

to the buyer, they are 250, 300 dollars for the

10

seller, name is Ms. Maxine and the title insurance is

11

2,000 dollars and the, you know, the fees are another

12

500 and we're going to -- the seller pays that or

13

we'll split those.

14

Uh-uh, when I'm buying, guess who pays all

15

the closing costs?

But that's why I'm dealing with

16

highly motivated sellers.

17

sophisticated sellers or buyers, they're not going to

18

go for that.

Now if you're dealing with

19

It's negotiable.

It's what?

20

AUDIENCE MEMBER:

Negotiable.

21

ROBERT SHEMIN:

And we'll do that in our

22

contracts.

I'm selling a great property in Memphis

23

and guess who's paying all the closing, all the title

24

and all the title insurance, even though in Tennessee,

25

like Florida, because the seller pays the title
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1

insurance.

In the contract, guess who's paying it?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

The buyer -I'm paying zero, so when I

4

wholesale, if it's a really good deal, generally I'm

5

not paying closing costs, the buyer and the seller

6

are.

Make sense?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

AUDIENCE MEMBER:

10
11

Yes.
Do you like that?

ROBERT SHEMIN:

Yes.
Now can I make you a

fortune?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

This is very advanced, some of you won't

17
18

understand it.

Yes.
Do you like to wholesale?
That's the goal here.
Who else likes to wholesale?

Don't look worried.

So if I'm buying his house, I'll go back to

19

Ms. Maxine, I'm buying Ms. Maxine's house for

20

200 grand, it's worth 320, it's a great deal, I'm

21

going to wholesale.

22

Generally if I'm wholesaling I say

23

Ms. Maxine, you're a motivated seller, you're paying

24

all the closing costs.

25

it, it's negotiable, but she does, got it, because she
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1

bought it 10 years ago for 50 grand and she's happy

2

and you have no idea why people sell.

3

Now I'm going to wholesale it to my rehab

4

buddy over here, Joe, and it's a great deal, he's

5

going to make 80, 90 grand rehabbing, he's so happy,

6

we love each other, Maxine and I love each other, I'm

7

wholesaling.

8
9

And I say Joe, this is a great deal, buddy,
you've got to handle the closing costs.

So I got two

10

contracts, right, one to buy it from Ms. Maxine for

11

200 and I'm selling it to him or 220 or whatever the

12

numbers are and he's going to make a whole lot of

13

money.

14

And we go to closing, but there's only one

15

set of closing costs.

16

from Maxine to him and I'm making my 20 or you're

17

making your 20 grand.

18

and says well wait a minute, she's paying all the

19

closing costs and he's paying all the closing costs,

20

that's two people, but there's only one closing costs.

21

We're doing a collapsed closing

And the title lawyer calls them

In our contract it says any overage goes to

22

me, any overage goes to me.

Write that down, any

23

excess or overage goes to me, Robert Shemin, Robert

24

Shemin Company, Larruso, Larruso's Company, Jeremy,

25

Jeremy's Company.

That's me, I'm a wholesaler.
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1
2

So the title lawyer says well there's an
extra 3 grand of closing costs.

Guess where they go?

3

AUDIENCE MEMBER:

You.

4

ROBERT SHEMIN:

5

Now that's not going to mean a lot to you,

Me.

6

but if you're doing 20 deals a year and that works on

7

five of them, because it's not going to work all the

8

time and you're in real estate for 10 years, what

9

could I make you?

10

By the way, some are students and again,

11

they're trained, most of you won't do this -- it's

12

blah, blah, blah, I've got to say that if the recorder

13

is on for legal stupid stuff, sorry, tape recorder,

14

for a disclosure.

15
16

We have students wholesaling (inaudible),
made a million dollar wholesale fee.

17

Now the closing costs on an 8 million

18

dollar, 9 million dollar apartment building are like

19

50 grand, 80 grand, so that clause made him I believe,

20

I haven't seen the closing documents, an extra 50,

21

80 grand.

22

Now that's not a lot of money to some of

23

you, but to me, that's a good week.

24

people don't do bigger deals.

25

But, again, most

And again, if you're dealing with
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1

sophisticated sellers or buyers or real estate

2

(inaudible), they're not going to go for that.

3

doesn't work all the time.

4

when can it work?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

But if you ask for it,

Sometimes.
Sometimes.

And if you never

ask for it, when does it work?

8

AUDIENCE MEMBER:

Never.

9

AUDIENCE MEMBER:

Never.

10

ROBERT SHEMIN:

Never.

So it all depends.

11

But we'll go into great detail on that in the

12

contracts hour.

13
14

Is there one more question, did that answer
your question?

That's your question, hello?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17
18

So it

started officially?

Yes, thank you.
One more, before we get

Any questions?

Welcome back, welcome back.

Any questions

19

about anything, anything on your mind, thinking about,

20

wondering about, worried about, I'm not sure about,

21

skeptical, happy?

Anything, you can ask anything.

22

What can I ask?

23

AUDIENCE MEMBER:

Anything.

24

AUDIENCE MEMBER:

Anything.

25

ROBERT SHEMIN:
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1

somebody on Sunday and all the time goes oh, Robert

2

didn't spend enough time on this or didn't do that,

3

I'm like just ask, right.

4

So last call?

I know you have questions.
Any questions, or are you

5

just so excited to start officially?

6

AUDIENCE MEMBER:

We're excited.

7

AUDIENCE MEMBER:

Yes.

8

ROBERT SHEMIN:

9

Right.

So before we start

officially, officially, a couple questions for you

10

while some people are floating in, get some coffee,

11

make yourself comfortable, welcome back.

12
13

How many of you all found some motivated
seller ads last night?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

I did.
Great.

How many of you

all -- anybody who did not I'll help you, okay.

17

Good.

Number two, how many of you all downloaded a

18

little mortgage app or a loan app or something,

19

correct?

20

you know, you're -- Maxine is still getting an A plus,

21

right.

It will help you.

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

I'm happy to do it now,

(Inaudible).
Number three, well how many

24

heads were spinning last night, right.

25

mean I gave you stuff that 80 percent of some

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

It's a lot.

I

EX 12, p. 73

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 75 of 526
74
1

investors, some of them never heard.

2

80 percent investors, including me the first ten

3

years, have never (inaudible) wholesale, didn't know

4

what it was.

5

concept of wholesaling and if you don't, relax, we'll

6

do it again today, and again, and again, and Sunday

7

doing it again, and again, and again, and again,

8

correct.

9

Again,

(Inaudible) at least have a basic

Go easy on yourself, it's new.

How many of

10

y'all expect to learn everything the first day?

I

11

want you to, I love it, but be realistic, you know.

12

It's, it's a process.

It's a what?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

Process.
So I'm going to say it

15

again, a lot of you beginners, please go easy on

16

yourself.

17

stuff we talked about yesterday, you are doing great,

18

I'm not kidding.

19

everything, those are false expectations.

20
21
22

If you got 5 or 10 percent of some of the

If you expect to get 100 percent of

All stress in your life comes from
expectations not meeting reality.
I thought all my tenants would pay their

23

rent on time and leave the apartments perfect and all

24

the contractors be early and on budget; those are

25

false expectations.

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

Those are what?

EX 12, p. 74

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 76 of 526
75
1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

False expectations.
Only one thing you can

3

change, you're -- I'm back on reality, not on

4

expectations, correct.

5

there.

6

I just want to throw that out

So today's the big day, folks.

This

7

morning, in just a few minutes, we're going to do two

8

or three real deals step by step.

9

stories, they're how to find them, how to fund them,

They're not

10

how to fix them, how to rent them, how to wholesale

11

them step by step.

12

So people say oh, Robert told a lot of

13

stories.

14

the what?

They're not stories, it's the system.

It's

15

AUDIENCE MEMBER:

The system.

16

ROBERT SHEMIN:

17

Write your questions down because I could

And we'll go step by step.

18

spend three days on each of these deals.

19

make sense?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

Does that

Yes.
Now what I'm going to do

22

very quickly is, as I was answering questions so I

23

didn't get my deals ready, that's one deal.

24

find a good deal.

25

Let me

By the way, I'm going to randomly pick some
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1

deals out; is that okay?

2

of deals.

We're working on all kinds

3

Now before we do this, I've got to give you

4

a little disclosure, a lot of these are active deals,

5

correct.

6

in other words, I'm going to show you active deals, so

7

sometimes the phone numbers and addresses is on there

8

and that would be really weird if you like call them

9

and said oh, yeah, I'm in this seminar and I'm looking

Please respect our privacy, if that's okay;

10

at one of Robert's companies (inaudible) deals and

11

what's going on here.

12

It's not going to ruin my life, I mean

13

(inaudible) I'm going to be kind of strange, so if you

14

kind of all can respect confidentiality, these are

15

actual real deals.

16
17

I just randomly pulled a couple; is that
fair?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20
21

Yes.
Now it's all about you.

Let's take a vote.
A lot of beginners in the room, how many of

22

you all want to start with kind of a small deal, you

23

know, like low price kind of get your feet wet?

24

good, good, we'll do that.

25

Good,

How many of you would like to do a bigger
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1

deal?

Great, we'll do both.

2

with you, take the word or out of your vocabulary.

3

Well I want to wholesale or rehab.

4

wholesale for six months and then rehab.

5

What does it have to do

Well I'm going to

My son, a few months ago, we had two months

6

off and he's like dad, should we go to Columbia,

7

Cancun or New York.

8

to Columbia, Cancun and New York, and we went to all

9

three.

10

I'm like I got an idea, let's go

Most of us limit ourselves, correct?

It's

11

all false.

Now I'm not going to do everything at

12

once.

13

market, focus on one deal, so one thing at a time.

14

You can't do eight deals in eight cities, you can't

15

become an expert in six markets or three markets.

You need to focus, remember, pick one micro

16

There's tons of opportunities out there, too

17

many, so pick one micro market, pick one thing, maybe

18

two.

19

I want to get an apartment building in the next

20

100 days.

21

90 days and that's what we've got to get you focused

22

on.

I want to wholesale a deal in the next 90 days.

23

I want to do one little rehab in the next

Then when you close that, we'll focus on the

24

next deal.

But a lot of y'all, short sales,

25

foreclosures, tax liens, tax deeds, Fort Myers, Miami,
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1

Birmingham, whatever, you can't focus.

2

Thinking about going to University and they

3

say what do you want to major in.

4

accounting, ballet, engineering, medicine and law.

5

What would the guidance counselor say?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

I want to major in

They'd laugh at you.
You're going insane,

8

there's, you can't do that, you've got to pick one,

9

maybe one major and one minor and that's it.

10

Key words, what's my focus, what's my focus,

11

what's my focus.

12

doesn't work.

13

Is your focus on what works or what

Again, this is a buffet weekend, we're

14

giving you way too much.

15

choose what (inaudible), what is best for you.

16

good.

17

You've got to pick and
Sound

All of y'all can do this if you want and

18

(inaudible) already take all your excuses away, money,

19

time, busy, whatever.

20

anything off.

And whatever you do, don't put

I live my life now.

21

When do we call on deals?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

offers?

25

back?

Now.
Never.

Now.
Today.

When do we make

When do you wait on somebody to call us
We're -- you're in control of your
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1

destiny, folks, be proactive.

2
3

Entrepreneurs, investors are proactive.
They're what?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

Correct.
So after lunch we're going

to call on some of your deals as a sample; is that

10

fair?

11

you go.

We may not be calling all of them, but there

12
13

We don't wait on anything,

correct?

7

9

Proactive.

So, real quick, let's do a quick review from
yesterday and then get right into stuff, sound good?

14

Here's our system.

15

progress.

16

learned or did yesterday.

17

than you think.

18

You made a lot of

Let's talk about for two minutes what you
You actually did a lot more

How many of y'all applied to raise some

19

money with that little C capital thing?

If you

20

didn't, you should have (inaudible) working for it,

21

correct.

22

doesn't matter because there's lots of other ways to

23

find money.

Whether you get approved or disapproved, it

24

So help me out here, what are some other

25

ways you learned to fund deals, just introduction?
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1

AUDIENCE MEMBER:

Money partner.

2

AUDIENCE MEMBER:

Partner.

3

ROBERT SHEMIN:

4

Money partners.

How do I

fund 99.9 percent of my deals?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Money partners.
Money partners.

I don't use

7

loan money, I don't use my credit, I (inaudible) which

8

I'll show you in just a minute and I asked for their

9

opinion and if you do that with enough successful

10

people, guess what somebody might say, right, because

11

successful people make decisions.

12

Let me prove it.

13

sort?

All right.

14

correct?

Who runs a business of any

You're a handyman, you do cleaning,

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Yeah.
Let me ask you a question,

17

just for fun, how many decisions do you all make a

18

week?

19

Hold on, go here, go there, call them, pay

20

that, pick that up, don't do that, send them, do this,

21

do that, little one -- like two or three.

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Yes.
How about 20 to 100 a day?

3

I literally make between 50 and 100 decisions a day,

4

some are little, some are very big.

5

Are they all perfect?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

No.
Oh, come on Rudolfo, you're

8

perfect, you've already talked.

9

aren't perfect?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

All your decisions

No.
Would you agree?
No.
Guess how many of my

14

decisions are perfect?

I'm guessing, about

15

78 percent.

16

I still in business?

17

perfection?

18

only one problem with business, people, correct.

20 percent are like really not good.
How many are you expecting

It doesn't exist in business.

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

If there are no people in

business, there would be no problems, right.

22

are people, whatever business you're in.

24
25

There's

Yeah.

21

23

Am

People

So if you're expecting perfection, you're
going to be disappointed, would you agree?
AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

(Inaudible) how many

2

decisions do you make a week, go here, fix that, pick

3

that up, pay that, go do that, this --

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

make decisions quickly.

7

make decisions.

8

A lot.
A lot.

Successful people

Unsuccessful people hate to

The main reason I got into real estate, just

9

a little review from yesterday, was my family had a

10

small family reunion on Thanksgiving the year I was

11

getting -- before I met my mentor.

12

boss, I won't mention his name, Bill Gruber, and I

13

said Bill, everybody gets Thanksgiving off, right?

14

Yeah.

15

we didn't.

16

reunion, we hadn't been together five years, small

17

family, and could I get Friday off, which everybody

18

gets off anyway.

And I went to my

Everybody gets the Friday off for Thanksgiving,
I said Bill, my family's having a little

19

Do you know what my boss said to me?

20

AUDIENCE MEMBER:

21

He would only give you one

or the other.

22

ROBERT SHEMIN:

No, worse, he just stared at

23

me.

Get that, just don't answer, stare at me.

24

really stared at me, like (inaudible), like what.

25

then do you know what he finally said, he goes oh,
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1

Shemin, where are your priorities?

2

goes obviously your priorities are not with this

3

career with this company.

4

I went what?

He

I'm like Bill, I'm just asking for a day

5

off, I'm not going on strike, I'm not making a

6

political statement here, I'd just like Friday off, I

7

hadn't had a day off in a year.

8
9
10

And he goes well obviously you're, you're
not committed to this career.

I'm like what career, I

make no money here and whatever.

11

And I had a moment, how about where I had a

12

moment in your brain, I'm like it is so strange to ask

13

a stranger for a day off, that makes no sense to me.

14

It's so weird to me that a stranger tells

15

you how much you're worth.

16

20 bucks an hour, whatever, or you can make 50 grand a

17

year.

18

I mean I can't work for somebody else telling me when

19

I can and can't work.

20

8 dollars an hour,

And I go man, I got to run my own business, and

But most people like that.

They don't want

21

to make decisions, they like to work for other people

22

subconsciously if they say when do you come to work,

23

how you dress, what you say, what you do, when you

24

each lunch, when you leave, when you get a vacation,

25

it's easier, isn't it?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Uh-huh.
Right.

Making decisions is,

3

we're all scared of making a mistake.

4

helps you out.

5

So hope that

What are some other ways you learned to fund

6

deals yesterday?

How did my mentor fund his first

7

like 300 deals pretty much?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

He bought the loans.
Just took over the loans.

10

Did he go to the bank and get a new loan?

11

get qualified with the bank to take over the loan?

12

Nope.

13

house over to him or his company, him personally, and

14

he just started paying the loan, put a little money

15

down, gave them a little money, cash, so they can move

16

out of town.

17

down to take over the loan, maybe some expense money

18

and that was it.

His title attorney, a lawyer just signed the

19
20

Sometimes he had to put a little bit

I did money apartments.

How about another way that we talked about
yesterday?

That's two.

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Did he go

(Inaudible).
What's that?
Money partners.
Money partners, money

lenders, that's how 80, 90 percent of the rehabbers
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1

do, including me, do their quick rehabs.

2

interest rates are (inaudible), so a lot of hard money

3

lenders charge 1 to 5 points, we talked about that.

4

What's a point.

5

point?

One point is 1 percent.

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

And the

What's one

1 percent.
What's 1 percent of

100,000 dollars?

9

AUDIENCE MEMBER:

1,000 dollars.

10

ROBERT SHEMIN:

1,000 dollars.

11

Some hard money lenders say I want the money

12

at closing up front, a lot of them say I'll take it

13

when?

14

AUDIENCE MEMBER:

When you close.

15

AUDIENCE MEMBER:

When you get paid.

16

ROBERT SHEMIN:

17

When you sell the property

and get paid.

18

What's 5 points of 100,000?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

up almost all the money.

22

interest rate.

23

5,000.
5 grand, but they're putting
Then they charge a higher

In Florida the hard money rates, and these

24

are, they change all the time, so please don't call

25

and say Robert swore I'm going to get a 9 percent
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1

loan.

Never said that, the range is from 7 to 18

2

percent.

What's the range?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

7 to 18.
I'm guessing, I don't know,

5

the average in Florida right now is 10 to 14 percent.

6

She said she pays 11 or 12.

7

that's what I charge, but write this down.

8

irrelevant.

9
10
11
12

I charge 15 in Nashville,
It's

It's what?

AUDIENCE MEMBER:
ROBERT SHEMIN:

Irrelevant.
Let's do a quick test on

hard money loans.
So my rehab lady over here, Jenna Malox,

13

we're going to do a rehab, you'll like this, I bought

14

it for 100, we're going to spend 20 to fix it, write

15

it down, that's 120 in, and then it's a great rehab,

16

we're going to sell it for 210, killer deal, amazing.

17

Maybe not typical in Florida.

18

Anyway, so you sell it for 210, they have

19

some closing costs and a holding cost, so we'll take

20

off 10 grand and say 200.

21

You're going to make 70 to 80 grand, got it.

22

What's 200 minus 120?

Now I'm going to give you a choice.

80.

I, as

23

your money partner, will put up all the money, you put

24

up no money, we split the profits 50/50.

25

you all think that's pretty fair?

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

How many of

EX 12, p. 86

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 88 of 526
87
1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

That's nice.
Correct, I do that all the

time.

4

Now they got hard money lender and the hard

5

money lender says well I, I'm sorry, buddy, it's going

6

to be three points, 12 percent interest and, you know,

7

we'll loan you 70, 80, 90 percent of what you need,

8

we'll, if you borrow some credit cards from your

9

sister and you do the deal.

10

Now how many of you all think 12, 13 percent

11

interest is a high interest rate?

12

right.

13

You're absolutely

So which deal would you take?

Let's take a

14

vote, everybody, you've got to vote, it's North Korea,

15

if you don't, we execute you.

16

participation.

I want 100 percent

You're here, why not.

17

How many of you all would let me put up all

18

the money or your money partner and split the profits

19

50/50?

20

Awesome, good vote.
How many would take a hard money loan?

You

21

didn't run the numbers.

22

emotional decision which is completely incorrect which

23

would cost you about 25,000 dollars, because the

24

interest rate is higher, but it's a bad loan.

25

You made a completely

Here's the secret, it's only for four or
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1

five months.

2

bank loan at 6 percent, good luck with that filling

3

out papers, having perfect credit, and they'll loan

4

you a 20 year amortization at 6 percent for an

5

investor.

6

So if you can get a bank loan, go get a

Well the interest rate is 12 percent, but

7

they do a 20, 20, 30 year amortization generally, so

8

your payments, instead of being about 600 dollars a

9

month, are 800.

Write that down.

That's the

10

difference.

11

1,000 a month.

12

the average rehab takes, would you agree?

13

longer, some are shorter.

14

Maybe they're 900 a month, maybe they're
It's for five months.

That's how long
Some are

So with the hard money loan she's paying

15

3,000 in points, plus 5,000 in payments, 5 minus

16

1,000 going really high, that's 8 grand.

17

down.

18

pockets.

Write that

8 grand for the hard money loan out of their

19

If they could meet half the profits and make

20

60 grand, 70 grand, 80 grand, what are they paying me?

21

30 or 40,000.

22

How many of you think 8 or 9 grand is better

23

than 30, 40,000?

You're almost always better off with

24

a hard money loan.

25

run the numbers, run the numbers, run the numbers, run
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1

the numbers.

2

How many times did you hear that yesterday.

3

How many times did you hear don't make an emotional

4

decision, because the interest rate was high, you

5

jumped to a conclusion.

6

It's completely inaccurate.

7

So do a lot of investors.

Did y'all just learn something?

How many of

8

you all now have a basic understanding of hard money

9

loans?

The interest rates are relevant but it's only

10

for three to eight months, four months, five months,

11

six months, while you're rehabbing it.

12

Now if you were renting a property for

13

20 years, you can't get a 14 percent, 12 percent,

14

30 year loan, that will kill you, correct?

15
16

So you get a money partner to get the loan.
Did y'all just learn something?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19

think I get in trouble.

20

here.

21
22

Run the?

Numbers.
Don't think.

Every time I

Lots of crazy thoughts in

So, wholesaling, money partners, hard money
lenders.

What's another, taking over loans, correct?

23

What's another way to fund property?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

altogether, use my credit card, use my money partner,

2

use my hard money lender.

3

What's another way I told you all to look up

4

last night, I'm sure most people didn't, but it's

5

okay, it's a lot.

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Seller owner financing.
Oh, bingo, Larissa, bonus

8

points, seller owner financing.

9

Oops.

I did.

Who looked it up?

We found about 30 out here in Fort

10

Myers where the seller is willing to finance 70, 80,

11

90 percent.

12

Remember we went through an example, instead

13

of putting money in the bank, the seller says I'll

14

make the 4 or 5, 6, 7, 8 percent interest, correct.

15

And again, it's not what something costs, it's what

16

you made, that's why you made a mistake on the hard

17

money loan.

18

that's too much, but nobody focused on what they're

19

making.

Oh, it's 12 percent, I'm not paying that,

20

What are you focused on from now on?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

Where's my 100 dollar lady.

24

gets an A plus, all right.

25

gets a B.
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1

Anyway, so y'all want to just wait

2

(inaudible) deals.

3

are you using?

When you wholesale, who's money

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

No one's.
No, you're using somebody's.
Other people's.
The buyer's, the buyer puts

8

the money in the title lawyer (inaudible), they're not

9

using your money, correct?

10

Now let's review, let's say there's

11

exceptions, the bank says listen, you can't transfer

12

this stuff, you've got to close for cash, buddy, and

13

you're going to wholesale it and make some good money,

14

whose money could you use?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19
20

(Inaudible).
Say it again.
One of the fundings.
One of the fundings,

correct.
By the way, this was brought up yesterday at

21

the end of the day and I'll mention again contracts,

22

our company also provides you proof of funds, they

23

have real money, they make real loans, so when you're

24

making an offer, so let's say I'm going to buy

25

Ms. Maxine's house again, I'm sorry I keep buying your
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1

house.

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

That's okay.
Your (inaudible) is to sell

4

it for 200 grand and Alex puts an offer for 190,

5

Larissa puts an offer for 200, you put an offer for

6

180, Michael puts an offer for 201, my friend Lydia

7

puts an offer for 209 and I put an offer in for 194,

8

but attached to it is a proof of funds letter, it says

9

based on this and that, we have the 197, 8,000 dollars

10

sitting in a bank account ready to close if it meets

11

this criteria and that criteria and it's attached to

12

the contract.

13
14

Whose contract might she take a little more
seriously, even though yours is a little higher?

15

AUDIENCE MEMBER:

Yours.

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19

So write this down, checklist, all put a

Why?
Because you have money.
I have proof of funds.

20

proof of funds letter with your contracts, it's a

21

joke.

22

It's a -- I mean it's serious.

We provide it.

You go to Best Transactional Funding and

23

Google proof of funds letters, Google it tonight,

24

50,000 million companies will come up who have real

25

money.

You can type in I'm going to buy a, we just --
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1

buying or putting an offer on a 400 million dollar

2

place, we went to BestTransactionalFunding.com, or our

3

company, typed in we need 400 million dollars, and

4

they have the money.

5

letter in the name of my company, press the button,

6

they Emailed it to us in 10 seconds.

7

And we need an approved funds

Now some realtors and some wholesalers know

8

some of those proof of funds letters are a little

9

shaky, not shaky, they're real.

They say no, we want

10

to see real money, we want to see a bank account.

11

if they say that, whose bank account do I use?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

account, I don't want to use that.

Business.
No.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

So

I have a business

Someone else's.
Say it again.
Someone else's.
My money partners.

They

19

scratch out the account number, you know, so they

20

protect them and use the money partners and pay him

21

50 bucks or 10 bucks or 100 bucks or split some deals

22

with him.

23

stuff?

24
25

Make sense?

Are you all learning some

Before I move on, what are some great ways
to find deals?

We've talked about four, five, six,

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

EX 12, p. 93

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 95 of 526
94
1

seven, eight yesterday of some real examples.

2

have a favorite way to find deals?

3

found them last night, by the way.

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Some of y'all

(Inaudible).
What's that?
Craig's List.
Craig's List.

8

you all found some deals on Craig's List?

9

group.

10

Give me another one.

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

on MyHouseDeals?

14

you think?
AUDIENCE MEMBER:

16

ROBERT SHEMIN:
for you.

18

easier.

19
20

How many of
We did as a

MyHouseDeals.
How many of you found them

That's one of my favorites; what did

15

17

Anybody

Awesome.
Awesome, they do the work

I love dealing with wholesalers, so much

What's some other specific ways to find
motivated sellers, quick review.

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:
Investors?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

Oh, you looked up happy

of Websites.

6

Yes.
Thank you.

There's billions

Thank you, Maxine.

Let me give you a couple more,

7

HappyInvestors.com, Happy Investors, good find Maxine.

8

You can Google wholesalers, remember I told you that.

9

FlipNerd is another one, F-L-I-P, Nerd, FlipNerd.com,

10

Happy Investors.

11

Websites.

Man, there are just millions of

How many?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Millions.
Look them up, Google them.

14

It's crazy how many wholesale sites are out there.

15

Some are good, some are not.

16
17

What's another specific way besides the
Internet?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20

like that way?

21

Good one.

22

Small, small banks.
Small banks, how many of you

We went over (inaudible) step by step.

What's some other ways to find deals?

23

did my mentor find all of his deals?

24

his two ways, he did 89 percent of his deals for

25

years.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Ran ads.
He ran an ad.

Anybody run

3

an ad last night?

We did, we ran them two days ago.

4

Anytime we go to a city, we run that ad.

5

already got about seven or eight inquiries.

6

stuff, what happens?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

If you do

Stuff happens.
Yeah.

If you don't do

stuff, what happens?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

We've

Nothing.
Nothing.

You didn't have to

do it, but what's the risk, what's the cost?

13

By the way, you can run three ads, seven

14

ads, 10 ads.

15

Facebook or Instagram, all that LinkedIn stuff, run

16

ads all over there, you'll get deals, you'll get

17

buyers, get money.

18

We haven't gotten to social media yet,

I always refer real estate to dating, not

19

that I'm looking for a date, it's always easier if

20

they call you, right, on a date, correct?

21

y'all think that's better than you calling them,

22

right?

23

Run ads, everywhere.

How many of

If you go (inaudible),

24

come in all three days, massive action.

25

talking about hey, we're doing 8, 10, 15 deals a month
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1

like Christina and Tarek are doing about 20 or 30, or

2

us or other students that have done this, gotten

3

trained and all that.

4

What are they doing?

They're doing massive action.

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Massive action.
Who's doing more of this

7

basic stuff?

8

Myers area, Miami, Nashville, Indianapolis, Las Vegas,

9

Memphis and probably a couple other places.

10

We're running ads right now in the Fort

By the way, do I have to run the ads?

Nope.

11

Oops, let me give you my favorite Website in the

12

world, and I'll give it again to you later, Fiverr,

13

F-I-V-E-R-R, .com, Fiverr, I'll say it three times,

14

Five, the number five spelled out, F-I-V-E, with two

15

Rs, F-I-V-E-R-R, .com, Fiverr, F-I-V-E-R-R, .com, five

16

with two Rs, F-I-V-E-R-R, .com.

17

Everybody got it.

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

Uh-huh.
Who knows (inaudible)

20

Fiverr?

21

someone didn't use Fiverr, this is a miracle, a first

22

time, awesome.

23
24
25

No?

F-I-V-E-R-R, .com.

I've never spoken to a group where

My favorite Website in the world.
everything.

They do

What?

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

For how

much?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

For 5 dollars.

swing 5 U.S. dollars?

6

5 dollars.
How many of y'all could

Okay.

What do they do?

Logos, Websites, landing

7

pages, videos, pick up stuff, write stuff, they run

8

ads.

9

social media stuff and they're amazing, they're all

10
11

They're all really good at graphics and all that

ranked, they're from all over the world.
Now 5 bucks maybe not be a lot to you, but a

12

lot if you can do it in 15, 20 minutes and a lot of

13

them (inaudible) Europe, South America, and again,

14

that's a lot of money and they're all ranked, so you

15

get great people.

16

Now after they do a job for you for five

17

bucks, they try to get your business and upsell you a

18

little bit and charge you some more, but we get

19

everything done for?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22
23

5 dollars.
Landing pages, logos,

videos, ads.
So we just call them and say run these ads.

24

I know Website companies in Florida, no joke, that

25

charge you 2, 3 grand to do a Website or landing page
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1

and you send the money to them and they call Fiverr

2

and get it done for?

3

AUDIENCE MEMBER:

5 bucks.

4

ROBERT SHEMIN:

5

AUDIENCE MEMBER:

A profit.

6

AUDIENCE MEMBER:

1,995 dollars.

7

ROBERT SHEMIN:

And make what?

They're flipping Fiverr.

8

That would be a new (inaudible) for me, flip Fiverr,

9

I'm going to write that down.

10
11

Well that (inaudible) business.

We'll use

them for everything, for what?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Everything.
And a lot of them are

14

awesome, I'm talking about like super pro, like

15

Master's Degrees and whatever, and again, they do try

16

to upsell you and they do their job (inaudible) home.

17

They're all ranked.

18

What will that do to your business the next

19

10 years?

20

do it.

You can do everything yourself or have them

What's a better business?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Have someone else do it.
Logos, and they're great at

23

logos, graphics, Website stuff, they do videos, they

24

edit videos, they pick stuff up, they drop stuff off.

25

What will that do to your business?

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

See,

EX 12, p. 99

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 101 of 526
100
1

everyone in this room likes to do everything

2

themselves.

3

something.

I like to do nothing.

I've got to do

4

So did y'all learn some stuff?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Yes.
Great.

So what we're going

7

to do right now is go through some deals; is that

8

fair, and I'm going to go step by step and I'm going

9

to start with a deal and then we're going to do

10

contracts today line by line, hopefully zero interest

11

loans.

Everybody feeling good?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Yeah.
How many of y'all see

14

yourself doing this, making some money?

15

can, but wait until after today.

16

All y'all

Bo, I have a question for you, and you can

17

say yes or no, the first year I didn't do anything, I

18

made no offers, I had a mentor because I was, I used

19

the word scared back then, nervous, scared of making a

20

mistake, I use the word excited now.

21

better word?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

What's the

Excited.
Excited.

You want to do

24

this but your mind's racing a little bit.

25

y'all are excited about real estate investing?
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1

Now let's get blunt, how many of y'all are a

2

little nervous, like a little fearful, whatever?

3

normal.

It's

4

With your permission, you can say yes or no

5

to this, this is your seminar, before or after lunch,

6

probably after, when I went to school my favorite

7

thing was movie time because I was really good at it

8

when they showed videos or movies.

9

school.

10

Remember that in

Is it okay for maybe five, ten minutes after

11

lunch I show you some videos and I promise whatever

12

fears you have about real estate investing, it will

13

take it away 100 percent?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Sure, yes.
We have deaf, mute students

16

who we train doing investing.

They cannot speak or

17

hear.

18

deal this week.

19

language; he doesn't live in America.

We have a 14-year-old kid that just closed a
By the way, English is his second

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

Wow.
And if somebody told me that

22

when I was sitting in a seminar room I'd be like yeah,

23

right, buddy, that's -- what you been smoking, dude,

24

that sounds like a seminar story to me.

25

I'll show you the video.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Uh-huh.
Take all your fears away.

3

Never too old, too young, too rich, too broke, too

4

pretty, anyone can do this if you want to, if you make

5

it a priority.

6

So let's go through some deals, write your

7

questions down.

8

deal.

9

I could spend three days on this

Let's start off with a small one, sound

10

good.

By the way, these deals all have positives and

11

negatives, I'm going to give you the negatives and the

12

positives; is that fair?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

Fair?
Yeah.
And I'm going to give you

15

the story line, so write this down, every house has a

16

story, get the story.

17

don't even care if it's the Internet, banks,

18

foreclosures, there's a person behind that, get the

19

story.

This is a people business.

I

20

So with your permission, and by the way,

21

these are examples, I've got to give a disclosure,

22

these people have been trained during a mentorship

23

program, most people would never do this, results may

24

vary, you cannot rely on this, some of these numbers

25

have been verified but they're great examples, some
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1

have not, we're relying on stuff.

I've got to give

2

that for the lawyers and all that, but here's some

3

examples, sound good.

4

purposes only.

These are for educational

What are they for?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Educational purposes.
Most people in the real

7

estate business do nothing and make nothing.

8

they make?

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

11

exceptional (inaudible).

12

yourself, got it.

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

16

room.

Nothing.
They usually feel they are
You cannot rely on this for

Say got it.

13

15

What do

Got it.
If not, please leave the

I'm not kidding.
So here we go.

There's a young lady named

17

Terry, she was actually semi retired.

Her and her

18

husband -- and by the way, to me where a deal is does

19

not matter.

20

next door, next County, next State.

21

right next door, I'd need a contractor to go through.

22

They go through with video and picture and camera,

23

tell me about it.

24

I'm going to sell it retail and they go through.

25

don't always meet them in person.

A rehab, rental is the same whether it's
If I had a rehab

I need a realtor to go through if
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1

don't have to.

I do 99.9, like a lot of our students,

2

over Skype, FaceTime.

3

properties?

And how do I see the

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

Video.
Video.

Where can you be?

Anywhere.
You can be next door or next

County over, it doesn't matter, correct.

9

Same system, and whether it's the same State

10

or country, there's a few words that are different,

11

but it's pretty much the same system.

12

And again, I want to be very clear about

13

this, the first seven years I was in real estate I

14

would never do a deal that was not within one square

15

mile of this area of east Nashville and I would never

16

do a deal that was over 100,000.

17

Why?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

Fear.
Excited.

You're right,

20

scared.

21

deal, we'll get to that when we call in deals today.

22

I literally have files, keep a file on every

People call me up and say listen, you can

23

sell this house for 210 and you buy it for 110 and

24

make 80 grand and I triple verified it and guess what

25

I would tell them every time in the first seven years?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

No.
No, buddy, I don't do deals

3

over 100 grand, that's kind of freaking me out.

4

do it, no.

5

Now you're my mentor right now.

Don't

How many of

6

y'all think that's a genius idea and say Robert, great

7

decision, it's over 100, don't do it?

8

think Robert, that's the stupidest thing I've ever

9

heard?

10

How many of you

Thank you.
I hung up on hundreds of thousands of

11

dollars of profit when I needed money really bad.

12

Guess who will probably do some of that?

You will.

13

You cannot make decisions based on fear.

Follow the

14

system, correct.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Correct.
Last thing on this system,

17

system, system.

If you understand this, it's worth

18

coming for three days.

19

your business.

20

misfortune, I mean the opportunity to work at a fast

21

food restaurant?

This is how I want you to run

Whomever besides me has had the

Where did you work?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

Bell.

25

food restaurant ever?

Taco Bell.
Taco Hell -- I mean Taco

And there -- none of y'all worked at a fast
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

Micky D's.

McDonalds.
That's where I worked, man,

How long did you last?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

About two years.
Whoa, man, respect, I lasted

6

six hours.

7

was 16 and a half, lied about my age or whatever.

8
9

Management did not appreciate my input.

I

Now I always look at McDonald, those six
hours have changed my life.

If you understand this

10

(inaudible) in your business, checklist system.

11

going to use it as many times as I can in the time

12

allotted.

13

I'm

I worked the line and you (inaudible), you

14

probably remember this, they had a notebook in

15

plastic, correct, and it said put paper on the table,

16

white part up, put bun, I can remember, mayonnaise,

17

ketchup, whatever, some certain order, close bun, wrap

18

bun certain way, put bun in bottom of bag, to the top,

19

then go to the fry station.

20

Remember that?

Any decisions?

Then when

21

you hand the bag to the customer, do it with both

22

hands.

How many?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Both hands.
Any decisions?

And say

thanks for coming to McDonald's, can I super size you,
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1

whatever they told you to say, correct?

2

Now they didn't appreciate my management

3

input because I had better ideas how they could run

4

their fast food chain.

5

Does that system work?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

No.
Nope, because they have a,

what?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

Does anybody make any

decisions there?

9

11

Yes.

back.

System.
Checklist system.

Welcome

Correct.

15

That's how you want to run your business.

16

Here's how you find a deal, here's how you finance it,

17

here's how you talk to a seller, here's how you talk

18

to a buyer.

19

it, your Fiverr lady does it, your Filipino employee

20

does it, employee 1, 2, 3 for 4 bucks an hour or

21

100 bucks a month or your cousin does it or you do, no

22

decisions.

Whether you do it, your assistant does

No what?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Decisions.
And I'll give you checklists

on how to deal with contractors, tenants, buyers,
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1

sellers and all that stuff.

2

run your business.

3

Remember that?

That's how you want to

Yeah.

If you go to our

4

office (inaudible), my house in Miami, my sister's

5

house in Miami where she works from, our callers in

6

South Beach, they had a notebook sitting there.

7

did they have?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

What

A notebook.
Yeah, (inaudible) your

10

notebook, I'm giving you notes and stuff and there's a

11

checklist and every week they send in the checklist,

12

either they did it or didn't do it.

13

That's how you want to run your business,

14

whether you're one deal a year or 20 deals a quarter.

15

Got it?

Say got it.

16

AUDIENCE MEMBER:

Got it.

17

ROBERT SHEMIN:

18

So let's go through this.

Checklist system.
Get the story on

19

the house, these are real deals, please appreciate our

20

confidentiality, those are real numbers up there.

21

This is a bad example on the one sheet.

The

22

good news is if you get started and don't do perfect,

23

you can still make a lot of money doing pretty

24

mediocre because most investors are very mediocre.

25

Not the realtors, they're all perfect and super pro.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

AUDIENCE MEMBER:

95 percent are terrible.
Say it again.
95 percent of realtors are

terrible.

8
9

What's the truth?

80 percent don't call you back.

4

7

Dang right.

ROBERT SHEMIN:

Thank you, that's why you

can make so much money in residential and small

10

commercial real estate because most people make a lot

11

of money and they don't know what they're doing.

12

Would you agree?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

AUDIENCE MEMBER:

17

ROBERT SHEMIN:
(inaudible)?

Absolutely.
Why would they do

Great folks, just do it.

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

one sheet.

22

the property.

Just what?

Do it.
This is a poor example of a

What's a one sheet?

That's a picture of

What does it have?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Do you know some realtors

that make a lot of money that really aren't that good?

16

18

Agree.

Pictures.
It has a headline, sound

familiar, cash flow sheet, she's been trained by us,
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1

St. Louis, Missouri, description of the property,

2

duplex, blah, blah, blah, the numbers, and give them a

3

way to get a hold of you, that's it.

4

Now we're going to go through and do the

5

bad.

6

until he was about 66.

7

retired farmers and they've actually had some rental

8

property, but they had kind of done it slowly, hadn't

9

made a lot of money, didn't have a great system, so

10
11

Young lady named Terry, she was -- (inaudible)
Her and her husband are

they came to us to upgrade.

They had some experience.

Now, no joke, they lived somewhere in the

12

middle of Kansas.

Y'all lived in Kansas, right.

13

Literally they're like an hour and a half, two hours

14

from a Wal-Mart, 30 minutes from a traffic light.

15

can you do a lot of wholesaling or rehabbing where

16

there's like 12 people?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Now

No.
No.

There has to be at

19

least 50, 80,000 people there, write that down.

20

have students all the time that go Robert, I found

21

this great deal, it's 50 percent below market, except

22

for one thing, there's no people there.

23

We

So work backwards, who's going to buy this?

24

Who's going to rent it, correct?

25

and a renter for every property, but I like things
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1

easy.

I like what?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Easy.
No joke.

A student of ours

4

found a house, a castle, no joke, in France, it was in

5

good shape, it was a castle, it was amazing, it was

6

like huge, had like seven bedrooms, had a moat, I mean

7

it was unbelievable.

8
9

It was 1.2 million U.S. dollars, like 1.4
Euros.

A one bedroom condo in Miami is 1.2 million

10

and I'm like I'll buy this castle and just sit in the

11

castle.

12
13

You know, (inaudible), one bedroom in Tel
Aviv, that's like a half a bedroom, right?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Correct.
And I'm like wow, I might be

16

interested.

And I did some research.

It was three

17

hours from an airport.

18

road, dirt road here, then another dirt road there and

19

there's nothing within like 30 kilometers, 20 miles,

20

no store, no restaurant.

You had to take like a country

21

Who's going to buy that thing?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Nobody.
A recluse, and even though

24

it was worth a lot more, who's going to buy it?

25

did y'all just learn something?
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1

AUDIENCE MEMBER:

Yes.

2

AUDIENCE MEMBER:

Uh-huh.

3

ROBERT SHEMIN:

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

Right.

Is that an A deal?

No.
No, it's a C minus deal

6

because there's not that much -- you know, there's

7

probably somebody who would buy it, but I don't know

8

who they are.

9

bath house in Fort Myers.

Everyone will buy a three bedroom, two

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Who will?
Landlords.
Landlords, homeowners,

12

couples, single people, gay, urban market, everybody

13

wants that, correct?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Correct.
Right.

Who's going to buy a

16

25 million dollar penthouse in Miami?

There's buyers,

17

rap stars, football players, actors, CEOs who just

18

sold a company for 200 million, but there's not as

19

many as there is who is going to buy a 300,000 or

20

three bedroom house.

21

penthouses, but you've got to know good buyers.

I've done the 25 million dollar

22

Did y'all just learn something?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Uh-huh.
Work backwards.

So Terry

and her husband got with us, they met with their
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1

mentor, just like we did yesterday, and they set a

2

plan.

3

properties for our grandchildren, our lifestyle, our

4

pension; but in the meantime we want to wholesale for

5

about three or four months, get our feet wet, learn

6

the market.

We want to buy and hold 20 quality rental

7
8

Remember I said pick one or two?
not a story book, this is a system.

9

This is

Again, do that.

Number two, they, for some reason, there's

10

no rhyme or reason, pick Midtown St. Louis.

11

five hours from them, something like that, they pick

12

Midtown St. Louis.

13

there deals?

Can you pick anywhere?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

It's like

Where are

Everywhere.
Are there deals in

Manhattan?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Uh-huh.
Yep, just did one.

Are

19

there deals in Tel Aviv; yes, but they're hard to

20

find.

21

easy.

22

We just did one, a 20 percent loan was not

Are there deals in Memphis, Indianapolis, I

23

go where they're easy.

24

deals in Miami, but it's competitive, you've got to be

25

quick.
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1

Here what I just said?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Yeah.
I'm lazy.

I like the words

4

easy, Indianapolis, Memphis, what I call secondary

5

tertiary cities.

6

in America?

7

nice.

8

Everybody knows where those places are, everybody

9

wants to live there.

10

What's a, what's a first rate city

Now there's no comparison, they're all

New York, L.A., San Francisco, Miami, correct.

Not everybody, but a lot of

people.

11

What's a secondary city?

Atlanta,

12

Nashville, maybe Tampa, maybe, or whatever, or what's

13

a third line city (inaudible), I just (inaudible),

14

correct.

15

stuff, San Antonio.

16

line cities.

17
18
19

Spokane, Washington, El Paso, Texas, we do
You know, they're not the fire

Got it?

So you can pick anywhere.

We do deals in

all of them, but I'm lazy.
Anyway, same system.

So Terry and her

20

husband got with their mentor and, number one, they

21

called the local real estate investor group.

22

that from yesterday?

23

Real Estate Investor's Association.org, remember I

24

gave you that Website.

25

in St. Louis.

Remember

National Association, National

And they called the local club

There's actually three of them, I've
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1

been to all three of them because I'm active in

2

St. Louis and they -- Terry called.

3

And the guy was real nice, whoever picked up

4

the phone, the vice president.

She said listen, I'm

5

looking for some great deals in Midtown that have cash

6

flow.

7

My House Deals, besides Craig's List, besides Google,

8

besides Happy Investor, besides FlipNerd, besides

9

running ads.

Does anybody in your group have any?

Besides

They all work.

10

Which ways work?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

And the guy on the phone said hey, listen,

14

we have a lot of wholesalers in this group and a lot

15

of rehabbers and a lot of landlords.

16

All of them.
Pick one or two and do it.

Now there's this guy Joe who's a friend of

17

mine, no joke, his name is Joe, and he said he does

18

about three to seven really good juicy wholesale deals

19

a month.

20

some good cash flow, here's Joe's Email or phone

21

number, give him a buzz, tell him I sent you.

22

what a real estate group does, they promote.

And I think he's working that area and has

23

She called Joe.

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

phone.

She said I'm looking for some good cash flow

2

below market.

Did she say wholesale?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

No.
Does Joe care what she does

with the property?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

No.
Nope.

She wanted to

8

wholesale and she said listen, do you have anything.

9

And he goes, you know, it's funny you ask, there's an

10

old landlord, he's been doing real estate for 40 years

11

in Midtown, he bought over 100 houses and duplexes for

12

5 to 8 grand each 30, 40 years ago and he's retiring,

13

he's done.

14

the properties go way below market and I've got a

15

couple under contract.

16

He's made a ton of money and he's letting

Here's what you ask for, because you're

17

going to talk to realtors and wholesalers and I've got

18

five deals, 20 deals.

19
20

Now if you're open, you can learn from
everything, correct?

21

Same thing, you can't analyze eight deals at

22

once.

23

deals for me and sample.

24

deals for me.

25

Ask some wholesaler, what's the best one or two
What's the best one or two

I want to rent, rehab -- I want to sell it
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1

or I want to buy it or I want to rent, what's the

2

juiciest deal for me.

3

duplex.

4

market, good cash flow, good area.

5

one.

And guess what he said, this

This is the best one, it's the most below

6

They're pros, folks.

7

think, I just ask.

8

don't think, I just ask.

9

I recommend this

Ask them.

I don't

Let me say it three more times, I
I don't think, I just ask.

Now let me turn your thought process around.

10

Wholesalers need you, people that run ads need you.

11

Don't ever forget that.

12
13

Realtors, title lawyers and doctors work for
you.

Who do they work for?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16
17

you doing?

You.
Pull up to the bank, how are

(Inaudible) anyway, real estate's great.
So he said I got this duplex in Midtown,

18

really nice area, and it's not my specialty but I'm,

19

I'm over there a little bit, I work more over here,

20

but this is a great deal.

21

Now write these numbers down.

He said I've

22

got another contract with the seller for 30 grand.

23

lot of wholesalers will tell you what they're making.

24

Hey, Andre, how are you doing back there?

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

Good.

But if you have a

2

meeting with Andre and Nicole, that's the most

3

important part of the three days, please meet with

4

them, we're going to go over deal after deal, repeat a

5

lot of stuff, we know you're in meetings.

6

me, is the most important.

7
8

That, to

What's the most important part of the three
days?

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

Meet with them.
That's one on one, folks,

11

where you get some -- how many of y'all had a meeting

12

already?

13

checking.

Was it helpful?

No, yes?

Okay.

Just

14

That's the most important part, you can ask

15

them anything, not kidding, one on one, confidential,

16

all that good stuff.

17

So here we go.

So the wholesaler said

18

listen, the landlord, old tired landlord will give it

19

to you 30 grand and I will, I'd like to make about

20

5 grand on these little deals, so I'll give it to you

21

for 35.

22

Now this is very important, with most people

23

we negotiate pretty hard, why are you selling, why are

24

you selling, why are you selling, why are you selling.

25

We did this yesterday.
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1

the least you'll take?

Can you do any better?

2

the least you'll take?

For a quick, hassle free sale,

3

what's the best price you can give me and how many

4

times do we ask?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

What's

Three.
No, until they can't take it

7

anymore.

Push it a little bit.

8

stop the negotiation and reset or refrain from it,

9

relax, joke around, then get back into negotiations.

10
11

Now there's an exception -- is that my
phone?

Charity money?

12
13

If they get upset,

Darn it.

With wholesalers being soft, with
wholesalers being what?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Soft.
It's relationship.

If you

16

beat them up too much, they may give you the deal and

17

you can save 2 grand, but the next juicy deal they

18

get, they're not calling you.

19

So here's my script with wholesalers that

20

we've perfected over 20 years.

21

you to make money.

22

you don't mean it, don't say it.

23

yesterday?

24
25

Ms. Wholesaler, I want

Got to be real on integrity.

If

Remember that from

Ms. Wholesaler, I want you to make money.
want to make sure you get paid.
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1

them that.

2

I want to make sure you get paid.
Number two, I don't want to waste your time.

3

I would like y'all next week to call five wholesalers

4

and ask them this question, what are the two things

5

that bother you the most about your business.

6

Hey let's ask a realtor that, just for fun.

7

Hey, my realtor friends, what's one or two things that

8

bother you most about your business that you'd like to

9

change or wish didn't happen, anything?

10
11

AUDIENCE MEMBER:
time.

12

ROBERT SHEMIN:

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

People who waste your

Say it again.
People who waste -People who waste their time,

that's number one.

16

What's number two?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19

Won't call you back.
Number two, don't call you

back, thank you.

20

Those are my two biggest complaints in real

21

estate.

People waste your time and don't return phone

22

calls.

23

sell, me buy, Tarzan, me buy, you sell, you make

24

commission, call me.

25

call you back.

The realtors, I want to buy your property, you
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1

To me, that's criminal.

It's a crime.

I

2

would report it to every broker, the Association of

3

Realtors, I own two Remaxes, never been a realtor, but

4

I own two Remaxes.

5

company without being a realtor?

Can y'all own a real estate

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

Absolutely.
Absolutely.

Write this

down, there's always a way.

9

And we would fire anybody on the spot if

10

they did not return phone calls, texts, Emails in one

11

business day.

12

It's unprofessional.

Accountability.

Let's get back to this deal.

Call a

13

wholesaler and say what are the two things that bother

14

you the most and they will say, number one, people

15

waste my time, they spend three hours on the phone

16

with me asking a bunch of stupid questions and never

17

close.

Don't do that.

18

Number two, they beat me up on price.

I'm

19

only making 5 grand, they try to get me down to 2,000

20

or 3,000.

21

ask.

22

Ask them, don't think, ask.

Don't think,

Relationship.
So she was trained and she said listen, do

23

you have any room on this?

24

on your price?

25

times?

Do you have a little room

You can ask that once.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

Once.
And guess what a wholesaler

says?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

No.
Nope.

And she went okay.

6

It's a lot of work to find these deals.

7

contract for 35.

So she has a

What's her contract for?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

35.
She has like 37 days to

10

close, it was a weird number, and like 12 days to

11

(inaudible).

12

numbers.

13
14

I don't know why they came up with those

What's a wholesaler making wholesaling to
Terry?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

double wholesale.

5 grand.
5 grand, got it.

This is a

This is a what?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

Double wholesale.
Just like everything else in

20

your life, the car dealership sells it to them, they

21

sell it to you, the potatoes go to this distributor,

22

the clothes go there, then they go to the mall.

23

Everything's double, triple wholesaling.

24

as long as you?

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

2

So have you got that (inaudible).

3

Don't

beat them up too bad.

4
5

Close, got it.

Now Terry, with her mentor (inaudible), this
mediocre one sheet (inaudible).

6

Okay.

And let's look at this thing for a

7

minute.

8

construction?

9

little fun for one minute, as she pushes his hand.

10

Who here knows a little bit about
A little bit.

It's okay, let's have a

Ma'am, I like that.

11

Anyway, what's -- the picture's not good,

12

it's hard to see, what's wrong with this building?

13

There's some problems.

14

not a great picture.

15

that picture, what's wrong with that building?

Anybody know?

That, it's not, but just look at

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

I'd go with you, it's not

But technically what's wrong?

That's fine,

you're right, it's not that beautiful.

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

No curb appeal.

that pretty, that's fair.

19
20

Now I know it's

parking.

Parking.
Say it again my friend.
Parking.
Bingo, Michael.

There's no

And I live in Nashville, Tennessee, if you
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1

don't have parking, everybody has a car in Fort Myers,

2

in Nashville, nobody's renting; would you agree?

3

Well guess what, Terry called the property

4

manager who works that area and guess what the

5

property manager told Terry, in St. Louis there's

6

buses, everybody walks to everywhere, just like in

7

Manhattan and this area.

8

don't need parking.

9

thought well I don't want (inaudible) not park because

10

I have a car.

11

car in this area.

12

You don't need a car, you

I didn't know that.

I would have

I've been to St. Louis, nobody has a

So what did you just learn?

13

expert.

14

I wouldn't without asking.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Use a local

A lot of you wouldn't have done that deal or
Without what?
Asking.
Internet, you won't see that

17

on the Internet, that in that area, Midtown St. Louis,

18

nobody cares about parking, there's a sub -- buses and

19

blah, blah, blah, whatever.

20
21

What else is wrong with that building?

This

is rehabbing, folks, Christina and Tarek's?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

(inaudible), but on that -- let me help you out, we

2

don't have a lot of time, it's a flat roof.

3

of roof?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

Good vote.

7

roof, for rental.

8

vote.

9

What kind

Flat roof.
Who here hates flat roofs?

(Inaudible) would not do this deal.
Who here wouldn't do it?

Flat

Good

Now let me tell you what happened to me.

My

10

mentor in 1994 said my man, never buy a building with

11

a flat roof.

12

problems, not ne'er, float roofs, not ne'er, don't do

13

it.

They ain't no good, they leak, they're

14

So for many years, guess what I never did?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

About eight years ago I was at the wealth

Bought it?
I listened to my mentor.

18

class, that's a very nice class (inaudible) where the

19

advanced students go, it's awesome, it's like a

20

mastermind.

21

We do very advanced deal structuring,

22

construction, the mentors show up, give them all a

23

little (inaudible).

24

minute on some of my rental experiences while I'm

25

training the bests of the bests, it's an amazing
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1

seminar.

2

Otherwise this -- I said my mentor said

3

never do flat roofs and a guy sitting right where

4

you're sitting raised his hand and said, it was a

5

small group, open forum, he said oh, Robert, can I say

6

something?

7

I'm like absolutely, that's what we're here

8

for, to exchange ideas.

He said Robert, I don't know

9

this, he goes I'm the executive vice president of the

10

largest flat roof company in the world.

11

1.8 billion dollars a year in flat roofs, residential,

12

commercial.

13

We do

He said what your mentor said was correct in

14

1994 until about 10 years ago.

The last 10 or

15

12 years, this is now 15 years, whatever, he said flat

16

roofs are better built than any other roof.

17

them, including ours, come with a 40 year, none, no

18

questions guarantee.

19

20 year, 15 year, 10 year or no, no warranty.

Most of

Most raised roofs come with a

20

He said the question I have to ask you is

21

this a new flat roof with a warranty or an old flat

22

roof.

23

buy.

24

company, and we had like 80 percent of the market and

25

he showed me brochures with chemical studies and

If it's an old one, I agree with you, don't
But if it's a new one, especially from our
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1

scientists and he had educated me.

He what?

2

AUDIENCE MEMBER:

Educated you.

3

ROBERT SHEMIN:

4

So we asked, Terry asked, is this a new flat

On the new flat roofs.

5

roof; yes.

It's been on there two years, has 38 years

6

left on a guarantee, never had a problem.

7

What did y'all just learn?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

(Inaudible).
Things change, correct?

A lot of landladies and landlords are old

11

school, they've been doing the same thing for 10,

12

15 years finance, strategy wise and it doesn't work

13

anymore.

14

I do real estate completely different today

15

than I did seven years ago.

16

They're going to change again.

17

keep up with it?

18

Things have changed.
How are you going to

So anyway, the roof's great.

19

marked the price up from 35 to 46.

20

to make if she wholesales this deal?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Now Terry

What's she going

11 grand.
11 grand.

She asked Joe,

23

asked the wholesaler, what do you think it's worth and

24

why.

25

He said it's worth about 65.

He said I've got the comps, many wholesalers do.
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1

She called another realtor, somebody else in

2

the area, a property manager and said yeah, I think

3

it's worth about 65 to 68 grand, that's pretty fair,

4

here are the comps.

5

(inaudible).

6

Get proof, get proof, get

So what's the property worth more to

7

Terry -- for verifications?

65.

She asks Joe, what

8

are repairs.

9

a good landlord, he really keeps his property up, he's

He said this is really strange, this is

10

really into it, hands on.

No repairs.

11

been through it and I have pictures.

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

He goes I've
I have what?

Pictures.
Of every room.

She showed

14

them to Terry, looked like it was in nice rental

15

shape, you know, nice, you know, pretty good.

16

major repairs.

17
18

Then she hired a property manager.

No

Then

what did she do?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

Hired a property manager.
She called a property

21

manager, when I said hired, called them and said I'm

22

thinking about buying or maybe selling this to my

23

associates, to my who?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

manager go out and assess the property and go through

2

it for her, for free?

3
4

AUDIENCE MEMBER:

They're trying to --

(inaudible).

5

ROBERT SHEMIN:

They want the business,

6

that's what property managers and handy people do,

7

they, they don't get every job.

8

don't wear them out.

9

never close, that's not fair.

10

Respect their time,

Can't send them on 10 jobs and
We pay them sometimes.

But again, they'll run a courtesy bid or two

11

for you, if you're nice, take care of your people,

12

fair?

13

So if I send a contractor three or four

14

deals that don't close, I'll say hey, buddy, what do

15

you usually make an hour?

16

100 bucks.

17

you a gift card, let me send you a check.

18
19
20

Oh, 40 bucks, 30 bucks,

Well let me buy you dinner, let me send

Respect people's time.

If you don't respect

other people's time, then you don't respect your time.
I'm an author.

This is my opinion, I don't

21

take free books from people.

22

time say I'll give you my book.

23

know you spent five weeks or maybe ten working on that

24

thing, I know you spent a year writing it, six months

25

editing it, you did something most people never do,
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1

I'm going to pay you for your book, your record, your

2

CD or your art because I respect people's time,

3

correct?

4

Now I still give my books away for free and

5

I don't care, you know, I'm not asking you to pay me,

6

but I buy them at Amazon and Google.

7

Respect people's time.

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Got it?

Say got it.

Got it.
If you respect other

10

people's time, everything's a reflection, you'll

11

respect your time.

12

Value your people's time.

Why is that, my cousin, Dr. Richard Shemin,

13

one of the top two heart surgeons in the world gets

14

300 grand (inaudible).

15

His did Wilt Chamberlain (inaudible), he did all these

16

stars.

17

for a two, three, four hour operation?

He's amazing.

It only takes (inaudible).

Why do people pay him 300 grand

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

He's the best.
He's the best, plus he's

20

spent about 50 years or 30 years studying, practicing

21

to get that down to that two or three hours.

22
23

Make sense?

Become a master.

Become a

what?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

master?

2

thousands of times.

3

They've done it hundreds and hundreds and

I'm a master at making offers.

4

first year?

5

what I was doing, you know, but now I've made

6

thousands of offers.

7

No, I was a loser, sorry.

Was I the
I didn't know

I'm pretty good at it.

You play the guitar thousands of hours,

8

you'll get pretty good, correct?

Everyone wants to be

9

a master without putting in the work, right?

You

10

know, I like to play guitar like, who was one of my

11

favorite guitarists.

Who is one of your favorite?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Jimi Hendrix.
Jimi Hendrix, but it's

14

just not going to happen because I haven't put in the

15

hours.

16

I don't play guitar.
Same with real estate, same with money, same

17

with offers, same with apartment buildings, correct,

18

or use a master.

19

So, going for about 65, zero repairs, asking

20

46.

The rent, it's rented right now.

21

525 a side, it's a duplex.

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

It's rented for

So what's two times 525?
1,050.
Now who has rental property?

24

Who would like rental property?

25

should be up.

Everybody's hand

When you're ready, you should own or
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1

control quality cash flow property.

2

it?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

Did I say manage

No.
The reason you don't want

5

rental property is you go oh, my God, I've got to take

6

care of these tenants and paying for the (inaudible)

7

and fix toilets.

8

manage it.

9

and we manage the managers, someone to spend five

10

What we do now is we hire the best manager

minutes on the rental property and blow your minds.

11
12

You can do that, but I didn't say

So write this down.
I-R-E-M, like Mary, .org.

13

Irem.org, Irem.org.

Irem.org.

Who already knows what Irem is?

14

Institute of Real Estate Managers.

15

That is the Ph.D. of property managers.

16
17

AUDIENCE MEMBER:

It's the

What is that?
What is it?

Ph.D. of property

managers.

18

ROBERT SHEMIN:

19

designation you can get.

20

This is the highest

Now I'm not saying they're all great

21

managers, but at least they've gone and got the best

22

education, highest certification, highest Degrees they

23

could possibly get.

24

city?

25

They're in every city.

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

So we like to start there

2

and say who's a local member, who's the best property

3

manager and they will tell you.

4

property managers, small properties, are horrible.

5

Are what?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

80 percent of

Horrible.
Very hard to find a good

8

contractor, good repair person and good property

9

manager.

10

Let me say it three more times.

Very

11

challenging to find a great property manager,

12

especially small, medium properties.

13

ones, you know, are different, you know, if you're

14

managing, you know, 50,000 units or whatever.

15

talking about commercial, that's different.

16

win business, there's no money in it.

17

I've tried it, I've managed 70 or 80 scattered sites,

18

I'm (inaudible) other people, there's no money in it.

19

The only way you make money is to gouge the

Now the big

I'm
It's a no

It's minutia.

20

employee -- gouge your (inaudible) on repairs or get a

21

lot of volume and do poor service.

22

to make money.

23

minutia.

It's really hard

It's not a good business.

It's

It's what?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

me and say this, I'm just calling to say the rent's in

2

early and thanks for the great place.

3

phone rings, there's a voice mail, what is it?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

Every time the

A problem.
It's a problem, okay.

You

6

can pay a property manager about 20 percent of the

7

collected rent, and there's exceptions, (inaudible).

8
9

So if your rent is 1,000 dollars a month -you're a manager?

Yeah?

Would you agree what I just

10

said that most people don't know how to manage

11

property, they're incompetent?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

How long have you been in

business, my friend, about?

15
16

Yes.

AUDIENCE MEMBER:

20 years, worked for

(inaudible) like all three years.

17

ROBERT SHEMIN:

18

do you manage houses and duplexes?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

25

What do you charge --

It's a difference.
But you do manage a house or

a duplex?

22

24

Okay.

Yeah.
About what do you charge?

What's the range?
AUDIENCE MEMBER:
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1

range goes from like 6 to 8, depends on time.

2
3

ROBERT SHEMIN:
pretty good range?

4
5

Thank you.

8 to 12's a

Great, got it.

So the rent's 1,000 bucks and you're paying
10 percent, that's 100 dollars a month.

6

Now if you're managing it yourself, remember

7

I said track your time yesterday.

8

remember that?

9

tracking your time every week?

10

not commit?

11

hands?

How many of y'all

How many of y'all will commit to
How many of y'all will

How many of y'all still won't raise your

12

Thank you.

Appreciate the honesty.

13

Anyway, so you track your time.

Some months

14

there's no calls and rent comes in, correct?

15

what I call that?

16

Guess

A miracle.

So one month the tenant calls, you've got to

17

go drive out there, meet the contractor, meet the

18

plumber, show the place, meet the place, whatever, and

19

you make two or three trips out there.

20

Well if you're tracking your time and you

21

made 100 dollars and you worked five hours, that's a

22

20 dollar an hour job by the time the phone call, the

23

paperwork, the driving, whatever.

24
25

I'm not saying don't do it, I'm saying think
about it.

I recommend to use professionals.
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1

you recommend that, too?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Yes.
Now let's spend five minutes

4

on this and have a little fun, and then we'll get back

5

to wholesale.

6

Property -- my second (inaudible) Robert

7

(inaudible) he, at one time, owned 218,000 units,

8

apartments, houses, condos, flipped them, rented them,

9

sold them (inaudible) them.

10

I use experts.

Who do I

use?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

Experts.
He told me Robert, he kept

13

it very simple, he said Robert, when I look at A, B or

14

C apartment building, so let's talk about what A, B

15

and C is.

16

An A, commercial unit, you should know this,

17

is the best, most expensive apartment or unit in the

18

city.

19

highest rents, marble, gold, it's just absolutely the

20

best of the best of the best.

21

What's A?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24
25

It's the bank building downtown with the

(Inaudible) commercial.
They're best.
We use that for residential

(inaudible).
What's B.
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1

nice.

High rents, great area, beautiful, but not the

2

A, super-duper, best, best, best, best, best.

3

it.

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

Yeah.
What's C?

Well that's kind

6

of like your little beauty salon, pawn shop,

7

commercial, not horrible, no dead bodies in the

8

parking lot, but not pretty.

9
10

What's C minus?
Right?

11

Got

Got it.

Bodies nearby, okay.

You need to know that.
So in commercial deals it says A, A minus,

12

B plus, C plus.

I do a lot of C plus, B minus and

13

bring it up a notch and that's how you make a lot of

14

money.

15

D properties.

Got it.

I've done A properties, I've done
I've done F properties.

16

So did y'all just learn something?

17

So he says Robert, even on A minus, B plus

18

properties, over time on an apartment, and you can

19

disagree with me if you want -- first of all, who has

20

rental property?

21

exact vacancy repairs are?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24
25

Who can tell me last month what your

(Inaudible).
Are you using a computer

program?
AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

Which one?
No, I have my own.
Okay, you made it yourself?
I have to.
Okay, great, a lot of people

6

have their own custom property and it tracks vacancy

7

repairs.

8

them out there.

9

We use a lot of them, there's thousands of
How many?

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

Thousands.
Thousands.

So what we do is

11

we use Buildium, B-U-I-L-D-I-U-M, Build,

12

B-U-I-L-D-I-U-M.com.

13

Now some of our management companies, like

14

my good friend, who have their own programs which are

15

great, and we get access to them.

16

Do you give access to your owners?

17

AUDIENCE MEMBER:

18

I didn't, I didn't

(inaudible) it, so I don't know.

19

ROBERT SHEMIN:

No, but if I'm an owner and

20

you work for me, can I look at the program, as an

21

owner?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Yeah.
Yeah, so I can go on right

24

now and see all my properties, all my leases, all my

25

rents, all my repairs, all my bills, all my pictures.
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1

On Buildium.

On what?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Buildium.
So I can tell you right now

4

where my business is.

5

whether you have one property or 10,000.

6

You need to track your numbers,
Got it.

So my second mentor, and I'm going to shock

7

you, says over time you're going to have a 30 to

8

50 percent vacancy repair and management.

9

vacancy?

10

What's

Nobody pays their rent all the time.

They

move out, it's empty for a month.

11

What's repairs?

Repairs, over time as an

12

owner you've got to fix roofs, plumbing, carpet,

13

paint, windows, correct.

14

And what's management?

If you're managing

15

yourself, how many of y'all manage yourself?

16

yourself.

17

can't work for free.

18

What's your fee?

Bill

What's your salary?

You

So bill ourselves 8 percent or 10 percent,

19

right, accounting, if you want to manage for free,

20

come manage my properties for free.

21

your own paint work, you've got to bill yourself,

22

you're not working for free.

If you're doing

23

What's your most important asset?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

it.

Even though you don't pay yourself, you've got to

2

know what the cost is, correct?

3

So he says over time if the rent's 1,000,

4

over time, and if you have one property for one year

5

this may not apply, but I'm over many years, many

6

properties, you have a 30 to 50 percent vacancy repair

7

and I'll prove it to you.

8
9

Management is 8 to 10 percent, correct?
write that down.

So

Vacancy, nobody pays the rent all

10

the time.

11

Florida, the Apartment Association of Nashville, the

12

Apartment Association of Chicago, they track the

13

vacancy.

14

it might be lower in Fort Myers in high season, but

15

over time 3 to 6 percent is pretty normal.

16

cities are 10.

17

5 percent.

18
19
20

If you go to the Apartment Association of

Right now in Florida it's 4.6 percent.

Some are 2.

Now

Some

So we'll go with

So management's 10 and vacancy's 5.

We're

at 15 percent and we haven't fixed anything yet.
Now I can tell you we're excellent managers.

21

We win awards all the time.

22

In Nashville I'm at 29.7 percent last month, which is

23

January, which is not the best month.

24

in 34.6 percent.

25

We have good properties.

In Memphis I'm

I use Crestcorp.

You have to know your numbers.
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1

have to know?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Your numbers.
You better know them every

4

month and once a month look at your management

5

reports, call your manager and go over the bills.

6

Number two, you have to hold everyone

7

accountable.

We inspect every one of our properties

8

every month.

If you don't, you will be shocked.

9

our lease it says on the second Tuesday of the month,

In

10

you can go whatever day you want, the tenant agrees,

11

you have to put it in writing, in writing, in writing,

12

in writing.

13

everything in real estate has to be in writing, in

14

writing, in writing.

15

done on next Friday, in writing.

16

I'll pay you a check on next Tuesday, in writing.

Let me say this three more times,

If your contractor says I'll be
If a tenant says

17

It's called a parole evidence rule.

18

remember that from your real estate training?

19

not in writing in real estate, it does not exist.

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22
23
24
25

You
If it's

Just -- the 29 percent.
It's vacancy repair,

management.
AUDIENCE MEMBER:

So repairs supposed to be

around 14 percent you said?
ROBERT SHEMIN:
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1

track them for your properties.

2

are 50 percent, some are 20, some are 30.

3

property is different.

4

Some, some repairs
Every

Every manager is different.

If the property is good, if the manager is

5

good, or if the manager is not good, if it's 10, it's

6

good, if it's 10, you're not good -- (inaudible)

7

tenants.

8

(inaudible).

9

I'm -- poor property, poor management.

10

I've seen properties at 60 percent vacancy
I've seen them at 70 percent.

Well

We're excellent managers, excellent

11

properties and I'm at 27 -- I'm lower than the

12

30 percent by a hair.

13

He said over time you're going to have 30 to

14

50 percent.

15

years or last six months.

16

Look at all your repairs in the last five

You've got to realize we're running a lot of

17

properties.

Again, if you have one house with one

18

great tenant and they never call, your numbers could

19

be different, but that's not what we're into.

20

into the numbers.

What are we?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23
24
25

We're

Numbers.
Does that answer your

question?
I don't know what -- you just -- you've got
to track your own.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Yes, somewhat, but I -No, it can't be somewhat,

3

you've got to get a report every month or get online

4

every week and know your exact numbers.

5

change.

6
7

AUDIENCE MEMBER:

I just want, just wanting

to clear up.

8

ROBERT SHEMIN:

9

AUDIENCE MEMBER:

10

And they will

Ask the question.
So if you have a major

expenditure.

11

ROBERT SHEMIN:

That's part of it.

You've

12

got to replace a roof or plumbing or, of course,

13

that's part of it.

14

management.

15

4 grand, what is that?

That's repairs.

Vacancy repair,

So if you have to put a new roof on for

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

(Inaudible).
That's going to ruin your

18

month.

19

costs 900 dollars to fix, that's repair.

20

to ruin your week, your month.

21
22

If a tenant puts two holes in the walls and it

AUDIENCE MEMBER:

It's going

Repairs.

Or you're going to track

it (inaudible) 20 months and make it balance.

23

ROBERT SHEMIN:

24

want.

25

every month; which month?

You can do it however you

I was taught by a guy that owns 220,000 units
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

management.

4

to know your numbers.

5

That's all I'm saying.

Every.
Know your vacancy repair,

And you can do it annually, but you need
You need to know your numbers.

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Okay.
I can show you annually, I

8

can show you the last 10 years, I can show you the

9

last month.

We're talking about last month.

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Yeah.
But you need to know your

12

numbers.

13

your own program, on a piece of paper.

14

Buildium.

15

How many?

I don't care if you track them on Excel,

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

Millions.
Just get the result.

Get

the what?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

We use

There's millions of programs out there.

16

18

Fair?

question?

Result.
Does that answer your

Hello?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

it's just got to be done.

25

Buildium.

Yes, thank you.
I don't care how you do it,
Our managers do it on

On what?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

custom program.

4

Buildium.
Or they can have their own

Doesn't matter.

AUDIENCE MEMBER:

Get the result.

So you, just to be clear,

5

you write into a contract, like I'm a renter, you're

6

going to write into my contract --

7

ROBERT SHEMIN:

I'll say it again, on our

8

contract it says on the second Tuesday of the month.

9

What does our contract say?

10
11

AUDIENCE MEMBER:

Second Tuesday of every

month.

12

ROBERT SHEMIN:

You can put the third

13

Wednesday.

You give us permission to come in, and oh,

14

(inaudible) question because we will never know you

15

how to make money if we get off on technicalities.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

Okay.
Here's the simple, our lease

18

says it.

If you don't want to do it, don't do it.

19

you have a better way of doing it, do it that way.

20

This is how we do it.

21

It says in the lease.

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Where?

In the lease.
On the second Tuesday of the

24

month we will come in, you give us permission and we

25

may, did I say we will?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Nope.
We may check the

3

mechanicals, which means plumbing, air conditioning,

4

and we may spray for bugs.

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Did I say we will?
No.
And then we (inaudible) on

7

because we're nice people a day or two before and say

8

is a Tuesday okay.

No, I'm having an orgy, I haven't

9

had a (inaudible).

I'm having a party, blah, blah,

10

blah, can you make it another day.

11

We're nice people and we go in, I used to do

12

it myself, my records, I inspected 240 units in one

13

day.

14

what?

We don't dilly-dally.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

We're business.

We're

Business.
I now pay a guy named Albert

17

180 dollars and he does it and he takes a picture and

18

a video camera and the minute you walk in that door

19

you will know what's going on.

20

as a bad tenant.

21

There's no such thing

My mother said there's no such thing as a

22

bad kid, only bad parents.

23

agree with her, it's a buffet.

24

tenant, only bad landladies, bad landlords, bad

25

managers who don't screen, who don't -- that's
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1

already, I'm not going to go into a lot of detail on

2

this.

3
4

When do most landlords and managers go on
the property?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

A year later.
A year later when the place

7

has 15 grand of construction (inaudible) regard is 27.

8

Everybody we're teaching I've learned the hard way.

9

Which way?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

The hard way.
If I had gone the first

12

month, guess how much damage probably would have been

13

there?

14

Maybe 1,000 or 800.
If I had gone on the second month, guess how

15

much damage would have been there?

16

or four grand, but I waited like most people that

17

aren't trained or don't follow a system, my mentor

18

told me this, that I didn't do it and I paid the

19

price.

20

Maybe two or three

How have you learned everything we're

21

teaching you?

Ladies, if you had a 300,000 dollar

22

necklace, would you look at it every now and then?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

You wouldn't look at it?
Yeah, I'd look at it.
Guys, if you had a

4

400,000 dollar car, would you go check it out every

5

now and then?

6

AUDIENCE MEMBER:

Yes.

7

AUDIENCE MEMBER:

Every day.

8

ROBERT SHEMIN:

9

I never (inaudible) people

have a property and don't (inaudible) third party

10

because we're checking on the manager.

11

the manager, we send a third party.

12

We don't send

Without accountability, there's no business.

13

Let me say it three more times, without

14

accountability, there's no business.

15

sending the manager to inspect, we are inspecting the

16

manager.

17

We're not

Does Mr. Hilton or Ms. Marriott or, do they

18

send somebody out to the hotel every quarter to make

19

sure the manager's doing okay or the bank owner?

20

you must inspect, not the manager.

21

Yes,

We're checking on the management because our

22

managers are people, and guess what some people make

23

sometimes?

24

accountable?

25

What's your system to hold people

Hey, here's a big one, what's your system to
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1

hold yourself accountable?

2

church of some sort.

3

book, here's the story, it's Sunday, you got this, you

4

never need to come back?

Do they say, listen, here's the

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

some weeks.

No.
A lot of people come back

Not everybody, but some people.

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

Who has ever been to a

(Inaudible).
And hold accountability, be

reminded, correct, because we're people, we forget.

11

Now here, let me (inaudible) some

12

accountabilities to make this (inaudible) back to this

13

deal.

14

I have, our company policy is we return all

15

phone calls, texts and Emails within one business day.

16

Tomorrow some of you join our advanced program, I will

17

give you my phone number, text and Email.

18

3 in the morning, if I'm asleep I won't answer, and

19

guess when I will call you back, whether you are win

20

or lose or stew, salesperson, tenant, anybody?

You call me

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

Now if it's Christmas, that's not a business

24

day.

25

business day.

Within one business day.
Within one business day.

If you called me on Sunday, that's not a
But I'll get back to you on Monday,
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1

probably within minutes.

2

If you look at my phone, we tracked it, last

3

week I returned all phone calls within 35 minutes.

4

Friday I got 64 calls.

5

I'm a machine.

One of my friends runs a 3 billion dollar a

6

year business.

7

calls within a business day.

8

can do it, guess what, my business is not quite

9

3 billion dollars a year yet.

10
11

He's the CEO.

He returns all phone
It's a priority.

If he

Now what if I don't return a phone call or
you don't, what happens?

12

AUDIENCE MEMBER:

(Inaudible).

13

ROBERT SHEMIN:

14

Real accountability is you get a feeling.

That's not accountability.

15

Tell your kids, if you don't clean your room, you'll

16

have a dirty room.

17

don't clean your room, I'm going to beat you for four

18

hours?

19

do that.

20

don't, can't use your iPhone for the next five years.

21

Is that accountability?

Is that accountability?

Is that accountability?

If you

That's illegal, don't

If you don't want to clean your room, you

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

folks.

25

hold yourself accountable.

Yes.
That's accountability,

Who will hold you accountable?
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1

me.

The smartest person on the planet cannot let

2

themselves out of jail; somebody has to give them the

3

key.

4
5

Now what's jail?
head, your thoughts.

6

Jail's your ego, your

You need someone to let you out.

So if I don't return a phone call in one

7

business day, I have to give my assistant (inaudible)

8

Giordani, she just got married, 4,000 dollars.

9

Now I can afford to give her a check for

10

four grand, it's not going to ruin my life, but I

11

don't want to give her a check for four grand.

12

a nice weekend in South Beach.

13

cruises, that's a bunch of food for my homeless kids.

14

That's computers for my charity.

That's

That's a couple

15

Guess how many checks I wrote her last year?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

Zero.
Zero.

Guess how many the

year before?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

Zero.
No, one.

I missed one call

21

the year before.

Without accountability, there's no

22

business.

23

charity, clean somebody's room, but you've got to feel

24

if for yourself and your team.

25

focused.

They can take (inaudible), go make it to a
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1

What did y'all just learn?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Accountability.
Thank you.

For your

4

contractors, bonus, penalty.

5

manager (inaudible) on this property, great, if we

6

meet our goals, we'll give you 14 percent.

7

don't return a phone call twice, you lose our

8

business.

9

6 percent.

10

Property managers, hey

If you

If we only hit this number, you only get
If you don't do this, you get 8.

sticks with everybody.

Carrot

What?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

Everybody.
Now if you only have one

13

house, you may not be able to negotiate that, but

14

we're a community, power of numbers.

15

So, for instance, with Crestcorp,

16

(inaudible) I got with them, they were the largest

17

manager (inaudible).

18

thousand units with them, about 40 percent of the

19

business.

20

Our students, we have over a

One of our students, Barain, she works with

21

me, who is also a student, they didn't send her a

22

check for about four months, I'll show the text if you

23

like.

24

Crestcorp.

25

(inaudible).

And Barain called me, she has two houses with
She called me or texted me on a Wednesday
Well I got her back at 8:30 and she said
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1

Robert, you know, Crestcorp, you know, they're good,

2

but this 800 bucks they owe me, it's been like a month

3

and I've asked, you know, a couple times, they haven't

4

sent the check, I don't know what's going on with

5

them.

It's not right.

6
7

She's a student.

Guess what I did, within

eight minutes?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Called them.
I called Dan, the chairman

10

of Crestcorp, who is -- I know and I said Dan, Barain

11

is one of ours.

Look at her text and Emails, man; I

12

sent it to him.

You need to get her this check.

13

can't drag her out a month or two.

14

You

He goes man, I don't know what happened, I'm

15

sorry, it's an accounting issue.

16

mistakes.

17

times.

People make

She had called and texted three, four

She has two houses with them.

18

I said Dan, if you don't take care of

19

Barain, I'm going to call every one of our students

20

and we're going to pull all of our business from you

21

this week.

22

Guess what happened within about 37 seconds?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

No.

He called her

2

personally, sent her the check or wired it, reimbursed

3

her fees for the last two years and said we're not

4

going to charge you any fees this year, it was

5

1,500 bucks.

6

Bonus.

Now did he have to do that?

No.

He should

7

have just given her the 800 bucks or whatever they

8

owed her.

9

and I've got three little houses with them or

10

But why did he do that?

If I'm by myself

something, is he going to jump like that?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

No.
Real world.

Something

13

people don't get, we're not a big company, but we are

14

a community.

15

Christina and Tarek at the Vegas summit, the

16

people that bring deals there are below market, we buy

17

them.

18

deals and they've done over 1,500 deals themselves.

19

We're a machine, folks.

Half the people in Las Vegas went and bought

20

How many of y'all want to do some deals?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23
24
25

Yeah.
So not only are we meeting,

we have deals amongst ourselves and all of that.
Anyway, accountability.

I'm going to have

to ask you to write the questions down.
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1

three days on property management.

2
3

Let's go on then.

So, 30 to 50 percent

vacancy repair or management.

4

Now is that a reasonable number over time?

5

Huh?

Can anybody disagree with that?

6

me know.

7

time vacancy repair, management number?

Oh, in the back, is that a reasonable over

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

Yes.
Is it fair?
Yeah.
If not, let me know.

is an open forum right now.

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

(Inaudible).
Is that a fair number, over

time, management, vacancy repair?

16

little better, a little worse.

18

This

Fair?

15

17

If you can, let

Yeah.

Might do a

Now this building has tenants in it.

How

many of y'all think that's good?

19

I know a lot of turnkey companies that say

20

oh, we've got buildings with tenants in them and the

21

vacancy repair, management is 10 percent.

22

I say?

23

correct.

Glah.

Guess what

Management's 8 to 10 percent, repairs,

24

Now there are tenants in there (inaudible),

25

great, it's already rented, you got renters in there.
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1

Raise your hand, awesome?

2

it's not good?

3

(inaudible).

4

How many of y'all think

How many of y'all will not

Guess what, I do different when there's

5

tenants in there.

6

tenants?

7

did this on this deal, we sent our manager by to bang

8

on the door and talk to the tenants when we're going

9

to buy it, correct.

10

Write this down.

What kind of

So we do, before you buy a building, and we

And they go to the tenants, and here's the

11

script.

12

of the time.

13

taking over this property.

14

What's -- do you need, what do you want?

15

property?

16

It doesn't work all the time, it works most
Hey, Ms. Tenant, we're thinking about
Do you need anything?
How's the

And most tenants will say something I need

17

my toilet fixed, I need my carpets cleaned.

18

something fixed.

19

make up something or come up with it.

20

I need

90 percent of them will come up and

And we say listen, we'd be glad if we take

21

this over to fix your, with permission of the owners,

22

of course, to fix that.

23

guaranteed.

24
25

You know, nothing's

Now in exchange for that, would you mind
filling out our new application and filling out our
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1

new lease and we recertify them.

2

just said?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

Did you hear what I

Yeah.
We do a credit criminal

5

background check on everybody that lives in the

6

property.

Who?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9
10

Everybody.
Because it's never the

tenants that causes the problems, it's their
girlfriend or their daughter's girlfriend.

11

So we say everyone who lives at the property

12

we need their name, number and we do a background

13

check on.

14

Now when we're on the phone and they call,

15

we screen them over the phone for new tenants.

16

when they call, rule number one of renting, you never

17

put the rent in an ad.

18

So

Now if you're a realtor you might have to.

19

I'm not a realtor, I don't.

So we know the rent's

20

(inaudible) bucks, we've done our research.

21

(inaudible) rent-o-meter, remember that from

22

yesterday.

23

talked to three property managers.

24

ads.

25

1,000 bucks.

We've gone on to Craig's List.

Remember that.
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1

So we run an ad.

What rent do we put in the

3

AUDIENCE MEMBER:

None.

4

ROBERT SHEMIN:

2

5

ad?

None.

what's the first question they ask?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

When they call up,

How much.
How much is the?
Rent.
And what are we trained to

say?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

How much could they pay?
How much are you looking to

13

spend?

14

that's a great two bedroom, great area.

15

Man, for that two bedroom I could spend 1,200,

Awesome, we might be able to work something

16

out.

17

is.

There's only one person who knows what the rent

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

You.
The buyer.

There's only one

20

person who knows what a house is worth.

21

what houses are worth.

22
23
24
25

I don't know

Everybody's different, folks.

Now you can't rent a thousand dollar house
for 5 grand a month, that's not going to work.
Now what if they call and say man, I can
only afford 675, I can't pay a penny more than that on
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1

your 1,000 dollar rental, what do you do, because you

2

can't rent to them.

3

what most landlords do, what do they do?

4

you do?

What do you do?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

them over the phone.

What would

(Inaudible).
Thank you.

We pre-approve

What do we do?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

I'll tell you

We pre-approve them.
We have an application, we

fill them out.

11

Now who here talks to tenants?

12

number the applications, correct.

13

Housing Law.

14

she's third caller.

15

you do?

You have to

It's Federal Fair

He's first caller, he's second caller,
You have to number them.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

Number them.
You have to rent to the

18

first qualified tenant that meets your written

19

minimum, minimum standards.

20

written minimum standards.

21

What do

I'm sure all of you have
It's Federal law.

If you don't, it's a Federal Fair Housing

22

violation.

23

expert.

Have the -- I'm a property management

24

Anyway, the average fine for the people that

25

violate fair housing is between 50 and 80,000 dollars.
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1

Now who has property for rent?

Let's have a

2

little fun.

There's some great managers out there but

3

a lot of people don't know the law.

4

think whatever business you're in it's good to know

5

the law?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

rent?

9

fun, you don't mind?

Uh-huh.
So who has a two bedroom to

Let's say I call you up, let's have a little

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

No.
Just fun.

12

it, we're safe in this room.

13

advertise?

Craig's List?

14

advertise?

Signs, Craig's List?

15
16

How many of y'all

AUDIENCE MEMBER:

Don't worry about

So where do you

Where do y'all like to

Sometimes on the images

and sometimes a sign on the property.

17

ROBERT SHEMIN:

Okay, sign.

So I call off

18

your sign, what's your two bedroom rent for, about,

19

you know, what's the price, about?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

No, no, come on, go with me

from --

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

What can you afford?

play with me for a minute.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

1,4.
Okay, 1,4, that's the

average in Fort Myers, actually.

4

Anyway, so I call up and say hey, I saw your

5

beautiful sign, I saw the MLS and I want to rent that

6

two bedroom.

7

Pepper and Silver, they each weigh 160 pounds; can I

8

rent from you?

9

AUDIENCE MEMBER:

10
11

Now I have three St. Bernards, Fluffy,

ROBERT SHEMIN:

We don't allow pets.
Don't allow pets, good.

I rent from you?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

No.
No.

That's what 96 percent

14

of all landlords say on that question.

15

actual fair housing test question.

16

26 testers in Washington, D.C., that go to the MLS,

17

Craig's List and signs and call landlords and

18

landladies on that exact question.

19

actual names of the dogs.

20
21

That is an

There are

Those are the

We really study this stuff.

96 percent say exactly what you said, so
feel good.

How should you feel?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

That's a violation of the Federal Fair

25

Can

Good.
Always feel good.

Housing Law.
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1

They all say we don't accept pets, no pets,

2

I'm sorry.

You did not give me the opportunity to

3

tell you those are service animals.

4

blind, I'm stressed out.

5

80 grand.

I'm a Vet, I'm

The average fine is 50 to

6

Now I went once to a fair housing seminar.

7

Now the good news in Florida is you have the Federal

8

Fair Housing, you have the State Human Rights

9

Commission and you have the Americans With

10

Disabilities Act.

11

that.

12

Oh, oh, that's also a violation of

Our property managers, and ma'am, please do

13

this, go to seminars and keep up with the latest laws.

14

They change all the time.

15

prefer to hire the best managers who are insured,

16

licensed, bonded.

17

I can do it myself, but I

Now if you don't have a lot of properties

18

you'll probably never get those calls.

19

hundreds of units and ten listings on whatever, we get

20

them all the time.

21

When you have

Now let's make you some money here.

The

22

next one is this, how many people can live in the

23

property?

Do you ever ask that?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

it?

It used to be two people per bedroom, so if it

2

was three bedrooms, six people could live there.

3

the Federal Government's changed the laws.

4

lawyer, the number one fair housing lawyer in the

5

world, Wes Hall, says don't ask.

6

Now

Our

So here's how we screen tenants over the

7

phone.

Number one, how -- what are you looking to

8

spend.

If they say 675, we fill out their

9

application, we do a pre-screening on them with their

10

permission and then we call our slum lord friends, and

11

I mean our other landlady friends at the landlord

12

group and say hey, we can get some low income trailers

13

or houses for 680, we have a pre-approved tenant, what

14

would you pay for that?

15

Well you'd pay a 6 percent commission as you

16

know or half a month's rent or one month's rent.

17

pays for all our overhead and a lot of (inaudible).

18

We don't hang up on anybody.

19

You like that?

Number two.

That

We ask them how

20

much rent they're looking to spend.

21

they say 1,100, you may have just gotten 100 dollar a

22

month rent increase, that's 1,200 dollars year.

23

We want 1,000,

Now if you have one house, that's not a big

24

deal to you, but if you have 50 or 20 or 30, that

25

could be some real money.
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1

a fortune over time.

2

you do.

3
4

That will pay for any training

If you use that, you can get a lot of rent.
Number three, here's our best screening

questions over the phone, how do we screen tenants?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Over the phone.
Never meet a tenant at a

7

vacant home that you haven't screened.

8

killed.

9

People get what?
AUDIENCE MEMBER:

10

People get

ROBERT SHEMIN:

Killed.
I have a whole section on

11

management security.

12

that did not follow the system, one was murdered at a

13

property, another one was mangled, traumatized for

14

life, in a nice neighborhood.

15
16

I've had two (inaudible) friends

Never meet a tenant at a vacant home by
yourself before you pre-screen them.

17

So we number the application, name, address,

18

phone number.

19

phone.

You fill in the application over the

How?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22
23

manager?

Over the phone.
Where are you and your

Starbucks, living room.
Number two, we say how long have you lived

24

in the place you live in now; four months.

25

did you live in the place before that; three months.
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1

Guess how long they're probably going to live in your

2

place?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

Three, four months.
Thank you.

Here's my

5

favorite pre-screening question over the phone so you

6

don't get murdered, we do a credit criminal background

7

check on everyone in the property.

8
9
10

We do a credit criminal background check on
everyone in the property.
grade on honesty.

We grade on honesty.

We

We grade on what?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

Honesty.
We don't expect perfection,

13

what will we find.

14

ad, 10 percent of our callers hang up because you're

15

the only management company that's pre-screening over

16

the phone and they just got out of jail for killing

17

three landlords, or they got evicted.

18

Off the signs on the Craig's List

Get out of your head, folks, the 200 people

19

that were evicted last week in Fort Myers, Cape Coral,

20

where's the first place they go to get a new place?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Craig's List.
Craig's List, and?

Signs.

23

We advertise there, too, but you better pre-screen

24

them, right.

25

So we've, we do a point system, because of
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1

Federal fair housing.

2

credit's great, I've never had a problem.

3

the application over the phone, we number them.

4

So they say ah, man, my
We fill out

Then at your convenience we meet them at the

5

unit.

So we say we'll be there Saturday at 1 and

6

we're leaving at 1:10.

7

people you're going to be there Saturday at 1, when do

8

people show up (inaudible)?

9

Right.

And mind me, if you tell

They show up at 2:30.

So every meeting you have -- we'll

10

take a break in just a minute -- set your time and

11

intention.

What do you set?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

be there at 1.

15
16

Time and intention.
Time and intention.

We'll

We're leaving at 1:10.

I'm not going to meetings that go on
forever.

Why?

No goal, no intention.

17

When I took over my (inaudible) in South

18

America, they had a 26 client State of volunteers,

19

30 (inaudible) and we had a first (inaudible).

20

Anybody ever been to a (inaudible)?

21

they're called (inaudible) in (inaudible)?

22

very boring.

23

a razor blade I would have killed myself.

24

put my razor blades away.

25

It was seven hours.

Do you know why
They're

If I would have had
Thank God I

Anyway, I now (inaudible) 3,080 employees,
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1

we have 15,000 clients, or buildings.

2

meeting a month ago; guess how long the Board meeting

3

was?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

(Inaudible).
I'm not that good, man, but

thanks for the vote.

7

One hour.

Accounting, you got 11 minutes,

8

social services, you got 15 minutes.

9

don't sit down.

We stand up, we

Why do we stand up?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

I ran the Board

(Inaudible).
Keep you engaged.

If I do

that here, I'm sorry.

13

And in 11 minutes, we'll be outside of the

14

meeting.

15

call, every -- Maxine, great to hear from you, how you

16

been?

17

15 minutes, let's get that contract finished up.

18

Set your intention and time limit on every

How's the family?

Great.

Maxine, I got

Hey, thanks for calling, Alyssa, I got 10

19

minutes, so let's get that money moving, let's get

20

that financing dealt with, I'm going to help you.

21

How's the kids, how's Joey doing?

22

Let's get it done.

What's going on?

23

When you value your time, other people will.

24

My mentor is an old (inaudible) guy that

25

says (inaudible) first day he -- whole three days.

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

He

EX 12, p. 167

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 169 of 526
168
1

said Bobby, five minutes is a long time.

2

He said five minutes is a long time.

3

you can call three wholesalers.

4

can make an offer on a property, correct?

5

how you spend your five minutes.

6

deal appropriately.

7
8

I said what?

In five minutes

In five minutes you
And watch

So let's finish the

Did y'all learn something about property
management.

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

Yes.
What did you learn?

Inspect

11

your properties in the lease, don't put the rents in

12

it, screen your tenants on the phone, then we do a

13

credit criminal check, you meet them at a property,

14

they sign, then we do a credit criminal check on

15

everybody.

16

tenant check.

17

firms will do it.

18

you get an application fee, you have to know your

19

(inaudible) market, and (inaudible) application fees

20

are 80 bucks, 50 bucks, in the (inaudible) they're

21

1,000, international they're 75.

22

applications on everybody.

23

everybody the same.

24

(inaudible) fair housing.

25

You can use tenant check, tenant check,
You can Google verifications.

Lots of

It costs (inaudible) for 20 bucks,

You collect

You have to treat

If you don't, then you

So you meet them at the property or an agent
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1

does, they sign the application, goes out (inaudible),

2

we do a credit criminal check.

3

oh, my credit's great, I don't have a problem and when

4

you pull their credit and it's crappy and they've

5

gotten kicked out of other places (inaudible), all of

6

them, they're liars.

7

your tenants are liars?

If they lied and said

When do you want to find out

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

out the tenants are liars?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

(Inaudible).
When do most landlords find

(Inaudible).
Sometimes we send somebody

13

out where they're living, bang on the door, hey, I was

14

in the neighborhood, just thought I'd stop by, I used

15

to do that a lot.

16

you'll know whether to rent to them or not.

17

are living in there, they've got cars stacked up in

18

the yard, they've got guns hanging up on the walls.

19

I'm not kidding.

20
21
22

The minute they open that door
55 people

So let's look at this deal for five minutes
and take a break.
So, Terry sent a sheet out to all the buyers

23

she billed.

After (inaudible).

24

list of about 30 buyers.

25

you (inaudible).
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1
2

Wholesalers are selling (inaudible).
are wholesalers?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

(Inaudible).
They go on your buyer's list

5

and your sellers list, correct?

6

your seller's list.

7

investors who work with investors who work with

8

investors, great.

9

this one sheet.

Guess who the first call was?

10

(Inaudible) me.

Guess who's buying in the deal?

11

Whoever is?

So she faxed, text and Emailed out

AUDIENCE MEMBER:

13

ROBERT SHEMIN:
the deal?

15

A realtor goes on

They have buyers who work with

12

14

What

First.
Does the fifth caller get

Probably not.
Now we don't do this to get deals from

16

students.

17

permission because she's a student (inaudible).

18

don't normally do that, I'm not -- deals on this.

19

This is a fluke kind of (inaudible).

So I

And I called up Terry and said hey, Terry,

20

I'll buy in St. Louis (inaudible).

21

it's worth it?

22

know the repair (inaudible)?

23

(inaudible).

24

She showed me the (inaudible).

25

Get

How do you know

She showed me the comps.

How do you

She showed me the

How do you know the rent (inaudible)?

And I said but Terry, you know, you're a
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1

student, so I've got to put you first, I want you to

2

make money, but I've got to ask this because it's our

3

system.

4
5

She goes I know, Robert, you're going to ask
do you have any?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

(Inaudible).
What's that?
(Inaudible).
Room on the price.

She said

10

Robert, I've got (inaudible) up to 35, this is my

11

first wholesale, my mentor's in here and (inaudible)

12

she goes I got about eight hours in this deal.

13

many?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

How

Eight.
Remember, track your time.

16

She said if I can make 5 grand, I'd be so happy.

17

said Terry, write it up.

18

up, sent the contract out for 30,000 and she gave me a

19

contract to buy it for 35 -- I'm sorry, 35, she gave

20

me a contract to buy it for 40.

21

What am I buying it for?

22

Her and her mentor wrote it

Write that down.

Now before I signed with her, I said Terry,

23

are you sure?

24

okay?

25

I

Is that enough money for you?

Because she's a student.

She said I'm happy.

So now what do you do or I do?
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1

got pictures, comps, triple verifications (inaudible).

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

(Inaudible).
Verify.

I call my property

4

manager, they went out, there's a big problem with

5

this deal, these numbers are completely incorrect.

6

I'm not really worried about that.

7

Well my property manager said these people

8

don't know what they're doing.

9

You need some facts, you need numbers.

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

So what do you need?
You do what?

(Inaudible).
They said this is Midtown

12

St. Louis.

The city is doing a 35 million dollar

13

renovation on these streets.

14

street lamps, they're building stuff.

15

do to the values?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

They're putting in
What does that

Raises them.
Ever seen your city all of a

18

sudden go like I'm so nice, like really nice?

19

seen that?

20

Ever

They said there's a hospital they just built

21

two blocks from here that's going to employ

22

3,000 people, it's up and running.

23

hottest pocket in Midtown.

24

landlords or landladies, don't raise them.

25

scared to raise rents.
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1

years ago, the landlord doesn't raise rents.

2

common.

3
4

I go what are the rents?
show you leases.

Ask for proof.

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

They go we will
Ask for what?

Proof.
The rents are 950 for a

7

duplex over there now, per unit.

8

He said yeah, here's one we just rented.

9

another one we just rented.

10
11

Very

I said are you sure?
Here's

Here's another one we

just rented.
How many of y'all are worried that you

12

cannot make so much money on a deal?

13

worried that you can make more money than you thought?

14

Guess what happened about 67 percent of our time, we

15

make mistakes in our favor, more money, and I think

16

that's okay.

17
18

How many are

Could you make a mistake for less, yeah, but
you've got to have a system.

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

Have a what?
A system.

So I put -- I'm (inaudible)

21

this is worth, I go what's it worth?

She goes I've

22

got investors (inaudible) right now, it's probably

23

worth 90 grand.

24

investors right now that will pay you 85 cash, because

25

the rent's 1,800.

Write that down, but I've got
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1
2

I had a buyer that would pay me 85.
always go to buyers, you know, who do I go to?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

I

go to buyers.

Buyers.
I don't do the Internet, I

Where do I go?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Buyers.
Test that, buyers,

8

wholesalers, property managers, landlords who actually

9

buy.

10
11

They know the prices, not talk, not research.
We've got to get you focused on making

money.

Focused on what?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Making money.
So I called Terry back.

14

Terry, we made a mistake.

15

and here's why, Joe, the wholesaler, didn't do his

16

research on it, he was looking on the wrong streets,

17

which is common sometimes, right.

18

This thing's worth 90 grand

I said Terry, I'm going to buy it, but I've

19

got to pay you some more money.

20

going to be fair.

21

I don't think it's

Guess what Terry said, my deal's a deal.

22

I'm like I'm begging her, Terry, take an extra four

23

grand, come on.

24

you found a killer deal.

25

I'm going to make a fortune on this,
And she wouldn't do it.

So we double checked, triple checked, sent
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1

my man to buy the properties, interview the tenants,

2

inspect it.

3

Now here's the question I'm going to ask

4

before the break.

5

for 85 without even trying, right, and I got another

6

(inaudible) for 40 with probably closing costs, it's

7

already rented, the tenants have agreed (inaudible)

8

all at once, right (inaudible) few repairs and get

9

about 750, they don't rent, and I'm going to make a

10
11

lot of money.

It's worth 90 grand, I got a buyer

That's 1,500 dollars coming in.

If you borrowed 43 grand for somebody

12

(inaudible) application, you're paying about 400 bucks

13

a month in St. Louis with taxes and insurance.

14

Write this down.

PITI.

Principal,

15

interest, taxes, insurance.

Tax and insurance are

16

(inaudible) in time, right.

Tax and insurance

17

Missouri, Indiana, Tennessee are cheap.

18

parts, great rental property.

19

1,500 coming in, plus vacancy and repair, minus

20

vacancy and repair.

21

Texas, some

(Inaudible) I've got

Here's the question before the break, can

22

anyone in this room, the title's good, the numbers are

23

good, the numbers are the numbers, here's the question

24

I have to ask any of you, can anyone here give me a

25

reason not to buy this property?
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1

Remember (inaudible) doing it and not doing

2

it?

Two minutes folks, before the break.

3

in this room give me any reason?

4

it's worth 85 to 90, I'll get for -- 42, 43 grand all

5

in, the cash flow is like crazy.

6

room give me any reason not to buy this?

7

Come on, make something up, try.

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Can anyone

I don't live there,

Can anyone in this
Anybody?

(Inaudible).
What was that?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Black mold.
Huh?
Black mold.
We've already sent three

14

inspectors in, three contractors, guess what they

15

tested for, mold, we'll talk about that a little bit

16

tomorrow.

17

It's a great property.

That's not what

18

everybody told you, it's a 40-year guarantee, about a

19

two-year-old flat roof.

20

inspected the repairs.

21

guys did it.

22

with the repairs.

23

repairs?

We've already tripled
Joe did it, Terry did it, my

Triple verification, there's no problems
What are the problems with the

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

like oh, there's a, there's a tornado tomorrow.

2

AUDIENCE MEMBER:

(Inaudible).

3

ROBERT SHEMIN:

4

I live in South Beach, it's been under

Nope, no construction.

5

construction for 40 years.

6

airport is, it's been under construction since I've

7

been 10 years old.

8

like it, but again, we got, we ran test stats, we got

9

renters lined up, everyone is in high demand, jobs

10

Here's where the Miami

People live there.

So you may not

coming in, it's going like this.

11

Last call, anyone give me any reason not to

12

buy it?

13

buy it, why not to buy it.

14

Did you hear the reasoning there?

Not why to

So once you put it under contract, what

15

could you do with this property?

16

always cancel it, but why would you cancel it?

17
18

You have to -- y'all are focused on weird
stuff.

Stop it.

Make money.

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23
24
25

Well you could

stuff.

What's your focus?

Make money.
What's your focus?
Make money.
No, it's not, it's weird

Stop it.
Once you put it under contract, what can you

do with this property?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

That's called wholesale.

Could you wholesale this to another investor?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

40 grand.

7

week or two, awesome.

8
9

Sell it.

Yes.
85 grand minus 45 is

Now I know some of y'all make that every

What else could you do with it?

Good

answer.

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Hold it.
You could hold it and cash

12

load 800 to 1,000 dollars a month for the rest of your

13

life and your grandkid's life with some vacancy and

14

repairs.

15

What else could you do?

Hold it for 10

16

years and rent it.

17

little bit, probably sell it for 90, 95, besides

18

wholesaling it, you know, once you all, then you wait

19

30, 60 days, sell it for full, full retail, correct,

20

like a rehab.

21

You could buy it, clean it up a

We're talking about 30 to -- 20 to 50 grand

22

on this deal.

Once you buy it with somebody else's

23

money or your money or a loan from somebody, what

24

happens to your net worth?

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

It goes up how much?
(Inaudible).
No, 40, 45 grand.

I used to

4

work a year and a half at a restaurant to create

5

45,000 dollars of money.

6

ugly, not great duplex in St. Louis, folks.

This is one little dinky,

7

Any reason not to do the deal?

8

Now let's take a break and then we'll talk

9

about the money, because where's the money coming

10

from?

Now you could wholesale, but if you want to

11

hold it, you've got to come up with the?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

Money.
Are y'all learning some

stuff?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Yes.
Y'all like the hints?
Yes.
What's one or two things

19

that you learned in the last 30 minutes, before the

20

break?

21

You're doing good, except for the weird

22

thinking.

It's okay.

23

two things you've learned?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

got to hold everybody accountable.

4
5

Accountability.
Accountability.

Number two, how about property management,
did you learn some stuff?

6

Thanks for your help.

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

How to screen them over the phone.
AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Right.
Yeah.

What's something else

you learned?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

Yes.
Did y'all learn some stuff?

10

12

Someone's

Value people's time.
Value people's time, your

own time.

16

How about some about flat roofs?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Oh, yes.
Correct.

And did you

19

notice, none of that stuff would show up on the

20

Internet, this is all local experts.

21

the lane redevelopment, I didn't know there was a

22

hospital on the corner.

23

on the Internet, correct?

24

on Zillow, right?

25

wholesaler that I mentioned was not an expert in the

I didn't know

That's not going to show up
That's not going to show up

And even the experts that, the

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

EX 12, p. 180

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 182 of 526
181
1

streets, Terry was not an expert, but she still is

2

making a lot of good money.

3

By the way, at closing I sent her an extra

4

2,500 bucks.

5

I sent her a check for 2,500 extra besides the 5, and

6

guess what I told her, I asked her Terry, what do you

7

and your husband like to do?

8

cruises.

9

said Terry, I'm sending 2,500 bucks, experiences are

10

I mean I don't think that cost me 2,500.

She likes to go on

How many of y'all like to go on a cruise?

better than money.

I

What's better than money?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

Experiences.
I said look, it's your

13

money, do whatever you want, but I want you and your

14

husband to take a cruise, a really nice one and I want

15

you to send me some pictures.

16
17

And guess what she did about six, eight
weeks later?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

She went on a cruise.
She went on a Royal

20

Caribbean, got a big suite or whatever, sent me

21

pictures.

22

the -- guess who she always calls first?

When she found a great deal, guess who

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

You.
Look at my phone, she called

me twice last week with great news.
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1

relationships, folks, it's not about the people.

2
3

AUDIENCE MEMBER:

How can you trust people

if they won't steal your deals?

4

ROBERT SHEMIN:

Because it's under contract.

5

We'd file a piece of paper down at the Courthouse.

6

We're not there yet.

7
8

By the way, since 1994, guess how many deals
I've had stolen?

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

Zero.
Zero.

In America.

Guess

11

how many deals my management had stolen out from under

12

me?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

Zero.
Zero.

Most stuff we worry

about.

16

Now if we're in Israel, I do not trust you,

17

I cannot trust you, please, right.

18

talking to me, I don't believe you.

19

name.

20

Why are you
What's your real

America is a -- by the way, we have it under

21

contract.

And last thing, we'll do contracts in a few

22

minutes, we file down at the Courthouse.

23

do?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

under contract, we have a title lawyer who does all of

2

our paperwork whenever we buy a house or sell a house,

3

lawyer, title lawyer, in California they're called

4

escrow, they file a piece of paper.

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

What could it be called?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

They file a what?

A piece of paper.
It's called an affidavit.

Affidavit.
But I really don't care.

I

10

call the attorney, it costs a little money, it's

11

different in every State, every State's different,

12

every State's different, every State's different,

13

every State's different, and say file a piece of paper

14

showing I have this under contract until March 15th.

15

You also go to the Internet, we have them in

16

our form stuff and get a non-disclosure.

So if they

17

do that, you can sue them, but if they go to close it,

18

they're going to pull a title as a piece of paper

19

filed that says Joey or Joey's company has it under

20

contract until March 25th.

21

contract it.

They can't close it, can't

No attorney will touch it.

22

File, file, file.

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

AUDIENCE MEMBER:

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

What's the answer?
File.

Who files?
You do -- the title owner.

EX 12, p. 183

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 185 of 526
184
1

ROBERT SHEMIN:

The attorney.

Now it might

2

cost 50 or 100 bucks.

3

State's different.

4

very advanced technique, thanks for asking.

5
6

Every State's different.

Every State's different.

That's a

Let's take about a 15-minute break, sound
good?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

Every

Good.
Hey, give Andre and Nicole a

big hand, they were (inaudible).

10

We have a meeting in the first morning

11

break, it's now -- hey, Andre and Nicole, thanks for

12

helping me out the other day on that stuff, thank you.

13

Appreciate it.

14
15

15-minute break, good.
stuff?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

Y'all learn some

advanced.

Yeah.
Good question, Joey, very

I'm here for you.

19

(Whereupon, a recess was taken.)

20

UNIDENTIFIED MALE:

21

CHRISTINE BARKER:

22

UNIDENTIFIED MALE:

23
24
25

Good morning.
Good morning.
How's the coffee or tea,

are you a tea lady?
CHRISTINE BARKER:

With my throat the way it

is, the tea is feeling great.
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1

UNIDENTIFIED MALE:

2

CHRISTINE BARKER:

Cold bothering you?
Yeah, some sort of sinus

3

something, I don't know.

I got some Sudafed, but I

4

really feel like it just makes me feel involved.

5

don't feel that much better from it, but --

6

UNIDENTIFIED MALE:

7

CHRISTINE BARKER:

8

UNIDENTIFIED MALE:

10

medicine.

11

took Afrin.

12

16
17

Yeah, it seems to like

That's why I never take

I -- (inaudible) all natural.

CHRISTINE BARKER:

Yeah, yeah.

Last night I

You know

what, maybe I'll try that.

14
15

Is your nose stuffed up?

compact and then drain and --

9

13

UNIDENTIFIED MALE:

Because I just couldn't

breathe.
CHRISTINE BARKER:

Yeah, well I'd like some

honey, but sugar will have to do.

18

UNIDENTIFIED MALE:

19

CHRISTINE BARKER:

20

UNIDENTIFIED MALE:

Is it allergies or?
I don't know.
Something, something's

21

going on, because I, I got like that, last night I

22

couldn't breathe.

23
24
25

I

CHRISTINE BARKER:

Nicole, her name is

Nicole, right?
UNIDENTIFIED MALE:
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1
2

CHRISTINE BARKER:

met with, her name's Nicole, right?

3

UNIDENTIFIED MALE:

4

CHRISTINE BARKER:

5

The girl, the girl that I

Yeah, Nicole.
Yeah, she had the same

thing.

6

UNIDENTIFIED MALE:

Yeah, I talked to a lot

7

of people, I don't know if it's (inaudible) Vermont

8

where it's like negative 4,000.

9

CHRISTINE BARKER:

10
11

ROBERT SHEMIN:

Yeah.

Y'all ready for some more?

Ready whenever you're ready.

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

We're ready.
Here we go, folks.

Okay.

14

Let's go through some more deals, would y'all like

15

that?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20

Yes.
Is this helping out?
Yeah.
Let's finish up with this

deal.

21

So we found the deal, she found it from a

22

wholesaler, put it under contract, verified, it was

23

(inaudible) to renegotiate.

24

talked about you can wholesale it, you can rent it or

25

you can sell it.
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1
2

Now the million dollar question for the
43,000 dollar question, how do you find the money?

3
4

So you found this deal, I would like to now
buy and hold it and rent it.

5

Great answer, but it's -- what does it take?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Money.
So where's the 43 grand plus

8

reserves from?

Always have reserves.

9

wrong answers, just (inaudible).

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Anybody?

No

Money, money lenders.
Money lenders, well a hard

12

money lender you can do it to buy it but not to hold

13

longer, because a hold money lenders will charge a

14

high interest rate.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Partners.
We give you some hard money

17

when there's like get a property, fix it, rent it.

18

Once it's fixed and rented, easier to get a loan on

19

it.

20

So write this down, easier to refinance than

21

get a new loan.

22

long-term rentals.

23

it, fix up -- this doesn't need any fixing and then

24

get a refinance on it.

25

So hard money loan is not good for
You could use it to buy it, rent

What did you say, Alyssa?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

Money partners.
Money partners, that's what

I use.

4

So my assistant, Baraina, did a better one

5

sheet with a little bit better pictures, a little bit

6

better, but this is okay, and I showed it to a couple

7

people.

8

world.

9

So I'm going to tell you what happened real

The day after she did the one sheet I was

10

going to see my dentist, Dr. Stephen Roth.

11

we raise money, this is how I was actually.

12

Dr. Roth, he's kind of a buddy of mine, you know, I

13

know him a little bit and I asked Dr. Roth, I said

14

hey, Dr. Roth, you know, you're a successful dentist,

15

what do you invest in, how's it going?

16

sometimes like to talk about?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Here's how
I went to

What do people

Themselves.
How bad their investments

19

are.

How many of y'all know people like that?

20

Doctors, dentists, lawyers, accountants, owners, and

21

literally this is what happened.

22

Dr. Roth says, you know, I just (inaudible)

23

with my accountants about a week ago and man, this is

24

just great, he goes, but I got a problem, we make a

25

lot of money fixing people's problems.
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1

make a lot of money?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

Fix people's problems.
Bigger problem, the more

money you make.

5

How much would you pay for a manicure or an

6

ingrown toenail to fix?

7

to fix your heart that's about to explode or your

8

aorta is about to implode?

9

more for the toe?

10

Why?

What would you pay my cousin

Would you pay a little

Bigger problem.

I don't love big problems.

I love big

11

problems on real estate, you'll make more money.

12

of you are scared of them; I love them.

13

for fixing big problems, got it.

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Most

You get paid

Yeah.
So anyway, I said Dr. Roth,

16

how's it going.

17

don't have a property, get a potential property.

18

what are you, what are you investing in now, what are

19

you doing.

20

just ask.

21

we've got a problem.

22

year.

23

I want you to have a 5 to 10 -- you
Hey,

I don't know what they're going to say,
Dr. Roth says ah, I'm doing really well,
I'm paying a lot of taxes last

I said really, why is that?

He goes well

24

I'm making money and you know I'm a dentist, not that

25

much that we write off and that's the deal.

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

EX 12, p. 189

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 191 of 526
190
1

And I said Dr. Roth, you're a pretty smart

2

guy, I do some real estate.

He goes I know that.

And

3

I go I'd like your opinion.

He goes what do you got?

4

And I pulled up this one sheet and I said we

5

found this deal in St. Louis, it's worth 85 to 90, the

6

repairs are really zero.

7

buying it for that, what do you think?

8

because guess what he's investing in, like most

9

dentists and doctors?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

The rent's this, we're
He went crazy;

Stock.
Stupid stuff -- I mean bad

stuff.

13

Hey, let's take a vote right here, who in

14

this room has some type of savings, investment, 401,

15

it could be a dollar, it could be a million, I don't

16

care, I'm not going to ask you what it is, I'm going

17

to ask you what your return is.

18
19

Who has some type of savings, investment in
something?

20

Okay.

Who here makes 30 percent annually

21

plus safely on their investment, whatever it is?

22

here makes 20 percent or more safely?

23

10 percent or more safely?

24

more safely?

25

in?

Who makes

Who makes 5 percent or

Who makes 0 to 5 percent.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Chevrolet stocks; not done

No.
No.
No.
What do y'all do, mutual

fund, stocks, bonds?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

(Inaudible) Chevrolet.

so well last year.

7

10

No, but what's it in stocks,

bonds, crypto, ant farms, real estate, old --

4

6

A 401(k).

401(k).
Yeah, but what's it in, 401

is an account.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

Stocks, yes.
Huh?
Stocks.
And have you done that well?
No.
No.

How are you going to

21

get rich if you only making zero to 10 percent?

22

impossible.

23
24
25

It's

Let's spend 30 seconds on this, because I
got this deal.
Look up real inflation rate.
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1

what inflation is?

2

less each year.

3

inflation rate is about 3, 4, 5 percent, something

4

like that, pretty low.

5

Inflation means your money's worth

The U.S. Government today says

Let's make it old school, 30 years ago, what

6

did a cup of coffee cost, a good one, or an ice cream

7

cone 30 years ago?

Somebody give me a number.

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

25 cents.
25 cents, 30 cents.

What's

10

a good cup of coffee or ice cream cone cost today for

11

most people?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

$4.50.
Starbucks.

14

Starbucks, it makes no sense.

15

Spanish is big.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

I don't speak

Grande in Italian and

Big.
Grande in Starbucks is

small, makes no sense.

19

Anyway, let's get on to real estate.

20

A cup of coffee at Starbucks is like 4 or

21

5 dollars.

So what's the inflation rate from 30 cents

22

to 4 dollars, or 3 dollars?

23

means your money's 100 percent worth less, would be

24

30 times 2, that's 60.

25

of percent less than it was 40 years ago.
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1

Have your salaries gone up that much?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

No.
Now, no politics in here,

4

we're here to show you how to make money.

5

focus?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

What's our

Make money.
So, anyway, have you noticed

8

the last few years in many countries like Europe and

9

the U.S. really strange elections, people are upset,

10

people are out in the streets.

Anybody know why?

11

Because it's not working anymore.

12

My parents and grandparents and maybe yours

13

could work for a company, get a pension, buy a house,

14

retire and live pretty well.

15

disruption and (inaudible) with artificial

16

intelligence, 70 percent of the jobs kids are learning

17

and you're doing won't exist in five years.

18

up.

19

And though with all the

Look it

Are you prepared for that?
Now there's always opportunity to make money

20

if you know what you're doing.

21

going to be around, correct?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Real estate's always

Correct.
80 percent of the multi

24

millionaires in Africa, Latin America, Asia, South

25

America, Middle East, Europe, guess what their multi
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1

millionaires from?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

Real estate.
Real estate.

What's a good

business to be in?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

What percent of stock traders can make

8

money?

9

lose money.

10
11
12

A day trader?

Real estate.
I like those odds.

Fact, 20 percent; 80 percent

I don't like those odds, correct.

I'm a simple person.

I don't like a lot of

risk.
Real estate, if you know what you're doing,

13

over time is pretty much a winner; and how long has

14

that been going on?

15

AUDIENCE MEMBER:

Forever.

16

ROBERT SHEMIN:

17

So the Government says the inflation rate is

Forever, correct.

18

3 to 5 percent.

19

real inflation rate, University of Buffalo, real

20

inflation rate.

21

is more like 8 to 12 most years.

22

Write this down.

Look up tonight

They said the actual inflation rate

So if you're making 5 percent (inaudible)

23

you're probably losing 2 to 5 percent most years.

24

That's why people are getting upset.

25

Now watch this.
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1

wisdom (inaudible) inflation rate, but they leave out

2

two things, energy and food.

3

Government leave out in their inflation studies?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

10

not this half.

Energy and food.
Does that make any sense?

Does that make any logical sense?

So tonight if you have five minutes, look up
real inflation rate.

13
14

What are the two biggest

That's like let's count the people in this room but

11
12

Energy and food.

expenses for most households?

7

9

What two things does the

It will freak you out.

A lot of noise out there, folks.

Money's a

game, taxes are a game, real estate's a game.

15

Once you know how to play the game, it's

16

much easier to make money and reduce taxes, believe

17

me.

18

fun.

If you don't know how to play the game, it's no

19

If you put me out on the Rugby field with

20

the Australian lightning team or an NFL Superbowl

21

team, am I going to have any fun?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24
25

No.
No, I'm going to get killed,

correct?
But if you put me in the game of taxes and
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1

real estate because I've been trained, and guess what,

2

I'm going to play and have fun.

3

Write that down, real estate's a game,

4

money's a game.

5

fun game.

6
7

10

Make it a

A lot of you are way too serious about
money.

8
9

Learn the rules, have fun.

I know that because I was, too.
So let's get into this deal.

So I went to

my Dr. Roth, what's his main problem, he just told
you.

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

Investments.
Not bad investments, he's

13

not making that much money, he's making about 5 or 6

14

or 7 like most of you, but what is he really

15

bothering, he's paying?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

Taxes.
Taxes.

I said well,

18

Dr. Roth, maybe you could get in this deal with me if

19

you want, I like your opinion, and we talk to your

20

accountant and figure out a way to get some tax

21

write-offs.

What is the key word there?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

He went crazy.

This is a great deal, I want

2

in, oh, I want a tax write-off, let's call the

3

accountant now.

4

freaking hole in my tooth, wait until they, you know,

5

get your, you know, the suction thing out of my mouth

6

because he was talking all excited and let's do (made

7

a noise).

8
9

I'm like dude, like there's a

So then he calls the accountant and we set
up a meeting because the accountant is the

10

decision-maker.

Ask who makes the decisions.

Right,

11

my realtor friends, a lot of times you're on the

12

husband and it's not him that makes the decision, it's

13

the wife.

14

who?

Only negotiate with decision-makers.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

With

Decision-makers.
Who make the decision?

So

17

we did a three-way call with his accountant and

18

Dr. Roth, guess what Dr. Roth has that I don't have --

19

by the way, he's into private banking at Bank of

20

America, so am I in South Beach.

21

(inaudible) loans from us, guess what I'm saying, no,

22

get out of your head, we're going to borrow 40 grand.

23

I've got over like 500 leases, they're in a

Bank of America

24

wheelbarrow.

I've got to go down to the bank with my

25

favorite wheelbarrow of paperwork, my tax returns,
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1

1,400 pages long, or Dr. Roth goes down, they already

2

have his file, it's like six pages with a couple of

3

W-2s or whatever and he makes a lot of money and his

4

credit is stellar.

5

So is mine.

Who's loan is never getting approved?

6

too much work, folks.

7

a job.

8

mortgage business.

9

It's

I'm self-employed, I don't have

Too much paperwork.

Who (inaudible) the

I am not kidding you.

You got three

10

mortgages, one's this high with leases and tax returns

11

that nobody understands and then some doctor comes in

12

with six pages, you see his income, or her income,

13

which one's getting approved quick?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

The doctor.
Real world, folks.

I can

16

get loans, but it's a nightmare and I don't want it.

17

So he called Bank of America, he got a loan, 30 years

18

at 4.6 percent interest approved like in 45 minutes,

19

they closed in like two and a half weeks because he's

20

a stellar customer.

21

He borrowed all the money.

I negotiated

22

with him and his accountant, I said listen, you're

23

going to hold the money from, from the bank, it's your

24

loan.

25

an LLC, the lawyer drew it up.

I'll record it against the property and we did
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1

paperwork?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Lawyer.
And he owns 20 percent of

4

the net rent, 20 percent of the profit, so I have my

5

manager collects the rent, pays the bank mortgage and

6

the tax and insurance and I get 80, he gets 20.

7

So how much of his money is in this deal?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

None.
None, it's Bank of America's

10

money.

What does Dr. Roth have that some of you and I

11

may or may not have?

12

Does it hurt his credit or help his credit?

Easy way to get (inaudible).

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15
16

Helps.
Helps.

It doesn't hurt it

because he's got a contract, so it's being paid.
Now this is so important before we move on,

17

we're all investors, you're here to be investors,

18

whether you do one house or 100, return on investment.

19

So Roth or you puts 100 dollars of cash into

20

a stock or a piece of real estate, write that down,

21

100 dollars.

What's their investment?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

100 dollars.
Cash, okay.

At the end of

24

the year he makes a 10 dollar profit, you make a

25

10 dollar profit.

What's your return on investment,
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1

what's 10 dollars on a 100 dollar investment?

2

10 percent.

3

Write that down.

Everybody with me?

He took 100 dollars cash

4

or you took 100 cash, invested it.

5

what we're interested in, return on investment is

6

10 percent.

7

The ROI, that's

Now your (inaudible) has a great investment,

8

you've got to be safe, know what you're doing, real

9

estate stocks, and he borrows it from his rich cousin,

10

Shak Shaina, or he borrows it from a hard money loan

11

or a bank, but Shaina says listen, Brock, I make

12

3 percent of my money in the bank and I'm not going to

13

take it out.

14

they agree on 5 percent.

15

at the bank, 5 percent interest.

16

Opportunity calls, I need some money and
A little more than she makes

So Brock or you makes the same 10 dollars.

17

How much of Brock's money is in it?

18

Brock's money is in it?

19

Shaina or somebody.

How much of

He borrowed the money from?

Got it.

20

How much of his money is in it?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

has to pay Shaina 5 for using 100.

24

only investing that, she knows what she's doing,

25

right.

Zero.
He makes 10 dollars, but he
She's safe, she's

To be safe, got to be a good investment.
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1

Only one thing worse than losing your money?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Losing somebody else's.
Don't do it.

Make sure the

4

investment's good, triple check it, back-up plan, A, B

5

and C.

6
7

So Shaina makes 5 dollars for the use of her
money and what is your, you or Brock make?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

What's your return on

investment on this second scenario?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

5.

5 percent.
5 percent; no.

your money is in it?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Zero.
Get your calculator out, put

16

I made 5 dollars divided by zero.

17

calculator do?

18

What's your return on investment?
so important, folks.

20

no money in it, you made 5 dollars.

21

Would 100 percent be pretty good?

22

it.

24
25

What does your

It blows up with error.

19

23

How much of

Y'all are investors?

This is
They have

100 percent.
You put nothing in

How do y'all think about 100 percent, would
that be a good return on an investment?
AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

Well it's not the answer.

2

I'll make it so easy for you, how many off you ever

3

seen the movie Toy Story.

4

seen Toy Story?

5

time, to?

What does Buzz Lightyear say all the

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

Beyond.
What's a return on

Infinity.
To?
And beyond.
What's the return on

Infinity.
To?
And beyond.
And?
Beyond.
How many of y'all think

infinity is better than 10 percent?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

And?

investment?

16

22

Infinity.

investment?

11

15

How many have y'all ever

Yes.
How many of y'all think

infinity is better than 100 percent?
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1

That's the beauty of real estate.

You use

2

other people's money or the bank's money or the

3

dentist's bank's money or your cousin's bank's money

4

or your sister's credit cards money if you know what

5

you're doing.

6

What's your return on investment?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

own deals?

Infinity and beyond.
Why do I not use cash in my

How many of y'all think infinity is better

10

than 20 percent?

11

yesterday.

There's your answer.

You asked it

12

What, how many of you have called some stock

13

market companies once you start investing, hey, we got

14

a great new mutual fund and a great new opportunity

15

for you and ask them this question, hey, I'm in real

16

estate, I've been trained, I know what I'm doing, so

17

(inaudible) and I say do you have those infinity

18

funds?

19

in your stock fund if you pay me every month?

20

guess what they all say?

21

does in real estate, I'll show you my deals.

22

They go what's that?

Why do I put any money

Doesn't exist.

And

I say it

So all of you got to get out of your heads,

23

whether you have it on your credit doesn't matter to

24

me.

25

Because I got money in my bank account today, I don't

I'd say don't use your money anyway.
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1

use it for real estate.

2

returns and you can still do that with real estate if

3

you know what you're doing, whether you're fixing and

4

selling or renting.

5

Why?

I like the (inaudible)

So not having any money is an excuse.

How

6

many of y'all know -- how many people do you know and

7

not know?

8

you're doing.

9

sheet.

You can use them for money if you know what
Ask their opinion, show them a one

So that's how I financed this deal.

10

How many of you think 80 percent is okay?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

Yeah.
Right.

Every deal is

different, every investor is different.

14

So, there's that deal.

15

Now who wants to rehab?

Buy, fix and sell.

16

I have a rehab machine based on Christina and Tarek's

17

elevated system and we do sometimes zero, sometimes

18

two to five deals in a month in Miami Beach where they

19

are our own deals.

20

So we send direct mail.

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

What do we send?

Direct mail.
Direct mail to out-of-State

23

owners, high equity properties, divorce, we went

24

through that yesterday.

25

a numbers game and we do two to five rehabs.
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1

Now these are in the 18 to 25 percent net

2

return, but we do them very quick, very fast and we

3

have them pre-sold, so the risk is very limited.

4
5

We get, we get our buyers first.

What do we

get?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Buyers first.
Buyers first.

We run test

8

stats, possible three bedroom, two bath rehab in

9

Miramar, this is one of them, just a quick sample to

10

me, it's whatever.

11

So this is the address, 6151 Southwest

12

150 (inaudible) Court, single-family home.

13

going to buy it, fix it and sell it.

14

The purchase price was 170.

We're

Now watch this.

15

The acquisition costs, we put a 10,000 dollar or a

16

wholesale fee to ourselves.

17

ourselves.

18

Well let me ask this, how many of y'all have bills?

19

Mortgages, rent, cars?

20

bills, even though we're going to rehab this thing and

21

sell it in 90 days, we're like a machine, 60, 90 days

22

we buy them, fix them, sell them.

23

We've got a great crew.

We wholesale it to

How many of y'all think that's crazy?

You need money to pay your

I've got a project

24

manager.

So I used to manage the projects myself, run

25

around, make sure the contractor is on time.
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1

good at it, I don't like it, it's kind of stressful.

2

So guess what I decided, remember your time

3

sheet yesterday, find somebody else who's better.

4

I found this guy named Michael Marchinari.

5

been involved in construction probably 100 houses,

6

maybe 200.

7

deals with contractors better than me.

8

What does he do?

9
10

He's a,

He's much more organized than me.

AUDIENCE MEMBER:
ROBERT SHEMIN:

So

He

He loves it.

He loves it.
(Inaudible) costs a lot of

11

money if I didn't have Michael do this for you or me

12

or somebody?

13

house gets sold.

14

realtor, but he is a realtor but not acting as -- he's

15

a project manager, he does everything.

Guess when Michael gets paid?
He gets 3 to 7 percent.

16

What does he do?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

When the
He's not a

Everything.
He already texted, so he's

19

running around checking on our properties right now

20

because he gets 7 percent of the profit.

21

Let's see what he gets.

So we wholesale

22

this for 10 grand, what's 7 percent of 10 grand?

23

700 bucks.

24

made 9,300 dollars.

25

to do projects?

So he gets 700 dollars at closing and I
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

No.
Say yes, get to know

(inaudible).

4

Who's ever done a big real estate

5

development, 10 million, 20 million, new construction,

6

shopping mall?

7

What does the developer do?

The developer puts a fee in up front.

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Puts a fee in up front.
Because they've got to pay

10

bills.

Who's ever done a movie, movie, (inaudible)

11

movie.

The movie producer, like we, we are real

12

estate producers, puts everything together, raises the

13

money, finds the super-duper actor.

14

point at you, Mr. Actor gets the script and what does

15

the producer put up front in the movie so they can pay

16

their bills and have a private jet and have a couple

17

secretaries working for him?

18

front?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21
22
23

folks.

I don't want to

What do they get up

Fees.
A fee.

Y'all need money,

Anybody in the room got too much money?
So we put a fee up front and we disclosed

our investors.

Is that okay?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

the deal's got to be good.

2
3

So we bought it for 10,000, plus 2,400 to
close it, total purse is 182.

4

Now the expenses are 34,000, mostly the

5

rehab, right, the repairs.

6

points, you need to know your local costs.

7

for 251 and after paying ourselves and everybody,

8

what's the dent in seven weeks?

9

to do a loan now?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

33,864.

We sold it

And how many

2 to 5.
2 to 5.

And y'all could get

by on that?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

There's the loan closing

Oh, yeah.
Do we have our own money in

it?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

No.
No.

We used a hard money

18

lender to get the 60 to 90 percent and we go to our

19

money partners and do a gap fund, that's part of the

20

interest and the rehab costs, loan points.

21

none of our own money in it.

22

So we have

We show a lot of investors, ask a lot of

23

people, talk to a lot of people and guess what some of

24

them say, I want to do it.

25

person and they jump up and down and give us a check,
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1

it's a numbers game.

It's a what?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

Number's game.
And once you do one and pay

them, what happens?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

They want to do it again.
They want to do more.

Our

7

investors are making 10 percent a year and most of my

8

people are making 3, 4, 5 percent at the bank, but

9

this money is returning every three months, every

10

three months, every three months, every three months,

11

every three months.

12

It's a machine.

Who decorates it?

13

local realtor at the time decorates it and our

14

property manager knows what sells in these

15

neighborhoods.

We use experts.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

The

Who do we use?

Experts.
I am not a decorating expert

18

in Miramar, in Kendall.

19

sells 80 houses a month over there and our project

20

manager who knows what sells.

21

Guess who is, the realtor who

So who do you use?

Correct?
And every market's

22

different.

23

(inaudible), I just want to show you a quick rehab.

24
25

You'll get into decorating some

By the way, the last six of these I've done,
one of these houses is a mile and a half from where I
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1

live, do I go see the house?

2

house?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

Nope.

Have I seen the

Yes.
How?

Now we're going to

5

take another step, we use Pobio, P-O-B-I-O, all the

6

pictures are on there, all the contracts are on there,

7

all the bids, all the hard money lenders can see it,

8

our investors can see it, I can see it, you can block

9

people.

10

So now we're (inaudible) in this deal.

11

Anywhere, all the pictures, you verify every

12

(inaudible).

13

If a (inaudible) contract, Association of

14

Home Builders is one of the best places to get a

15

contractor bid.

16

(inaudible) with the contract and ask them, give me

17

the last three jobs you've done.

Association of Home Builders

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

Which ones?

Last three.
Show me the paperwork, give

20

me the phone numbers, I want to make sure you were on

21

time and on budget.

22

follow what?

People follow patterns.

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

People

Patterns.
Number two, ask the manager

at Home Depot, Lowe's, Sherwin Williams, who's a great
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1

contractor in this area?

2

They will tell you.

Realtors, give you an example, Karen

3

(inaudible), she sold 140 houses a year in this

4

(inaudible).

5

dominate.

6

settle for, they will give you the comps, they will

7

tell you how to decorate because they know those

8

streets.

Every area has one or two builders that

Call them, they will tell you what to

They know which streets?

9

Karen Hoff will say (inaudible) for 780, but

10

you can discount a bathtub, you can discount a marble.

11

If you don't get this kind of marble in there, I can't

12

get 780, I'll get 720.

13

this kind of paint, that's what people are buying this

14

year.

And it's this kind of kitchen,

15

We use a local expert.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

Who do we use?

Local expert.
Now Christina is one of the

18

best decorators in the world, some of you all like

19

decoration.

20

Christina told me to tell you go to her

21

Pinterest, I'm not a big Pinterest person.

22

know what Pinterest is?

23

P-I-N-E -- whoever Pinterest (inaudible).

24

called?

25

How do you spell it?

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

How do you spell it?

2

Interest with P in the front, P-I-N-T-E-R-E-S-T.

3

Christina has a Pinterest account, shows you all her

4

latest decoration stuff.

5

Who do I use?

How many of y'all like that?
(Inaudible) Christina,

6

expert, she's really good at it, although Tarek's

7

(inaudible).

8
9
10

So let's do another deal.
deal, correct.

So that's a rehab

How long does this deal take us?

We'll go through the (inaudible).

11

Now what I'm going to do right now, I've got

12

a couple minutes, I'm going to go very quick, way too

13

fast, how many of y'all want to do a bigger deal?

14

Huh?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17
18

Yeah.
(Inaudible) to me it's the

same system whether it's a duplex, house or whatever.
So somebody (inaudible) said they want to

19

make 125,000 a month, somebody said 5 grand, somebody

20

said 10 grand, somebody said 15 grand, correct.

21

So that deal there Terry made 7,500 dollars

22

wholesale, how many of those have you got to do --

23

that was a little junk deal in St. Louis.

24
25

How many of those would you have to do to
make 15 grand a month?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

Maybe.

Two.
Two.

I don't know.

4

Now I bought the place and my network

5

(inaudible) when I had 40 grand.

6

and make 35, 40 grand.

7
8

Is that possible?

You could sell it

How many, how many of (inaudible) one of
those months, if you're really good at it.

9

(Inaudible) wholesaling, everybody's

10

different, my (inaudible).

11

this, most people do nothing and think nothing, but

12

I'm going to wholesale 12, 14 years ago, I decided I

13

can do this five hours a week and I'll find one deal a

14

week.

15

You can never rely on

How many of y'all think it's possible to

16

find one deal a week?

17

properties, I make about 10 to 15 grand on them,

18

average.

19

Maybe you only do one a month, I don't know, maybe you

20

only do five a year.

21
22

(Inaudible) over 47, 48

That's not bad money, is it?

Correct.

It's up to you, correct.

You can do wholesale little deals, big
deals.

23

Now this is Kings Court in Memphis,

24

Tennessee.

There's aerial drone pictures.

25

way, guess who did this deal for (inaudible) for us?
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1

It has -- hold on a second, it has pictures, rents.

2

There are the employers, it's 150 doors.

3

doors?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

How many

150.
Write that down.

It doesn't

6

matter, there's 24 one bedroom, 82 two bedroom and 44

7

whatever.

8

There's all these (inaudible), there's been

9

(inaudible), there's been (inaudible).

There's the price, price per square foot.

10

expenses.

11

did everything.

Here's the rent, there's (inaudible).

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Everything.
Who did this report for me,

for free, for free?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

(Inaudible)
Say it again.
(Inaudible)
(Inaudible).

They were the

19

property manager, commercial property manager

20

(inaudible) Crestcorp.

21

beautiful report for us, what do they want?

Why would they do this

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24
25

They

What did they do?

12

14

Here's all the

The business.
The business.

They have

drones, did all the research.
Now, Loop.net, write this down, I'll say it
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1

three times slowly, L-O-O-P, Loop.net, loop, L-O-O-P,

2

.net.

Loop, L-O-O-P, .net.

3

Loop.net.

Who here knows what Loop.net is?

Largest

4

commercial Website in the world.

Retail, pretty much

5

full price, or above full price.

Very few real deals

6

on there, but great place to find realtors who work in

7

commercial, sell buildings, right.

8
9

We don't find a lot of deals on there.

So

we got on (inaudible) and we went to Loop.net and

10

found a commercial (inaudible) who sells apartment

11

buildings and said, called them up, my assistant did,

12

you could, and said hey, we're looking at some

13

(inaudible) building over here, give me buyers for

14

apartment buildings over in this area in Memphis.

15

And guess what they'll do (inaudible),

16

commercial broker said they had like six listings.

17

said yeah.

18

last year right over there, I know that area, I know

19

the value, I got buyers right now.

20
21

I

He goes I closed three apartment buildings

(Inaudible) under contract, they're under
contract?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Contract.
I would not get (inaudible)

24

without having it under a contract once we feel the

25

piece of paper to protect us because even though it's
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1

never happened to me, some unscrupulous realtor

2

investor people around (inaudible) file that under

3

contract.

4

Now let me (inaudible) this real fast.

5

I've been buying -- here's what you don't

6

realize once you get started, your team will build

7

your team.

8
9

Say it.
AUDIENCE MEMBER:

Your team will build your

team.

10

ROBERT SHEMIN:

Your realtor will find you

11

title lawyers.

Your title lawyer will find you

12

buyers.

13

contractors.

14

you're nice to them, not all, but most.

15

jerk, they're not going to help you.

Your property manager will find you

16

Your contractors will find you -- if
If you're a

Who has ever had a realtor, contractor,

17

title lawyer help you out a little bit with an

18

insurance agent or a contractor, but you've got to get

19

started.

20

(inaudible).

21

your team.

22

That's what you don't get, it's called an
If you're decent, your team will build
They know people in the business.
So here's what happened to us.

I'm bought a

23

crappy -- I mean a quality low income housing duplex

24

in Memphis and I used Crestcorp to manage it.

25

manager, I needed some work done on it (inaudible) but
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1

they said there's a contractor over there named Brian

2

Harris.

3

And Brian contacted me, I'm the owner in my

4

office of people and it was great.

5

time, he was on budget, very professional.

6

one day he came over (inaudible) hey, what's up, how

7

are you doing, be nice to me.

8

silly, but most of you don't do it.

9

He did the work on
And Brian,

By the way, this sounds

If you look at my phone, I only do real

10

estate on Tuesday, Wednesday and Thursday.

11

room is busy?

12

than most people in this room.

13

company, I write (inaudible), I do 100 speeches a year

14

all over the world, I have three huge charities, Open

15

Arms Foundation (inaudible).

16

a lot of my time, 60 percent.

17

Who in the

I'm going to (inaudible) you I'm busier
I have a publishing

And my charities take up

I fly 300,000 miles a year.

I have

18

27 companies, mostly real estate.

19

buyer, fixer, seller.

20

conferences with the Tony Robbins and whatever, so

21

(inaudible) sound too busy, you don't want to tell me

22

that or Andre or Nicole.

23

done, (inaudible).

24
25

I'm a lender,

I'm the emcee of these big

If you want to get something

Now why do I mention that?

Because I only

do real estate now four to seven hours a week, but I'm
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1

focused.

I'm what?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Focused.
And I'm making more money,

4

having more fun, feel better than I did the first

5

seven years when I used to work 80 hours a week in

6

real estate and never pay myself and I wasn't good at

7

it.

8

I'm (inaudible), I got a great team.

9

Now why do I mention that?

So you build a team or do it yourself, you pick.

Relationships.

10

If you look at my phone, every Tuesday and Wednesday I

11

block an hour, remember I said set a goal and block

12

time, most of y'all didn't do it because it works,

13

it's okay.

14

my people, my contractors, my manager, my wholesalers,

15

my favorite buyers and I just call them and say hey,

16

just checking in, how you been?

17

No.

18

Tuesday I block an hour and just call all

Relationship.

(Inaudible) business?

This morning you saw Anthony

19

called me, he's one of my big wholesalers, realtors,

20

builders in Nashville.

21

morning, hey, Anthony, how are you doing, how's your

22

son (inaudible)?

23

And Anthony texted me back, I checked it, he goes hey,

24

Robert, I got another deal.

25

I just called him this

What are you doing this weekend?

Are y'all getting this?
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1

AUDIENCE MEMBER:

Yes.

2

ROBERT SHEMIN:

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

I haven't seen him, I haven't seen anybody

It's about a what?
Relationship.
You have to be that good.

6

face to face in two years.

7

White, I haven't seen him in three years.

8

all the time.

9

in person.

10

My head contractor, Johnny
Now we talk

My managers in Memphis, never met him

They're with me for five years.
One of my assistants in Utah, we've been

11

together eight years, talk almost every day, hadn't --

12

I've never seen her in my life.

13

exists.

I don't think she

Can you do this virtually?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Say yes.

Yes.
Now face to face is always

16

nice and good, sure, but I don't do it.

17

money.

18

30 minutes, an hour.

19
20
21

Time is

If we had to drive across town, that's
That's a long time, folks.

You've got to change your mentality about
time.
So let's get into this deal, story.

22

Crestcorp getting Brian Harris, Brian Harris is a

23

great contractor, we talked a couple of times and

24

here's what Brian said, he has 22 employees, he's a

25

painter, contractor, does very well.
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1

He said Robert, I am tired of watching you

2

investors who never come to the property, you sit

3

there in an air conditioned truck, you know what I'm

4

talking about, buddy, I'm doing all the work,

5

painting, cleaning, doing carpets, patches and you

6

guys are making all the money.

7

It's, I'm tired of you.

He goes I want to

8

be an investor.

I said great, Brian, go to the class.

9

I don't have time, we don't have time to teach people

10

individually.

11

can't do one on one.

12
13

Tarek and Christina have a system, they

He went -- well how are you doing, welcome
back.

14

He went to the class, got our advanced

15

training and he did a couple deals and then he called

16

me up one day and he said hey, Robert, I'm still

17

contracting, but I'm also doing some investing, I love

18

it.

19

deal.

20

like okay.

21

He's making some money.

He said I got a great

How many of y'all have ever heard that?

I'm

And I called Crestcorp who gave him to me

22

and said Dan, is it okay if he comes to our class and

23

if we do some deals with him?

24

said, he goes he's a subcontractor, do whatever you

25

want with him, he's unemployed.
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1

people's relationships.

2
3

AUDIENCE MEMBER:

ROBERT SHEMIN:

10

Ask.

So he said you can do whatever you want with
Brian, he's a great guy, I highly recommend him.

8
9

Don't want to interfere with

them, don't steal people, right.

6
7

Respect people's

relationships.

4
5

What do you do?

So Brian found a duplex, he wholesaled it to
us, made a few bucks.

Is that okay?

Still a

contractor.

11

Then a few months later Brian called up and

12

said Robert, I got the deal of the century.

13

of y'all have ever heard that?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

your first reaction?

How many

Uh-huh.
When you hear that, what's

Mine was, too, I'm human.

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Red flag.
I'm like yeah, buddy, sure,

19

you've been in real estate four months, found the deal

20

of the century; and he did.

21
22

Oh, he's found three more of these that are
better than this one.

23

Huh?

So this is not a story, folks, it's a

24

system.

Who can find you great deals?

25

contractors, handy people.
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1

Who do they work with?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Homeowners.
Some homeowners and?
You.
Realtors and?
Me.
You, good, and investors and

8

fires and floods and people get divorced and all that,

9

and pay him something.

Once y'all (inaudible) the

10

deal, we'll give you 1,000, 2,000 bucks at closing,

11

that's what they make all week working hard, correct.

12

Pay people, take care of them.

Police

13

officers, bail bondsmen, title lawyers, accountants,

14

CPAs all find deals.

15

sellers are.

16

you?

17
18
19

They all know where motivated

How are they going to know to contact

So let's just do this real fast, got to, got
to go quick here.
So, Brian calls me up, he goes I want you to

20

help me with this deal, I don't know how to do it.

21

mentor will help you, but I want to do it with y'all.

22

And I'm like yeah, let's see what the deal is.

23
24
25

My

Now in any deal we have three questions.
How many questions?
AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

What's it worth, what are

2

the repairs, what can I get it for.

3

from yesterday?

4

you're not going to know what a (inaudible).

5

Remember that

Now if you're going to rent it,
Got it?

What's the property worth today, remember

6

that, and why, what are the repairs and why, what can

7

we get it for and why.

8

minutes yesterday.

9

Remember that first couple

So Brian says well I did a little research

10

and I'm kind of new, I called a broker that I know and

11

the manager and this is 150 units and they said each

12

door fixed up will be worth -- I do it by the door or

13

by the month.

14

doors, a triplex is?

The house is one door, a duplex is two

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19
20
21

Three.
A quadraplex is?
Four.
A quadraped is --

(inaudible).
What's the difference between one door and
1,000 doors; nothing.

22

(Inaudible) 150 doors.

23

So my second manager said do it by the door

24
25

by the month.

How do you do it?

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

So he said it's 150 doors

2

and fixed up it's worth about 20,000, maybe 22,000,

3

I'm going to go low.

4

we have high appraisals, medium appraisal and low

5

appraisal.

6

This is important, on every deal

Plan A, full price is 22, 23,000 a door.

7

Medium, things aren't so great, 20 grand a door.

8

it out the door, 18 grand a door.

9

House, you're going to fix it up, full price

10

is 400 grand fixed up.

11

buyer.

12

takes a little time, maybe 380.

13

350.

That's full price, retail

(Inaudible), you know, market's a little soft,
Blow it out the door,

14

I always go low.

What do I always do?

15

AUDIENCE MEMBER:

Low.

16

ROBERT SHEMIN:

If the rents are 2,000 a

17

month, I take off 20, 30 percent.

18

conservative.

19

room.

20

Blow

I'm very

I'm the most skeptical person in this

What do most investors do?

Everything's

21

going to be perfect, high dollar, high price and

22

things usually don't work out that way.

23

So we promise our investors and our partners

24

a lower return and then come back and say gee, we made

25

a mistake, we told you 18 grand a door, we just sold
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1

it for 21 a door, we apologize.

2

check.

3

Here's a bigger

We thought the rents were 800, they're

4

actually 1,000.

5

partner, we're going to give you a little more money.

6

How many of y'all like that?

7

overdeliver.

8
9

I'm sorry, Mr. Investors, this money

Underpromise,

We are not perfect by any means, we're
people.

10

What do most people in business do?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

Overpromise, underdeliver.
Correct, overpromise,

13

underdeliver.

Don't do it.

14

expectations.

Lower expectations.

15

Do you like that?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

Expectations.

Manage

Yes.
How many of y'all say you

18

don't, just max out the expectations and disappoint

19

people, correct?

20

Just checking.

So what's 20,000 a door times 150 doors?

21

Get your calculators out.

22

you.

23

dollars, high road, 3.5, low 2.7.

24

plan A, B and C in every deal.

25

Or I'll do the math for

This building is worth, mid road, 3 million
We always have a

So he called me up and said listen, this
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1

thing's worth 20,000 a door fixed up, 3 million

2

dollars.

3

it down, 3 million.

What's it worth after repaired value?

Write

4

Speaking of 150 doors, and here's the price

5

that he wants for it, he has it under contract, there

6

is the price right there.

7

150,000?

Huh?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Yeah.
It's right there.

He originally said 125.

Price,

10

150.

We said Brian, what did

11

you find this for?

12

to y'all and I want to be part of it.

13

it under contract for 100 and I wanted 25,000 of our

14

wholesaler fee.

15

that's not enough, you need 50 grand at least, so we

16

went to 150.

He goes I'm going to wholesale it
He said I got

And here's what I told him, no,

17

Does that cost us 25 grand?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

No.
No.

That's a property

20

mentality.

It's not what you spend, it's what you

21

get.

22

Brian would be okay, happy.

23

25 grand, guess how Brian feels now about us.

Yeah, we could have gotten it for 20 grand,

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

calls with every deal?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

AUDIENCE MEMBER:

6

ROBERT SHEMIN:
folks?

8
9
10

Does that cost us

No.
What's one deal worth,

Let's check it out.
So he says Brian, 150.

divided by 150 doors?

What's 150,000

1,000 doors a door, write that

down.

11
12

Huh?

money?

5

7

You.

Now Brian, this building, building's been
empty 80 years.

How long has it been empty?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

80 years.
Needs a lot of work, folks.

15

Some units don't need any work, some need a lot.

16

Brian's a contractor, he went through every unit

17

twice.

How many times?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

Twice.
Took videos and pictures and

20

on average he said I need 7,000 a door to fix this

21

thing.

22

lot, some are empty, some are burned, some were in

23

good shape.

24
25

Now some units don't need much, some need a

So every unit is different.

So what's 1,000 to buy it, 7,000 to fix a
door, that's repairs.
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1

way, do we believe Brian?

2

do we do?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

Yes.

But we verify.

What

Verify.
Do you say I don't believe

5

Brian, he might be a liar, he may be tricking us on

6

this, it doesn't matter, same result.

7

We had our own contractor go by and bid it

8

and guess what his bid came in at?

9

door, within like, you know, 5 percent.

10

7,200 dollars a
So was a very

accurate bid.

11

Now most contractors and handy people,

12

there's exceptions, work on a 15 to 25 percent profit

13

margin; would you agree?

14

contractors and builders?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Is that about right, for
Say yes or no.
Yes.
Yes.

So we know Brian's

17

making 20 percent profit.

What's 7,000 dollars

18

repairs times 150 doors?

19

it's a million 50,000, is that right?

20

correct?

It's about 900 -- I'm sorry,
Is that

21

AUDIENCE MEMBER:

Uh-huh.

22

AUDIENCE MEMBER:

That's correct.

23

ROBERT SHEMIN:

24

out.

25

estate?

Let's get your calculators

Real estate's 5th grade math.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

5th grade math.
We know he's making

200 grand.

4

It's called mutually aligned interest.

5

Everyone that works for me is in the deal.

6

work harder, they'll pay more attention.

7

that are in the deal, not everybody, are with, on the

8

deal with me.

9

They'll
Most of them

We said Brian, you want to be in with us,

10

right?

He goes yeah, I want to learn how to do this,

11

help me out.

12

He said well how about I help you do the deal and I

13

want 10 percent of the building for being in it and

14

helping you find it.

We said well what do you want, Brian?

15

And I said great, Brian, but you're making

16

20 percent on your repairs, why don't you just do it

17

in costs so you don't really make any money and we'll

18

give you an extra 3 or 4 percent on this deal.

19

And guess what Brian says?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

14 percent.

I'm in.

So he owns

What percent?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Yes.

14.
We have 86 percent left.

But now we've saved 200,000 dollars that we don't have
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1

to put out of pocket.

2

Does everybody understand that?

3

aligned interest.

4

might get a good job, you might not.

5

for the hour, you get a lot of hours.

6

owner.

7

job.

Mutually

If you pay people by the job, you
If you pay them
Now he's an

How is he going to treat the building -- the

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Excellent.
Excellent.

Guess who goes

10

by every week, has been for almost a year now, and

11

checks on everything?

12

the manager.

But guess who doesn't, besides

Why is Brian doing that?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

3 million bucks.

16

working his tail off.

17

Because he owns it.
Yeah, he owns 14 percent of

He loves us.

We love him.

So now we triple verified.

He's

We called two

18

other brokers, we ran test ads, we had real buyers

19

come to take a look, get it fixed up, I'll give you

20

22 grand a door, I'll give you 21 grand a door.

21

Test stats.

This is a killer deal, correct.

22

We triple tested it.

23

under contract for 90 days to close and 60 days to

24

inspect, very common on commercial, you need more

25

time.
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1
2

We have pictures of every unit.

By the way,

have I ever been to this property?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Nope.
Am I ever going there?
Nope.
No.

And I'm from Memphis, I

7

was born in Memphis and raised in Nashville, I'm never

8

going to this thing.

9

seen every room.

I've seen every picture, I've

I've seen everything.

I've seen

10

three contractor bids, two property manager bids, I've

11

seen every report on it.

I'm not going there.

12

Now we verify everything.

13

Also call your neighbors, write that down.

14

Call your what?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Neighbors.
Neighbors.

So there's a

17

building behind here that's 87 units I think.

18

assistant called them and said be honest, what's

19

always the best approach?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

My

Honesty.
Honesty.

Said my name is

22

Baraina and I work for Superior Properties Corporation

23

and we're (inaudible) that is thinking about buying

24

and fixing up Kings Court in front of you, and guess

25

what the manager who picked up the phone said, word
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1

for word, Raina told me, guess what he said, thank

2

God, hallelujah.

3

it's a problem, man.

4

homeless people.

5

God, well thank you, this will really help us out.

It's been sitting empty right here,
It's empty, there's been

Are you really going to fix it?

6

She said how are the rents over there?

7

said we rent a two bedroom for 850 and we have a

8

45 person waiting list --

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

He

Wow.
-- right now.

He said to

11

Baraina, when you fix that up, call me the week before

12

and I'll send you our renters because we can't -- at

13

full, we're full.

14

How many of y'all think that's okay?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

It's okay.
Now I didn't know he was

17

going to do that, but he did that, correct.

18

people are pretty nice, especially in the south.

19

Most

I tell people we're not real smart, we're

20

nice.

Now we call people and say they're jerks and

21

not telling you anything; sure, but call, but what?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

So, anyway, so now this place is worth

25

3 million dollars, we have it under contract for
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1

150 times 150,000 plus about a million dollar repairs

2

with our contractor thing, that's 1.1 million dollars

3

with reserve, but it's worth 3.

4

Now let's do the cash flow.

How many

5

dollars is the cash flow?

6

said the rents on the two bedrooms are, give me a

7

second, I've got it right here, la, la, la.

8

all the expenses here, they broke everything down way

9

too much.

We have

We spent three days on this deal, I'm going

10

to spend ten minutes.

11

write them down.

12

So the property manager

But if you have any questions,

Where are my rents?

Hold a second.

There's

13

all the employers, there's all the costs, blah, blah,

14

blah, blah, blah, blah, blah.

15
16

They said the two bedrooms rent for 750.
How much?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19
20
21

I told them put 500.

The

So I took 20, 30 percent off the rents
because I'm what?
AUDIENCE MEMBER:

23

ROBERT SHEMIN:

25

750.

three bedrooms rent for 900, 950, I said put 600.

22

24

Here are the rents.

Conservative.
The most conservative person

in this room; got it.
So we're going off of low rents and then I
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1

said, okay, the average rent is about, what,

2

500 dollars a month, 500 times 150 units per month,

3

please write this down.

4

just for maximum, that's 90,000 dollars a month; is

5

that correct?

6

95,000 dollars a month when it's fixed up.

7

own math.

8
9
10

150 times 550, I'll go 600

This thing will gross between 80 and

Now we've got (inaudible) repair.
that management; is that fair.

Do your

Remember

Now we're putting

everything together.

11

What's 50 percent, I'm going Draconian,

12

horrible management, horrible repairs, 50 percent of

13

90 is 45,000.

14

(inaudible), we've already taken off 30 percent, now

15

I'm taking off 50 percent, that's 45 grand.

16

Someone could get 50 percent management

If you borrow a million dollars from

17

somebody, so to buy it and fix it, at 25 years or

18

20 years or 30 years, get your own calculators, play

19

with your own numbers, at 6 percent, your payment's

20

about 11,000, 12, 13,000 dollars a month.

21

Tax and insurances are pretty cheap in

22

Memphis, (inaudible) 15.

I've already taken out

23

management expense for repairs, I've already taken out

24

rents.

25

net, net, net, net, net, net, net, net, net, net, net,

What's 40 times 15?
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1

net, net.

2
3

30 grand a month.
It actually will throw off about 55 grand a

month, 60, but I'm not going to go there.

4

Now you said you wanted 125,000 dollars a

5

month.

How many of y'all might could do two of these

6

in the next three years?

7

maybe you can't.

8

six of these in Memphis, as good or better than this

9

about and we've done a couple.

10

I don't know, maybe you can,

I know our student David has done

These are retirement deals, folks, but I

11

would have never done a bigger deal in the first

12

eight, ten years I was in real estate.

13

to death.

14

Now what's the next challenge.

I was scared

Deal's

15

great, rent's great, values are great, repairs, and

16

that's a big repair.

17

to do an 800,000 dollar, million dollar repair

18

(inaudible).

19

As a beginner you may not want

But I'll tell you what, I can hire a

20

property -- a project manager who can.

21

or true?

22

who does.

23

out there that do.

24

stuff all day and night with his eyes closed.

25

Is that true

If you don't have expertise, find somebody
There's tons of builders, project managers
Brian's one of them.

He does this

So whatever you don't have, find someone
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1

that has the -- God forbid you need an eye operation,

2

will you do it yourself?

3

An expert.

4

saying think about it.

5

real estate dating service.

6
7
8
9
10

Who are you going to get?

I'm not telling you what to do, just
I'm a producer, folks.

AUDIENCE MEMBER:

I'm a

What am I?
Real estate dating

service.
ROBERT SHEMIN:
people to do.

I find new deals for good

That's all I do.

AUDIENCE MEMBER:

How do you protect

11

yourself from getting screwed over by these people

12

that you're saying find someone who can, but how do

13

you, and then you're also saying --

14
15
16

ROBERT SHEMIN:

Okay, one thing at a time,

screwed over how?
AUDIENCE MEMBER:

You find a project manager

17

who can do this but you're not, you're not the expert

18

so how do you make sure --

19
20

ROBERT SHEMIN:
have a what?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23
24
25

Oh, we have a system; we

System.
Oh, I just got screwed over,

you know, when, two weeks ago.

My (inaudible).

One thing at a time, let's find the deal
first, worry about how to deal with contractors
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1

second.

We have a what?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

System.
Whether it's my best friend,

4

my brother, my mother, my sister or somebody I've

5

trained, because people go bad, they drink, they go on

6

drugs, they have -- you know, 10, 20 percent of the

7

population have been psychotic during their lifetime.

8

What's your system of repair for that?

9

mental health statistic.

10

That's a

I'm assuming 20 to 30 percent of people in

11

this room are on some type of medication, that's an

12

American statistic, Lithium, Valium, marijuana,

13

something, correct?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Yeah.
People drink.

Some people

16

that don't drink started to drink, people are getting

17

divorced, people are getting stressed out, get sick,

18

have heart attacks or kids act up, they freak out.

19

How do I know this?

We're prepared for it.

20

So I can't jump ahead right now and I can in just a

21

second.

22

We have a system.
So Miles screwed us over two week ago.

23

put a 10,000 dollar fake bid in.

24

problems.

25

him.

He

He's got financial

He's a good guy, we've done 50 deals with
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1

Our system is each week, which week?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

inspector by.

Each.
We send a third-party

Who?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Third-party inspector.
A retired home builder, he

7

goes out with a picture video camera, Albert in

8

Memphis charges 60, in Miami he charges 80 dollars.

9

Janice, who is amazing in Memphis, charges 45 dollars.

10

She's a retired home builder, she's built over 1,000

11

homes.

12

doesn't know him, although she's met him because she's

13

seen him out on the job and she goes through with a

14

camera and video camera every week before we release

15

funds.

16

She's not related to our contractor.

She

We do that with Miles.
Our guy in Atlanta, Jeremy, who was referred

17

from a hard money lender -- oh, the hard money lender

18

does inspections, too, but we do our own.

19

double system.

20
21

That's a

So our guy went out to Atlanta, Jeremy, and
on Friday, we do it on Friday, when do we do it?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Friday.
For at least a check.

24

where's this 10,000 dollars, I don't see it.

25

job, stop the job, stop the job.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Stop the job.
And we fix it.

You can see

3

the Emails and texts saying Miles, apologize, put the

4

money back and now we're going to decide who's going

5

to finish the job.

6

Guess how much money we lost?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

None.
We did lose a week, but it's

in the budget, reserves, remember that.

10

We verify everything.

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

17

Verify everything.
And with contractors we do

it each week; when do we do it?

14

16

What do we do?

talk about that?

Each week.
And when are we going to

Tomorrow.

Is that okay?

Right.

We follow commercial construction protocol,

18

whether it's a 10,000 dollar rehab, a 50 dollar toilet

19

or a 50 million dollar construction.

20

Which week?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Every week.

Every.
Third-party verification.

23

You like that?

Again, if we get, if you write --

24

we're behind, so I'm going to have to, again, if you

25

write the questions down, would that be okay?
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1

okay with everybody?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Yeah.
I mean I can spend three

4

days on this, but I've got (inaudible).

5

any time left because we're going to do contracts.

6

what do we have to do?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9
10

I don't have
So

Contract stuff.
And I promise we'll do

contractors tomorrow and how not to get ripped off.
Is that fair?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

That's fair.
So one last time if you have

13

questions, please write them down, I want to answer

14

all your questions.

Which questions?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

All of them.
And because we, we'll get --

17

every minute we do this we can't finish this.

18

try to finish this real quick.

19

So this is a great deal.

Let me

Can anyone in this

20

room give me a reason not to buy this deal, or for

21

you?

22

because it's such a great deal?

(Inaudible) under contract, what could you do,

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

Assign it or wholesale it

without buying it, correct.

3

Do you need money for that?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

No.
Oh, Miles had already done

that, correct.

7

What else could you do?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Hold it as an owner thing.
You could buy it, fix it and

10

rent it, but that's about an eight month job, six to

11

eight month construction job.

12

that's what I want to do.

Not for everybody, but

13

What else could you do?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Retail.
You could retail them, fix

16

it and sell it, you've already got your price, 20,

17

22 grand a door, and make almost 2 million dollars, a

18

million and a half with holding costs and clearing

19

costs.

20
21

That's your retirement, folks, for some
people.

22
23

Where it's a good start.
This is one deal in Memphis.

How do we find

it?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

contractor, correct?

2

deals, especially hard buildings, contractors and

3

property managers.

4
5

We're going to find a lot of our

Where do we find them?

AUDIENCE MEMBER:

Contractors and property

managers.

6

ROBERT SHEMIN:

I can show you three deals

7

better that is in, on one city in Indianapolis, we

8

sent letters and phone calls to 15 property managers.

9

How many?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

15.
They said do you have any

12

properties that need a lot of work, older landlords,

13

have big problems, empty?

14

all, property managers will say if you talk to enough,

15

yeah, and we make sure the property manager gets paid

16

because they don't want to lose their commissions.

17

You've got to pay people.

18

And guess what some, not

So how do we find a lot of the apartment

19

building deals?

20

contractors, besides the other ways.

21

From rent ads, property managers,
Y'all like that?

Let's do this deal real quick.

The problem

22

with this deal, this problem -- project is ugly.

I

23

mean outside it's not bad, it's brick, it's shingled

24

roof.

25

for a landlady, this is low maintenance.

This was actually pretty well maintenanced, so
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1

The inside is a mess.

Some units are okay,

2

some are torn to pieces.

Remember, the average

3

selling (inaudible) door.

4

want to really loan on a (inaudible), but a lot of

5

investors look at this.

6

the owners (inaudible) and they went ewww, it's all

7

ugly and nasty.

So a lot of banks don't

30 investors looked at this,

8

We get numbers.

9

AUDIENCE MEMBER:

What do we get?
Numbers.

10

ROBERT SHEMIN:

No emotion, no emotion.

11

I've got to wind up on this real quick.

12

Now those of you who want to buy and rent

13

like me and hold it forever, where do you get the

14

money?

15

minds, another way to find money.

16

You're going to -- I'm about to blow your

Now I want to tell you something really

17

strange, my mentor, Mr. (inaudible), could never read

18

or write, he never finished 9th grade in Tennessee.

19

Very simple man.

20

day I met him, habits of success.

But he told me something the first

21

What did he tell me?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Habits of success.
I already told you some,

24

(inaudible) minutes time, make money, real estate

25

(inaudible), don't take yourself so seriously, have
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1

fun, correct.

2

Focus on deals and making money.

3

said read two newspapers a day.

4

been doing pretty much since 1994?

5

yesterday?

6

And he

And guess what I've
Who read the paper

Then you would have learned this.

Wall

7

Street Journal, I read the local paper and the Wall

8

Street Journal, you can do it electronically,

9

physically.

Why do I read those papers?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

To make money.
To make money.

How many of

12

y'all want to make more money.

13

in the Wall Street Journal yesterday, I've never seen

14

it -- freaked me out, I thought it was our own little

15

dirty secret that you're going to love.

16

What about the titles

So I looked in the financing, I called a

17

couple money partners, they're a little interested,

18

not much, because the place doesn't look so good, and

19

then I get our network or a community.

20

There's a guy named David Schultz, he's from

21

the Middle East and he's done four or five

22

(inaudible), we trained him, in Memphis, in Jackson

23

and Atlanta and St. Louis, he did four in Memphis.

24

I met him at the Vegas summit.

25

guy.

He's a great

He joined us, he disappeared for a year.

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

He

EX 12, p. 244

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 246 of 526
245
1

went to India, like his (inaudible) or something.

2

Never did a deal -- never came to our classes.

3

After a year he came back and said I'm ready

4

and he attended our classes.

5

Myers for rehabs at 100 grand.

6

rehabbing, but want to do bigger deals.

7

bigger deals is easy and then he started doing big

8

apartment buildings.

9
10

He's killing it now.

He said I like
They say

He's probably done

like 10 of them in two years.

11
12

He did two deals in Fort

If you go (inaudible), because we're not
going anywhere, y'all get that?

13

Here we go.

I know David (inaudible).

I called David

14

and he's on our -- you know, one of our students, but

15

he's done very well and I said David, I have an

16

apartment building in Memphis.

17

it.

18

What did he ask for?

And I gave him the numbers.

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

He says let me take
He's been trained.

Numbers.
He started screaming at me,

21

in a loving way, he said well Robert, I will buy this

22

from you now, sell it to me now.

23

no, no, no, no, no, no, if I ever want to keep it.

24

He's like yelling at me.

25

about the deal?

And I'm like David,

What does that tell you

He's an expert now, he knows Memphis,
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1

he goes out once or twice a year.

2

So I'm like wow, this really must be a good

3

deal, he's like threatening to buy it from me, you

4

know, in a loving way.

5

Anyway, I said David, I need your help.

6

goes what can I help you with?

7

deal, what can I help you.

8

your (inaudible).

9

have a Social Security number.

10

You help me, I will

I said how did you finance

He's not a U.S. citizen, he doesn't
He has a company, but

then he never puts down a Social Security number.

11

He said Robert, where are you?

I said I am

12

in Miami Beach.

13

in Tel Aviv, Israel, I'm in Miami Beach, the

14

property's in Memphis, Tennessee.

15

Now what is the chance of this, he's

He goes 45 minutes meet with a guy named

16

Sherman in Boca Raton, Florida, he's one of our

17

network, he will give you the best loan ever, call

18

him.

19

He

Tell him David says hi.
I called this mortgage broker that he

20

recommended and he said Robert, I have the best loan

21

for you in the world on this property, non-recourse.

22

Do you know what non-recourse is?

23

sue if you don't pay.

24
25

That means I can't

When you go get a loan at Bank of America or
a home loan and you don't pay, the bank takes your
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1

house and what else do they do?

2

and sue you.

3

guaranteed it.

4

That's a recourse loan, you personally

Why would you personally guarantee a loan

5

(inaudible)?

6

non-recourse.

You don't.

AUDIENCE MEMBER:

8

ROBERT SHEMIN:
property.

Most hard money loans are

There's exceptions.

7

9

Destroy your credit

Most are what?

Non-recourse.
You don't pay, they get the

What happens to your credit?

10

they sue you?

11

loan on.

No.

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

(Inaudible).
How many of y'all like that?

14

Has nothing to do with you; got it?

15

Very important.

16

Now, does this make any sense?

18

Can

They loan on the deal, or they

12

17

Nothing.

I've got to

wind up, we're going to do contracts.
This guy says Robert, I'm going to get the

19

best loan for you.

This was in the Wall Street

20

Journal two days ago.

21

Agriculture, USDA.

22

U.S. Department of Agriculture does?

23

They help, who?

24

can come out, show us how to grow corn a little

25

better, take care of our housing a little bit, let's

United States Department of

How many of y'all know what the

Farmers.
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1

(inaudible).

2

That's what you would think Department of

3

Agriculture does.

4

buildings and houses?

5

Do you know they loan on apartment

Now is Memphis a farming town?

No, it's the

6

biggest city in Tennessee, there's a million people

7

there and they loan on apartment buildings in the

8

middle of Memphis.

9

Does that make any sense?

Does anything the

10

Government does make any sense?

11

30 year 4.2 percent non-recourse loan at 80, 85,

12

95 percent of loan to value, or value to purchase and

13

repair.

14

They gave us a

That's insane, I know that's crazy.

I know

15

that's crazy.

16

do home loans all over America and apartment loans all

17

over America, but you've got to know what you're

18

doing.

19

It's Department of Agriculture.

They

How many of y'all think that's crazy?

How

20

many of y'all think that's normal?

How many of y'all

21

don't care and are falling asleep but don't like the

22

seminar?

23

really concerned.

Well if you don't raise your hands, I'm

24

How many of you think it's crazy?

25

a reason y'all, some of y'all don't raise your hands?
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1

It's a very simple request, I'm just asking.

2
3

Are y'all okay?

Are y'all okay?

learning stuff?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

liking this or liking this?
AUDIENCE MEMBER:

8

ROBERT SHEMIN:

Yes or no?
Yes.

Yes?

I'm worried about some

of you, because some of you are like this.

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

Stuff.
Are you like -- are you not

7

9

Are y'all

make sure you're okay.

13

(Inaudible) the numbers.
That's good.

Just want to

If you're okay, you're okay.

I'm just saying I do a lot of these and some

14

of this group seems distant or disconnected.

15

I'm mistaken, like you're observing, like it's like

16

this is entertaining.

17

This is your real estate.

Maybe

And I'm just

18

saying it's okay for me, I just want to make sure

19

you're okay.

I'm fine.

20

this?

You don't look like it.

Sure?

Are y'all, are y'all into

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

Astonished.
Astonished, okay, that's a

good word.

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

are absorbing, good.

4
5

We're okay.

Then I'll take that, y'all

Make sure you're okay.
Okay.

No?

You're not okay?

Huh?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

We're absorbing it in.

(inaudible).

11

(Inaudible).
You're lost?
Yeah.
What's it lost on

Thank you for saying something.

Now this is apartment buildings and

12

(inaudible) want to do this (inaudible).

13

fair?

14

building (inaudible), because I know it's a lot, so

15

thank you for saying something, I appreciate it.

16
17
18
19

Is that

When you get to an apartment, a house, a

So let me get through this and we'll do
contracts; is that fair?
So we got a loan on it, we need about
150,000 dollars downpayment.

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

So I went to a?
Money friend.

Money friend, I like the way

22

you said it.

When you said a money partner, go to a

23

money partner, showed him the apartment worth a lot

24

more, they put the money up as a downpayment and in

25

return they get 10 percent on their money interest
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1

rate.

What do they get?

2

AUDIENCE MEMBER:

10 percent.

3

ROBERT SHEMIN:

4

So my group now owns about 70 percent and we

10 percent of the building.

5

have no money in it, we're using a Department of

6

Agriculture loan, you can say a hard money loan, loan,

7

whatever, and we're using a money partner to put the

8

cash in and they'll get their money back in two years.

9

In how long?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

Two years.
Because the thing throws off

up to 20, 50 grand a month once it's fixed up.

13

Now here's the question for you to

14

(inaudible).

15

easier to fix them all at once.

16

the (inaudible) in, all the carpet, all the paint, all

17

the doors.

18

costs a lot of money, or you can do it in sessions.

19

30 units, fix them and rent them, 30 units, fix them

20

and rent them, 30 units, fix them and rent them.

21

The contractor, you know this, that it's
They want to put all

It's cheaper, faster and easier.

There's no wrong answers.

But that

How many of y'all

22

would both -- do all the repairs at once?

Save money,

23

time.

24

Yeah, my partner has now decided to do sections, we

25

don't want to spend all the money at once.

How many of y'all would do it in sections?

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

We like

EX 12, p. 251

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 253 of 526
252
1

the cash flow.

What do we like?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Cash.
You know what that is.

4

Money's coming in, maybe spend a little more, so it's

5

a little longer, a little more expensive, but we're

6

getting cash flow.

7

This neighborhood (inaudible) just built a

8

factory about a mile away, it's going way up in value,

9

the rents are going up.

10

This is a retirement deal for

some of you.

11

How come those other investors didn't buy

12

it?

13

something they weren't (inaudible).

14

seven, eight years.

15
16

Well a lot of them didn't look at it, just

It wasn't pretty.

I love properties that aren't pretty.
just numbers.

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Numbers.
Right.

Whether it's one

door, five buildings or 150 buildings.

20

I've got to do contracts.

21

going through those deals?

22

(inaudible)?

23

disasters, more houses.

24

it.

25

It's

Just what?

17

19

It was empty for

Did y'all like

Did that help?

Tomorrow we'll go through some
It's repetition, you'll get

Any question on this apartment real fast?
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1

Yes, sir.

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

(Inaudible).
I called a mortgage broker

4

and he hooked us up and they said here's the best loan

5

for you and they sent the paperwork, we filled it out

6

and got a loan.

Would you like that?

7

How do you access Bank of America funds or

8

Wells Fargo, you call a mortgage person and they say

9

hey (inaudible), you like that.

10

I was amazed, but that's what I love about

11

when we are in a network.

12

summit, we meet all the students, if I hadn't gone

13

there I wouldn't even know David, he said he did

14

apartment buildings.

15

mentors and trainers, but our students are doing

16

deals.

17

So like in the Vegas

So not only do we have our

Andre knows this, we have another student

18

named Brian who does like 30 rehabs a month.

19

trained him and I call Brian all the time and say hey,

20

Brian, got any tips for me.

21

He knows all the students, he knew them in Vegas.

22

there's a real deal or a big deal, he'll say hey, give

23

me a buzz, man.

24
25

We

Terry's helped me out.
If

It's, it's a community.

So help each other.
And things change.
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1

makes no sense to me that the Department of

2

Agriculture makes apartment loans.

3

learning, not only from our mentors and from Christina

4

and Tarek, but from our students, from our community.

5

Does that make sense?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

So I'm always

Yeah.
Because everybody's doing

8

lots of deals, little ones, big ones, small ones, fun

9

ones, new construction, commercial, shopping centers.

10

We're not just houses.

11

So there's a nice group of people there.

12

what I want to do, hey, Andre, speaking about fun,

13

(inaudible) have you got some contracts back there?

14

Hey everybody, come back, we're going to switch gears

15

and thanks for the question.

16

Is that fair?
So

Everybody grab a contract and (inaudible) a

17

contract or bring one for your neighbors and we're

18

going to do contracts.

19

lot more deals, your deals today, deals of ours.

20

you didn't get something, relax, we'll go through it

21

again, but I did want to show you (inaudible) deal and

22

again, I'm going very fast, folks.

23

(inaudible) days on this.

24
25

We're going to go through a
If

I could take a

What we're going to do right now is switch
gears and go to contracts.
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1

So while you're all getting those papers,

2

get a contract and assignment for yourself, for your

3

neighbor, everybody.

4

What are we doing this weekend?

5

taking away your constraints.

6

constraints?

7

are learning some ways to find some deals?

8

find money?

9

some ways to find money?

10

We're

So what are the

How do I find a deal.

How many of y'all
How do I

How many of y'all are starting to learn
Don't overwhelm yourself.

What's another constraint?

Well wait a

11

minute, which contract do I use?

12

the contract?

13

firewall, challenge (inaudible) away from you, will

14

that be good?

15

What if I mess up on

So if we can take that constraint,

Is that good?

That's what we're doing, we're saving you 5,

16

10, 15 years of trial, error, learning the hard way,

17

which we've already done and Christina and Tarek have

18

already done for us.

Does that make sense?

19

So, everybody doing okay?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22
23
24
25

Cheers.

I have a quick question.
Quick question, ladies first

and right here, yes.
AUDIENCE MEMBER:

So you've talked about a

lot of the previous students that have done this.
ROBERT SHEMIN:
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1
2

AUDIENCE MEMBER:

And it sounds like a lot

of them are still in contact with you.

3

ROBERT SHEMIN:

4

AUDIENCE MEMBER:

Yes.
How, how successful are

5

the students that implement the system that we get

6

here?

7
8

ROBERT SHEMIN:

Great question; she says

we're in contact, we're a community.

9

So we had some students sign up like eight,

10

nine years ago and we're still in contact.

11

them, they come to the Vegas summit, we are in contact

12

and we help each other, we're a community.

13
14

Now what's the question, how successful are
they?

15
16

AUDIENCE MEMBER:

Yeah, just like on

average, how --

17
18

We see

ROBERT SHEMIN:

I'll try and answer that and

you're not going to like the answer.

19

Number one is we don't know, and I'll tell

20

you why.

21

secretive.

22

they don't tell us what they're doing.

23

We have a lot of students who are super
They don't show us our -- their deals,

I personally know students that are doing

24

10, 15 deals a month, but they don't show us the

25

deals.
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1

Some students, you know, say hey, I did this

2

deal and that deal.

3

and show you videos of students from all walks of life

4

who have been to our system who do and are making good

5

deals and good money, but I don't have time to do

6

that.

7

I can literally spend three days

Now what I would say is what my mother

8

always said, which I don't think she practiced it, but

9

she always told me that that (inaudible) lots of good

10

things and advice, she said Robert, don't worry what

11

other people are doing.

12

So I joined a gym once and I never went, but

13

the gym owner said a lot of people who go to the gym

14

five days a week will get in great shape.

15

I never went to the gym, joined and never

16

went.

How many of y'all have ever done that?

17

went a couple times?

Or only

Guess what my results were?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

Not good.
Yeah, we have not

20

(inaudible) it where we can't track, we have to

21

disclose to all of our students, we don't know what

22

they're doing, who they are, they don't tell us

23

whether -- for whatever reason.

24

so we don't have a general statistic.

25

Some do, some don't,

I will tell you this, I mentioned it six
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1

times, we have students that have done absolutely

2

nothing and guess what they make?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

Guess what I got from the

gym?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

Nothing.

Nothing.
It's all about what you're

going to do.

9

I do know a lot of students, so does Andre

10

and Nicole, who follow the system and stick with it,

11

are doing exceptionally well, but what's the only

12

person you got to worry about?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

Me.
You.

So I can sit here and

15

show you videos for five hours all three days --

16

actually this one made 800 grand, this one made

17

50 grand, this one made 30 grand.

18

interesting, but what's that got to do with you or me?

19

Because it's what I'm going to do.

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

the first year I did nothing, I had a mentor, it was

2

my responsibility, guess how many offers I made?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

None.
Zero.

Guess how many deals

I got?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Zero.
The second year I started

8

making offers and deals and I did I think eight or

9

nine the first year, I have them on my computer if

10

you'd like to see them.

11

Is that going to make you any money?

No.

12

We want to make you money, we want to show you how to

13

do it.

14

answered it.

So it's a very valid question.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

AUDIENCE MEMBER:

24
25

Uh-huh.
Is that fair?
Yeah, thank you.
Thanks for waiting.

Other

questions?

20

23

I hope I

(Inaudible).
Pick one.
(Inaudible) that you used

a money partner and you also use a money lender.
ROBERT SHEMIN:

No, the United States

Department of Agriculture gave us I think an 80 or 85,
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1

I can't remember exactly, loan, but we didn't have the

2

10 or 12 or 15 percent.

3
4

AUDIENCE MEMBER:

Then you use a money

partner.

5

ROBERT SHEMIN:

Yeah, that a, we use a money

6

partner for that and they got 10 percent interest on

7

their money plus I think they got 10 percent of the

8

deal.

9

of these.

Going off memory because we've done about four
I think I'm pretty close.

10

All right.

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

How much of my money is in it?
Nothing.
What's my return on

investment?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Everything.
Everything, I like that,

16

infinity, and Brian really managed this property, even

17

though we have a property manager at Crestcorp, but

18

he's really the one doing it.

19

Once a month we have a meeting on the phone,

20

Skype, with the manager, me, Brian, and some other

21

people who are in this deal and we go over everything,

22

the paperwork, the whatever.

23

on the progress.

24

and repairs and construction.

25

you've got to, you know, check on -- you've got to

We get a weekly report

It's all on Buildium with the rents
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1

manage people.

2

Does that make sense?

3

20 hours on this deal of my life, maybe, maybe 15, 20,

4

22, because I have people doing stuff.

5

You've got to (inaudible) disappear.
But I literally like spent

I used to do it myself, fly to Memphis, look

6

at the building, run around, but I don't want to do

7

that anymore because I've got experts and I've got

8

videos.

9
10

What do I have?
AUDIENCE MEMBER:
ROBERT SHEMIN:

Experts.
Expert and videos.

David

11

probably has 10 buildings now.

12

America about two or three times a year, spends a week

13

over here, visits Memphis, his managers, Chicago,

14

Jackson, I think he's in some other cities and he does

15

it all over Skype or whatever.

16

He comes over to

So, you know, you can visit.

17

mainly for relation; you don't have to.

18

hotels does Hilton and Marriott have?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

every property every week?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

Write this down, I'm the CEO.

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

I'm the what?

CEO.
It's a big mind shift

change.

5

First time here I was in real estate I was

6

the plumber, manager, drywaller, leaser, accountant,

7

bookkeeper.

8

do it.

9

very stressed out.

I'm not complaining, I'm not saying don't

I never said don't do it.
Why?

I was very busy,

I'm not really good at

10

construction, I'm not good at bookkeeping.

11

at managing, but there's no money in it, correct.

12

I never paid myself and it was very stressful and now

13

I've got other people doing that.

14

better than me.

15

get deeper into that, of course, and I'm much happier

16

and freer and I'm making more money.

17

I am good
And

They are much

We watch them, accountability, we'll

Hey, let's (inaudible) on this for a minute,

18

no one will take as good of care of your children as

19

you.

20

will care as much about your business or your money as

21

you.

Would you agree?

No one cares as much.

No one

Would y'all agree?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Yes.
Are you willing to give up

24

10 or 20 percent to become free and rich?

25

not.

Probably

So let me give you an example.
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1

Let's say I hire Rebecca here to call for me

2

or do some of my work, and by the way, Rebecca's

3

better than me, so I get 110 percent.

4

she's amazing, she's better at calling than I am, I

5

get 110 percent.

6

I hire Billy Bob, he's not as good as me,

7

he's only 80 percent.

8

70 percent as good as me on calling.

9

best, but he's okay.

10
11

I hire a Tyrone, he's only
He's not the

And I hire five of those people

who are 70, 80 percent as good as you or me.
All right, they don't care as much, they're

12

not as smart as you, maybe me.

13

80 percent?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

I hire Shaina,

What's five times

400 percent.
400 percent.

That's four

times what I can do.

17

Now I'm giving up a little bit.

18

perfect, they don't do as good as I would like, but

19

they do okay.

20

No one's

I get four times more volume, more calls,

21

more money.

22

The first seven years, guess who worked for me?

23

I have 92 people working for me today.
Me.

I'm not telling you what to do, just saying

24

think about it.

Is that fair enough?

25

Pick and choose what you like.
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1
2

overwhelming (inaudible), that tray, that dish.
So how many of y'all like to do contracts?

3

Well let me see your hands up.

4

it, it's your seminar, thank you.

5

No, we're not doing

Now what else do you (inaudible) real

6

estate, what about messing up on the contract, what if

7

you do the wrong clause, how many of y'all are

8

concerned about that?

9

So I can fix that before lunch today.

We'll

10

do lunch about 1:15, give or take ten minutes, I've

11

got to be a little flexible.

12

coming today?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

Would that be worth

Yes.
So everybody, put your

15

papers down, put your contracts down, put your feet on

16

the floor, it's just real estate.

17

deep breath, exhale, relax.

18

take a deep breath, relax, forget about everything,

19

forget about real estate for a minute.

20
21
22

Everybody take a

Let's do it again, just

Let me make your life so simple in
contracts, fair.

Let's have fun for a minute.

Who's one of the richest people in this

23

neighborhood or your town, like super famous, makes a

24

lot of money, give me somebody maybe that people would

25

know of, they're very wealthy, they're rich, super
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1

famous?

Anybody?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

Grant Cardone, I like Grant,

he's a buddy of mine.

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

AUDIENCE MEMBER:

10

Grant Cardone.

I love him.
He's (inaudible).
Yes.
Did you go to Miami?
No, I keep up with him on

the phone.

11

ROBERT SHEMIN:

Yes, I was invited to speak

12

with him there, I couldn't make it last week, but a

13

great guy.

14

So Grant's doing well in commercial real

15

estate, great marketer, great whatever, probably

16

(inaudible).

Great guy.

Good one.

17

Somebody else like that?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

AUDIENCE MEMBER:

25

Thank you.

(Inaudible).
Who?
(Inaudible).
Done.
I think he's a local.
Who's that?
This is not a real estate

guy.
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1
2

ROBERT SHEMIN:

Okay.

How about a

billionaire?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

How about another billionaire?

6

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

10

Warren Buffett, good one.

great now, you're on a roll, Michael.

7

9

Warren Buffett.

You're doing

Huh?

Bill Gates.
Bill Gates, good, another

bazillionaire.
So let me ask you this, when Mr. Cardone,

11

Brian or Mr. Buffett or Mr. Gates or Ms. Gates, if

12

they want to buy a little condo down in Florida for

13

like 20 million bucks or something or a new boat or a

14

new house or a farm or whatever their, land or new

15

office, who do you think fills out their contracts?

16

They're billionaires.

Even Grant.

17

AUDIENCE MEMBER:

Lawyers.

18

ROBERT SHEMIN:

19

AUDIENCE MEMBER:

They're --

20

AUDIENCE MEMBER:

Because we are not --

21

AUDIENCE MEMBER:

They're experts.

22

ROBERT SHEMIN:

Lawyer.

Why is that?

Because we're not real

23

estate attorneys, we're -- I like the way you said

24

that, Joe, we're not educated enough, so they hire an

25

expert, right.

And they pay him something or some
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1

firm.

2

By the way, if you're not a realtor or a

3

broker and you filled out contracts for your company,

4

you could be practicing law without a license.

5

Now if you're a broker, agent or attorney,

6

you, of course you're licensed, right.

7

(inaudible), that's a different person in the eyes of

8

the law.

9

attorneys, every State's different.

10

(Inaudible) tomorrow.

Some companies

Check with your own

You might (inaudible) someone without a

11

license, it's a level II felony.

12

are bad ones, these are murder, kidnapping, money

13

laundering, drug.

14

don't want that on your record, you won't ever vote

15

again, have a lot of problems.

16

Now level I felonies

Level II is not so bad, but you

Now let me ask you a question, last year --

17

two -- it will be three years that I had some knee

18

surgery, it was really easy, it was a cartilage thing,

19

you know, and I was awake during the operation, it was

20

about 45 minutes.

21

my knee.

22

cartilage?

The doctors pulled cartilage out of

Anybody ever had a knee operation, knee
Same thing.

Wasn't too bad, was it?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

No.
Listen, I would watch some

videos and I got a book and I think I could do this
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1

knee operation, I got it.

Who here would let me do a

2

knee operation on them?

3

it's pretty easy, I read a video, I got the book, the

4

video.

Why not?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9
10

YouTube.

I got it, I saw it,

Did you YouTube it?
Huh?
You YouTube it?
I watched the YouTube, yeah,

I Google it and I'm going to save you some

money, I can do that knee operation.

11

Now why won't y'all let me do that?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

You're not an expert.
Well I'm not a doctor, so

14

first of all I would be committing a felony, I'm going

15

to prison.

16
17

Let me help you out, number two, you're
probably going to die, if not die, get some infection.

18

My idea of anesthesia is Jack Daniels.

I

19

don't have any other anesthesia, correct.

20

licensed, I'm not trained.

21

difference in doing your own medical work than doing

22

your own legal work.

23

That's my opinion.

I'm not

To me there's no

You may or may not

24

agree.

I've never seen a lay person do a corporation

25

or LLC or legal documents correctly.
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1

So anyway, guess who does all my contracts?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Your attorney.
Title lawyers.

Remember,

4

everything builds on itself, tomorrow builds on today.

5

Remember I said how (inaudible) real estate.

6

So call the local title attorney, get a

7

referral from a wholesaler, only costs wholesalers

8

(inaudible), go to the local real estate group, they

9

have the lawyers who work with wholesalers on the

10

Website.

11

say who's the best attorney that really does like 20,

12

30 wholesale deals or rehab deals or great finance

13

deals, whatever you're into.

14

This is very specialized for investors and

And the real estate group will tell you the

15

wholesaler and the title attorney and then you call

16

that title attorney and say hey Mr. and Mrs. Title

17

attorney, my name's Jody, my name's Larissa or Jeremy

18

and I plan on doing five deals a year or two deals a

19

month, ten deals a month, whatever you wrote down

20

yesterday and you come highly referred.

21

I would like to, if you treat me well, close

22

all my deals with you.

23

feeling right now, if you're for real?

24

(made a noise), because they've spent a lot of time,

25

advertising, begging people to come over and close one
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1

deal every three years with them.

2
3

Now let me help you out, does anybody know
how a title attorney gets paid?

4

AUDIENCE MEMBER:

No.

5

ROBERT SHEMIN:

6

Well let me help you out, I went to title

Anybody ever work for one?

7

firms in Tennessee with my brother called First

8

Advantage and we did about 180, 200 closings a month,

9

mainly with investors affiliated with the attorney,

10

there's always an attorney behind the closing company.

11

Every country, it's the same in every country.

12

here they're called title lawyers, title attorney,

13

attorney.

14

South America they're called (spoke in foreign

15

language).

16

In California they're called escrow.

And

In

There's a lawyer behind there somewhere,

17

correct, who stamps the papers.

18

interesting in South America and Columbia, they are

19

actually much more advanced than we are in America.

20

The realtors are Notaries who actually do the closing,

21

which make sense because they're doing the contracts

22

anyway.

23

Now what's

So how does a title lawyer get paid?

Let me

24

help you out.

I'm going to buy Shaina's house for

25

300 grand, I pay my fees of 300, she pays her fees of
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1

300 and there's a State mandated title insurance of

2

about 1,500 dollars that you have to pay; is that

3

about right?

4

there's a couple other fees.

5

Now you've been in PNC, correct and

Now let me tell you how the actual closing

6

usually works.

7

house and we want to close March 20th, in about five

8

weeks.

9

at 10 a.m.

10

I sign the contract to buy Shaina's

Is that fair?

We're going to close Wednesday

So we have a realtor, maybe we don't.

The

11

realtor sends the contract.

12

house March 15th for 200 grand, I'm paying my closing,

13

she's paying her closing and they send over the title

14

attorney, title lawyer, escrow, earnest company,

15

whatever you want to call them, notary and they spend

16

about 20 dollars and hire a title searcher, it's now

17

mostly online, but anyway, for 20 bucks they get a

18

professional title search and they put it in a folder

19

and I Email and send it to the title company.

20
21

Robert is buying Shaina's

And guess what happens for the next three
and a half weeks?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

They search for -They've already searched it.

24

There's nothing wrong with it.

25

nothing.
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1

And we're going to close Wednesday at

2

10 a.m.

When do they start working on the folder?

3

You know this.

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

AUDIENCE MEMBER:

Tuesday morning.

7

AUDIENCE MEMBER:

Tuesday.

8

ROBERT SHEMIN:

9

Wednesday morning at 8.

(Inaudible).
No, when?

On Tuesday night, or
We timed our main secretary

10

Deloris.

The lawyer never sees it.

11

minutes to put a file together.

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

It took her 14

You know this, right?

(Inaudible).
And she would type in her

14

computer program Robert, Robert's going to buy from

15

Shaina, here's the address, here's the price, presses

16

the button, boom, all the closing, title, deed, paper

17

disclosures pop out and they sit in a folder.

18

Then when we go to close, whether it's

19

through Doc-U-Sign or Accu-Sign long distance or we

20

actually go to the office, they spend about 20 minutes

21

filing papers and signing them, the lawyer never sees

22

it.

23

company?

24

insurance, it's 95 percent profit margin.

25

And what percent of that is profit to the title
95 percent.

All fees and the title

So now you're going to go to a title lawyer
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1

and say would you like to do all my closings.

2

they feeling?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

How are

Good.
And say listen, there's a

catch, how many of y'all know there's always a catch?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Always.
You say listen, if you can

8

do all the closings, since you're going to close them

9

anyway, Mr. Title lawyer and Ms. Title lawyer, would

10

you mind helping me fill the contracts out?

11

And guess what some or most of the title

12

lawyers I talk to say if you talk to them nicely, not

13

all, but most.

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Sure.
Sure.

How long does it take

16

them, 10 minutes, five minutes; they're going to make

17

a fortune.

18

same.

19

And once you do one or two, it's all the

How many of y'all like that?

So who fills

20

out my contracts?

21

dollar shopping center, you may want to have your own

22

attorney, that's different, but on a house or duplex

23

or small apartment building, it's the same stuff.

24
25

Now if you're buying an 80 million

So here's how I actually close my deals.
Hey, Phil, in Tennessee, because it's State specific,
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1

the city.

Write that down, it's what?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

Title lawyers and realtors

in Florida are licensed in?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

It's State specific.

Florida.
Title lawyers and realtors

in Tennessee are licensed in?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Tennessee.
Got it.

State specific.

So

10

when I do a deal in Metagene, Columbia, which I closed

11

that last week, I used a Columbian attorney.

12

How did I find them?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

Referral.
I asked for a referral.

15

Three people, realtors and investors said Alowsio is

16

the best, Juan Palasio, he's the best real estate

17

attorney for investors and he is and he, he just

18

hooked me up, he does all my stuff.

19

It's a phone call.

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

Now, Phil, or, or Jonathan in Fort

23

Lauderdale which I use a lot, Commonwealth Title, hey,

24

John, it's Robert, I'm buying Shaina's townhouse for

25

200, I'm taking over a loan of 140, I'm giving her
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1

10 grand cash, whatever, I'm going to wholesale it to

2

this guy for 180, 170, whatever.

3

got to go find some more deals.

4

text him.

Write it up, I've
Or you can Email or

5

What's my job and your job?

6

AUDIENCE MEMBER:

Finding the --

7

AUDIENCE MEMBER:

Match maker.

8

ROBERT SHEMIN:

9

make money and have fun.

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

make money and have fun.

13

paperwork?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Find deals, close deals,
What's your job?
Make money and have fun.
Find deals, close deals,
Did I say fill out

No.
That can't even be yourself.

16

Sure, if you're a realtor you may have to do it

17

yourself.

18

Now there's exceptions.

I don't care who

19

does the contract, I just want to get the deal closed.

20

What's your focus?

21

AUDIENCE MEMBER:

Closing the deal.

22

ROBERT SHEMIN:

23

So if you're dealing with a realtor, bank or

Close the deal.

24

wholesaler, they may say well you're going to have to

25

use my contract.

And when they say that, here's what
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1

I say, great.

Stop saying no.

Great, I don't care

2

who fills out the contract, the contract is a

3

contract.

4

at it?

Now before you or I sign it, who's looking

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

(Inaudible).
My title attorney and my

7

mentor.

I will never sign a contract (inaudible)

8

without my title attorney looking at it and my mentor.

9

Oh, Christina and Tarek have a mentor.

Wait a minute,

10

they're the leaders of us, they do tons of deals, have

11

their own TV show, why would they have a mentor?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

(Inaudible).
Another set of eyes gets to

the next level.

15

Running their 50,000 dollar a year business

16

as if they're running a million dollar a year

17

business.

18

business is (inaudible) a million dollar a year.

19

Would y'all agree?

20

challenges, different problems, correct?

21

somebody at that level to bring you up.

Running a five million dollar a year

Different skills, different
You need

22

Remember this, (inaudible), and then a hand

23

up here to get you to the next level, whatever you're

24

doing, studying, music, football, sports, life,

25

whatever, if you can.
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1
2

So my title attorney is the best in the
world, but he's a person.

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

He's a what?
Person.
Not you.

But guess what

5

other people think sometimes, what's your system?

6

(Inaudible).

7
8

Now my mentor, my (inaudible) will work for
you.

9

Work for who?
AUDIENCE MEMBER:

10

ROBERT SHEMIN:

You.
So before you sign and say

11

Mr. Wholesaler (inaudible), Mr. Realtor, can you

12

explain this contract to me, what's this paragraph,

13

what's that.

14

three times, guess what, you're going to probably

15

understand.

16

And after they explain it to you two to

The contracts, they're the same.

17

(Inaudible) the Florida realtor contract, once you go

18

through it two or three times, it's pretty simple.

19

First time it's kind of not.

20

Do not sign until the realtor, wholesaler,

21

title lawyer explains to you what you're signing.

22

it.

Say got it.

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Got

Got it.
So now let's go through a

contract line by line and I'm going to make you a
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1

fortune.

I'm going to make you what?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

A fortune.
So, now if you're a realtor,

4

broker, you have to use your own contract.

5

you have to use?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

use which contract?

9

our mentor's agreement.

What do

Your own contract.
I'm not a realtor, so I can

This is a national contract, it's
Now before you -- laws

10

change, I would recommend that you get a local expert

11

attorney, what's the key word there?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

Now laws change.

Expert.
Expert, right.
Have them look at this

15

contract and then if they say hey, you know what,

16

let's add a little something here, let's scratch this

17

out here, they've changed the law (inaudible), right.

18

Things change.

19

But anyway, I'm going to have you write a

20

few words, now we're going to make you work a little

21

bit, just a few words, is that okay?

22

talked about it the first day (inaudible).

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

question (inaudible).
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1

So just go with me for a minute, I'm going

2

to make you a fortune.

Right on the top where it says

3

purchase and sale, just write in standard,

4

S-T-A-N-D-A-R-D, so it says standard purchase and sale

5

agreement.

So what's it going to say?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

Standard.
Standard, S-T-A-N-D-A-R-D.

So it says standard purchase and sale agreement.

9

Now the realtor contract (inaudible) is

10

about 15 pages.

11

quarter pages.

Our contract is about one and a
Anybody know why?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

better.

15

them out.

16

(Inaudible).
Right.

People like it

If they've got a 14-page contract, freaks
Like the way you said it, Joey.
The other reason is I'm dealing with highly

17

motivated scripts (inaudible).

18

15-page contract, what does that do to their life?

19

scares them.

20

It

How many of y'all like simple?

Now, turn the contract over.

21

realtors (inaudible), room.

22

the room?

Nope, yes?

Now we're not

Got any realtors left in

Are you active?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

If you show them a

Little bit.
Little bit.

Who's your

license with, just curious?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

AUDIENCE MEMBER:

10
11

ROBERT SHEMIN:
(inaudible).

(Inaudible).
Who?
(Inaudible).
Alta Mar?
Optimum.
Oh, Optimum, they're around.
(Inaudible).
I know them.
You know them.
I know exactly, you're not

How many agents have you got over there?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

She's a friend of mine over there.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

(Inaudible).
Do you know Noelle Lagiago?

Yeah, I -It's okay.

Anyway, nice,

good people, right.

18

Anyway, so in Florida, if you're buying

19

Shaina's house, generally, like other realtors,

20

they're going to say split the closing costs, right.

21

Buyer pays their attorney fee, seller pays their

22

attorneys.

Is that pretty accurate?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Yes.
Who pays the title insurance

in Florida, generally?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

(Inaudible).
Think about, who thinks the

3

buyer pays it?

Who thinks the seller pays it?

4

many of y'all will not vote?

5

pays it?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

negotiate.

9

In Florida who generally

(Inaudible).
Again, I know you can

Who generally pays it?
AUDIENCE MEMBER:

10

How

ROBERT SHEMIN:

(Inaudible).
No, in Florida generally the

11

seller pays it.

12

States, the buyer.

13

50 closings, oh, seller pays -- it's negotiable, so

14

you're right.

15

In Tennessee, the seller.

In certain

If you line up 100 realtors and do

Now who here ever bought a house?

Whose

16

ever bought a house?

Who paid the title insurance?

17

She had no idea what she was doing, thank you for your

18

honesty.

That's not good.

19

It's the largest purchase of your life,

20

thank you for your honesty, you need to know what

21

you're doing.

22

different.

23

fair?

24
25

Would y'all agree?

Every State's

Just go with me, doesn't matter; is that

Now why, you paid probably half the closing
costs and you paid the title insurance, why?
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1

the realtor told you to, correct?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

contract says.

(Inaudible).
Standard.

That's what every

You need two contracts.

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

They said it's?

How many?

Two.
One when you're buying and

one when you're --

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Selling.
-- selling.

10

the second page write B, for buying.

11

write?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

On the top of
What do you

B.
Just write somewhere B, for

14

buying.

15

the following costs in transferring title, title,

16

loan, fee, attorney, mortgage.

17
18

So in our contract it says buyer shall pay

If you're buying, how many boxes do you
check?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

answer, none.

22

got it.

Let me help you out -- good

So if you're buying, check no boxes,

Say got it.

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

None.

Got it.
And then if the seller signs

that contract, which some will and some won't, who's
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1

paying all the closing costs?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

The seller.
The seller.

And what did

4

that just save you, if they sign it?

5

average closing on a 300,000 dollar house in Florida?

6

About 1,800, 2 grand, 2,500.

7

going to do in the next 10 years?

8

deals are you going to do in the next 10 years?

9

me a number, one, zero, five?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

he works on (inaudible).

15

100,000 bucks.

16

signing that.

17

What's the

How many deals are you
Anybody?

How many
Give

100.
How many?
100.
I like that, 100.

Let's say

That just saved you

(Inaudible) some will say I'm not

If you're dealing with brokers, agents or

18

sophisticated sellers, they're going I'm not going for

19

that, but we're dealing directly with highly

20

motivated -- it's not taking advantage of anybody,

21

right?

22

sure you're happy, just call and let me know.

Hey, have your own lawyer look at them, make

23

We're not taking advantage of anybody.

In

24

my world, (inaudible) 80 year results will probably be

25

different.

80 percent of the deals go I don't care,
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1

where do I sign, I want to sell this darn thing.

2

Now that might not be a lot of money to you,

3

2, 3, 4 grand on every deal, but on an apartment

4

building deal, which our students use, that can save

5

you 30, 40, 50, 60, 80 grand on one deal.

6

Are y'all getting some value added today?

7

Raise your hand if so; if not, I'm assuming you're

8

not.

Correct?

9
10

Now if you're selling, which boxes do you
check?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

All.
If you're selling, which

boxes do you check?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

(Inaudible).
All of them.

Buyer shall

16

pay the following costs, the buyer pays all the costs.

17

So if you're selling, how many boxes do you check?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20

boxes.

All of them.
Write selling, check all

Buying, check no boxes.

21

Buying, how many boxes do you check?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24
25

None.
Selling, how many boxes do

you check?
AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

And it's not going to work

all the time, but if you never ask, when does it work?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Never.
Never.

Quick question?

(Inaudible).
We're just talking about

7

line one on the top of the second page.

8

pay the following costs (inaudible) is all we're

9

talking about right now.

10
11

check?
AUDIENCE MEMBER:

13

ROBERT SHEMIN:

AUDIENCE MEMBER:

16

ROBERT SHEMIN:
that one line.

18
19

None.
None.

If you're selling,

how many boxes do you check?

15

17

That's it.

So if you're buying, how many boxes do you

12

14

Buyer shall

All of them.
All of them.

That's just

Got it.

We're doing one thing at a time.

Great

question.

20

Now let's go to the front of the contract

21

and fill it out line by line.

22

at, before lunch you're going to make an offer on a

23

real deal.

24
25

Why, because tomorrow

So it's okay, you can relax, it's a lot.
We're going to do it again tomorrow.
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1

whole new deal.

2

It's not bad.

Over and over again.

I'm (inaudible) real deal tomorrow and see

3

how you do, right.

4

again and teach you step by step how to do it.

5

And then we'll put it altogether

First fill this contract out line by line,

6

just go, we're going to go very quick.

7

dated on the first page on the first line.

8

we?

9

AUDIENCE MEMBER:

10
11

ROBERT SHEMIN:
the date in there.

Where are

First page first line.
Agreement dated this, put

What's the date today?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

Agreement

9th.
9th day of February, 2019.

Everybody got it?

15

By and between, whoever the seller's name

16

is.

17

important.

18

phone number and write it in there, because you and

19

the attorney will have to send them papers and stuff.

20
21
22

Now this sounds very trivial, but it's very
Get their best mailing address and best

Now for you, make it easy for Bill to do
business with you.

A lot of you make it very hard.

Now watch this, the average American moves

23

every three to five years.

24

participation.

25

I want 100 percent

How many of y'all have moved in the last
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1

five years at least once?

2

forwarding doesn't work, would you agree?

3

we going to hold it even -- send you checks and

4

contracts and more checks when your address changes

5

every couple years.

6

Look.

And we all know mail
So how are

Now here's what I recommend, it's a buffet,

7

get a simple easy to use professional Email.

8

not a good professional Email,

9

babydoll_(inaudible)@aol26.

10

whatever, partyboy.

11

easy, okay.

12

Okay.

What's

Sexygirl, sexyboy,

Get something professional and

My, my Email is, like I had it forever, I

13

never change it.

14

20 years and I'm never changing it.

15

I've had the same phone number for

Now I move every two years, I have to.

I'll

16

explain that when we do how to set a dec sheet, okay.

17

Some of you don't know that.

18

Anyway, here's the deal, so I have the same

19

mailing address.

20

impress you, I'm from Nashville, Tennessee.

21

music, all my friends are musicians.

22

music.

How many of y'all like country music?

23

don't.

But all my friends play it, sing it and write

24

it, make a lot of money off it.

25

Now I'm not here to impress you or
I love

I don't play
Good, I

Now there's a joke, if you ever meet a
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1

famous star in Nashville, know this joke, the joke in

2

Nashville is if you want to be really famous, move

3

next door to Robert Shemin.

4

famous country star and they'll know what you're

5

talking about.

6

You can tell that to any

Here's my last three neighbors, Garth

7

Brooks, Taylor Swift and Vince Gill.

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Okay.
So I lived next door to

10

1217 Janell Drive, Garth rented 1219.

11

lot of people don't know this, Garth has sold more

12

records than anybody in the world except the Beatles

13

and he may pass them this year.

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Did y'all know that?

No.
Sold more than Michael

16

Jackson, more than the Rolling Stones.

17

super nice guy.

18
19
20

By the way, a

Great guy,

What's that have to do with real estate?
lot.
One day I'm talking to Garth, kind of hard

21

to live next door to somebody who's made like

22

400 million dollars a year and he's like a year

23

younger than me.

24
25

A

A great guy.

And I'm talking to Garth, I said Garth, I
got a question for you, you know, you've been on world
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1

tour for like three years, right.

2

do you pay your Visa bill, your MasterCard bill and

3

your water bill?

4

I'm like wow, I used to do that.

5

I said Garth, how

And guess what he said?

I don't.

He's no, no, no, that's not what I mean,

6

Robert.

7

accounting firm because I don't have time and they

8

every week pay all my bills, do my checks in

9

accounting and it saves me a lot of money and time and

10

He goes that's not my job.

I have an

they're great.

11

I says who does that for you?

12

Wiles.

13

15 years.

14

address.

15

all my bills.

16

money?

He said Smith

So I've been using Smith Wiles for like
They get all my bills, all mail, same
They scan my mail wherever I am, they pay
I approve them.

And does that cost me

17

AUDIENCE MEMBER:

Yeah.

18

AUDIENCE MEMBER:

Yes.

19

ROBERT SHEMIN:

Yeah, it costs about

20

400 dollars a month when I started because I didn't

21

have that much, now it's a little more but I don't

22

mind, it's 750 a month, but how does that cost you

23

money?

24
25

No, it make me a fortune.

Got to change

your mindset, folks (inaudible).
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1

Who here does their own accounting and

2

bookkeeping?

3

two or three months a year filling out half the year

4

with shoe boxes, Excel spreadsheets and receipts and

5

then give them to an accountant.

6

love doing it, keep doing it, but I don't love doing

7

it.

Let me guess, you spent

And listen, if you

How many of y'all don't love doing it?

8
9

Some of them.

Some pay an accountant a couple hundred
bucks a month, my bank's checks balance, my bills are

10

all paid on time and at the end of the year there's no

11

bill to do my taxes because they've already done them.

12

So it actually saves me money.

13

Now why do I say this?

Because, same

14

address.

Please get one mailing address, whether it's

15

a UPS box or somebody and, by the way, I recommend not

16

using bank safety deposit boxes or the Post Office

17

because you don't own that, they do.

18

right?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

You know that,

What?
You know that.

When you

21

have a safety deposit box at the bank (inaudible),

22

they lock it down and took everything, right?

23

wouldn't -- and the U.S. Postal Service, holy-moly,

24

and it's a felony, like if you get a piece of mail

25

that's not mine in there, eww, I wouldn't use them.
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1

They're good people.

2

Anyway, so I have my accounting firm, they

3

get all my bills and pay them and it saves money.

4

the way, I was doing my only bookkeeping maybe eight,

5

10, 12 hours a month and I'm not good at it and now

6

guess how much time I spend on it?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

By

None.
30 minutes, maybe an hour.

And what if you do one more deal a year?

Because

10

you're not doing your bookkeeping, what would you

11

make, 5 grand, 10 grand, 15 grand, 20 grand, 40 grand.

12

What's your most important asset in business life

13

besides health and family, love and faith?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

Time.
Time.

How are you spending

it, just to give you an example out there.

17

Anyway, focus.

So we (inaudible), that's

18

whatever.

Buyer, now we're going to wholesale some of

19

these so it says and/or assigns, assign means sell.

20

What does assign mean?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Sell.
Nominee means you put in a

23

trust, that's very advanced, I don't want to confuse

24

you.

25

So do you have to put an and/or assigns to
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1

wholesale it?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

Yes.
No.
No?
Another myth.

A lot of

noise out there if you notice.

7

All contracts in North America are sellable

8

or assignable unless they say they're not, and I'll

9

prove it to you.

10

Future market, potbelly market, stock

11

options, all stock options have a right to buy Apple

12

stock and I sell that right.

13

can sell.

14

Whatever you have, you

If I have the right to make a movie with

15

Brad Pitt and Al Pachino for 400 grand, could I sell

16

that right to Sony Pictures for maybe 4 million?

17

yes.

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20

Say

Yes.
If you have the right to an

oil well or a book right, can you sell those rights?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Yes.
Yes.

All contracts are

23

sellable or assignable unless they say they're not.

24

If you not -- no stock market, no options market, no

25

futures market, no oil market, nothing.
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1

Anyway (inaudible).

Now the property, the

2

parties will (inaudible) situating County, what County

3

are we in?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

Lee County.
Yeah, Lee County.

(Inaudible) and bought from the street address.

7

Now if you have it, it's a legal

8

description, if you don't, don't worry, but this is

9

advanced real estate investment.

10

How many of y'all

(inaudible) advanced real estate?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

Yes.
Here we go.

When you're

13

talking seller, the seller is going to sell it to you

14

anyway, so let me talk to you as though you were the

15

seller.

16

Who has ever bought or sold a house in your

17

life?

Remember when you bought or sold a house, when

18

you closed on it, that attorney, a realtor gave -- had

19

a folder with all those papers in it, remember that?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

Uh-huh.
This is script, folks,

22

remember when you bought or sold that house a few

23

years ago, they gave you that little folder with all

24

the documents and deeds, could you find that?

25

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

Yeah.

Why don't you take

five minutes, how long?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

Five minutes.
Break everything down to

5

simple things, three minutes, five minutes.

6

you break things down in?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9
10
11

What do

(Inaudible).
Don't overwhelm people.

One

thing at a time, break it in time, three to five
minutes.
Maxine, since you're may favorite seller

12

today, take five minutes if you can find that folder

13

and if you don't mind, if you could scan it, you can

14

take a picture with your camera, your little phone,

15

have you got a phone?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

And just send it over and

what do most sellers say?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

Uh-huh.

(Inaudible).
Yeah, yeah.

And what's on

those first five pages?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Their information.
Everything.

The closing

24

documents from the actual owner -- and see the owner

25

is not you, Joe Smith, or it's your aunt or cousin or
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1

it's a trust.

It tells them what they bought it for,

2

who the debt is, who the lender is.

3

information?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

Is that good

Yes.
Yes.

And most people send

it.

7

Now every once in awhile fear-based,

8

emotion-based they'll say Robert, I am completely

9

offended that you asked for that documentation, that

10

is personal and confidential, I cannot believe that

11

you're asking for that.

12

and I would never reveal personal documentation and

13

data of financial matters to anyone, a stranger,

14

someone over the phone.

15

that.

I'm completely upset with you

I am shocked that you'd ask

16

Could that happen?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Yes.
And guess what I say?

Not a

19

problem, pull the record, I've got it right over here.

20

It's public record.

21

Deeds, go on the Internet, we have software that you

22

can pull right up.

23

operate out of fear in this information.

24

operate out of?

25

You can have the Register of

It's a joke, folks.

AUDIENCE MEMBER:
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Fears.
Just like the Social

3

Security numbers in taxes.

4

put it on a billboard, but it's just fear -- I don't

5

know, false based here.

6

about money.

7

I'm not telling you to go

It's a lot of noise out there

So they said that, not a problem, just call

8

up the record of attorney, pull it up, whatever.

9

Now in the realtor contract, again, if

10

you're a realtor, you have to use your contract,

11

correct, can't use this one, but you can put some of

12

our stuff in there.

13

So, here we go.

In most realtor contracts

14

if I'm buying or you're buying Maxine's house, you get

15

the property as is.

How do you get it?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

As is.
Next week their (inaudible)

18

falls out of the ceiling, it blows up, guess who's

19

paying for the problem?

20
21

Why would you sign a contract like that?
That makes no sense to me.

22

Number two, when you buy a property under

23

most realtor contracts, you get whatever is attached,

24

correct.

25

If it's not attached, you don't get it.
So if you have the realtor contract, how
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1

does the building get those lamps and lights because

2

they're?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

Attached.
But you don't get these

tables or Andre over at the computer because it's not?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Attached.
Attached.

Why would you

8

sign a contract like that, especially in Florida.

9

Makes no sense to me.

10
11

How many of y'all want to make some money?
In our contract if you're buying, if you're what?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Buying.
The sale, right under exact

14

legal description to follow, we're just going line by

15

line, shall include all personal property and

16

fixtures.

17

of people sign that.

18

get you?

And, by golly, especially in Florida, a lot
And if they do, what did that

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21
22

(Inaudible).
All the furniture.

did it twice in Columbia and once in Florida.
Recently in Miami Beach I put up a contract,

23

I called (inaudible), not a story, a system.

24

find the deal?

25

I just

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

Rent ad.

It's on 1500 Bay

2

Road, it's right across from South Beach, it's one of

3

the nicest buildings in South Beach.

4

Lenny Kravitz designed it, he lives there.

It's top 10.

5

Everybody knows (inaudible) rent on

6

penthouse there, it's very hard to find three

7

bedrooms.

8
9

I like three bedroom penthouses.
Anyway, everybody knows the rents on those

things are 9, 10, 11, 12 grand.

10

It's a penthouse.

Somebody was renting for 6,500 bucks, so

11

what did I do immediately?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

(Inaudible).
No, what's the first step?
(Inaudible) call.
What do most people do?
Not call.
Think, wonder, worry,

18

analyze, hypothesize, skepticize, negativize,

19

internalize, procrastinize, wastize, whatever.

20

I'm a robot, folks, I don't think, I just

21

call.

I'm a robot, I've been trained.

22

this call, this call, this call, this call.

23

somebody to call, right.

24

Massive action.

25

AUDIENCE MEMBER:
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1

AUDIENCE MEMBER:

Call.

2

ROBERT SHEMIN:

3

Anyway, I called and this guy picked up the

Some of you.

It's okay.

4

phone and he spoke Spanish, he was Mexican.

5

way, I later found out he was a Mexican billionaire,

6

great guy, not El Chapo, another one, all right.

7

By the

And I said hey, I may be interested in maybe

8

renting the place, taking it over and how's it going.

9

He talked, very nice, he's the owner.

10

And I said hey, would you be interested in

11

selling the property?

12

I said oh, why is that.

(Inaudible) he said yeah.

And

Always ask what?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

Why.
Why are you selling.

He

15

said listen, my wife and I, we have homes in Mexico

16

city, Paris, New York, London, they own homes all over

17

the place and he said we bought this place

18

pre-construction, got a great deal.

19

it pre-construction for 890.

20

1.7, 1.8 million.

21
22

He told me it was worth

This is -- by the way, are billionaires
usually pretty smart?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

He told me he got

Yeah.
Yeah, you generally don't

think of a billionaire being a dummy, would you agree?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

Uh-huh.
Not talking about politics,

I meant real estate, okay.

4

Anyway, so this guy says listen, my wife and

5

I bought it pre-construction and we moved in recently,

6

this was July, and my wife hates it.

7

that?

I just ask questions.

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

I said why is

What do I do?
Ask questions.

I don't think.
Just ask.
Ask.

How many of y'all

12

passed?

And he said, listen, it's really hot here.

13

I'm like really?

14

December pre-construction and it was probably, you

15

know, 70 degrees; and what's Florida like in July,

16

especially Miami?

Yeah, they, they came down in

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Hot.
Hot.

He goes we don't like

19

it.

We don't like the people, we don't like the

20

people and we just don't like it.

21

I said well, without negotiating, what's the

22

best you can do, can you do any better.

23

better.

24

important, folks, remember this, not a story, a

25

system.

Don't offer, ask.
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1

And he came down to 1.25.
I don't know.

Why would he do

2

that?

3

and he signed it.

4

three bedroom penthouse at 1500 Bay Drive.

5

And I gave this contract to him

This is a fully furnished brand new

Now this is weird, this really isn't fair,

6

but it happened.

7

great deal and a week after we signed the contract he

8

brought a realtor in, buddy of his, he's got a little

9

bit of contract thing which really isn't fair, you

10

I had 35 days to close.

It was a

can't after the fact, but he did.

11

So I did a three, four way call, him, his

12

wife, the realtor and me.

13

their job a little bit and he said you really should

14

give him the personal fixtures and the furniture, we

15

need to scratch this out, I don't like this in the

16

contract.

17

And his realtor tried to do

And guess what the wife said in Spanish?

18

She said that's (in Spanish).

19

of junk, it's two years old, a year and a half old, I

20

don't like it and I was going to toss it anyway.

21

(Inaudible) crazy.

She said it's a bunch

Well let me help you

22

out, there was a Britto painting in the living room,

23

look it up, it's worth 90,000 dollars.

24

refrigerator is about as big as that screen, it has

25

six wine coolers and wine dispensers and disco lights
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1

of some sort.

It's a 35,000 dollar refrigerator.

I

2

didn't know refrigerators cost 35 grand, did you?

I

3

learned something.

4

now?

Guess where that refrigerator is

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

Still there.
No.
At your house?
I'm not the (inaudible).

No, no, I just took it to my house.

Whenever you come

10

to my apartment, that's the first thing you stare at,

11

with leopards in the apartment of -- 11 cats and the

12

refrigerator.

What did that cost me?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

Nothing.
Now is that going to work

all the time?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

No.
How many of y'all think it's

18

stupid that these billionaires would throw out about

19

300,000 dollars worth of furniture?

20

I ask a favor, stop judging.

Oh, really.

Can

21

I mean I work with homeless kids, I was with

22

him three days ago and (inaudible) every day I'm there

23

and they don't have shoes or clothes, most of them.

24

They don't have shoes.

25

How many in this room has ever thrown out a
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1

pair of shoes, old pants, an old dress?

2

throw that stuff out?

3

Columbia saw you throwing out clothes, guess what

4

they'd say, oh, my God, that guy must be a

5

billionaire.

6

don't have big holes in them, wow.

7

If my homeless kids from

Man, I wish I had me some shoes, they

It's all perspective, folks.

8

your head.

9

customer's head.

10

Do you ever

Get out of your head.

Get out of

Get in the

That (inaudible) is not going to work all

11

the time and someone will say no, I'm not giving you

12

my grandmother's picture and my favorite whatever.

13

Okay, let's scratch that out.

14

there, especially in Court, will make you a lot of

15

money.

16

furnished; will sell them, what?

That sentence right

A lot of condos, snowbirds will sell them

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Furnished.
Some furniture you don't

19

want.

How many of y'all like that clause?

20

never ask, when will you get it?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23
24
25

But if you

Never.
Next sentence -- by the way,

if you're selling, scratch that out.
And let's specifically (inaudible) seller
warrants, seller warrants.
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1

is?

What's a warranty?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Some.
Seller warrants that

4

property, improvements, fixtures, appliances, roof,

5

plumbing, heating and ventilation are in good and

6

working order.

7

you're selling, scratch that out.

That's your first way out.

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Now if

If you're selling?

Scratch that out.
Scratch that out.

This

10

clause shall survive closing at title.

11

buying and they sign that, which a lot do, what did

12

you just get?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15
16

If you're

Guarantee.
A warranty, guarantee,

you're right on.
Now most Judges will say a year is

17

reasonable.

You could put in three years if you want.

18

Write it in, whatever you want.

19

the context.

Just want to give you

20

If you do the realtor contract and your air

21

conditioner falls out of the roof three months later,

22

you're paying for it.

23

your hot water heater breaks or air conditioner

24

breaks, guess who's probably paying for it?

25

If they sign this contract and

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

The seller, because they

gave you a?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

Warranty.
Warranty.

5

like that?

6

you never ask, when will you get it?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

How many of y'all

Are they all going to sign it; no.

But if

Never.
And if you ask for it, when

might you get it?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

Now let me make you a fortune here.

13

On every property, no exceptions, that I'm

14

involved with.

Sometimes.
You're right on.

Which property?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

All.
Rental, sale, buying, we

17

look up Google best home warranty Fort Myers.

18

home warranty Florida.

19

best realtors.

Call a home builder, call the

Do y'all use home warranties?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

do you remember?

Yeah.
Which company do you like,

I've got a list.

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Best

Yeah.
We Google or ask what's the

best home warranty, because it changes, could be
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1

ServCo, ServPro, right, Guaranteed something is

2

another one.

They change.

3

We Google the best.

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

What do we Google?

The best.
The best.

For 18 to 40

6

bucks a month, now if you're talking about an 8

7

million dollar home, it might be a little more.

8

you agree about 18, 20, 30, 40 bucks a month; does

9

that sound right?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Would

Yeah.
You get a home warranty.

12

Now let me tell you, real world, they're not kosher.

13

If you're expecting perfection, you will be

14

disappointed.

15

most everything, would y'all agree?

I call them 92 percenters.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18
19

They fix

Yeah.
They're not perfect, but

they're pretty darn good.
So now as a landlord or landlady when the

20

hot water heater breaks or the air conditioning messes

21

up, instead of you writing a check for 2 grand or 800

22

or 1,400, you call the?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Warranty company.
Home warranty company, they

send someone out and most of the time it's covered.
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1

What does that do?

2

headache and also smoothes out your cash flow.

3

It reduces your management

How many of y'all like that?

It's included

4

in the rent and the tenant pays for it.

5

we can't force them, but we make them, when a tenant

6

moves in we have them sign a renter's insurance sheet.

7

We don't tell them to get renter's insurance so they

8

won't do it.

9

We also make,

Do it for people, be proactive.

We have it sitting right there filled out

10

saying tenant, get your renter's insurance signed

11

here, because I get sick of seeing the news on

12

Thanksgiving and Christmas and all kinds of months

13

where an apartment burns down or a landlord that's not

14

properly trained has a tenant in there without

15

renter's insurance and they lost everything and

16

they're out on the street with nothing.

17

criminal.

I mean that's

18

They need renter's insurance.

19

out for them and if not, we'll get them to sign a

20

thing that said I didn't get it, I'm a moron.

21

pay for it, we fill it out for them, they sign it.

22

have a renter's insurance person, worth making sure

23

(inaudible).

24

renter's insurance, Maxine?

25

We fill it

They
We

Would you agree with me, that you get

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

They will be homeless.

We

2

care about people.

3

people?

4

mean landlords aren't trained to get them renter's

5

insurance and make it easy for them to get it, plus it

6

also protects you as a landlord.

7

of insurance, plus it's the right thing to do, I

8

believe.

9

How many of y'all care about

I don't know why a lot of slum lords -- I

It's another level

(inaudible).
Is that fair?

You're an expert?

I've seen

10

so many people not have renter's insurance and lose

11

everything and they're literally on the street.

12
13

AUDIENCE MEMBER:

Especially since you have

all the hurricanes.

14

ROBERT SHEMIN:

Hurricanes.

And guess what

15

every State has, write this down, something.

In

16

Tennessee we've got tornadoes, in California we've got

17

mud slides and floods and crazy stuff.

18

absolutely right.

19

right?

You're

Every city and State has stuff,

20

Thank you.

21

I just get renter's, so I just want to throw

22

that out as a little bonus.

23

Now purchase price, tomorrow you're going to

24

make an offer so I want to make sure you understand

25

this.

If you don't, we'll have to take some questions
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1

in a minute.

2

So let's say my seller Brock wants

3

400 grand, 375, he's a tough cookie.

4

are you selling, why are you selling, what's the least

5

you'll take, can you give me better, what did you buy

6

it for, what's the debt.

7

That's a quick review, folks.

8
9
10

I don't say why

Remember that script?
Again, fifth time.

And Brock says well I'm a retired landlord;
and I asked him three, four, five, six times, how many
times?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

Three, four, five.
Now let me say this three

13

times and I want you to remember this, you will offer

14

too much too soon.

15

You will offer too much too soon.

16
17

You will offer too much too soon.

Don't offer, ask.

Don't offer, ask.

Don't

offer, ask.

18

How many of y'all are kind of getting that?

19

What's the basis of saying somebody (inaudible) not

20

getting started (inaudible), which we've all done.

21

It's okay.

22

Oh, too much too soon.
What's the least you'll take.

Can you do

23

any better.

What's the least you'll take.

24

any better.

For a hassle free sale, I'm going to

25

(inaudible), I'm going take say Brock comes down to
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1

300, but he says Robert, that's it, buddy, don't ask

2

that again, I will put my fist through the phone and

3

take your head off.

4

What have you got to listen to?

You got to listen to people.

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7
8
9

To people.
Listen.

I say okay, so we

get down to 300 grand.
So, number two, what do you write in on the
first line, the purchase price will be paid by buyer

10

(inaudible), how much?

11

in, write it in.

300,000, write it in, write it

12

First line what do you write in?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

Earnest money, we'll talk about that in just

300,000.
300,000, just as an example.

16

a couple of minutes.

Sound good?

17

let's say Brock says I'll do owner financing.

18

Be specific.

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

Be what?
Specific.
Be specific.

21

owner financing 300 grand.

22

means years and an interest rate.

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

6 percent interest.
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1

5 percent interest.

2
3

So write in he's going to finance 295.

How

much is he going to finance?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

295.
So instead of Bank of

6

America financing it, the sellers are going to finance

7

it.

8

just a handful of properties.

9

Free and clear property, there's no debt on it,

Then he says Robert, I'll take 295 and I'll

10

finance, owner financing, 25 years at 5 percent.

11

need a term and an interest rate.

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

to.

15

25 years, 5 percent.

16

You

What do you need?

Term and interest rate.
That's whatever you agree

But I'm just giving you an example, is that fair?

Now new loan, if you're going to a bank and

17

getting a new loan, you can say I want a new loan at

18

50 years and 2 percent.

19

loan at 50 years at 2 percent?

Are you going to get that new

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22
23

No.
No.

It's another way out,

you do whatever you want to do.
And now my mentor would take over a loan.

24

So if there was already a loan on there of 295, my

25

mentor or you could say I'll take over your loan, it's
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1

called subject to.

What's it called?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Subject to.
The lawyer helps you out,

4

subject to the existing loan of 295, 20 years left at

5

6 percent interest.

6

Now if you want, you can get your little

7

calculator out and figure out the payment.

8

have to, but it would be nice.

9

25 years at 5 percent, payment of about 1,400 dollars,

10

or whatever the number is.

11

you --

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

financing, 295.

18

ROBERT SHEMIN:

19

Does it make sense?

20

y'all?

Write this down, be

Owner

Terms and interest rate.
Terms and interest rate.

Everything is making sense to

Now let's say that the original example,
you're buying it for 300.

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

(Inaudible).

What is that missing?

AUDIENCE MEMBER:

22

You don't have to, but

What's not a valid contract?

17

21

So you type in 295,

specific, be specific, be specific.

15
16

You don't

What's your purchase price?
300,000.
And owner financing 295.

What's owner financing?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

295.
295, 25 years, 5 percent,

3

write it in.

What's 300 minus 295 owner financing

4

from our seller, Mr. Brock?

5

line due at closing?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

What's the cash, last

5,000.
5,000.

Write it in.

It's

8

300 to buy it, 295 loan from a bank, from a seller.

9

loan is a loan is a loan is a loan is a loan.

10

Is that pretty clear?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:
What's the purchase price?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

25 years at 5 percent.

18

financing?

What's 300,000 minus 295 owner

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

24

300.
Owner financing, 295,

19

thanks.

(Inaudible).
The purchase price is 300.

14

25

Cash

due at closing, 5,000.

11

23

A

5,000.
And where does the 5,000 go?
(Inaudible).
Cash balance due at closing,

Good question.
Any questions on that?

agree to.

Any questions on that?
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1
2

And what's one of the biggest mistakes some
people will make, in a real deal?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

Everybody clear on that?

6

Offer too much too soon.
Offer too much too soon.

Set the price as subject to appraisal by

7

buyer and/or agent of buyer's choice.

8

legal term, that means, A, whoever you appoint.

9

does that mean?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Agent is a
What

Whoever you appoint.
I could appoint my

12

(inaudible), my friend Alex, my brother-in-law Brock,

13

my yoga instructor and they said they don't like the

14

deal and I can get out.

15
16

If you're selling, scratch that out.

If

you're selling, what do you do?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Scratch that out.
Now I'm going to cover

19

earnest money and then we're going to take a, watch a

20

little video, do a little software, then we'll take a

21

break for lunch in about 15 minutes or so, sound good?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

Earnest money, if you're dealing with a

25

Good.
So here we go.

realtor, what do all realtors ask for?
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1

going to deal with you guys, give you a break, how

2

much earnest money do you generally ask for like on a

3

200,000 dollar deal or 150 grand deal, what's normal?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

1 percent.
1 percent, write that down.

6

Every State's different, every realtor's different.

7

1 percent of 200 grand is about?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

2,000.
2,000.

So he says listen,

10

Robert, I need to make sure you're serious.

Listen,

11

Mr. Buyer Rudolfo, I need to make sure you're serious,

12

I need a 2,000 dollar earnest check.

13

Now this is advanced real estate and I got a

14

question for you and I want 100 percent participation,

15

that's okay.

16

about doing this and making some deals and

17

(inaudible)?

18

hour next week, how long?

How many of y'all are really serious

I'm going to ask you a favor, take an

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

One hour.
One hour.

Go to my favorite

21

Website, Fiverr.com, F-I-V-E-R-R, .com, you can do it

22

yourself if you want, and develop an identity package.

23

Let me explain what it is, it's very simple.

24
25

It's a resume.

What is it?

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

But it looks good.

You can

2

do it yourself, make it electronic, keep you busy.

3

100 percent do this, this will change your business.

4

Put in their your resume, I went to

5

University, I did this, I was in the Army, I played

6

sports, whatever you put.

7

you have a family.

8

three kids.

9

in there.

Put your family in there if

Hey, I got a wife or a husband and

Put your hobbies in there.
Put your stuff in there.

Put your pets

I won the Girl

10

Scout award, I won the Boy Scout award.

11

priest, minister, Mulala, Rabbi, guru to write a

12

recommendation.

Every deal you do; which deal?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

after.

16

I regret it.

Get your

Every.
Get a picture of before and

My mentor told me to do that and I did not and

17

Get a recommendation from all of your

18

customers and clients.

19

back, she closed on time, she's amazing.

20

Maxine, I recommend Maxine to everybody, she's the

21

best out there.

22

Maxine, great, she called me

Get a videotape.

23

writing.

24

look pretty.

25

to people.

I love

Video is better than

And put it in your identity book.

Make it

You can hand it to people and Email it
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1

Now, do other businesses do this?

2

Everybody does a planning for an insurance company or

3

a big company.

4

since 1976, look at our (inaudible), it's beautiful.

5

We donate to the Boys Club and we're a good citizen,

6

United Way, we've been here, we've done this and that.

7
8

We have been doing it in Fort Myers

Why do they put it there?
feel?

Yes.

It makes people

Comfortable.

9

These are sellers and buyers and lenders.

10

Now why do I mention this?

11

great question today.

12

other students do?

13

Turner, T-U-R-N-E-R, Area 1 Real Estate, Nashville,

14

Tennessee, she happens to be from my town.

15

of ours.

16

You're going to love this,

Thank you.

How do some of the

I'd like you to look up Brittany

She's one

When she joined us she was a (inaudible)

17

factory wages.

18

little money, they had, she won't like to tell you

19

this, very little assets.

20

How many of y'all (inaudible) that example why I want

21

to do real estate?

22

Family, time.

23

Her and her sister were making very

And we did this yesterday.

Remember y'all did that yesterday?

Now when we met Brittany, she was about 23

24

years old, maybe 22.

25

University.

She had never been to

(Inaudible) some Universities, but she
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1

never has.

2

I am so proud of her.

She went through our

3

program, started with nothing and she just got voted

4

business woman of the year, Nashville, Tennessee.

5

The National Business Journal said, for her

6

company, Area 1 Real Estate, they do rehabs, wholesale

7

(inaudible), home construction, netted 6 million

8

dollars last year.

9

whatever she is.

10

Not bad for a 26-year-old, 27 or
A couple years, folks.

Now why is Brittany so successful?

She has

11

something most people don't, driving motivation.

12

What's the number one determinator of success?

13

we met Brittany (inaudible), what's your motivation,

14

and Brittany, whatever your reason is, it's perfect,

15

everybody's different.

16

When

When she was 17 she went on some church

17

mission trip to Kenya (inaudible).

I speak some

18

Swahili, not bad, huh.

Anyway, she went to some

19

mission trip in Kenya.

How many of y'all have done a

20

mission thing or something or done anything like that?

21

Anybody?

Where did you go?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

smells good there.

2

Been there.

Anyway, she went to Kenya, worked in an

3

orphanage for two months.

4

appalled by the condition, kids, the misery; and she

5

made some kind of vow to her God, beliefs, whatever

6

she's in, prayers, and she said I'm going to figure

7

out a way to help these kids.

8
9

She was shocked and

What's, what did she have that most people
don't?

And I'm telling you (inaudible) and she's

10

looking and she's looked at me and she goes I'm going

11

to figure out a way to make a lot of money in real

12

estate, you're going to help me and I'm going to build

13

an orphanage.

14

She's built two orphanages, and I'll explain

15

another in Haiti and this week she's with Richard

16

Gransler, last week (inaudible) running around with

17

Richard Bransford in the Virgin Islands (inaudible)

18

charity, mission work.

19
20

She's amazing.

No background, no cash, no rich family, no
credit.

She followed the?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23
24
25

System.
System.

I'm so proud of

her.
By the way, she vowed to give 60 to
80 percent of her income away.
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1

folks.

2

I'll, I'll say this, you may not like it, you may not

3

agree with it, if you were going to help others, you

4

have an obligation to (inaudible) your (inaudible).

5

You can help a lot more people.

6

How many of y'all want to help others?

Then

When I was broke, I used to give like

7

50 cents or a dollar to some charity.

8

didn't really help anybody.

9

didn't change anybody's lives.

10

Nice thought,

Is that realistic?

It

Instead of donating to a school, I built

11

schools.

Instead of donating to a charity or whatever

12

or a church or whatever you're into, you build one.

13

But guess what that takes?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Money.
I've never seen a better way

16

to make a lot of money than real estate.

17

one, please show me, I'm open.

18

If you have

Make sense.

So look up Brittany Turner, Area 1 Real

19

Estate.

20

has real focus and real motivation, most people don't.

21

And she stuck with it.

22
23

You like that?

But she's exceptional.

She

By the way, what do you think she made the
first year?

Huh?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

80 grand, 90 grand, triple what she was making in a

2

restaurant working, you know, whatever.

3

Second year she probably made 300, 400, I

4

don't know.

She stuck with it.

5

will most people not do?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Most people -- what

Quit.
They'll quit.

There's no

8

reason for her to be successful, I mean she's got a

9

nice personality, she doesn't have a background, no

10

big bank account.

11
12

Anyway, that's that.
Brittany Turner?

13

Why do I mention

What are we talking about right now.

Identity package.

She says that identity

14

package that she actually did is responsible for

15

80 percent of her success beside the training and

16

mentoring.

17

with us.

18

talked about it, we did it with her.

19

22 years old, who's going to give me their

20

200,000 dollar house?

21

to give me 100,000 dollars of money to loan?

22

Why?

She did that at the marketing class

We actually helped her develop it, not just
She said I was

What 50-year-old man is going

But I showed the identity package, there's

23

my mentors, Robert and the other ones.

24

thing, here's what I'm doing real estate for, here's

25

the mission I want to do, here's the orphanage I want
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1

to donate to.

2

recommendations.

3

her over the top.

4
5

in her.
So how many will y'all do today?

Package

next week, right, and build it out.

8
9

She says that identity package put

People will take a chance on her and believe

6
7

Here's the last deal I did, here's

Next thing, earnest money, then we'll take a
break here.

10

I'm going to go very quick.

So if a realtor asks for earnest money, I'm

11

going to teach you negotiation, we're going to teach

12

you a lot more tomorrow, some a little this afternoon.

13

First with negotiating, you cannot use it

14

against Andre, Nicole, me, Christina or Tarek, our

15

affiliates, if we teach it to you.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

Say I agree.

I agree.
You can use it on everybody

18

else, teenagers, parents, but not on us, got it.

19

got it?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

Got it.
Please don't reuse this

22

stuff on me tomorrow or next week or next month,

23

correct?

24
25

Say

Now the first rule in negotiation, only
negotiate with decision-makers.
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1

rule?

2
3

AUDIENCE MEMBER:

Only negotiate with

decision-makers.

4

ROBERT SHEMIN:

We talked about that, go

5

right to the seller or right to the chairman of the

6

bank or chairwoman.

7

Number two, when you say something, people

8

resist it, resistance.

9

resistance.

Some of y'all it's normal,

Some of the stuff I've said today, I

10

don't agree with that, that doesn't seem right, what

11

about this?

12

bit?

It's normal.

13
14

How many of y'all have done that a little
We want to lower resistance.

Number three, if you ask a question, it's
their idea.

It's what?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

Their idea.
They're idea.

Turn your

statements into questions.

18

So here's the thing on earnest money, it

19

will reduce resistance.

So, Mr. Realtor, you're

20

asking for a 2,000 dollar earnest money check,

21

correct?

Yes, Mr. Realtor?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Yes.
Yes.

Yes.

Okay.

Well my account

24

will make 30 percent, 10 percent, 12 percent,

25

8 percent, 6 percent, remember that, everything builds
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1

on itself.

Remember I asked you how much you make on

2

your money.

3

So to take money out of my account that

4

makes that 80 percent annually and put it in your

5

earnest account for a month, how much interest can you

6

pay me?

7

accounts don't pay interest, got it.

8

answer?

9

Correct.

10

What's the answer?

Nothing.

Earnest
What's the

Earnest accounts don't pay interest, do you?
They can't.
Okay.

Number two, if I close on the deal

11

and it's as you said it's worth this and worth that,

12

it's a great deal, what happens with my earnest money?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

money?

(Inaudible).
What happens with my earnest

Somebody?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

It goes back to you.
I get it back and I use it

18

to buy the property, correct?

Now if the deal's not

19

what you said, repairs and work don't comp out and I

20

have a 15-day inspection, on day 13 I meet my

21

contractor and they say hey, it's a bad deal, what

22

happens to the earnest money?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

So, Mr. Realtor, you're telling me that I
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1

give you money out of my account that makes money, put

2

it in your account that makes no money, and I get it

3

back either way.

4

Does that make a lot of sense to you?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

(Inaudible).
Huh?
(Inaudible).
You can call it whatever you

want, it's an earnest money deposit.

I give you the

10

money and if I have my inspection, I use it in time, I

11

get it back either way.

12

(Inaudible).

Does that make any sense to you?

13

of y'all want to go (inaudible).

14

asking for earnest money?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17
18

How many

Why are they really

(Inaudible).
They think that if we write

a check when you get back, it's serious, good answer.
How about this tradition.

The brokers ask

19

for it, you ask for it, everybody asks for it.

But

20

they're not allowed to ask for it, because most people

21

do something and they don't know why they're doing it

22

because it makes absolutely no economic sense.

23

Are there other ways to show them you're

24

serious besides writing a check that you get back?

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

Hey listen, Mr. Realtor, I'm

2

Robert, we've closed these deals, I work with Tarek

3

and Christina now, I'm with his mentor, I've closed

4

four deals, two deals, six deals, I'd like to do five

5

deals with you.

6

or focus on closing?

Do you want to focus on earnest money

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

AUDIENCE MEMBER:

10
11

ROBERT SHEMIN:

Closing.
Huh?
Closing.
Closing.

When you get

focused, other people get focused, right.

12

By the way, I've been in (inaudible) for

13

15 years, I used to do this, I'm a handyman, I'm a guy

14

here, I'm a real person, you can call my minister, you

15

can call my mom, you can call my recommendations.

16

do what we say and say what we do, blah, blah, blah,

17

blah, blah, and what does their confidence level do

18

sometimes?

19

Now does that work all the time?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

We

No.
No, but guess what,

22

sometimes they're like oh, you like to fish, I like to

23

fish.

Oh, you went to Center High, I went to Center

24

High.

(Inaudible) could that happen?

25

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

Identity package, do you like that?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

Anything can happen.
Do you like that?

Yes.
Now after lunch we're going

to call in some deals and finish up some contracts.

6

Andre and Nicole, how are y'all doing?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

Good.
Good.

What I'd like to do,

we would like to take lunch in a few minutes.

I had a

10

few questions for you; I'm going to switch gears for a

11

little bit.

We will finish up contracts.

12

Y'all learn some stuff?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

Yes.
We've still got to do title

15

insurance, insurance and cover disclosures, but after

16

lunch I want to call on some deals, finish up

17

contracts and then do some more stuff you're going to

18

love.

19

What I want to do right now is I had a

20

couple questions this morning and last night about the

21

software and I want to spend just a couple minutes;

22

how many minutes?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

A couple.
And go over some software

stuff with you.
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1

And let me explain, hey, so y'all have got

2

the cash buyers list, how many of y'all remember what

3

we talked about yesterday?

4

Now some of y'all in that advanced course

5

book saw some Property Finder stuff that you saw on

6

your sheet and I got two or three questions about this

7

this morning and yesterday, it's only about seven or

8

eight minutes just to clear that up, show you some

9

cool stuff and teach you some more ways right before

10

lunch to find deals.

Would y'all like that?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

contracts yet.

14

contracts?

Yes.
We're not done with

Are y'all learning some stuff about

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Yes.
Hey, who's the local

17

(inaudible) contracts?

Who fills out all my contracts

18

and your contracts and Mr. (inaudible) contracts?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

to worry about it so much?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24
25

Title lawyers.
Title lawyers.

Do you have

No.
No.

What's our job and your

job?
AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

(Inaudible) on yourself if

2

you're a realtor and you have to, or you can get a

3

realtor on your team to fill them out.

4

attorney or title lawyer.

5

easy way, huh?

6

How many of y'all like the

The easy way.

So I'm going to use this as a teaching

7

method, is that okay with everybody?

8

okay?

9
10

I prefer title

AUDIENCE MEMBER:
ROBERT SHEMIN:

Would that be

Yes.
So we have some software.

11

Now how many of y'all last night took five minutes,

12

you found a motivated seller?

13

(inaudible) course description.

14

You're doing great

It will really help because at the end of

15

the day we're going to spend 15 minutes on it, so if

16

you did, please look at it again.

17

taking note on who follows directions, who's done it.

18

It is important.

19

And we're also

Property Finders in there, and I will say

20

this a couple times, I'll say it's included in all our

21

advanced packages.

22

anywhere else, it's proprietary.

We don't sell it, you can't buy it

23

So can you buy this software anywhere else?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

company and the developers spend I think millions of

2

dollars on data feeds and whatever, I'm going to use

3

this as a teaching tool, so everybody, regardless of

4

what you do, I'm going to teach you some stuff next

5

four or five minutes; is that okay with everybody?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

Yeah.
Are y'all sure?
Yes.
Here we go.

So this is Property Finder.

11

sell it.

12

did you get access to?

Again, we don't

Y'all got access to cash buyers list.

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

What

Cash buyer's list.
This software, Property

15

Finder, does about a thousand other things.

I'm going

16

to show you about 12 of them; is that fair?

And I'm

17

going to do it very quick and then we'll take lunch.

18

Now after lunch we're going to call in your

19

deals, so how many of y'all have some motivated seller

20

ads?

21

they're written.

22

just raise your hand and when I call on you just say

23

hey, they're on my computer, I wrote them on my hand.

I'd like you to get them out, whether, wherever
Now if they're in your computer,

24

We're into results.

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

2

Now if you wrote them down, I'd like you to

3

We're not into rules.

circle the phone number to call.

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

What do you circle?

Phone number to call.
Circle the number to call

6

and somewhere on this sheet, like if you have two or

7

three of them, just fold them over and put your name.

8

Whose name?

9

AUDIENCE MEMBER:

My name.

10

AUDIENCE MEMBER:

Your name.

11

ROBERT SHEMIN:

Real big, real plain so I

12

can read it.

Put your phone number and your Email,

13

real plain, real big so I can read it.

14

call on your deal if they don't pick up, we're going

15

to leave your name, your phone number and your Email.

16

We don't steal deals.

17

they're your deals, got it.

We give them back to you,

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20
21

So when we

Got it.
Now we'll get into that

after lunch.
But, and then, put them on the back table

22

and Nicole and Andre, they're your deals, we'll kind

23

of put them in a little stack and sometime after lunch

24

we'll call on a couple deals as a sample.

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

We may not be calling on

2

everybody's deals, it's just an exercise, so don't get

3

all attached oh, blah, it's mine or you call on hers,

4

I just randomly pull them to teach y'all how to do it.

5

Is that fair?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Fair.
Is everybody okay with that?
Yes.
Good.

Now this software,

10

let's spend just a couple minutes on it, I want to

11

show it to you and I'm going to use this as a teaching

12

method.

Sound good?

13

AUDIENCE MEMBER:

Good.

14

ROBERT SHEMIN:

15

(Video being played)

16

UNIDENTIFIED MALE:

Plus it's got good music.

Qualified (inaudible)

17

provides comprehensive real estate information on over

18

160 million properties throughout the United States,

19

but its unmatched access to nationwide recordings and

20

MLS listings, Property Finder provides you the inside

21

track on every property to give you the edge in real

22

estate investing.

23

Property Finder allows you to search through

24

nationwide recordings for any of the following

25

property types and statuses, MLS properties,
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1

pre-foreclosure listings, options, foreclosures,

2

vacant properties, involuntary liens, which include

3

tax liens, HOA liens, mechanics liens and so on, high

4

equity properties, cash buyers, free and clear

5

properties, bankruptcy and divorce filings.

6
7

You can search a specific area by typing in
the city or --

8

ROBERT SHEMIN:

9

AUDIENCE MEMBER:

Oh, what did I just do?
Paused it.

10

UNIDENTIFIED MALE:

11

ROBERT SHEMIN:

12

Did y'all just see that list?

13

Or by simply drawing.

Okay, hold on a sec.
What are some

other ways to find good deals?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

(Inaudible).
Whether on Property Finder

16

or not.

Free and clear properties, divorce, HOA,

17

that's Homeowner's Association, they're not paying

18

their HOA, they might be motivated sellers, correct.

19

I gave you the way to mail them yesterday,

20

now this software does all that for you, but I'm

21

assuming you do or don't have it, it doesn't matter.

22

I want to show you some other ways to find

23

deals.

This software and everything we've taught so

24

far manually does it automatically.

25

like a legal unfair advantage?
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1

UNIDENTIFIED MALE:

(Inaudible) will

2

automatically search for all available properties

3

within that area and quickly categorize them by type.

4

The same search area allows you to quickly filter your

5

results by relevant document title, including MLS

6

listings, vacant properties and more.

7

You can also search for properties that meet

8

your exact investment criteria by utilizing the

9

(inaudible) button.

This area allows you to search

10

for properties using any combination of fields or

11

properties statuses.

12

For example, if you're looking for vacant

13

properties that have out-of-State owners, simply --

14

ROBERT SHEMIN:

That's one of our favorites,

15

out-of-State owners.

16

Some are empty, some have bad property managers,

17

sometime they have a couple good.

18

favorites.

19
20
21

Might some of them be motivated?

UNIDENTIFIED MALE:

That's one of our

The appropriate fields

and results are instantly updated.
You can instantly generate marketing lists

22

and target homeowners with a few clicks in the help of

23

the campaign section.

24
25

To save a marketing list, simply select the
properties and add them to a new or existing marketing
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1

list.

You can also sort your results by any number of

2

criteria, including equity.

3

results for you first.

4

Put in the most relevant

Property Finder also allows you to fully vet

5

and qualify each property return with hundreds of

6

fields of information as well as our exclusive

7

property dashboard.

8

The property dashboard gives you an instant

9

snapshot of the property condition, as well as comps,

10

average rent, occupancy status, outstanding liens,

11

rehab costs and much more.

12

In the first area you can view current and

13

historical property pictures, as well as the

14

property's current occupancy status.

15
16

Area number two allows you to view the value
trend of the property that you're looking at.

17

Area number three gives you insight into the

18

comps, what they've sold for and how long they sat on

19

the market.

20

Finally, the opportunity section gives you

21

the financial scheme of each property, how much equity

22

is in the property, what will it rent for on the open

23

market, how much does the homeowner owe on the

24

property.

25

this includes tax liens, HOA liens, mechanic liens and

And finally, are there any liens on it,
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1

more.

2

In addition, the rehab calculator let's you

3

quickly determine what certain improvements and

4

upgrades will cost for that specific house, should the

5

property need it.

6

ROBERT SHEMIN:

Wait a minute, how does it

7

figure out rehab costs for a house all over the United

8

States in every State, every city, pretty much, how

9

does it do that?

10

They spend a fortune on algorithms, local

11

data feeds, local coasts, besides all the comps and

12

everything to estimate on that particular house what

13

the rehab costs are.

14

thought you had to be a realtor to get access to MLS.

15

Is that true?

Also, this has access to MLS.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

No.
No.

They spend a fortune

18

legally to get access MLS for us, which is the best

19

source of comps, correct?

20

do that.

21

I

Now I didn't know you could

They really spent a lot of time and money.
Andre and Nicole and I, we've looked at,

22

what, dozens of softwares, we've all -- I know I have

23

spent a ton of money on all kinds of softwares, I've

24

never seen better than this.

25

you like it?
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1

UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

Yeah.

I mean it just does so much.

3

Everything we talk about is click, click, click.

4

gives you a 10-year history of the house, what they

5

bought it for, what the debt is.

6

It

So imagine you're talking to a seller, you

7

know what the house is worth, what the repairs are,

8

what the debt is before you even get on the phone.

9

How many of y'all think that would be pretty

10

nice?

11

this marketing for you and does one sheets.

12

Has neighborhood trends and of course it offers

UNIDENTIFIED MALE:

Property Finders

13

built-in analysis wizard allows you to quickly

14

determine the expenses, the fees and potential income

15

associated with purchasing or reselling the property.

16

To get the full details on each property,

17

simply select the appropriate tabs at the bottom.

18

These tabs are dynamic and change depending on the

19

property status.

20

For example, a property that has a lien on

21

it will have a lien tab with the relevant lien

22

information.

23

the required information on that property, including

24

previous sales and current HOA dues.

25

The property details tab provides all of

The MLS tab gives you the most recent
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1

listing information, including the listing price, days

2

on market, agent's description and agent's contact

3

information.

4

The comps and nearby listing tab allows you

5

to pull your own comps for the property based off your

6

own criteria, including drawing in the geographic

7

area.

8
9
10

In addition, you can also quickly access
nearby listings, neighbors, foreclosures and
(inaudible) within a certain radius of the property.

11

The tax tab gives you the current and

12

historical property taxes and assessed value, while

13

the mortgage and transaction histories tab shows you

14

current mortgages and all recorded transfers on the

15

property.

16

Finally, a full presentation comparative

17

market analysis is provided for each property by

18

simply clicking on the print button.

19

pdf gives you everything you need to know about the

20

property and the neighborhood in which it's located.

21

ROBERT SHEMIN:

This printable

There it is for yourself,

22

your investors, your lenders.

23

sheets for you at the press of a button, much more

24

professional than I showed you, I mean like that, and

25

it's for yourself internally, externally.
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1

UNIDENTIFIED MALE:

Once you've selected the

2

properties that match your requirements, you can save

3

them into my properties section.

4

section will actively monitor your saved properties

5

and let you know whenever a change has occurred.

6

simply clicking on the filters up top, you can quickly

7

determine which properties need your attention and

8

which can be discarded.

9
10
11

The my properties

By

There's even an export button should you
choose to export these properties into a list.
Once you've searched for and saved your

12

properties, the final step is to market to them.

13

(inaudible) finders built-in market allow you to

14

quickly generate investment ready needs.

15

target four lists with built-in Email systems, Website

16

creator and a postcard (inaudible).

17

let's you print and mail the postcards directly from

18

within the application.

19

You can

Prop Finder even

You can utilize one of the built-in

20

templates or simply upload your own postcard with your

21

message already on it.

22

You want to target a prospect while they're

23

sitting in the comfort of their home?

24

built-in online advertising feature allows you to

25

market your message or service directly to your target
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1

audience all through their Internet browser, and

2

there's much more.

3

Prop Finder's robust application allows you

4

to become an instant expert on any area and any

5

property.

6

into the local market, from average days on market to

7

average rents per bed.

8

Neighborhood statistics give you an insight

With this comprehensive and up-to-date data,

9

powerful search features and robust marketing tools,

10

Property Finders is an essential tool for every real

11

estate investor that's serious about making money.

12

ROBERT SHEMIN:

So it markets for you, does

13

all the analysis, does all the presentations.

14

will that do for your business?

15

Yeah, and again, they don't sell it.

What

I told

16

Christina and Tarek and the owners, I'm like why don't

17

y'all sell this software for like 15, twenty grand,

18

I'd buy it, because if you get one deal, what would

19

you probably make?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

About that.
About that.

And they said

22

well we give it to our advanced students, those of you

23

that I'm going to talk about at the end of the day.

24
25

And I said why do you do that, why don't you
just charge people for it?
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1

our students make a commitment, we want to commit to

2

them and we give it to them to help them get the deals

3

done very quickly, get their investment back, get

4

their money back, get them doing tons of deals.

5

It's a really easy software to use and how

6

do I know this?

7

good with computers or doesn't love them so much?

8

Anybody?

9

Anybody in the room might be not so

We are a lot alike.
It's click, click, click.

It's so easy to

10

use.

11

literally click, click, click.

12

anybody can and I really, really like it.

13

included.

14

You don't have to, you don't even -- it's
If I can do it,
So that's

After lunch we're going to call in some

15

deals, we're going to go back into contracts, we're

16

going to talk about insurance.

17

make you a lot of money.

I'm going to save and

18

Did y'all learn some stuff this morning?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

Yes.
Yeah, how many of y'all are

21

starting to see some money here for yourself, some

22

deals, and we're only halfway through, folks.

23

Tomorrow is the big day, we're going to do

24

disaster, tax liens, tax deeds, foreclosures, how to

25

deal with contractors, how to not get ripped off,
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1

asset protection, tax savings, all kinds of good

2

stuff.

3
4

So what we're going to do -- Andre, how long
should we take for lunch?

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

7

(inaudible)?

An hour.

One hour.

Are there any

No.

8

So we're going to take one hour for lunch,

9

we're going to come back, finish up contracts and do

10

some online deal stuff.

So if you have those deals

11

(inaudible) to call, make sense, and we'll be back at

12

2:37.

What time?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

2:37.
2:37.

Hey everybody, give

15

yourselves a hand, this is a lot, you've done well.

16

(inaudible).

17

you're doing well.

18

have any questions.

We're going to give you a whole lot,
We'll be back in a few, so if you

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

(Inaudible).
Whatever you got for, it's

21

on the sheet, just fold them over, put your phone,

22

doesn't matter, and just raise your hand and say here

23

it is.

You like that?

Keep it simple, good question.

24

(Lunch recess taken)

25

ROBERT SHEMIN:
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

AUDIENCE MEMBER:

4

Yeah.
Can you hear?

Sounds good.

Until that kicked on.

That's -- yeah.

5

ROBERT SHEMIN:

Good?

Okay.

6

Now (inaudible), find a lawyer, get two

7

contracts, one to buy from Ms. Maxine and one to sell

8

it to Jasmine.

9

sell it.

10

sell.

11

to buy it.

12

Jasmine's my landlady, she'll fix and

You have two contracts, one to buy, one to

Jasmine brings their money to the title lawyer

Let's say it was 200 from you and you're

13

buying it for 180 from Ms. Maxine.

14

money Tuesday at 2:00, she goes and (inaudible)

15

200 grand, gives Ms. Maxine 180, that day she's

16

(inaudible).

17

What did you make?

Jasmine sends the

20,000.

You had a contract to buy it from Ms. Maxine

18

for 180 and the contract (inaudible) and what do you

19

get?

20

it's in her name or her company's name.

21

something that day and you were in the middle.

And the title holder, she buys it on that day,

22

Who does all the paperwork?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Maxine sold

Title lawyer.
Title lawyer.

Who does all

the (inaudible) closing titles, HUD 1, B, filing it?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Title lawyer.
And what do you get?

You

3

get a contract to buy it and a contract to sell it.

4

(Inaudible) you can sell your contract to

5

what?

So you have that sheet right there that's like

6

two sentences, we all picked it up, it's called assign

7

(inaudible) contract.

What's it called?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

(Inaudible).
The lawyer could fill it out

10

and say hey, I assign my contract to Jasmine for

11

20,000 dollars.

For how much?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

20,000.
You sell your right, she

14

closes (inaudible), she buys her contract, closes with

15

Ms. Maxine.

16

contract, just signing or selling your contract, what

17

do you make?

What do you make just selling your

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

20,000.
20,000.
(Inaudible).
Again, whatever your

22

contract says.

23

paying all the closing costs?

24

Ms. Jasmine, who's paying all the closing costs?

25

But when I buy a property, who's
And when I'm selling to

Now Ms. Maxine, and she is this tough lady,
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1

smart lady, says no, I'm not paying them, you've got

2

to split them with me, then you've got to -- it's

3

whatever you negotiate and whatever the contract says.

4

It's whatever the contract says.

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

Maxine.

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Maxine.
That's one contract.
Okay.
She's selling it, what is

she doing?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

Again, she's buying it from

Who is she buying it from?

8

12

(Inaudible).

Selling it.
To her.

Do they know each

other?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:
Make sense?

No.
No.

Two contracts

18

(inaudible).

19

buying it, you have it under contract.

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

Make sense?

You're not

(Inaudible).
Again, I'll say it again the

22

fifth time, I understand it's (inaudible).

23

in 200,000, who gets the money?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

200.

They give 180 to Ms. Maxine because the contract

2

says you bought it for 180.

3

20 go?

4

you borrow money?

And where does the other

Did you buy the property?

Did you own it, did

You had it under?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Contract.
Contract, and you sold it to

7

Ms. Jasmine before you had to close.

8

sense?

9
10

Does that make

Great.
AUDIENCE MEMBER:
ROBERT SHEMIN:

11

(inaudible), great.

12

your question?

(Inaudible).
You have it under contract

One or two more.

Did that answer

Great.

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

(Inaudible).
I love basic, ask away.
(Inaudible).
(Inaudible) money lenders

17

loan you the full amount, will they loan you

18

100 percent?

19

Why?

Well let me ask this, why do you think

20

they don't loan you 100 percent?

21

loan you 100 percent, well they used to in 2003?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Why does the bank

(Inaudible).
Say it again, because they

24

want you to?

Show a little skin, show a little effort

25

in there, show a little money in there.
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1

By the way, some lenders will loan almost

2

100 percent, it's all across the board, but most of

3

you want to put a little something in to show you're

4

committed at what (inaudible), 100 percent of the

5

risk.

6

change all the time.

Make sense?

7
8

Every loan is different, they

Fair question, fair answer?

Great.

Yes,

sir.

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

11

for everybody, sound good.

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

(Inaudible).
And I'll read the question
These are good, yes.
(Inaudible).
You're getting access to our

14

lenders, USA private money, you've got a phone number,

15

Email, Website, yes.

16

Sunday.

Everybody's getting it on

When's everybody getting it?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19

ask?

20

Everybody gets it.

On Sunday.
Right.

And what Sunday you

Do I get access to lenders -- just kidding.
Who gets it?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

Now let me show you something fun -- does

24

that answer your question?

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

Watch this.

5

What's that?
(Inaudible).
Correct (inaudible), okay.

Everybody, let's see who

(inaudible), my friend.

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

(Inaudible).
Who?
(Inaudible).
Okay.

I'm going to type in

10

hard money lenders (inaudible), okay.

11

80,000 results.

12

lenders.

13

amazing, ours are national.

14

3 billion

Now (inaudible) great hard money

We're going to give you ours, ours are

But let's just look at a couple top three,

15

four (inaudible).

It could be Florida, it could be

16

Texas, it could be whatever.

17

out there.

There is tons of money

What is there?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

Tons of money.
Tons of money (inaudible).

20

Hard money lenders, hard lenders, money, money, money,

21

money, but you've got to know what you're doing.

22

By the way, the first one (inaudible) said

23

Fort Myers, Fort Myers hard money lender, okay.

24

100 percent construction, hard money direct lender.

25

Chicago lender, hard money Illinois, hard money
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1

Illinois.

2

Hold one second.

There's gap funders,

3

private lenders, hard money.

4

I know who they are, they're actually pretty good.

5

Five Star Lending.

How many are there?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

Safe Harbor Commercial,

Billions.
Billions.
(Inaudible).
Again, I do them all the

time, yes.

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

every deal is different.

14

(Inaudible).
Every lender's different,

The rates are (inaudible) because the gap

15

lenders in hard money are for short term.

16

they for?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

What are

Short term.
How's that?

So instead of

19

paying me 900 a month, it's 1,100 a month, you're

20

going to make 30, 40, 50, 60, 80, 100 grand on some of

21

the deals I'm, I'm (inaudible) but there's tons of

22

money out there.

23

Sound good.

And by the way, all of y'all should look up

24

three or four hard money lenders, they have buyers,

25

they have sellers, they know rehabbers and they know
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1

where deals are.

What do they know where are?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Deals.
Deals.

Andre, Nicole

4

noticed we get a lot of our deals from hard money

5

lenders (inaudible).

6

a deal, they get a hard money loan, they don't know

7

how to deal with repair, they don't know how to

8

(inaudible) and the hard money loan is taken back, but

9

(inaudible).

10

Students who are in training get

Sometimes it's 100 percent because they know

11

we're professional or they know we're trained and

12

unfortunately a lot of deals (inaudible) don't know

13

what they're doing with the hard money.

14
15

Now what's that do to you?
money lenders.

Call who?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

Five hard money lenders.
Another great way not only

to find money, but also to find?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

Call five hard

deals.

Deals.
Deals.

There is a flow of

Who do they work with every day?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Investors.
Rehabbers, landlords, you're

24

right, investors, whatever, and some are good and some

25

are not, like any group of people.
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1

I get a lot of deals from hard money

2

lenders.

3

Nashville, correct, and for those of you who have

4

money in (inaudible) are trying to go into it, it's a

5

great business.

6

By the way, I'm a hard money lender in

Guess what the main reason I'm a hard money

7

lender in Tennessee is, besides making five points and

8

50 percent interest that turns every four months, so

9

the net return (inaudible) finance is probably over

10
11
12

30, 40 percent, safely.
Guess how many foreclosures I've had in
15 years in Tennessee?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

lot of loans.

One.

None.
No, not that good.

I do a

Was that bad?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

No.
Huh?
No.
No, because I've loaned 70,

20

75 percent loan to value and it was actually Terry

21

Christiansen, good friend of mine, he got divorced,

22

got behind, stuff happens.

23

Robert, I'm behind on my rehab, I can't make it, I'm

24

stressed out, this is going on.

25

to tell y'all this.
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1

I said Terry, again, I'm sorry, what's the

2

deal.

He said I'd like to sign the house back over to

3

you.

4

finished the repairs and got 28 percent in like

5

10 days.

I said no hard feelings.

Is that okay?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

I took it back, I

Yes.
Because I know what I'm

doing, we follow the system.

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

We follow what?
The system.

I know a lot of hard money

11

lenders that lost a lot of money because they don't

12

have a system.

13

that we buy, we manage the repairs, we verify the

14

repairs.

15

We use the same system for lending

Only two mistakes you make in lending in

16

real estate, your values are wrong or your repairs go

17

wrong.

18

tomorrow.

19

We monitor, we'll go over that system

When my father passed away three years ago,

20

guess who the first person who showed up to the

21

funeral was?

22

with him again.

23

straightened out.

Terry Christiansen.

I'm doing deals

He got back on his feet, got it
Just business, folks, no emotion.

24

Did y'all just learn something?

25

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

One-fourth (inaudible) in

15 years.

3

Oh, here's the bad news, right now in

4

Nashville I've got one client from a hard money

5

business, he's one of our students, Paulie Kazinski,

6

you can look him up, he's a Facebook friend of mine.

7

He does between 5 and 15 rehabs a month.

8

amazing.

9

one.

He uses our system.

He makes money on every

He has a system, he does rehabs (inaudible) I've

10

ever seen.

11

weeks, big ones.

12

system, it's ours.

13

He's

He does them in less than two to six
He has an amazing team, amazing
We show you the same language.

But when you do the math, the average house

14

in Nashville is about 300 grand now.

15

10 houses a month.

16

I'm sorry, 10 houses times 300 grand a month, write it

17

down.

18

What's 300 times 10, 100 grand --

How much is that a month he's going through?

19

3 million a month.

20

who do more than (inaudible) a month.

21

Tarek can do 30 or 40.

What?

I know a lot of rehabbers

22

How did they start?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Do that times

Christina and

One deal.
One deal, and they had no

money and no credit, they borrowed it from one of
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1

their contractor buddies, it's in the TV show.

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

Pete De -Pete DeBest, yeah, Pete

comes out to Vegas, he's a good guy.

5

So that's 3 million a month, 3 million times

6

four months, that's 12 million dollars.

Why doesn't

7

Paully go to the bank, he's got great credit, good

8

guy.

9

didn't he go to the bank?

Why does he use us for hard money lenders, why

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

(Inaudible) return.
Well, and then return the

12

bank's bank loans to rehabs and rentals, why did he go

13

to the bank?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18
19

Takes too long.
Say it again.
Takes too long.
Bingo.

That's what Paully

was saying, it takes too long.
When they say they're going to close in

20

30 days, they don't.

21

or a week, depending on the deal.

22

loan is different.

23

And we charge a bit more interest, but he doesn't care

24

because he's making money.

25

We close in 10 days, two weeks
Different, every

Every loan is different, correct.

What's he focused on?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Making money.
Now (inaudible) is we're

3

quick, we're easy, we don't work easy, deal with a lot

4

of paperwork.

5
6

AUDIENCE MEMBER:

Can't go broke with the

property.

7
8

So did y'all just learn something.

ROBERT SHEMIN:

Oh, that's the best business

in real estate is hard money lending.

9

My mentor, when I met him, he had been in

10

real estate like 28 years or something, he said Bobby,

11

everybody starts out the same, doing cheap, old,

12

little houses, that's how I started.

13

they fix them, they rent them, they're low income

14

neighborhoods, not some business, they rent them, they

15

fix them.

16

They buy them,

Then if they keep doing that, Bobby, guess

17

what happens after about a year or two, they've got a

18

problem.

Guess what their problem is, Bobby?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21
22

No more houses, yeah, real

estate in America is over.
There's 5.9 million residential transactions

23

in America this year.

24

to do to make some money?

25

No more houses.

How many of those have you got

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

They don't run out of

houses.

3

He said Bobby, if you stick to it for the

4

year or two or three you've got a problem, the rentals

5

are going to keep coming in, the debt's going down,

6

you're getting better at rehab, the moneys coming in,

7

all of a sudden you've got too much money, cash coming

8

in.

9

What do you do?

Well then you buy bigger

10

houses and small apartment buildings and after three,

11

four, five, 10, 15 years, and if you hang in there and

12

stick with that and buy enough, the rent keeps coming

13

in, your rehabs are going well, you've got a bigger

14

problem.

15

Guess what the bigger problem is in about

16

10, 15 years?

17

don't know what to do with it.

18

You take your knowledge and your experience and you

19

use it to help other investors and you start lending.

20

You got way too much money coming in, I
So what do you do?

He goes Bobby, let me show you 15 years.

21

(inaudible) some money and start lending now.

22

a good return, you don't have to deal with the

23

contractors, all you're doing is buying and selling

24

paper, but you better know what you're doing.

25

never forget what he said.
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1
2

Took me about 10 years to become a hard
money lender.

3

He told me to start immediately.

We have students who had just come to our

4

trainings, they just want to be a hard money lender.

5

They don't want to fix property.

6

rent.

7

don't have any money in credit, so what does the bank

8

do, what does other people do?

9

What do they do?

They don't want to

They don't want to wholesale and, but they

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

They'll raise money.

Raise money.
Go to 10 friends and ask

12

them what they're making on their money, 5 percent,

13

8 percent, 6 percent.

14

make?

Say what would you like to

Man, if I could make 9, I'd be so happy.

15

You take the 9, loan it at 15 or 12 or 13 or

16

whatever the rates are in your area, they're different

17

everywhere, correct.

18
19

By the way, who in Florida (inaudible),
Florida?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

Yes.
I just told you I didn't, I

told you (inaudible).

23

Everybody has a choice, the rates are much

24

higher, much more demand.

25

there.

I know a lot of lenders

In Florida there's tons of money.
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1

retired people here that have nothing to do but golf

2

and don't know what to do with their money.

3

competitive in Florida.

4

3 points, 9, 12 percent.

5

Very

I don't own in Florida, 2 to

So we get five points, write that down.

So

6

if I loan Paully 300 grand, what's five points at 300?

7

That's 15 grand.

8

points and 9 percent, no points and 8 percent, no

9

points and 7 percent and I loaned it to Paully for 15

10

and you're probably going to say oh, who does all the

11

paperwork.

What did the money cost him?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

(Inaudible).
Do I need to worry about it?
No.
You've got an expert and he

16

sells houses for three months, average 2. -- six

17

months (inaudible).

18

money again.

19

No

I do the points again, loan the

So do that, three times 5 points a year,

20

that's 15 percent, plus you're making 8, 9, 10

21

percent, but it's compounded.

22

compound interest?

23

33 percent, safely, because we don't loan too much and

24

we monitor the repairs every week.

25

Y'all understand

So the net is actually 32,

What do we do every week?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Monitor repairs.
Because that's how you lose

3

money.

If you give them the money up front or too

4

much, they'll take it and spend it on another job.

5

That's hard money lending a little

6

(inaudible) in real estate, not for everybody.

We

7

have some old people, older people come to these

8

seminars and just go raise money from their buddies

9

and become hard money lenders.

We can teach you that,

10

make sure you don't -- you know, you know how to do it

11

right.

12

real estate I believe.

13

15 years.

14
15
16

It's a great, great business, best business in
I've been in it for around

Question, or is that a wave?

Question, then

we're calling some deals.
AUDIENCE MEMBER:

Do you fall under

17

regulations, do you have let's say more than 10 loans

18

where at the time it's --

19

ROBERT SHEMIN:

So I'm going to say great

20

question, regulation.

It, first of all, I can't do a

21

a three day seminar on hard money lending.

22

to homeowners.

Never loan to who?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Never loan

Homeowners.
You're under arrest of

Federal regulation, you'll probably go to prison,
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1

unless you're a licensed mortgage originator.

2

loan to homeowners, it's illegal, dangerous, you're

3

under arrest.

4

Never

Got it?

We loan to other business people who are

5

either landlords, landladies or investors, that's

6

called a business loan.

What's that called?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

Business loan.
Business loan.

What's it

called?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Business loan.
Now every State's different,

12

I'm going to say this four more times, check your own

13

attorneys, check your own attorneys, check your own

14

attorneys, check your attorneys.

15

laws change, the laws change.

16

The laws change, the

Correct?

I know the law, I don't want to give a legal

17

seminar.

In a lot of States if you do it properly, we

18

do five in one corporation and five in another

19

corporation, so is that 10?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

No.
Why?

Huh?

You got it.

If one

22

corporation makes 10 or 20 loans in a State that says

23

there's only 10 loans; is that a good (inaudible)?

24

don't know what the law is, but my attorney does, so

25

we have one corporation made five loans and another
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1

LLC to make five loans, those are two different

2

people.

Those are what?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

Two different people.
Hello.

Go ahead, are y'all

hard money lenders?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

No.
Okay.

8

expert?

9

been doing it for 15 years.

Yeah.

Where's the

I have a course on hard money lending, I've
I've been consulting with

10

hard money companies, so every State's different.

11

Every State's what?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Different.
Now please follow all the

14

laws, please follow all the laws, please know and

15

follow the laws.

16

(Inaudible) correct.

Now let me give you some reality; is that

17

fair?

18

then we're going to move on.

19

Can I speak about Tennessee; is that okay?

And

This is technical stuff.

In Tennessee, technically if you make some

20

loans you could fall under the regulation of the

21

insurance department, the finance and insurance

22

department, correct?

23

some questions or need to file some papers, correct?

24
25

And technically you could have

There's a hard money lending company that I
know that's done 1 billion dollars of hard money loans
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1

in Tennessee, not mine, somebody else, okay.

2

going to mention their name, Metropolitan, okay, and

3

they have never gotten an insurance or lending

4

license, they've never filed any papers.

5

I'm not

Now could they one day get a letter and say

6

you owe us a couple hundred bucks or some something,

7

or a couple thousand dollars, yes.

8
9

Well in Tennessee is there's one person in
charge at the insurance office, what's that called,

10

the, where they license all the insurance agents.

11

This one person, I know who he is, is in charge of

12

16 different departments, lending, mortgages, animal

13

care, this thing, that thing, and he makes probably

14

40, 50 grand a year, and he's never pursued any hard

15

money lending company in Tennessee that I know of in

16

the last 50 years.

17

So legally should this company maybe file

18

some pieces of paper and fall under some regulation;

19

yes.

20

anyone's done anything?

21

But in the reality, guess how many times
Nothing.

So my father always taught me and my mentor,

22

there's a law and there's reality.

23

law, know the law, understand the law.

24

Answer your question?

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

2

100 loans?

3

than 20?

4

sense?

Whose done more than 50?

AUDIENCE MEMBER:

6

ROBERT SHEMIN:
know the law.

8
9

Whose done more

You're probably not on the radar.

5

7

Whose done more than

Make

Yes.
But again, follow the law,

What did I just say?

AUDIENCE MEMBER:

Follow the law, know the

law.

10

ROBERT SHEMIN:

I have a local attorney,

11

it's a phone call, here, you need to file this, file

12

that, you're done.

13

question?

Make sense?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

deals.

Does that answer your

Yes, thank you.
Hey, let's call on some

Let's what?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Call on some deals.
Now I've got some great news

19

for everybody, did you like the little hard money

20

thing?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Yes.
Yeah.

Y'all better go to a

23

mentality of abundance, there's plenty of deals out

24

there.

25

no more deals, whatever.

I keep hearing some funny stuff like there's
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1
2

Once you do this, you'll realize lots of
deals, lots of money, if you follow the system.

3

So right now I've got some great news for

4

you, for the next 23 minutes, as a sample, we're going

5

to call on a couple of your deals just as an

6

educational thing; is that fair?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

Fair.
Sometimes we get some real

deals.

10

Now let's just get this out of the way right

11

now, the hardest thing about real estate is getting a

12

hold of somebody.

13

think is the hardest thing about real estate

14

investment?

Once you get started, what do I

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Getting a hold of someone.
Now today is Saturday, it's

17

the second highest calling day for the realtors and

18

whatever.

19

realtor, whoever the seller is, is not having someone

20

answer the phone.

21

To me it's a crime that a wholesaler or

When you call our lines or our ads, who

22

answers the phone all day, all night, within two or

23

three rings?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

3, that's correct.

Patlive, P-A-T, L-I-V-E, Entercom

2

or somebody.

3

seller, whose answering your phone?

4

agent on duty at your office that picks up the phone?

So when someone calls you for a buyer or

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

Do y'all have an

No.
Who picks up the phone?
We do.
Right.

How do you pick up a

phone if you're at a conference?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Walk out.
Walk out, okay, you -- fine

12

with me, man, do a deal, correct.

13

realtors do?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

But what do most

Don't answer the phone.
Don't answer, it goes to

16

voice mail and they call back on Tuesday.

17

me, is criminal.

That is what?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20

service.

21

it.

It's not good customer
Got

Say got it.
AUDIENCE MEMBER:

23

ROBERT SHEMIN:

25

Criminal.

Somebody needs to pick up that phone.

22

24

That, to

Got it.
Now I've got some great news

for you, the seminar is over.
AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

Huh?

What?

Some of you are

going thank God (inaudible), holy cow, good.

3

The seminar is over.

We're not teaching,

4

we're not answering questions, we're not talking,

5

we're just doing one thing at a time.

6

We're going to do everything we talked

7

about.

We're going to block time, we're going to

8

track time.

9

We're going to write everything down.

We're going to call on the sellers.
We're not going

10

to steal deals, so if I call on her deal and it's the

11

wholesaler of the century in Florida, that's her

12

wholesaler, not mine, not yours, you can't write the

13

Website down, she found it.

14

cannot what?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

We cannot steal.

We

Steal.
High ethics, got it.
Got it.
You might as well just go

19

over to Home Depot, break a case open, steal some

20

tools or go to the bank; that's stealing.

21

steal.

22
23
24
25

We don't

Christina, Tarek, Andre, Nicole, me and you,
high ethics, got it.
Now could I go to her and say hey, I'd like
to do some deals with that guy and she'd say no,

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

EX 12, p. 366

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 368 of 526
367
1

that's mine, I found him, or she could say I'll tell

2

you what, if you do a deal with him, I want 20, 25,

3

30 percent, and we do it in writing.

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

accountability.

In writing.
We have a system of

We have a system of what?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

What do we do?

Accountability.
That happened once, a buddy

of mine found a wholesaler and I said hey, can I do

10

some deals with him?

He said yeah, but I want

11

25 percent.

12

if I made 100 dollars, what do I send my buddy?

I've done about seven deals with him and

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

25 bucks.
25 bucks.

If I made 10,000,

15

what do I send him?

It's more realistic and probably

16

7,500 is better than 20 is better than zero.

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Yes.
Yes, but I wouldn't have had

19

that number if he hadn't found the wholesaler.

20

Respect people's relationships.

21

Everybody understand?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Don't steal.
Say I understand.

I understand.
Great.

So what I want to do

24

is I'm going to grab these papers, randomly.

25

going to grab them?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Randomly.
And if it's your deal, you

3

can come up, I'm going to call for you if you'd like

4

so you'll learn what to say.

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

And is that cool?
Yeah.

Yeah, and let's have some

fun.

8

Now I'm going to triple your rate of success

9

before we start calling and triple your rate of

10

success again before the end of the second day.

11

many of y'all want me to triple your rate of success?

12

One idea.

How

13

Number one, when we call, we're going to get

14

some voice mail, they're not going to pick up, so what

15

do you do?

Next Tuesday you're on your own.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

go slow and say your number twice.

19

ever get these messages, hey, it's Arthur, call me,

20

06928.

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

it twice.

Leave a message.
Leave a message, good.

But

How many of y'all

All the time.
I hate that.

Go slow, say

Write it down, go slow and what?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

what do you do?

2

next step?

You leave a nice message.

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

What's the

Call again.
Call again; nope.
Send an Email.
Oh, I hear it, you text it

7

and Email, checklist (inaudible) call, text, Email.

8

What do you do?

9
10

AUDIENCE MEMBER:
ROBERT SHEMIN:

Call, text and Email.
And you text, hey, I'd like

11

to make an offer on your property, it's Jeremy, blah,

12

blah, blah.

13

Then you Email.

Now don't do it every ten minutes, that's

14

called cyber stalking, right, but I do it once a

15

business day.

16

Wonder why I do it?

My mom told me it was

17

pretty (inaudible) to call between 8 in the morning

18

and about 8 at night, 7:30; is that fair?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

Yes.
Now you can do it your own

21

way, but that's, you know, don't call at 4 a.m. or 2

22

in the morning, that's not very polite.

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

I'm relentless.

Got it?

Got it.
Once a day I will follow up.

Everybody say it, I'm what?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Relentless.
Let me make sure (inaudible)

3

rate of success again.

4

and the seller says listen, I just sold the house, I

5

will never have another property for sale the rest of

6

my life, I will never know what many of the properties

7

sell for the rest of my life, I will never be involved

8

in the sale of a property forever, I'm sorry.

9

Let's say we call the seller

What do you do?

They said I don't know

10

anybody that can ever sell another house ever, never,

11

ever.

12

Wednesday?

You've got to listen.

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

What do you do, since

Find another deal.
I like that, go on to the

15

next deal, go on to the next number, right?

16

what you said?

17
18
19
20

Is that

Good.

How much money will I hang up

on?

Write that down.

How much money will I hang up

on?

We don't hang up on money.
So you're building a seller's list.

You're

building a what?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Seller's list.
Then you're building a

23

buyer's list.

Then what are you building?

24

tripling your rate of success.

25

for any business you're in, seller, buyer, money.

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

I'm

You need three lists

EX 12, p. 370

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 372 of 526
371
1

What three lists do you need?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Seller, buyer, money.
So then you say hey,

4

sometimes we find some good deals in real estate below

5

market, do you know anyone?

6

you know anyone who might want to buy?

7

she might say.

8

brother buys (inaudible), my sister buys three bedroom

9

rehabs and they go on your?

Do you know anyone, do
And guess what

Oh, yeah, I'm buying duplexes, my

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Buyer's list.
Then (inaudible) how many do

12

you close?

Oh, man, she's an A buyer, she buys two a

13

week or my brother buys four a month, right?

14

that.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

All like

Uh-huh.
Simple stuff but you've got

to do it.

18

Now a money list, how many of y'all have too

19

much money laying around, don't know what to do with

20

it?

Maybe there's one or two of you in the room.

21

There's never -- there's always more deals

22

than money, got it.

All of a sudden you do three

23

apartment buildings, two hotels, you're going to

24

borrow on six houses, the money does go quick,

25

correct?

More deals than money, right.
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1

I'm right now this week, there's a 50/50

2

chance we're putting a big, big development in Miami

3

under contract that's 410 million dollars.

4

think people do deals that big?

5

worth?

6

everything (inaudible).

7

little bit, and guess what, there's funds out there

8

that do have (inaudible), correct?

9

600.

Do you

Yeah, guess what it's

A plus plus, best location, best
We had (inaudible) for a

Now that's a big deal, but if you're doing

10

10 houses or three houses, you can run out of money

11

quick, so you always, I'm always looking for money.

12

When do I look for money?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

Always.
Always.

So the third thing

15

is get a money list.

16

below market, do you know anybody, do you know anybody

17

that might want to make an above market return.

18

are the key words, above market return secured by real

19

estate.

20

word guarantee and don't Email out a lot about money,

21

you could be under securities law and go to jail.

22

Hey, sometimes we find deals

Here

Don't tell them what return and never use the

So again, this is highly -- yeah, that's

23

right, I don't want to get into that, we have a -- do

24

you know anyone that might want to make an above

25

market return secured by real estate.
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1

market return or which market?

2

No.

And then I'll ask them, hey, what do

3

you do with your money or what are you into?

Oh, I

4

don't do anything, I buy stocks or I don't have any

5

money or I buy crypto or I make this or I make that,

6

whatever.

7

Now I need some help, we're about to call on

8

your deal, so build three lists, seller, buyer, money,

9

and keep track of them.

You're going to see this is

10

very confusing, so I like you to write everything

11

down.

12

When I'm on the phone for you, write

13

everything down.

Let me say it three more times,

14

write everything down.

15

joking around and we're saying silly stuff.

16

trained, everything I say is for a reason.

You're going to think I'm

17

So what do you write down?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

I've been

Everything.
Now I'm old school, I have

20

manila folders, yellow, red, blue ones in my bag and

21

I'll put 10, 12 Apple Street, 32 Olympia Street,

22

whatever the address is and I'll put notes and put

23

them in the folder, correct.

24
25

Now if you're sophisticated and you use
Email, you can use Mailchen, you can use Outlook, you
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1

can use sales force.

2

of all of this stuff.

3

You need a program to keep track

So I see down the road, down the road you'll

4

be able to press a button and send a one sheet out to

5

all your 30 buyers or 10 buyers or your 100 buyers.

6

You'll be able to press a button and send it

7

out to your 10 money people, correct, in a little text

8

or something, hey, we got a deal, give me a call.

9

Make sense?

10
11

So we, we use Mailchen, we use Outlook.
Something to manage your contacts, correct.

12

Now I do a lot of business and we use

13

(inaudible) soft is, which you don't need that.

14

huge.

15

need something, there's one I think that's free called

16

Highrise, H-I-G-H, rise.

17

there, a lot of them are free, so you can get

18

organized.

It's

These are CRN programs, so down the road if you

19

There's millions of them out

You're going to see (inaudible), when people

20

start calling back it's confusing, so you need

21

folders.

What do you need?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Folders.
I'm old school, I still keep

24

folders on each thing when they call, let's look

25

through them, pull them out (inaudible).
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1

oh, Joe, how's it going.

2

Stay organized.

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

Yeah, I see (inaudible).
Stay what?
Organized.
Now we're about to call on

5

some deals and if it's okay, write this down, what's

6

the next step?

7

So when we get a hold of somebody, and I'll

8

be around tomorrow morning and today of course, what's

9

the next step?

10
11

Always follow up.

There's money to

follow.
Now, everybody (inaudible) for a second,

12

(inaudible), put your pens down.

13

take a deep breath.

14

We're going to call on some of your deals.

15
16

Everybody relax,

Lunch was good.

How was lunch?

Now what's our goal when we call on one of
your deals?

What is the result you want or we want?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Well we're not going to

19

close on Saturday night.

I love your enthusiasm.

20

Correct, it's a process.

21

Close.

By the way, there's not a lot of title

22

lawyers open on Saturday night.

They close or

23

whatever, it takes awhile, but I love your thinking.

24

So what's the real goal?

25

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

We'll get someone on the

phone, let's see who we can get on the phone.

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

(Inaudible).
It's a deal if it smells

5

like a deal and they say I think it's worth 200 and

6

I'll sell it to you for 110 (inaudible), we put it

7

under?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

Contract.
Contract.

And until we have

a contract, what do we have?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

Nothing.
Nothing.

So you'll hear me

13

at the end of the phone saying hey, do you have a

14

contract you like to use?

15

and Mr. Wholesaler, Ms. Wholesaler.

16

Fill it out, Mr. Realtor

Oh, I don't have a contract I like to use, I

17

don't care.

Is it okay if we fill out ours and send

18

it to you?

19

text them your number, follow up, text them your

20

number, text them your Email.

21

follow up.

22

that fair?

Yeah.

And then if we say we're going to

Do what you say and say what you do.

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Follow up, follow up,
Is

Yes.
It's relationship.

I'm

thinking long-term.

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

EX 12, p. 376

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 378 of 526
377
1

Now remember I said set your intention on

2

every call.

3

Remember we said track your results on any work you

4

do, so we're going to follow and learn.

5

Before we do that, let's track our time.

I need some help.

Who really will help me

6

track time?

I see one volunteer.

Her hand went up

7

first, it's okay.

8

minute when I start calling, just put Robert started

9

calling at 3:04.

So what I'm going to do is in a

You don't need to track each call.

10

Do you have to track each call?

11

Robert made one call, got a hold of nobody.

12

made two calls, zero.

13

of somebody, so at the end, doesn't have to be

14

perfect, you want results.

15

No.

Just write down
Robert

Three calls, check, got a hold

Show me how to sell -- when you call for

16

15 minutes before the break, we get a hold of one

17

person, we made six calls, that's all you need.

18

don't need to track each call.

19

Is that fair?

Then we'll come back from the break, I'll

20

say start the clock again, call.

21

questions, we're not talking.

22

thing at a time.

AUDIENCE MEMBER:

24

ROBERT SHEMIN:
the time tracker?

We're not answering

We're just doing one

How are you going to be successful?

23

25

You

Doing one thing at a time.
Right.

Are you okay with

Thanks for volunteering.
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1

give Shaina (inaudible).

2

Now my mentor made me do this every time I

3

call and in his honor and his memory, it's okay, it's

4

just (inaudible) in his northern, he made me set my

5

intention -- my what?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Intention.
Every time I called.

Most

8

people are so busy and distracted, your heads are

9

spinning, you don't set your intention.

10

Everybody put your pens down, put your feet

11

on the floor and relax.

12

it's fun.

13

I love calling on people,

So when I met my mentor, Mr. (inaudible), we

14

do this every time I call and I've done it every time

15

since 1994, he made me do it (inaudible) success.

16
17

You're going to do it with me, because
they're your deals, we're going to set our intention.

18
19

So everyone repeat after me, calling on real
estate is fun.

20
21

AUDIENCE MEMBER:
fun.

22

ROBERT SHEMIN:

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Calling on real estate is

I like calling on deals.
I like calling on deals.
It's easy to find great

deals.
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1
2

AUDIENCE MEMBER:
deals.

3
4

ROBERT SHEMIN:

AUDIENCE MEMBER:

ROBERT SHEMIN:

AUDIENCE MEMBER:

I like calling on real

estate.

11
12

I like calling on real

estate.

9
10

It's easy to find buyers

and money.

7
8

It's easy to find buyers and

money.

5
6

It's easy to find great

ROBERT SHEMIN:

I believe a couple of you.

You've got to set your intention, folks, right.

13

So I'm going to randomly grab some, I'll

14

tell you whose it is.

Is it okay, do I have your

15

permission to call for you?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

Yes.
Last thing, nobody likes

18

when 24 people are listening in on a call.

19

going to want to laugh, cry, scream, throw things,

20

yell.

21

Please don't say anything.

Write your

22

questions down, even if it's not your deal.

23

we'll have them write everything down.

24

write down?

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

Everything.

If it's your

2

deal, of course do that and then when we're done we'll

3

answer your questions.

Sound good?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

Yeah.
This is what I do about an

6

hour and a half a week.

7

to do it if you don't want to do it and we're just

8

going to randomly call on some deals, sound good?

9

Should I randomly pull one.

10

You could get a team member

I don't know whose this is?

It's a Rudolfo.

11

It says wholesale property, 25,000 dollars in Detroit,

12

Michigan.

13

best real estate market investment in the United

14

States the last couple years.

15

most people think it's freaky, so Rudolfo, can I call

16

for you, is that okay?

We're active in Detroit.

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Detroit is the

When I say Detroit,

Yeah.
Fine, this is your deal.

19

His name is Mike.

20

back to you and I'm just calling real fast.

21
22

Not my deal, your deal, we give it

By the way, do I care where the deal is?
Nope, I just call.

What do I do?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

before, it sounded okay.
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1

(Phone call placed.)

2

UNIDENTIFIED:

3

Please leave your message for

248-636-6485.

4

ROBERT SHEMIN:

I don't have Rudolfo's

5

number here, and I'm finding it, so normally I will

6

leave your number, your phone number, your Email.

7

That's one call we just started, just, you know,

8

whatever.

9

Let's put that there.
Rudolfo, they got another one here for you.

10

This is from a house deal, I believe, and it's in

11

south Florida, investor ready foreclosure.

12

one second.

13

Hold on

By the way, you can have somebody dial it

14

for me because I'm not real good at it.

15

phone number here, it says click here for seller

16

details, so I can't call.

17

I don't see a

On My House Deals (inaudible) if you've got

18

to click -- did you see a phone number on this one?

19

can't call on that, but it's okay, no worries, let's

20

call another one.

21

This is Lydia, where's Lydia?

Lydia, click

22

here to view.

Again, we need a phone number.

23

click here for seller name contact.

24

did the click for you, I don't see a phone number.

25

Can't call without a phone number.
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1

Wholesale reduced, I don't see a phone number so I

2

can't call.

3

Happens, don't worry about it.

Here's another one.

Again, if you would

4

(inaudible) phone number, the phone numbers aren't

5

here.

6

need?

Remember, we need a phone number.

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

240 after (inaudible) 394.

11

This is a Miami number.

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

this one?

15

a phone number.

17

Phone number.
Okay, it's okay.

Here's one

from John (inaudible) and it says John, we're asking

10

16

What do we

Can I call John for you?

Yes.
Good.

Where did you find

Oh, y'all (inaudible) nice ads when you see

So where did you find this one, this
(inaudible), as we're calling?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

My House Deals.
My House Deals.

I love My

20

House Deals because 99 percent, not all, are

21

wholesalers.

What are they?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Wholesalers.
Wholesalers.

This is your

24

deal, not ours.

There's a chance, Miami is a big

25

place, I may know them, this and that, but their names
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1

and numbers (inaudible), so I don't.

2
3

UNIDENTIFIED:

voice mailbox that has not been set up yet.

4
5

The person you called has a

ROBERT SHEMIN:

Good-bye.

All right -- they're not

doing business.

6

So what's the next step (inaudible)?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

AUDIENCE MEMBER:

10
11

ROBERT SHEMIN:

No.
Email.
Text, Email.

What's the

next step?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

(Inaudible).

Text and Email.
But I'm in a seminar, so I'm

going to go very quick, sound good.

15

Let's call on another one here.

This is

16

from Shaina; did I say it right, and it just has a

17

phone number here.

18

call.

No information, it's okay.

I just what?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

I just

Call.
What is this -- where did

you find this one?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

it, Craig's List or?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

AUDIENCE MEMBER:

9

ROBERT SHEMIN:
seller.

Investor ready, motivated

Do I care where it is?
AUDIENCE MEMBER:

10

ROBERT SHEMIN:

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

UNIDENTIFIED:

14
15

Motivated seller, investor

ready.

7
8

What was the sign of

motivation?

5
6

Craig's List.

No.
Do I?
No.
Same system.

Hi, you've reached Lori

(inaudible), I'm not available to take your call.
ROBERT SHEMIN:

And what do we normally do?

16

That's Remax, this is criminal if they don't pick up

17

on a Saturday, I mean unacceptable.

18
19

This is from Sky, there you are, this is My
House Deals.

Is it okay to call for you?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

Absolutely.
They say it's worth 520, is

22

that correct, and they want 190.

23

grand and it's from G.R. Sherif and I think I know who

24

she is, you might have hit a gold mine here.

25

You can make 300

By the way, all the ads are good, you're all
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1

doing great.

How, how are you doing?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

UNIDENTIFIED:

5

ROBERT SHEMIN:

6
7

Great.
This is the business, folks.

836-3372.
I don't even know where this

house is, it's in phone -UNIDENTIFIED:

Thank you for calling real

8

homes (Inaudible) Solutions, Inc, d/b/a Owners.com.

9

This call may be monitored or recorded for quality

10

control and training purposes.

11

exceptional customer service.

12

ROBERT SHEMIN:

13

UNIDENTIFIED:

14

Our goal is to provide

I know who they are.
Please note that brokers for

(inaudible) home services and solutions.

15

ROBERT SHEMIN:

16

UNIDENTIFIED:

17

ROBERT SHEMIN:

18

UNIDENTIFIED:

Do you know who they are?
Represent the seller.
I do.
And their clients in all

19

transactions for properties marketed on (inaudible)

20

com and do not provide agency services to buyers,

21

express or implied in these transactions.

22

ROBERT SHEMIN:

23

UNIDENTIFIED:

24
25

This is (inaudible).
Any personal information that

you provide to the real homes -ROBERT SHEMIN:
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1

UNIDENTIFIED:

2

ROBERT SHEMIN:

3

UNIDENTIFIED:

Please avoid sharing any

information you do not --

6
7

By the way, it's okay

(inaudible).

4
5

-- services and solutions.

ROBERT SHEMIN:
sites.

There's thousands of auction

How many auction sites?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Thousands.
I'll mention a couple.

10

is Hubzu, H-U-B-Z-U, they're one of the most

11

legitimate auction sites out there.

12

Auction.com, a lot of our students, a lot of our

13

students get a lot of deals from them.

14

This

There's also

Now you can get them from Hubzu, H-U-B-Z-U,

15

or you can go direct.

16

That's a little secret a lot of people don't know, so

17

they're looking for an MLS number and I should have

18

stayed on the phone, I don't know if it has it on here

19

because you have to have a number to get into them.

20

That report is off market.

I don't see an MLS number.

21

But let's just call another one.

22

auction site.

23

some aren't.

24

them.

25

You can find it.

They're a national

They have tons of deals, some are good,
We've done quite a bit of business with

So that is a gold mine.
AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

2

This one says wholesale deal, cash buyers

3

only.

Gold mine.

Fair?

Sound familiar?

4

After fair value 230.

There's, they're

5

selling it for -- they're not saying what they're

6

selling it for, 25 on repair and call this number,

7

it's a Boca number.

This is yours, Schuyler.

I'm not

8

a realtor and please, no calls from realtors.

Oh, but

9

I'm not a realtor, so can I call for him?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

15

realtors.

16

a realtor.

17

I'm not

Please state your name after

ROBERT SHEMIN:
Robert (inaudible).

21

estate?

22

25

I don't know, it says no

the tone and (inaudible).

20

24

What if you're a realtor

Talk to your broker, I don't know.

UNIDENTIFIED:

19

23

Yes.

that's an investor?

14

18

Yes.

But I'll get a hold --

What's the hardest part of real

AUDIENCE MEMBER:

To get somebody on the

phone.
ROBERT SHEMIN:

Criminal.

they actually run businesses.
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1

don't pick up their phone for me or you, what do they

2

miss from --

3

UNIDENTIFIED:

Thank you for calling

4

(inaudible), we buy and sell homes.

5

interested in buying or selling homes, please leave us

6

a detailed message with your next (inaudible) address

7

and phone number and we will get back to you as soon

8

as possible.

9

If you are

Thank you so much and have a great day.

10

ROBERT SHEMIN:

Yeah, my name is Robert, I'm

11

a very active investor in south Florida.

12

five, 10 deals a month most months.

13

waste your time.

14

Schuyler, and we are calling on a single-family home,

15

three bedroom, two bath, 25,000 repairs, after repair

16

value 230.

17

best number is Schuyler at

18

(Inaudible) please give us a call, the
.

That's

.
What's the next step?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

Let's keep calling.

23

Hard work, isn't it, folks.

25

I don't want to

I'm also here with my associate,

19

24

We close

Text and Email.
Text and Email.

Hey, Larissa,

hey, where did you find these?
AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

Craig's List.

Estimated

2

three, 430, 30 repairs, made 65,000 on a flip, blah,

3

blah, blah, near Pensacola golf course and there's two

4

numbers there, 321 and 407, so I'm going to call them

5

for you, is that okay?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Uh-huh.
Yeah?
Yeah.
I just call them.

10

321?

I'm not familiar with that area code?

11

know what that area code is?

12

curious.

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

Orlando too, right?

321 is Orlando.
Yeah, 407's

Huh?

AUDIENCE MEMBER:

17

ROBERT SHEMIN:
learning.

Anybody

Doesn't matter, I'm just

Oh, it is?

16

18

What's

Yeah.
Yeah.

Just curious.

Always

(Inaudible).

19

Plus (inaudible) had access, waterfront.

20

Wow.

21

AUDIENCE MEMBER:

22

UNIDENTIFIED:

23

Nobody's picking up.
Exactly.

You have reached the voice

mailbox of 321.

24

ROBERT SHEMIN:

25

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

Let's call the other number

just for fun, they have two numbers here.

3

This is hard work, folks.

How many of y'all

4

work 30 to 50 hours a week doing something?

5

have we been calling for, 14 minutes?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

Oh, eight, oh, man, I'm kind

ROBERT SHEMIN:

Oh, 10, whoa, whoa.

UNIDENTIFIED:
available.

Please leave a message after the tone.
ROBERT SHEMIN:

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:
say?

What do we normally do?

(Inaudible) calling.

21

ROBERT SHEMIN:

25

Yeah, Craig's List.
Craig's List, what do they

AUDIENCE MEMBER:

24

Leave a message.
So this is from Brock?

20

23

It's

The (inaudible) call is not

14

22

We're at 10 minutes now.

been 10 minutes, man, I kind of need a break.

12

19

About?

About eight minutes.

AUDIENCE MEMBER:

10

13

How long

of wiped out.

9

11

Sound good?

I'm sorry?
What kind of motivated

sellers were they?
AUDIENCE MEMBER:

They were motivated

sellers, I found them on -UNIDENTIFIED:
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1

completed.

2
3

ROBERT SHEMIN:
number.

4
5

AUDIENCE MEMBER:

ROBERT SHEMIN:

10

Distressed properties.

UNIDENTIFIED:
as dialed.

Your call cannot be completed

Please check the number and dial again,

0993.

11

ROBERT SHEMIN:

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

AUDIENCE MEMBER:

22
23
24
25

Oh.

I didn't know that.

Where

You're a native.

Yeah (inaudible).
Oh, that's why.
Yeah, they look like 4s.

That what you did.

20
21

.

That's how we write our 9s

are you from originally, here?

16

19

I dialed

in the south.

14
15

Are

they wholesalers?

8
9

Distressed properties,

they're both distressed properties.

6
7

Oh, I dialed the wrong

ROBERT SHEMIN:
known.

Yeah,

, I should have

Cape Coral, Fort Myers.
AUDIENCE MEMBER:

They're both Cape Coral

properties.
ROBERT SHEMIN:

Right.

What did everybody

do on Saturday while the (inaudible)?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

offers, they're hammered.

8

if they're incompetent.

9

is now.

10

UNIDENTIFIED:

11

ROBERT SHEMIN:

12

UNIDENTIFIED:

13

Wow.
(Inaudible).
What kind?
(Inaudible).
Man, great time to make some
Oh, that's illegal, right,
Well we know where everybody

(Inaudible).
Hold on a second.
Hey, my name is Robert, I was

just calling about some real estate you have for sale.

14

UNIDENTIFIED:

15

ROBERT SHEMIN:

16

Just work.

Which one?
Very good question, I'm here

calling on a couple deals.

17

I'm in Fort Myers, my associate, and I think

18

I just lost a piece of paper, give me one quick second

19

here, what's your name?

20

UNIDENTIFIED:

21

ROBERT SHEMIN:

I'm Jay.

Your name?

Hey, Jay, my name's Robert

22

and I'm here with my associate.

23

investors looking for some rehabs or property we can

24

rent and I literally just dropped my papers with your

25

number on them, just let me pull them up real quick.
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1

How many deals do you got?

Are you a

2

wholesaler, realtor, an investor, what do you like to

3

do?

4
5

UNIDENTIFIED:

I'm a wholesaler, wholesaler

investor.

6

ROBERT SHEMIN:

We love our wholesalers.

7

And by the way, we can do more than one deal at a

8

time.

9

got going right now?

If you don't mind me asking, how many deals you

10

UNIDENTIFIED:

11

ROBERT SHEMIN:

12

UNIDENTIFIED:

13

ROBERT SHEMIN:

Well, a couple of them.
Great.
A couple.
Now you have some in, up

14

there in Orlando and where else?

15

Myers, Orlando, Miami, Fort Myers.

16

Where are your deals?

17

UNIDENTIFIED:

18

I have deals all over Florida

and Georgia, Philadelphia, New York, Alabama.

19

ROBERT SHEMIN:

20

UNIDENTIFIED:

21

We're down in Fort

Wow.
A couple of, a couple

territories.

22

ROBERT SHEMIN:

I love it.

We're active,

23

we're (inaudible) two rehabs right now in Atlanta in

24

Midtown.

25

and of course we're very active in Florida.

I've done quite a few rentals in Birmingham
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1

Nashville originally, but I'm down here in Florida.

2
3

Where are you located?

Do you live in the

Orlando area?

4

UNIDENTIFIED:

Yeah, I am.

5

far back, buddy, you're far back.

You're kind of

6

ROBERT SHEMIN:

7

UNIDENTIFIED:

Doesn't sound --

8

UNIDENTIFIED:

Yeah.

9

ROBERT SHEMIN:

10

UNIDENTIFIED:

11

ROBERT SHEMIN:

12

UNIDENTIFIED:

13

ROBERT SHEMIN:

Oh, the phone?

Is that a little better?
Not really.
Oh, I'm sorry.
I can't hear you.
So let me ask this, are your

14

deals mainly for rehab or is it for renters?

15

landlord, what you got?

16

buildings, if you have any?

17
18

UNIDENTIFIED:

For

Do you have any apartment

I, we do both for rehab and

flippers.

19

ROBERT SHEMIN:

Okay.

Have you got any good

20

juicy rehab deals we can take from you real quick?

21

And we love working with wholesalers, we won't waste

22

your time and we close quick if it's a nice deal.

23
24
25

UNIDENTIFIED:

Where are you looking to deal

then?
ROBERT SHEMIN:

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

Again, Orlando.

We're down

EX 12, p. 394

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 396 of 526
395
1

here in Fort Myers today, that's where I am.

2

do up in Pensacola, the Panhandle.

3

not everywhere but, you know, we're pretty much -- got

4

a lot of -- and we can do Birmingham in Atlanta if you

5

got something really good.

6

there right now.

7

UNIDENTIFIED:

8

ROBERT SHEMIN:

9

UNIDENTIFIED:

10

ROBERT SHEMIN:

11

UNIDENTIFIED:

12

ROBERT SHEMIN:

13

UNIDENTIFIED:

14

ROBERT SHEMIN:

15

UNIDENTIFIED:

16

ROBERT SHEMIN:

17

UNIDENTIFIED:

18

ROBERT SHEMIN:

We can

You know, we're

We got crews on the ground

You want (inaudible)?
What's that?
You want my Website?
Yeah, what's your Website.
JTD (inaudible).
Uh-huh.
JTD (inaudible).
Okay.

And what's --

JTDhousesales.com.
JTDhousedeals.com?
Yup.
Great, is that, what's the

19

best way you like to work, should I go to the Website

20

first and then give you an Email or call?

21

like to work?

22
23

UNIDENTIFIED:

How do you

Well right (inaudible), I'm

okay.

24

ROBERT SHEMIN:

25

And let me ask you this, if we, I know you
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1

have them under contract, do you have a contract you

2

like to use, like do assignments?

3

UNIDENTIFIED:

4

ROBERT SHEMIN:

Yeah, assignment contract.
Okay.

And if you don't mind

5

me asking, what city, what's, you know, let's just

6

pick one if you don't mind real quick, see if we can

7

get a deal done.

8
9

Do you have anything in Orlando, Fort Myers,
Cape Coral, Fort Lauderdale, Miami?

10

UNIDENTIFIED:

Yeah, I have one in

11

Jacksonville, I have one in, I have one in

12

Jacksonville, are you -- how quick can you find out

13

some values?

14

ROBERT SHEMIN:

Oh, we can do it instantly,

15

we've got a team in Jacksonville.

16

big development there, about 7 million dollars with an

17

associate named Daisy Libel.

18

complex.

19
20

ROBERT SHEMIN:

22

UNIDENTIFIED:

24
25

We've got --

Do you have access to a

computer?

21

23

We just rebuilt a condo

We got a team there.
UNIDENTIFIED:

We just finished a

Yeah.
Okay.

If I gave you an

address, can you tell what the value is?
ROBERT SHEMIN:

Going to take me a minute, a

couple minutes, but, yeah, I can get right back to
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1

you, though, sure.

2
3

UNIDENTIFIED:
ready.

4

ROBERT SHEMIN:

5

UNIDENTIFIED:

6

ROBERT SHEMIN:

7

UNIDENTIFIED:

9

ROBERT SHEMIN:

Okay, one minute.
Thanks for your time, man, I

Oh, yes.

.

Okay,

, what's the

street?

11

UNIDENTIFIED:

12

ROBERT SHEMIN:

13

UNIDENTIFIED:

14

I'm ready.

appreciate it.

8

10

Let me know when you're

.
Is it

?
, I'm sorry,

Englewood.

15

ROBERT SHEMIN:

16

UNIDENTIFIED:

.
Actually, let me give you,

17

let me send you -- let me, do you have an Email, I can

18

send it to you right now?

19

ROBERT SHEMIN:

20

The 321 number -- hold one second, whose

21
22
23

Email was that?
,

Yeah, hold on one second.

I've, I've dropped some papers here.

had two phone numbers, was that you?

Come

here and give me your best Email, real quick, fast.

24

Here's the Email, are you ready?

25

UNIDENTIFIED:
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1

ROBERT SHEMIN:

I'm here with my associate

2

Larissa and I'm going to give you her Email and we'll

3

get back to you pretty quick.

4
5

UNIDENTIFIED:

Are you ready?

Okay, hold on, because I got

to (inaudible).

6

ROBERT SHEMIN:

No worries.

If you don't

7

mind me asking, how long have you been doing real

8

estate?

9
10
11

Sounds like you've been doing it for awhile.
UNIDENTIFIED:
ROBERT SHEMIN:

17, 18 years.

Oh, yeah, since 2001.
Yeah, man, that's about 16,

I started in '94, retired three times.

12

UNIDENTIFIED:

13

ROBERT SHEMIN:

Oh.
Yeah.

Wholesaling is great,

14

we love working with wholesalers.

15

me asking, how many deals have you got a month?

16

Because we can do volume, we've got a (inaudible), we

17

do a couple at a time.

18

UNIDENTIFIED:

19

ROBERT SHEMIN:

20
21
22

If you don't mind

Uh-huh.
How many deals you got a

month, about?
UNIDENTIFIED:

About 80, 90 deals a month.

I mean as far as when -- what close on (inaudible)?

23

ROBERT SHEMIN:

24

UNIDENTIFIED:

25

ROBERT SHEMIN:
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1

UNIDENTIFIED:

2

ROBERT SHEMIN:

3

UNIDENTIFIED:

4

ROBERT SHEMIN:

5

UNIDENTIFIED:

6

ROBERT SHEMIN:

Yeah, about 80, 90 a month.
Excellent.
Minimum.
Yes.
Yeah.
We're also hard money

7

lenders, if you ever need anybody with any hard money

8

loans down in Florida, Alabama.

9

some lined up, but if you ever need some extra money

10

for some of your rehabbers.

11

UNIDENTIFIED:

12

ROBERT SHEMIN:

13

UNIDENTIFIED:

14

ROBERT SHEMIN:

15

UNIDENTIFIED:

16
17

I'm sure you've got

Okay.
Just -(Inaudible).
What's that?
What are their rates, what

are your rates?
ROBERT SHEMIN:

We're pretty much close to

18

everybody in Florida, about 2, 3 points, 11, 12s,

19

sometimes 10 if we, if they're good.

20

13 percent, depending on the deal.

21

commercial.

22

UNIDENTIFIED:

23

ROBERT SHEMIN:

24

UNIDENTIFIED:

25

Okay.

10, 11, 12,
We also do

I am ready for you.

Okay.
Okay, give me your, give

me -- hold on.
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1

ROBERT SHEMIN:

2

if you want, would that be easier?

3
4

UNIDENTIFIED:

Okay, sorry, buddy, go ahead.

What's your Email?

5

ROBERT SHEMIN:

6

UNIDENTIFIED:

8

ROBERT SHEMIN:

9

, like

Hold on, say it again.
I'll say it again,

--

10

12

,

-- excuse me.

7

11

We can text it to you, too,

UNIDENTIFIED:

The phone's definitely

very -ROBERT SHEMIN:

I'm sorry about that, I'm in

13

a weird, I'm in a metal building and this, this

14

reception is bad.

15

.

16

UNIDENTIFIED:

17

ROBERT SHEMIN:

.
How about if we a text it to

18

you, would that be better?

19

to you on this?

20

UNIDENTIFIED:

21

ROBERT SHEMIN:

22

Should we, can we text it

Yeah, text, text it, yeah.
We'll text it.

Just give me

a few minutes, we'll get you a text, okay.

23

And we'll do our value.

24

UNIDENTIFIED:

25

ROBERT SHEMIN:

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

Okay.
What are you asking for this

EX 12, p. 400

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 402 of 526
401
1

property?

2
3

UNIDENTIFIED:
really bad.

4
5

Yeah, the reception, it's

Buddy, what's your name again?

ROBERT SHEMIN:

Robert Shemin, S-H-E-M-I-N,

Robert Shemin.

6

UNIDENTIFIED:

7

ROBERT SHEMIN:

8

,

,

9

,

,

(Inaudible).
Okay.
.

That's
.

10

Was that a little better?

11

UNIDENTIFIED:

12

ROBERT SHEMIN:

(Inaudible).
Okay.

And I just, real

13

quick, we will, what are you asking for this property?

14

We want to make sure you make a couple bucks on it.

15

What are you, what are you asking for it?

16

UNIDENTIFIED:

17

ROBERT SHEMIN:

18

UNIDENTIFIED:

19

ROBERT SHEMIN:

(Inaudible).
How much?
270.
And what do you think the

20

repairs are?

We've got our own crew so we'll check,

21

doesn't matter, just have you got a guesstimate?

22

UNIDENTIFIED:

23

ROBERT SHEMIN:

What I think the repairs are?
Yeah, we've got our own crew

24

so we'll double check, just wonder if you have a

25

number.
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1
2

UNIDENTIFIED:

it's, it's a, it's a two house deal.

3

ROBERT SHEMIN:

4

UNIDENTIFIED:

5

I'm not totally sure, but

Okay.
It's two homes, two homes on

one lot.

6

ROBERT SHEMIN:

7

UNIDENTIFIED:

8

ROBERT SHEMIN:

9

UNIDENTIFIED:

Okay.
It's a 3, 2.
Yup.
3, 2 (inaudible) and the

10

mother lot, the mother lot 3, mother lot 321, 320, two

11

homes on one lot.

12

(inaudible).

The two homes on one lot

13

ROBERT SHEMIN:

14

UNIDENTIFIED:

15

Uh-huh.
In the back, in the back what

I will call another lot is a 21, 1.

16

ROBERT SHEMIN:

Okay.

17

rental or for rehab do you think?

18

UNIDENTIFIED:

19

ROBERT SHEMIN:

21

UNIDENTIFIED:

22

ROBERT SHEMIN:

24
25

That would be a good buying

house.

20

23

So what, is it for

Yeah.
Depends.
So let me guess, when you --

what, about 1,200 dollars a month rent, just guessing?
UNIDENTIFIED:

I mean the mother lot rent

can go for 8, 900 bucks.
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1

ROBERT SHEMIN:

2

UNIDENTIFIED:

Uh-huh.
The, the (inaudible), the

3

main home in the front I guess would easily be, okay,

4

would be (inaudible) 1,300 dollars, 1,400 dollars.

5

ROBERT SHEMIN:

That's pretty close.

6

that would be like 2,300 bucks.

7

270?

8

UNIDENTIFIED:

9

ROBERT SHEMIN:

So

And you're asking

270, yes.
Okay.

But wait a minute,

10

there's two homes and a mother home, that's three

11

rental units?

12

UNIDENTIFIED:

13

ROBERT SHEMIN:

14

UNIDENTIFIED:

15

ROBERT SHEMIN:

No, it's a two home.
Got it.
(Inaudible) and the main.
Now we'll comp it out, do

16

you have any idea what this will comp out at?

17

worth some more do you think?

18
19
20

UNIDENTIFIED:

Is it

That's what I wanted you,

that's why I want you -- (inaudible)
ROBERT SHEMIN:

Okay.

We'll check it out,

21

we've got the address here and you (inaudible) -- she

22

sent the Email.

23

Have you got any other juicy deals for us?

24

UNIDENTIFIED:

25

Oh, yeah, if you go on my

Website, you can see more, but it's (inaudible).
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1
2

ROBERT SHEMIN:

UNIDENTIFIED:

ROBERT SHEMIN:

Yeah, with my

Okay.

Good deal.

So we'll

go there and pick one or two out; sound good?

7

UNIDENTIFIED:

8

ROBERT SHEMIN:

9

Depends.

wholesale deals, depends.

5
6

Have you got

some stuff like 20, 25 percent below market?

3
4

All right.

Yeah.
Last thing, in Jacksonville,

who do you like to close with?

Do you have a title

10

lawyer you like to close with in Florida or up in

11

Jacksonville, anybody special that you like to use

12

that's investor friendly?

13

UNIDENTIFIED:

14

ROBERT SHEMIN:

15

UNIDENTIFIED:

17

ROBERT SHEMIN:

18

All right.

right now?

22

just a minute.

25

No.
Yeah.

Excellent.

So we'll go check a few deals

So how many have you got on your Website

21

24

So it doesn't matter

out and we'll try to get back to you, sound good?

20

23

Okay.

who we close with or?

16

19

No, not really (inaudible).

I'm not there yet, I'll, we'll go there in

UNIDENTIFIED:

A couple handful, about a

handful or two.
ROBERT SHEMIN:
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1
2
3

UNIDENTIFIED:

Can you -- what's -- let me

get back with you on this one.
ROBERT SHEMIN:

Okay.

We'll see what we can

4

come up with.

5

the gross rent's about 2,3, 2,400, if I -- I would

6

pretty much break even if we got a 20, 30 year loan on

7

there, you know, with a bank or something.

8
9
10

But on the cash flow, if it's 270 and

UNIDENTIFIED:

That's -- it depends.

have to find the value, value is 350 and (inaudible).
ROBERT SHEMIN:

All right, we'll check, we

11

will check it out then.

12

decent shape or not shape?

13

UNIDENTIFIED:

14

ROBERT SHEMIN:

15
16
17
18

You

(Inaudible) are they in

In decent shape.
Have you got any pictures?

And again, we'll get our own, it doesn't matter.
UNIDENTIFIED:

Yeah, the pictures see, when

she sends an Email.
ROBERT SHEMIN:

All right.

We will.

And

19

give me just a little bit of time, we're in a meeting

20

this afternoon but we're working on Sunday, is it okay

21

to give you a buzz on Sunday?

22

UNIDENTIFIED:

23

ROBERT SHEMIN:

24
25

That's fine.
All right.

Appreciate it,

and we'll (inaudible) some of your other deals.
UNIDENTIFIED:
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1

ROBERT SHEMIN:

2

UNIDENTIFIED:

3

ROBERT SHEMIN:

4

Okay, thank you.

UNIDENTIFIED:

6

ROBERT SHEMIN:

10

UNIDENTIFIED:
(inaudible).

Hold on a second, somebody

Good afternoon, my name is

If you (inaudible) real estate for the

house that, give me a call back.

11
12

You, too.

else calling back.

8
9

We'll be in touch, enjoy

your afternoon.

5

7

Thank you so much.

ROBERT SHEMIN:

Okay.

Whose was that,

14

calling.

15

job.

16

?

Hard work, folks.
there.

18

it doesn't matter, I just --

19

I'm just

We'll talk about it in just a minute.

17

21

So we're going to

call him back, that's in Naples.

13

20

.

.

Good

I'm, the pile is over

By the way, you notice for me

AUDIENCE MEMBER:

Wasn't that him, Pitt, Rob

Pitman.
ROBERT SHEMIN:

Hi, my name is Robert and

22

I'm here with my associate and you just called back,

23

thanks so much for getting back because we're calling

24

on your house for sale, and let's see here.

25

UNIDENTIFIED:
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1

ROBERT SHEMIN:

2

UNIDENTIFIED:

3

ROBERT SHEMIN:

4

MR. TORRES:

5

I'm going great.

And you?

Great, what's your name?

My name is Glen Torres, nice to

meet you.

6

ROBERT SHEMIN:

7

MR. TORRES:

8

ROBERT SHEMIN:

9

MR. TORRES:

10

How are you today?

Great (spoke in Spanish).

(Spoke in Spanish).
(Spoke in Spanish).

(Spoke in Spanish).

ROBERT SHEMIN:

I'm in Nashville, Tennessee,

11

but I'm here with my associates, Schuyler and Brock,

12

and their Spanish is no (spoke in Spanish).

13

MR. TORRES:

14

ROBERT SHEMIN:

15

MR. TORRES:

16
17

Good.
Yeah.

How many (inaudible)?

one are you?
ROBERT SHEMIN:

Okay, great, hold on a sec,

18

are you a wholesaler, realtor, investor?

19

like to do?

20

MR. TORRES:

What do you

At the moment I just

21

properties -- I'm a wholesaler at the moment

22

(inaudible) three, four (inaudible).

23

Which

ROBERT SHEMIN:

We love wholesalers, we get

24

most of our deals from wholesalers.

25

we'll make sure you get paid, we won't waste your time
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1

if it's a good deal and we like to buy, fix and sell

2

and also buy and rent.

3
4

How long have you been in real estate, if
you don't mind me asking?

5
6

UNIDENTIFIED:
year.

7
8
9
10
11
12
13

I've been doing it for a

ROBERT SHEMIN:

How's it going?

Do you like

it?
UNIDENTIFIED:

It's going, I mean it's

really (inaudible).
ROBERT SHEMIN:

Way to go.

Are you finding

a couple good deals out there?
UNIDENTIFIED:

Yeah, there's a lot of them.

14

I have like, to be honest with you, I have like my

15

eyes like on twenty deals that I want to get.

16
17

ROBERT SHEMIN:

Wow, that's awesome.

You

have 25 deals?

18

UNIDENTIFIED:

19

ROBERT SHEMIN:

20

UNIDENTIFIED:

21

ROBERT SHEMIN:

That I have my eyes.
Sure.
I (inaudible).
Got it.

So let me ask you

22

this, what do you have now?

23

have now for us that we can buy from you and either

24

rent it or fix it?

25

Have you got any good juicy deals?

UNIDENTIFIED:
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1

have a deal in (inaudible).

2

ROBERT SHEMIN:

3

UNIDENTIFIED:

4

ROBERT SHEMIN:

6

UNIDENTIFIED:

7

ROBERT SHEMIN:

8

UNIDENTIFIED:

ROBERT SHEMIN:

11

UNIDENTIFIED:

12

ROBERT SHEMIN:

14
15

UNIDENTIFIED:

17

UNIDENTIFIED:

20

One acre.
(Inaudible) that property

25 to 30 to fix it up.
Uh-huh.
Now what do you think the

(Inaudible) the cost on that

(inaudible) and 235.
ROBERT SHEMIN:

19

It's on one acre.

comps, what do you think it's worth fixed up?

16

18

Wood frame.

needs about 25, 30,000 dollars.

10

13

It's, it's like a wood frame

home.

5

9

Yes.

235?
(Inaudible) get in, get out

and you can make 60,000 dollars, you know.
ROBERT SHEMIN:

So you're selling it for

like 110 or 1 -- what are you asking for it?

21

UNIDENTIFIED:

22

ROBERT SHEMIN:

106.
So you're asking 106, it

23

needs about 25, 30 grand worth of work, that would be

24

about 140 in, and you're saying it's worth 200, but it

25

might pop up to 230, 235?

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

EX 12, p. 409

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 411 of 526
410
1

UNIDENTIFIED:

2

ROBERT SHEMIN:

3

UNIDENTIFIED:

4

ROBERT SHEMIN:

Easy.
I love it.
Easy.
Great.

Let me ask you this,

5

how long do you have to close on it, because we can be

6

pretty quick, it sounds like a deal we'd be interested

7

in.

Do you have some pictures of it?

8
9

UNIDENTIFIED:

Yup, I do, I do have pictures

if you want, I'm (inaudible) right now, but if you, if

10

it's possible if you send me your Email, I'll forward

11

you all the information.

12

ROBERT SHEMIN:

13

UNIDENTIFIED:

14

ROBERT SHEMIN:

Okay.
And also the pictures.
So I'm here with my

15

associate Brock and Schuyler and we'll send you our

16

Email.

17

UNIDENTIFIED:

18

ROBERT SHEMIN:

19

Now let me ask you this, how long do you

20
21
22

Okay.
And we'll work on comps.

have to close on it, because how much time do we have?
UNIDENTIFIED:

(Inaudible) I recently got

them to close, close in 30 days or before.

23

ROBERT SHEMIN:

24

UNIDENTIFIED:

25

ROBERT SHEMIN:
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1

this --

2

UNIDENTIFIED:

3

ROBERT SHEMIN:

4

UNIDENTIFIED:

5

And I also have -- yeah.
Have you got another one?
I do, in the (inaudible).

have one.

6

ROBERT SHEMIN:

7

UNIDENTIFIED:

Yeah.
It's a (inaudible) the only

8

thing needs to be, but the roof got replaced, fixed

9

and replaced recently.

10
11
12
13

ROBERT SHEMIN:

UNIDENTIFIED:

This one, this one I will say

(inaudible).
ROBERT SHEMIN:

15

UNIDENTIFIED:

Like 60, 70 grand?
This one need an almost like

40 grand, based, based on the --

17

ROBERT SHEMIN:

18

UNIDENTIFIED:

19

ROBERT SHEMIN:

20

UNIDENTIFIED:

21

it for sale at like 175.

22

ROBERT SHEMIN:

23

UNIDENTIFIED:

24

ROBERT SHEMIN:

25

Okay, so it's a pretty big

rehab?

14

16

I

So 40,000 to fix it.
Yes.

(Inaudible) or 80,000.

You'll sell it for 80?
And -- yes, and they approve

175?
Yes.
So there's about 30,

40,000 dollars of potential profit in that one you
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1

think?

2

UNIDENTIFIED:

3

ROBERT SHEMIN:

4

UNIDENTIFIED:

6

ROBERT SHEMIN:

7

UNIDENTIFIED:

ROBERT SHEMIN:

10

UNIDENTIFIED:

ROBERT SHEMIN:

Yeah.
I have that information at

Okay.
But like I tell you, do you

Yeah, we'll send it to you.

Is it okay to text you our Email in just a minute?

14
15

The address?

want to give me your Email?

12
13

And what's the

home.

9

11

All right.

address there?

5

8

Correct.

UNIDENTIFIED:

Yeah, go ahead, please.

I

will go home --

16

ROBERT SHEMIN:

I love it.

17

Now how many, how many deals do you have

18

right now that we could possibly get, because I'm here

19

with my associate?

20
21

UNIDENTIFIED:
problems?

Do you know about Marco Island?

22

ROBERT SHEMIN:

23

UNIDENTIFIED:

24
25

They can -- these no

Yeah, I love Marco Island.
There's a house, a great deal

in Marco Island (inaudible).
ROBERT SHEMIN:
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1
2

UNIDENTIFIED:

worth, after repairs, 600,000.

3

ROBERT SHEMIN:

4

UNIDENTIFIED:

5

ROBERT SHEMIN:

6

UNIDENTIFIED:

7

ROBERT SHEMIN:

UNIDENTIFIED:

ROBERT SHEMIN:

13

UNIDENTIFIED:

ROBERT SHEMIN:

UNIDENTIFIED:

18

ROBERT SHEMIN:

UNIDENTIFIED:

21

ROBERT SHEMIN:

22

UNIDENTIFIED:

23

ROBERT SHEMIN:

25

We need about 550 or 560 and

Right now the after value,

Okay.
Based, based on the comps in

And you'll sell it for how

For 375.
375, plus how much to fix

it, about, I'm just trying to write the numbers down.

20

24

You need, you need like

much, about?

17

19

Yes.

that area.

15
16

Yeah, I'll make sure to --

the after repair value is around 600,000.

12

14

And with (inaudible).

it's selling for how much, 7?

10
11

Love it, love it.

a, also like 20, 25,000 dollars (inaudible).

8
9

This house, this house is

Like 20, 25,000.
How much?
20 to 25,000.
Well that's nothing.

That's

just -UNIDENTIFIED:
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1

(inaudible).

2
3

ROBERT SHEMIN:
numbers.

I was, I was mishearing your

We'd be very interested in that.

4

UNIDENTIFIED:

5

ROBERT SHEMIN:

Yes.
Now let me ask you this,

6

what's the next step, do you have a contract you like

7

to use or can we use our contract?

8

(inaudible)?

9

UNIDENTIFIED:

How do you like to

I mean most of the, most of

10

the (inaudible) pretty good deal that I told you, most

11

of the (inaudible), most of the (inaudible) in Naples,

12

the only one is in Fort Myers.

13

ROBERT SHEMIN:

14

UNIDENTIFIED:

15

But those two, I'm assigning

the contract.

16

ROBERT SHEMIN:

17

UNIDENTIFIED:

18

Sure.

Got it, not a problem.
For those, and then the one

in Marco Island (inaudible).

19

ROBERT SHEMIN:

No problem.

20

Do you have a title lawyer that you like to

21

use or do you have somebody you're familiar with or we

22

have our own?

23
24
25

Whatever you want to do.

UNIDENTIFIED:

I do, I do have a title

lawyer, but he's (inaudible).
ROBERT SHEMIN:
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1

use, do you have their name?

2

UNIDENTIFIED:

3

ROBERT SHEMIN:

4

UNIDENTIFIED:

5

ROBERT SHEMIN:

6

think he's been around.

7

UNIDENTIFIED:

8

ROBERT SHEMIN:

9

UNIDENTIFIED:

10

His name is Charles Hayes.
Charles Hayes?
Yes.
I've heard of him before, I

Yeah, he's great.
Yup.
He's a great, great lawyer

(inaudible).

11

ROBERT SHEMIN:

12

him, he's been around a long time.

13

UNIDENTIFIED:

14

be paying closing costs.

15

ROBERT SHEMIN:

I think I've worked with

He (inaudible).

Understand.

You going to

Yeah, we want

16

to make sure you get money because we're going to be

17

in real estate for at least 10 years plus, doing it

18

for a long time, done a lot of deals.

19

UNIDENTIFIED:

20

ROBERT SHEMIN:

21

That's (inaudible).
First one wins, man, you're

doing the hard work.

22

UNIDENTIFIED:

23

ROBERT SHEMIN:

24

And we also do rentals, have you got any

25

Yup.
We appreciate it.

good rentals for us?
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1
2

UNIDENTIFIED:

it's like a, it's like a multi family in Naples.

3

ROBERT SHEMIN:

4

UNIDENTIFIED:

5

ROBERT SHEMIN:

UNIDENTIFIED:

And he already

Is it a bit below market,

I'll (inaudible), he

mentioned to me and (inaudible) this week.

10
11

And -- yeah.

would he sell it below market?

8
9

We love Naples.

has the renters in it, it's a turnkey.

6
7

Also I have a, I won't say

ROBERT SHEMIN:
the pipe.

Okay.

So that's coming down

We'll wait on that.

12

UNIDENTIFIED:

13

ROBERT SHEMIN:

14

UNIDENTIFIED:

Yeah.
Excellent.
But we can (inaudible) a lot

15

of them, we have a lot of good deals up there on

16

(inaudible).

17

submitting offers and then (inaudible).

18
19

ROBERT SHEMIN:

UNIDENTIFIED:

Do

No, this is what I do

professionally.

22
23

Hey, doing the business.

you have a regular job, too?

20
21

I've just got to keep, you know,

ROBERT SHEMIN:

I love it.

It's fun, isn't

it?

24

UNIDENTIFIED:

25

ROBERT SHEMIN:
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1

name's Robert, I'm here with Brock and Schuyler.

2

us a little bit, we're at a little seminar this

3

afternoon, but we'll get back to you pretty quick and

4

let's follow-up, sound good?

5

UNIDENTIFIED:

6

ROBERT SHEMIN:

Give

(Inaudible).
No, I have a Miami number,

7

but I'm actually in the Fort Myers Event Center right

8

now right near the Bell Tower Shops, I'm up here quite

9

a bit.

10

UNIDENTIFIED:

11

ROBERT SHEMIN:

12

UNIDENTIFIED:

13

ROBERT SHEMIN:

14

here, so we're all set.

15

UNIDENTIFIED:

16

Yup.
Got you, okay.
And we have (inaudible) up

(Inaudible) have a great

evening, great afternoon and (inaudible).

17
18

Okay.

ROBERT SHEMIN:

Hey, I appreciate it, man,

you sound super (inaudible).

19

UNIDENTIFIED:

Whenever, whenever you're

20

ready, we can go have lunch and, you know, keep moving

21

forward.

22

ROBERT SHEMIN:

23

UNIDENTIFIED:

24

ROBERT SHEMIN:

25

everything.

(Spoke in Spanish).
(Spoke in Spanish)
Okay.

Thank you for

Gracias.
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1

UNIDENTIFIED:

2

ROBERT SHEMIN:

3

Hold on, stop.

4

28 minutes?

Gracias.

How long have we been calling for,

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

11

(Inaudible) 34 minutes.
34 minutes.

And what, we've

made about six calls, I'm just guessing?

8

10

Anyway, what did you think?

two people.

Seven.
Seven, and we got a hold of

How's that for stats?

It's about average.

First couple you can

12

get a hold of.

13

six minute after lunch break, we'll come back and do

14

some more calls and then talk about it, sound good?

15

And let's take a quick, what, five or

All of y'all found some nice motivated

16

seller ads, very nice, correct.

17

phone number, we'll call a couple, well maybe another

18

one or two, sound pretty good?

19

And if you have a

What do y'all think?

Don't (inaudible), we'll do a quick five,

20

six minute after lunch break and we'll come back,

21

sound good?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

back.

2

Hold on, yes.

3

everybody.

4

Great job, everybody.

Good job, good job,

Five or six minute break, sound good?

5

(Short recess taken)

6

CHRISTINE BARKER:

7

UNIDENTIFIED FEMALE:

8

CHRISTINE BARKER:

9
10

I had a question.
Uh-huh.

So is that typical in I

mean 34 minutes and like seven calls and you, you've
gotten --

11

UNIDENTIFIED MALE:

It could be more than

12

that because obviously doing it in front of the class

13

is slowing it down.

14

CHRISTINE BARKER:

15

UNIDENTIFIED MALE:

Yeah.
So it's just depending

16

on how fast you want to go through them, how much

17

detail you get from whoever you connect with.

18

CHRISTINE BARKER:

So I mean like I, my

19

husband keeps asking me well how long is this going to

20

take you and I'm, I'm, it looks like, you know, a day

21

or two for me to get a hold of someone and starting to

22

do a deal.

23

UNIDENTIFIED MALE:

Well when you're calling

24

a wholesaler, one of the things that you have to

25

remember about wholesalers, you've got to verify their
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1

numbers.

So you can find the deals --

2

CHRISTINE BARKER:

3

UNIDENTIFIED MALE:

Yes.
-- but once you verify

4

the numbers, is it, are they going to stay, you know

5

what I mean?

6

CHRISTINE BARKER:

7

UNIDENTIFIED MALE:

8
9

Yeah.
Like that one deal he

was saying I'm, I'm selling it for 106 -CHRISTINE BARKER:

10

UNIDENTIFIED MALE:

11

CHRISTINE BARKER:

12

UNIDENTIFIED MALE:

Yes.
-- but it's worth 230.
Yes.
In my experience,

13

wholesalers down here, that property is probably worth

14

about 150, 160.

15

CHRISTINE BARKER:

16

UNIDENTIFIED MALE:

17

CHRISTINE BARKER:

19

UNIDENTIFIED MALE:

21

So that's what you're

going to, to, you're going to run into a lot.

18

20

Okay.

Okay.
Once you do, once you

run your comps.
CHRISTINE BARKER:

Even if they're low,

22

though, and it works out, I mean it's still, as long

23

as it, we run the numbers and it works out.

24
25

UNIDENTIFIED MALE:

You have to run the

numbers because on a deal like that, once you add in
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1

the rehab or whatever it is, what's it really going to

2

be in terms of actually trying to get a deal done.

3

CHRISTINE BARKER:

4

UNIDENTIFIED MALE:

5
6

So how many -So that's what you have

to be careful of.
CHRISTINE BARKER:

How many days, and I know

7

you can't tell me like definitely, you know, but on

8

average how many days would it take me to, to make the

9

phone calls, if I were to pick two or three, because

10

he keeps saying that it's a buffet style --

11

UNIDENTIFIED MALE:

12

CHRISTINE BARKER:

13

UNIDENTIFIED MALE:

15

CHRISTINE BARKER:

17
18

In terms of?
Getting in to someone

that's, and of course I have to go through and verify.
UNIDENTIFIED MALE:

With a, with a

wholesaler, yeah.

19

CHRISTINE BARKER:

20

UNIDENTIFIED MALE:

21

-- two or three different

ways and apply it hard core, is it just that easy?

14

16

Uh-huh.

Yeah.
That's what they do,

they're wholesaling deals.

22

CHRISTINE BARKER:

23

UNIDENTIFIED MALE:

Okay.
So if you can find a

24

wholesaler and find deals that way, that's one way to

25

find deals, yeah, absolutely.
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1

CHRISTINE BARKER:

2

UNIDENTIFIED MALE:

Okay.
The best way to find

3

deals, though, is motivated sellers and distressed

4

properties.

5

CHRISTINE BARKER:

6

UNIDENTIFIED MALE:

Okay.
That's hands down,

7

because those are the deals where you can shape them.

8

The deals that they have, they have them under

9

contract already, they've shaped the deal.

10

CHRISTINE BARKER:

11

UNIDENTIFIED MALE:

Okay.
But when you run the

12

numbers, it doesn't work out, it's almost impossible

13

to negotiate with them because they're going to build

14

in more profit than they're letting on.

15

CHRISTINE BARKER:

16

UNIDENTIFIED MALE:

17

It's just the reality of

the --

18
19

Gotcha.

CHRISTINE BARKER:

Which is why it's

important to verify the numbers.

20

UNIDENTIFIED MALE:

21

CHRISTINE BARKER:

Correct.
So if I'm, if I'm looking

22

at something that I can spend a little bit more time

23

shaping, how different is that from what I'm seeing

24

here?

25

UNIDENTIFIED MALE:
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1
2

CHRISTINE BARKER:

Okay.

And how long does

it take to find something like that?

3

UNIDENTIFIED MALE:

There's no exact answer

4

on that because when you're looking for motivated

5

sellers, you've got to market properly to them, you've

6

got to market yourself as a real estate problem

7

solver.

8
9

Those signs that you see on the side of the
road and stuff like that, those are all, they're

10

looking for motivated sellers, that's -- they say we

11

close fast, we have cash.

12

CHRISTINE BARKER:

13

UNIDENTIFIED MALE:

Uh-huh.
That's what they're

14

looking for.

15

basically waiting for them, somebody that is in that

16

situation to come to you.

17
18
19

So you do your marketing and you're

So there is no real answer to that question.
It depends on how well you market.
CHRISTINE BARKER:

Okay, so if I, but if I

20

follow the system, the system should be able to get me

21

to where I want to be, right?

22
23
24
25

UNIDENTIFIED MALE:

Yeah, yeah.

What I

can't do is give you a time frame.
CHRISTINE BARKER:

Okay.

So at what point

do I determine whether or not the system's working?
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2

UNIDENTIFIED MALE:

Well real estate has

been done the same way for decades.

3

CHRISTINE BARKER:

4

UNIDENTIFIED MALE:

Yeah.
So the way we've been

5

structuring it, it's the teaching that is more

6

important than step by step what to do, because the

7

step by step of what to do is something that's already

8

out there.

9

in class, showing you how to run the numbers, showing

10

you how to do the contract is where the value of this

11

comes in.

But the way we teach it, doing live stuff

12

CHRISTINE BARKER:

13

UNIDENTIFIED MALE:

Okay.
They want you to follow

14

the steps, right, and it works.

15

estate investing works, I mean it's, that's kind of a

16

given.

17

So obviously real

So it depends on the person and how

18

assertive they are, how good they do their marketing,

19

how much they're networking once they get out of here.

20

So it's a lot of different factors that go into it and

21

so in terms of a time frame, that's why I can't give

22

you one, I'm not -- I don't know what you're going to

23

do when you leave.

24
25

Are you going to --

CHRISTINE BARKER:

Well I was just going to

use the system.
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2

UNIDENTIFIED MALE:

that, there are 20 something people in here, right?

3

CHRISTINE BARKER:

4

UNIDENTIFIED MALE:

5

Yeah, but even with

Uh-huh.
Everybody's going to go

out there and say they're going to use the system.

6

CHRISTINE BARKER:

7

UNIDENTIFIED MALE:

8

to do the exact same thing?

9

CHRISTINE BARKER:

10

UNIDENTIFIED MALE:

11

CHRISTINE BARKER:

12

UNIDENTIFIED MALE:

Uh-huh.
But is everybody going

Yeah.
Probably not.
Yeah.
So we, there's no way

13

for us to know exactly what you're going to do in

14

terms of the effort, connecting with people, where

15

you're searching for properties.

16

factors that there's no way I can give you a time

17

frame.

18

CHRISTINE BARKER:

There's so many

So at what point, let's

19

say that I've gone like three months and I haven't

20

really found anything, at what point do I say okay, I

21

need to do something more or something different or,

22

and where do I look for something more?

23

the mentorship or --

24
25

UNIDENTIFIED MALE:

Would that be

It could be.

What you

want to do, though, is follow what we're telling you
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to do and market to different neighborhoods.

2

Start with the neighborhood that you know

3

the best, because that's probably where you're going

4

to find your success the fastest, somewhere that you

5

know.

6

Because this is, this is a big area.

And then start spreading out from there.

7

CHRISTINE BARKER:

8

UNIDENTIFIED MALE:

9
10
11

Yeah.
Here in Naples and

Tampa, that's all drivable within, you know, an hour
or two.
So that's what, so that big of a space, if

12

you do your marketing properly, you'll find some

13

things out there.

14

CHRISTINE BARKER:

15

UNIDENTIFIED MALE:

16

Yeah.
I mean I'm not saying

don't do wholesalers, do wholesalers, too.

17

CHRISTINE BARKER:

18

UNIDENTIFIED MALE:

Yeah.
Just you want to make

19

sure you verify their numbers and if their numbers

20

check out, go with it.

21

CHRISTINE BARKER:

22

UNIDENTIFIED MALE:

23

Yeah, yeah.
You know what I mean.

You can find those, make no mistake about it.

24

CHRISTINE BARKER:

25

UNIDENTIFIED MALE:

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

Yeah, okay.

Thanks.

How are you doing?

EX 12, p. 426

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 428 of 526
427
1

CHRISTINE BARKER:

2

UNIDENTIFIED MALE:

3

How about you?

Very good hands over

here.

4
5

Hi, good.

ROBERT SHEMIN:

Hey, y'all ready to do some

more.

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

8

comments?

9

that, I'm curious.

Yes.

Awesome, questions,

Questions, comments?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Yeah, I love to hear

I have a question.
Yeah, just (inaudible) one

12

point and then we'll get started, I mean a lot of

13

people will come back in.

14

just a minute or two.

15
16

We're going to start in

Yes, and I'll take all the questions at the
end.

17

AUDIENCE MEMBER:

So when, when you call

18

these places, how do you know it's not spam or how do

19

you know it's not some scam?

20

scams on Craig's List or?

21

ROBERT SHEMIN:

I know there's lots of

Well what's interesting,

22

I've been in real estate since 1994 and I've probably

23

done 500 deals in Florida.

24

that was a scam.

25

reality.

I've never called someone

It could happen, but I deal with the

What do I deal with?
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AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Reality.
We just got started, I mean

3

what kind of scam could it be, like they're making up

4

their own houses?

5

Addresses?

So again, I deal on reality.

Oh, and

6

there's some ones that don't know what they're doing

7

and incompetent, but I've never had a scam calling on

8

whatever.

9

have good deals, but that's just a phone call.

10
11

the risk.

Had some people drunk, yell at me and not

What's happening?

What's

And I deal with reality.

Guess how many times I've been scammed in

12

Tennessee, Florida calling on Craig's List on My House

13

Deals, from the beginning?

14

deal in reality.

Never.

Make sense.

So I

What do I deal in?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Reality.
Could happen if you do 1,000

17

calls, could maybe get one or two weirdos, I've done

18

that for sure.

19

Andre, remember that guy that yelled at me,

20

he was like ah, ya, hell nah.

I mean it wasn't a

21

scam, he was just drunk or high or on crystal or

22

whatever (inaudible).

23

Then we have a still, we have a what?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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yet.

We'll get it under contract, we'll do our

2

research.

3

it's not -- or we renegotiate.

4

question?

If it's not a good deal, we get out.

If

Does that answer your

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

There you go.

8

So let's make a couple more calls, sound

9

good.

Great question.

Yeah.

What are we doing right now, just?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

Yeah.

some more questions.

Calling.
Calling.

Then we'll answer

Good questions.

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

15

AUDIENCE MEMBER:

Sound good?

Yes.
Yes.
So we're calling on deals

16

that wholesalers have already found so that we can

17

either rent or flip?

18

ROBERT SHEMIN:

When you get a deal you can

19

either wholesale it, you can buy, fix and sell it or

20

buy, rent.

21

What are the three ways to make money?

22

AUDIENCE MEMBER:

Wholesale.

23

AUDIENCE MEMBER:

Okay, but what I'm trying

24

to say is that if we find a seller, we're a wholesaler

25

now and we're providing a seller, what about if you're
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trying to go that route?

2

ROBERT SHEMIN:

3

re-wholesale it?

4
5

Go, what, where you want to

AUDIENCE MEMBER:

No, we're trying to find

wholesale deals.

6

ROBERT SHEMIN:

So you, I understand.

If he

7

has a deal to sell, let's say it's below market, it's

8

a great deal.

9

either re-wholesale it, you can fix it and sell it or

10

What you want to do with it, you can

rent it.

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

question.

14

are we looking for?

15

Yes.
I don't understand the

We're looking for deals right now.

AUDIENCE MEMBER:

What

Deals, but are we looking,

16

we're looking for deals that are already deals that

17

are found, we're not going out to find our deals to

18

sell it.

19

ROBERT SHEMIN:

This guy has a deal, whether

20

he has a -- I don't care where a deal comes from, real

21

estate broker, direct or wholesaler, a deal is a deal.

22

He happens to be a wholesaler.

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

What is he?

Wholesaler.
Where do 99 percent of my

deals come from?
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AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

9
10
11
12
13

Does that make

It makes sense, but -I don't understand the

question, I apologize, try one more time, I apologize.

7
8

Wholesalers.

sense?

4

6

Wholesalers.

AUDIENCE MEMBER:

I think what she's trying

AUDIENCE MEMBER:

So if I'm a wholesaler and

to say --

I'm going out and I -ROBERT SHEMIN:

Okay, so you want to

re-wholesale it?
AUDIENCE MEMBER:

No, I want to find a deal

14

so that I can wholesale it to an investor like you, so

15

how they went out and they (inaudible) and they're

16

finding a deal.

17

ROBERT SHEMIN:

They're probably doing

18

direct mail, they found a deal, they put it under

19

contract and they're going to resell it to me or I can

20

put it under contract with them.

21

contract, what can you or I do with it?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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rent it.

2
3

Does that answer your question?

He's a

wholesaler.

4

AUDIENCE MEMBER:

Right.

5

AUDIENCE MEMBER:

I think what she --

6

AUDIENCE MEMBER:

Are you going to do any

7

calls like finding wholesale deals or are you just

8

going to strictly do calls to --

9

ROBERT SHEMIN:

Again, 99 percent of my

10

deals come -- I'm calling on your deals.

11

am I calling on?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Whose deals

Our deals.
Motivated sellers, that

14

could be realtors, homeowners, whatever, they're your

15

deals.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20

AUDIENCE MEMBER:

25

Yes.
What would you like to do,

I think she wants to talk

directly to --

23
24

Is that okay?

I'm sorry, I don't understand the question.

21
22

Okay.

ROBERT SHEMIN:

You want to talk direct to a

homeowner?
AUDIENCE MEMBER:
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AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Yeah, like a -Then we need to send direct

3

mail or call them on Craig's List, there's some

4

homeowners, but to me it's the same system.

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

But it's the same.
It's the same thing.
Okay.
A deal is a deal and the

question is the questions.

10

Does that answer your question?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

13

AUDIENCE MEMBER:

Yes, thank you.
Great.
What does a closing look

14

like, let's say you buy the deal, because it sounded

15

like a couple really good deals there --

16

ROBERT SHEMIN:

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

20

AUDIENCE MEMBER:

22
23

-- from a wholesaler and

you want to re-wholesale it.

19

21

Correct.

Correct.
What does that, what does

that closing look like?
ROBERT SHEMIN:

Just exactly like I said

yesterday, who does all the paperwork?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

Title lawyer.
Does he care whether we buy

EX 12, p. 433

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 435 of 526
434
1

it or I sell it to my buddy Brock or to her or to Joe?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

So it could be -Hold on, does he care?
No.
As long as we?
Close.
Remember yesterday I went

8

through the five ways to close, could be either

9

assignment, double assignment, could be collapsed

10

closing, double closing, now there's just one more

11

person involved.

So it doesn't matter.

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

wholesalers in a deal.

Double assignment.
My record was five

That's my record.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Who cares.

(Inaudible).
Just like everything you

17

buy, you buy it -- China sells it to somebody,

18

somebody sells it to somebody in Vegas, somebody in

19

Vegas sells the clothes to a distributor in Florida

20

and then you can go to a boutique and spend

21

200 dollars.

22
23

There's four wholesalers involved.

AUDIENCE MEMBER:

So there might be two or

three of these involved in the contract.

24

ROBERT SHEMIN:

25

AUDIENCE MEMBER:
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1
2

AUDIENCE MEMBER:

Were you involved in all

those five steps or?

3

ROBERT SHEMIN:

4

over confusing it.

5

got the deal?

No.

Now I -- I can.

Does he care, do I care where he

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

No.
No.

Maybe he's double

8

wholesaling; I don't care.

9

from another wholesaler or direct; I don't care.

10

You're

He might have gotten it

What's my only focus?

11

AUDIENCE MEMBER:

12

ROBERT SHEMIN:

Closing.
Closing.

Does he care

13

whether I wholesale it to him or I wholesale it to her

14

or you wholesale it and then he wholesales it to her?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

17

everybody?

18

No.

No.
As long as it's good for

Y'all are way over thinking this.

My record is five wholesalers.

19

I have two or three.

20

it's a?

It doesn't matter, as long as

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Answer your question?
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AUDIENCE MEMBER:

2

ROBERT SHEMIN:

No.
No.

These are

3

technicalities, I've got to focus on making you money.

4

What have I got to focus you on?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Making money.
Let's, we'll take the

7

question in just a minute, we're burning time here,

8

folks.

9

Okay.
I'd like to call another deal with you, is

10

that okay, and then I will answer all your questions.

11

Is that fair?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

Yeah.
Y'all are way over thinking

it, correct?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Correct.
It's okay.

Naples, pool

17

home, private estate, what is realtor asking about

18

financing, seller motivated, just reduced

19

236,000 dollars.

20

this is a realtor dealing with a homeowner.

21

from Melanie.

22

okay to call on it for you?

Now I like to deal with wholesalers,

Hey, Melanie, want to call on it?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

This is
It's

Yes.
Yeah.

Great.

She's like

you make me call, like don't do that.
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All right.

Oh, and I think someone else is

2

calling us back also.

I made a lot of calls.

3

(Inaudible) two sellers called me or whatever, okay.

4

Is this making some sense to you?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

for deals.

All we're doing is looking

Do we care where the deals come from?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

Yes.

No.
Does the seller care what we

do with the deals if we close?

11

AUDIENCE MEMBER:

No.

12

ROBERT SHEMIN:

13

AUDIENCE MEMBER:

Got it.

14

AUDIENCE MEMBER:

Yeah.

15

ROBERT SHEMIN:

No.

Got it?

Real simple.

And we'll go

16

through the stuff in just a minute.

17

back to my phone so I can call and run the clock

18

again.

19

I'm trying to get

You're doing a great job.
So we're going to call a realtor now.

20

Notice the difference between realtors and

21

wholesalers.

22

had?

How many deals did the first guy say he

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

28 I think.
80 or 90 a month,

20 whatever that he closes.
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deals does he have?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

25.
How many do you need to make

a lot of money?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

AUDIENCE MEMBER:

10

What's your focus?

and technicalities.

12

good.

One.
Huh?

ROBERT SHEMIN:

11

One.

One.
No, it's exception, minutia

(Inaudible) it's okay.

13

UNIDENTIFIED:

14

ROBERT SHEMIN:

It's

Hello.
Hi, my name's Robert.

I'm

15

here with my associate Melanie and we are calling on

16

your reduced luxury homes.

17

UNIDENTIFIED:

18

ROBERT SHEMIN:

19
20
21
22
23
24
25

Is this Marie Childress?

Yes, it is.
Good deal.

We're investors

calling on this luxury home, we're not realtors.
Would this house be possible for a good
investment or is it more for a homeowner?
UNIDENTIFIED:

Okay, are you talking about

the house on the island (inaudible)?
ROBERT SHEMIN:

Yes, this says seller

motivated, reduced 236,000, gorgeous private estate

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

EX 12, p. 438

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 440 of 526
439
1

home with a guest house on 12 acres.

2

I'm --

3

UNIDENTIFIED:

4

ROBERT SHEMIN:

5

UNIDENTIFIED:

6

Okay.
Yeah.
Yeah, okay, so you're talking

about the home in Naples?

7

ROBERT SHEMIN:

8

UNIDENTIFIED:

9

Electronic gate.

really good buy.

Correct.
Yes, I do.

It's a hot buy.

Yeah, that is a
And it, it really

10

is.

Yeah, it's, that is beautiful, it's also upgraded

11

and it sits on about, about 13 acres.

12

true what I would consider a seller living coastal

13

home.

14

ROBERT SHEMIN:

Love it.

It's called a

Let me ask you

15

this, it's appraised for 1.16, what are you asking for

16

it?

I don't see the price here.

17

UNIDENTIFIED:

18

ROBERT SHEMIN:

19

15, 16 percent discount.

20

Oh, 964.

Yes, 964.
So that's about, let's see,

Because we are investors and as we buy

21

luxury properties, sometimes we rent them, Air B and

22

B, and sometimes we keep them and then sell them

23

later.

I don't know if this is more for a homeowner.

24

Do you work much with investors?

25

UNIDENTIFIED:
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ROBERT SHEMIN:

2

UNIDENTIFIED:

Oh, nice.
And -- yeah, I think this is

3

a good investment property as well as a homeowner.

4

It's got a horse barn on it.

5

It's beautiful property.

If somebody was looking for a get-away, you

6

know, maybe, I don't know, maybe live there a couple

7

of months.

8

ROBERT SHEMIN:

9

UNIDENTIFIED:

Sure.
Or, you know, a lot of these

10

peoples in Naples that live there always live in their

11

homes maybe two to three weeks out of every year, so

12

this is a beautiful home for that.

13

secluded, nice --

14

ROBERT SHEMIN:

Like it's a

Can you rent it, are we

15

allowed to rent it for a little bit or not, under the

16

homeowner?

17

UNIDENTIFIED:

Yes, so, yes, you can.

18

ROBERT SHEMIN:

19

UNIDENTIFIED:

20

ROBERT SHEMIN:

21

What do you think it would rent for?

What is the -(Inaudible).
Oh, nice.
It's

22

funny you mention that.

23

Beach, I've been there three nights in the last four

24

months.

25

UNIDENTIFIED:
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1

least you can get for it is probably maybe 6 to

2

7,000 dollars a month.

3

ROBERT SHEMIN:

Okay.

Hmm, because I'm

4

borrowing 900, yeah, my payment would be about 5, 6,

5

7 grand.

6

Awesome.
Let me ask you, how many, how many stalls

7

does the horse barn have?

8

(inaudible) garages, seven corrals.

9

UNIDENTIFIED:

10

ROBERT SHEMIN:

Is it on here, let's see.

Yes.
Because, you know, horses,

11

that's, that's, a lot of people pay a lot of money to

12

board their horses and all that kind of stuff.

13
14

UNIDENTIFIED:
right there.

15

ROBERT SHEMIN:

16

here.

17

for investors?

18
19
20

Yes, there's extra income

Interesting.

Let's see

Let me ask you, do you have any good properties

This is interesting, I'm going to take a
quick look at it, run our numbers.
UNIDENTIFIED:

I, I do have another property

21

that I think is a, is an excellent buy in Naples and

22

it's been, it's, it's a, more of a modern, it's got a

23

guest house as well.

24

pool, an outdoor kitchen.

25

It sits on two acres.

ROBERT SHEMIN:
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2

UNIDENTIFIED:

remember, it's a three or four bedroom, two bath.

3
4

ROBERT SHEMIN:

What are you asking for it

or what are the seller's?

5
6

And it's, I think if I

UNIDENTIFIED:

The, this particular house is

515.

7

ROBERT SHEMIN:

Yeah.

Do you think, what do

8

you think it will comp out or appraise at?

9

our own comps, just curious, that's why I'm asking,

10

We can run

about full price or.

11

UNIDENTIFIED:

No, they just reduced the

12

price and on (inaudible) -- honestly that house is

13

going to go really quickly.

14

I think it's beautiful.

If you like modern, it's a big open concept,

15

it's, it's a big room with, with the dining room, the

16

kitchen.

17

near Marco Island or you can go to Naples.

And again, that house (inaudible) beach, or

18

ROBERT SHEMIN:

19

UNIDENTIFIED:

20
21

Wonderful.
I think both of them are

probably one of my favorites right now.
ROBERT SHEMIN:

Yeah, that sounds beautiful,

22

but are they (inaudible) for homeowners?

23

investors, you know, we've got to figure like how to

24

make a profit on some of them.

25

UNIDENTIFIED:
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2

ROBERT SHEMIN:

Is that pretty much full

market do you think?

3

UNIDENTIFIED:

No, I think it's, I think

4

it's selling below market.

5

honestly, that the least, because (inaudible) live in

6

the house, the least he would probably take maybe 510.

7

ROBERT SHEMIN:

8

UNIDENTIFIED:

9

ROBERT SHEMIN:

10
11

Okay.
Possibly 507, 508.
Wow, okay, thank you.

this estate, this Naples pool home.
UNIDENTIFIED:

13

ROBERT SHEMIN:

14

they selling it?

15

they just selling or?

16

18

I think,

Now let me ask you this on this big, back to

12

17

It's 515.

Uh-huh.
I'm just curious, why are

Are they pretty motivated or are

UNIDENTIFIED:

Are, are you talking about

the large?
ROBERT SHEMIN:

Yeah, back to the private

19

estate, the 12.6 acres in Naples.

20

UNIDENTIFIED:

21

People just like to sell houses because they

Who knows?

22

just want to, you know, they just want to sell it and

23

move on to something else and --

24

ROBERT SHEMIN:

25

UNIDENTIFIED:
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1

ROBERT SHEMIN:

Let me ask you this, as an

2

investor, we probably will make a little bit lower

3

offer, do you think they might be open to something if

4

we can close quick?

5

UNIDENTIFIED:

6

ROBERT SHEMIN:

7

Okay.

Appreciate that.

And trying to think, we're going to do a
little bit of our own research here if you don't mind

10

on this property and we'll probably get back to you

11

with something.

12

UNIDENTIFIED:

That's great.

13

you will fall in love with this house.

14

beautiful.

15
16

Again, I think
It's really

(Inaudible).
ROBERT SHEMIN:

Yeah, love it.

Now which

company are you with?

17
18

UNIDENTIFIED:

I'm with (inaudible) Real

Estate.

19

ROBERT SHEMIN:

Oh, y'all are great.

20

You're, you're top (inaudible), see those signs

21

around.

22
23
24
25

And

my name is Robert and (inaudible) Melanie.

8
9

Yes.

How long have you been in real estate,
Marie, a long time?
UNIDENTIFIED:

Yes, I've been doing it for

nine years.
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1

ROBERT SHEMIN:

2

UNIDENTIFIED:

3

Nine years.
And I own and operate my own

business.

4

ROBERT SHEMIN:

5

UNIDENTIFIED:

6

ROBERT SHEMIN:

7

UNIDENTIFIED:

8

ROBERT SHEMIN:

9

UNIDENTIFIED:

Oh, nice.
Yes, yeah (inaudible).
Oh, you (inaudible)?
No, I have first (inaudible).
Which one?
(Inaudible).

10

ROBERT SHEMIN:

Yeah, sure.

11

UNIDENTIFIED:

12

ROBERT SHEMIN:

13

Well first of all, you sound super pro.

Yes, yes, that's -Wow.
I

14

really appreciate your time, you've been very nice and

15

we'll try and send you our Email.

16

into any investment deals, send them our way and we'll

17

make sure you get paid.

18

And if you ever run

We do double commission, if we buy something

19

from you and resell it, we'll (inaudible) selling it;

20

is that okay?

21
22

UNIDENTIFIED:

Yeah, that's fine.

And

you've got my Email?

23

ROBERT SHEMIN:

24

UNIDENTIFIED:

25

ROBERT SHEMIN:
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1
2

UNIDENTIFIED:
need, okay.

3
4

ROBERT SHEMIN:

UNIDENTIFIED:

Thank you, take care,

bye-bye.

7

ROBERT SHEMIN:

8

UNIDENTIFIED:

9

ROBERT SHEMIN:

10
11

You've been great.

(Inaudible) hopefully we'll talk soon.

5
6

Contact me, whatever you

Thanks.
Bye-bye.
Okay.

Hold on a sec.

Did y'all notice the difference between a
realtor and a wholesaler?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Yes.
Wholesaler (inaudible),

14

that's a great call.

15

Are the seller's motivated?

16

(inaudible) well if we make a low offer, might they

17

(inaudible)?

18

Could there be a deal there?
We don't know, but I

Yeah, send it.

So what does that tell you?

And they have a

19

February appraisal on it, 1.19 million, that appraisal

20

is one of the comps, that's a start, and we're already

21

200 grand below.

22
23

Again, there's a lot more work to do on
that, but there could be something there.

24
25

Let's talk about these deals for just a
minute.
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That last one, how could you make money?

2

Oh, and write this down, how can I make money.

3

last deal (inaudible) floor plan, deed, has investors,

4

do I care?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

The

No.
No, I need the numbers.

What do you need?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Numbers.
All that stuff is beautiful

10

and it's important, but it's for a homeowner.

11

to know how can we make money what do you need to

12

know?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

We need

How can we make money.
It's got to be win/win.

15

Take care of people, right, we've already talked about

16

that.

17
18

So then on that last one, how can you make
money?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

(Inaudible).
What's that?
(Inaudible).
Air B and B it.

I have a

23

luxury mansion in Miami and in (inaudible) Columbia.

24

My monthly payments on the one of them is 4 grand a

25

month and it rents for 1,500 a night.
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1

rent, she said yes, let me double check.

2

There's a (inaudible) local laws as a

3

homeowner, but a place with horse stalls, I know

4

stalls rent for 2 to 600 dollars a month.

5

that would be 1,500 to 3,000 dollars just on the horse

6

stalls, correct?

7

That's,

I'm just throwing ideas out here.

Who here

8

does Air B and B?

9

rent increase, 80 percent (inaudible) if you know what

10

We do, you can get a 50, 60 percent

you're doing as a manager (inaudible).

11

That's your deal, by the way.

So there

12

might be something there, plus we're still -- we

13

didn't even start negotiating, didn't start.

14

The one before, the guy who was from Puerto

15

Rico who is very nice, he sounds like he's really

16

working hard, who's was that, was that?

17

the papers and I apologize if it was yours.

18

deals does he have?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

I dropped all
How many

(Inaudible).
He's got 25 he's looking at

21

and five or six or four real ones, correct.

What else

22

did he give us, besides giving us a great deal, it

23

sounded like it to me (inaudible), he gave us the

24

numbers, he has the comps, he has repairs and

25

pictures.

How long have you been in real estate for?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

(Inaudible).
How many of y'all think he

3

might be able to find you a couple deals a year?

4

Right.

5

I don't know, (inaudible) find a deal, but

6

as far as -- sounds good, and I got pretty good

7

intuition when I talk to people.

8

sounds like kind of a real deal.

9

You do, too.

It

Now the guy before that, what's the one

10

thing that bothered me about our conversation, he said

11

he has 80 deals (inaudible) Website, he does have and

12

some of them are probably good.

13

that bothers me about him?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

What's the one thing

(Inaudible).
Huh?
(Inaudible).
On what?
(Inaudible).
He did on some stuff, but I

20

asked him who he closes with in Jacksonville or

21

whatever, and he couldn't give me a name.

22

Now that, I'll tell you where that's

23

probably true.

He probably works for somebody.

24

probably in an office with a large wholesaler, which I

25

do the same, and he doesn't close them, so I don't
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1

think he's a fraud, I just don't think he's the

2

principal, which is okay.

3

He still has deals, but then I'm just

4

talking about trying to guess here, I don't know.

5

don't think he's a liar or a cheater, but I don't

6

think he's the (inaudible) person.

7

wholesalers have three, four, five people that are

8

working with them, answering the phone and doing some

9

stuff.

10

I

A lot of

It could be him and I just don't remember the

attorney's name, he's retired, I don't know.

11

But that's one thing that raised a little

12

bit of a flag, but I don't care, a deal is a deal is a

13

deal and if you find a deal, you can wholesale them,

14

you can fix it and sell it or whatever.

15

To go direct to sellers, you go to Craig's

16

List, ForSaleByOwner.com, write that down, if you want

17

to do it direct, however if you do direct mail, which

18

is how 80 percent of the wholesalers find their

19

properties, which I gave you yesterday, remember,

20

List.Com.

21

Any questions on those deals?

22

How many of y'all think there's some money

23

there?

Let me see your hands up?

How long did we

24

call for, 40 minutes, 35 minutes, and who brought

25

those deals in?

You did, correct.
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How many of y'all kind of like that?

Right.

2

By the way, just one of those deals that he gave us,

3

and he's close, we're talking about 70 grand,

4

40 grand, 50 grand, correct.

5

starting to see the money?

6

How many of y'all are

Now let me ask you this, that was

7

35 minutes, correct?

8

two hours a week for the next 20 weeks, hour and a

9

half a week, two hours a week.

10

What if you actually did that

Make some money, correct?

How many of y'all

11

would like if I came back to your house for a few

12

days, solid, and all we did pretty much for three days

13

is call on deals, follow up, close them, (inaudible)

14

track them, make sure they're done.

15

would like that?

How many of y'all

What do you think would happen?

16

AUDIENCE MEMBER:

(Inaudible).

17

ROBERT SHEMIN:

18

Well very quickly, if you look at your

Make some money.

19

course book, just so we get a fast start, we just got

20

a couple (inaudible), that's exactly what they do.

21

This (inaudible) used to do a lot of ideas,

22

a lot of concepts (inaudible) to do and they sit there

23

for three days at the fast start boot camp and say

24

let's call on your deals, let me close them.

25

usually there's one trainer, it depends, there's
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1
2

exceptions with like four, five and six on them.
On the one-on-one training they go wherever

3

you want, one on one, for you and your business

4

partner and that's all they do, let's close deals.

5

And most of them are a lot better than

6

(inaudible).

How many of y'all think you can make

7

some money closing deals?

8

Property Finder, we (inaudible).

9

(inaudible), we can do the marketing if you want and

Plus you've got the
We can find the

10

then they follow up, follow up, follow up to help you

11

close the deals.

12
13

That's what they do.

Now let's talk about calling on deals.
more questions?

Any more questions?

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

Any

Yes, real quick.

(Inaudible).
Got it.
(Inaudible).
So first of all the

18

wholesalers all have comps, we'll look at that.

19

number two, you mentioned that yesterday and today,

20

like on those real deals, I don't know if you were in

21

the room or not, we call another realtor, Google them.

22

Remember the first (inaudible) real sales three to

23

five, then we call a third party, remember that little

24

checklist we gave you.

25

Then I want to test that.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Test it.
I go to real buyers.

3

Sometimes they say no, man, that's a horrible street,

4

I wouldn't pay more than 150 for that.

5

deal, we'd renegotiate.

6

Sorry, not a

Sometimes the deals are more (inaudible).

7

Remember that checklist yesterday, three to five

8

recent sales, market verification.

9

(Inaudible) yeah, third -- sometimes was in

10

the back, sorry.

Third was days on market and then

11

amount of other properties for sale.

12

can pull comps, Property Finders can pull comps, you

13

can Google it.

14

yesterday?

A good realtor

All (inaudible) remember that from

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

(Inaudible).
Say that again, most

17

realtors, first of all, if they call you back, there's

18

a lot of bad, lazy realtors out there.

19

work with?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

But who do we

(Inaudible).
They will give you the

22

comps, they'll show them to you, they'll explain it

23

and now we're working with an expert who works on

24

those streets.

25

Who works where?

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

Who's an expert in that

buying local market, and where?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

Local market.
Not some realtor that says

5

yeah, I got all Florida covered.

6

selling homes, I can call Coldwell Banker, Remax

7

(inaudible) in your company and say which realtor

8

closes, what's the key word?

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

Oh, no, if you're

Closes.
Two or three houses a month

11

over there or two or three houses a quarter.

12

tell you that's Bill's team, that's Steve's team,

13

that's Schuyler's team.

14

We need experts.

Who do we need?

15

AUDIENCE MEMBER:

Experts.

16

ROBERT SHEMIN:

They'll

Where are you going to look

17

at every closed sale, on our software, you can look at

18

every closed sale on Google.

19

worries.

20

Easy to do, got it?

No

So how many of y'all think I'm pretty good

21

at calling?

Did you notice nobody asked about me?

22

They don't know who I am, they don't know where I was.

23

One of the guys said it was a (inaudible) number.

24

They didn't ask about my company or what my background

25

is.

How many of y'all like that?
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1

that?

They have something to sell.

2

something to what?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

They have

Sell.
They don't really care about

5

you that much unless, they just want to make sure you

6

close with them.

7
8

The next thing is how many of y'all think
I'm pretty good on the phone with them?

9

AUDIENCE MEMBER:

10
11

Does that make sense?

ROBERT SHEMIN:
true.

Why is that?

(Inaudible).
I've done it a lot, that's

What else?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

(Inaudible).
Huh?
You're motivated.
I'm motivated, I'm always

16

motivated.

How many of y'all are motivated?

But

17

that's not the reason.

18

What's that?

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

So let me make y'all feel better, if you

(Inaudible).
Educated.

I got trained.

22

don't want to call, let's find (inaudible) bartenders,

23

cousins that are loudmouths that are not going to call

24

for you, who would have a better business?

25

I've got seven people, one's not showed up
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1

today, sick people calling for me today.

2

have that, too.

3

calling five hours a week doing that?

4

you're going to have a problem that most of us have,

5

guess what that problem is?

Could you imagine having three people

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

You could

All of a sudden

(Inaudible).
Huh?
(Inaudible).
Too many deals, you can't do

them all, you can't process them all.

11

You know, there's limits, we're human.

12

So let me take you back to 1994, I borrowed

13

40 grand from my cousin, as a gift, as a kind of hate

14

loan.

15

Anyway, I gave my mentor the money and he

16

said listen, show up on a Sunday at 12:00, we'll start

17

your first training session.

18

showed up like 11:30.

19

investor and he said Bobby, we're looking for

20

motivated sellers.

I was so excited.

I

I'm with this real estate

What kind of sellers?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Motivated.
Now when you call a

23

motivated seller, ask why are you selling, why are you

24

selling, why are you selling, ask him what he thinks

25

it's worth and why, what are the repairs and why and
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1

what's the best price you got and why, got it.

2

I'm like okay, I'm taking notes, pretty

3

simple.

4

yourself.

And he says Bobby, when you call up, just be
Just be your what?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Self.
All of you are sisters,

7

girlfriends, mothers, fathers, husbands, daughters,

8

uncles, aunts, they're just people, whether a realtor

9

or a wholesaler.

Just be yourself.

10

So if you notice -- by the way, if I wasn't

11

in a seminar, I'd probably talk for an hour to one of

12

those guys because they had lots of deals, correct.

13

was just doing a quick (inaudible), got it.

14

I

Now write this down, what's the next step.

15

If you said you're going to Email your address or

16

number, Email it or text him.

17

Those are your deals.

I'll be in early tomorrow for a few minutes,

18

if you need help on what's the next step.

19

Saturday night, not much going to close tonight,

20

correct?

21

It's

But I was here at a three day fast start or

22

a one on one, or if this wasn't a seminar, we even

23

might put a contract in on some of that stuff because

24

some of it sounded pretty good and then we do our

25

research.

And then we do our what?
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

3

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

Uh-huh.
Those deals sound pretty

decent?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

Then we do our due

diligence, correct?

4

6

Research.

Pretty.
There's some juice in there,

folks.

10

70 grand, the other one is a lot, the big

11

one that he owned on the island, what, it's 170 grand

12

of profit.

13
14

AUDIENCE MEMBER:

Yeah, that's what he said,

selling for 6, 600.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

600.
Selling for 600.

If he's

17

even close, let's say he made a 10 percent mistake,

18

it's still 150 grand.

19
20

How many of y'all think that would be a
pretty good month?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

Not bad.
Right.

But you've got to do

it.

24

So, anyway, I went to my mentor's office.

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

Give me a second, and he

2

said Bobby, now back then we didn't have the Internet,

3

we did everything from the magazines and phones.

4

Oh, here's another way to find deals, get

5

those magazines from the grocery stores, Thrifty

6

Nickel, Trader's Post, (spoke in foreign language) in

7

the back there's land, duplexes, housing, (inaudible)

8

habits and success.

9

I grab those magazines and circle them.

10

That's what he had done, he had circled some motivated

11

sellers out of a newspaper in those little magazines.

12

Did y'all just learn something?

13

AUDIENCE MEMBER:

14

ROBERT SHEMIN:

Uh-huh.
So I'm in Mr. (inaudible)

15

office, he had a lecture about 15 minutes, I gave you

16

the two-a minute recap.

17

minute.

18

upset because I just paid all this money, now he's got

19

his back to me again and I'm like what are you doing.

20

Bobby, hold on.

21

And he said Bobby, I need a

And he turned his back to me, I was a little

And he grabs some magazines and starts

22

dialing phone numbers on his old rotary black phone.

23

How many of y'all don't know what a rotary phone is?

24

Correct.

25

what, is that some antique or something, weird.

A Sunday and he's (inaudible), he's like

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

EX 12, p. 459

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 461 of 526
460
1

Anyway, and he dialed a number, I said

2

Mr. Binion, what are you doing?

3

on.

4

He goes Bobby, hold

He turned the chair around, handed me the

5

phone and said Bobby, start talking.

6

And I hear on the phone hello, hello, hello, is

7

somebody there.

8

He said Bobby, I just told you, it's a motivated

9

seller call.

10

And I went what?

I'm like Mr. Binion, what do I do?

Now unlike our first call, we got picked up

11

and Mr. Binion said Bobby, say something.

12

I was so freaked out.

Here's kind of how my

13

first call went, no joke, ah, I called, they're like

14

hello, I'm like (made a noise) and the guy's going

15

hello, like, and I go hello, and he goes hello.

And I

16

look at my notes and I go oh, and he goes what?

And I

17

said oh, I go why are you selling and I hung up.

18

was freaked out.

19

And I go Mr. Binion, what are you doing?

20

goes Bobby, I just talked to you about calling and

21

said, you know, why are you selling, be yourself.

22

guess what he did?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

I

He

And

Called.
No, he started calling

another number, because they've got to burn that one,
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1

opened up some flood gates of butthead freak.

2

And he gave me another call and guess what

3

happened after about the second, third hour of that,

4

the second or third or fourth week, not the first

5

time.

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

You got pretty good.
Not pretty good, don't give

8

me that much credit, I got a little better.

9

going (made a noise) and started talking a little bit.

10

How many of y'all are better at your job

11

today than you were in the first week?

12

started and you got trained, correct?

13

experience.

14

I stopped

But you got
And you got

Just like wholesaling, just like buy, fix

15

and selling, just like (inaudible), or just like

16

whatever else you're into.

17

Does that make sense?

So we got a lot of questions today, so

18

tomorrow we got more to do.

19

catch up on some contract stuff, a few loose ends

20

we've got to clear up.

21

Tomorrow you're going to

I'm going to do tax liens and deeds.

We'll

22

get online, look at some foreclosures.

23

sell, we really haven't done selling yet, if that's

24

okay, and then I'm also going to do, I didn't show you

25

the videos today because we had so many questions
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1

today, every time we do questions on technicalities we

2

can't do the other stuff, so tomorrow 100 percent,

3

hey, let's go straight through so I can catch you up

4

on the contract tomorrow.

5

Sound good?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

some stuff today?

9

11

How many of y'all learned

Awesome.

AUDIENCE MEMBER:

10

Good.

ROBERT SHEMIN:

How's everybody feeling?
Good.

What did y'all think about

those calls?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Awesome.
Right.

And again, that's my

14

job.

I do that about an hour and a half a week myself

15

and almost always guess what I find when I do it, and

16

you will too, I think.

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

A juicy deal.
You'll get -- huh?
A juicy deal.
A juicy deal.

And what's

one deal worth, let's review?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

got to get started.

2

kind of spinning?

3

and we'll get back to some real estate stuff in just a

4

minute, but I want to talk to you just about some

5

general real estate money success stuff, would that be

6

okay?

7

So how many of your heads are
I want to slow down a little bit

Tomorrow we're starting right at 9, I'll be

8

here at 8:30 if you need any help on those deals,

9

follow-up, what's the next step.

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Is that fair?

Yes.
Right at 9 we'll spend a few

12

minutes cleaning up the contracts, we're not really

13

done there yet.

14

about title insurance, insurance, save you maybe some

15

money.

16

I've got some real good stuff here

Tomorrow's the big day, we're doing a

17

working lunch tomorrow, bring in a snack or sandwich,

18

we're going straight through.

19

a -- we've got to catch up.

20

15-minute lunch break, a little working lunch; is that

21

fair?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

We're going to take
We're doing a 10- or

Yes.
And we will end a little

24

early, as I mentioned the first day, about 1:30, 2:00,

25

give or take a couple minutes.
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1

AUDIENCE MEMBER:

2

ROBERT SHEMIN:

Yes.
We have a lot to cover,

3

selling, fixing, asset protection, tax reduction.

4

We'll try and throw in zero interest loans and lease

5

options if we have time and we'll do some foreclosure

6

tax lien, tax deed stuff.

That's a lot, folks.

7

How was today?

8

AUDIENCE MEMBER:

Awesome.

9

AUDIENCE MEMBER:

Good.

10
11

ROBERT SHEMIN:

Awesome.

Was it a lot?

y'all learn some stuff about contracts?

12

Did

Good deal.

So what I want to do is take just a minute,

13

kind of to refresh everybody's brain, we'll get back

14

into real estate stuff (inaudible) 5:30, give or take

15

a minute.

16

Number one is get started.

I don't care

17

what you do or how you do it, do a deal.

18

getting your first deal done.

19

right.

20

Focus on

Don't be overwhelmed,

All of y'all can do this.

Now if you've

21

already done deals, how about doing the next deal the

22

right way, using a team, using our system where you're

23

not, you know, putting all your money in, you're not

24

taking risks you shouldn't take.

25

sense?
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1

Some of you have done some deals in here, I

2

want to challenge you, do it in -- not using all your

3

money or do it the right way or set up a real system

4

and a real team where it's a real business.

5

sense?

Make

And there you go.

6

So when I got started in real estate, my

7

goal is to do one deal a year for 15 years.

About the

8

first year I got started I did almost 14 deals, I was

9

making 6 grand a month from rental property, we'll get

10

into tax reduction tomorrow, with depreciation and

11

1031 exchange.

12

done a 1031 exchange?

13

Who in the room besides my team has
They're great, aren't they.

We'll get into that tomorrow, where you can

14

defer your taxes pretty much forever and most of y'all

15

pay way too much in taxes if you don't structure

16

properly.

17

We're going to do that tomorrow.
Anyway, I'm making 6, 7 grand a month using

18

somebody else's money for my rentals, tax free.

19

6 grand a month in your pocket tax free, what do you

20

got to make at a regular job?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Put

Anybody?

9 grand a month.
Good answer, 9, 10 grand,

23

all right, with FICA, WICA, WACA, Federal tax, State

24

tax, holding tax, whatever tax you're subject to.

25

I was 30 years old.
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1

year and then I came back and said hey, if it works

2

with 14 duplexes, it should work with 20.

3

worked with 40, 50, 100.

4

then I started wholesaling and I retired three times

5

from real estate.

6

Then I

Then I started rehabbing,

Your motivations will change.

Anyway, three, four years into real estate

7

somebody said well, man, all my friends are working at

8

banks and restaurants and they're kind of not so happy

9

making money and they kept asking me how to do real

10

estate.

11

wrote it because I don't type and somebody got a hold

12

of it and says it would be a good book.

13

what?

14

So I wrote a 12-page book report, I hand

And I'm like

And anyway, I, I wrote a book and then

15

another book and another book while I worked on real

16

estate and that's one of my books in the New York

17

Times Square, it's not a photo shop, it was number two

18

in the world.

19

How many of y'all have other interests,

20

hobbies, things you like to do?

21

or music or traveling?

22

interests, that's what it does for most of our

23

students, right.

24
25

Whether it's writing

Real estate funds all

Anyway, like you have no idea where this
will take you.

Here's my motivation, I'm a single
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1

dad.

2

kids?

How many of y'all have kids or think you have

3

When I was growing up my dad worked really

4

hard.

Great dad, worked six days a week, only saw him

5

on the weekends.

6

parents like that, working really hard?

7

if I ever got the blessing of a child I'd figure out a

8

way to (inaudible) take, not be all the time.

9

He traveled.

How many of y'all had

Everybody's got to work, right?

And I vowed

So can I

10

get real for just a minute?

Anybody who has a kid or

11

a loved one or whatever, every day, because of real

12

estate, because I did it, most people will, I don't

13

know, I pick my son up from school every day at 2:30

14

for like 10 years.

What's that worth?

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

Priceless.
How many of y'all have older

17

parents or grandparents or aunties you've got to take

18

care of a little bit?

19

It's tough, isn't it?

20

Anybody going through that?

My sister is the nicest one in the family,

21

she's a school teacher, kindergarten teacher for

22

32 years, same place, when my dad got diagnosed with

23

brain cancer, he had to have surgery -- he beat it, by

24

the way.

25

went to every appointment, every PET scan, every

I was with him every day for six months,
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1

hospital visit.

2

My sister begged her boss for a few days

3

extra off work and her boss was nice and gave her two

4

extra days.

5

I offered to pay her salary, her and my

6

brother-in-law wouldn't have to work.

They're proud,

7

they wouldn't take it, so my sister missed a lot of my

8

dad's stuff and to this day it's been two and a half,

9

three years since my dad passed; I was on the phone

10

with her this morning, guess what she did again today?

11

She's a sweet sister.

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Cried.
Cried, I wish that I could

14

have spent more time with dad, I can't believe that I

15

didn't spend more time.

16

Time goes quick, folks.

How many of y'all

17

realize 2018's gone?

How many of y'all can't believe

18

like I can't believe January is gone in 2019.

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21

Definitely.
Right.

put something off, it just doesn't happen.

22

Anyway, let's get serious here for a minute

23

and if you're open, you'll learn.

24

to you.

25

And every time you

If you -- it's up

Every day I'd pick my son up from school
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1

with his three best friends, Peter, Spencer and

2

Gorilla who did after school stuff.

3

friends every day, he went to two different schools,

4

one in Miami, one in Nashville, would come out every

5

day and go man, I wish my mom was here to pick me up,

6

I wish my dad was here to pick me up.

7

And all his

Now a lot of the students were in after

8

care, they, I guess the parents picked them up at like

9

4 something.

10

How come the other parents weren't there

picking their kids up?

11

AUDIENCE MEMBER:

They were working.

12

AUDIENCE MEMBER:

They were working.

13

ROBERT SHEMIN:

14

AUDIENCE MEMBER:

They didn't have money --

15

AUDIENCE MEMBER:

They weren't --

16

AUDIENCE MEMBER:

They never did real

17

estate.

18
19

What's the real reason?

ROBERT SHEMIN:

They never did real estate,

okay.

20

What's the real reason?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

They didn't have time.
They didn't have time.

Everybody's got the same seven days a week, folks.

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

Not enough money.
Not enough money.

EX 12, p. 469

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 471 of 526
470
1

Everybody's got the same opportunities.

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

Schedule.
Huh?

Schedule, I don't

believe that.

5

Wasn't a priority.

There's always ways to

6

figure out a way to make money, real estate's not the

7

only way, of course.

8
9

Everything you ever really wanted to do in
your life like sit in these chairs you've done.

Some

10

of you didn't have the money or other people were

11

upset they couldn't find the money; you did, correct?

12

It wasn't easy, right?

13

Everything you've ever done in your life

14

that you really wanted to do that you made your

15

priority you did it.

16

didn't say it would be instant, correct.

17

I didn't say it would be easy, I

If those parents would have said I'm going

18

to figure out a way where I can pick my kid up from

19

school and do something, guess what they would have

20

probably done?

Huh?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

with no money, folks.

24

money.

25

less situations than you.

They would have done it.
Christina and Tarek started

I started with less than no

Most of our trainers and teachers start with
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1

Some of y'all have been to University and

2

colleges and all this stuff.

3

something, guess what, if you really want to do it, if

4

your motivation is strong enough.

5

everything will stop it, correct?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

If you put your mind to

If it's not,

Correct.
That's fair?
Yeah.
Is that okay?
Yes.
Some of y'all have done

12

amazing things, live in different countries, learning

13

languages, live in different cities, States, had

14

children.

15

I don't know if there's single moms or dads

16

in here, that's impossible.

I'm a single dad, I don't

17

understand how single moms do it, right?

18

easy, correct?

19

y'all did it, correct?

It ain't

Having a kid's not easy, but some of

20

Why, why?

Because you made it a?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

Priority.
Right, you can't return the

23

kid and hey, just take them back.

24

you've ever done in your life that you really wanted

25

to do that you made a priority you did, and let's say
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1

whatever, and the results are great.

2

Also what you don't realize is my mentor,

3

and I think some of the people certainly need it worse

4

than my family needed it.

5

pattern of poverty and scarcity.

6

with is we can't afford that, we can't do that,

7

there's not enough money, those are the rich people's

8

games, we're not rich people, they can't do that, you

9

can't do this, correct?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

I come from a generational
All I ever grew up

Uh-huh.
My son when he was 16 and a

12

half started his own business.

13

half he paid for one of the advanced trainings here

14

and went through it himself.

15

it and I could've called a favor in to Christina and

16

Tarek, said hey, send my son through, could I have

17

done that?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

When he was 17 and a

And I said I'd pay for

Uh-huh.
Did I do it?
Nope.
No.

When he went to the

22

advanced training, all I have to do is say oh, you

23

know, I was Andrew Semin's kid.

24

rich daddy paid for it or pulled a favor.

25

my son did when he was 17 and a half; pulled his
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1

receipt out and said I paid cash.

2

See what my mentor did for me, and you have

3

a choice, everything's a choice.

4

generational pattern of poverty and scarcity, or some

5

people call it working for the man.

6

He broke a

Everyone in this room has a choice.

I work

7

with homeless kids, they have no parents, they have no

8

shoes.

9

18-year-old kids in South America and Florida who have

We teach them businesses, have 16-,

10

been to our program who are making 5, 10, 15 grand a

11

month.

12

They have no background, no education, no

13

credit score, no family, nothing.

14

successful?

15

their little jewelry businesses, they're starting

16

their cooking things, because they made it a?

They're selling phone cards, or starting

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

19

desire, correct.

20

will stop you.

21

But why are they

Priority.
Priority.

They have the

If you have enough desire, nothing

Anyway, my son has two businesses, he

22

learned flipping houses and wholesaling.

23

and then he plotted to Nike shoes.

24

company called 305 kicks.

25

under contract and sells them on Instagram and some
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1

days he makes 8 to 10,000 dollars a day.

2

a 19-year-old.

3

Now he's 25.

Not bad for

When he went to the University

4

of Miami, he has a second business, real estate and

5

Nikes, someone said Alexander, you're super successful

6

in your two businesses, let's put them up on Facebook.

7

You'll see him on boats and in our beach saying

8

another day at the office.

9

of his friends are doing?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

He's 25.

Guess what most

College.
They're flunking out of

12

school or doing well at school, smoking dope, riding

13

Uber and working at Starbucks.

14

little better than that, but not really.

15

And some have done a

But what did they spend on their education?

16

I don't like to look, 30 grand, 40 grand, 50 grand a

17

year or 25 grand.

18

them.

19

Not all his friends, but most of

So, anyway, it's all about lifestyle.

When

20

someone asks why do you want to go to University

21

because you already have a successful business, he

22

said I want to learn how to socialize with the people

23

I'm going to hire.

24
25

He has 33 employees that he's responsible
for, 25, he works four days a week now, maybe three.
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1

He goes dad, I don't like to work so hard, I like to

2

have fun and boat and be with his girlfriend and

3

travel.

And he makes more than most CEOs.

4

What did my mentor do for me?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Broke a pattern.
Broke a pattern.

I was

7

trained to work for somebody else, work hard, suffer,

8

whatever.

9

How do you pay someone to change your life.

10

I just want to throw that out there, folks.

If someone did change your life, please call

11

them up and thank them, tonight or tomorrow.

12

gratitude, there's no wealth.

13

Without

Anyway, this is my little charity I do,

14

that's why I've retired three times and come back to

15

real estate and what I want to do right now is spend a

16

couple minutes and talk about your success.

17

fair?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

Yes.
If you can answer yes to

20

these four questions, you can do real estate

21

investing.

22
23

Is that

Number one, if you're committing to get an
education.

You're here, so what does that tell me?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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1

deal, Christina and Tarek really are some people that

2

really want to do this, really motivated.

3

How many of y'all know someone amongst your

4

friends or family, I call them fun sponges, negative

5

nellies, whatever you say or do they will find a

6

problem?

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

Yup.
How many of y'all know

people like that?

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Oh, yeah.
Listen, there are certain

12

jobs where being negative is a big plus.

13

working in Homeland Security or nuclear power safety

14

regularity or a CSI investigator, I think you should

15

be super negative, but every study's shown that to be

16

a successful entrepreneur, and this is running your

17

own business, it's all based on three things.

18

Number one is desire.

19

AUDIENCE MEMBER:

20

ROBERT SHEMIN:

21
22
23
24
25

If you're

Number one is what?

Desire.
We've talked about it

enough.
Number two is education or training, called
(inaudible), T, for training.
And O is optimistic, that you believe you
can do it, that you look for the opportunities and
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1

what's going to work.

2

can I find the money, how can I find the deal, right.

3

How can I make it happen, how

Now you've got to be smart, trust me.

4

You've got to watch what you're doing, you can't be

5

dumb.

6

wants to do this that can make decisions that are

7

pretty open.

But we're looking for somebody that really

8
9

How many of y'all kind of consider yourself
that way.

Any fun sponges in the room?

10

just having some fun, right.

11

everybody, that's me.

Just checking

Now this isn't for

12

Number two, remain a positive person.

13

Number three, can you make a decision,

14

because today on the phone you've got to say yeah,

15

I'll put it under contract.

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

What's the risk?
None.

But you've got to

18

(inaudible) and put it on your contract.

19

to look at the numbers and say it is a deal, it's not

20

a deal, I'll renegotiate or I'll get out of the deal,

21

but you've got to make a?

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

24
25

They've got

Decision.
Decision, and some people

don't like to make decisions.
My lovely sister is a teacher and she's
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1

great at that, but she don't want to be an

2

entrepreneur, my son does.

3

people don't.

Some people do, some

It's not for everybody.

4

Does that make sense?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Yes.
And then, number four, I'm

7

not, but how many of y'all are somewhat trainable and

8

coachable?

9

tell me A, B and C, and I would do D, E and F.

Correct.

And I'm not, my mentor would

10

Does that make sense?

11

So let's talk about some of the advanced

12

training for about 15, 20 minutes and then I'm going

13

to stick around at the end and answer all your

14

questions if that's okay.

15

Sound good?

Remember we talked about that on the first

16

day.

17

15 minutes or so; is that fair?

18

(Inaudible) teach you a lot of stuff in the next

Number one, how many of y'all like this guy,

19

General George S. Patton.

20

executed now is far better than a perfect plan next

21

week.

22

A good plan violently

I have, since I've been 15, like some of

23

you, been looking for the perfect business, perfect

24

opportunity, and guess what, it doesn't exist.

25

never found a perfect business, have you?

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

I've

Correct?

EX 12, p. 478

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 480 of 526
479
1

Now let me help you out whatever you decide

2

to do with your micro business, is that okay to help

3

y'all?

4

I don't know about your family, but in my

5

family, and it's a small family, there's only

6

24 Shemins left, we always have somebody getting

7

married.

8

got somebody sick, somebody always seems to be dying

9

or getting divorced.

My niece got married two weeks ago.

We all

School's always starting, school

10

is always ending, there's always a holiday coming up,

11

whether it's Christmas, 4th of July, this one or that

12

one.

13

How many of y'all know what I'm talking

14

about?

15

going to wait to start real estate until after the

16

Winter or when Spring break comes or this Summer or

17

after I pay this or after somebody pays me.

18

some news for you, I've been in business since 1994,

19

nothing ever stops.

20

always another holiday, always another excuse.

21
22

So you will always find a reason, well I'm

There's always another thing,

So if you're going to do real estate, guess
when I recommend you get started?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

And I got

Now.
Today, tomorrow and Monday,

because every week you go, what were those deals
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1

worth, 50 grand, 30 grand, those are your deals,

2

that's what you found.

3

costs you and your family money.

4

Does that make sense?

Every week you don't do it

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

Opportunity costs.

Yes.
That's an investor

mentality.

8

So whatever happens, just do it or don't or

9

say it's not a priority, but don't say oh, I got this

10

coming up next February and this and that.

11

excuses.

12

Those are

And with your team, too, they've got to have

13

priorities.

14

(inaudible).

15

Make sense?

So whatever you decide to do

The next one is this, with our advanced

16

training, you get the software.

17

nine minutes today to show you a little video about

18

it.

19

your business?

20

Now I spent about

How many of y'all think that software would help

I've never seen anything like it.

Maybe

21

it's out there.

22

not, you get the comps and it does the marketing for

23

you.

24
25

You get MLS if you're a realtor or

Imagine we're on the phone with those people
and after they do the three day fast start boot camp
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1

and the one-on-one, you'll sit there on the software

2

while you're talking, run the comps, run the

3

neighborhood trends, run the repairs, run the

4

marketing if you want to market to neighbors and see

5

if they want to sell their house, it does the

6

postcards and the mail and the direct marketing we

7

mentioned about earlier.

8

stuff.

9

It does a whole lot of

It sets up your Websites and social media.
Stop.

We had a training a few months ago at

10

the Vegas summit in one of the marketing classes, we

11

have investors, mentors and students, and realtors

12

want to pay attention, this is kind of scary, doing

13

all their deals off Instagram.

14

My son buys and sells all his (inaudible)

15

Nikes off Instagram.

16

commission, you're going direct and they show you how

17

to build the following, download Instagram and if you

18

do a rehab, how many of y'all might do a rehab?

19

Kind of scary.

No realtors, no

Take pictures of it twice, some good

20

pictures, put a little note on there, hey, just bought

21

the house, put a picture of yourself in front of it.

22

That's how almost 90 percent of TV stars have gotten

23

TV shows, off of Instagram.

24
25

So they showed me how to do it.
home, I couldn't open Instagram.
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1

know around 16- to 25-year-olds?

2

16- to 25-year-olds?

Any of y'all know

3

I handed the phone to my son and said

4

Alexander, help me, I need to open an Instagram

5

account.

6

Alexander went like this, dad, it's open.

7

I had been fiddling for over 30 minutes,
Right?

And when we started putting houses on there

8

like Tarek and Christina, they just taught us with the

9

Instagram, and guess what (inaudible), I started to

10

have five followers, 30 followers, 400 followers.

11

And I actually got a deal off Instagram.

12

Someone actually went on there and said oh, my family

13

has a house, we need to sell it, you seem like a good

14

guy, blah, blah, blah.

15

they look at the rehabs, the rentals you're doing.

They send (inaudible) letters,

16

So what did you just learn?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Instagram.
Instagram.

19

y'all have an Instagram account?

20

will have one by next Tuesday?

21

hand, it's okay.

22

How many of

How many of y'all
I know, raise your

But the software, while you're doing that,

23

will focus in on social media, Websites, direct

24

marketing.

25

and I said (inaudible) owners, when you invest, they

It does comps.
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1

make a huge investment also.

2

(inaudible) to get those (inaudible).

3

idea how much it is.

4

when you get one of our advanced programs.

5

I know if they
You have no

So they give you the software

Now how many of y'all might think that you

6

might have some questions about real estate investing

7

next week, next month?

8

Right.

9

intermediate or beginners.

10

Let's see your hands up.

And I'm talking about advanced questions or

So let me ask you this, I've been to like

11

all the seminars, they're all good, and I bought every

12

book and tape and video pretty much (inaudible).

13

love that stuff.

14

I

How many of y'all besides me have ever

15

bought some books and tapes?

16

What did I just say?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

And they're all good.

They're all good.
If you're open, you'll

19

(inaudible), right.

20

real estate investment has changed in the last five

21

years and the book was written three years ago

22

(inaudible), or five years ago, right, and they're not

23

valid anymore.

24
25

However, how many of y'all think

With y'all of (inaudible) serious about
making successful, every couple of months they get the
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1

best film crew in America, they're called Big Seven,

2

they used to be Michael Jackson's personal film crew,

3

and they film Christina, Tarek, all of our other

4

mentors, some of them are very famous, some of them

5

were at the Vegas summit, Christina and Tarek were

6

there, they get all the top investors and say what are

7

you doing now, what's working now?

8

and greatest, what are the new laws that have

9

passed -- (inaudible) years ago, or the new thing in

10

What's the latest

Washington State about renters and pets and stuff.

11

And they interview me and Christina and

12

Tarek and they do these videos that they send out to

13

the whole community.

14
15

It's fascinating.

We are not just a seminar, we are a
community.

We are a what?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

A community.
When somebody learns

18

something, they've got to pass it on.

19

huge, we all know each other, (inaudible) but anyway.

20

So they have an online.

And it's not

(Inaudible) that's

21

updated all the time, the seven (inaudible) of real

22

estate.

23

close, it's all on there.

24

you started.

25

We've talked about some of them, contract,
They are exercises to get

The fast track (inaudible) wholesale.
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1

many of you want to wholesale a deal?

One of the top

2

wholesalers in the nation, one of our mentors, Doug

3

Hopkins, he owns (inaudible), over 15,000 (inaudible)

4

deals.

How many?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

15,000.
He's unbelievable.

He's

7

pretty much at all the Vegas summits.

8

helps everybody.

9

(inaudible) fast track step by step, the whole step.

10

Greatest guy,

He and some of the other mentors

We've covered it a couple times, when we

11

begin tomorrow, but those of you who want to

12

wholesale, it's like day one, day two, part time.

13

they'll get you their wholesale.

14

And

Who here besides me, believe it or not, I'm

15

very analytical, I like analysis, I like analyzing

16

properties, analyzing numbers, so besides the online

17

Prop Finder, you also get the best deal evaluation,

18

whoever (inaudible).

19

residential, commercial.

It's unbelievable, it does

20

I'm going to go very quick, if you learn

21

some real life stories, they walk you through some

22

deals and they teach you how to find fun things to

23

(inaudible) beginner, intermediate, advanced if you

24

miss something at your fast start three day or

25

one-on-one.
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1

Now we also have advanced funding and

2

financing, how to write (inaudible) deal, and we'll

3

deal with short sales, we covered that a little bit

4

tomorrow, but the (inaudible) are on there.

5

self-directed IRA, Roth IRA.

6

you won't need it.

7
8
9

up, that's the best way to get money.
70 percent of our money comes from
70 what -- (inaudible) IRAs.

11

(inaudible).

13
14

No (inaudible) has that,

We also show you investors how to set them

10

12

Advanced

We'll talk about that

That's on the online course.

How to invest in real estate (inaudible),
some value and lots of more good funding sources.
How many of y'all like the (inaudible)

15

motivational stuff we've done, time management, a few

16

minutes on negotiations?

17

Was that helpful?

Well how (inaudible) need that sometimes.

18

There's so much negativity out there, so this company

19

has spared no expense, they use the best of the best.

20

They went out to (inaudible) girl rich, rich

21

foundation, that's the (inaudible).

It is the Bible

22

of self help.

23

excuse me, I was on fast track, there he is, that is

24

the only gentlemen licensed on (inaudible).

25

given us the best of the best, purpose of success,

That is the only gentleman licensed --
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1

what makes you focus (inaudible) bonus.

2
3

He has hours of it, he's amazing, on the
online, again.

4

How to take action to achieve a goal, how to

5

prioritize, how to focus and keep your determination.

6

I know I need that sometimes with the focus.

7

tackle, overcome obstacles, set yourself up for

8

success.

9

How to

Sound good.
And I'm telling you, some students say that

10

alone right there has helped them get over the hump,

11

do deals and get their investment back.

12

Now you have a big advantage that a lot of

13

you don't know about.

14

I'm a full-time investor and I don't go out every

15

weekend, I'm very busy and Christina and Tarek and the

16

team asked me to come out here this weekend.

17

they know me is, I mentioned it, I'm the master of

18

ceremonies of almost every Las Vegas investor summit.

19

I kind of run them, along with Christina and Tarek and

20

other folks in the company.

21

See, I don't do this a lot.

It is awesome.

The way

We do it a couple times a

22

year.

23

investment on the company's part and your part.

24

a, it's a what?

25

Again, it's a process.

AUDIENCE MEMBER:

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

This is a long-term
It's

Relationship.

EX 12, p. 487

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 489 of 526
488
1
2

ROBERT SHEMIN:

It's not a class, it's not a

seminar, it's a relationship.

3

Make sense?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

Uh-huh.
So if you go and sign up for

6

the advanced training programs, I'll explain it in

7

just a minute, you're going to be coming to the Vegas

8

summit.

9

many of y'all think it would be pretty cool to hang

I pretty much run it, I'm the emcee.

How

10

out with Christina and Tarek in Vegas for a couple

11

days, you know there, you know, meet everybody, meet

12

all the folks.

13

Also, Andre, I don't know if I've ever said

14

this before, first time I remember it at the Vegas

15

summit, Tarek gives every attendee one of those things

16

you put in your computer, what are those called, the?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Flash dive.
Flash drives with his entire

19

business scripts, checklists, audios, videos on how he

20

does 20, 30 deals a month.

21

Besides they give you all the slides of the asset

22

protection attorney.

23
24
25

Did you know that?

I know people that have spent 50, 60 grand
just to get a third of that.
The asset protection attorneys, which we'll
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1

do tomorrow, how many of y'all are interested in that?

2

(Inaudible) top attorneys ever just recorded 40 hours

3

of every aspect of asset protection.

4

Now (inaudible) teach it for six hours and

5

(inaudible) review, they have their team there and say

6

hey, what do you need, what are you doing.

7

you out.

8
9
10

They help

They're awesome.
You don't understand this, just the tax

savings alone once you're structured properly will get
you your investment back.

11

Let me say that again, for most people who

12

really do this, just the tax benefits alone, once

13

you're structured properly, will get your investment

14

back.

15

would be 40 hours of asset protection besides the

16

online course, the Vegas summit, (inaudible) all of

17

Tarek's and Christina's business.

We'll get to teach that tomorrow, but there

18
19
20
21
22

They have deals there, below market, the
cash flow.
Last Vegas summit there was about 180 people
and they closed about 78, 80 deals right there.
Now if you're one of the 40 or 50 percent

23

that don't do a deal, that's okay.

You'll see how the

24

deals are done.

25

they contract them, how they sell them, how they fix

They show you how to get them, how
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1
2

them, how they rent them.

They pull the curtain back.

They also have the funders there.

Some of

3

the funders have funded over a billion dollars of real

4

estate transactions.

5

How many of y'all think that could be a nice

6

relationship?

7

You being in there one-on-one.

Every time I go out there just as student,

8

like you, besides emcee, I meet people, find deals,

9

buyers, sellers, and write this down, you'll have a

10

national, international network of lifetime investors

11

like you that are buyers and sellers and investors.

12

Some people come there with money, some people come

13

there wanting to buy deals, some people come there

14

wanting to sell deals.

15

trained, so we promote networking.

16

the first twenty minutes.

17

But at that level, everybody's
We actually do it

So what do you leave there with, besides

18

Christina and Tarek and all that stuff and their

19

business plan asset, that's the Vegas summit.

20

Now I'm a bit biased because I've been to

21

all of them, okay, but it's awesome.

22

the best training, personal development, fundings are

23

there and the asset protection.

24
25

Now -- whoops.
fast start boot camp.

3-Day Workshop - Fort Myers, FL
Day 2 - February 9, 2019

And obviously

We also have a three-day

Andre, do we have the dates for

EX 12, p. 490

Case 2:19-cv-00713-DAK-EJF Document 12-11 Filed 09/30/19 Page 492 of 526
491
1

those handy?

That's in, what, about three weeks or

2

so, give or take a week?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

March 7th through 9th.

6

Write this down, everybody,
March 7th through 9th.

Now if it's okay, we're going to take all

7

your excuses away.

8

there's another one.

9

will what?

If you can't make that one,
They will concierge you.

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

12

March 7 through 9.

They

Concierge you.
They will call you, Email

you, not harass you, until you come to one.

13

Now that's probably the best one to go to

14

because it's right here in your area, you'll be under

15

motivated.

16

investors summit, they want you to be a little trained

17

before you go there, there's May 3rd through 5th,

18

that's the Vegas summit.

19

one, relax, there's another one.

This is a very small group and the

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

October 11th through 13th.

23

one after that.

24

Why?

25

And if you can't make that
There's a what?

Another one.
There's another one
And there will be another

A lot of students go to all of them.

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:
good one.

More education, that's a

What else?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

Stuff you missed.
What's that?
Stuff you missed.
Stuff you missed, when you

7

hear something the second, third time, I've got to

8

hear stuff like eight times before I get it, I'm not

9

kidding.

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

More relationships.
More relationships, plus

12

when you're a higher level, you're in for more higher

13

level stuff.

14

deals there.

15

You meet people, network, and there's

So March 7th through 9th is the fast start

16

here in Fort Myers.

17

and then October 11th through 13th, and they'll do

18

another one.

19
20

There's also another advanced class, I'll
give it to you in just a minute.

21
22

Vegas summit May 3rd through 5th

So they have the three day fast start boot
camp.

Did y'all like the 25, 30 minutes of calling?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

Yes.
Then I want to challenge

you, go to the three day fast start, it's three days
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1

of deal making.

2

Most of the students I've talked to go there

3

and get real deals under contract and they help you

4

fix them and close them and all that.

5

out and look at real deals, hands-on with expert

6

instructors, power team members and potential buyers.

7

You actually go

They build your legal power team at that

8

three day.

They build your cash buyer's list.

9

learn fast cash techniques, that's the wholesaling.

10

They actually hold your hand, push you and pull you

11

filling out the contracts until you're, what?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14
15

You

Comfortable.
Comfortable.

Your

confidence level goes up.
They walk through wholesale deals.

They

16

analyze rehabs.

17

properties and look at real deals, real costs, and

18

they help you fund the deals with our lenders, other

19

lenders and all that good stuff.

20

They actually go out to the

So I want to show you a quick video about

21

the three day fast start.

If you can, get there,

22

don't miss it, it's a life changer.

23

(Video being played).

24

UNIDENTIFIED MALE:

25

Hi (inaudible), it's,

it's us in your turf, we will prep before we get out
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1

there, we'll be on the phone with you, we'll talk,

2

we'll (inaudible) everything up and get ready.

3

when we hit, it is on-the-ground training.

4

fast and furious, we're kind of the Navy seals, if you

5

will, and we're going to hit and hit hard.

Then

We are in

6

We'll (inaudible) and we're going to make it

7

happen for you, whatever that may be, you have to look

8

at, so pay yourselves -- am I in a financial position

9

that I can just pay cash, am I not in that position,

10

do I have connections to get that money to pay cash.

11

Am I connected to get financing money and if that's

12

yes, do I have the money to do the rehab work.

13

So it's just a huge opportunity for multiple

14

investment opportunities across the nation.

15

doesn't have to be yourself -- you tell me you want a

16

three bedroom, two bath purple house, I'll go find it.

17

It

So what I think is a three day is exactly

18

that.

Then we'll take you down into the hows, how to

19

write numbers, how to figure your rehab costs.

20

get you out on a deal and actually walk through

21

multiple properties, we'll line them up, three, four,

22

five of them.

23

the numbers, then we'll (inaudible) you on how to

24

submit the contracts, how to write them, how to work

25

with the power team to write your contracts, how to

We'll get your (inaudible).
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1

submit the offers.

2

It doesn't matter.

We'll go wherever the market is to match the

3

goals you're after.

4

for you, we'll show you how to get that yourself,

5

we'll show you how to get the buyer.

6

together the team with you.

7

not to need us, but always want to be around us

8

because it's just fun.

9

We have the financing lined up

ROBERT SHEMIN:

We'll put

We want to teach you how

I love what he says at the

10

end, that's the market of a true mentor, we want to

11

teach you how not to need us but always want to be

12

around us.

13

they're there for you.

14

what?

They always say teach you how to fish, but
It's a relationship.

15

AUDIENCE MEMBER:

16

ROBERT SHEMIN:

It's a

Relationship.
Now I want to teach

17

everybody something in the room (inaudible) training

18

for just a minute.

19

Survey all of your customers and clients.

20

This is real important, folks.

Now normally when I'm in a seminar and I'm

21

talking to -- or not in a seminar, excuse me, and I'm

22

talking with a wholesaler or a realtor or a buyer or a

23

financer, and I want y'all to do this, it will change

24

your life, at the end of the call I say listen, I'm

25

always trying to improve.
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1

only people with integrity, so if you don't mean that,

2

don't say it.

3

improve?

4

How many of y'all always want to

And I say Mr. Wholesaler or whoever you're

5

talking to or Ms. Buyer, Mr. Realtor, I'm always

6

looking to improve, is there anything you can give me,

7

because I've only been in real estate awhile, how to

8

deal a little better on these calls.

9

Now most people are too shy or don't want to

10

say anything, they don't say anything, but guess what

11

some people say, well, you know, since you asked, you

12

know, you could talk a little slower, I didn't

13

understand when you asked this or you went a little

14

fast or your phone didn't work.

15

And you're always improving, because if

16

you're not improving, you're getting worse.

17

of y'all realize things start moving faster and

18

faster, (inaudible) your life, how many of y'all agree

19

with that?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

How many

Absolutely.
So please survey your

22

customers, clients.

23

it, what does that tell them about you and your

24

business?

25

Just by saying that and meaning

AUDIENCE MEMBER:
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1
2

ROBERT SHEMIN:

That you care.

And you're

serious and you want to get better.

3

How many of y'all like that?

4

That's a really big deal.

Correct.

And by the way,

5

sometimes they'll give you an idea that you didn't

6

think of, something simple or big, they'll say hey,

7

you should do this.

8
9

Now what I want to do is make y'all relaxed,
and by the way, Andre, could I have that search

10

(inaudible) up here, this is my favorite part of the

11

presentation.

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

Yeah.
What's that?
(Inaudible).
No, I need that, too.

16

here it is.

17

man, he gives me more than I need.

18

Thank you.

19

Oh,

Man, you're just, Andre's on top of it,
There you go.

So anyway, here's what I want to talk to you

20

about real quick, survey your customers, and we have

21

two types of mentorships, the three day fast start,

22

which is awesome, they'll (inaudible) to do deals, I

23

know a lot of you like that.

24
25

Here's the other one, there's a one-on-one
mentorship where they will find the best mentor for
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1

you, you want to wholesale, you want to buy, fix and

2

sell, do commercial, do deals in Florida, Texas,

3

Tennessee, North Carolina, Florida, and they will meet

4

you wherever you want to meet.

5

business partner.

It's for you and a

For you and who?

6

AUDIENCE MEMBER:

7

ROBERT SHEMIN:

Business partner.
So we're partnership

8

friendly for the three day fast start.

9

someone down the hallway, it's a real partner.

10

That's not
Not

your family, you're obviously partners.

11

Does that make sense?

So on the one-on-one

12

mentorship, they prep you out for a couple weeks and

13

so what do you want to do, let's get some deals going.

14

They will meet you wherever you want to meet, push and

15

pull you to get deals done and then follow up

16

intensely for the next six months to close those

17

deals.

18

That's the one-on-one mentorship.
How many of y'all realize that if somebody

19

more qualified than me came out one-on-one and spent a

20

couple days with you and prepped you up before and

21

after that a lot of good things would happen?

22

Everyone who's done it says it's amazing.

23

Now why did I mention those surveys?

I've

24

seen most of the surveys for the one-on-one three day

25

fast start boot camp.
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1

seen all of them, pretty much, and I've seen the

2

surveys for the wealth class, marketing class and find

3

the money class.

4

Students like you have actually done it,

5

real world reality, not in your minds, get us -- now

6

the 1 is horrible, 5 is perfect.

7

Now let's get real.

I don't care what

8

restaurant or movie you go to, no one gives straight

9

5s.

Is that fair?

Pretty reasonable.

Last night I

10

went to one of the good restaurants here, Toscano,

11

and, you know, got like 95 five stars and like four

12

three stars and two one stars.

13

most of you gave it a five star or whatever, you know,

14

4.9.

15
16

I'm like (inaudible),

So what would be a good rating, 4.5, 4.6,
4.7, would that be good?

17

AUDIENCE MEMBER:

18

ROBERT SHEMIN:

Yes.
That fair?

Every survey

19

I've seen pretty much on the Vegas summit, straight

20

5s.

21

they didn't like the hallway outside the hotel of the

22

conference room.

23
24
25

The lowest I've seen is 4.9.

One person said

The one-on-ones, every student I've seen
surveyed, 4.95s.
The three day fast start, 4.8 to 5s.
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1

What's the only reason students like

2

yourself who took the jump, made the leap, made the

3

investment themselves would rate all that stuff 4.8 to

4

5?

What's the only reason?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

It works.
It works and they're getting

what?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Results.
Results.

Now you've got to

10

do something, right.

11

never do anything, but they'll push and pull you.

12

You can't just go to a gym and

So how many of y'all realize you have to do

13

something, correct?

14

you, they pull you.

But they work with you, they push

15

And don't say I can't afford it.

16

yourself if you want, how can I make this happen and

17

find a way.

18

was not easy.

19

That's what most of us did.

Ask

Some of it

Some of the people it was easier.

So anyway, we talked about this a little

20

bit, here's my favorite, here are the top 10 or

21

12 business franchises in America.

22

(inaudible) you know someone who owns a Subway, right.

23

Here's my favorite, look at Dunkin Donuts, to buy a

24

Dunkin Donuts is 1.4 million dollars.

25

doughnuts do you have to sell to get that back?
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1

By the way, this is the real world.

This is

2

top business opportunities out there.

3

some lady, Dunkin Donuts owner, doesn't make 30, 40,

4

50, 80 grand their first year, correct.

5

second, third, fourth, fifth year.

6

And the average

Maybe the

We have students, and I'll show you the

7

videos tomorrow, we didn't make it through the

8

questions, students making 30 grand a year doing five

9

deals a year.

40, 50, 60, 70 grand, making hundreds

10

of thousands of dollars, but they got (inaudible)

11

students of all backgrounds.

12
13
14

There's Subway, the average Subway is 213.
But our investments are a lot less.
Who out there has kids or grandkids in a

15

four year, five year University or State school.

16

do they go for now, about?

17

New York city, oh, God, sorry, about?

18

AUDIENCE MEMBER:

19

ROBERT SHEMIN:

What

(Inaudible) what's it in

30,000.
30,000 a year.

Now do they

20

guarantee success?

They charge 30 grand a year for

21

four years, correct, and of course the graduate

22

program is more.

Do they guarantee success?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

AUDIENCE MEMBER:
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1

ROBERT SHEMIN:

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

4

you do with them.

5
6
7

Why not?
(Inaudible).
Because they, depends what

Remember that.

Correct.

We're almost done here, give me a couple
minutes.
Harvard is 46 grand a year.

University of

8

California is 40 grand a year.

9

you all the (inaudible), we'll be here all day.

10

I'm not going to give

What I'd like to do is take about five, ten

11

minutes and go over advanced training.

12

through it once, I want you to write the numbers down.

13

I'll go

That's why I'm teaching all this.

We're

14

going to do tax liens, tax deeds (inaudible),

15

mortgages, zero interest loans, buy, fix and sell, how

16

to deal with contractors, rehab (inaudible) lists from

17

Christina and Tarek and then at the end asset

18

protection.

19

We're going to do a working lunch.

I'll be here 30 minutes early if you'd like

20

to ask any questions.

I'll stick around tonight and

21

answer any questions you have.

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Which questions?

Any questions.
Real estate, one of your

24

deals, whatever, until they throw me out and I know

25

(inaudible).
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1
2

So let me go through the advanced training
very quickly.

3

Number one is the diamond enrollment.

Now

4

wait a minute, let me explain this.

5

(inaudible) maybe it's two or three people, not sure,

6

who are kind of like you, Nicole and me and Christina

7

and Tarek, when we do something, we go all in.

8

like let's get the deals done, let's make money fast.

9

I want to go with VIP, I want to put the pedal to the

10

Anyone

We're

metal.

11

Now that could be part time or full time,

12

but I want to do this and I want to do it 100 percent

13

and I want to get the best of the best.

14

Now the reason I mention that is there's six

15

other peoples out this weekend I believe and I

16

(inaudible) tomorrow morning about 10 or 11 has to let

17

the team and headquarters know that we don't

18

(inaudible), that's a very specialized skill.

19

They need to know how many people are doing

20

one-on-one mentors.

21

out, you see the numbers.

22

you need to let them know, this is how many spots we

23

need.

24
25

The Vegas summit is almost sold
They keep it limited.

And

Who in the room is kind of interested and
(inaudible)?

Real quick, raise your hands?
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1

in the room kind of like that?

I see two half hands.

2

Let me see your hands up high, okay.

3

somebody in the back here, there, that's about two or

4

three.

We've got

How many people (inaudible)?

5

Anyway, you want to be a (inaudible).

6

That's VIP.

7

How many?

Write this down, you get two mentorships.

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Two.
Two.

You get the one-on-one

10

mentorship and the three day fast start here in Fort

11

Myers in a couple of weeks.

12

there's another one.

13

Can't make that one,

You also get all of our online courses,

14

(inaudible) funding, (inaudible) success and you get

15

three bonus camps.

16

Now we don't spend that much time talking

17

about these, but what we saw last night in your book,

18

every couple of months, usually in Vegas or Park city

19

or Salt Lake city, they do a one and a half, two days

20

advanced, advanced (inaudible) advanced deal

21

structuring.

22

here today?

23

Did y'all learn some deal structuring
Advanced finance.

It's awesome.

The last surveys I saw, because I went to

24

three of them, straight 5s.

25

the entire investment.
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1

There's a one day marketing camp, that's

2

social media, they make videos for you.

3

saw a student (inaudible) in the computer, Email,

4

Instagrams while they were there at the session.

5

(inaudible).

6

I actually

They also have the (inaudible) camp where

7

the funders come out and help you fund deals, so you

8

have direct access, and about half the students that

9

go there get business credit.

10

AUDIENCE MEMBER:

11

ROBERT SHEMIN:

Get what?

Business credit.
Who here besides me has

12

business credit on your LLC or corporation?

13

(inaudible) you have a Dun and Bradstreet (inaudible)

14

number.

15

credit.

16

You

And loan you on your company, not personal

A lot of students get 100 (inaudible)

17

100,000 dollars of business credit at zero interest

18

(inaudible) at 4 percent.

19

camp (inaudible) tax lien, again (inaudible).

20

That's the fund of money

A lot of our students on a deal or two make

21

about 75 grand, that's the full price.

22

have the sheets out, do they have them?

23

(Inaudible)

Now I'll have y'all write this down, and

24

everybody relax.

When I explain how this really

25

works, a lot of you are going to raise your hands,
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1

stand up, go to the back and get it.

2

these real quick, we're going to fill out one, we're

3

going to go very fast.

4

So you'll take

And also, if it's okay, if you're the first

5

or second on a deal, is that an advantage?

6

the way the world works?

7

Is that

So Andre, if it's okay with you, I'm going

8

to ask a question.

Can I give whoever signs up

9

tonight or by the morning and takes care of this all

10

my courses?

11

questions you have, go on the online resource center.

12

How many of y'all like that?

13

Would that be okay?

Anything you, any

I also have 80 courses, my company sells

14

them for about 15, 20 grand.

15

tonight and sign up or tomorrow morning by 10:00, I'm

16

going to go ahead and send you all of my books, all of

17

my courses.

18

landlording, advanced deal structuring.

19

electronically, it's like having a Master's, a Ph.D.,

20

undergraduate, that's okay.

21

believe so much in this, we know it works.

22

So if you go back there

It's massive, asset protection,

Here we go.

What's that,

Is that fair?

Because I

So the full price for the

23

diamond is (inaudible), please write that in.

24

since you're here this weekend and have already made

25

an investment, you're investing for yourself.
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1

Now I did this course alone, but half our

2

students do it by themselves.

3

alone.

4

business partner, they do it together, so it's for

5

two, it's 41,297.

6

back on their first rehab, and I'll show you those

7

videos first thing tomorrow, we'll catch up.

Some of our students have a family member or a

8
9

I kind of like working

A lot of our students make that

So that's 41,297 for (inaudible).
two memberships, (inaudible).

You know, that's a

10

savings of about 30, 40 (inaudible).

11

diamond.

12
13

That's

That's the

If you can, that's where you want to be.
Relationship, two mentors, VIP.

14

Now the next one is -- everybody get that?

15

The next one is the platinum.

16

three day fast start boot camp, the diamond had the

17

extra one-on-one.

18

summit in Las Vegas, of course you get it with the

19

diamond.

20

want.

21

and again for deals and relationships.

22

The platinum is the

You get the three day investment

With the diamond you go as often as you

If you want to go, come back again and again

You get the software.

You get all the

23

online courses.

24

wealth, bargaining and find the money camp.

25

You get the three bonus camps,

Hey, by the way, I want to challenge some of
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1

y'all, because how many of y'all like a challenge?

2

Did y'all learn something the last two days?

3

AUDIENCE MEMBER:

4

ROBERT SHEMIN:

Yes.
Remember, the third day is

5

the big day, that's tomorrow.

6

y'all.

7

only me, but Christina and Tarek, their lawyers, their

8

mentors, their funders, their buyers, their sellers,

9

national, international investors and guess what will

10

I want to challenge

Spend the next year or two or three with not

probably happen if you get (inaudible)?

11

What will happen?

You'll be successful,

12

you'll be around -- by the way (inaudible) every day.

13

Here's what happened in the next year or two, I drink

14

some more beer, which I don't really like beer, I

15

don't drink it any more.

16

high school.

17

I did when I was in college,

Anyway, if you're around a bunch of multi

18

millionaire investors all the time, on the phones,

19

Webinars, go to classes with them, Vegas summit,

20

one-on-one, what do you think might happen?

21

make some money, and you'll have your (inaudible)

22

family.

23

You'll

Over and over again.
And every time you do a deal it's not the

24

money, it's your mind.

25

bigger deal.

I can do a deal, I can do a

I see (inaudible) bigger deal, correct?
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1

That's the most important return on your investment.

2
3

The technical stuff is the technical stuff,
we get that.

4

It's getting around that.

So the platinum, you get the fast start, you

5

get the summit, you get the software, all the online

6

courses to have all your questions answered, you get

7

the wealth strategies camp, marketing camp, find the

8

money camp.

9

in, because platinum is 46,997; because you're here,

The full price on that, please write it

10

they give you credit for the investments you made,

11

give you a discount.

12

If you take care of it tonight or tomorrow,

13

it's 26,297.

14

this weekend for the platinum and that's a savings of

15

about 20,700 dollars.

16

the platinum.

17

That's your investment if you do it here

Please write that in.

That's

The next one is -- everybody got that.

The

18

next one is the gold.

19

summit in Las Vegas, the Prop Finder software, which

20

is awesome, all the online courses, the three bonus

21

camps.

22

awesome.

23

camp, all the online courses, of course.

24
25

The gold is three day investor

They keep inviting you until you come; they're
Wealth camp, marketing camp, find the money

For the gold, the full retail price is
37,972.

If you lock it in tonight or in the morning
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1

and take care of it, when you make the investment, the

2

company does, it's 21,297, and that's a savings of

3

about 16,675.

4

And hold on, we have a few more minutes here

5

and we're going to get to my favorite part, because if

6

it's okay I'm going to take most or all the risk away.

7

Would y'all like that?

8

How many of y'all would like that?

9

Make all your worries go away.

I know right now your mind is spinning,

10

you're thinking all this stiff, wow, investment, we've

11

all been there.

12

Anyway, so a couple things, whatever you

13

decide to do, how many of y'all would like the

14

Government to subsidize your education?

15

software tax deductible?

16

Education is generally not tax deductible unless it's

17

related to your industry, you know that.

18

Is education

Well it actually depends.

So if you learn all about real estate, know

19

how to make your money, you probably can't write it

20

off.

21
22

However, is software tax deductible for your
business?

23

AUDIENCE MEMBER:

24

ROBERT SHEMIN:

25

write it off?

Yup.
Yes.

And when do you get to

So everybody, we're going to talk about
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depreciation tomorrow so you don't have to pay taxes

2

with your money, you can pay with depreciation.

3

how?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

With

Depreciation.
You have a choice.

You can

6

pay your income taxes with cash, check or credit card,

7

or with write-offs.

8

income tax last year, FICA, WICA, WACA, withholdings,

9

Federal income tax?

10
11
12

How many of y'all paid some

Why?

AUDIENCE MEMBER:

Weren't structured

properly.
ROBERT SHEMIN:

Weren't structured properly,

13

good answer.

14

Of course the online does that and the asset

15

protection (inaudible) six hours.

16

We'll fix that tomorrow, or start to.

Number two, you have a choice, you can pay

17

taxes with cash, check or write-offs.

18

get write-offs just to get write-offs, you've got to

19

make money, correct?

20

Now you don't

So some of y'all paid for the training with

21

a check or cash.

22

Some of you paid with a Visa or MasterCard.

23

contractors don't take American Express, I don't think

24

we do, either.

25

There's nothing wrong with that.
A lot of

I borrowed the money from my cousin.
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gave me three years to pay him back.

2

think with a one-on-one mentor, a three day fast

3

start, all that connection and my help you might be

4

able to do a deal or two or three in the next year?

5

One year.

6
7

How do y'all

I'm going to go show, let's say 12 months.
So I borrowed 40 grand from my cousin, but I

got a write-off.

I got a what?

8

AUDIENCE MEMBER:

9

ROBERT SHEMIN:

Write-off.
So that 40,000 dollars of

10

income, I had a 40,000 dollar write-off.

11

my mentor charged me in 1994, he didn't have a

12

(inaudible) program, he had one guy with a rotary

13

phone.

14

But I got the results, correct?

15

So I did the deal.

16

nothing.

17

to my cousin.

18

That's what

The first year I did

I was having to pay a little bit of interest

The second year I did a bunch of deals and

19

made a bunch of money and paid my cousin off from the

20

deals, so how much money was I out of pocket?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

None.
Huh?

Not really anything,

23

although I made like let's say 14 payments like

24

600 bucks, that's 7,200 dollars, but I got a

25

40,000 dollar write-off.
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How many of y'all understand that?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Correct.

Correct.
That's how wealthy people

4

think, use other people's money and what are the tax

5

advantages?

6

please check your own accountants.

7

Now I'm not a lawyer or an accountant, so

Make sense.

But I'm telling you, don't do

8

things just for write-offs, but that's a write-off.

9

And if you do a deal or two or three in the next year,

10

you pay off yourself, or if you paid cash, which is

11

okay, or check, or you pay off your credit card or

12

your loan or your cousin or wherever you got the

13

money, and whose money did you use; somebody else's.

14

And what benefit did you get?

Well you got

15

the education, you got tax write-off, 40 grand, and

16

hopefully you did a deal or two where you made more

17

than 40 grand.

18

How many of y'all like that?

If you don't

19

understand it, don't worry about it, but it's a

20

write-off.

It's a what?

21

AUDIENCE MEMBER:

22

ROBERT SHEMIN:

23

to make that very clear.

24

on a credit card at 10 percent, your payment is 208

25

dollars a month.
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How many of y'all think you can make more

2

than 208 dollars a month with a mentor, fast start or

3

all that stuff?

Does that make sense?

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

6

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

Tax write-off.
Tax write-off of 40 grand up

front this year, 2019.

10
11

That's how you've got to

look at it, plus you get a?

7

9

Yes.

Does that make sense?

How many of y'all

like that thinking?

12

AUDIENCE MEMBER:

13

ROBERT SHEMIN:

Uh-huh.
It's not what you spend,

14

it's what benefit you get.

Does everybody understand

15

that?

16

money, I'm just saying think about it.

I'm not telling you to use somebody else's

17

So anyway, let's move on.

We talked about

18

this the first day.

19

need between a million and a half to 3, 4 million

20

dollars.

21

there yet.

22

check.

23

deals could get you closer if you do them right.

24

me see your hands up, right.

25

In order to retire, most people

Some of you are there, some of you aren't
How are you going to get there.

Reality

How many of y'all think a couple real estate
Let

And in order to access 100 grand a year,
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retire at 67, some of y'all are getting kind of close,

2

you might have access to Social Security, good luck

3

with that, and have a couple million bucks socked

4

away, whether it's stocks, bonds or real estate.

5

If you're not there or this isn't it, how

6

are you going to do it?

7

with something, whatever it is.

8

is the best way.

9

And you've got to get started
I think real estate

Now here's my favorite part of the

10

presentation, and I like this, how many of y'all, and

11

I want to see your hands up high, would do this if you

12

had no fear and you were pretty confident you were

13

going to be successful, you need to get some deals

14

done and all the risk and fear were taken away, how

15

many of y'all will do it?

16

Let me see them up high.

17

Let me see your hands up?
Awesome.

Here's my favorite part of the presentation,

18

what would you do if you weren't threatened?

19

besides we had a very good partner, when you make the

20

commitment and go back there and sign up and get

21

started, the company makes a huge commitment and it's

22

very simple, it's legally binding, the company's debt

23

free, they win awards for being one of the biggest

24

donators to charity.

25

you'll see them, you'll meet them.
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Christina and Tarek.

2

It's not a big faceless company.

And this is very simple, and I'm going to

3

read it to you and we're (inaudible), we offer a

4

service commitment to all of our banks training

5

students, that's diamond, platinum and gold.

6

commitment is simple.

7
8

Our

How many of y'all like simple?

We will work with you until you succeed.
Until when?

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

You succeed.
Go at your own pace.

We're

11

(inaudible) pretty much the risk if you really do

12

this.

13

about it or work with it, but there's this commitment,

14

just took away, wiped away all the risk, real simple.

Taken away.

And watch how your mind will worry

15

If after completing the course curriculum

16

and attending the fast start three day, open up the

17

software, utilize the investor software and attend the

18

training sessions, and following the recommendations

19

of your mentor, if you've not gotten one or more real

20

estate transactions that net profit equal to your

21

investment or purchase price of the events training,

22

we'll continue to help you.

23

They're our resource line, and these are

24

very highly trained, highly paid people until you've

25

earned 100 percent of your investment back from the
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1

program.

2

Some people go slow, some people go fast.

3

went kind of slow the first year.

4

many of y'all want to go fast, let me see your hands

5

up.

6

So there it is.

Is that okay?

How

What just happened, pretty

7

much the risk for investing in the program, what just

8

happened?

9

AUDIENCE MEMBER:

10

ROBERT SHEMIN:

I

(Inaudible).
Yeah, and watch tomorrow.

11

Now let me give you some advice, whatever you do,

12

tomorrow is a key training day.

13

to do, we want everyone to be successful and in just a

14

minute I'll show you how we're going to help

15

everybody.

Whatever you decide

Who do I want to help?

16

AUDIENCE MEMBER:

17

ROBERT SHEMIN:

Everybody.
Everybody, we really mean

18

that, Christina and Tarek and Andre and Nicole and I.

19

So here's what I want to recommend, just to

20

help you out.

If you want to do this or you have a

21

question about it, in just a minute, go to the back,

22

reserve your spot, get your questions answered.

23

What's the risk of that?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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what's the risk?

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

Nothing.
Reserve your spot.

Take

4

care of it, if you can, but here's what I don't want

5

you to do, I don't want you sitting here tomorrow at

6

11, 12, 1:00 going I want to do it but I'm not sure

7

about the money, but I want to do it, but I'm not

8

sure, I'm going to have some questions, but I'm not

9

sure, because you won't pay attention.

10

You'll be

distracted.

11

So please, tomorrow morning by 9:00,

12

preferably tonight, make a decision.

13

questions answered.

Get your

What's the risk of that?

14

So tomorrow, whatever you decide to do,

15

you're sitting here with a clear mind and you can

16

absorb all the information, because today was a lot,

17

tomorrow is more.

18

We're going to do disasters.

If you missed

19

something today, we'll get into it again tomorrow

20

again.

21

Is that fair?

It's a really good day, bring a working lunch.

22

AUDIENCE MEMBER:

23

ROBERT SHEMIN:

Yes.
Now I (inaudible) say

24

something, some of you wait until like 1 or 2:00 to

25

make a decision, they probably won't be good in the
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1

program because they can't make the decision quick.

2

You know, they, whatever, can't follow directions.

3

I'd rather, if it's okay with you, not sign them up.

4

Is that all right?

5

AUDIENCE MEMBER:

6

ROBERT SHEMIN:

7

AUDIENCE MEMBER:

8

ROBERT SHEMIN:

9

Yeah.
Is that fair?
Uh-huh.
And the folks that do

reserve a spot, let's reward them, just like a real

10

estate deal, you've got to be first or second or

11

third, you know, you can't be eighth.

12

all of my courses.

13

We'll give them

Is that fair?

Also, one last thing, there's a couple

14

diamonds in the room it looks like that raised their

15

hand and what I want to do is I have this second phone

16

number and Email, I'm better on the phone than text.

17

Anyone that goes in the diamond program and

18

takes care of it, not only will you have all the

19

mentors, the one-on-one, the fast start, you'll be in

20

the diamond club.

21

I can't do this with everybody around the

22

country.

How many of y'all think you can do some

23

better real estate with me by helping you out a little

24

bit?

25

card, it's a steel one, it has my cell number, you can

We're very active doing deals.
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1

call and text me any time.

2

AUDIENCE MEMBER:

3

ROBERT SHEMIN:

When?
Any time.
Now you'll have the mentors

4

and the lines and all that stuff, but I'll kind of be

5

a back-up for you if you need a second opinion, and

6

you can call me next week, next month, five years from

7

now and if I'm not dead or unconscious, which I don't

8

plan on being either, I will get back with you in one

9

business day, usually a couple hours with whatever I

10

have, whatever is going on.

11

And I have a couple students you can see

12

call me from five, six years ago today and I got back

13

to them with a text and said hey, I'll call you after

14

this or I'll call you tomorrow morning or what's your

15

question, I answered it.

16

That's a big resource, so I'll throw that in

17

for fun.

(Inaudible) you also have Andre and Nicole

18

and I as a contact.

19

care of you.

It's a back-up.

We take good

What do we do?

20

AUDIENCE MEMBER:

Take care of you.

21

ROBERT SHEMIN:

22

So let me ask you something, how many of

So this stuff works.

23

y'all would like some help, be part of a program,

24

you're interested in the advanced education, may I see

25

your hands up?

Would y'all please stand up
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immediately, go ahead and stand up if you raised your

2

hand, I'm not kidding.

3

right now come with me, just stand up, because we're

4

going to take great care of you.

5

surprises for you, some bonuses, some gifts.

6

Nicole and Andre right now, come on back, let them

7

know what you're interested in, what you want to do

8

and make sure you get all the bonuses and stuff.

9

Would that be okay?

10

Come with me, all of y'all

I've got some
Get with

And we're going to take great

care of you.

11

Hey, everybody, I've got a bunch of stuff

12

for you, too.

13

minute, congratulations, we'll take good care of you.

14

We're going to come back in just a

There's a second group of people here that

15

kind of want to do the education, they're not sure how

16

they're going to take care of it and you have some

17

questions.

18

appointment, they're the experts, and say I want to do

19

it, I have some questions, concerns.

20

yourselves.

I recommend in just a minute make an

Don't limit

21

Is that fair?

22

There's a third group of people where the

23

training's not for them.

24

everybody.

25

That's all I ask.

It's okay.

We want to help

Who do we want to help?
AUDIENCE MEMBER:
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ROBERT SHEMIN:

So they're going to be a

2

little busy tomorrow and we'd like an appointment with

3

everybody, with who.

4

AUDIENCE MEMBER:

5

ROBERT SHEMIN:

Everybody.
They will, and they'll sit

6

down with you and make you a success plan, regardless

7

or whatever you're going to do with real estate.

8

that fair?

9

AUDIENCE MEMBER:

10
11

ROBERT SHEMIN:

Is

Yeah.
So we want to help

everybody?

12

I'm going to be here early in the morning.

13

If you have any question on anything, I'm going to go

14

back there and answer questions on any deals, real

15

estate.

16

anything, ask me, don't be shy.

17
18

If you have a question or a concern, you need
Sound good?

Congratulations, guys, we're going to do
well, we'll take good care of you.

19

So did y'all learn some stuff today?

20

AUDIENCE MEMBER:

21

ROBERT SHEMIN:

22

Yeah.
Yeah.

And we called on

deals about 30, 35, 40 minutes, that was kind of fun.

23

Did y'all like that?

24

AUDIENCE MEMBER:

25

ROBERT SHEMIN:
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what if you actually did that at a three day fast

2

start, a two day one-on-one or you did it an hour or

3

two every week or most weeks for the next 30,

4

40 weeks, what would happen?

5

Now you could do real estate physically, I

6

do most of it long distance.

7

Columbia, I'm overseas quite a bit and tomorrow

8

morning, I mentioned today, we'll show you some videos

9

first thing this the morning of people actually doing

10

that.

11

So congratulations all, y'all are moving

12

forward.

13

have a good day today?

We'll take good care of you and did y'all

14

AUDIENCE MEMBER:

15

ROBERT SHEMIN:

16

I'm in Miami, I'm in

Yes.
Everybody give yourselves a

hand.

17

(Applause)

18

ROBERT SHEMIN:

Move forward and we'll take

19

great, great care of you and if you have any questions

20

about anything, come on back and ask.

21
22
23

And last thing, it's Saturday night, have a
little fun, but not too much.

Sound good?

Come on back and if you have any questions

24

about anything, any question about deals, something we

25

talked about, something you're not sure about,
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1

anything, anything.

2

Good job today.

3

Great question.

You have an inspection

4

period, you have a what?

5

property, you might call somebody and say hey

6

(inaudible).

7
8
9

If you can't sell the

But if it's a good deal, somebody will buy
it, if it's not a good deal, nobody will buy it.
(The recording was concluded.)

10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
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1

P R O C E E D I N G S

2

-

3

-

MS. BARKER:

-

-

-

This is Christine Barker with

4

the Federal Trade Commission.

The time is

5

approximately 7:29 Eastern Standard time A.M. on

6

February 10th.

7

preparing to leave for a 9:00 to -- scheduled until

8

6:00 p.m. workshop at the address of 900 Park Meadows

9

Drive in Fort Myers, Florida.

I’m currently at the Crowne Plaza

This is the Real Estate

10

Elevated Workshop and I will be attending the workshop

11

as

.

12

The next time that I start the recording

13

will be directly upon arriving at the workshop and

14

I’ll continue to record until its conclusion, pausing

15

during breaks.

Thanks.

16
17

(Pause while entering seminar.)

18

UNIDENTIFIED MALE:

19

MS. BARKER:

20

UNIDENTIFIED MALE:

21

MS. BARKER:

22

UNIDENTIFIED MALE:

23

MS. BARKER:

How you doing?

Hi, good.

How about you?

Good, thank you.

Is that the alarm going off?
(Inaudible).

Yeah, it’s -- it’s -- I mean, I

24

remember it’s been beeping the last couple of days

25

when someone would like open up a door or something,
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1

but now it seems like it’s really consistent.

2

UNIDENTIFIED MALE:

3

(inaudible).

4

(Inaudible).

Welcome back

You feel good?

(Inaudible) rest?

5

(Pause.

Music playing.)

6

UNIDENTIFIED MALE:

7

By the way, last night when we were on the

Same system.

8

phone, where was I calling?

9

and where were some of the buyers and sellers?

10
11

I was standing right here

Yeah, Fort Myers, Miami, I don’t know.
it matter?

12

No, same system.

13

What?

14

I don’t (inaudible).

15

(Pause.

16
17

Did

Music playing.

Unintelligible

conversations.)
UNIDENTIFIED MALE:

18

you’re not.

I like that.

19

got the hotline.

(Inaudible) relaxed and

That’s a direct line.

You

(Inaudible).

20

I guess that’s why we do deals here.

21

How are you doing?

Welcome back.

22

UNIDENTIFIED MALE:

Good morning.

23

UNIDENTIFIED MALE:

Good morning.

24

MS. BARKER:

25

UNIDENTIFIED MALE:

3-Day Workshop - Fort Myers, FL
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1

MS. BARKER:

A little better.

2

UNIDENTIFIED MALE:

3

MS. BARKER:

4

UNIDENTIFIED MALE:

So it’s clearing up.

5

all kinds of grunge going on.

6

something.

7

MS. BARKER:

8

UNIDENTIFIED MALE:

9

There’s

Everybody’s got

Did you get a little

sleep?
MS. BARKER:

11

UNIDENTIFIED MALE:

12

MS. BARKER:

13

UNIDENTIFIED MALE:

A little bit more, yeah.
Good.

By going to bed early.
Well, it’s almost 9:00.

Holy cow.

15

(Pause.

16

ROBERT SHEMIN:

17

Right, yeah.

Yeah.

10

14

Oh, good.

Music playing.)
Hey, good morning,

everybody.

18

AUDIENCE:

Good morning.

19

ROBERT SHEMIN:

I was wondering if anybody

20

has any questions, needs any help with anything,

21

something on your mind?

22

you on hold?

Are you on the phone or are

23

UNIDENTIFIED MALE:

24

ROBERT SHEMIN:

25

UNIDENTIFIED MALE:

3-Day Workshop - Fort Myers, FL
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1

ROBERT SHEMIN:

2

JESSIE:

3

ROBERT SHEMIN:

4

JESSIE:

Oh.

I have a question.
Yeah.

With wholesaling and when you bring

5

the numbers to the potential buyer, like do you go

6

about getting the estimate for the repairs first or do

7

they do that?

8
9

UNIDENTIFIED MALE:

answer as soon as he’s off the phone.

10

(Pause.)

11

ROBERT SHEMIN:

12

Let me

Great question.

You guys are already doing

it, huh?

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

15

UNIDENTIFIED MALE:

16

ROBERT SHEMIN:

17

Good question.

You know it.

How long -Realtor offers.

You’re doing great.

Can I

make a recommendation?

18

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

20

You’re excited.

21

little slower.

22

What’s that?

Go a little slower, man.

(Inaudible) you went twice, I’d go a
But you did great, you did great.

Hey, Jessie, great question.
Welcome back.

(Inaudible)

23

with anything.

She has a great

24

question.

25

again, got to go over stuff again and again for it to

I think I mentioned it the first day, but,
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1

sink in.

2

On wholesaling, do your repair estimates and

3

tell the end buyer, hey, here’s what I think it’s

4

worth, here’s what we think the repairs are and here’s

5

what the, you know, price is?

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

8

do it.

I’ve done both.

9

for your customers.

(Inaudible).

Yes.

Or there’s two ways to

I believe in making it easy

So I like to ask the wholesaler,

10

the seller, I like to send a contract to verify, and

11

then you tell the buyer with confidence, do your own

12

research, but here’s what we think it’s worth, here’s

13

what we think repairs are, here are the pictures and

14

contractor.

15

professional.

16

How are you looking now?

More

I do that.

Sometimes I tell the buyer, listen, I have

17

not verified repairs.

18

here from the seller -- that they’re 20 grand.

19

with your own contractor, your rehabber, I don’t -- I

20

can’t -- you know, you do your own repairs.

21

them the lazy wholesaler method.

22

do this.

23

repairs.

24
25

You go out.

We think -- I got some pictures

I call

A lot of wholesalers

You run your own costs and

Did you notice that guy yesterday?
on the phone.

Go out

He was

He said, tell me what you think it’s
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1

worth.

2

kind of a weird property.

3

that just throw them up on the website and say you go

4

out and you do your own comps and whatever, and they

5

come back with information and say, wow, that thing’s

6

worth 300 and the repairs are 20.

7

something.

8

repairs are 90.

9

He goes, I got an idea, but I don’t know, it’s
So there’s lazy wholesalers

You learned

Or, man, I think it’s worth 200 and the
So you’re gathering information.

So I prefer to do the work for them and make

10

it easy for them, but I have also just said, hey, run

11

out there today, bring your contractor, let me know

12

what you think, and then they’ll tell you what it’s

13

worth.

14

them are pretty straight up.

15

that?

They’ll tell you the repairs.

16

Question?

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

22

UNIDENTIFIED MALE:

23

ROBERT SHEMIN:

25

So both work.

How’s

So when you’re doing the

wholesaling --

19

24

And most of

Welcome back.

Buenos dias.

Buenos dias.

(Speaking Spanish.)
(Speaking Spanish.)

High school?

Momentido.

How old is he?
UNIDENTIFIED MALE:
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1

ROBERT SHEMIN:

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

4

some years old.

No way?

He looked so --

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

7

UNIDENTIFIED MALE:

8

ROBERT SHEMIN:

10

13
14

He looked so smart.

Amazing.

UNIDENTIFIED MALE:

I wish

He already has his own

business.
ROBERT SHEMIN:

Which business is that?

Hold on one second.

16

ROBERT SHEMIN:

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

19

UNIDENTIFIED MALE:

Vegan cookies.

What’s that?
Vegan cookies.

He’s selling that?
(Inaudible) make

(inaudible).

21

ROBERT SHEMIN:

22

UNIDENTIFIED MALE:

23

ROBERT SHEMIN:

25

(Inaudible).

I took my son when he was 16.

UNIDENTIFIED MALE:

24

No (inaudible).

Wow.

15

20

No, 17.

my parents had brought me when I was 16, 17, 18, 19.

11
12

(Inaudible).

I thought he was like 20-

5

9

Yeah.

Amazing kid.

Is he a vegan?

Just sells vegan cookies?

Felicidades.

UNIDENTIFIED MALE:
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1

ROBERT SHEMIN:

I respect any parent who

2

brings their kid, grandkids here, because I wish

3

somebody had brought me when I was like 15.

4

my son when he was seven or eight to real estate and

5

he started picking it up.

6

seminars and he actually went through the program at I

7

think 16 and a half.

8
9

I exposed

I made him go to all the

Real quick, one story (inaudible).

When he

went to the advanced training, he was 16 and a half.

10

Yeah.

Maybe he was turning 17.

11

problem at the advanced training.

12

seven adults, you know, vice presidents, bankers,

13

really smart people, and somebody else brought their

14

kid, another kid who was like 17 or 18, and there was

15

my son.

16

And they had a
There was about

And the first hour of the training, they

17

were like, let’s make all first contracts, let’s go,

18

let’s get you a deal, let’s get you a deal, and the

19

older people were like, oh, I have a question, what if

20

this occurs or what if that occurs, and my son and the

21

other young kid were like, listen, we got to make

22

money.

23

questions.

24

those properties and let’s make offers.

25

almost had like a civil war.

We can’t be sitting around asking dumb
Let’s get on this phone, let’s get out
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1

(Laughter.)

2

ROBERT SHEMIN:

3

And the kids did more deals

than the adults.

4

AUDIENCE:

Wow.

5

ROBERT SHEMIN:

(Inaudible) deal, but I

6

think my son did three deals and the other kid did

7

four and the adults did like two.

8

happy, but the reason is kids have no fear.

9

AUDIENCE:

10

Right.

ROBERT SHEMIN:

Everybody was

Yeah.

You know, when you’re 15,

11

16, 17, you know, you do the basic things (inaudible)

12

crazy, but they’re not all like -- it was almost a

13

civil war.

14

thought it was hilarious.

I just thought I would bring that up.

15

AUDIENCE:

16

ROBERT SHEMIN:

I

Yeah.
Because the kids are like,

17

let’s just do it.

They don’t overthink things.

18

get older, we worry and think more.

19

think it’s great you brought your son here.

20

Quick question.

21

UNIDENTIFIED MALE:

As we

But, anyway, I

Thank you for waiting.
So with the wholesaling

22

part of it, you -- so you said sometimes you send out

23

your own contractor to get an idea of what the prices

24

are.

25

So obviously -ROBERT SHEMIN:
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1

it.

2
3

UNIDENTIFIED MALE:

And so when you’re

wholesaling, obviously, you --

4

ROBERT SHEMIN:

But I disclose.

I tell the

5

buyer, hey, we have not verified these repairs, we

6

have some pictures, somebody -- the seller said

7

they’re 20 grand.

8

out your own.

9

We have no idea.

UNIDENTIFIED MALE:

10

ROBERT SHEMIN:

Go out and check

Okay.

And they’ll bring you

11

information.

They’ll call back and say, buddy,

12

there’s no 20 grand in repairs, I can do it for 8.

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

Right.

And they’ll say, what are

15

you talking about, man?

The whole back foundation is

16

falling down and it’s going to be 65 grand.

17

gather information, either renegotiate or get offers.

18

All you’re doing is gathering information.

19

UNIDENTIFIED MALE:

20

ROBERT SHEMIN:

21

realize.

So you

Right.

That’s the thing you don’t

Nothing’s happened until you close.

22

UNIDENTIFIED MALE:

23

ROBERT SHEMIN:

24

very clear.

25

information.

Right.

So I just want to make that

It’s just the process of gathering
What’s it really worth, what are the
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1

repairs?

2

UNIDENTIFIED MALE:

Right.

So if you have a

3

-- if you’re sending a contractor out there

4

(inaudible) --

5

ROBERT SHEMIN:

6

UNIDENTIFIED MALE:

7

ROBERT SHEMIN:

Roof, 1,800 (inaudible).

UNIDENTIFIED MALE:

Are you paying that

contractor?

12
13

Hey, we got a detailed bid

with a video and pictures.

10
11

-- the idea is you can

tell them (inaudible).

8
9

Yeah.

ROBERT SHEMIN:

No, contractors give bids

for free.

14

UNIDENTIFIED MALE:

15

ROBERT SHEMIN:

Okay.

Now, we mentioned that

16

yesterday.

If you send a contractor out on six jobs

17

and never close, that’s not fair.

18

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

Right.

So we’ve got to be

20

reasonable.

Now, what I do is the contractor bids,

21

and then when the buyer says I want to buy it, I say,

22

listen, I used White Construction, man, I highly

23

recommend them, they refer to me, he did the bid.

24

UNIDENTIFIED MALE:

25

ROBERT SHEMIN:
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1

don’t you use them?

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

4

gives me a referral fee.

And then White Construction

5

UNIDENTIFIED MALE:

6

ROBERT SHEMIN:

7

Okay, very cool.

We’ll make another 5 to 10

percent off that.

8

UNIDENTIFIED MALE:

9

ROBERT SHEMIN:

10

So a referral, okay.

Awesome.

Again (inaudible) if you

want.

11

UNIDENTIFIED MALE:

12

ROBERT SHEMIN:

13

UNIDENTIFIED MALE:

14

ROBERT SHEMIN:

Okay.

Do you like that?
That’s awesome.

That’s another revenue

15

stream.

Oh, we get revenues from title companies.

16

you know, some real estate companies do (inaudible).

17

UNIDENTIFIED MALE:

18

ROBERT SHEMIN:

As

Mm-hmm.

We get referrals from

19

mortgage companies.

Now, the reason we use White

20

Construction, he’s the best.

21

Advantage Title in Tennessee or First American Title

22

in L.A., they’re the best.

23

agreement with them.

24

10, 20 percent.

25

that, as you know.

The reason we use

But we have a written

If we send them business, we get

A lot of real estate companies do
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1

UNIDENTIFIED MALE:

2

ROBERT SHEMIN:

3

stream.

Yeah.

So it’s another revenue

Where legal, where legal, where legal.

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

Mr. Robert?

(Inaudible) insurance

6

licenses because we were generating so much renters

7

insurance, property insurance.

8

UNIDENTIFIED FEMALE:

9

ROBERT SHEMIN:

10

You need it.

Yeah, I just went and took

the class for 30, 40, 50 hours, whatever it was.

11

UNIDENTIFIED FEMALE:

12

ROBERT SHEMIN:

Forty hours.

In Tennessee.

And I never

13

really did anything, but same thing.

14

assistant, is getting her real estate license in

15

Nevada because we’re doing so many wholesale deals and

16

we’re getting so many real estate deals just for her

17

to get the 20 percent referral fee.

18

to go list the property or go run around, you know,

19

people and (inaudible).

20

UNIDENTIFIED MALE:

21

ROBERT SHEMIN:

22

UNIDENTIFIED MALE:

23

ROBERT SHEMIN:

Tatiana, my

She’s not going

That’s the best.

Huh?
That’s the best.

But, yeah, I mean, we’re

24

referring five to eight deals a month to our realtor

25

in Vegas and some of these houses are 200 to a
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1

million.

2

UNIDENTIFIED MALE:

3

ROBERT SHEMIN:

4

UNIDENTIFIED MALE:

5

ROBERT SHEMIN:

6

close five deals a year.

7

And good question.

8

it’s almost 9:00.

9

two minutes.

10
11

Yep.

A lot of realtors don’t
We’re -- it’s a machine.

It’s 9:00.

Ooh,

We’re going to start in

I love these questions.

Welcome

back.
UNIDENTIFIED FEMALE:

So when you’re running

--

14
15

Do the math.

A couple other questions?

Question?

12
13

Yeah.

ROBERT SHEMIN:
see Ann last night.

Hi, Nicole.

It was great to

She’s so great.

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

Yeah.

Superstar.

We ran into

18

another great big-time investor, trainer, guru,

19

correct?

20

So thanks.

Does commercial, residential, just awesome.

21

Yes?

22

UNIDENTIFIED FEMALE:

When you’re running

23

comps, right, and you’re basically getting a ballpark

24

estimate of --

25

ROBERT SHEMIN:
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1

on comps.

2

what that property is going to sell for.

3

first day, three to five recent sales, verified with a

4

market professional that said, yes, I sold two houses

5

on that street, it is worth $229,000 and here’s why,

6

I’ll send you comps.

7

average, 18 days average, 22 days average, and amount

8

of other available property.

9

first day?

10

Yep.

We’re getting -- we need to know exactly

Days on market is 12 days

Remember that from the

The little checklist that had the numbers?

(Inaudible) question.

(Inaudible) doing great.

11

UNIDENTIFIED FEMALE:

12

ROBERT SHEMIN:

13

welcome back, everybody.

14

button, I think.

15

Remember the

(Inaudible).

Yeah, again, the two big -Good morning.

Right on the

The big question is what’s the property

16

really worth, really, really, really.

17

buyers.

I go right to

Where do I go?

18

UNIDENTIFIED MALE:

19

ROBERT SHEMIN:

Right to buyers.

On that apartment building,

20

how do I find out what the apartment building is

21

worth?

22

two, three, four apartment buildings in that area.

23

says, I can tell you exactly what it’s worth, 22,000 a

24

door.

25

just sold one, you know, eight blocks away, four

I called a?

And I ask why.
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1

months ago for 22 -- I’ve got a buyer right now who

2

will pay 25,000 a door.

3

to buyers, right to buyers.

I go right to buyers, right
Do you like that?

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

Yeah.

Because comps can be a bit

6

confusing, my friend, right?

7

250, a house for 210, a house for 190, house for

8

(inaudible).

9

But I go right to experts who have buyers or are

10

You got to compare apples to apples.

buyers.

11
12

You’ll see a house for

Once you talk to wholesalers, guess what
they are?

13

UNIDENTIFIED FEMALE:

14

ROBERT SHEMIN:

Yeah.

Buyers.
That guy is doing 80

15

deals a month, let’s say, or 50.

16

(inaudible) are worth in that area?

17
18

So, yes, welcome back.
are you all doing?

19

Think he knows what

Good morning.

How

Welcome, welcome.

One or two more quick questions.

We’ll give

20

everybody a minute to get in and then we can start

21

officially.

22

liens, tax deeds.

23

contracts.

24

do a couple disasters.

25

on a property.

We’ve got a lot to cover today.

Tax

We’ve got to fix the little

I want to show you some real deal videos,
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1

Hey, Andre, you got some contracts back

2

there for offer?

3

We’ll get started.

4

lot to cover.

5

going to do asset protection today, selling and

6

fixing.

7

We’ll do that about 10 to 10:00.
Sound good?

9:45?

We’ve got a

We’re going to go very quick.

We’re

And I’m going to (inaudible) a big favor.

8

Yesterday, we got distracted on some great questions,

9

but we’re a little behind, I can’t catch up.

But

10

today we have so much information to cover, I’m going

11

to ask you to write your questions down, and then

12

before the break, I’ll stop and say questions.

13

good?

14

Sound

Because if we get sidetracked on

15

technicalities and exceptions, you will not learn some

16

great ways to make money.

17

everybody?

18

AUDIENCE:

19

ROBERT SHEMIN:

20

AUDIENCE:

21

ROBERT SHEMIN:

Is that okay with

Absolutely.
How’s everybody feeling?

Awesome.
Welcome back.

One more

22

question?

Anybody got a question on their mind?

23

Anything?

I’ve been here since 8:30 begging for

24

questions.

25

sir, Joey?

I love questions.
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1

JOEY:

I have a whole list of questions that

2

I’ll bombard you with later today.

3

ROBERT SHEMIN:

4

I do things now.

When do I

do things?

5

AUDIENCE:

Now.

6

ROBERT SHEMIN:

I don’t put anything off for

There is no later.

In business, I do things

7

later.

8

now.

9

took care of my business this morning before now.

In life, I do things now.

I make calls now.

10

made 12 calls this morning before this class.

11

don’t put stuff off because then stuff piles up.

12

let’s do it real quick now.

13
14
15

JOEY:

I
I

So I
So

Hit me real fast.

How do I get the second title

(inaudible) wholesale?
ROBERT SHEMIN:

Wholesale deal, close before

16

you even worry anything about it, and then we’ll close

17

it and get you good title if you’re the buyer.

18

he’s the buyer (inaudible) get good title.

19

the closing.

AUDIENCE:

21

ROBERT SHEMIN:

They do.
Do you want me to teach you

how to run a title company and do closings?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

They do

Who does the closing?

20

22

If

No.
You do collapsed closing,

double closing, (inaudible) the contract, put it in
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1

trust and sell it.

2

The who?

Who does that for us?

3

AUDIENCE:

4

ROBERT SHEMIN:

The experts.
I can answer all your

5

technical title questions.

6

it a little different.

7

they will close it.

8

insurance.

9

11

Every title company does

They work with wholesalers,

You get title and title

You’ve got great title.
JOEY:

10

The expert.

Should the title (inaudible)?

ROBERT SHEMIN:

Sometimes they close it in

the same day, the same hour, the same day, yes.

12

JOEY:

Okay.

13

ROBERT SHEMIN:

But they do that for you.

14

Literally, you call them and say, I got a (inaudible)

15

for 100, I’m wholesaling it to 110, they decide I want

16

to do an assignment of the contract.

17

day.

18

that day.

I want to do a double closing.

19

that day.

They get to the end, buy good title and

20

everybody is super happy.

21

JOEY:

It closes that

I want to do a collapsed closing.

Okay.

It closes
It closes

And the second question is,

22

how -- what website do you sign (inaudible) DocuSign

23

so (inaudible) --

24
25

ROBERT SHEMIN:
(inaudible) apps.

AccuSign, DocuSign

There’s thousands of them signing
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1

documents electronically.

2

out there.

3

DocuSign, AccuSign.

4

thousands of them.

5

our title company sent me.

Thousands.

There’s thousands of them

I’m personally familiar with

They’re free apps.

There’s

I got three more last week that

6

JOEY:

Those are legally binding?

7

ROBERT SHEMIN:

Absolutely.

(Inaudible)

8

we’re going to show you stuff that’s illegally

9

binding.

10

(Laughter.)

11

ROBERT SHEMIN:

12

JOEY:

13

ROBERT SHEMIN:

14

JOEY:

15

ROBERT SHEMIN:

Just playing, just playing.

I gotta ask.
(Inaudible).

What (inaudible)?
All I know is every title

16

company uses it, it’s legally binding.

17

dollars of closings -- I did four closings this week

18

of over $2 million on AccuSign, DocuSign.

19

had a problem with it, never heard of a problem.

20
21

UNIDENTIFIED MALE:

Billions of

I’ve never

That’s good enough for

me.

22

ROBERT SHEMIN:

There you go.

23

UNIDENTIFIED MALE:

Yeah, I showed up at a

24

closing on Friday and (inaudible).

25

ROBERT SHEMIN:
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1

in seven years.

2

AccuSign, DocuSign.

(Inaudible) since you’re asking me so nice,

3

advanced real estate, all notaries have couriers.

4

What do they have?

5

AUDIENCE:

Couriers.

6

ROBERT SHEMIN:

Couriers.

Correct?

They all have couriers.

Okay.

7

All righty.

So when I’m

8

sitting in South Beach, I tell the title company if

9

they want to -- if I have to notarize something, you

10

spend the 35, 50 bucks, I’m here at 3rd and Ocean

11

under the blue umbrella or I’m at Starbucks at the

12

second table from the entrance or I’m sitting at Ruth

13

Chris at the back table or at the bar or wherever you

14

like to hang out or on the golf course.

15

the third hole at 2:00.

16

folks.

17

coffee shop (inaudible) Juan Valdez (inaudible) there

18

it’s a little cheaper.

19

has a (inaudible) if they have to get something

20

signed.

Come by.

I’ll be at

I’m not kidding,

I do most of my closings at the beach or at a

But every law firm probably

(Inaudible) notarize something, correct?

21

AUDIENCE:

Yeah.

22

ROBERT SHEMIN:

And they will also bring you

23

the check or wire the check anywhere in the world.

24

Just tell them to send the money to my account in

25

Russia, Israel, America, Spain, Argentina, Tennessee.
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1

Banks don’t care.

You can wire money anywhere except

2

North Korea or Iran, which we don’t operate there.

3

Next question?

4

JOEY:

I guess you -- I mean (inaudible)

5

pretty much answered all of them.

6

question is, so all I have to worry about is giving

7

the title company two contracts and everything will go

8

through and that’s it?

9

ROBERT SHEMIN:

But the last

An expert title company that

10

works with investors and wholesalers, remember.

So

11

yesterday, I asked that wholesaler who he would like

12

to close with and he gave us one we actually knew.

13

you go to 100 attorneys or realtors (inaudible)

14

wholesale deal, they’re going to go what, huh?

15

do it.

16

group, a wholesaler, other investors, they say, yeah,

17

we use First Advantage Title, they do 15 wholesales a

18

week.

19

yesterday.

20

write everything down.

21

over there.

22

this operation before?

23

him he can’t do it.

If

Can’t

But if you get a referral from a real estate

We use that title company you gave us
I don’t remember it.

(Inaudible) got to

They do, you know, 80 a month

But just like an eye doctor.

24

Make sense?

25

AUDIENCE:
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1

ROBERT SHEMIN:

That’s (inaudible) go to

2

non-experts, family members who have never done real

3

estate, and they say, well, it won’t work, you can’t

4

do that, don’t do that.

5

becomes a big problem.

6

this, make sure you’re getting your real estate

7

advice, your legal advice from experts.

8

AUDIENCE:

9

ROBERT SHEMIN:

10

experts.

And they listen to it and it
So again, I’m going to say

From who?

Experts.
Your money advice from

From who?

11

AUDIENCE:

Experts.

12

ROBERT SHEMIN:

And here’s the biggest

13

mistake you will make, which I made, I went to my

14

family, friends or a realtor that never did

15

(inaudible) you can’t do that, it won’t work, don’t do

16

that, and I listened to them and it cost me a ton of

17

money.

18

cost you money.

19

Every week or month you don’t do it, it will

So whatever happens, all I’m saying is get

20

your real estate advice, your wholesaling advice, your

21

legal advice, your medical advice, your health advice,

22

your wealth advice from experts.

23

Correct?

How can someone who is not a multi-

24

millionaire investor tell you how to be a multi-

25

millionaire investor or not to be a multi-millionaire
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1

investor?

2

(inaudible) wholesale tell you how to do a wholesale?

3

Well, they’ve never done it.

4

title lawyers have never done a wholesale deal.

5

percent of realtors have never done an investment

6

deal.

7

amazing.

Correct?

8
9

Does that make sense?

How can attorneys

99 percent of retail and
99

(Inaudible) that 1 or 2 percent are

Make sense?
And, again, I’m glad you brought it up

because that’s (inaudible).

If you already haven’t

10

done it, you’ll do it tomorrow or Tuesday.

11

out and talk to somebody who’s never done investing

12

and they’ll tell you not to do it, or you’ll talk to

13

an attorney and say, I want to wholesale, they’ve

14

never done one and they’ll say it can’t work.

15

most of my money and financial advice comes from non-

16

experts and most have the same last name as me.

17

You’ll go

And

They tell you not to do it or don’t do it or

18

that won’t work.

And if you hear enough of that,

19

guess what will happen?

20

it and it will cost you every week or month.

21

know this?

22

you’re asking these questions now.

You’ll stop and you won’t do

Because I did it.

How do I

So that’s why I’m glad

23

If I would hear something and I’m not an

24

expert, I would say, I don’t know, but I will call

25

somebody in (inaudible) who does, you know.

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

I just

EX 13, p. 27

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 29 of 291
28
1

did a medical building.

2

not an expert.

3

who’s an expert in medical buildings.

4

Condo association analysis, that’s a very specialized

5

(inaudible).

6

didn’t know that.

7

estate is very specialized, wholesaling, fixing.

8
9

I’ve done one before, but I’m

So I called one of our (inaudible)
(Inaudible).

I’ve become a specialist in that, but I
This is -- just like medicine, real

Oh, charity money.

All right.

Anyway,

how’s everybody feeling?

10

AUDIENCE:

Good.

11

ROBERT SHEMIN:

12

(Applause.)

13

ROBERT SHEMIN:

One, two, three, let’s clap.

Let me turn the microphone

14

on.

15

very quickly is do a little catch-up from yesterday.

16

Would that be okay?

17

We have a big day today and what I’d like to do

We did a lot yesterday, folks.

18

one, two-minute recap.

19

that you liked?

20

AUDIENCE:

21

ROBERT SHEMIN:

Let’s do a

What did you learn yesterday

How to make calls.
You liked (inaudible)?

22

(Inaudible) what did you like yesterday (inaudible).

23

What else did you like?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

you learn from that?

2

every week.

For me, I don’t know, I do it

3

AUDIENCE:

What to say.

4

ROBERT SHEMIN:

What to say.

Just ask

5

questions, be yourself, relax.

And we need three

6

things.

7

we know why they’re selling.

8

worth?

9

the repairs or why and what can you sell it for?

Why are they selling, which, the wholesalers,
What’s the property

Some of them told us; some didn’t.

What are
And

10

did you also notice I just asked them, what’s the best

11

deal for me?

12

know, he had 20 deals (inaudible) deals, whatever

13

deals he had or didn’t have, and I said, what’s the

14

best one for us to rehab?

15

best one to rent?

Oh, I think this one is pretty

16

good.

Make sense?

They know.

17
18

They’re wholesalers.

you liked?

Come on?
AUDIENCE:

20

THE COURT:

21

AUDIENCE:

23

And he told us.

Simple.

What’s the

Thank you.

What’s something else that you learned that

19

22

What’s the -- you

Nothing?
(Inaudible) building -What’s that?
Building the buyers and sellers

list and creating templates (inaudible) whatever.
ROBERT SHEMIN:

(Inaudible) build the buyers

24

and sellers and everyone you talked to -- by the way,

25

I didn’t get to this because we had the limited time
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1

yesterday.

2

list?

Do any of those wholesalers have a buyers

Do they have their own buyers?

3

AUDIENCE:

Yes.

4

ROBERT SHEMIN:

Yeah.

How many buyers do

5

you think they have if they’ve been doing real estate

6

for about 15 years?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

AUDIENCE:

10

Probably hundreds.
Fifty?

Hundreds.

ROBERT SHEMIN:

I have 55,000 buyers on my

11

buyers list.

Oh, that’s not a big one.

12

two buyers, one buyer.

13

(inaudible) he had 90,000.

14

AUDIENCE:

15

ROBERT SHEMIN:

16

AUDIENCE:

17

ROBERT SHEMIN:

You only need

(Inaudible) wholesale

What’s his name?
It doesn’t matter.

Oh.
Anyway, there’s thousands of

18

wholesalers all over the place.

19

deal that you don’t want (inaudible) wholesale

20

(inaudible) buyers.

21

all the wholesalers are sellers, buyers and have

22

money.

23

And so if you find a

(Inaudible) have a buyers list,

Make sense?
And the reason I’m careful not to give his

24

name, ma’am, yeah, I’ve done that before and all of a

25

sudden there was 15 untrained students that bombarded
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1

him with all these questions.

2

and he says, Robert, these people are, you know --

3

now, if you’re going to buy a property and close in a

4

day or two, boom.

5

people’s time.

6

And then he calls me

But you got to be very careful with

Does that make sense?

I did that a couple times before.

I gave

7

out a couple names and 15 students bombarded them with

8

all these crazy questions and kept calling them.

9

They’re like, Robert (inaudible).

10

lost a relationship.

11

careful.

12

delicate relationships.

13

so easy to find wholesalers.

14

20 in 10 minutes.

15

folks (inaudible).

16

I actually almost

Yeah, you got to be real

Very delicate.

These are very long-term,
So there’s a -- (inaudible)
Yesterday, we found like

There’s an abundance out there,

A lot of you are coming from a mentality of

17

poverty, scarcity, don’t do it, be careful, watch out.

18

Friends, relatives, spouses, wives, and that’s the

19

mentality.

20

keep doing it.

21

it, please keep doing it.

22

results you’re (inaudible), what do you have to do?

23

Something different.

24

(inaudible)?

25

And if it’s making you wealthy, please
If you’ve gotten great results with

AUDIENCE:
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1

ROBERT SHEMIN:

Yeah.

Who here has closed

2

more than ten deals in the last 50 days?

3

students have.

4

last year?

5

not much.

6
7
8
9
10

A lot of our

Or who (inaudible) closed 15 deals

That’s one a month.

That’s like really

Let’s get a change.
Well, that’s for commission, not investing.

Correct?
By the way, we have a couple realtors, Terry
Sims (phonetic), he went from doing 15, 20 deals a
year to over 600 with us.

11

AUDIENCE:

Geez.

12

ROBERT SHEMIN:

Look him up.

Terry Sims.

13

He’s one of the top realtors in the country.

14

got a couple other realtors -- and, again, most

15

realtors -- you know, I know you guys are go-getters,

16

but most aren’t.

17

If they don’t apply it, nothing happens.

18

They have to apply what we teach.

Ann right now bought a brokerage, correct?

19

She’s an investor.

20

residential.

21

their way, what’s going to change?

22

We’ve

She’s killing it.

Commercial,

But most of (inaudible) continue on

So we’re going to show you a couple videos.

23

What’s something else you learned yesterday?

And then

24

we’ll move on.

25

Anything else you learned yesterday that you liked?

Then we’ll start catching up.
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1

How about contracts?

Remember that?

2

seller contract.

3

some money.

4

recommend for you?

5

and learn (inaudible) title lawyer.

6

to your contract worries?

I think that might save or make you

Who does my contracts (inaudible)
(Inaudible) know and understand

7

AUDIENCE:

8

ROBERT SHEMIN:

9
10

Buyer contract,

What does that do

Takes them away.
And we’re not even done with

contracts yet.
So what I want to do real fast, and I

11

promised you yesterday -- and we got a little behind,

12

my apologies.

13

know there’s always one or two people that, you know,

14

say, well, I want to do this, but I’m not sure, has a

15

little bit of that kernel of -- I call it excitement.

16

You might call it fear or doubt and (inaudible) taken

17

away real quick.

18

do it this morning.

19

AUDIENCE:

20

ROBERT SHEMIN:

I’m going to show you some videos.

I

I said yesterday after lunch, we’ll
Would that be okay for everybody?
Yes.
These are just randomly --

21

and by the way, these are in no necessary order.

22

just randomly went around our Vegas Summit and some of

23

our advanced meetings with my camera, very

24

unprofessional, and just walked up to some of our

25

students, not in any order, not the best ones.
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1

not showing the most successful ones by far, although

2

one might pop up.

3

going on?

4

Fair?

5

do?

I just went and say, hey, what’s

What are you doing?

How are you doing?

Somebody asked yesterday what do the students
So I just randomly picked some.

6

Is that fair?

They’re not recorded professionally.

One or

7

two of them are very noisy because this is like at a

8

break and everyone is talking, so you can’t hear, so

9

I’ll just kind of translate it.

I’m just going to

10

spend like three minutes on this, maybe six.

11

okay with everybody?

12

Is that

Now, you (inaudible) the last one I’m going

13

to show you -- I will save it for last because she’s

14

very special to me.

15

humor?

16

And I was trying to get her to like me a little more.

17

She just (inaudible) just won’t kind of like come

18

around.

19

really -- ah, I’m excited to see her video.

20

You all got a good sense of

I love this lady.

She’s amazing.

I love all my students.

I just love this woman.

I

So anyway this -- the first one I’d like to

21

show you, here on the right -- how about make

22

nicknames for people or yourself has a nickname for

23

your friends?

24

nicknames for most people to remember them.

25

the right, her name is Tina and my nickname for her is

Anybody use nicknames?
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1

Amazing Tina.

She cannot speak or hear.

2

estate, before she came to our training, she was

3

selling boutique clothes in a Tel Aviv shop.

4

asked her, oh, you have a translator because she

5

doesn’t speak or hear.

6

a little sign language?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

AUDIENCE:

10

Before real

And I

Does anybody in the room know
You do?

Oh, no, I was (inaudible).
(Inaudible).

(Inaudible).

ROBERT SHEMIN:

Oh, okay.

I know some sign

11

language.

I’m not fluent, but enough.

Anyway, so I

12

asked her, how did you do in the store, you must have

13

had a translator because people don’t know sign

14

language.

15

I’m like, well, how did you sell clothes, because she

16

was the number one saleswoman.

17

hands.

18

bought them.

She goes, no, I didn’t have a translator.

She goes, I use my

I just, you know, handed them clothes and they

19

(Laughter.)

20

ROBERT SHEMIN:

Tina has something that most

21

people don’t have.

Some don’t have it for sure.

22

She’s been with us about three years now.

23

over 40 deals.

24

She’s not an American citizen.

25

card here or a bank loan or seed capital like some of

She’s done

That’s about 10, 12 a year, I guess.

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

She can’t get a credit

EX 13, p. 35

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 37 of 291
36
1

you all got.

She flies over once a year.

We offered

2

to get her a translator so she could talk to people

3

over the phone.

4

and Cleveland.

5

does everything from email.

6

in sign language.

7

word for that.

She does most of her deals in Atlanta
And she said, I don’t need one.

She

She had to invent words

This is flip.

They didn’t have a

That’s Trump.

8

(Laughter.)

9

ROBERT SHEMIN:

That’s her husband on the

He came with her.

And I asked Tina, I said,

10

left.

11

why do you want to do real estate?

12

well, I was really miserable, I wasn’t making money, I

13

was stuck like some people, and I have three kids.

14

And she goes, what kind of role model would I be for

15

my kids to show them a woman who is miserable and not

16

making money, who the world looks down upon because

17

she has a handicap?

18

community that I can go out and become wealthy and I

19

can be super-happy and I can be super-successful.

20

I go, holy camoly.

21

And she said,

I want to show my kids and my

And

And she’s done it.

She also goes, I want to help my community.

22

We now have seven deaf needs students who are all

23

doing deals.

24

asking her about the deals she’s doing.

25

started with this video, and she keeps saying, thank

She takes all my excuses away.
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1

you, I love this, thank you, I love this, thank you, I

2

love this.

3

happy, always smiling.

4

me.

5

translator, of course.

6
7

She’s never complained.

She’s always

She’s a real inspiration to

She’s also (inaudible) train a little bit with a

Now, we have a translator here because I’m
not super-fluent.

8

(Video playing.

9

ROBERT SHEMIN:

Poor sound quality.)
Sixty-three to buy it, write

10

it down, seven to fix it, all over the phone using our

11

system, which works wherever you are.

12

10,000 kilometers away.

13

(Video playing.

14

ROBERT SHEMIN:

15

Poor sound quality.)
And it sold for 130,000.

She made about --

16

AUDIENCE:

17

ROBERT SHEMIN:

18

She’s 8,000,

60,000.
Yeah, but she didn’t net

that because she had a money partner.

19

(Video playing.

20

ROBERT SHEMIN:

Poor sound quality.)
She got money partners for

21

(inaudible) money in at 10 percent.

22

deal to them and then they (inaudible) two or three or

23

one or whatever.

24

(Video playing.

25

ROBERT SHEMIN:
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1

first five, six months, and she probably does one or

2

two deals a month now, rentals, rehabs.

3

America once a year just to meet her team.

4

(Video playing.

5

ROBERT SHEMIN:

She comes to

Poor sound quality.)
(Inaudible) with her, but

6

it’s just amazing.

7

with us for about three years now, I guess.

8

going to run through these real quick if that’s okay.

9

She’s always happy.

She’s been
I’m just

Yeah, that’s a girl I did a couple deals

10

with.

This is the Vegas Summit.

11

have a lot of time, so I’m going to skip through a

12

couple of them.

We don’t

Let’s see here.

13

(Video playing.

14

ROBERT SHEMIN:

15

UNIDENTIFIED FEMALE:

16

ROBERT SHEMIN:

17

UNIDENTIFIED FEMALE:

18

ROBERT SHEMIN:

19

UNIDENTIFIED FEMALE:

20

ROBERT SHEMIN:

21

UNIDENTIFIED FEMALE:

22

ROBERT SHEMIN:

23

UNIDENTIFIED FEMALE:

24

ROBERT SHEMIN:

25

Let’s see.

Poor sound quality.)
(Inaudible).
Yeah.

Awesome.

12 percent.

Congratulations.

Thank you.

Yeah.

(Inaudible) rehab.
We have (inaudible).

Development.
(Inaudible).

That’s great.
It’s really exciting.

What would you tell people

thinking about coming to this?
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1
2

UNIDENTIFIED FEMALE:
day.

ROBERT SHEMIN:

4

UNIDENTIFIED FEMALE:

5

ROBERT SHEMIN:

6

the Vegas Summit.

7

from.

8

DON:

Hey, it’s Robert up here at

Montana, Kalispell.

11

JUANITA:

And?

Juanita (inaudible), Don’s

(inaudible).

13

ROBERT SHEMIN:

And what’s your regular job

before real estate?

15

JUANITA:

16

ROBERT SHEMIN:

17

JUANITA:

18

Thank you.

Hey, Don (inaudible) from Northwest

ROBERT SHEMIN:

14

Wow, thanks so much.

Say your name and where you’re

10

12

Seize the

Change your life.

3

9

Oh, do it.

He’s a contractor.
And you are?

And I work with a financial

advisor.

19

ROBERT SHEMIN:

Great.

Now, let me ask you

20

this, what do you all think about this summit?

21

it going?

22

JUANITA:

23

DON:

24

JUANITA:

25

How’s

We’re having such a great time.

Fantastic.
And we’re learning so much.

It’s

been awesome.
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1
2

ROBERT SHEMIN:
on a contract.

3

JUANITA:

4

ROBERT SHEMIN:

5

DON:

Fixed up, it’s got an ARP of

ROBERT SHEMIN:
realtors, all that stuff.

10

JUANITA:

11

DON:

12

ROBERT SHEMIN:

13

And what’s it worth fixed

approximately 300,000.

8
9

We do.

up?

6
7

And you got your first deal

you know that.

(Inaudible) 300 (inaudible)
Repairs are about 50,000.

Yes.

Right.
And you’re the contractor,

You’ve checked it out?

14

JUANITA:

Oh, yeah.

15

DON:

16

ROBERT SHEMIN:

Yeah.
Great.

So that is 300 after

17

repaired value, comps, realtors, this is not stores or

18

(inaudible).

19

what repairs are (inaudible) verify them.

20

minus 50, that’s 250.

21

He’s the contractor, so he should know
50 -- 300

Let me teach you something from this.

22

going to teach you.

23

offer?

24

your profits of your business.

25

deals you want to do.

What’s your maximum allowable

MAO, write that down.
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1

net 250, if you want to make 50 grand a deal, what

2

would you offer?

3

AUDIENCE:

Two hundred.

4

ROBERT SHEMIN:

Oh, around 190, 200.

You’re

5

right on -- you know, with some closing costs, you’re

6

right on.

7

control, folks.

8

and you would probably make 30, 40 grand, you know,

9

pretty quick.

Maximum allowable offer, MAO.
You like that?

So you’d offer 200

Not horrible.

10

(Video playing.

11

ROBERT SHEMIN:

12

What’s the contract for?

13

JUANITA:

14

ROBERT SHEMIN:

Poor sound quality.)
What are you buying it for?

153.
153.

What’s 153 plus 50?

15

About 200, 203, 205, 210, for closing.

16

they going to sell it for?

17

AUDIENCE:

18

ROBERT SHEMIN:

19

You’re in

And what are

They made a $97,000 profit.
Do the math.

That’s one

deal, folks.

20

Fifty-three plus 150 is about 200.

21

JUANITA:

22

ROBERT SHEMIN:

23

Right.
You’ve got a few costs and

you’re going to sell it for 300?

24

JUANITA:

25

ROBERT SHEMIN:
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1

They’re using our system.

They’re going

2

(inaudible) the low, low quick cash, not the full --

3

the actual full (inaudible) 335, 340.

Remember I said

4

all (inaudible) following our system.

Are you all

5

starting to get this?

6

AUDIENCE:

Mm-hmm.

7

ROBERT SHEMIN:

8

(Video playing.

9

DON:

Poor sound quality.)

We haven’t even gone there yet.

10

JUANITA:

11

ROBERT SHEMIN:

12

JUANITA:

13

ROBERT SHEMIN:

14

That’s one deal, folks.

Yeah, I know.
About 80, 90 grand.

(Inaudible) yeah.
That’s great.

think?

15

JUANITA:

16

(Video playing.

17

ROBERT SHEMIN:

Ah, we’re getting it.
Poor sound quality.)
Hi, it’s Robert.

18

somebody from the Middle East.

19

Israel with Arrit (phonetic).

20

ARRIT:

21

ROBERT SHEMIN:

22

(Video playing.

23

ROBERT SHEMIN:

24
25

What do you

This is

I’m here in Tel Aviv,
How are you?

(Inaudible).
We have (inaudible).
Poor sound quality.)
And you just got back from

your trip to Memphis, Tennessee.
ARRIT:

That’s right.
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1
2

ROBERT SHEMIN:

And how long have you

(inaudible)?

3

(Inaudible) March 3rd.

4

ARRIT:

5

ROBERT SHEMIN:

6

A year and a half.
How many deals have you done

about?

7

ARRIT:

8

ROBERT SHEMIN:

9

AUDIENCE:

10

Fifteen deals.
How long?

Year and a half.

ROBERT SHEMIN:

In a year and a half.

11

That’s almost a deal a month.

12

month or two takes a little bit of time.

13

deal worth?

14

AUDIENCE:

15

ROBERT SHEMIN:

16

AUDIENCE:

17

ROBERT SHEMIN:

18

Yeah, I mean, the first
What’s one

Five, ten, 20, 30, 40, 50.
Five, ten?

(Inaudible).
I mean, little tiny, tiny

flips, like tiny home (inaudible) flips.

19

AUDIENCE:

Are they wholesale or flips?

20

ROBERT SHEMIN:

Ah, ah, the lowest thing I

21

want to wholesale myself is 500.

I did like an $8,000

22

deal on Nashville.

23

wholesale.

24

expensive markets like Memphis and Cleveland.

25

a student named Kong, you can look him up.

My average is 8 to 20,000 a

Now, you got to (inaudible) I’m in
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1

wholesales in Seattle.

He makes 30 to 80,000 per

2

wholesale.

3

ten is like -- I mean, it’s possible, but it’s super

4

low.

The homes are more expensive.

5

(Video playing.

6

ARRIT:

7

ROBERT SHEMIN:

8

But five to

Poor sound quality.)

It’s 26 units.
So you have a 26-unit

apartment building.

9

ARRIT:

Uh-huh.

10

ROBERT SHEMIN:

11

That’s one of her (inaudible).

12

-- (inaudible) good, how much cash flow a

13

month do you think?

14

In Memphis.

15

ARRIT:

16

ROBERT SHEMIN:

17

ARRIT:

18

It should range for 500 each.

It’s 25 plus one of them is going to

ROBERT SHEMIN:

Yeah, so it’s like $12,000 a

month.

21

ARRIT:

22

ROBERT SHEMIN:

23

500 times how many units?

be laundry.

19
20

And after you --

Okay.
You’ll make a couple

thousand a month after all the expenses.

24

ARRIT:

That’s right.

25

ROBERT SHEMIN:
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1

partner.

2

ARRIT:

3

ROBERT SHEMIN:

4

That’s right.
So you don’t have too much

of your own money in.

5

ARRIT:

I didn’t put any money in.

6

ROBERT SHEMIN:

Correct.

And right now

7

we’re talking and you have four more deals, correct,

8

that you’re going to sell, keep, trade, collect.

9

Having fun?

10

ARRIT:

I’m having so much fun.

I think

11

it’s -- it’s been the best years I’ve had (inaudible)

12

life.

13

level.

This was, you know, bringing me to the next
I really, really enjoy this.

14

ROBERT SHEMIN:
Here we go.

I’ve got (inaudible).

15

see here.

16

she never answers my questions.

17

(Laughter.)

18

ROBERT SHEMIN:

Let’s

Oh, this lady is so excited,

Her name is Dossie.

She

19

lives 8,000 miles away.

She just completed -- how

20

many (inaudible) deals?

Yes?

21

AUDIENCE:

Yes, how that work with the money

22

-- the money (inaudible) if you buy something

23

(inaudible).

24
25

ROBERT SHEMIN:
(inaudible) money partner.
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1

the bank and gets the loan.

Remember that from the

2

apartment building yesterday?

3

of the room.

4

The lawyer draws up all the paperwork to protect him,

5

and we give him 10, 20, 30 percent, an interest rate,

6

whatever we negotiate.

You might have been out

He went to the bank and got the loan.

They’re all different.

7

Some money partners put the cash in and say

8

I want 8 percent, 10 percent amount of money, I’ll do

9

it for five years.

I did that yesterday on a $1.2

10

million house I got for 750, and the money partner

11

said, I’ll put the money up for five years and I want

12

10 percent interest plus 20 percent of the profits.

13

The lawyers wrote it up, recorded it to

14

protect it, so if I disappear, they have a house, just

15

like if the bank loans you money.

16

different.

17

deal, half the deal, 30 percent of the deal, whatever

18

you negotiate.

19

question?

Every deal is

You (inaudible) interest rate, part of the

Don’t offer (inaudible).

Is that your

20

AUDIENCE:

Mm-hmm, thanks.

21

ROBERT SHEMIN:

22

The reason I want to share this next lady

Good question.

23

with you -- is this okay for you all?

24

right?

25

and a half years with us.

Thank you.

Is it all

She just completed her fiftieth deal in three
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1

East.

2

international.

3

right outside of Orlando.

4

development.

5

for five million.

6

and a half million net.

7

everyone, little houses.

8

developments.

9

excited, she keeps messing numbers up.

10

Again, 10, 20 percent of her students are
She just completed an $8 million deal
Her husband bought a condo

They fixed it up a bit and they got it
They’re going to make well over $2
They started out just like
Now they do larger

Her name is Dossie and she gets so
She

(inaudible).

11

(Video playing.

Poor sound quality.)

12

ROBERT SHEMIN:

13

Hello, it’s Robert.

14

You notice how everybody looks happy?

Okay, congratulations.

15

Everybody, you notice they look happy?

16

happy?

Why are they

17

AUDIENCE:

18

ROBERT SHEMIN:

19

They’re loving it and enjoying it.

20

you do, if you’re not happy, please do something else.

21

If you’re not fulfilled, do something else.

22

estate is not for everybody.

23

the room that look really happy and some people that

24

don’t look so happy.

25

Making money.
They’re making money.

I’m really happy.
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1

are happy.

I know these folks are happy.

2

(Video playing.

3

DOSSIE:

4

ROBERT SHEMIN:

5

Dossie (inaudible).

DOSSIE:

7

ROBERT SHEMIN:

Ten.

DOSSIE:

10

Another two (inaudible).

ROBERT SHEMIN:

DOSSIE:

13

ROBERT SHEMIN:

Both.

DOSSIE:

16

ROBERT SHEMIN:

And where are you

Jax, Florida.
And you made some money on

the deals?

18

DOSSIE:

19

ROBERT SHEMIN:

20

Wow.

buying and fixing?

15

17

Are you buying, fixing and

selling or renting?

12

14

That was the first eight

months.

9

11

And how many deals have you

closed, ma’am?

6

8

Poor sound quality.)

Yes.
Give me a range of what you

make on each deal (inaudible)?

21

DOSSIE:

For a rental, it’s $5,000.

22

ROBERT SHEMIN:

Now, let me explain, she

23

hopes she sells them to her money partners and make a

24

$5,000 up-front fee.

25

investor.

Then she owns it 50/50 with the

They split the rent 50/50, the tax
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1

writeoffs, and the equity.

So she’s making $5,000

2

cash.

3

wholesale when you do the rehabs and (inaudible) money

4

to pay bills?

Remember yesterday we showed you how to

5

(Video playing.

6

DOSSIE:

Poor sound quality.)

The flips (inaudible) we flip them

7

and divide the profits 55 for the -- for the investor

8

for my buyer and 45 percent for us.

9

ROBERT SHEMIN:

55/45 --

10

What are you making on the deal about?

11

DOSSIE:

12

ROBERT SHEMIN:

13

On the rental?

(inaudible).

14

DOSSIE:

15

ROBERT SHEMIN:

16

Wow.

17

DOSSIE:

18

ROBERT SHEMIN:

19

DOSSIE:

20

ROBERT SHEMIN:

21

DOSSIE:

22

ROBERT SHEMIN:

23

No, on the flip, on the buy

Around 30 to $40,000.
That’s what they get.

And you’re doing it long distance?
Yes.
You’re here in Israel.

Yes.
And the properties are in?

Jacksonville, Florida.
And you’ve done ten deals in

how long?

24

DOSSIE:

Less than six months.

25

ROBERT SHEMIN:
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1

DOSSIE:

That’s amazing.

We love it.

2

ROBERT SHEMIN:

3

DOSSIE:

4

ROBERT SHEMIN:

5

then we’ll go back to real estate.

6

you to know about her.

7

or worked a job in her life.

8

background.

9

Christian missionary in Africa for many, many, many

Congratulations.

Yes.
Here’s my lady coming up and
This lady, I want

She has never had a business
She has no business

This woman is an angel.

She was a

10

years, from the time she was like 17 until the

11

present.

12

business.

13

money.

14

get paid?

No pension, no retirement, no college, no
How can she do real estate?

She was a missionary.

15

AUDIENCE:

16

ROBERT SHEMIN:

Nothing.

lives for a long time.

18

she figured out a way to do it.

19

something (inaudible).
(Video playing.

21

ROBERT SHEMIN:
Retha, from Portland.

But

If you want to do

Poor sound quality.)
I am here with a young lady,

Here’s my lady.

23

RETHA:

24

ROBERT SHEMIN:
Summit.

She was out saving

I respect her immensely.

20

25

What do missionaries

Nothing.

17

22

She had no

Yes.
And we’re here at the Vegas

How are you this morning?
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1

RETHA:

2

ROBERT SHEMIN:

3

I’m good.

start real estate?
RETHA:

5

ROBERT SHEMIN:

Yeah, I started when I was 70.

RETHA:

8

ROBERT SHEMIN:

9

RETHA:

10

16
17
18
19

How’s it going?

It’s going great.

ROBERT SHEMIN:

Good.

You’ve done how many

RETHA:

Yeah, I just bought my

Great.

fourth one yesterday.

14
15

Yes.

deals?

12
13

And you’ve been with us

about a year and a few months, correct?

7

11

And when did you

You started really young, right?

4

6

Good.

ROBERT SHEMIN:

Or Oregon where there’s no

deals.
RETHA:

Yeah, where there’s no deals.

There’s lots of deals.
ROBERT SHEMIN:

Tell us (inaudible) the deal

and what did you make on it.

20

RETHA:

21

ROBERT SHEMIN:

22

RETHA:

About.

About 53,000.
Wow.

The first one we -- this is the big

23

story, this first one made 30 and then paid all of the

24

education expenses for (inaudible).

25

ROBERT SHEMIN:
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1

last one you made about 50,000 plus?

2

RETHA:

Yes.

3

ROBERT SHEMIN:

Look at the little smile on

4

her face.

5

(inaudible) and you make 53 grand on your first deal

6

or 30 or whatever it is?

7

And she likes doing it.

8

What’s three times 50, 60 grand?

9

Can you imagine never getting a salary or

AUDIENCE:

10

It doesn’t really matter.
She does about three a year.

150.

ROBERT SHEMIN:
Huh?

150.

Yeah, not bad for a

11

missionary.

Now, that’s not a lot of money to

12

some of you all, but for somebody who’s never made

13

money, that really makes a big difference in their

14

life.

Correct?

15

AUDIENCE:

Yeah.

16

ROBERT SHEMIN:

One deal, folks, right?

And

17

every week or month you don’t do it, that’s what it’s

18

costing you, whatever it is, if you really do it.

19

I could go on and on.

20

these.

21

this special lady.

22

I’ve got hundreds of

I mean, I just randomly pulled some except for
So that’s that.

Anyway, what I want to do very quickly is

23

give you all a couple gifts today.

24

some gifts?

25

AUDIENCE:
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1

ROBERT SHEMIN:

Some really good gifts.

2

Let’s see here.

3

contract, but I want to give you a $200,000 gift.

4

you all pull your contracts out from yesterday?

5

almost finished, but there’s about five, ten more

6

minutes on this to wrap up, if that’s okay.

7

we’ll do our deal in about ten minutes or so.

8

your contracts out.

9

And we’ve got to finish up some

Contracts.

Can
We

And then
Get

Sound good?
We got about 70 percent of the

10

way through it yesterday.

11

and I recommend for you (inaudible) or your realtor

12

can or your -- you know, the whole (inaudible) and

13

then run it by your (inaudible) and have a mentor look

14

at it.

15

He does my contracts for me

Probably about two years ago, I’d been

16

involved in well over a thousand transactions.

17

(Inaudible) does 200 investor (inaudible) a month.

18

have a system.

We

We have a what?

19

AUDIENCE:

System.

20

ROBERT SHEMIN:

My (inaudible) fax or email,

21

we’ll take a picture of the contract before I sign it.

22

He looks at it, and if he sends notes, we call them or

23

don’t sign it.

24

without any notes or a message.

25

If he sends it back, we sign it

AUDIENCE:
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1

ROBERT SHEMIN:

And then I sent it to my

2

mentor either before or after I sent it to my title

3

lawyer.

So how many eyes are looking at it?

4

AUDIENCE:

Three.

5

ROBERT SHEMIN:

Three sets, mine, mentor and

6

title lawyer.

How many think that’s a pretty good

7

system?

8

(inaudible) good stuff (inaudible).

9

mistake on an investment deal, it will cost you 20,

Because you can make a mistake and
If you make one

10

40, 50 grand, 30 grand.

I’ve seen people lose a

11

million dollars.

12

building by not putting the right clause in a trust

13

because they did the legal work themselves.

14

kidding.

15

we teach.

16

mistakes.

I’ve seen people lose an apartment

I’m not

This is why we’re so passionate about what
We’ve seen people out there make these

17

About two and a half, three years ago, I was

18

in a $280,000 (inaudible) deal in Nashville and it was

19

a good contract.

20

at it.

21

things.

22

(inaudible).

23

and Wednesday in about two hours or three hours he

24

sent it back and no notes, looked good.

25

my mentor, and my mentor’s never done this, the new

It was about five pages.

I looked

The seller used their contract (inaudible)
And it looked pretty good to me.

I

I remember it was a Wednesday morning,
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1

one I was using, never done this before.

2

text, 911, call me now, don’t sign the contract.

3

What does that mean?

4

AUDIENCE:

5

ROBERT SHEMIN:

He sent me a

(Inaudible).
He had never done that

6

before to me.

You know, he always sent me texts, hey,

7

we’ll talk later or don’t -- you know, let’s talk

8

about the contract before you sign it.

9

hey, Robert, who looked at this contract?

911.

He goes,

I said,

10

well, I sent it to Phil, man, Phil’s a genius.

11

is a genius.

12

Phil

He’s been in (inaudible) 15 years.

Let me ask you all a question.

Has anybody

13

in this room ever gotten in a rush, gotten stressed

14

out, skipped a step?

You ever done that?

15

AUDIENCE:

Yeah.

16

ROBERT SHEMIN:

That’s what people do

17

sometimes, even the best people, right?

18

turn to page 3, paragraph 2, subsection 7A.

19

in an $8,400 fee in real small writing, and for some

20

reason, I didn’t catch it and Phil didn’t catch it.

21

Now, me not catching it is acceptable because I hire

22

professionals.

System.

23

AUDIENCE:

24

ROBERT SHEMIN:

25

up?

They put

What do we have?

System.
I called Phil.

Oh, what’s wrong, Robert?
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1

I sent you Wednesday morning around 9:00?

2

Well, I sent it back.

3

subsection 7A.

4

renowned (inaudible) title investing for other

5

attorneys, (inaudible) a lot of money.

6

literally started crying.

7

handle when a woman cries.

8

brain freaks out, right?

9

another guy is crying.

10

Oh, yeah.

Look at page whatever, just

The guy is 47 years old.

He’s a very

But, geez, he

By the way, males cannot
You know that part of our
We really can’t handle when

And I hear, Robert, oh, my God, I’m so

11

sorry.

I’m like, Phil, take it easy, man.

12

crying, like stop -- I go, what’s going on?

13

had called Wednesday morning.

14

has a 12-year-old -- got in trouble at school.

15

thought it was really bad.

16

panicked, freaked out because the mom was freaked out.

17

Has that ever happened to anybody in this room?

18

AUDIENCE:

19

ROBERT SHEMIN:

Stop
His wife

One of his kids -- he
They

He dropped everything,

Mm-hmm.
It happens (inaudible) every

20

week.

Anyway, and they went to school, it wasn’t that

21

bad.

22

wife was freaking out.

23

look at it.

24

That’s a relationship.

25

but don’t ever do it again.

He said, I got in a rush, I got stressed out, my
I’m sorry, I didn’t really

He goes, Robert, I’ll pay you the $8,400.
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1

folks, $8,400.

2

it happen to?

But if it happened to me, who else can

3

AUDIENCE:

4

ROBERT SHEMIN:

5

Anybody.
Right?

People, watch your

system.

6

So let’s get back into contracts.

7

quickly, you will (inaudible) offer too much too soon

8

and you (inaudible) yourself too short a time to

9

close.

So I’m going to go very quickly.

Very

I’m looking

10

at number 7 on the front page of the contract.

11

need one?

12

AUDIENCE:

13

ROBERT SHEMIN:

Yeah.
There you go.

14

need one?

15

one?

16

yeah.

17

need another one (inaudible).

18

this up real fast.

19

many questions yesterday.

20

Do you

All right, grab one.

You want an extra

We’ve got plenty here, right?

We’ve got plenty,

(Inaudible) need a couple here.

Sound good?

Anybody else

I (inaudible)

So we’re going to wrap
Because we had so

So on number 7, on the front page,

21

settlement and closing.

Seller warrants that he or

22

she (inaudible) upon entering this agreement.

23

you want to have a closing day?

24

listen, most closings take 30 days, but some may be a

25

little longer.

Now,

I mainly tell people,

I’d rather tell you 45 and close at
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1

30.

2

a lot of residential contracts, I get 40, 60, 90 days

3

to close because I tell them that.

4

realtor, bank, sophisticated seller or wholesaler,

5

they’re not going to give you that long in many cases.

6

There’s exceptions.

7

AUDIENCE:

8

ROBERT SHEMIN:

9

I don’t want to tell you 30 and close at 31.

decision.

So

Now, if it’s a

Everybody say I understand.
I understand.
Then you got to make a

If it’s too short and you’re a beginner,

10

don’t do the deal, you will make a mistake.

I don’t

11

do deals where they say you have three days to close.

12

It’s too much pressure.

13

your team ready at first, so when you get those quick

14

deals -- and you’ve got to train yourself -- then

15

you’re able to make those decisions and act quickly.

16

Remember I said build your team first?

That’s why you got to have

17

So whenever (inaudible) 30 days to close, 60

18

days to close, but (inaudible) offer too much too soon

19

and give yourself too short a time to close.

20

Now, number 7 on the bottom says seven days

21

from the above-stated date.

22

buyer an extra seven days to close.

23

some of your deals.

24

vacation or your hard money lender needs a couple days

25

to do some paperwork.

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

That gives you as the
That will save

Sometimes your lender is on

Now, if you’re buying, scratch

EX 13, p. 58

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 60 of 291
59
1

that out -- excuse me, if you’re selling, scratch that

2

out.

3

correct?

4

days.

If you’re buying, you want an extra seven days,
If you’re buying, you want an extra seven

If you’re selling, you can?

5

AUDIENCE:

Scratch it out.

6

ROBERT SHEMIN:

Scratch it out.

Correct?

7

I’m not going to give you all the technicalities on

8

this.

9

You only need one way out.

There’s a lot of ways out of this contract.

10

Now, turn the contract over and (inaudible)

11

to give you a $200,000 deal.

12

top (inaudible) closing costs, buyers will pay the

13

final cost of transfer and title.

14

which boxes do I check?

15

None.

Is that fair?

On the

If I’m buying,

Good answer.

Now, the next little sentence, the following

16

items will be prorated at closing.

17

prorate.

Realtors love to

What do realtors love to do?

18

AUDIENCE:

Prorate.

19

ROBERT SHEMIN:

Oh, Robert’s closing on the

20

15th of the month, there’s $3,000 of rent, so the

21

seller should get half the rent, $1,500, and Robert,

22

the buyer, should get half the rent at $1,500.

23

many of you all have done that before?

24

makes no sense to me.

25

me all the rent.

Well, that

I’m buying the property, give

You pay all the taxes.
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1

dealing with highly motivated sellers, guess what some

2

of them will say?

3

AUDIENCE:

4

ROBERT SHEMIN:

5

Okay.
Okay.

But if you don’t ask,

you’ll never get it.

6

Now, some sellers will say, no, we’re not

7

prorating it.

One of our students (inaudible) did a

8

108-unit apartment building in Atlanta.

9

contract.

He used this

This big attorney from New York who was

10

representing the hedge fund selling it, he found

11

(inaudible) it’s a wholesaler (inaudible) hedge fund,

12

said, I’m not (inaudible) deal with an attorney.

13

There’s no way we’re not prorating the rents and the

14

taxes and the insurance.

15

closing costs.

16

said, ah, this is Georgia, please turn the contract

17

over, it’s standard.

And we’re not paying all the

And Aaron had been trained and he

It’s what?

18

AUDIENCE:

19

ROBERT SHEMIN:

20

He’s from New York.

21

a?

Standard.

Huh?

22

AUDIENCE:

23

ROBERT SHEMIN:

What did the lawyer say?
It’s standard.

He followed

System.
System.

This is a hedge

24

fund.

They’re actually in the Wall Street Journal.

25

They bought about 30 huge apartment buildings, I mean,
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1

1,000 and 5,000 units most of them at the crash.

2

Wall Street Journal said this fund made over a billion

3

dollars’ profit.

4

York hedge fund investors.

5

Atlanta, they bought for 194 units, it’s like you

6

throwing out a pair of old shoes.

7

The

They were super-smart amazing New
This apartment building in

A week later, we did a video closing.

In

8

other words, we had a video hookup where our student

9

was overseas.

I was on the phone.

Our title attorney

10

was on the call, the New York hedge fund lawyer was on

11

the call and the owner of the hedge fund popped up.

12

And after we closed and the money was transferred,

13

it’s all done long distance electronically, are you

14

with me?

After it closed.

15

AUDIENCE:

16

ROBERT SHEMIN:

When?

After.
And the money was

17

transferred, I asked the lawyer, the $900 an hour New

18

York attorney, Shearman Sterling, and the owner, on

19

behalf of our student, I said, just curious, you all

20

ended up paying all the closing costs and not the

21

prorations.

22

proration is not going to make you a fortune, but it

23

could save you $1,000, $2,000, $5,000.

24

some or 90 unit apartment building, we’re talking

25

about $80,000 of rent, we’re talking about $70,000 of

Now, on a one-bedroom house or duplex,
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1

closing costs.

Guess who paid all of it?

2

AUDIENCE:

They did.

3

ROBERT SHEMIN:

4

extra for our student.

5

he got some help.

6

They did.

That was $150,000

He was glad he got trained and

Anyway, I asked the owner, why did you pay

7

him?

And the lawyer said, oh, well -- and the owner

8

said, be quiet, lawyer.

9

and said, oh, this crazy kid bought this apartment

He said, my lawyer called me

10

building and says that in Georgia it’s standard that

11

we pay all the closing and proration.

12

it and I want to do some research and get us out of

13

this.

14

I don’t believe

And guess what the owner said on the video

15

call?

I’m tired of my lawyer researching for $90,000

16

and I save 50.

17

ton of money on this building, we bought it cheap, who

18

cares, just sign the darn thing and shut up and stop

19

billing me.

20

if you don’t ask, when will you get it?

So I told the lawyer, we’re making a

You never know why people do things, but

21

AUDIENCE:

Never.

22

ROBERT SHEMIN:

Never.

How many of you all

23

like that?

They paid all the closing and proration.

24

You’re not going to get it all the time.

25

you get it once out of every five deals over the next
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1

ten years?

2

Let’s keep going.

Okay?

The next one is

3

the buyer may extend an additional 30 days of paying

4

the seller -- I’m very generous -- $100 in cash.

5

will give you an extra 30 days right above number 8.

6

The buyer may extend the closing an additional 30

7

days.

If you’re selling, scratch that out.

8
9

That

Buyers (inaudible) final inspection the day
of closing.

If you’re selling, scratch that out.

10

Now, how many of you all think that’s fair?

11

realtors and banks say no, you’ve got to close in 30

12

days, you get five to seven days (inaudible), correct?

13

How many of you all think that’s fair?

14

AUDIENCE:

15

ROBERT SHEMIN:

Most

What number again?
We’re right above number 8.

16

I have to go very fast because there’s a lot to cover.

17

The buyer may extend the date -- the closing date an

18

additional 30 days by paying the seller $100 in cash,

19

right above number 8 on the second page.

20

AUDIENCE:

21

ROBERT SHEMIN:

Got it?

Mm-hmm.
The buyer reserves the right

22

to a final inspection the day of closing, right above

23

number 8.

Got it?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

it out.

If you’re buying, leave it in.

2

get out of that close.

3

and the realtor says, no, they want to give you seven

4

days.

5

no sense to me.

6

Realtor, Mr. Bank, are there hurricanes in Florida?

7

Yes or no?

Ask these questions.

AUDIENCE:

9

ROBERT SHEMIN:

It makes

Mr. Seller, Mr.

Yes.
Are there tornadoes in

Tennessee if you’re buying in Tennessee or wherever?

11

AUDIENCE:

12

ROBERT SHEMIN:

13

So you’ve got 30 days to close

Is that pretty common, 10 days, 15?

8

10

Here’s what I

Yes.
Is there vandalism in this

state?

14

AUDIENCE:

Yes.

15

ROBERT SHEMIN:

Even in nice neighborhoods.

16

Who has ever seen the movie “Project X?”

17

it?

18

The day that movie came out, 30 kids in (inaudible)

19

went to blow up mansions and beautiful -- actually

20

blew up a home that was -- whatever.

21

freaky.

22

vandalism, blow up houses, burn them down in nice

23

neighborhoods.

24
25

Did you like

It’s a documentary -- quasi fake documentary.

They do it all the time.

Watch it, it’s

Kids throw parties,

So Mr. Seller, Ms. Realtor, you’re telling
me that I’m going to buy this house for 300 grand and
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1

I get seven days to inspect?

2

closing, a hurricane sucks the house out of the lot or

3

the water comes from the river three feet in the house

4

or some kids watch Project X and blow the house up or

5

tear the living room apart and now there’s no house

6

there and I got to buy a lot for 300 grand?

7

have insurance as the seller, correct?

8

that fair?

9

AUDIENCE:

And the day before

And you

I don’t.

Is

No.

10

ROBERT SHEMIN:

11

contractor out the day of closing.

12

still there, we’ll close on it.

13

or there’s water eight feet (inaudible) or the thing

14

slides -- I have a friend who had their house in

15

Malibu slide down the hill.

16

every house burned down.

17

got to buy a burned lot for 300 grand, or in

18

California, 1.6 million?

19

AUDIENCE:

20

ROBERT SHEMIN:

So I’m going to send my
If the house is

But if it’s not there

Paradise, California,

So you’re telling me I’ve

Is that fair?

No.
So is it okay if we go in

21

the day of closing and do a final inspection?

22

reasonable?

Say yes.

23

AUDIENCE:

24

ROBERT SHEMIN:

25

Is that

Make people think.
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1

thinking.

2

Are you going to get that on every deal?

3

No, some of these wholesalers or banks are going to

4

say, I don’t care.

5

time if we ask the right questions.

6

But, again, we get it most of the

Access, you need a way in.

Buyers shall

7

(inaudible) to show partners, lenders, inspectors,

8

number 10, and contractors prior to closing.

9

may place a sign on the property prior to closing for

10

Buyer

(inaudible) contractors and/or assigns.

11

Anybody know what “assigns” means?

Now,

12

realtors, we have tons of deals that will make you a

13

lot of money.

14

place under contract and they sign this contract,

15

which most do, we use their yard to get more buyers,

16

more sellers, more contractors and more renters the 30

17

or 60 days while we’re closing.

18

Here’s one of them.

When we put a

How many of you all like free advertising?

19

I don’t know why other realtors don’t do that.

20

if you’re selling, you can scratch that out, but

21

buyers -- we’re telling people exactly what we’re

22

doing.

23

buyer this property.

24

be really up-front with you?

25

right away we may sell the property, correct?

We may sell this property.
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1

Number 11.

This agreement (inaudible) buyer

2

and/or associates.

That can be anybody.

Assigns,

3

that’s who you’re wholesaling it to.

4

who bought your trust.

5

because it’s must too complicated for this group.

6

This agreement is also conditional upon

7

buyers’ inspection approval and acceptance of all

8

paperwork, leases, appraisals, tenant histories

9

(inaudible).

Nominees, that’s

I don’t want to go into that

One second before you sign the final

10

document to close to buy, whether it’s electronically

11

or physically, what can you do if they sign that

12

contract?

13

Say I don’t like the paperwork, I don’t like

14

the title work, I don’t like anything and I’m not --

15

what’s your risk of (inaudible) the contract?

16

(Inaudible) have any more offers (inaudible).

17

made 20 offers in the last 60 days?

18

offers in the last 90 days?

19

(Inaudible).

AUDIENCE:

21

ROBERT SHEMIN:

22

AUDIENCE:

23

ROBERT SHEMIN:

24

AUDIENCE:

25

Who’s made 10

No, for yourself.

Remember, we’re investors.

20

Who’s

We’re what?

Investors.
What’s going to change?

Quick question for you.
Quick question.

Since we’re realtors and we have

to use the realtor --
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1
2

ROBERT SHEMIN:
can.

3
4

Put in the clauses that you

AUDIENCE:

Okay, perfect.

We can put all

these in there, no issues?

5

ROBERT SHEMIN:

Whatever’s in the contract.

6

Check with your own broker and lawyers, yes, yes, yes.

7

You can put it in wherever you want.

8

so he has to use the Florida (inaudible) contract.

9

Every realtor does in every state.

10

He’s a realtor,

And I’d say take

the clauses you like and put them in your contract.

11

Now, here’s the big one.

I’m going to go

12

(inaudible) for three minutes.

I don’t want to spend

13

a lot of time debating it.

14

don’t.

15

here has been to other real estate seminars?

16

Did you study real estate somewhere else?

17

come on, I know some -- raise your hand.

18

very, very important.

Either you do it or you

This is $200,000 of free legal advice.

19

Who
Come on.

Raise -This is

Who had heard of wholesaling before

20

yesterday or Friday?

A couple, three or four people.

21

Now, the way -- all the seminars are great, all

22

education is great.

23

just say?

We love everybody.

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

any other seminar -- and I’ve been to most of them --

2

taught.

3

right way.

4

here to make you money, but to protect you.

5

fair?

We really do this.

We want you to do it the

We’re not here -- a mentor is not only

6

AUDIENCE:

7

ROBERT SHEMIN:

Is that

Yes.
So before we do our deal,

8

I’m going to give you this gift.

9

legal fees.

This is $200,000 of

This goes on every contract.

Write it

10

in, type it in, put it on a piece of paper and staple

11

it.

You can put it anywhere.

12

AUDIENCE:

13

ROBERT SHEMIN:

14

it.

Where can you put it?

Anywhere.
You can take a picture of

It goes on every contract.

15

AUDIENCE:

16

ROBERT SHEMIN:

17

AUDIENCE:

18

ROBERT SHEMIN:

Which contract?

Every.
Any exceptions?

No.
No.

So let’s move on.

Type

19

it in, write it in, put it on the back, put it on the

20

bottom, put it on the top, put it on a piece of paper,

21

staple it.

22

It goes on every contract.
This contract is contingent on seller or

23

buyer having good title.

24

good title now.

25

Seller or buyer may not have

I’ll explain it in just a minute.

Number two, I’m a real estate investor and
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1

may resell this property for an immediate profit.

2

Number three, I’m a real estate investor and do not

3

represent your interests.

4

these are very specific disclosures as an investor.

5

They go on every contract as an investor.

6

explain.

7

18th time.

Now,

Let me

Let me go through wholesaling again for the

8
9

You have to disclose.

I’m going to buy Alex’s property for 100
grand.

He bought it for 20 ten years ago.

I’m going

10

to wholesale it to Ms. Maxine, our rehab friend, for

11

110.

12

wholesale deal.

13

fixing it.

14

comps, she ran test ads.

15

qualified buyers for the property.

16

closed on it yet.

17

I’m going to make ten grand, a little dinky
It’s worth 200.

She’s spent about 15

She’s followed the system.

She ran her

She’s already got three
She hasn’t even

She’s had her contractor go by.

18

repairs are 15.

19

she likes me and I like Ms. Maxine.

She knows

She’s triple-checked the values and

20

AUDIENCE:

21

ROBERT SHEMIN:

Correct?

Yeah.
And Alex likes me because

22

I’m going to buy his house for 100 grand, no realtors,

23

no hangups, no wasting his time, nobody’s tromping

24

through his property too much, and Alex and I like

25

each other.

He’s making money.
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1

I have a contract to buy it for 100.

I can

2

assign it and the lawyer decides what to do.

3

grand to Maxine, we can do a double closing, collapsed

4

closing, triple closing.

5

sell the trust (inaudible).

6

and you?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

and having fun.

For 10

I can put it in a trust and
Who does all that for me

Title lawyer.
What’s my job?

Doing deals

We’re going to close in 21 days, 20

10

days to inspect, everything’s beautiful.

11

before closing, the title lawyer calls and says,

12

whoops, we found that -- I’m sorry, Alex -- your third

13

ex-wife didn’t sign the deed, there’s a lien against

14

it, there’s some old loan that didn’t come off.

15

that happen in some of these deals?

16

AUDIENCE:

17

ROBERT SHEMIN:

And the day

Could

Yes.
There’s a title problem.

18

Can’t close.

Maxine calls me just that day because we

19

talk to each other all the time because we really like

20

each other.

21

grand on this whole deal.

22

on my phone.

23

excited to close tomorrow.

24

teaches wholesaling.

25

called?

Right?

She’s going to make 50, 60, 70

I pick it up.

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

Maxine’s phone is ringing
Hey, Robert, I’m so
This is how everybody else

It’s called fraud.

What’s it

EX 13, p. 71

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 73 of 291
72
1

AUDIENCE:

Fraud.

2

ROBERT SHEMIN:

Fraud.

How many of you all

3

woke up this morning and said, you know, I think I’m

4

going to commit some fraud?

5

(Laughter.)

6

ROBERT SHEMIN:

It’s fraud.

7

everybody teaches wholesaling.

8

it, but this is three days.

9

(inaudible).

10

That’s how

That’s how we taught

That’s why I get

That’s why training is so important.

It

builds on itself.

11

Well, Maxine, I’ve got some bad news, I

12

can’t close.

What’s wrong, Robert?

Well, see, I’m

13

buying it from this guy named Alex.

And guess what

14

Maxine and all your buyers are going to say?

15

Alex?

16

buddy.

17

selling me something you don’t own?

18

little shady, Robert.

19

title problem, his third ex-wife, a lawsuit, or

20

whatever it is (inaudible) Alex, and he can’t close.

21

And guess what Maxine is probably going to

I don’t know Alex.

Who’s

I’m buying it from you,

Well, Maxine, I don’t own it.

What?

You’re

It sounds a

Well, Maxine, now Alex has a

22

do even though she’s a sweet, nice lady and we’re good

23

friends and (inaudible).

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

win?

2

AUDIENCE:

Maxine.

3

ROBERT SHEMIN:

And (inaudible).

4

tell you why and I’ll prove it to you.

5

you all remember this?

6

woman.”

7

(Laughter.)

8

ROBERT SHEMIN:

9

And I’ll

How many of

“I did not have sex with that

Bill Clinton.

And my

attorney, Ken Shemin, was the attorney on Whitewater.

10

That’s right, look it up, Congressional Record.

11

what the Clintons did (inaudible) get there.

12

Clintons did was they put some land near our old farm

13

in Paron, Arkansas under contract, about $330,000.

14

Now, they didn’t own it, they just put it under?

15

AUDIENCE:

16

ROBERT SHEMIN:

Now,

What the

Contract.
That’s right.

And they sold

17

it to (inaudible) with my cousin’s help for about

18

$880,000.

19

called?

It’s called a wholesale deal.

20

AUDIENCE:

21

ROBERT SHEMIN:

What’s that

Wholesale.
Well, nobody understands

22

when you make 30 grand a year working hard how the

23

Clintons can make $500 and some thousand on a land

24

deal that they didn’t even own.

25

fishy, doesn’t it?
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1

in the news?

2

AUDIENCE:

3

ROBERT SHEMIN:

4

Forever.
How long has Whitewater been

in the news?

5

AUDIENCE:

Twenty years.

6

ROBERT SHEMIN:

No, more like 30 or 40.

It was a wholesale deal.

It

7

keeps coming back.

And

8

nobody understands it.

9

a savings and loan they kind of had a relationship

Now, they also had a loan from

10

with, but we’re not going to go that far today, a

11

transaction, whatever.

12

nobody understands it.

13

It was a wholesale deal.

And

What’s the one defense to fraud?

14

Disclosure.

This contract is contingent on me, the

15

seller, having good title (inaudible).

16

not have good title.

17

Say yes.

I may or may

Is that a reasonable disclosure?

18

AUDIENCE:

Yes.

19

ROBERT SHEMIN:

Who here has a home

20

(inaudible) -- and I’ll prove it to you -- who here

21

thinks they have good title on their house?

22

Impossible.

23

they’re paid in arrears.

24

There’s a lien on it until you pay it and then a new

25

lien comes on.

Really?

Have you paid your property taxes?
You pay last year now.

Do you have a loan on your house?
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1

don’t have good title, there’s a loan on it.

2

buy your house and move an 80-story apartment building

3

with a brothel in the penthouse and a car wash and

4

nuclear power station on the second floor?

5

AUDIENCE:

6

ROBERT SHEMIN:

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Can I

No.
Why not?

Zoning regulations.

So nobody has good title.

Zone restrictions, HOA code.
Maybe when you sell the

10

house, it’s almost good title for a second until the

11

next guy buys it and all the taxes and mortgages and

12

stuff comes on.

13

Have you ever had someone say, I’m not signing your

14

contract wholesale because you’re disclosing?

15

But (inaudible) what happens.

16

So is that a reasonable disclosure?

Never.

Well, now, let’s say the deal goes through.

17

We give 100 grand to him.

18

love each other.

19

ten grand.

20

and makes 80 grand and everybody is happy, right?

21

Alex is super happy, we

Maxine buys it for 110.

You’re me, I’m Robert.

You made

And she rehabs it

And then a week later, Maxine and Alex are down

22

to a fishing shop, the bar, the church, the restaurant

23

where they hang out, and Alex meets Maxine.

24

Maxine, I’m Alex.

25

do some real estate, and she goes, as a matter of

(Inaudible).
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1

fact, I just bought a house and rehabbed it and showed

2

it (inaudible) last week at 1215 Apple Street.

3

Alex says, well, that’s weird, I just sold 1215 Apple

4

Street to my friend, Robert.

5

And

Well, Maxine goes, that’s really weird

6

because I bought 1215 (inaudible) Street from Robert

7

on Wednesday for 110.

8

weird because I sold it for 100.

Well, Robert didn’t

9

tell me he was making ten grand.

People don’t like

Well, then he goes, that’s

10

you to make money, right?

11

you’re making money, what is that called?

12

AUDIENCE:

13

ROBERT SHEMIN:

14

If you don’t tell them

Fraud.
Fraud.

What’s one defense

of fraud?

15

AUDIENCE:

Disclosure.

16

ROBERT SHEMIN:

Disclosure.

Maxine, I told

17

you I’m a real estate investor and may resell this

18

property for a profit.

19

thing, you know.

20

have to work for my own interests.

21

all like to be up-front with people?

22

ethical and moral, it’s also legal.

23

clause (inaudible) last thing that we’re going to

24

need.

25

Hey, buddy, I’m the same

Check out your own interests.

I

How many of you
Not only is it
Look at this

I want you all to (inaudible) here tonight
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1

and Google Vancouver, Canada real estate fraud,

2

Florida real estate fraud; Ohio real estate fraud.

3

These folks weren’t trained by us.

4

brokers, wholesalers who went to all kinds of great

5

courses, I’m sure, were in Vancouver, Canada

6

wholesaling houses for years.

7

200,000 on a wholesale (inaudible) their average.

200 realtors,

On average, they made

8

Now, Vancouver is the most expensive real

9

estate in the world pretty much and let me tell you

10

how they did it.

11

Shawna?

So let’s say Shawna over here --

12

SHAYNA:

Shayna.

13

ROBERT SHEMIN:

Shane, I keep getting

14

backwards on that, my apologies.

15

little three -- two-bedroom, one-bath house in

16

Vancouver, 900 square feet.

17

No joke.

18

postcard.

19

companies or their real estate companies.

20

on her door or send her mail and say, hey, Shayna, do

21

you want to sell your house?

22

(inaudible) always say?

It’s worth $1.2 million.

These wholesalers and realtors would send a
They’ve been trained by their seminar

23

AUDIENCE:

24

ROBERT SHEMIN:

25

Shayna, she owns a

And go bang

And what does

No.
No.

Well, okay, look,

Shayna, I’ll give you $1.25 million for it (inaudible)
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1

right now and we’ll close in three weeks.

2

Shayna might say?

3

AUDIENCE:

4

ROBERT SHEMIN:

Guess what

Yes.
Full price.

Okay.

They

5

enter a contract.

They would run ads in Singapore,

6

Hong Kong, Vietnam, China, Shanghai, and say, Mr. or

7

Mrs. Asian Investor, why don’t you come to Vancouver,

8

we’ll get you a house for 1.5 million and we’ll start

9

getting your papers together for you for a little visa

10

action, right?

And some of these did 10, 20, 30,

11

hundreds of homes making millions of dollars, and they

12

would sell it to these Asian investors.

13

pretty happy.

14

were they doing?

Everyone was

They made 200 grand wholesaling.

15

AUDIENCE:

16

ROBERT SHEMIN:

What

Wholesaling.
Real estate agents, brokers,

17

licensed and trained, and some other -- a bunch of

18

investors, hundreds of them.

19

Toronto Star, the biggest paper in Canada, went -- and

20

also in Ohio and Tennessee and Illinois -- went and

21

banged on some doors.

22

Somebody from the

Hey, Shayna, we did a little research.

You

23

know that guy who bought your house for $1.3, did he

24

tell you that they weren’t going to live here?

25

they acted like they were going to buy it for

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

No,

EX 13, p. 78

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 80 of 291
79
1

themselves.

2

investor in the next hour for a $250,000 profit?

3

they didn’t tell me that.

4

Did they tell you they sold to an Asian
No,

Hello, Mr. Asian Investor, did they tell you

5

they didn’t own that house they sold you?

6

didn’t tell me that.

7

making 250 grand?

8

People went to prison in Florida, Tennessee, Illinois.

9

I have all the cases and newspaper articles on my

10

computer.

11

and investors.

12

No, they

Did they tell you they were

No, they didn’t tell me that.

And these were licensed brokers and agents

Now, why do I mention that?

I’ve done a lot

13

of interviews up in Canada to a lot of real estate

14

(inaudible).

15

said, Robert, have you been hearing all this

16

(inaudible)?

17

shame, people don’t train themselves, they don’t

18

educate themselves.

19

Can you imagine on the front page of the paper you’re

20

arrested or -- you’re not even convicted, just

21

arrested for felony fraud?

The head reporter for the Toronto Star

Yeah, it’s everywhere.

I said, it’s a

She goes, people went to prison.

22

AUDIENCE:

23

ROBERT SHEMIN:

What happens to your wife?

Ruined.
What happens to all your

24

friends, neighbors, buddies at church, your work, your

25

reputation, even if you’re not guilty?
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1

AUDIENCE:

(Inaudible).

2

ROBERT SHEMIN:

3

AUDIENCE:

4

ROBERT SHEMIN:

Huh?

They (inaudible).
You’re done.

You’ll never

5

recover 100 percent, even if you’re not -- even if

6

you’re innocent.

7

clause that our attorneys tell us to put on every

8

contract.

9

Anyway, I said, well, we have this

Which contract?
AUDIENCE:

10

Every one.

ROBERT SHEMIN:

She said, well, let me get

11

back to you on that.

12

were working on the fraud case with her, hundreds,

13

hundreds.

14

their contract, there would be no fraud, no newspaper

15

article, no front page embarrassment, no lawsuits and

16

no convictions.

17

She showed her attorneys who

They said if they would have had this on

Three sentences.

How many of you all have that on all your

18

contracts not -- before today?

Before today?

19

Information is power if you apply it.

20

Did you also learn something?

21

AUDIENCE:

22

ROBERT SHEMIN:

23

Nobody.

Yes.
How many like that?

What’s

that?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

every contract.

Which contract?

2

AUDIENCE:

3

ROBERT SHEMIN:

4

AUDIENCE:

5

ROBERT SHEMIN:

6

Any exceptions?

No.
In (inaudible).

It’s

actually overdisclosure if that makes sense.

7
8

Every contract.

Now, what I want to do right now, let’s do a
deal.

9

Do you want to do a deal, Andre?
ANDRE:

10

Sure.

ROBERT SHEMIN:

Okay.

There’s some

11

contracts he’s passing out.

12

we’re going to put everything together (inaudible)

13

buy, fix to sell, asset protection.

14

working lunch.

15

today like we mentioned, about 1:30, 1:40 or so.

16

Remember we said we’re going straight through?

17

you all learning some stuff?

18

And that’s why we’re so passionate about what we do

19

because we’ve seen the good and the not-so-good.

20

whatever you do, be passionate about it.

21

And before we do a deal,

We will do a

We’re going to end a little early

Are

You all liking this?

And

So before I introduce this deal with you,

22

we’re going to put everything together you learned the

23

first two days.

24

week.

25

do in the real world, what you make or not make.

Some of you will be on your own next

This is a great test for you to see how you’ll
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1

those of you who (inaudible) or a couple of you, you

2

don’t even have to do this exercise because the fast

3

start, we’re going to do like 10, 20, 30, 40, 50

4

offers with you and, of course, on a one-on-one and

5

all that stuff.

6

advanced education, you don’t have to do this.

7

So if you’re moving on to our

I just want to do a little fun test because

8

you’ll be making tons of offers in a few weeks.

9

for everybody, it’s a good test to see how you would

10

do in the real world.

11

You’re saving these (inaudible).

12

Is that fair?

But

Just for fun.

Now, before I do that, last night, I took

13

Andre and Nicole and some other of our people that

14

work with us out to dinner and, man, they really

15

helped me out.

16

every time I’m with them, I want to (inaudible) my

17

business.

18

people that work with us a few weeks ago saved me a

19

lot of money on a deal.

20

they have more experience in certain things.

21

gave me one little piece of advice that could

22

literally save me from a disaster.

23

thank them.

24
25

Of course, it was a lot of fun.

And

Nicole and Karen and Andre and some of the

I asked their opinion and
They

And I just want to

Have any of them helped you this weekend?
Let’s give Nicole and Andre a big hand.
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1

helping.

2

(Applause.)

3

ROBERT SHEMIN:

And (inaudible) to come this

4

week, three days, whatever you decide to do, the only

5

reason I’m successful -- and my mentor said this the

6

first day -- I don’t want to know everything.

7

want to be around people or know who to call who do.

8

And the only reason I’m successful, it really has very

9

little to do with me.

I just

It’s because I’ve gotten out of

10

my head, I’ve gotten out of my fears, and I’ve asked

11

people for help who are much more qualified than me.

12

Correct?

13

AUDIENCE:

Mm-hmm.

14

ROBERT SHEMIN:

Now, they’re kind of our,

15

you know, success consultants for the weekend.

16

They’re here to help us out.

17

estate and help me out a lot.

18

They do a lot of real
So thanks so much.

So what I want you to do, I want you to grab

19

a contract and I’ll explain it.

I’m going to make

20

this so easy for you.

21

to have you fill this contract out with a real offer,

22

but I’m going to make it so easy for you.

23

of a like a real world exercise.

24

is fill out those little four or five lines on your

25

number two.

In a couple minutes, I’m going

All you have to do

What’s number two say?
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1

What’s the only thing you have to fill out?

2

another contract?

3

AUDIENCE:

4

ROBERT SHEMIN:

5

You need

Yes.
Here, take this one.

What’s

the only thing you have to fill out?

6

AUDIENCE:

Purchase price.

7

ROBERT SHEMIN:

8

that’s already filled out.

9

pay for the (inaudible).

Is this an extra one?

No,

Purchase price, how you
Remember yesterday we spent

10

quite a bit of time on those four lines?

11

that?

12

Remember those four lines?

13

anything else out?

Remember

And we filled them out and asked questions.
Do you have to fill

Anything below that?

14

AUDIENCE:

No.

15

ROBERT SHEMIN:

No.

All you have to do is

16

fill out number two, those four little lines.

17

Say “got it.”

18

AUDIENCE:

19

ROBERT SHEMIN:

Got it?

Got it.
Anybody not understand that?

20

And by the way, you have a way out of the contract.

21

Now, who’s probably going to get the deal?

The first

22

one or the second one, not the eighth one.

Correct?

23

Now, all you have to do is just follow

24

instructions.

25

know it’s you.

Please put your name as the buyer so we
Don’t get all fancy and put some
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1

company name on there.

2

where it says purchaser or buyer.

3

to do is put your name as like the what, second little

4

line down there.

5

Please put your real name so we know it’s you.

6

that fair?

7
8

So all you’ve got

It says, hereafter called buyer.
Is

There’s a blank that says, hereafter buyer.
What does it say?

9

AUDIENCE:

10
11

So please put Elisa or Brock

Hereafter buyer.

ROBERT SHEMIN:
name.

Thank you.

So put your

What do you put?

12

AUDIENCE:

Our name.

13

ROBERT SHEMIN:

Your name.

So when you turn

14

it in, I don’t want you -- please don’t put Happy

15

Times, LLC.

16

when you do a contract, you can change it any time and

17

put a company name or a trust name.

18

your name, you can change it.

19

then a line that says -- I think it’s the second or

20

third little line down -- buyer.

21

Say “me.”

I want to know it’s you.

22

AUDIENCE:

23

ROBERT SHEMIN:

Now (inaudible)

So if you put

But put your name and

Who’s the buyer?

Me.
Now, this is the real deal.

24

I’m going to walk you step by step again so you learn

25

how to do it, how to find it, analyze it, and then
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1

you’ll make an offer and we’ll talk about it so you’ll

2

learn what you went and did right and did wrong.

3

that a good exercise?

4

AUDIENCE:

5

ROBERT SHEMIN:

Is

Yes.
Then be ready.

So let me

6

explain the deal very quickly.

So please put you as

7

the buyer.

8

of course, Andre and Nicole know a lot about this.

9

called a seller in California.

The only difference in this deal is I --

(Inaudible) go before

10

buyers.

It can be in Jacksonville.

11

matter.

It’s the same system.

12

to see that?

13

I

It doesn’t

Are you all starting

Anyway, the only difference in this deal is

14

I’m going to be the seller.

15

phone like you were yesterday, I’m the seller.

16

the seller?

17

AUDIENCE:

18

ROBERT SHEMIN:

19

AUDIENCE:

20

ROBERT SHEMIN:

21

AUDIENCE:

22

ROBERT SHEMIN:

23

Robert.

24

in this room.

25

(inaudible).

Instead of being on the
Who’s

You.
And where am I?

(Inaudible).
No, where am I?

(Inaudible).

Where is Robert?

I’m in this room.

No, I’m

Robert is the seller.

I’m

So I’m sitting on the phone
Where am I?
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1

AUDIENCE:

(Inaudible).

2

ROBERT SHEMIN:

3

the phone, how can you talk to me?

4

AUDIENCE:

5

ROBERT SHEMIN:

6

Right here.
Right here.

Where is the

seller?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

So instead of calling me on

(Inaudible).
How can you communicate with

me?

10

AUDIENCE:

Face-to-face.

11

ROBERT SHEMIN:

That’s the only difference.

12

Is that fair?

13

seller.

14

of on the phone, I’m not a hologram, I’m right here.

15

And what I’d like you to do is you fill in your offer.

16

Of course, you talk to me and you hand me the offer.

17

Whoever hands me the offer first, we have a first

18

offer, and then the second will be the second, and

19

we’ll see who gets the deal.

20

lot if you’re (inaudible).

21

I’m going to step into the shoes of the

You’re the buyer; I’m the seller.

And then you’ll learn a
Is that fair?

Now, I’m going to show you exactly how I

22

found this deal.

23

Again, step one, I went to Craigslist.

24

one?

25

So instead

It’s not a story; it’s a system.

AUDIENCE:
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1

ROBERT SHEMIN:

Step two, I picked

2

Riverside, California.

3

ten hardest hit counties in the crash were Fort Myers,

4

Cape Coral, the top ten, right?

5

California, Vegas and Phoenix kind of round out some

6

of the top five, whatever.

7

foreclosures in the crash were 14 counties.

8

mentioned five of them.

9

(Inaudible) info here, the top

And Riverside,

Probably 90 percent of the
I just

If you read the papers during the crash,

10

what did it sound like?

11

foreclosure.

Every house in America was in

Is that true?

12

AUDIENCE:

No.

13

ROBERT SHEMIN:

No.

My condo on South Beach

14

went up 18 percent the year of the crash.

Wait a

15

minute.

Well,

16

midtown did, but not the beach.

17

just learn something?

I thought Miami went down a lot.

18

AUDIENCE:

19

ROBERT SHEMIN:

Micro markets.

You

Mm-hmm.
Nashville never went down.

20

Memphis didn’t go down.

Rents went up.

Prices went

21

up.

22

But if you watched the news, it was like the whole

23

world crashed.

24

Watch it.

25

It’s hilarious, too.

80 percent of the country (inaudible) unaffected.

You ever seen the movie The Big Short?

It explains the crash.
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1

explains (inaudible) mortgage obligations.

2

great job.

3

in it, also.

4

(Inaudible) all true.

Florida is featured

The Big Short.

Anyway, I went to Craigslist.

5

Riverside, California for no reason.

6

estate for sale.

I picked

I clicked real

What did I click?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

She does a

Real estate for sale.
And I typed in a keyword.

Owner-seller financing, which we’ve talked about every

10

day.

Remember the (inaudible) owner-seller financing

11

this weekend?

12

Stuff?

13

it.

There was a keyword.

A bunch of stuff?

What came up?

They’re willing to finance

Is that another way to finance things?

14

AUDIENCE:

15

ROBERT SHEMIN:
Not really.

Mm-hmm.
Do they usually check your

16

credit?

Sometimes they do, sometimes

17

they don’t.

18

back.

19

putting a lot of cash out of your pocket.

20

in owner-seller financing.

And if you don’t pay, they take the house

It’s much easier than getting a bank loan or

21

AUDIENCE:

22

ROBERT SHEMIN:

So I typed

What did I type in?

Owner-seller financing.

23

up.

24

California a little bit?

25

little bit about it?

And pages in California pop

Now, who here is familiar with Southern
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1

doesn’t matter.

2
3

So anyway -- what was that?

AUDIENCE:

What was that after you said

(inaudible) real estate --

4

ROBERT SHEMIN:

Owner-seller financing.

5

Pages came up.

This picture popped up.

Now, I’m

6

going to warn you, I’m going to teach you advanced

7

real estate.

8

common, which will freak some of you out, I don’t know

9

why, that this ad still runs on Craigslist even though

Somebody just told me, which is very

10

the house has been sold for a long time.

11

the same ad on Craigslist more than once?

12

you thought it was weird?

13

Who has seen
How many of

Do you know why they’re the same ads?

14

Because they work.

People copy ads and then put their

15

phone number on it because they know they draw buyers

16

and sellers and whatever.

17

an ad?

18

AUDIENCE:

19

ROBERT SHEMIN:

What’s the only purpose of

To get calls.
To get calls, texts, emails,

20

as well as prospects.

21

probably violates Craigslist rules, but I don’t care.

22

If they have a house to sell, I don’t care how I got

23

their number, correct?

24

care how they got my number.

25

Policing Craigslist or making money?
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1

Also, a lot of times you’re triple

2

wholesaling.

So I’ll get a deal and I’ll tell him

3

about it, and he’ll run an ad and he’ll tell her about

4

it, and she’ll run an ad and the first one that picks

5

a buyer wins.

6

many times.

7

weird?

So you’ll see the same ad sometimes
How many of you all think that’s kind of

Well, it shouldn’t.

8

Anyway, who cares?

9

AUDIENCE:

10

I just explained it.
What’s your focus?

Making money.

ROBERT SHEMIN:

Making money and doing

11

deals, having fun, you know, taking care of yourself

12

(inaudible).

13
14

So let me read this ad to you.
California, $375,000.

Riverside,

What are they asking for it?

15

AUDIENCE:

375.

16

ROBERT SHEMIN:

I would write that down

17

somewhere if you can’t see.

It says three-bedroom,

18

2,000 square foot house, which in California is a big

19

house, and in big, bold print it says, owner will

20

finance.

21

of properties are generally near on golf courses?

Then it says, on a golf course.

22

AUDIENCE:

23

ROBERT SHEMIN:

24

neighborhood.

25

to pay the fees.

What kind

Nice ones.
This is a very nice

It’s not in the golf course.

You have

It’s literally on the eighth hole
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1

right outside.

2

area?

It’s a beautiful area.

3

AUDIENCE:

4

ROBERT SHEMIN:

What kind of

Beautiful.
Beautiful neighborhood.

It

5

has an RV package.

6

really care about this, but I’m an investor.

7

California, most yards are about as big as this table.

8

Would you all agree?

9

Now, let me explain, I don’t

AUDIENCE:

10

Mm-hmm.

ROBERT SHEMIN:

11

front yard is giant.

12

that a word?

This yard is huge.

The

The backyard is gianter.

13

(Laughter.)

14

ROBERT SHEMIN:
They have pads.

Is

You can put two RVs back

15

there.

16

tie them up.

17

something you might find interesting.

18

RVs?

19

plenty of room.

20

In

You can park them.

You can

I don’t really care about that, but it’s
Who here likes

So you can put two back there, so it’s got
It’s huge.

So big, big yard.

It has two pads for two

21

RVs in the back, a huge yard.

Entertainer’s home.

22

It’s beautiful.

23

California.

24

digital pictures, 28, 30 hours earlier -- he’s not a

25

fraud, he didn’t photoshop them -- of every room and

Easy to qualify in Riverside,

And the owner had just taken 20-plus
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1

there’s no repairs.

2
3

Let me make it so easy for you.
no repairs.

No repairs.

4

AUDIENCE:

5

ROBERT SHEMIN:

6

What are the repairs?

No.
Do you need to worry about

the repairs?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

There are

No.
Now, after we enter a

contract, you send a contractor by just to triple

10

check, and guess what the contractor said with his

11

video camera and pictures?

12

AUDIENCE:

13

ROBERT SHEMIN:

14

No repairs.
No repairs.

So what are the

repairs?

15

AUDIENCE:

No repairs.

16

ROBERT SHEMIN:

So let’s take that part out

17

for us and make it so easy.

18

happened.

19

thing?

Now, here’s exactly what

I called -- what’s the most important

20

AUDIENCE:

Call.

21

ROBERT SHEMIN:

Call.

And this is really

22

strange.

Who’s never done this besides this seller

23

and me?

24

I’m busy right now, I can’t take that call, it’s not

25

that important.

You look at your caller ID and you go, hey,

And you hit the wrong button.
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1

many of you all have ever done that?

2

AUDIENCE:

Yep.

3

ROBERT SHEMIN:

Good answer.

I do it every

4

day.

And then they’re like, hello, and I’m like, oh,

5

man, I don’t want to talk to you right now.

6

-- remember this for later -- he got over 22 calls,

7

texts, making offers or calls on the spot.

8

the one who got it.

9

about it later.

Why is that?

This guy

But I was

Just -- we’ll talk

Just remember that.

How many other

10

people called and texted him in like one and a half

11

days?

12

California is hot, hot, hot.

13
14

This is a hot market, folks.

Southern

Why was I the one that got it?

Why would

you be the one to get it or not get it?

15

AUDIENCE:

16

ROBERT SHEMIN:

17

now.

18

Very important.

19

(Inaudible).
I didn’t say answer right

I just said think about it.

Think about it.

We’ll get to that a little later.

So I called and it got picked up.

And Andre

20

and Nicole know this.

21

said.

22

I’m calling about your property for sale.

23

almost word for word what he said.

24

sorry, I’ve got a buyer on the other line, it’s sold,

25

gone.

He said, hello.

This is about exactly what he
And I said, my name’s Robert.
I remember

He said, I’m

He said, I’ve got a buyer on the other line, I
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1

didn’t mean to pick up, I’ve got to go, I’ve got a

2

buyer on the other line.

3

Now, it’s next Tuesday.

4

your own.

What would you say?

5

You’ve got seconds, folks.

6

literally hanging on.

7

AUDIENCE:

8

ROBERT SHEMIN:

9
10

offer?

I like that.

Would you take a backup
But, by the way, you

probably wouldn’t get the deal.

12

ROBERT SHEMIN:

13

AUDIENCE:

14

ROBERT SHEMIN:

(Inaudible) 50 bucks.
What’s that?

Fifty bucks.
Okay.

Okay.

What else

would you say?

16

AUDIENCE:

17

ROBERT SHEMIN:

How much is the other price?
Not a bad question, but I

don’t think you’d get the deal.

19

AUDIENCE:

20

ROBERT SHEMIN:

21

AUDIENCE:

22

ROBERT SHEMIN:

23

I mean, the guy is

Not bad.

AUDIENCE:

18

You’re on the phone.

Would you take a backup offer?

11

15

Some of you are on

Anybody else?

Give me an offer.
What’s that?

Give me an offer.
Make an offer.

What would

your offer be?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

make money?

2

(Inaudible) need some training, folks.

3

here two days.

4

day before.

5

I’ve been trained.

6

one-on-ones and all that.

7

said?

8
9

(Inaudible) know there’s a better way.
You’ve been

Remember I said this yesterday and the

Break things down to simple segments.

So

I’ve been to the three-day, the
You want to know what I

Would you like to know what I said?
AUDIENCE:

Yes.

Yeah.

Do you have anything

else?

10

ROBERT SHEMIN:

What about this deal?

11

You’re going to lose this deal.

What’s one deal worth

12

to you, folks?

13

your health and your eyesight, but a lot of money.

14

say, sir, give me two minutes.

15

things down to simple increments?

We’re not (inaudible) in your life and

16

AUDIENCE:

17

ROBERT SHEMIN:

Remember I said break

Yes.
Now, who here has done real

18

estate in their life?

Who here has done any real

19

estate in their life?

You need no negotiation.

20

the advanced class, we teach lots of negotiation.

21

taught a little bit of it.

22

I

At
I

Who here knows what forward-pacing is?

23

Nobody?

This is basic negotiation.

24

this stuff.

25

the real estate --

Really?
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1
2

AUDIENCE:

They may have called it something

different.

3

ROBERT SHEMIN:

Well, it’s called forward

4

pacing.

I’m an NLP negotiating expert.

There’s no

5

other word for it.

6

called forward pacing.

7

This will increase your revenue 50 to 80 percent.

8

Anyway, so, I said, sir, here’s forward pacing.

9

me two minutes.

Erickson, Bandler, whatever.

It’s

That’s just basic negotiation.

Give

I’ll make an offer, you’ll accept it,

10

you’ll be done with this property and you’ll be happy.

11

I’m a professional, you’re a professional, and you’ll

12

be done with this property.

13

And I stopped.

And guess what he said?

14

blindsided.

15

like that.

16

and ask him dumb questions.

17

minutes.

18

That’s called forward pacing.

19

this property.

20

you’re a professional.

21

He goes, what?

Real world.

He was

He never heard anything

Because he had a lot of people call him
I said, sir, give me two

I’ll make an offer, you’ll accept it.
You’ll be done with

You’ll be happy.

I’m a professional;

You’ll be done.

And guess what he said?

He said, wow.

22

That’s exactly what he said.

23

know it when I get good.

24

there?

25

other guy on hold and I’m going to give you two

I

But how are you going to get

He said, you’re good.
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1

minutes.

2

think he pulled a stopwatch out and gave me two

3

minutes.

4

Craigslist, real phone.

5

I’m going to be nice -- he literally -- I

This is real world, folks.

Real deal, real

It could be you next week.

Some of these investors and wholesalers,

6

they’re pro, man.

You got to know what you’re doing.

7

So Andre and Nicole, will you help me out with the

8

time?

9

you’re the buyer, you’re on the phone, but instead of

I’m going to give you four minutes to a minute,

10

on the phone, you’re right here.

11

anything.

You can ask me

What can you ask me?

12

AUDIENCE:

Anything.

13

ROBERT SHEMIN:

14

AUDIENCE:

15

ROBERT SHEMIN:

Who’s the seller?

You.
I’m going to step in his

16

shoes and I like -- I’ll give you four minutes, double

17

what he gave me, real world.

18

exercise.

19

see how you do next week on your own or whatever

20

you’re doing.

And I want you to fill in that offer and

Is that fair?

21

AUDIENCE:

22

ROBERT SHEMIN:

23

This is a real world

Mm-hmm.
Fair exercise?

So, Andre,

you ready?

24

ANDRE:

Yeah.

25

ROBERT SHEMIN:
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1

You all ready?

2

AUDIENCE:

Mm-hmm.

3

ROBERT SHEMIN:

4

AUDIENCE:

5

ROBERT SHEMIN:

6

Hello, give me an offer.

7

Those are the four lines, remember?
AUDIENCE:

9

ROBERT SHEMIN:

Here we go.

Four minutes.

I’ll (inaudible) number two.
Hello?

Are we talking or are we -Again, 18th time.

Where is

the seller?

11

AUDIENCE:

12

ROBERT SHEMIN:

13

AUDIENCE:

14

ROBERT SHEMIN:

15

AUDIENCE:

16

ROBERT SHEMIN:

17

AUDIENCE:

18

ROBERT SHEMIN:

19

AUDIENCE:

20

Say ready.

Ready.

8

10

Ready?

Here.
Right here.

Where am I?

You’re right here.
You happy to talk to me?

Face to face.
Thank you.

Hello?

Hi, how are you.
Great, great.

Robert, if you give me two

minutes, we can go into a contract on your offer.

21

ROBERT SHEMIN:

22

AUDIENCE:

23

ROBERT SHEMIN:
Let’s go.

Give me a contract.

Okay.
We’ve already passed that.

24

I’m here.

25

(inaudible) tons of offers in two weeks.
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1

fine with the fast start, the mentors.

2

this with you over and over again.

3

want to do this exercise, you don’t have to.

4

ahead, everybody.

Hello?

5

AUDIENCE:

6

ROBERT SHEMIN:

7

They’ll do

So if you don’t
But go

Hello?

Hey, Robert.
Hello, yes?

Now, let’s get

to it.

8

(Laughter.)

9

ROBERT SHEMIN:

10

MS. BARKER:

11

ROBERT SHEMIN:

12

MS. BARKER:

13

ROBERT SHEMIN:

Go ahead what?

What’s the house worth?
Say that again.

What’s the house worth?
Oh, great question.

14

what it’s worth.

I’m an investor.

15

$375,000 and I want 375.

16

got a question, Andre, thanks.

17

AUDIENCE:

18

ROBERT SHEMIN:

I know

It’s worth

Good question.

I finally

Why do you think it’s worth 375?
Oh, great question.

I’ll tell you why.

Why is

19

it worth 375?

I’m an investor.

20

I’ve been investing in Riverside for over 20 years.

21

I’ve done over 80 deals, more like 90, and I know the

22

comps.

I can show them to you, give you the recent

23

sales.

I run them all the time, know the market.

24

It’s worth 375.

25

comps and I’ll (inaudible) the last 30, 40, 50 days.

I’ll be glad to send you all the
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1
2

AUDIENCE:

What price are you willing to

take for it to unload it right now?

3

ROBERT SHEMIN:

Great question.

4

I’ve got a buyer on the other line.

5

calls and emails in the last day or two.

6

market, 375.

7

MS. BARKER:

8

ROBERT SHEMIN:

9
10

13

I’ve had 20-some
It’s a hot

Are there any HOA -HOA?

No, no HOA fees.

not on the golf course, it’s next to it.

It’s

Reasonable

question.

11
12

By the way,

MS. BARKER:

Do you know what it would rent

for?
ROBERT SHEMIN:

Oh, great question.

Absolutely.

What

14

would it rent for?

I’m a landlord.

15

been renting property in Riverside about 15, 20 years.

16

It would rent for about $3,000 a month and you would

17

rent it in one day.

18

even get a renter for you.

It’s a hot, hot market.

19

AUDIENCE:

20

ROBERT SHEMIN:

I’ve

I might

What would you (inaudible) offer?
Well, I’ll tell you what,

21

for you, that’s the third time the group’s asked for a

22

group, 350, but no less, write it up.

23

AUDIENCE:

24

ROBERT SHEMIN:

25

AUDIENCE:
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1
2

ROBERT SHEMIN:
say?

3

AUDIENCE:

4

ROBERT SHEMIN:

5

Make me an offer.

Can you do any better?

AUDIENCE:

7

ROBERT SHEMIN:

AUDIENCE:

300.
Write it up.

I mean, not

Would you take 330 for

(inaudible)?

11
12

Write it up.

that (inaudible), but whatever, write it up.

9
10

Well, what’s your offer?

Make me an offer.

6

8

How many -- what did you

ROBERT SHEMIN:

Write it up.

(Inaudible)

how much time do they have left, Andre?

13

ANDRE:

A minute and a half.

14

ROBERT SHEMIN:

15

ANDRE:

16

ROBERT SHEMIN:

How much?

A minute and a half left.

Hello?

You’ve got a minute and a

17

half left.

Any other questions?

18

Hello?

19

I’ve got some real estate people in the room.

20

Whoa.

21

hang up?

I’m kind of lonely here.

Hello?

Andre, I’ve got no questions.

22

AUDIENCE:

23

ROBERT SHEMIN:

I’m lonely.

Hello?

Hello?
Should I

Why are you selling it?
Great question.

24

selling?

I’m an old landlord.

25

bought a lot of property after the crash.
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1

most of it.

2

great, love real estate, I’m finished.

3

my last properties.

4

lot of money.

5

I’m retiring, finished, done, kaput, did

I’m getting rid of it.

That’s exactly what he told me.

6

estate.

7

crash.

8

of them, almost all of them.

I made a ton of money.

MS. BARKER:

are my monthly payments?

11

ROBERT SHEMIN:

12

MS. BARKER:

are my monthly payments?

14

ROBERT SHEMIN:

Oh.

offers yet?

16

yet?

17

haven’t forgotten about you.

18

numbers.

19

I’m done.

Say that again.

15

Hand them in.

Hand them in.

Selling -- sold most

If I’m financing from you, what

13

Any offers?

Thank you.

We got any

Any offers

I’m talking right to you.

I

(Inaudible) those four

Make sure your name is on there.
MS. BARKER:

I don’t know if I can make

money yet.

21

ROBERT SHEMIN:
done?

Any other offers?

Is it

Offers?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

Love real

If I’m financing from you, what

10

22

I made a

I bought over 80 of these right after the

9

20

This is one of

question next.

(Inaudible).
I’m going to answer her

Is there a loan on the house?
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1

a really weird question.

2

offended.

3

there’s no loan and you should know that.

4

about it.

5

No, there’s no loan on it.

What are the terms?

6

would you like to offer?

7

said to me.

8

you like?

9

me.

What kind of terms

What kind of terms would

What are you thinking about?

Any other offers?

Give it to

How much time do we have

left, Andre?
ANDRE:

13

ROBERT SHEMIN:

Time.
Time.

14

Time’s up.

15

nice guy.

16

to you, you got to do something.

17

around a little bit.

Any other offers.

I’ll give you more question because I’m a
Bring the offers to me.

Sellers don’t come
I’m just playing

Any other offers?

18

AUDIENCE:

19

MS. BARKER:

Hello?

Yes.
Can I have an amortization

table?

21

ROBERT SHEMIN:

Got another offer?

22

(Speaking Spanish.)

23

My realtor friends got any offers for me?

24

first?

25

We talked

That’s the first thing he

Write it up.

12

20

Of course,

Hello?

10
11

Someone might get very

All right.

Interesting.

Are we done?

Any other offers?

Is that it?

Andre, we’re past the time?
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1

half minutes.

2

No?

Any other offers?

AUDIENCE:

4

ROBERT SHEMIN:

5

AUDIENCE:

6

ROBERT SHEMIN:

7

AUDIENCE:

8

ROBERT SHEMIN:

Not that well.

Not trained.

What’s that?

Didn’t use the system.

You

all started asking a couple good questions, a couple.

11

in the contract.

12

The seller’s.

13

You all were in your head

Whose head should you have been in?

Want to see how you did?

Huh?

Would you

like to see how you did?

15

AUDIENCE:

16

ROBERT SHEMIN:

Yes.
Hold on one quick second.

I

keep getting messages from our --

18

AUDIENCE:

19

ROBERT SHEMIN:

20

Why?

(Inaudible) the system.

A lot of dead (inaudible).

17

Not that well.

(Inaudible).

10

14

Last call.

How do you think you did?

3

9

Hello?

(Inaudible)
What’s that?

It’s locked

up?

21

So our first offer from Skylar, correct, was

22

340.

By the way, if it’s worth 375, how would you

23

make any money?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

with who?

That’s 10 percent below market.

2

wholesaler or anybody going to make money?

3

you make money?

4

How is a
How would

So what’s the first question that’s best to

5

ask besides win-win, ethics, take care of everybody?

6

How are you making money, correct?

7

375, that’s a $35,000 profit margin.

8

percent rate.

9

percent and there’s a 10 percent margin.

So if it’s worth
That’s like a 10

Closing costs in California are 3, 4

10

you make any money?

11

AUDIENCE:

12

ROBERT SHEMIN:

How could

Hold it.
Hold it and rent it.

Okay.

13

But if you buy at almost full price, 10 percent

14

(inaudible) and the market goes down a little, you

15

have a what?

16

money (inaudible) buyers in California in the last 20

17

years in real estate?

18

were speculating.

19

They had no plan B or C.

20

full price when you can pay a lot less?

21

you all were in your heads and didn’t ask any

22

questions.

23

How many of you know people that lost

Why did they lose money?

They

They were paying near full price.
And why would you pay near
But, again,

You started to get on a little roll for a

24

minute.

(Inaudible).

25

earnest money down, which is great, because he never
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1

asked for earnest money, but thanks for the gift.

2

That’s called habit.

That’s called what?

90 percent

3

of my deals (inaudible) $700 (inaudible).

I just hit

4

a $1.2 million mansion from a bazillionaire with no

5

earnest money.

6

(inaudible) Heights, it’s $1.2.

7

We’re closing -- we’re moving in next week.

8

earnest money.

9

ask?

I just hit a condo in Miami Beach at
We got it for 750.
No

Why would you offer it if you don’t

Now, you’ll get it back, but whatever.

10

Now, I (inaudible) credit my friend because

11

you offered a $100,000 owner financing for 25 years at

12

5 percent.

13

Where would that 230 come from?

So that means you’re (inaudible) 230,000.

14

AUDIENCE:

(Inaudible).

15

ROBERT SHEMIN:

No, wait a minute.

No, you

16

can’t get a hard money loan, there’s already a first

17

loan on it from the seller.

18

on it because you owe him $100,000 in earnest money.

19

That’s the first mortgage.

20

would be seconds.

21

going to say (inaudible) you’re correct, but I just

22

want to tell you there’s someone out there who might.

23

I don’t know any.

24

would and -- so if you at least ask about the owner’s

25

terms, where did you come up with the 25 years, 5

There’s a first mortgage

Very few hard lenders

Would you agree?

All the -- I’m

I never would, our lenders never
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1

percent?

2
3

AUDIENCE:

I was just going from what we

talked about yesterday.

4

ROBERT SHEMIN:

Oh, going from what we

5

talked about yesterday.

6

don’t know you’d make any money.

7

whatever, but -- okay, we’ll show what the real deal

8

is in just a minute.

9

Interesting.

you were number three.

11

know how you’d make any money.

12

find this deal?

You didn’t really

Where’s Alex?

13

AUDIENCE:

14

ROBERT SHEMIN:

15

AUDIENCE:

16

ROBERT SHEMIN:

350.

All cash.

I don’t
How did I

Craigslist.
No, what did I type in?

Owner financing.
Owner financing.

What’s in

big, bold print?

18

AUDIENCE:

19

ROBERT SHEMIN:

20

So I

Now, the second offer comes from Alex and

10

17

Huh.

Owner financing.
And you’re the only one in

the last 30 seconds that asked about?

21

MS. BARKER:

Terms.

22

AUDIENCE:

23

ROBERT SHEMIN:

Terms.
Which (inaudible) credit.

24

What’s the one thing I asked about from day -- start

25

one?

What do you think it’s worth (inaudible)?
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1

are you selling?

2

me an offer, just like I said.

3

tell me what your terms are.

4

deal in just a minute.

5
6

What are the terms?

And I said, no, you
We’ll go to the real

Now, this is pretty interesting, Joe.
offered 300.

You

Where did you come up with that?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

He said, make

(Inaudible).
That’s true.

deal, discount, and put in that.

So you figured

So I call it the

10

kind of guess school, but it works.

11

make money, but here’s the deal.

12

what do we talk about each day?

13

up with, 300 grand in cash or a little down payment on

14

owner financing?

15

AUDIENCE:

16

ROBERT SHEMIN:

It’s all cash.

A little down payment.
Where would the 300 grand

come from?

18

offer, actually, but it’s all cash.

19

grand coming from?

20

folks?

22
23
24
25

It’s a reasonable offer.

AUDIENCE:

And

What’s easier to come

17

21

Now, you could

It’s a nice
Where’s the 300

Who’s putting everything together,

I mean, technically --

technically, you wouldn’t need to sell it if you’re -ROBERT SHEMIN:

You could wholesale it, I’ll

go with that.
AUDIENCE:
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1

the 300 grand?

2

ROBERT SHEMIN:
?

Okay, yep, possibly.

Now,

3

where’s

I can’t read it right,

, I’m sorry.

4

There he is.

Now, this is interesting.

No purchase

5

price, which is kind of an invalid product.

6

gave you a little credit because you put 350 owner

7

financing, 25 years at 5 percent.

8

owner financing, but you’re 25,000 below market.

9

would you make any money?

So you’ve got the

at least you thought about owner financing.

11

give you a brownie point.
Now, here’s another one.

13

name at the buyer.

14

follow directions.

How

Offered way too much, but

10

12

But I

I got to

This is from no

So you’re like me, you can’t

15

AUDIENCE:

(Inaudible).

16

ROBERT SHEMIN:

Okay, okay, Rudolpho.

Good price.

So

17

you offered 300.

He put 260 owner

18

financing, but no interest rate, no terms.

19

contract.

20

then you put $90,000 cash due at closing.

21

grand.

22

invalid contract.

23

even valid, but at least you were thinking about owner

24

financing and you offered a nice price.

25

Hey, where’s Sarah?

Invalid

But at least you thought about it.

And

That’s 90

Where would the 90 grand come from?

But

He won’t accept it because it’s not
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1

didn’t offer him like near full price.

2

give you a little credit.

3

at 7 percent.

4

years at 3.

5

you put $25,000 cash.

6

about all those terms and didn’t offer way too much.

7

So you actually (inaudible) one, but you offered way

8

too much.

9

You put 300,000, 20 years

So that’s a valid contract.
I can’t remember.

350.

11

earnest money.

12

the gift.

13

really read it.

14

this one say?

Or it says 2.

I don’t know how you’d make any money.

$5,000

And 350 at 5 percent something -- I can’t
This makes no sense to me.

16

ROBERT SHEMIN:

17

much down payment are you putting.

What’s

At 25 -- 25 years at 5 percent.

18

AUDIENCE:

19

ROBERT SHEMIN:

25 years at 5 percent.

How

(Inaudible).
Nothing?

You put 350 price,

350 financing?

21

AUDIENCE:

22

ROBERT SHEMIN:

25

Hey,

I didn’t ask for it, but thanks for

AUDIENCE:

24

Then

So at least she was thinking

15

23

Or 30

I got another one here from a Brock.

10

20

Now, I got to

Yeah.

I messed up.
Would he take that?

No,

nobody wants something without a down payment.
Here’s another one.

(Inaudible) back there.

So we’ve got about seven or eight offers.
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1

or two could not lose money and maybe make a little

2

bit.

3

be fair?

Can I tell you what he really took?

4

AUDIENCE:

5

ROBERT SHEMIN:

Would that

Yeah.
See what you left on the

6

table and what you could have made.

7

okay?

8

AUDIENCE:

9

ROBERT SHEMIN:

Would that be

Yeah.
And then (inaudible) learn a

10

lot about this.

11

selling, which somebody did eventually ask kind of

12

towards the end.

13

retired, whatever.

14

PropertyFinder, you would have realized that he sold

15

80 properties in the last year for 290 to 330, on

16

average, about 3-, 310, 315, 320.

17

a lot of owner financing.

18

PropertyFinder.

19

So, first, I asked him why are you

He said, I’m an old landlord,
And, now, if you would have had

On average, he did

That’s -- that was on the

You’d also run the comps on this.

He was

20

pretty close on his comps.

21

landlords, he was thinking five, ten years ago.

22

Southern California, like Fort Myers, has been going

23

up a bit and it was actually worth more 400, 425, 425

24

full retail, 400, you know, fast sale.

25

about 10 percent off.
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1

he bought it for $80,000 right after the crash as he

2

bought about another 90 properties somewhere between

3

70 and 95, 100 grand.

4

but not much.

5

and sold them for 300.

6

about $18, $20 million.

7

right.

8

Now, some needed a little work,

So he bought over 90 homes for about 90
Do the math, folks.

That’s

But he got started and did it

He knew what he was doing.
He actually told me he got out of the

9

military, he was a Marine, and he went to a training.

10

He went to the advanced training and another advanced

11

training and then a very specialized -- they’ve got a

12

landlord mentor to make sure he’s doing it right, and

13

he was awesome.

14

years?

15

now, it’s nine years?

16

homes?

What did he make?

No, not even, from like 2000 -- yeah, 2008 to
What’s 200, 300 grand times 90

17

AUDIENCE:

18

ROBERT SHEMIN:

Millions.

19

what he did.

20

good return on investment?

21

the investment.

22

Over -- in 15

$18, $20 million.

Most of you won’t do that.

That’s

Is that a

But some of you won’t make

Anyway, ours was 400, 425, no repairs.

He

23

would take cash, 295, but why do you want to give him

24

cash?

25

375.

The first time I asked him what will you take,
What’s the house worth, 375.
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1

said, can you do any better, just like you did the

2

first time.

3

what’s the least you will take and be okay?

4

He said, no, 375.

The second time,
375.

The fourth time I asked -- you all asked

5

about three as a group -- he came down to 350, which I

6

did with you.

7

that tell you?

8

PropertyFinder.

9

If he comes from 375 to 350, what does
I’m assuming you don’t have
He’s going to come down a lot more.

Then I said, listen, without negotiating,

10

what’s your rock bottom price?

You have no loan on it

11

because it’s owner financing.

12

with a loan.

13

I’ll tell you what, 300, that’s my rock bottom price,

14

but don’t ask again.

15

what’s his rock bottom price?

16

AUDIENCE:

17

ROBERT SHEMIN:

You can’t owner finance

We talked about it yesterday.

He said,

If you do, I’ll hang up.

So

300.
One person got it right

18

guesstimating, but it was cash.

19

terms.

I talked about this yesterday two or three

20

times.

How many times did I say yesterday you offered

21

too much too soon?

How many times?

22

AUDIENCE:

23

ROBERT SHEMIN:

24

AUDIENCE:

25

ROBERT SHEMIN:

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

Now, I’ll work on the

A lot.

Five, six, seven.

A little more.

Ten.
About.

I said, what are the

EX 13, p. 114

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 116 of 291
115
1

terms?

And he said, you make an offer.

That’s

2

exactly what I said to you.

3

property, you make the terms.

4

what a lot of sellers say.

5

I want 25 years at 7 percent interest.

6

say?

7

360 grand.

8

a lot of cash, some of you all don’t have, some of you

9

do, some of you might know where to get it, some of

And I said, no, it’s your
He said, okay, here’s

I want 20 percent down and

He wants 20 percent down.

What would you

That’s 20 percent of

That’s a lot of money to me, man.

10

you don’t.

What do you say, folks?

11

you’re on the phone, you’re on your own.

12

got to say something.

13

AUDIENCE:

14

ROBERT SHEMIN:

15

better than that?

Nice.

AUDIENCE:

17

ROBERT SHEMIN:

18

AUDIENCE:

19

ROBERT SHEMIN:
their heads.

This next week,
Come on, you

Can you do better than that?

16

20

That’s

That’s okay.

Can you do

Anybody else?

Give him a counter offer.
Huh?

Counter it.
Counter it?

Nope.

Get in

Get in their?

21

AUDIENCE:

Heads.

22

ROBERT SHEMIN:

Well, you know how much this

23

will cost you all next week?

24

trained to say.

25

Whose head am I in?

Here’s what I was

I said, sir, you’re a landlord.
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1

AUDIENCE:

His.

2

ROBERT SHEMIN:

Right now, you’re in your

3

heads.

Get out of your heads.

4

you heard that in these three days?

5

AUDIENCE:

6

ROBERT SHEMIN:

How many times have

A lot.
You’re in the contract head.

7

Get in the seller’s head.

I said, sir, you’re a

8

landlord.

9

that property from you, what do they give you back?

When a tenant rents the property and takes

10

Landlady friends, landlord friends, real estate

11

friends, what do people pay really as a down payment

12

to rent a property really?

13

AUDIENCE:

First and last month’s rent.

14

ROBERT SHEMIN:

15

month’s is a prepayment.

16

deposit.

No, the first and last
They get one month’s

Right, my property manager friend?

17

AUDIENCE:

Yes.

18

ROBERT SHEMIN:

And I’m saying, you’re a

19

landlord, I’m a landlord, and we ought to (inaudible)

20

for one month’s rent.

21

here’s what I said, I’m better than a tenant.

22

going to -- I’m a professional manager.

23

you my identity package.

24

said, it will show our background.

25

I work with Christine and Tarek.
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1

work with Christine and Tarek, blah, blah, blah,

2

whatever, you’re a part of that group?

3

seconds.

4

Yeah.

Just

And then I said, you’ll let a tenant move in

5

for 3,000, I’m better than a tenant.

He goes, okay,

6

give me ten grand.

And guess what I said?

No.

You

7

let them in for 3.

Can you do a little better?

Oh,

8

ah, ah, ah, 75.

9

more than a tenant.

I got it down to 5,000 down, a little
How many of you all can come up

10

with five grand?

Let me see your hands up high.

11

on.

12

easier than coming up with 300?

13

wholesaling it or keeping it yourself, because

14

whatever you have, you can sell.

Come

How many of you all think coming up with 5 is

15

Whether you’re

Now, I worked on the terms.

He wanted 25

16

years and 7 percent.

17

room, can you do a little better?

18

hey, ah, ah, grr, he went down to 5 percent.

19

you could have pulled your contract out from

20

yesterday, I gave you the exact numbers.

21

kind of looked at it.

22

I said, do you have a little
And he went on,
Now, if

Some of you

Now, somebody asked what the rent was.
3,000.

It’s 3,000.

Good

23

question.

24

down, and I did pay the closing costs, it’s 2180 PITI,

25

principal, interest, tax, insurance.
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1

cash flow in Southern California.

2

in Southern California.

That is insane cash

Anybody would jump at that.

3

What’s the property worth?

4

AUDIENCE:

5

ROBERT SHEMIN:

Four, 425.
Four, 425.

(Inaudible) 375

6

is super low.

That’s $75,000, folks, off of

7

Craigslist.

8

gotten it by luck for the cash offer.

9

best way to do your business by guesstimating?

And one or two people wrote -- might have
Is that the
Not

10

really, but it could work.

11

Various people asked about the terms.

12

terms every day, taking owner loans, owner financing.

13

(Inaudible) showed you how it worked.

14

I’ll give you credit.
We talk about

Now, is there any reason not to buy this

15

deal?

There’s a couple problems with it I’ll tell you

16

after -- in a second.

17

deal?

18

5,000 down plus the closing costs, cash flow is like

19

crazy, great neighborhood, no repairs.

20

$100,000 of wealth.

21

30, 40, 50, 80 grand on the table on one little

22

Craigslist deal.

Any reasons not to buy this

It’s worth 400, you have an agreement for 300,

That’s

Most of you all would have left

Why?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

AUDIENCE:
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1

ROBERT SHEMIN:

2

AUDIENCE:

3

ROBERT SHEMIN:

4

questions.

5
6

Didn’t ask the right questions.
Didn’t ask the right

We gave you over and over again.
Now, here’s the big thing.

(inaudible)?

How many

Sweet Nicole, helps everybody.

7

NICOLE:

8

ROBERT SHEMIN:

9

Scared.

Yes.
I profusely thank you

because you have helped me in business a lot.

10

(inaudible) remember?

11

work with and who not to work with.

12

eight million billion zillion dollars.

13

anybody asked you for help?

14

NICOLE:

15

ROBERT SHEMIN:

16

NICOLE:

17

ROBERT SHEMIN:

18

Okay?

By telling me who to
That’s worth
(Inaudible)

Please say yes.

No.
No one asked you for help?

No.
What did you do the last

minutes while we were doing the deal?

19

NICOLE:

20

ROBERT SHEMIN:

Walked around.
What did I say over and over

21

again (inaudible) sign the contract to have who

22

looking at it?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

You

room?

Experts.
Who are the experts in the

Nobody asked you for help?
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1

said, hey, Nicole, what do you think of this deal,

2

what would you have done for them or (inaudible) done

3

for them or with them?

4

NICOLE:

5

ROBERT SHEMIN:

6

I would have helped him.
Yeah.

Told them what to

ask, what to fill out.

7

Andre, surely, you’re so approachable,

8

professional, nice, good-looking shoes today, nice

9

jacket, great guy.

I thank you profusely because you

10

do help me all the time.

11

around, you’re walking around in front of everybody.

12

Surely somebody asked you for help.

13

ANDRE:

14

ROBERT SHEMIN:

15

ANDRE:

16

ROBERT SHEMIN:

17

AUDIENCE:

No.
Are you kidding?

No.
Why not?

Huh?

Oh, my goodness.

18

lesson.

19

should I do (inaudible).

20

ROBERT SHEMIN:

21

I had you (inaudible)

That’s a good

I was looking at him and I was saying, what

(Inaudible) and said the

only reason I’m successful is?

22

AUDIENCE:

23

ROBERT SHEMIN:

24

for help?

25

weird.

(Inaudible).
I asked?

We’re trained not to.

Why didn’t you ask
I don’t know.

It’s

And they’re standing right here and they’re
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1

paid for.

2

Correct?
Andre, if someone had said, hey, man, what

3

do you think about this or what should I do with this

4

contract, what would you have done?

5
6

ANDRE:

I would have helped them write it

up.

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Oh, my God.
That’s what (inaudible) the

fast start, the one-on-one, that’s what people do.

10

Everyone has a choice, folks, the easy way or the hard

11

way.

12

you all left a lot of money on the table or would have

13

not even gotten the deal.

14

And we give some real examples because a lot of

And let’s go back up for just a minute.

15

asked the guy.

16

called and emailed on this deal.

17

it?

18

I

Twenty something other people had
Why didn’t they get

Somebody give me a job you do, a profession.

19

You know, raise your hand and tell me what your

20

profession is or what you do as work.

21

AUDIENCE:

22

ROBERT SHEMIN:

Anybody?

PR.
PR.

Can you tell when

23

people don’t know what they’re talking about in PR?

24

Can you tell when people don’t know what they’re

25

talking about handyman jobs or nursing or kids or
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1

insurance and they just blurt stuff out?

2

Robert, I’ve got 20 calls and people ask the stupidest

3

questions.

4

started talking about all this other stuff and I knew

5

they didn’t know -- and he said, when you called, I

6

knew you kind of knew what you were talking about.

7

Can you all do that in your business?

They didn’t ask about the terms.

8

AUDIENCE:

9

ROBERT SHEMIN:

10

He said,

They

Yes.
How many of you all know

it’s important to know what you’re talking about?

11

Now, here’s the next question, what would

12

you do with this deal if you got the deal the right

13

way?

14

days to inspect.

15

way, I didn’t use PropertyFinder, just like you do old

16

school, and used this as an example.

17

PropertyFinder, we would know what he bought it for,

18

what he sold it for, what it was worth, what the

19

repairs were, what the neighborhood is going for, it

20

had the properties he sold, a ten-year history, and

21

all that stuff.

22

press the button and get your one sheet for your

23

lenders and investors.

300 grand.

24
25

He gave me 35 days to close and 35
He really didn’t care.

It makes it so easy.

And by the

But on

And then you

So, number one, could you wholesale this
property?

How much could you make?
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1

AUDIENCE:

Twenty, 30,000.

2

ROBERT SHEMIN:

Twenty, 30, are you kidding?

3

You’re way off, my friend.

I told an investor friend

4

that I met at the Vegas summit about this deal because

5

we were talking about something else.

6

I’ve got a deal in California.

7

it, Robert?

What’s the numbers on

What do he want to know?

8

AUDIENCE:

9

ROBERT SHEMIN:

The?

Money.
He said, what’s it worth?

10

said, 4, 425, I got the comps.

11

contract for?

12

the rent?

13

grand.

14

Robert, I’ll give you 50 right now.

15

what?

I

What are you under

I said (inaudible) man, 300.

What’s

I go, it’s in Riverside, nice area, three

I got (inaudible) five grand.

16

AUDIENCE:

17

ROBERT SHEMIN:

18

I said, hey,

He goes,
I’ll give you

Fifty.
Fifty.

You give the five to

him and what do you put in your pocket?

19

AUDIENCE:

Forty-five.

20

ROBERT SHEMIN:

What’s easier to come up

21

with, 50 grand or 340?

What’s easier to come up with,

22

50 grand or 360?

23

month because this is -- I got 100 grand to

24

(inaudible).

25

(inaudible) cash (inaudible) long-term holder.

And he said, I’ll give you $100 a

I’ll make 50 grand right up-front
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1

is this property going to be worth in ten years in

2

Southern California?

3

hundred?

It’s worth 425 now.

4

AUDIENCE:

5

ROBERT SHEMIN:

6

nobody can.

Eight.

AUDIENCE:

8

ROBERT SHEMIN:
think?

Over a million.

I can’t predict the future,

Say it again, Maxine.

7

9

Five

Over a million.
Thank you.

It will at least double.

What do you

Now, it may not be

10

that next year, but the next eight to ten years,

11

that’s real estate, folks.

12

500 grand you have left over on.

13

If it goes to 800, that’s

I didn’t take it because I’m a long-term

14

buyer and holder.

15

hold?

16

thing.

17

without doing anything.

18

this deal, maybe an hour and a half total.

19

Who else likes to long-term buy and

Who likes to buy and hold and rent?

So I could have wholesaled and made 45 grand
I’ve got like two hours in

You got to start working smart, folks.

20

out of that fear-based stuff.

21

on to whatever you’re holding on to.

22

That’s my

Get

Get out of that holding

Anyway, I decided to hold it and rent it,

23

and I put it in trust for my son.

24

doesn’t need it because he has his own real estate,

25

but I’m a good dad.
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1

month now from this?

2

free, plus his net worth went up 100,000, correct?

3

Plus (inaudible) hold it for ten years.

4

retirement deal, folks, or half his retirement or a

5

third of his retirement or a fourth.

6

Five to 800 bucks a month tax-

That’s a

Correct?

There’s a problem in this deal we’ll get

7

into after the break.

But -- I’ll go over some

8

problems with it when I walk you through the whole

9

thing.

But some of you all, how do you think you did?

10

AUDIENCE:

Awful.

11

ROBERT SHEMIN:

And what’s going to change

12

next week?

13

we do.

And we’re going to take about a 10, 15-minute

14

break.

Would that be pretty good?

15

I know some of you all are with us and will be

16

trained.

17

you offers and stuff.

18

Andre.

19

training.

20

many of you all think that some of you all could use

21

some of that?

22

That’s why we’re so passionate about what

And I just hope --

We’ll take care of you training and getting
Come back and talk to Nicole or

This is kind of a last call for advanced
And I would say that some of you all -- how

Correct?

A three-day fast start where they do deals

23

and deals and deals.

24

on-ones and then the software and the online resource

25

center where they walk through these deals again and
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1

again.

2

get stuff the first time.

3

time.

4

And I’m like you.

I need repetition.

I don’t

I get it on the eighth

Does that make sense?
So those that are with us, congratulations,

5

we’ll take good care of you.

At the end of the day,

6

we have an orientation for those who (inaudible)

7

contact information, a plan and all that stuff.

So if

8

you need anything, talk to Andre, Nicole or me.

We’ll

9

come back in about ten minutes.

Sound good?

Let’s

10

take a quick ten-minute break and we’ll finish up with

11

this deal, do some buy, fix and sell, some asset

12

protection.

13
14

Thanks, Andre and Nicole for your help.
really appreciate it.

Quick ten-minute break.

15

(Brief break.)

16

(Music playing.

17
18

We

Unintelligible

discussions.)
UNIDENTIFIED MALE:

Financing, you get 5

19

percent for 25 years.

20

amortization schedule, 25 years, understand what the

21

(inaudible) is and know what (inaudible).

22
23
24
25

So you have to run your own

(Music playing.

Unintelligible

discussions.)
UNIDENTIFIED MALE:

You won’t have

(inaudible) title, same as if you had gotten
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1

(inaudible) from a bank.

2

title, but the bank holds the (inaudible).

3
4

(Music playing.

You don’t have (inaudible)

Unintelligible

discussions.)

5

UNIDENTIFIED MALE:

Yeah, if you put $5,000

6

down, so we got 25 plus the 5,000.

7

300 (inaudible).

8
9

(Music playing.

You have the full

Unintelligible

discussions.)

10

UNIDENTIFIED MALE:

So the 17.4 is

11

principal.

12

insurance, that moves it to 2180.

13

charging to rent to somebody else minus his principal

14

plus tax and insurance (inaudible) 2180, gives $820 of

15

free cash flow every single month.

16

(inaudible) 80 total to the seller (inaudible)

17

insurance, taxes and (inaudible).

18

820 bucks a month free cash flow in his pocket, in his

19

bank.

20
21
22

But if you add interest, taxes and

UNIDENTIFIED FEMALE:

Now, the 3,000 he’s

So (inaudible) 17

He’s still getting

And is that

(inaudible) going into the (inaudible)?
UNIDENTIFIED MALE:

Seller -- so the seller

23

takes the principal and interest and the taxes and

24

insurance goes to the insurance company (inaudible).

25

The seller (inaudible).
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1
2
3

(Music playing.

Unintelligible

discussions.)
UNIDENTIFIED MALE:

Also, so he got

4

(inaudible) 400, 425.

5

else for 350, 360, you make a quick 50-, 60,000.

6

Maybe (inaudible).

7

their net worth goes up even taking (inaudible).

8
9

So if you sell it to somebody

So if they get 70,000 in equity,

UNIDENTIFIED MALE:

Yeah, and you’re not on

the hook for that --

10

UNIDENTIFIED MALE:

For the monthly.

11

UNIDENTIFIED MALE:

-- monthly payment,

12

$1,724 or $2,180.

13

UNIDENTIFIED FEMALE:

14

UNIDENTIFIED MALE:

15
16

(Inaudible).
No, the deal goes from

you -- it goes from you to somebody else (inaudible).
UNIDENTIFIED MALE:

At closing -- at

17

closing, the buyer you brought in pays the -- let’s

18

call it 3 -- 400.

19

300, you’ve got (inaudible) assignment sheet.

20

Yeah, they bring in 400, you’ve got

UNIDENTIFIED FEMALE:

21

-- but now they’re paying --

22

UNIDENTIFIED MALE:

So now they’re paying

No, they’re going to

23

bring 400,000 to closing.

24

have -- you went under contract at 300.

25

signed the contract (inaudible) 400.
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1

UNIDENTIFIED FEMALE:

2

UNIDENTIFIED MALE:

(Inaudible).
If that -- that wouldn’t

3

be the case then.

All those would be (inaudible) and

4

you would take it -- you wouldn’t be doing it.

5

you’re (inaudible) bought it for 300 and I want to

6

sell it so that I (inaudible) I’m going to find a

7

buyer, I already have my buyer, you should already

8

have a buyer.

9

to you and that’s it.

(Inaudible) agreed upon (inaudible) me
(Inaudible).

10

UNIDENTIFIED FEMALE:

11

(Music playing.

12

If

(Inaudible).

Unintelligible

discussions.)

13

UNIDENTIFIED MALE:

Yes, the last one is

14

(inaudible) because you would have the right as the

15

buyer to (inaudible).

16
17

(Music playing.
discussions.)

18
19

UNIDENTIFIED MALE:

It’s really fast.

(Inaudible) really fast.

20
21

Unintelligible

(Music playing.

Unintelligible

discussions.)

22

UNIDENTIFIED MALE:

(Inaudible) you don’t

23

know anything about it (inaudible) because we don’t

24

know.

25

(inaudible) wrote 300 (inaudible) accepting offers

(Inaudible) profit.
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1

(inaudible).

(Inaudible) always give people an offer,

2

you know (inaudible).

3

UNIDENTIFIED FEMALE:

4

didn’t even get a chance to (inaudible).

5

UNIDENTIFIED MALE:

That’s (inaudible).

Yeah, so your first

6

initial instinct was correct.

7

understand that you don’t know (inaudible) about it

8

(inaudible) method.

9

UNIDENTIFIED MALE:

I

(Inaudible) you really

So your question about

10

the (inaudible) financing (inaudible) that’s why

11

(inaudible).

12

(inaudible) profit, don’t put that in there

13

(inaudible) make 50,000 on it.

14

be pissed because he thought he was going to get 25

15

years at 5 percent.

16

off immediately (inaudible) so he’s going to be pissed

17

(inaudible).

18

there and he signs it, that means you’re free to

19

(inaudible).

(Inaudible) resell this property

But, in fact, you were selling it

But if you’ve got that statement in

20

UNIDENTIFIED MALE:

21

(Music playing.

22

(Inaudible) 300, he’ll

(Inaudible).

Unintelligible

discussions.)

23

ROBERT SHEMIN:

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

deal set to set, start to finish.

Is this starting to

2

make a little more sense?

3

to find a deal, how to analyze it, what to say again

4

and again and again?

We’re showing you again how

Does it help a little bit?

5

AUDIENCE:

Yes.

6

ROBERT SHEMIN:

So real quick, two minutes,

7

before I handle any questions, there were some

8

problems with this deal.

9

problems are?

10

(Inaudible) what the

How do I know what the problems are?

Real world.

11

So I’m on the phone with this guy, correct?

12

And we come to a great agreement and it’s a great

13

deal.

14

going to happen?

The minute I or you hang the phone up, what’s

15
16
17

AUDIENCE:

There’s going to be other people

calling.
ROBERT SHEMIN:

There’s going to be one of

18

you calling and offering 380 or 360 or 350.

19

22 have called in a day and a half.

20

protect yourselves?

21

yourselves?

I mean,

So how do you

How do you get it to protect

22

AUDIENCE:

Sign the contract.

23

ROBERT SHEMIN:

So you could fill the

24

contract out yourself, fax it, mail it, send it, email

25

it, whatever to him, and then he signs.
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1

protected.

I would recommend having your title lawyer

2

record it.

But if you recall, this was a -- recall,

3

this is on a Saturday night, Saturday afternoon.

4

don’t fill out contracts.

5

Who fills my contracts out?

6

AUDIENCE:

7

ROBERT SHEMIN:

I

Remember I told you that?

Lawyer.
A title lawyer.

My lawyers

8

don’t work on Saturday night and Sunday.

9

So I’m not going to get my contract until Monday or

10

maybe Tuesday.

11

real estate investing, real step by step.

12

help everybody?

13

So what do you do?

Do yours?

This is advance
Does that

So here’s what I was trained to do.

You

14

could fill the contract out yourself or if you’re a

15

realtor, you could do that or have your realtor fill

16

it out, the contract.

17

so I’m going to call my title lawyer on Monday, First

18

American Title in L.A., who works with investors who

19

was referred by the Real Estate Club, the other

20

wholesales and say, hey, this guy’s name is Maurice,

21

I’m buying the house for 300,000, 5,000 down, blah,

22

blah, blah.

23

But I don’t fill it out myself,

Write up the contract.

Then I’m going to have my mentor look at it

24

and then I’ll have it AccuSigned or DocuSigned or

25

emailed to this guy.
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1

Tuesday or Wednesday.

2

have the contract to you until -- first I said, do you

3

have a contract you like to use.

4

I’ve done a lot of real estate, but I’m tired, I’m

5

retiring, I don’t care.

6

you fill it out, Robert.

7

my own contracts out, I use a title lawyer, First

8

American.

9

will probably be Tues -- Wednesday before they get it

10

Is that okay?

He said, listen,

(Inaudible) care.

I said, listen, I don’t fill

He goes, yeah.

Tuesday, but what do I tell him?
AUDIENCE:

14

ROBERT SHEMIN:

Wednesday.
Wednesday.

Don’t overpromise.

How many of you

15

all like that?

16

to happen as soon as I hang the phone up?

17

AUDIENCE:

18

ROBERT SHEMIN:
calls.

He’s going to get more

And guess what he might do?
AUDIENCE:

21

ROBERT SHEMIN:

Pick one of those.
So how can I protect myself?

No answers?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

But what is going

Get more calls.

20

22

I said, it

Now, I know it’s going to be Monday or

13

19

He said,

to you.

11
12

So I tell him, listen, I won’t

promise.

(Inaudible).
(Inaudible) like a pinky

Well, it’s real estate, folks, and
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1

(inaudible).

So I was trained to triple vaccinate.

2

Let me explain this.

3

for the whole day.

If you get there, we’re covered

4

How many of you all ever had someone say,

5

you want to come to dinner on Saturday night or you

6

want to help me move or you want to meet for lunch,

7

and they say yes, and then the date comes around and

8

they go, oh, man, I forgot, my wife planned this, my

9

kids did that, I can’t come.

10

ever had that happen?

How many of you have

Why does it happen?

11

AUDIENCE:

(Inaudible).

12

ROBERT SHEMIN:

No, they didn’t focus.

13

(inaudible) and they didn’t concentrate, automatic

14

reaction.

15

MS. BARKER:

16

UNIDENTIFIED FEMALE:

17

ROBERT SHEMIN:

18

I like your shoes.
Thanks.

(Inaudible) don’t even think

about what....

19

(Pause.

20

UNIDENTIFIED FEMALE:

21

They

Ms. Barker exits seminar room.)
Before you go, I just

wanted to also give you this.

22

MS. BARKER:

Yeah.

23

UNIDENTIFIED FEMALE:

Because you’re

24

probably going to start out with the wholesaling,

25

right?
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1

MS. BARKER:

Yeah.

2

UNIDENTIFIED FEMALE:

Okay.

So these are

3

just a few steps, like you’ve got a lot of good

4

details inside (inaudible) made notes.

5

MS. BARKER:

Yeah.

6

UNIDENTIFIED FEMALE:

7

to you.

8

for the wholesale assignment --

9

MS. BARKER:

10
11

These are just like the step-by-step things

Okay.

UNIDENTIFIED FEMALE:
follow.

And for me explaining

-- that you can

So it’s a little bit more like here on paper.

12

MS. BARKER:

Okay.

13

UNIDENTIFIED FEMALE:

14

MS. BARKER:

15

UNIDENTIFIED FEMALE:

16

MS. BARKER:

17

UNIDENTIFIED FEMALE:

18

MS. BARKER:

19

UNIDENTIFIED FEMALE:

On how it flows, okay?

Okay.
So --

This is the system?
Yep, mm-hmm.

Okay.
Well, this is the --

20

these are the steps and what happens in the wholesale

21

deal.

22

MS. BARKER:

Yeah.

23

UNIDENTIFIED FEMALE:

Because, you know, a

24

lot of people are always asking, well, what comes

25

first, then --
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1
2

MS. BARKER:

Yeah, I was trying to write it

down in the steps earlier.

3

UNIDENTIFIED FEMALE:

4

MS. BARKER:

5

UNIDENTIFIED FEMALE:

6

But, yeah, that helps.

MS. BARKER:

8

UNIDENTIFIED FEMALE:

So this

Okay.
Okay?

So take this

with you.

10

MS. BARKER:

11

UNIDENTIFIED FEMALE:

12

Mm-hmm, yeah.

is it right here.

7

9

Yeah.

Okay.
Make sure you build

your buyer’s list first.

13

MS. BARKER:

Okay.

14

UNIDENTIFIED FEMALE:

Your power team, also.

15

So for the wholesale deal, you’ll only need a realtor

16

for now, title agent, CPA.

17

MS. BARKER:

Okay.

18

UNIDENTIFIED FEMALE:

19

attorney.

20

to be looking for funding.

And real estate

But you always -- you always, always want
So --

21

MS. BARKER:

Okay.

22

UNIDENTIFIED FEMALE:

23

join like a real estate investment club.

24

MS. BARKER:

25

UNIDENTIFIED FEMALE:
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1

with people.

That’s always good, you know, to meet

2

new people, to talk to people, you know, kind of like

3

build your clientele and your network basically.

4

MS. BARKER:

Yeah, yeah.

5

UNIDENTIFIED FEMALE:

Okay.

You know, make

6

sure you work on your credit.

7

every three to four months, check it.

8

months, increase your credit card limit.

9
10

MS. BARKER:

Every six

Every three -- you said a

credit check every three to six months?

11

UNIDENTIFIED FEMALE:

12

MS. BARKER:

13

UNIDENTIFIED FEMALE:

14

then every -- months.

15

your credit lines.

Three to four, sorry.

Three to four months.
Three to four.

And

And then six months, increase

16

MS. BARKER:

17

UNIDENTIFIED FEMALE:

18

Every three to six --

Every six months, okay.
Every six months, mm-

hmm.

19

MS. BARKER:

Okay.

20

UNIDENTIFIED FEMALE:

21

MS. BARKER:

22

UNIDENTIFIED FEMALE:

Yeah.

Should I start that now?
Yeah.

And then think

23

of a name for your entity and then business cards,

24

too.

25

MS. BARKER:
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1
2
3

UNIDENTIFIED FEMALE:

Yep, like what do you

want to call your business.
MS. BARKER:

And what am I -- I’m getting

4

the extra credit as a way for financing?

5

UNIDENTIFIED FEMALE:

6

money available.

7

MS. BARKER:

8

UNIDENTIFIED FEMALE:

9

That’s just for having

Okay.
You know, that’s one

of the ways to have funding.

10

MS. BARKER:

Okay.

11

UNIDENTIFIED FEMALE:

Entity name, okay.
Mm-hmm.

Because you

12

don’t have to use it, but if an opportunity arises,

13

then you have it.

14

MS. BARKER:

15

UNIDENTIFIED FEMALE:

16

MS. BARKER:

17

Yeah, yeah.

Okay.

UNIDENTIFIED FEMALE:

19

MS. BARKER:

20

UNIDENTIFIED FEMALE:

22

Okey-doke.

And then

following these --

18

21

Yeah.

Yep.

Following the system here.
With your notes and

what you’re learning in here.
MS. BARKER:

Now, I have the book in there

23

and I notice we didn’t go over a lot of the book.

24

Some of it mirrors what he’s saying and stuff, but it

25

looks like there might be extra information there.
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1

UNIDENTIFIED FEMALE:

2

MS. BARKER:

3

What do I do if I’ve got

questions about what’s in the book?

4
5

UNIDENTIFIED FEMALE:

MS. BARKER:

7

UNIDENTIFIED FEMALE:

Okay.

MS. BARKER:

10

UNIDENTIFIED FEMALE:

13

UNIDENTIFIED FEMALE:

14

MS. BARKER:

Okay.

-UNIDENTIFIED FEMALE:

17

MS. BARKER:

Uh-huh.

-- maybe what’s more in the

book, okay.

19

UNIDENTIFIED FEMALE:

20

MS. BARKER:

21

UNIDENTIFIED FEMALE:

22

MS. BARKER:

23

UNIDENTIFIED FEMALE:

25

Yeah.

And they’ll help me understand

16

24

It’s the pink or the

yellow one.
MS. BARKER:

18

The number --

Oh, okay.

12

15

Yep.

it’s on your receipt there.

9

11

There’s a 1-800 number

you can call.

6

8

Yeah.

Yep.

Okay.
Yeah.

All right.

Thank you.
Okay.

(Inaudible).

It was nice meeting you.
MS. BARKER:
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1

Are you going back to Vermont?

2

UNIDENTIFIED FEMALE:

Yes (inaudible).

3

MS. BARKER:

Well, you’ll be going

4

Ah, oh.

through drastic temperature changes.

5

UNIDENTIFIED FEMALE:

6

MS. BARKER:

7

Hopefully, you’re feeling a

little better today than yesterday.

8
9

UNIDENTIFIED FEMALE:

Oh, yeah, well, today

I am.

10

MS. BARKER:

11

UNIDENTIFIED FEMALE:

12

Oh, I know, gosh.

Oh, good.
(Inaudible) because if

I get on a plane and the pressure...

13

ROBERT SHEMIN:

I’m relying, R-E-L-Y-I-N-G,

14

expecting, E-X-P-E-C-T-I-N-G, that we have a deal.

15

Here are the terms, thanks so much.

16

AUDIENCE:

17

ROBERT SHEMIN:

(Inaudible).

(Inaudible).
I’m buying the property.

18

got to protect what I’m (inaudible).

19

courtesy gave me (inaudible).

20

expecting when I send that email.

21

that will hold up in a court of law, when you send

22

that email.

23

two words?

(Inaudible) by

I’m relying and
My lawyers tell me

Two words, folks, rely and expect.

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

called my title lawyer.

Hey (inaudible) for 300,000,

2

5,000 down, 25 years at 5 percent, wind it up.

3

sent me my copies, sent it to my mentor, no problem.

4

We sent it to the guy.

5

Well, Tuesday morning or Monday night, I can’t

6

remember.

7

down.

8

costs.

He

The guy signed within an hour.

And we closed 25 days later with 5,000

Well, that’s (inaudible) plus the closing

9

That’s a $100,000 deal, folks.

I used to

10

work three years to create $100,000 (inaudible).

11

of you all got (inaudible), some of you all didn’t get

12

it.

13

week you don’t do it, every month you don’t do it

14

costs you money.

15

(Inaudible) buy, fix and sell (inaudible) tax liens

16

and deeds.

17
18

That’s just one little Craigslist deal.

Some

Every

Any questions on that deal?

Any questions on that deal?
AUDIENCE:

What’s that 1 percent

(inaudible)?

19

ROBERT SHEMIN:

Good question.

I don’t use

20

equations, but you will hear some.

21

know.

22

of 300,000?

23

it meets the 1 percent rule, if the rent is 1 percent

24

of the price, then I’m going to buy that (inaudible).

25

That makes no sense to me.

So it’s good to

If the property is $300,000, what’s 1 percent
$3,000.
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1

price.

I want to weigh out.

2

bargain goes (inaudible).

3

options.

4

me, does not like risk?

5

Right?

I want options if the

(Inaudible) have no

That’s very risky.

Who here, like

Number two, 1 percent rule.

The property is

6

100 grand and the rent is 1,000, what’s 1 percent of

7

100,000?

8

AUDIENCE:

One thousand.

9

ROBERT SHEMIN:

One thousand.

If the rent

10

is $1,100, they go, wow, that’s a great (inaudible).

11

It’s actually got a 10 percent cap rate, about a 10

12

percent return on your investment kind of, but I don’t

13

use those equations.

14

The cash flow is like crazy.

15

I change my mind in a month or two or life changes in

16

six months, what can you do.

I buy property way below market.

17

AUDIENCE:

18

ROBERT SHEMIN:

So if I don’t want it or

Sell it.
Sell it at a profit and make

19

money or you’ve already even got a built-in property,

20

your net worth goes up and you keep it.

21

use equations, but it’s good to know some.

22

like that?

So I don’t
How do you

Great question.

23

Any other questions about this deal?

24

AUDIENCE:

25

Yes?

That email that you sent to the

seller, I’m relying and expecting --
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1

ROBERT SHEMIN:

2

“relying and expecting.”

3
4

AUDIENCE:

Those are the two key words,

What was the rest of the email

that you got?

5

ROBERT SHEMIN:

Whatever the deal is, I’m

6

buying it for 300 grand, 5,000, 25 years at 5 percent.

7

Remember that?

Thanks, love, Bobby, love, Alex, love

8

you, whatever.

Got it?

9

This is very simple stuff.

10

Just the terms of the deal.

Hey, can I really freak you all out for just

11

a minute and in a good way?

12

(Inaudible).

13

thinking this.

14

bought properties.

15

I’m going to show you how he did it.

Huh?

Would that be okay?

A lot of you all (inaudible) were

I’m going to show you how my mentor
I’m not going to recommend it, but

16

AUDIENCE:

17

ROBERT SHEMIN:

Is that fair?

Mm-hmm.
We’ll get to the (inaudible)

18

in just a minute, okay?

My mentor, he would invite me

19

like to a three-day fast start.

20

meetings with him.

21

motivated sellers, sometimes on the phone, sometimes

22

in person, and he bought (inaudible).

He would sit down with highly-

23

MS. BARKER:

24

ROBERT SHEMIN:

25

any sort?

I would go to

Oh, thank you.
So who here owns a house of

Brock, let’s have a little fun.
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1

mind playing?

2

paper.

3

of it is in your workbooks.

4

what’s up here.

5

minute.

6

Great.

So, Brock, get out a sheet of

Don’t write all this down, by the way.

Okay?

A lot

(Inaudible) focus on

We’ll get to this in just a

Everybody focus on what’s here.
Brock, so you own a house, right?

So my

7

mentor would negotiate with a motivated seller.

8

would sit at the coffee table or on the phone with him

9

and they would come to an agreement.

10

here’s what he said.

11

read or write.

12

years.

13

Brock, you own a house, right?

And

Now, he never -- he couldn’t

I didn’t know that the first few

I never really figured it out.

14

BROCK:

15

ROBERT SHEMIN:

16

Right?

He

So anyway, so,

Yep.
So you got a sheet of paper

there?

17

BROCK:

Mm-hmm.

18

ROBERT SHEMIN:

So write this.

Everybody

19

can copy it down if you’d like.

20

full name, Deed, D-E-E-D, put the address of your

21

house whatever the address is, 1200, you know, Jones

22

Street, to Robert Shemin, that’s S-H-E-M-I-N, for

23

valuable consideration.

24

bucks, $1, the price of the house, whatever.

25

Brock, full name, D-E-E-D, put the address of the
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1

house down, to Robert Shemin for valuable

2

consideration, period.

3

BROCK:

4

ROBERT SHEMIN:

Sign and date it.

Spell your last name.

5

asking.

6

name, Brock, and date it.

7

of paper.

S-H-E-M-I-N.

Now, just sign and date that.

Thanks for
Sign your

And he hands me the piece

Who owns his house now?

8

AUDIENCE:

You do.

9

ROBERT SHEMIN:

I do, or my mentor did.

10

That’s how he bought most of his houses.

11

recommending it; I’m just saying that’s what he did.

12

Do I have to record it?

13

AUDIENCE:

14

ROBERT SHEMIN:

I’m not

Yes.
No, that’s another myth.

15

The only reason you record mortgages and deeds at the

16

courthouse or the register of deeds, every city, state

17

and country has one, it’s so the world’s on notice.

18

So if he goes and tries to sell it to her, she’ll know

19

that he sold it to me a year ago.

20

record it, it’s just smart to.

You don’t have to

You don’t have to.

21

Do I have to get it notarized?

22

AUDIENCE:

23

ROBERT SHEMIN:

24

really signed this.

25

owns his house?
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1

AUDIENCE:

You.

2

ROBERT SHEMIN:

Now, if there’s a mortgage

3

on it, I got the mortgage (inaudible).

Correct?

4

my mentor would go out and meet with people and say,

5

what do you need, Brock, do you need two grand to move

6

out or three grand to get your new home, move out and

7

come back to Ohio or pay off your ex-husband or wife

8

or whatever the -- you know, the motivation is.

9

he would write them a check for two grand and he’d

10

take it four days -- three business days later,

11

Thursday, three business days.

12

Wednesday.

13

And

Monday, Tuesday,

And he would say, Brock, I’m going to take

14

this to my title lawyer.

15

check will be good.

16

there’s (inaudible) something you didn’t tell me

17

about, we’re going to cancel that check on Monday

18

(inaudible) the deal is off.

19

those houses.

20
21

So

If the title is good, the

If the title is no good or

That’s how he bought all

I don’t recommend it.

Guess how many problems he had in 30 years?
None.

22

AUDIENCE:

(Inaudible).

23

ROBERT SHEMIN:

Again, I’m not recommending

24

it.

I don’t want to go through it.

25

you that’s how simple it could be if you find a good
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1

deal.

2

(Inaudible) record stuff (inaudible) didn’t

3

really care.

(Inaudible) house.

4

Doing deals and making money.

5

deals all the time.

6

overthinking?

7

Sound good?

What was his focus?

And, by golly, he did

Juicy deals.

Why are you all

Once you get started (inaudible).

8

AUDIENCE:

(Inaudible).

9

ROBERT SHEMIN:

So I’m going to give you

10

some more gifts before we get here.

11

contracts.

12

I’m going to say it three times.

13

insurance in my name.

14

my name.

A lesson on

Always get title insurance in my name.
Always get title

Always get title insurance in

Always get?

15

AUDIENCE:

Title insurance (inaudible).

16

ROBERT SHEMIN:

Title insurance in my name.

17

How many of you all have ever bought a house?

18

you don’t have title insurance in your name.

19

realtors make this mistake.

20

say, oh, you have title insurance right here in the

21

folder.

22

name?

No, you don’t.

23

AUDIENCE:

24

ROBERT SHEMIN:

25

A lot of

They go to a closing and

(Inaudible).

It’s in whose

(Inaudible).
For an extra $35, you can

have an owner’s policy in your name.
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1

in the name of Robert, put the title policy in?

2

AUDIENCE:

3

ROBERT SHEMIN:

4

(Inaudible)
If I buy in the name of

Happy Times, LLC, Happy Times, LLC.

5

Next thing, Maxine, I’d love your help on

6

this.

But you know what, you don’t have to because

7

you’re a VIP student.

8

So who here has bought a house more than five years

9

ago?

Most people are underinsured.

A lot of people.

So, Maxine (inaudible) if you

10

don’t mind for a minute.

11

bought a house (inaudible) Cape Coral or Miami,

12

wherever you bought houses (inaudible).

13

bought it for $200,000.

14

So five years ago when you

And you

Now, your title lawyer, your realtor, you

15

had a residential (inaudible) insurance lady

16

(inaudible) Maxine (inaudible) and (inaudible) some

17

insurance (inaudible) homeowner.

18

(inaudible) insurance.

19

get that, you get a quote.

20

title insurance and insurance in your name, in your

21

name, in your name.

22

insurance.

23

They say, hey

(Inaudible) you get this, you
Everybody has to have

They have $200,000 (inaudible)

(Inaudible) seven years ago.
What’s the house worth now?
Is that possible?

Anybody?

24

about 400?

25

Now, it’s worth 400, but you never upped your

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

How

Is that about right?

EX 13, p. 148

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 150 of 291
149
1

insurance.

2

insurance policy is different.

3

different.

4

your policy.

5

Now, everyone company is different.

Every

Every state is

Read your policy, read your policy, read
Got it?

(Inaudible) house burned down.

(Inaudible)

6

or a hurricane or whatever.

7

congratulations, you’ve got insurance with us.

8

50 percent insured, so we’re going to cut you a check

9

for 50 percent of your insurance, 100 grand.

You’re

Could

10

that happen to Maxine?

11

There’s two (inaudible) for this.

12

insurance agent every year and say, do I have enough

13

life, health, property, and get it in writing, in

14

writing, in writing.

15

way.

16

Yes.

And they say, hey,

Because you were?

Why, Maxine?

One, meet with your

That’s the best

But I know that I’m lazy and I may forget to.
Now, I (inaudible) with my insurance

17

(inaudible) on December 2018, and I put my calendar

18

(inaudible) in December 2019, call Pete to go over all

19

the insurance, all the properties to make sure we’re

20

properly insured.

21

pay a little extra money every month for inflation

22

adjusted, inflation adjusted, inflation adjusted,

23

inflation adjusted, replacement cost, replacement

24

cost, replacement cost.

25

But I know I might forget.

Let me say it three more times.
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1

policies -- you don’t have to, I pay a little extra --

2

and I get inflation adjusted replacement cost.

3

do I get?

4
5

What

What would you get?
AUDIENCE:

Inflation adjusted replacement

cost.

6

ROBERT SHEMIN:

(Inaudible).

Now, the house

7

is worth 400.

God forbid the house burnt down or

8

hurricane whatever.

9

and they say, well, Robert, you have inflation

Now, I call my insurance company

10

adjusted replacement cost.

Now, the replacement cost

11

on the house (inaudible) -- are there new green laws,

12

new roofing laws, new hurricane laws, new (inaudible)

13

laws, new this law, new that law, new codes, it costs

14

450.

15

panels, special this and that, we’ll just cut you a

16

check for 450.

So we’re going to rebuild your house with solar

17

Which would you prefer?

(Inaudible).

Maxine, you like replacement cost inflation-

18

adjusted?

Yeah?

And I’m talking about 40 percent of

19

the homes in the United States are underinsured.

20

A lot of them.

21

If they don’t treat me right, it’s called triple

22

(inaudible), right, Maxine?

23

about they don’t pay and they don’t write checks is

24

really not true in most cases.

25

get a bad rap and they don’t deserve it.

Huh?

Now, insurance companies have to pay.
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1

Now, the most money (inaudible) in the first

2

12 years (inaudible) I had 47 properties in Nashville

3

destroyed by the tornadoes.

4

nobody got hurt.

5

company made me an offer of about $330,000 which is

6

(inaudible) what I paid, and before I settled, I hired

7

an expert.

Was that bad?

(Inaudible).

Thank God

Now, my insurance

Who did I hire?

8

AUDIENCE:

Expert.

9

ROBERT SHEMIN:

I got a public adjuster.

10

There’s only three people that understand insurance

11

contracts, the companies that wrote them, the adjuster

12

they send out and your adjuster or your (inaudible).

13

I’m sorry.

14

Is that fair, Maxine?
And I just (inaudible) it’s a good one.

15

Anything we do above 330 or whatever it was, we get

16

(inaudible) percent.

17

times, from 300 to $1.8-9 million.

18

understands insurance contracts.

19

you’re an insurance expert.

20

recommend (inaudible) big fire or a tornado or a

21

hurricane?

22

the insurance company’s expert, your expert.

23

okay, Maxine?

24
25

They increased my claim six

You don’t, unless

So what did I just

Get an expert (inaudible) your claim.

Not

Is that

Yeah?

What’s the risk?
Right?

Because nobody

How many of (inaudible)?

And we (inaudible) renter’s insurance.
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1

Now, let’s give you some more gifts.

2

ways to find great deals.

Network with other

3

wholesalers or investors.

That’s how I find 99

4

percent of my deals, off of Craigslist, my house

5

deals, (inaudible) happy investor, millions of

6

websites.

7

(inaudible).

8

and getting a lot of deals.

9

(inaudible) retail.

10
11

More

(Inaudible) you could have a little
(Inaudible) making a lot of low offers

Call for-rent ads.

It’s a big numbers

We talked about that.

(Inaudible) motivated landlord (inaudible).

12

Insurance adjusters, that’s how my mentor

13

found a lot of deals.

14

deals.com.

15

You can go right to the owners, correct?

16

people that are too cheap or lazy or whatever to get a

17

realtor.

18

I’ve gotten deals off there.

19

Okay?

(Inaudible).

Buyhouse

We mentioned yesterday forsalebyowner.
These are

Some of them are motivated, forsalebyowner.

Now, some more exotic ways to find deals.

20

Pick one or two, don’t get overwhelmed.

The goal is

21

when you find the deals.

(Inaudible).

22

-- get out of your head.

Who here has ever known a

23

bail bondsman?

24

(Inaudible) you know one or you have been one or

25

worked with one, a friend?

Bail Bondsman

Anybody have a friend that’s one?
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1

Which one?

2

AUDIENCE:

3

ROBERT SHEMIN:

(Inaudible).
(Inaudible) business.

4

you have a friend that’s one?

5

(inaudible) bail bondsman.

6

AUDIENCE:

7

ROBERT SHEMIN:

Let me guess

(Inaudible).
(Inaudible).

Did it make

8

some money?

9

Somebody get out of your head I’m not going to

10

(inaudible).

11

Do

Most of them make a lot of money.

Get into that other person’s head.

So (inaudible) example.

Let’s say John and

12

Jill are riding down the road and they have seven

13

kilos of Medellin’s finest, cafe blanco, (inaudible),

14

cocaine in the trunk of their car, and they get pulled

15

over for a broken tail light and they’re three-time

16

losers.

They go to jail.

17

AUDIENCE:

18

ROBERT SHEMIN:

What are they charged with?

(Inaudible).
Or maybe they’re just your

19

regular run-of-the-mill criminals who carjacked a car,

20

strong-armed a grocery store, home invaded a house,

21

they’re just typical felons, right?

22

them over, they already have a record, and they go to

23

jail.

24

They’re going to sit in jail for three months until

25

their trial and we’re going to set the bond at

The police pull

And the judge says, I don’t like these people.
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1

$100,000.

2

three months until their trial in three months or

3

they’ll come up with $100,000 (inaudible) to ensure

4

they’ll show up in three months or they call your

5

local bail bondsman.

6

What does that mean?

That they sit in jail

And most bail bondsman, legal in every state

7

except Oregon, Kentucky, Wisconsin, Illinois and now

8

California just passed a law two weeks ago

9

(inaudible), laws changes, folks.

And the bail

10

bondsman says, give me 10 percent cash, which means 10

11

grand.

How much?

12

AUDIENCE:

Ten grand.

13

ROBERT SHEMIN:

And I’ll loan you or be on

14

the hook for the other 90 grand to make sure you show

15

up.

16

for that money with -- they only do it with what?

They only loan that money, they’re on the hook

17

AUDIENCE:

18

ROBERT SHEMIN:

19

Collateral.
Collateral.

And what’s

usually the collateral?

20

AUDIENCE:

House.

21

ROBERT SHEMIN:

22

AUDIENCE:

23

ROBERT SHEMIN:

Who’s house?

Their parents’.
Mommy’s, grandma’s

24

(inaudible).

Who -- I mean, what other person would

25

put up their home, paid for, for some convicted
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1

felons?

Only mom, sweet mom, and sweet (inaudible).

2

Too naive, too sweet.

3

Now, most of the time they show up and the

4

bail bondsman made 10 grand for pretty much doing

5

nothing and they don’t like risk.

6

loan 90 grand, that house better be worth 150 or 180.

7

Correct?

8

show up, they hire -- what’s that guy called?

9

bounty hunter and they go (inaudible) and give him

They don’t take risks.

If they’re going to

Now, if they don’t

10

some personal development.

11

think positive, be good, go to prison.

12

(Laughter.)

13

ROBERT SHEMIN:

The

(Inaudible) hey, man,

Whatever.

14

Now, we’re real estate investors.

15

money on deals.

16

to call five bail bondsman.

17

of houses.

18

fortune.

19

have lot of cash.

And that’s it.
We got to make

I would like you all, if you want to,
Sometimes they own a lot

They take (inaudible).

They’re making a

They could be your money partners.

They

I’m sure they report it to IRS.

20

(Laughter.)

21

ROBERT SHEMIN:

I’m not kidding.

Who here

22

has called five or seven bail bondsman in the last 60,

23

90 days?

24

houses.

25

They make a lot of money on bonds and you can get

They know where houses are, they take back
Most of them are not real estate investors.
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1

deals from them.

Another way to find deals that’s not

2

in any book or course that I know of.

3

Funeral homes.

How many of you all know

4

somebody that might die?

5

all, but other people.

6

neighborhood-based funeral homes.

7

head, folks.

8

bought a house 40 years ago for 25 grand in Cape

9

Coral, Fort Myers or Nashville or Indianapolis or New

I’m just checking.
Funeral homes.

Not you

Small

Get out of your

Grandma Smith was a great lady.

She

10

Jersey, and now -- she hasn’t fixed it in 30 years.

11

How many of you all’s folks have the same shag carpet,

12

the same paint, in their old home, right?

13

pass away and the house is worth like 200 grand, but

14

it needs some work.

15

Where are the kids and grandkids?

And they

All over

16

the world.

17

Beach at Point East on Biscayne Boulevard, his condo

18

was worth about 280 grand.

19

in 1964.

20

beneficiaries were the grandkids, me and my five

21

brother, sister and my cousins, who were like my

22

brothers and sisters.

23

investor.

24

grandfather’s condo was worth?

25

When my own grandfather died in Miami

He bought it for 30 grand

My father was the executor.

The

But I was a real estate

How many of you all think we knew what my

My dad’s not a dumb man.
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1

a postcard from the obituary.

How did they find him?

2

It’s not a story, folks, it’s a system.

3

records, obituaries, newspaper.

4

my dad.

5

a cash offer for your property hassle-free.

6

called the grandkids.

7

Nashville.

8

Vicky, is super-sensitive.

9

want to go back there, too many memories, we just want

Public

They got his address,

They sent him a postcard and said, we’ll make
My dad

I was actually (inaudible) in

My sister was all crying.

My cousin,

They said, dad, we don’t

10

our stuff, our pictures, just get rid of it, we’re

11

never going back there, too many memories.

12

Now, I’m an investor.

13

AUDIENCE:

14

ROBERT SHEMIN:

Guess what I said?

I’ll take it.
Let me take it, you know.

15

But I said, it’s my family, my sister, my cousin,

16

Vicky, and whatever, my brother really didn’t care

17

because he can’t even care he’s so rich, and anyway, I

18

just said, Dad, do whatever you want to do, I really

19

don’t care, I’m busy, I got too many deals.

20

whatever Vicky and Rochelle want to do.

21

called up and offered my dad 160.

22

to 10 grand worth of cleanup.

23

the car for like 500 bucks.

25

Did my dad care?

Guess what my dad took?
The guy got

It was worth like $8,000.

Did we care?
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1

He did us a favor.

2

the emotion, going there and cleaning it.

3

my dad did go there and get some pictures and stuff.

4

I just wanted to give you a real example.

5

We didn’t have to deal with it,
You know,

Now, how many of you all want to take it to

6

another level, my realtor friends?

Again, one idea.

7

We’re on the resource list of six funeral homes in

8

Nashville and Memphis.

9

big corporate ones.

These are small regional, not

So when someone goes to the

10

funeral parlor and says, hey, we need a casket for

11

Granny or Great Auntie or whatever, and by the way, we

12

want to get rid of her house, and they have a resource

13

list.

14

list it and sell it for near full price.

15

quick cash offer, no hassle, we’ll clean it, we’ll fix

16

it, whatever you need to do.

17

Properties Corporation.

18

every two weeks?

They each have one or two realtors who will

19

AUDIENCE:

20

ROBERT SHEMIN:

Or they say,

I’ll call Superior

Guess what happens almost

You get a call.
We get a couple calls.

That

21

means you get one deal every month or two or three.

22

Your results may be different.

23

list of funeral homes.

24
25

AUDIENCE:

We’re on the resource

Do you have to do anything to --

like for the funeral home to get like --
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1
2

ROBERT SHEMIN:
me on your?

3

AUDIENCE:

4

ROBERT SHEMIN:

5

again.

6

put me on your?

Resource list.
Let me go over this system

Call the local funeral parlor and say, please

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Yes, call them and say put

Relationship.

Resource list.
Some have it, some don’t.

One of them I know very well because

10

they buried both my parents and one of my grandparents

11

in Nashville.

12

to do it.

13

some won’t.

14
15

(Inaudible) whatever.

However you want

It’s pretty much that simple.

AUDIENCE:

Some will,

Do they expect like some kind of

a --

16

ROBERT SHEMIN:

17

They can’t.

18

it.

No, I don’t believe so.

I don’t know.

Call and ask.

You’re way overthinking

What do you do?

19

AUDIENCE:

Call and ask.

20

ROBERT SHEMIN:

Some are going to say no,

21

some will say yes, some will say maybe.

22

Everybody’s different.

23

machine.

Is that fair?

How’s that?
Yeah?

We’re a

We’re what?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

the first day.

2

percent?

Eighty percent of wholesalers -- what

3

AUDIENCE:

4

ROBERT SHEMIN:

5

mail.

Eighty.
Get their deals from direct

From what?

6

AUDIENCE:

Direct mail.

7

ROBERT SHEMIN:

Direct mail.

I gave it to

8

you the other day, out-of-state owners, divorces, cash

9

offer for your house, running -- that’s about 80

10

percent of all wholesalers.

11

(inaudible) constructive genius -- excuse me, creative

12

genius.

13

for a two-day seminar.

14

500 homes to be a member of it.

15

There’s an inner circle

You can look him up.

It’s $30,000 a person

You have to at least wholesale

One of our students, Michael Fitzgerald, and

16

I always go to it.

We split it.

We just had one of

17

us attend about three months ago.

18

wholesalers there that do over 500 deals a month,

19

including us, and we share ideas.

20

just too simple.

21

mail.

There was about 80

And, again, it’s

They’re sending out massive direct

What are they doing?

22

AUDIENCE:

Massive direct mail.

23

ROBERT SHEMIN:

And they’re answering the

24

phone, putting stuff under contract.

25

with 70, 80 percent accuracy, those investors from
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1

yesterday are doing a lot of direct mail.

2

also may work foreclosures or make a lot of phone

3

calls.

4

a numbers game.

5

That’s going direct to the sellers.

6

throw that out there.

Well, that’s what they get their stuff -- it’s
PropertyFinder does that for you.
Just want to

Sound good?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Now, they

Good.

do a little on tax liens?

Now, who here would like to
Anybody interested in tax

10

liens?

(Inaudible) if we’re not, we’re going to move

11

on.

12

like to learn about tax liens and deeds?

13

to go very quick, beginner, intermediate and advanced.

14

Sound good?

We’ve got very limited time.

15

AUDIENCE:

16

ROBERT SHEMIN:

So who here would
It’s going

Yeah.
This also has to do with

17

foreclosures and short sales.

18

from the bank and don’t pay them, what will the bank

19

do?

20

AUDIENCE:

21

ROBERT SHEMIN:

So if you get a loan

Take your home.
They have a lien on your

22

house and they will eventually foreclose.

23

borrow from a hard money lender and don’t make the

24

payment, what will the hard money lender do?

25

AUDIENCE:
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1

ROBERT SHEMIN:

Take it.

So if you have a

2

tax lien on your house, you owe property taxes, which

3

is on every building in every city almost in the

4

world, and you don’t pay your property taxes, the city

5

has a lien on it, what do they do?

6

AUDIENCE:

Take it.

7

ROBERT SHEMIN:

Take your property.

So

8

let’s go through a real example just to give you this.

9

I’m going to go simple, intermediate and advanced.

10

could spend three days on this.

11

couple minutes.

12

I

I’m going to spend a

Let’s say a house is worth $500,000.

You’ve

13

done five comps, you’ve called two realtors, you run

14

test ads.

15

$300,000 loan on it from Bank of America, Wells Fargo,

16

whatever.

17

$50,000 and a lawyer got a lawsuit, a lien, a judgment

18

and put it against the house.

19

It’s worth 500.

Let’s say there’s a

Let’s say they forgot to pay their ex-wife

Correct?

Now, someone help me out here.

Fort Myers

20

-- I know what it is in Miami -- what are your

21

property taxes on about a $500,000 house?

22

AUDIENCE:

23

ROBERT SHEMIN:

24
25

A lot.
Can anybody take a

guesstimate?
AUDIENCE:
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1

ROBERT SHEMIN:

(Inaudible) grand?

It might

2

even be 12.

You know, Miami pays 70 to 80 percent of

3

all the taxes in Florida.

4

tax rate is much higher because we’re a rich city, a

5

big city, and we pay all the tax for the rest of the

6

darn state.

7

one-bedrooms on the beach, their property taxes are

8

between $15-and $25,000, two grand a month.

9

the one and two-bedrooms.

You know that, right?

Our

Every south -- condo in South Beach, the

(Inaudible).

Those are

They’re all million-dollar

10

condos.

The two and three-bedrooms go

11

from $3 to $5 million.

12

$50,000 of property taxes.

13

from Tennessee where things are cheap and taxes are

14

low, I was like, holy cow, that’s crazy.

It’s more like $30-, $40-,
When I moved down there

15

My property tax in Medellin, Colombia are

16

$800 a year on a 12,000-square foot mansion with an

17

indoor pool in the best neighborhood.

18

when I’m up there.

19

Pablo Escobar built it.

Anyway (inaudible).

20

(Inaudible).

21

awesome.

22

come.

It’s

I’ve got gun turrets in case the police

(Laughter.)

24

ROBERT SHEMIN:
built it.

Look it up.

There’s only eight of them.

23

25

I (inaudible)

He never lived there, but he

Anyway, guess what it Airbnb’s for for a
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1

night?

2

AUDIENCE:

3

ROBERT SHEMIN:

4

Four grand.
No, it’s Colombia.

1,500.

Guess what my payment is each month?

5

AUDIENCE:

(Inaudible).

6

ROBERT SHEMIN:

Three grand a month.

If I

7

rent it two nights a month, I pay for my thing.

If

8

you rent it 20 nights a month, that’s $30,000.

9

have a live-in maid and cook, which is $300 a month.

Now, I

10

So you’ve got to take that out.

11

driver which comes with the house.

12

month.

13

But that one Airbnb makes me over $20,000 a month when

14

I rent it.

15

I have a full-time
That’s $500 a

So you got to take that out.

That’s $800.

Now, when I’m there, I’m not renting it.
Who ever runs through Airbnb?

We’ve got one

16

in Cleveland (inaudible) one of our students.

17

Russian, Natalia.

18

few in America.

19

month.

20

manage mine?

21

He manages them for 10 percent.

22

done.

23

great business, but you got to know your laws because

24

laws can change.

25

South Beach, they’re very restrictive.

She has 50 Airbnbs in Europe and a
She makes like 50, 80, 90 grand a

Does she manage them herself?
No.

She’s

No.

Do I

I’ve got a concierge (inaudible).
So everything is

We’re not there and it’s perfect.

That’s a

Some places you can’t Airbnb, like
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1

have plan A, B and C.

2

But Airbnb is a great way to do vacation

3

rentals.

4

whole ‘nother business.

5

there.

6

if you (inaudible).

7

We make a fortune in that stuff.

That’s a

Just want to throw it out

There’s so many ways here to make money that

Let’s do tax liens.

So the taxes are like

8

$8,000 a year and let’s say they didn’t pay their

9

property taxes.

There’s a lien on your property now.

10

Taxes are paid backwards.

11

tax, they’ll send you a nasty letter saying pay your

12

taxes.

13

they’re going to foreclose.

14

So if you don’t pay your

There’s already a lien on there.

And if not,

Now, this is a very simple example and then

15

we’ll do an intermediate.

16

up at the Fort Myers tax sale or there’s tax sales in

17

every city.

18

person.

19

actually can happen.

20

this room been to a tax lien sale?

21

them.

22

So let’s say Maxine shows

Some of them are online, some are in

And she’s the only one which shows up, which
It’s very rare.

Has anyone in

I go to a bunch of

Anyway, we’ll (inaudible) in a second.
So she’s the only one that shows up.

Nobody

23

else bids and she bids eight grand and she wins.

24

happens in most cases to that $500,000 bank loan?

25

There was a mortgage on the property.

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

What

Everybody knows

EX 13, p. 165

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 167 of 291
166
1

what a mortgage is, right?

2

wiped out, kaput, zero, finished, finito, nada,

3

nothing, gone when the auction is over because the

4

mortgage is first, but where does the government

5

always put themselves?

6

AUDIENCE:

7

ROBERT SHEMIN:

What happens?

It’s gone,

First.

8

Now, wait a minute.

9

banks were smart people.

First, above everybody else.

I was brought up thinking that
If somebody owed you 300

10

grand, would you show up and bid $8,000 to protect it?

11

Does that make sense?

12

AUDIENCE:

Mm-hmm.

13

ROBERT SHEMIN:

Would a bank hire someone or

14

pay their manager or lawyer or branch manager to go

15

down there and bid eight grand so they don’t lose

16

their 300,000?

Would that make logical sense?

17

AUDIENCE:

18

ROBERT SHEMIN:

You think they would be more

19

smart.

20

and very rarely do the banks show up and they lose 200

21

grand, 300 grand, 800 grand.

22

sense?

23

got to worry about what you’re going to do.

24

make sense?

25

They’re not.

Mm-hmm.

I’ve been to dozens of tax liens

Does that make any

People aren’t that smart, folks.

So Maxine gets the house.
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1

bidder.

She won, eight grand.

2

Well, it depends.

3

How many types of foreclosure?

What does she get?

There’s two types of foreclosure.

4

AUDIENCE:

Two.

5

ROBERT SHEMIN:

Two in America.

About half

6

the states are what’s called deed of trust states.

7

The deed -- the ownerships for the trust, a lawyer

8

forecloses, boom, it’s done, it’s over, it’s very

9

simple, clean and easy.

It takes 30 days.

10

is a trust state.

11

Judicial sounds -- stands for court.

12

judicial stand for?

13

AUDIENCE:

14

ROBERT SHEMIN:

Tennessee

Florida is a judicial state.
What does

Court.
That means if you’re going

15

to foreclose on a tax lien or bank loan, you have to

16

go to?

17

AUDIENCE:

The courthouse.

18

ROBERT SHEMIN:

And a judge has to listen to

19

it.

Well, I’ve got some great news for you.

I have

20

friends of mine with multi-million dollar houses, you

21

probably do, too, who haven’t made a payment in five

22

years.

23

time saying we’re going to take your house, we’re

24

going to foreclose, and nothing’s happened.

25

still in the house living for free.

They get nasty letters in the mail all the
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1

AUDIENCE:

(Inaudible).

2

ROBERT SHEMIN:

Judges are backed up, the

3

process takes forever, the courts are slow.

It’s

4

ridiculous.

5

California, Florida, those are judicial states.

6

every court is different, every trial is different.

7

Now, the next question you got to ask is,

I’ve seen people 8, 10, 12 years.

8

what’s the interest rate?

9

probably there was an interest rate.

But

So while Maxine bought that
I’ve seen

10

interest rates in America (inaudible) tax liens from

11

6, 8, 10, 12, 14, 22, 28 up to 30 percent.

12

New York State, some parts of Florida have 24 percent

13

interest rates.

14

rate.

15

Say “got it.”

Texas and

Tennessee has a 9 percent interest

Every city and state is different.

16

AUDIENCE:

17

ROBERT SHEMIN:

Got it?

Got it.
I don’t know what Fort Myers

18

is.

19

depending on what’s going on -- and you’ll understand

20

in just a minute -- there’s something called the right

21

of redemption.

22

Sunday morning, we’re not talking about that kind of

23

redemption, we’re talking about property tax

24

redemption.

25

So let’s say her interest rate is 14 percent.

That’s number two.

So

Now, this is

Got it?

Some states have six months, one year, two
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1

years, three years, I’ve seen up to five years where

2

they give the owner of that building or house a year

3

to redeem.

4

$8,000 in taxes to the city or county.

5

pay?

6

10, 12, 14 percent.

7

Let’s say it’s 14 percent.

8

days, they come back and pay the money to the city or

9

county, $8,000 plus 14 percent interest.

They have one year to come back, pay the

Not Maxine.

Who do they

They collect the interest rate, 8,
It’s different for every city.
And in 11 months and 20

The city

10

gives that to Maxine because she won the bid and

11

Maxine has to give the house back.

12

property.

They redeemed the

What did they do?

13

AUDIENCE:

Redeemed.

14

ROBERT SHEMIN:

15

right of redemption.

16

house, nobody can come.

17

Tennessee, it’s one year.

Some states have a zero

Maxine bids, wins, it’s her

18

AUDIENCE:

19

ROBERT SHEMIN:

Every state is different.

In

How long is it?

One year.
So I don’t want to have my

20

money tied up for a year not knowing whether I’m going

21

to get (inaudible) percent or zero or the house back.

22

Nationally, about 70 percent of tax liens are

23

redeemed, but your place could be the exception.

24

lot of investors who have money in the bank or CDs

25

say, the bank’s paying me nothing, I’m going to put my

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

So a

EX 13, p. 169

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 171 of 291
170
1

money in a tax lien and make 10, 12, 14 percent.

2

That’s better than the bank.

3

what they’re doing.

4

But they better know

Make sense?

So the first question you’ve got to ask the

5

title owner is what’s the right of redemption.

6

do you have to ask?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

What

What’s the right of redemption?
What’s the interest rate?

What’s the what?

10

AUDIENCE:

Interest rate.

11

ROBERT SHEMIN:

Interest rate.

And, now,

12

the next thing is whatever way you find a deal,

13

wholesaler, realtor, best friend, tax lien,

14

foreclosure, advertisement, short sale, funeral home,

15

same system.

16

are the repairs today?

17

a lot of students go to tax lien seminars and get very

18

excited and they go, I bought ten tax liens in Toledo

19

for eight bucks.

20

We look it up on PropertyFinder and it’s a ditch.

What is the property worth today?
What can I get it for?

What
I see

I’m like really, what’s the address?

21

AUDIENCE:

Really?

22

ROBERT SHEMIN:

Worth like $8.

They had no

23

system.

So however you get a property, I don’t care

24

where you get it from, a triple wholesaler, a friend,

25

a realtor, a foreclosure, a funeral parlor or a bail
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1

bondsman or a tax lien, what’s it worth today, what

2

are the repairs, what can I get it for, how am I going

3

to make money?

4

little bit?

5

Are you all starting to get this?

A

So if you have a lot of money laying around

6

and nothing to do with it, you can invest in tax

7

liens.

8

do with the property?

9

to have my money sitting there for a year.

The next question is, is what are you going to
So in Tennessee, I don’t like
If there’s

10

a one-year right of redemption, can you rent the

11

property?

12

AUDIENCE:

No.

13

ROBERT SHEMIN:

No.

Because that homeowner

14

could come back next Tuesday, pay the money back and

15

move back in.

16

can come in at 9:00 in the morning.

17

my money sitting there.

18

I don’t think (inaudible) because they
So I don’t like

Now, we all spend 40 to 80 hours a week

19

working or thinking about money, correct?

20

We all spend so much time working -- or I did anyway,

21

in my family -- working and thinking about money.

22

What’s this actually worth whether it’s $100, 10,000

23

or 50 bucks?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

AUDIENCE:

The paper it’s printed on.

2

ROBERT SHEMIN:

I agree with you.

It’s called signage.

The paper

3

it’s printed on.

Governments

4

print money and it’s a perceived value, correct?

5

actually not worth anything.

6

younger and dumber, tried to burn it, but it didn’t

7

even flame up very well.

8

the way, in my bag back there, I’ve got like 50

9

million Venezuelan pesos.

It’s

I once, when I was

It just kind of smokes.

By

Guess what they’re worth.

10

AUDIENCE:

Nothing.

11

ROBERT SHEMIN:

12

Anyway, most of you are taught to sit on

Like zero.

13

your money.

14

making you rich, keep doing it.

15

money has value?

Correct?

Your money is sitting somewhere.

16

AUDIENCE:

17

ROBERT SHEMIN:

If it’s

When do I believe

When you put it to work for you.
When you put it to work.

So

18

if I give him 20 bucks to cut my hair, it’s worth

19

something.

20

worth something.

21

exchanged and when it’s moving.

22

sitting in equity or sitting in a building or sitting

23

in your retirement account and making 20, 30 percent,

24

hey, you’re doing all right.

25

got to put it to work.

He gives her $20 to walk his dog, it’s
Money only has value when it’s
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1

It’s costing you every time it’s not doing

2

something.

I’m a hard money lender, rehabbing,

3

rentals, something.

4

on the money.

5

you rich.

6

what?

But most of us are taught to sit

I don’t believe that’s going to make

The only time money has value is when it’s

7

AUDIENCE:

8

ROBERT SHEMIN:

9

(Inaudible).
Exchanged.

So I don’t like

having tax liens just sitting there for a year.

Now,

10

you know, maybe 9, 10, 12 percent is interesting to

11

you, not (inaudible) get the money.

12

problem with tax liens and deeds.

13

some advanced stuff in just a minute and then I’ll

14

move on.

15

it out.

16

Here’s the other
And I’ll give you

A lot of hedge funds and rich people figured

So many years ago, somebody said

17

(inaudible).

There was like 1,800 properties on

18

auction the second Tuesday of the month.

19

do the second Tuesday.

20

there.

21

We picked 20 properties that we were interested in,

22

that were in a good neighborhood, that we kind of

23

liked, in a certain area.

24

they ran comps.

25

And they told us what they were worth.

They still

So when (inaudible) go down

We looked at the list.

It’s public record.

And we called a realtor and

It took about an hour, two hours.
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1

contractor that we paid 100 bucks or something, $200,

2

and said, would you run around these houses, peek in

3

the windows and guesstimate what the repairs were.

4

So we knew what they were worth, we had a

5

guesstimate on the repairs, we came up with our

6

maximum allowable offer.

7

lien is only 10 grand, 20 grand, 30 grand, whatever

8

they were, and we sent somebody down to the tax

9

auction.

Sound familiar?

And the tax

The first 10 of the 20 houses they pulled

10

from the auction.

There was a legal problem, somebody

11

paid off the loan.

12

them.

13

went to bid, somebody bid twice a much as we would

14

have bid.

I don’t know.

Now, it went from 20 to 10.

They just pulled
The first one that

So did we get to bid?

15

Guess how many houses we got.

Because these

16

big hedge funds came down with all kinds of big money

17

and outbid us.

18

do them in person.

19

You can do them long distance; you can
I was very disappointed.

Now, that being said, you can make money at

20

the big tax sales.

A lot of people show up now.

How

21

many of you all would like to make a fortune?

22

to go to tertiary cities or even fourth level cities.

23

Now, these things have to have at least 50- to 75,000

24

people.

25

no people.

I like

I don’t like to go to a place where there’s
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1

Let me use (inaudible) city just as an

2

example, West Memphis, Arkansas; Twiddy, Texas; Tyler,

3

Texas.

Who (inaudible)?

4

(Laughter.)

5

ROBERT SHEMIN:

You know, I didn’t say Miami

6

or Vero Beach or Fort Lauderdale or Atlanta or Dallas.

7

These are towns with 50- to 150,000 people.

8

what we do.

9

team (inaudible) build your team.

So here’s

You’re going to have your assistant, your
That’s the way to

10

make a lot of money.

11

excuse me, the mayor’s office in West Memphis.

12

it’s not a big city, folks.

13

mayor of New York.

14

Lorraina or Tatiana call the mayor of West Memphis.

15

And I’d like to give you the script.

16

And they call the tax office or,
Now,

You’re not calling the

I have my assistant Heidi or

Hello, Mr. Mayor, mayor’s office.

By the

17

way (inaudible) down.

18

dogcatcher, the school principal, the Boy Scout

19

leader.

20

was in a (inaudible) Arkansas, population 12.

21

was a sign that actually (inaudible) population 12.

22

We were six of them and the Holden (phonetic) family

23

was the other six.

24

at the curve.

25

The mayor is also the

Everybody knows everybody, right?

Our farm
There

There was a flashing orange light

Don’t you (inaudible).

Anyway, Heidi calls the mayor of West
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1

Memphis.

2

(Inaudible).

3

properties, residential, commercial, apartment

4

buildings, shopping centers, houses, land, that

5

haven’t paid their property taxes and you’ve taken

6

them back?

7

we run all of our business off of Kalla.com, K-A-L-L-

8

A, dot-com.

9

Now, the mayor’s office (inaudible).
And we’re wondering, do you have any

And here’s the answer we get.

By the way,

Now, there’s thousands of services.

For a

10

few bucks, every call is recorded.

11

you have unlimited 800 numbers and local numbers.

12

So incoming calls were recorded.

13

(inaudible), you get the number they called from and

14

their data, their name and address.

15

recorded, outbound, inbound, tenants, managers,

16

contractors, kids, lovers, boyfriends.

17

kidding, folks.

18

every call recorded?

19

When you run ads,

When tenants

Every call is

I’m not

How many of you all wish you had

Our tenants, the manager said I get a new

20

Jacuzzi and don’t have to pay January rent.

21

Let’s listen to the call.

22

(inaudible) correct?

23

every call.

24

recorded, and they hang up.

25

people in South Beach calling on Craigslist

Really?

Now, you’ve got to talk

Not (inaudible).

We record

(Inaudible) ad, they call in, it’s
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1

(inaudible) house because I (inaudible).

(Inaudible)

2

for you.

3

their calls.

4

for your kids or husbands or wives or whatever?

5

not kidding, folks.

6

is systems.

You can actually go to Kalla and listen to

7

Why?

(Inaudible).

How many like that
I’m

That will change your life.

This

Anyway, so we could actually listen to

8

Heidi’s calls.

9

again.

They’re recorded.

Here’s the call

(Inaudible) take it back and (inaudible).

10

Here’s what a mayor’s office usually says.

11

Huh?

12

they’re running like 18 different departments.

13

small town.

14

think that’s Beverly, she’s the treasurer.

15

sewers, waters (inaudible) traffic tickets.

Yeah, I

16

think she does property tax.

Call

17

Beverly.

Who?

18

What are you talking about?

What?

Because
It’s a

And then they go, oh, yeah, taxes.

I’m not sure.

I

She does

So (inaudible) you call Beverly, the

19

treasurer.

20

The mayor told me to call you.

21

like that?

22

Beverly, Treasurer, Miss Treasurer, do you have any

23

properties you’ve taken back that haven’t paid their

24

property taxes.

25

Huh?

What?

Hey, Beverly, you’re the treasurer, right?
How many of you all

Start at the top, go to the bottom.

Who?

Hey,

Here’s how the calls usually go.
Because she’s doing, you know,
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1

power lines and sewer bills.

2

And then she’ll go, oh, yeah.

Last year, we

3

had six of them.

4

called?

5

world, by the way, real deals.

6

sitting on my shelf or they’re sitting in my drawer.

7

Guess what they’re called.

8

liens.

9
10

And guess what they’re actually

Beverly will say -- and this is the real
She goes, they’re

Shelf liens and drawer

Why are they called that?
AUDIENCE:

(Inaudible).

ROBERT SHEMIN:

And you’re the only one

11

that’s called.

12

And just -- and they know everything.

13

first one here is 4,200 bucks.

14

she ran over the truck driver, and now her cousin’s my

15

husband’s best friend.

16

contractor.

17

he said the roof (inaudible) word done.

18

law is a decorator, my brother’s a realtor.

I’m not

19

kidding, folks.

And we

20

get some killer deals.

21

How many of you all like that market?
Oh, yeah, this

Now, that was Theresa,

Yeah, my husband’s a

He went in the house a few months ago and
My sister-in-

Everybody knows everybody.

Now, the last thing (inaudible) redemption,

22

in Tennessee, it’s one year.

23

six months.

24

three years.

25

redemption.

In other states, it’s

Some places it’s zero, some places it’s
What I do is call after the right of
After the what?
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1

AUDIENCE:

(Inaudible).

2

ROBERT SHEMIN:

Right of redemption.

Then

3

there’s no right of redemption.

4

eight houses for about 30 grand.

5

90 and they need 5 grand worth of work.

6

bought, they showed me the title, we sent a contractor

7

in.

8
9

In Memphis, I bought
They’re worth about
Before we

Now, here’s the bad news about foreclosures,
short sales and tax liens.

They’re very exciting, but

10

there’s a problem.

How many of you all have been to

11

seminars where they say foreclosures, tax liens are

12

awesome (inaudible).

13

you.

14

to do them.

But here’s what they don’t tell

I’ve done a lot of them and we can show you how

15

There’s a lot of money in them.

Doug Hawkins (phonetic) has done over 15,000

16

of them.

17

people we have.

18

you probably don’t want to (inaudible).

19

want to, we’ll teach you and show you how to do it and

20

(inaudible).

21

He’s one of our mentors.

That’s the kind of

Doug will tell you, as a beginner,

Here’s why.

Now, if you

How do you get (inaudible)

22

repairs?

How do you go in and inspect the properties

23

with foreclosures?

24

you go in and inspect the repairs?

25

They’re locked up (inaudible) the poor people that get
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1

foreclosed on.

Go bang on that door.

2

to be real happy.

3

do you inspect the repairs?

They’re going

They’re losing their house.

4

AUDIENCE:

5

ROBERT SHEMIN:

6

AUDIENCE:

7

ROBERT SHEMIN:

So how

Anybody?

(Inaudible).
No repairs.

Huh?

(Inaudible).
Difficult or you can’t.

8

let me tell you in the real world what people do.

9

here knows what a landlord key is or the rehab key?

So
Who

10

That is a basic real estate term.

11

what this is, it tells me you don’t do a lot of rehab.

12

Anyone who has done rehab (inaudible) landlord key is

13

for these types of properties.

14

(Laughter.)

15

ROBERT SHEMIN:

If you don’t know

It’s a crowbar.

No, I’m not kidding, folks.

16

Eighty percent of investors in the real world, if they

17

really do these, they go to the back door with a

18

contractor and what do they use?

19

AUDIENCE:

(Inaudible).

20

ROBERT SHEMIN:

Bam.

Write this down.

21

That’s called breaking and entering.

That’s what 80

22

percent of them do.

23

did it and on my like 20th deal (inaudible) great

24

deal, they were foreclosing it for 50 grand from 130

25

in Nashville.

How do I know this?

My mentor

We had to get the ideas of repairs.
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1

And (inaudible) my mentor (inaudible) out doing deals

2

together, and we went to this vacant home in a not so

3

bad neighborhood in Nashville.

4

nice, actually.

5

Nashville is really

And even at that time, he was like 20 years

6

older than me, 25 years, and he said, Bobby, I’m going

7

to pop that back door and jump in.

8

whoa, there’s an open window.

9

on, I’m going to pop it and jump in that window.

And then he said,

He goes, Bobby, hang
And

10

guess what I said being the southern gentleman I am

11

and respecting my elders.

12

(Laughter.)

13

ROBERT SHEMIN:

I’ll give you a boost.

14

(Inaudible) real gentleman.

I said, you know, Mr.

15

Vinny, I’m a little younger than you, let me go jump

16

in the window.

17

(Inaudible) that window, jump in (inaudible) landed

18

like this, bam, and there’s three guys smoking a crack

19

pipe in the living room.

And I looked a little

20

different than they did.

And sometimes I’m really

21

quick.

22

pipe.

23

something.

24

the window.

25

expecting me to pop in the window today, were you?

He goes, go for it, Bobby.

These guys are looking at me like a crack
They’re like I must be hallucinating or
They’re like, a white dude just popped in
And I go, guys, I bet you weren’t
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1

They’re like, oh, ha, ha, ha.

2

hit?

3

I could have died.

They go, you want a

And I ran out the door so fast because, I mean,
That was the last time I went --

4

(Laughter.)

5

ROBERT SHEMIN:

6

entering in my career.

7

it’s illegal.

8

Correct?

9

-- (inaudible) breaking and
First of all, it’s a felony,

Number three, it’s really dangerous.

I’m not kidding, folks.

Don’t do it.

Now, let me give you a little example of

10

(inaudible) investor, no joke.

(Inaudible) and I want

11

to see if you recognize (inaudible).

12

noises.)

(Making singing

Say it.

13

AUDIENCE:

(Inaudible).

14

ROBERT SHEMIN:

Ice, baby, ice.

15

Ice.

16

mention this?

17

crazy story to teach you something, and then we’ll get

18

(inaudible) foreclosures, short sales and tax liens.

19

About six, seven years ago -- how many of you all get

20

those joke emails from your friends?

21

crazy videos, stupid stuff, dirty stuff.

22

get that stuff all the time and I don’t even look at

23

most of it.

24
25

Real name, Robert Van Winkle.

Vanilla

Now, why do I

If you’re open, you’ll learn.

A little

Like PhotoShop,
Anyway, I

About six, seven years ago, a buddy sent me
(inaudible) PhotoShop joke.

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

New York Times business

EX 13, p. 182

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 184 of 291
183
1

section, front page, Vanilla Ice gets TV show.

The

2

first paragraph they said, how did you get into real

3

estate?

4

bold print.

5

went to this guy named Robert Shemin.

6

started in real estate.

7

his advanced training.

8

training ever.

9

doesn’t know this.

And Vanilla Ice says, first paragraph in big,

10

Company.

11

I ever did.

I went to a seminar in disguise and I
He got me

I joined his program.
It changed my life.

12

AUDIENCE:

13

ROBERT SHEMIN:
people.

15

no real estate.

He

Thank you,

Thank you, thank you, thank you.

14

Best

I’ve made millions of dollars.
Thank you, Robert.

I got

Best thing

Whoa.

I know my music.

16

(Laughter.)

17

ROBERT SHEMIN:

I’m like, what?

I know

I never taught Vanilla Ice

Right?

I’m like, what?

And

18

I called (inaudible) mentor.

I said, this buddy of

19

mine must have photoshopped this New York Times that

20

said he came to our thing.

21

Robert, I wasn’t supposed to tell you, but Vanilla Ice

22

was in your class, he goes by the name Robert.

23

what class was that?

24

ball cap on backwards and he didn’t tell anybody he

25

was a rapper.

And our mentor said,

(Inaudible) he goes, he had the

He laid real low.
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1

to know who he was.

2

(inaudible).

3

Vegas.

He joined our advanced program

I go, yeah, I remember seeing him in

That’s Vanilla Ice?

4

He goes, if you recognized him, he told me

5

to give you his number and call him, he wants to take

6

you to dinner.

7

Vanilla Ice, Mr. Ice.

8

he took -- he came down to (inaudible) and he said,

9

man, this is the best program, best -- he took me to

And I went, oooh, oooh.

And I called

He lives in Fort Lauderdale and

10

dinner.

He’s a super cool guy.

11

20 years.

12

We’ve become pretty good friends now.

13

ten commercial properties.

14

much more money off of the real estate stuff you

15

showed me than I ever did rapping.

16

Donates to charity.

Same wife for 30 -Really cool guy.
He owns like

He goes, man, I made so

Now, why do I mention him?

About three

17

years ago, he made the news again.

18

which he gives us credit for, so this program works,

19

and he said -- (inaudible) his posse were riding

20

around in their pimped-out Cadillac where they run

21

around in West Palm Beach.

22

a tax sale in West Palm Beach on a Wednesday.

23

went to check it out.

24

landlord key, popped the back door and guess who

25

showed up.
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1

AUDIENCE:

2

ROBERT SHEMIN:

3

Police.
The Broward County Sheriff

And guess where Vanilla Ice went?

4

AUDIENCE:

Jail.

5

ROBERT SHEMIN:

6

(Laughter.)

7

ROBERT SHEMIN:

8

It’s called breaking and entering.

9

pretty good.

On ice.

He went to the clinker.
Now, he got off

The judge said do like 30 hours of

10

community service, pick up trash, and do a little free

11

concert for the boys club, do something else.

12

never went -- (inaudible) stay in jail.

13

want to get charged for breaking and entering.

14

So what do real investors do?

15

the window.

16

the repairs.

17

It’s called trespassing.

He

But you don’t

They peek in
They guess on

I don’t like that.

A lot of auctions, auction.com, sometimes

18

you can get in the property, sometimes you can’t.

19

don’t like risk.

20

Doug, and myself would tell you if you’re a beginning,

21

I wouldn’t do those deals.

22

easier ways to make money.

23

I

So our head of foreclosure mentor,

There’s a lot of other

How about calling those wholesalers

24

yesterday?

(Inaudible) was that pretty easy?

25

that pretty easy?

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

Was

EX 13, p. 185

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 187 of 291
186
1

AUDIENCE:

2

ROBERT SHEMIN:

3

Yeah.
Was that hard?

Can you

verify everything?

4

So what does Doug do?

He says, listen, I’m

5

trained.

(Inaudible) foreclosures, me and my

6

contractor go peek in the windows and we guess.

7

think the repairs are 20, we guess 40.

8

nine out of ten times, we’re right, but we’re experts.

9

But one out of ten, we miss.

And he goes

There’s a dead body in

10

the basement, no joke.

11

doesn’t work.

12

shooting out of the walls.

13

and that’s your first deal and you lose 30 grand,

14

you’re done.

15

If we

There’s biohazard, electrical

You turn the water on, water is
But if you’re a beginner

You’ll never do another deal.

He goes, I’m a pro.

Because if I do nine

16

deals and win and lose one, I’m making a ton of money.

17

If you go to a casino and you win nine out of ten

18

bets, you would never leave.

19

just sit at the blackjack table.

20

(Laughter.)

21

ROBERT SHEMIN:

You’d get a catheter and

Right?

So when (inaudible)

22

on foreclosures and auctions sound exciting, but how

23

do you -- I will never buy a property that I cannot

24

get my contractor in -- checklist, write this down --

25

turn the water on, turn the electric on, and inspect
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1

every room.

2

repairs.

3

on the property or whether you’re buying because when

4

you lend on it, you’re buying it.

5

system whether we buy it or lend on it.

6

check the repairs.

7

And make sure you’re comfortable with

There’s no guessing whether you’re lending

So it’s the same
We triple-

Now, I’m about to get into some contracting

8

stuff.

So did you all learn a little bit about tax

9

liens (inaudible)?

10

AUDIENCE:

(Inaudible).

11

ROBERT SHEMIN:

Get in, turn the water on,

12

electric on.

13

are 20 grand at an auction or foreclosure, but they

14

close on it.

15

and they go to fix it and water is shooting out of

16

every wall like a water party in Orlando in July.

17
18
19

(Inaudible) buy a house that the repairs

Then they go (inaudible) the water on

AUDIENCE:

So water, electric, inspect every

room.
ROBERT SHEMIN:

Every room, every detail,

20

experts, experts.

I’ve seen people go get a

21

foreclosure -- and give me just a second -- and they

22

don’t get the electric on.

23

think the repairs are 30 grand.

24

electric on and fire is shooting out of the ceiling

25

and electric is shooting out of the walls and it’s an
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1

extra 50 grand.

2

You might.

I don’t want to take those risks.

I would not recommend to.

3

Quick question or comment?

4

AUDIENCE:

5

(Inaudible) you said there was

one year of redemption.

6

ROBERT SHEMIN:

7

AUDIENCE:

8

Every state is different.

Yeah.

But let’s say (inaudible)

I cannot sell this property?

9

ROBERT SHEMIN:

No.

No one is going to buy

10

it.

11

the homeowner could come back, pay the taxes, and they

12

get the house back.

13

AUDIENCE:

14

No one is going to rent it because at any day,

(Inaudible) like one year

(inaudible).

15

ROBERT SHEMIN:

One year and one day.

They

16

can’t do anything.

17

sitting there.

18

question?

19

Always get title insurance on a property.

20

foreclosures, not many, and some tax liens, it’s

21

yours, you own it, there’s no right of redemption and

22

the year has passed and it’s yours now.

23

question before you buy it.

24

insurance?

25

I don’t like to have my money

Now, one more thing -- that’s your

Here’s the next thing.

Write this down.
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1

ROBERT SHEMIN:

And what (inaudible) in some

2

states?

Like Michigan, like Tennessee.

3

is different.

4

it, you won the bid.

5

one is going to give you title insurance.

6

can’t get title insurance on that property, what does

7

that mean?

No.

No.

Yeah, it’s yours.

You won

You got the foreclosure, but no

8

AUDIENCE:

9

ROBERT SHEMIN:

And if you

(Inaudible).
You can’t get a loan on it,

10

not even a hard money loan.

11

insurance.

12

Every state

They want title

Number two, the only way you can sell it is

13

basically fraud somebody and say, oh, yeah, buy this

14

property, you don’t need title insurance (inaudible)

15

get it.

16

very careful.

17

Can I get?

I would never do that to somebody.

Ask the question of a title lawyer.

18

AUDIENCE:

19

ROBERT SHEMIN:

20

Yes, Alex?

21

AUDIENCE:

22

Title insurance.
On this property.

So if you (inaudible) bought the

house for $8,000 on the tax lien --

23

ROBERT SHEMIN:

24

AUDIENCE:

25

So be

Yep.

-- (inaudible) any type of

payments or anything (inaudible)?
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1

ROBERT SHEMIN:

At auction, it’s cash.

At

2

auction, if you bid 8,000 or you go to a foreclosure

3

auction, auction.com, when do you pay for it?

4

AUDIENCE:

(Inaudible).

5

ROBERT SHEMIN:

Right then and there.

6

have usually 24 hours, sometimes less.

7

cash, check, wire.

8

AUDIENCE:

9

ROBERT SHEMIN:

You

You can pay

(Inaudible).
No.

If she wins it at

10

auction for eight grand, when does she pay her eight

11

grand?

12

AUDIENCE:

Right there.

13

ROBERT SHEMIN:

Right there.

14

pay it?

15

and you win, when do you pay?

16

AUDIENCE:

17

ROBERT SHEMIN:

Where does she

If you go to auction.com and bid 180 grand

That day.
That day, 24 hours, maybe

18

they’ll give you a day or two, that’s it.

19

cash.

That’s it.

20
21

You pay

You want the bid, you pay it.

AUDIENCE:

(Inaudible) make no payments

on -- for the whole year (inaudible).

22

ROBERT SHEMIN:

No, it’s your house.

You

23

better have insurance, you better have -- you own it.

24

It’s a mess.

25

insurance.

You own it.

You got to pay taxes and

And then they can come back in a year and
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1

take it back.

2
3

AUDIENCE:

During that redemption period, if

an owner (inaudible).

4

ROBERT SHEMIN:

5

AUDIENCE:

6

ROBERT SHEMIN:

Plus interest.

Okay.
A lot of people, as I

7

mentioned, do it just for the interest.

8

percent are going to redeem.

9

gives her her eight grand back plus interest.

10

AUDIENCE:

11

ROBERT SHEMIN:

They know 70

The city collects it and

So it’s like a win-win kind of?
I don’t like my money

12

sitting there for a year or two.

13

redemption are two years, three years.

14

Some are what?

15

AUDIENCE:

16

ROBERT SHEMIN:

(Inaudible) right of
Some are zero.

Zero.
There’s no right of

17

redemption in certain states.

18

law.

I mean (inaudible) the

Every state is different.

19

AUDIENCE:

20

ROBERT SHEMIN:

Got it?

(Inaudible).
Again, I’m never going to be

21

involved in a property without title insurance.

22

we’re wholesaling with buyers (inaudible) title

23

insurance.

24

say this horrible title, it’s all messed up, are you

25

going to wholesale that house?

Correct?
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1

you buy that house?

2

to be treated.

3

that are unscrupulous that will do that?

4

us.

5

No.

I treat everyone like I want

Are these some wholesalers out there

By the way, great question.

6

this to the real world.

7

warning, and then I got to move on.

8

out there.

9

companies in America.

Yes, but not

Let me take

Let me give you all a
There’s a company

They’re one of the largest (inaudible)
Usually we call them.

They’re

10

all over Craigslist, all over MyHouse (inaudible).

11

don’t know exactly, but I’m guessing they do 4- to 800

12

deals a month.

13

I

I’ve done a lot of deals with them and made

14

a lot of money with them.

15

the business for the next year and really doing this,

16

you will call them.

17

mother’s name, is the head lady.

18

Jersey.

19

They do foreclosures (inaudible).

20

deals.

21

I promise you if you’re in

Lillian, which is also my
They’re out of New

They do foreclosures in Florida, California.
They’ve got great

Like any group, some are great, some aren’t.
So she told me when you, as an investor,

22

call and you give them great deals sometimes, they’ll

23

say, hey, it’s a great deal, it’s 40 percent more

24

(inaudible) and they’ll say, you want to buy it, and

25

you go, great.

And they’ll say, listen, we’ll pay for
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1

all the closing.

Now, how many of you all, like me,

2

love to save money?

3

AUDIENCE:

4

ROBERT SHEMIN:

Yes.
I love to save money.

5

(Inaudible) always save money.

Right?

Well, write

6

this down.

7

me a fortune.

8

You know that.

9

again, but I saved two bucks or 20 percent.

Every time I try to save a fee, it costs
I’ve gone with the cheapest contractor.
(Inaudible) do the whole work all over
Every

10

time I try to go cheap and not follow the system, it

11

costs me a fortune.

12

Listen to the reality.

We’ll go through

13

this real quick.

14

want to buy that house in Florida, man.

15

300 and something for 190 and I got to do 20 repairs.

16

Man, that’s a killer deal.

17

there are 20 of them, because they sell a lot of

18

houses, say, listen, we’ll pay for all the closing.

19

And guess what 80 percent of the genius investors say?

20

You’ll pay for the closing, all the work?

21

up.

22

you all would love that if they pay for the closing?

23

When (inaudible) and say, yeah, I
It’s worth

And she and her agents,

And they pay for all the closing.

Ah, sign me

How many of

But the investor forgot to ask one question.

24

They say (inaudible) closing, give you a deed.

25

told me 70 percent of their properties have title
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1

problems.

When I called them, because I’ve been

2

trained, the first time, I said, well, if you pay for

3

the closing, do I get title insurance?

4

she said?

5

AUDIENCE:

6

ROBERT SHEMIN:

And guess what

No.
No.

Well, I said, I got to

7

have title insurance, system.

She goes, well, then

8

you’ve got to pay for it, you’ve got to pay for the

9

closing.

I said, not a problem.

My lawyer, the first

10

one, he said, the title’s all messed up.

11

it?

Did we close

No.

12

AUDIENCE:

No.

13

ROBERT SHEMIN:

The second one we looked at,

14

our title lawyer said, great title, right title

15

insurance.

16

title (inaudible) different.

17

of the properties they sell, 50, 60, 70, 80 percent

18

investors don’t ask for title insurance and about 70

19

percent of her properties have title problems.

20

after they close and they save their two or three

21

grand -- I know you all like to save money -- your

22

family likes to save money, guess what they’ve got?

23

mess.

24
25

Correct?

(Inaudible) 2,400 bucks for the
She told me 70 percent

So

A

Now, some of them can be fixed easily and
some are a real mess.

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

What did you all just learn

EX 13, p. 194

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 196 of 291
195
1

about yourselves?

Get?

2

AUDIENCE:

3

ROBERT SHEMIN:

4

Title insurance.
How many times have I

mentioned that today?

5

AUDIENCE:

A lot.

6

ROBERT SHEMIN:

A lot.

A lot of investors

7

skip these steps and then, all of a sudden, yeah, they

8

got something (inaudible) they can’t sell it, buy it

9

or (inaudible) because they don’t have title

10

insurance.

So always get?

11

AUDIENCE:

Title insurance.

12

ROBERT SHEMIN:

13

all learning some stuff?

14

AUDIENCE:

15

ROBERT SHEMIN:

Title insurance.

Are you

Mm-hmm.
Now, what I want to do is go

16

into (inaudible) fix and sell.

17

trucking along here.

We’re going to keep

Sound pretty good?

18

AUDIENCE:

Yes.

19

ROBERT SHEMIN:

By the way, yesterday I

20

mentioned something that a lot of you all didn’t

21

catch.

22

signed up for the advanced training.

23

the online resources (inaudible) three-day, have you

24

all learned something the last two days, two and a

25

half days?

It was very fast.
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1

AUDIENCE:

Yes.

2

ROBERT SHEMIN:

Well, everything I’ve

3

learned and my mentor learned, my other mentors

4

learned, I’ve put into about six courses.

5

huge courses.

6

tapes, checklists, workbooks.

7

themselves.

8

slide -- sells each of these for $1,500.

9

company just bought my courses and translated them.

These are

Each one is like six to nine CDs,
Each one stands on

Another company -- that’s a really old
A Russian

10

They’re going to sell them for $10,000 for two courses

11

in Russia.

12

reason.

13

I have a big following in Russia for some

I don’t know why.
Anyway, the first course is 53 Ways To Do 5

14

Deals.

I fix them, sell them, flip them, wholesale

15

them, rent them, hard money lending.

16

checklists.

17

also has step-by-step daily action plans.

18

breaks down what to do each day.

19

deals.

20

(Inaudible) finance, all that stuff.

21

course.

It’s huge.

It has

We’ll send that to you.

It

So it

Over 50 ways to find

I’ve probably given you all about 20 of them.
It’s a huge

That’s the first one.

22

The second one is intermediate investment

23

for those that have done more than 5, 10, 15 deals,

24

advanced wholesaling, advanced lease optioning, over

25

16 ways to buy without using your own money.
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1

Contracts, options, contract (inaudible), checklists,

2

systems, how to sell.

3

That’s all in there.

The third course is super-advanced for those

4

who have done more than like 50 or 100 deals or want

5

to do 5, 10, 20 a month.

6

advanced closing, advance contracts, advanced money

7

brokering, advanced systems, how to buy, fix and sell

8

10, 20 houses a month, advanced systems for managing

9

your business.

Advanced negotiation,

Now, if you get these courses, don’t

10

read them all or look at them the first month, you’ll

11

go crazy.

12

to one a little bit, a couple hours.

13

yourself.

14

It’s like a Ph.D., master’s.

(Inaudible) recommendations.

Just listen

Don’t overwhelm

Then I did a

15

landlord course.

16

America said it’s the best landlord course in North

17

America a couple years ago.

18

talked a little about how to screen tenants, how to

19

manage them and how to manage the tenants.

20

be included.

21

The Apartment Association of North

That’s $2,000.

Now, we

That will

There’s probably 20 hours on that.

There’s an advanced course called the 51

22

Mistakes (inaudible) Investors Make and How to Avoid

23

Them.

24

lease in the world, hard money lending documents,

25

contracting documents.

They have a (inaudible) forms, leases, best
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1

legal documents, that’s there.

2

Anyway, then I also just did a great new

3

negotiating course that a big CEO (inaudible) have

4

offered three grand.

5

other courses and books are in there.

6

all that signed up, we’ll send you all that

7

electronically and (inaudible).

8

bonus.

9

That’s in there.

And a couple
So all of you

Sound good?

A lot of stuff.
Now, what I want to do is go through

10

contracting.

11

working lunch break.

12

we’re going to do is how to buy, fix and sell.

13

good?

14

A little

In a little bit, we will take a quick
Would that be okay?

And what
Sound

And then we’ll do some asset protection.
We mentioned some already.

Yesterday, we

15

went through some buy, fix and sell in Miami, correct?

16

But now (inaudible) little step-by-step.

17

your workbook.

18

now we’re going to break it down for you.

This is in

You don’t need to write it down.

19

How’s everybody feeling?

20

AUDIENCE:

21

ROBERT SHEMIN:

Great.

But

Sound good?

Good.

So you make all your money

22

in real estate when you put it under contract.

23

buy it, but really put it under contract whether

24

you’re going to wholesale it, whether you’re going to

25

fix and sell it or whether you’re going to rent it.
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1

Sound good?

2

AUDIENCE:

3

ROBERT SHEMIN:

4

need.

Mm-hmm.
Raise more money than you

We talked about that.

5

Reserves, correct?

Number three or four, closing, every minute

6

counts.

So everybody, grab a clean sheet of paper,

7

let’s do another exercise.

8

every hour we do a real exercise?

9

stuff you’ve done in the last two days.

Have you noticed how about
Think about all the
You set a

10

goal.

I want to do three days a year, five deals a

11

year, whatever you want to pick.

12

One hour after that, you did the why you’re motivated.

13

Then you raised money with seed capital.

14

you write down five to ten people that could be money

15

partners.

16

step.

You raise money.

Then I had

We showed you how to raise money step-by-

Correct?

17

Gave you scripts, how to find deals.

18

Yesterday, you filled contracts.

19

You found motivated sellers.

20

in two days.

21

We called on deals.

You all have done a lot

Would you all agree?

So there you go.

So get a sheet of paper out.

Every day that

22

your house is not rented or apartment’s not rented or

23

sold if you’re going to rehab, it’s costing you money.

24

How much?

25

number one, is cost of money.

Let’s figure it out.
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1

grand in a building, your money costs you something.

2

Now, I make 33 percent hard money lending safely

3

serving (inaudible) guess what I can’t do.

4

making 8 percent on your stock or 2 percent in your

5

bank, your money is costing you that.

6

costs.

If you’re

Opportunity

Whatever it is.

7

If your money doesn’t cost you anything, let

8

me use it for this year.

Free.

9

nice postcard.

Your money costs you

10
11

Correct?

And I’ll send you a

something.
So, number one, let’s say you get a house

12

for rehab and you borrow 300 grand and just for

13

argument’s sake, your payment is $3,000 a month.

14

What’s your cost of money per day?

15

write that down, divided by 30 days a month is about

16

$100 a day.

17

sold, what is it costing for your cost of money?

So every day your house isn’t rented or

18

AUDIENCE:

19

ROBERT SHEMIN:

20

$3,000 per month,

cost of money.

$100.
$100 a day.

Number one,

Everybody got that?

21

AUDIENCE:

Mm-hmm.

22

ROBERT SHEMIN:

Number two, this is very

23

important, folks, because you’re contractors,

24

everything builds on themselves.

25

minutes here.

So give me a few

Number two, taxes and insurance.

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

In

EX 13, p. 200

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 202 of 291
201
1

Miami, some of the taxes and insurance on my buildings

2

are 300 bucks a month.

3

30 days, that’s $100 -- well, $10 a day.

4

taxes and insurance are $1,000 a month on a commercial

5

building, that could be $300 a day.

6

We’ll go $30 a day.

7

300 bucks a month divided by
If your

Right?

Whatever.

Number three, your overhead, phone, car,

8

computer, correct?

Everybody has some overhead.

9

could be $5 a day, 20 bucks a day.

10

one, your time.

11

worth.

12

what is your hour worth?

13

number.

Here’s the big

Everybody write down what your hour’s

Write it down.

14

It

In work life, business life,
Write it down.

It’s a

Now, when I worked in a restaurant, I

15

thought my hour was worth about $11 an hour, maybe 9,

16

maybe 8, maybe 14, correct?

17

is worth.

18

business meeting unless I can make X amount per hour.

19

Now, I know what my hour

I don’t show up for a speech or for a

Now, I know all of you what your hour is

20

worth to the penny.

Would you like me to tell you?

21

Who here knows what their hour is worth to the penny

22

or within a dollar?

23

don’t know what your hour is worth?

Come on and raise your hand.

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

are worth.

2

AUDIENCE:

Infinity.

3

ROBERT SHEMIN:

4

AUDIENCE:

5

ROBERT SHEMIN:

Say it again.

Infinity.

6

Priceless.

7

not here anymore worth?

You’re absolutely right.

What’s a weekend with a loved one that’s

8

AUDIENCE:

(Inaudible).

9

ROBERT SHEMIN:

Priceless.

What’s a weekend

10

with someone you love worth or with your kid or

11

grandkid just doing something you love to do?

12

(Inaudible) teach me the reason we get paid

13

to work is we’re not doing what we should be doing,

14

enjoying life, meditating, praying, giving back,

15

helping, having a blast, whatever you’re into,

16

correct?

17

Somebody else tells us what our hour’s worth.

18

estate, if you track your time when you do a deal,

19

what would your hour would be worth if you really do

20

this?

Most of us undervalue ourselves.

21

AUDIENCE:

22

ROBERT SHEMIN:

In real

(Inaudible).
Hundreds of dollars,

23

thousands of dollars, millions over time.

24

kidding you.

25

Right?

I’m not

Most of the deals I’ve spent time on -- I’m
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1

going to give you a quick example of this.

Three

2

weeks ago, I closed the biggest deal of my life.

3

before that, the biggest deal I’ve ever done in my

4

life was in France, Marseilles, France, and we did 600

5

homes and lots.

6

dollar.

7

the property there, the builder actually funds the

8

construction.

9

house or a building, I got to go get the land, get the

Now,

We got them like 30 cents on the

France is very interesting.

When you develop

Here in America, if I want to build a

10

money, I have to get the money to build it or fix it.

11

In France, the contractor does it.

12

Oh, in France, they don’t (inaudible)

13

rentals.

The government guarantees the rent.

14

Pierre doesn’t pay the rent, the government pays us.

15

I like France.

16

(inaudible) since I did this real estate?

(Speaking French.)

17

AUDIENCE:

18

ROBERT SHEMIN:

So if

By the way

(Inaudible).
Nope.

I was there about 15

19

years (inaudible) but I haven’t been there since.

So

20

can I tell you a quick story (inaudible)?

21

of you in your family has a story of a lost

22

opportunity.

23

stories in your family?

24

could have started this, could have did this business,

25

could have bought that and they didn’t.

Every one

How many of you all have one of those
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1

you all have one of those stories?

2

I believe in your life and my life you get

3

three to six opportunities and most of us pass them

4

up.

5

my very good friends is a guy named Colin.

6

him for 15 years.

7

He’s super cool.

8

certainly helped me and made me a lot of money.

9

talk probably four or five times a week.

Let me tell you what just happened to me.

10

One of

I’ve known

We do a lot of business together.
We help each other out.

How about (inaudible)?

He’s
We

About three months

11

ago, I was offered an opportunity, a real estate deal

12

in Idaho, it’s a monite (phonetic), it’s a silica

13

mine.

14

certified, verified.

15

It’s called an (inaudible) report where they go out

16

with their best inspectors and say, yeah, this is what

17

the mine is worth.

18

guaranteed.

19

recognizes it.

It’s the largest silica in the world.

20

It’s

They actually have inspectors.

It’s like an appraisal, but it’s

The government recognizes it, Wall Street

I’m not going to tell you what the mine is

21

worth.

It’s ridiculous.

It’s a 300-year deal.

It

22

will produce income guaranteed verified for the next

23

300 years.

24

because I’ve done deals with them.

25

They were short a bit of money.

Some friends of mine got the rights to it
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1

money.

2

money getting the mine and getting this and that.

3

They were short about 100 grand.

4

It was like 100 grand.

They spent a lot of

Now, I had the cash laying around, but they

5

said they will give me a percent of this mine -- and I

6

don’t know anything about mining -- for the 100 grand.

7

And I said, I need a couple days.

8

you’ve got like five days.

9

are doing us a big favor.

10

true.

11

He said, listen,

We have other people who
It sounded too good to be

I triple verified it and it was all true.
Now (inaudible) my buddy, Colin.

I said,

12

Colin, you know, you’ve helped me out and made me a

13

lot of money in crypto and real estate.

14

buddy, I want to return the favor.

15

the century.

16

looked at the numbers and said, wow, wow, wow, wow.

17

said, we’ve got three days, buddy.

18

I’ll split it with you.

19

it myself, but I want to help you out because you

20

helped me out, and I’ll give you half my interest for

21

50 grand, we’re going partners, you’ve helped me out,

22

I want to help you out.

23

this is great.

24

yeah.

25

Triple verified.

I said,

I got the deal of

He’s a smart guy.

He
I

And you know what,

I’ve got the money, I’ll do

He said, oh, man, Robert,

I want to do it.

Yeah, yeah, yeah,

He’s got the money.
I said, Colin, we have three days, buddy.
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1

Double check it, triple check it.

2

need.

3

second day he was like, you know, Robert, I don’t know

4

(inaudible).

5

checked it out, let’s do it.

6

ah, uh, ah, ah.

7

goes, can you wait a few more.

8

deadline, it’s tomorrow.

9

Robert, I’m not going to do it.

I’ll help you out.

Do whatever you

Robert, let’s do it.

The

I said, I know, Colin, I’ve tripleI promise.

Yeah, but,

The third day I said, Colin -- he
I said, no, I’ve got a

He said, you know what,
I said, Colin, you’re

10

making a big mistake.

11

been through this three times, just do it.

12

Colin decided to do?

13

got the mine (inaudible) family members said, it’s

14

risky, don’t do it.

15

I’m telling you, buddy.

We’ve

Guess what

(Inaudible) friends (inaudible)

I don’t know.

(Inaudible).

Guess what Colin decided to do?

I gave him

16

one last chance and he said no.

So I put the $100,000

17

on my United card.

18

class ticket.

19

And we were going to get our money back in six months.

20

They guaranteed our investment back in six months plus

21

(inaudible).

22

made $38 million in 30 days (inaudible) month

23

(inaudible) very small percentage.

24

the mine is over $2 and a half billion.

25

certified valuation.

I got 100,000 points, a first

And I got like 90 days to pay for it.

Colin didn’t do it.
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1

I got all my investment back plus 20 times

2

in 45 days (inaudible) six months.

3

the day after I got this news.

4

mine’s going.

5

(Inaudible) friends.

6

I begged you (inaudible) three or four-day window.

7

is so upset with himself.

8

(inaudible) going on.

9

almost didn’t do the deal.

10
11

I told him.

I ran into Colin

He asked me how the

Colin’s upset (inaudible).

Why is he upset?

I said, Colin,
He

(Inaudible) a lot of

He’s upset.

By the way, I

It seemed too good to be

true.
I’ve got a big problem, folks.

They gave me

12

(inaudible).

13

real estate deal.

14

sent copies to three family members with my account

15

and said, listen, if anything happens to me, forget

16

about the real estate and all the apartment buildings,

17

make sure my son, the trust, knows where the stock is

18

and knows the account and whatever because this stock

19

is extremely valuable.

20

numbers; it’s ridiculous.

21

I’ve only done this on a (inaudible)
It is so valuable.

I immediately

I don’t want to go into

The last thing on this, if my parents were

22

still alive and (inaudible) for dinner, they would

23

tell this story almost every day (inaudible).

24

was 12, maybe 11 years old -- I’ve got a weird memory

25

-- my dad was (inaudible) real estate.
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1

who Kenneth Wilson is?

2

very famous.

3

You will (inaudible).

He’s

(Inaudible).

Kenneth was a buddy of my dad’s (inaudible).

4

And Kenneth came to my dad and said, listen, I’ve got

5

a hotel on Summer Avenue, it’s worth $500,000.

6

two appraisals.

7

will give you a first lien on my $600-, $500,000

8

hotel.

9

loan on his $5- or $600,000 hotel.

I need 50 grand.

What’s the risk?

First loan.

11

you can’t do this in real estate.

12

(Inaudible) disappears.

13

dad didn’t have 50 grand.

14

I’m franchising.

What’s the risk?

10

What’s the risk?

I

A $50,000

What’s the risk?

What’s the risk?

Oh,

Nothing.

There’s insurance.

So what did he do?

Here’s

Huh?

And my

Passed it up?

How

15

much money will you all flipping pass up?

16

to his friends and family.

17

veterinarian.

18

And my dad showed my uncle the deal and guess what my

19

uncle said, I got 50 grand, I’ll put the money up, you

20

found the deal, we’ll split it.

21

get 50 percent of this company’s stock for (inaudible)

22

50 grand (inaudible) franchise (inaudible).

23

(Inaudible) hotel, 50 percent of the stock.

24
25

My dad went

My Uncle Saul was a

He had a lot of money, but good money.

He also was going to

My uncle said, I’ve got the money, let’s do
it.

My uncle’s wife was named Selena.
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1

pretty sharp cookie.

And she said, yeah, let’s go,

2

what’s the risk?

3

housewife (inaudible).

4

Guess what I remember she told my dad and uncle and

5

Selena?

6

it.

7

experience.

8

recipe, there (inaudible) my mom (inaudible).

9

want to know how to (inaudible) real estate

My mom was a housewife.

Don’t do it.

The best

Never had a job in her life.

It’s risky.

I don’t understand

I don’t like it, like my mom had any business
Now, if you needed a green bean casserole
You

10

(inaudible) my mom’s great, great (inaudible).

11

she had no business acumen and she argued -- I

12

remember being an 11, 12 year old, they fought for

13

four or five days.

14

back then.

15

But

My parents didn’t fight that much

Back then.
Anyway -- and guess who won?

My mom.

The

16

most un-business person of the three.

17

to her.

18

the Holiday Inn Corporation IMG.

19

first franchise company in the world.

20

(inaudible).

21

have done that deal, we would own 50 percent of the

22

Holiday Inn Corporation.

23

were scared.

24
25

(Inaudible) Wilson.

They listened

That hotel was called
Holiday Inn was the
Franchising

If my dad, my uncle and my aunt would

There was no risk, but they

If you were to come to my dinner 20 years
later, guess what story they probably would have
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1

brought up?

(Inaudible).

I’ve been (inaudible).

2

Fifteen years ago when I was (inaudible) real estate

3

(inaudible) hotels (inaudible).

4

tapped out or a business (inaudible) tapped out, just

5

overloaded, and a piece of land (inaudible) two miles

6

from our house (inaudible).

7

said, Dad, I can’t do it this month, I’m overloaded

8

(inaudible), I can’t do it.

9

worth $4 million.

Have you ever been

I went to my father and I

This piece of land is

I’ve got (inaudible) for $950,000.

10

He goes (inaudible) get the loan.

11

will buy it back from you for a 50 percent profit, six

12

months (inaudible) hotel (inaudible) and I’ll sell my

13

(inaudible) building.

14

retirement, do this one deal.

15

it, I’ll back it up with everything I’ve got.

16

(Inaudible).

17

I said, fine, I

Dad, please, you don’t have a
I swear it, I guarantee

Guess what my mom and dad did?

Well, we

18

don’t know, I don’t know, I don’t know.

19

and the deal went away.

20

That (inaudible) investor bought it for $9 million.

21

knew it was worth a lot more.

22

that much.

23

opportunities, not a lot of them, you will either get

24

them or you will pass them up.

25

For 35 days

And I made a big mistake.
I

I didn’t know it was

And I’m telling you, folks, there will be

And I will tell you this.
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1

years, when I get a real opportunity, I (inaudible).

2

The first year I got in real estate, I (inaudible).

3

Now, I will tell you, this is not (inaudible), folks

4

(inaudible).

5

(Inaudible).

Who here has a story (inaudible) passed up

6

an opportunity (inaudible)?

(Inaudible).

And there’s

7

two types of (inaudible) did it or (inaudible) talk

8

about it.

9

years of her life that paid for her assisted living?

And guess who had (inaudible) the last five

10

Huh?

No, I didn’t pay for it because my family railed

11

me for five years for being in real estate.

12

one small apartment building (inaudible) that paid for

13

all my mother’s care.

14

Tennessee (inaudible).

15

actually got (inaudible) Alzheimer’s.

16

her into assisted living, she actually got (inaudible)

17

better.

18

what that costs a month?

I bought

(Inaudible) assisted living in
(Inaudible) I got a chef.

And when we got

She was there for five years.

19

AUDIENCE:

20

ROBERT SHEMIN:

She

Anybody know

Take a guess.

$8,000.
Eight grand, huh?

21

(Inaudible) full-service, 15 to 18.

22

brother, sister and mother said every day (inaudible)?

23

Man, Robert, we sure are glad you got into real estate

24

(inaudible) all those years (inaudible) been in that

25

business.

And guess what I said?
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1

don’t remember.

2

So what did you all just learn?

3

AUDIENCE:

4

ROBERT SHEMIN:

(Inaudible).

5

don’t pass it up.

6

break in just a minute.

7

Whatever the opportunity is,

So (inaudible) take a brief lunch

Now, what’s your per day cost, $30 a day,

8

$100 a day, everything builds on itself.

9

here has been ripped off by a contractor?

10

Huh?

but other people.

Now, who
Not you,

Who has been ripped off?

11

AUDIENCE:

12

ROBERT SHEMIN:

Why?

(Inaudible).
No system and you gave too

13

much up-front.

So in our contract (inaudible).

14

Number one, we get a referral.

15

AUDIENCE:

16

ROBERT SHEMIN:

We get a what?

Referral.
(Inaudible) Association of

17

Home Builders.

They keep tabs on all the contractors.

18

Get a referral from a realtor, a wholesaler.

19

the best contractor?

20

I’ve tried to save a lot of money.

21

rental contractor is (inaudible) brand new beautiful

22

home up by the golf course, instead of for 80 grand,

23

I’ll do it for 30.

24

and putting in FHA carpet.

25

do an A rehab.

Label your contractors, A, B, C.
My C Section 8

Yeah, but they’re spraying paint
Your C contractor cannot

What’s an A property?
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1

Architectural Digest.

2

money.

3

Got it?

But we all try to save

Number two, get a referral.

Number three,

4

ask them for their last three jobs.

5

give them to you, something is wrong.

6

Contractor or Mr. Handyman, your last three jobs.

7

want to see paperwork, start date, finish date,

8

pictures.

9

Ah, well, no.

Did you finish on time?
Why not?

If they can’t
Show me, Ms.
I

Call the owner.

Why not?

10

AUDIENCE:

(Inaudible).

11

ROBERT SHEMIN:

12

didn’t finish on time (inaudible).

13

patterns.

Why not (inaudible)?

You

People follow

People what?

14

AUDIENCE:

Follow patterns.

15

ROBERT SHEMIN:

Look at your own patterns.

16

Patterns of poverty, patterns of scarcity, patterns of

17

wealth, patterns of success, diet, exercise,

18

lifestyle.

19

room to change, even more sometimes?

What’s challenging for everyone in this

20

AUDIENCE:

Habits.

21

ROBERT SHEMIN:

22

Next thing, okay, Mr. Contractor, give me a

Patterns, habits.

23

fair bid.

24

having a little fun because you’ve done some

25

handiwork, right?

Correct?

So you don’t mind playing along, Alex, just
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1

ALEX:

2

ROBERT SHEMIN:

3

Yeah.

rehab, 5,000, 15?

You ever done like a $10,000

You ever --

4

ALEX:

No.

5

ROBERT SHEMIN:

6

ALEX:

7

ROBERT SHEMIN:

You do smaller stuff?

Mm-hmm.

8

pretend.

9

(inaudible) great guy.

All right, let’s just

Let’s have a little fun.

So let’s say Alex

We checked his last three

10

deals, correct?

He’s licensed, bonded and insured.

11

And get copies of it.

12

-- we bought this house in Tennessee and I said, now,

13

my mentor gave me this system, I need to make sure

14

you’re licensed, bonded, insurance.

15

contractor goes, well, buddy, I am for sure.

16

how do I know?

17

my truck.

18

bonded, insured.

One day a contractor pulled up

And the
I go,

He goes, it’s painted right there on

He had it right there on the door, license,
I went okay.

19

(Laughter.)

20

ROBERT SHEMIN:

Not following the system.

21

Get a copy of the insurance and call.

22

the insurance and call.

23

They had insurance from eight years ago.

24

they don’t have insurance, if somebody gets hurt on

25

the job, they may be coming for you.
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1

minute, I’ll give you some free million-dollar

2

insurance in just a second.

3

about to rock your world.

4

You all like that?

I’m

Here we go.

So, Alex, he’s referred, great guy, last

5

three jobs, got all his paperwork, and he goes out and

6

bids a job and let’s say it’s 15 grand.

7

drywall, carpet, paint.

8

down between repairs and (inaudible).

9

guy who (inaudible) $8,000 on the roof.

A little

Now, we try to break the bids
So I once had a
And I said,

10

okay, what is the materials?

11

squares of shingles and I need this much felt paper.

12

You can verify that at Home Depot, Lowe’s, the

13

internet, PropertyFinder (inaudible).

14

(inaudible) $900 for the shingles and the felt paper

15

and the nails, the materials and labor.

16

He said, well, I need 26

He said the

I said, how much labor is involved?

He

17

said, well, Robert, I got to have two guys out there

18

the whole day to put that roof on.

19

minute, 8,000 minus 1,000 for materials, two guys for

20

a day, that’s $3,500 a day per guy.

21

roofing?

I’m like, wait a

When can I start

They’re making more than a surgeon.

22

So you break every job down by what?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

(Inaudible).
Materials and labor, time

and labor and materials and verify.
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1

Now, it’s got to be fair, they got to make

2

some money, correct?

Now, let’s say Alex is a good

3

contractor, the bid looks good.

4

15 grand, it looks fair to me.

5

Three weeks.

6

writing, everything in writing, everything in writing,

7

everything in writing.

8

three weeks, that’s 21 days.

9

days because stuff happens.

We say, okay, Alex,
How long will it take?

Whatever he says.

Everything in

Now, Alex, you say it takes
I’m going to give you 25
Is that fair?

But every

10

day after 25 days, you can’t rent it, you can’t sell

11

it, it costs me $100 a day.

12

mortgage, taxes, insurance, remember that.

13

It costs me $300 a day,

So, Alex, every day you’re late, I’ve got to

14

take off 300 bucks.

Is that fair?

15

AUDIENCE:

16

ROBERT SHEMIN:

Yes.
Now, Alex, if you’re good

17

and on time and on budget, and I don’t (inaudible) I’m

18

not going to pay you five grand or 15 or whatever you

19

bid, I’m going to pay you 20 percent more.

20

to give you a $2,000 bonus if we sell the property and

21

you did great work and you’re on time and on budget.

22

If you don’t, there’s a penalty.

23

time, I’m not going to pay you 15, I’ll pay you 17.

24
25

I’m going

But if you do it on

Has anyone ever outbid you and said I want
five, I don’t care, I’ll pay you six.
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1

paid you more than you bid?

2

ALEX:

3

ROBERT SHEMIN:

4

Yeah.

bid?

5

ALEX:

6

ROBERT SHEMIN:

7

ALEX:

8

ROBERT SHEMIN:

9

People pay you more than you

Twice.
Why?

(Inaudible).

I’ll pay you more.

Now, beforehand, they said,

You bid six --

10

ALEX:

Oh, beforehand, no.

11

ROBERT SHEMIN:

No.

12

ever tried (inaudible), Alex?

13

they say, I’ll pay two.

14

you?

15

ALEX:

16

ROBERT SHEMIN:

Why not?

Has anyone

You bid three grand and

Have they ever tried to cut

Yeah.

17

try to cut you?

18

ALEX:

19

ROBERT SHEMIN:

20

ALEX:

21

ROBERT SHEMIN:

How do you feel when they

Like not appreciated, I guess.
Not good?

Yeah.
Who has ever gone to work

22

and they said, hey, listen, we’ve got a great new

23

plan.

24

the work.

25

you got to feel great about it.

We cut your department.

You’ve got to do all

We’re not giving you a raise this year and
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1

and get paid less.

How many of you all have ever had

2

that happen to you?

Come on.

3

that happen to you?

How did you feel afterwards?

4

AUDIENCE:

5

ROBERT SHEMIN:

6

AUDIENCE:

7

ROBERT SHEMIN:

Has anyone ever had

Hated them, hated the job.
Hated them, hated the job.

Mm-hmm.
Then why would you do it to

8

other people?

Right?

We always pay our people a

9

little bonus.

If they (inaudible).

Now, Alex,

10

there’s a catch.

We don’t get paid a penny until we

11

sell that house or rent it.

12

writing checks.

13

money lender, rehabber, landlord, landlady.

14

you’re not a bank, right?

15

get your job, materials and people going.

16

we’re going to do is break the job down week to week.

17

Week one, you’ll say let’s take five grand.

All we’re doing is

It’s no fun.

Whether I’m a hard
Alex,

I know you need money to
So what

18

I’m going to put the roof on and do the drywall in the

19

front bedroom.

20

three grand to get going, and on Friday, you’ll call,

21

looking at a video picture and say, hey, the roof’s on

22

perfect, the drywall is on perfect, I need the other

23

three grand and we’ll get going next week.

24

Friday, you sent your picture, a video, the roof’s on

25

perfect, the drywall in the front bedroom is on.

Okay.
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1

have an agreement week to week.

2

AUDIENCE:

3

ROBERT SHEMIN:

How do we do it?

Week to week.
We give them a little money

4

up-front the first week, not half, not a third,

5

because if you’re getting half, guess where the money

6

is going.

Not with Alex, but with other contractors.

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Another job.
To their old job, their ex-

wife, to pay off their car.

Who in this room besides

10

me has robbed Paul to pay Peter?

Take money out of

11

this and then put the money over there.

12

money out of this place and put it over there.

13

here has ever done that?

14

doing it, who else is doing it?

15

Right?

Thank you.

Take the

And if you’re

Welcome to America.

16

Now, so Friday at 3:00, he sends in a

17

picture, video, roof’s on perfect, drywall’s on

18

perfect.

19

you pay him?

He wants his other two or three grand.

20

AUDIENCE:

21

ROBERT SHEMIN:

22

AUDIENCE:

23

ROBERT SHEMIN:

24
25

Who

Do

(Inaudible).
No, no, it’s week to week.

(Inaudible).
The job is done, it looks

great.
AUDIENCE:
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1

ROBERT SHEMIN:

2

AUDIENCE:

3

ROBERT SHEMIN:

4

Do you pay him?

Ehhhhhh.

No?
Are you an expert?

No.

Who

do we use?

5

AUDIENCE:

The experts.

6

ROBERT SHEMIN:

We hire a third party,

7

whether we’re lending, rehabbing or getting a rental

8

fixed up, we hired a third party expert.

9

got a guy named Albert.

He’s retired.

He just wants

10

something to do.

11

We pay him 20 bucks an hour.

12

Albert, who knows more about construction than I ever

13

will in the next 15 lives, drives out to Alex’s job,

14

and when he’s 50 yards away, because his eyesight is

15

good, he will text us.

16

lines are perfect, the felt paper is amazing, the

17

nails are (inaudible), the materials are above

18

standard, the drywall is perfect.

19

He’s 72.

And mine, I

He’s built 2,000 homes.
For 35, 40 bucks,

Albert’s an artist.

The roof

Now, not Alex, but guess what happens every

20

now and then?

Albert, the third party and the

21

professional, retired homebuilder, retired manager,

22

retired contractor, found him on guru.com, Association

23

of Home Builders, 20, 30, 40, 50 bucks a visit.

24

(Inaudible) said do this, not the contractor.

25

Sometimes they drop -- guess what they say?
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1

Substandard (inaudible).

2

glued right.

3

Substandard drywall, not

Stop the job.

What do most contractors do?

And I can tell

4

you story after story.

5

system.

6

checks, and all of a sudden halfway through the job,

7

there’s no job and they’re out 20 grand, 30 grand, 40

8

grand, 80 grand, 100 grand.

9

party.

10

People don’t follow the

They keep writing checks, keep writing

Week to week, third

Week to week, third party.

Got it?

it.”

11

AUDIENCE:

12

ROBERT SHEMIN:

Got it.

Follow the system.

If you don’t follow the

13

system, you will regret it.

14

bad.

15

good people start drinking.

16

happens.

17

really good and then they get really lazy.

18
19

Say “got

Some good contractors go

Some good contractors hire bad people.

Some

I’m sorry, it just

By the way, a lot of contractors start out

Alex, how many bad contracting jobs have you
seen by other contractors?

20

ALEX:

A lot.

21

ROBERT SHEMIN:

A lot.

It’s a mess out

22

there, folks, and you better follow the system.

23

it?

Got

Say “got it.”

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

interests.

2

and I say, listen, if we sell this house, you do a

3

great job and you’re on budget, I’m going to get you

4

an extra two grand, 1,500 in closing if we’re on top

5

and on budget and we sell it.

6

until we sell.

7

do, your bonus.

8
9
10

Now, I’ve got Alex and his crew out there

We don’t make any money

You get your payout at closing like we

Now, Alex is over there painting and the
neighbors come over to look in the house.

What do you

think Alex or his crew might do?

11

AUDIENCE:

Sell it for you.

12

ROBERT SHEMIN:

They’re going to jump off

13

their ladders, they’re going to run up to those people

14

and they’re going to say, this is the best house you

15

ever are going to see, the work’s amazing, you need to

16

buy this house tonight, you need to close on it

17

tomorrow.

Why are they saying that?

18

AUDIENCE:

Because they want to get paid.

19

ROBERT SHEMIN:

If you’re paying them 18

20

bucks an hour or they get on the job and they got to

21

run off the ladders to try to sell your house for you,

22

maybe (inaudible) great people (inaudible).

23

aligned interest.

24
25

Mutually

How many of you all like that?

So, now, every minute counts.

So let’s do

construction real fast and then we’ll take a quick
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1

ten-minute -- a working lunch break in a minute and

2

end a little early today.

3

we close Tuesday at 10:00, guess where the crew is,

4

the repair crew?

5

AUDIENCE:

6

ROBERT SHEMIN:

Buy, fix and sell.

So if

(Inaudible).
On the sidewalk.

7

text them, go.

We just closed.

8

house before you close.

9

got big legal problems, don’t do it.

And we

Now, never work on a

Have we all tried that?

You

But if we close

10

at 10:00, they’re on the sidewalk at 9:50, 10:01,

11

they’re going.

12

local laws -- we run our repair crews 20 to 24 hours a

13

day.

14

everywhere.

15

you like to work, Alex?

Now, where legal -- you must know your

We have two crews.

Where legal.

Not legal

So the main crew goes in from -- what do

16

ALEX:

17

ROBERT SHEMIN:

18

ALEX:

19

ROBERT SHEMIN:

8:00 to 5:00, 9:00 to 6:00.

It depends.
But something like that?

Yeah.
The first group goes in 8:00

20

to 5:00, the second group goes in 5:00 to 2:00 in the

21

morning.

22

extra work.

23

now, all of a sudden, if you’re running two crews,

24

your eight-week repair rehab house, guess how long it

25

takes?

A lot of guys in certain cities like to get
They’ll go in at night where legal.
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1

AUDIENCE:

Four.

2

ROBERT SHEMIN:

3

you’re money’s turning.

4

money’s turning.

5

legal.

Four.

You’re selling quicker.

Pay off your investors.

Your

Where

What’s the keyword there?

6

AUDIENCE:

7

ROBERT SHEMIN:

Where legal.
It’s not legal everywhere.

8

How many of you all like that?

9

counts.

10

Your money’s turning,

Correct?

Five minutes is a long time.

Every minute

Until the house

sells or rents, all you’re doing is making money.

11

Now, let me get you some free asset

12

protection.

13

insurance.

Most contractors carry a million dollar
Is that pretty accurate?

14

AUDIENCE:

Yeah.

15

ROBERT SHEMIN:

And what you want to do --

16

just do it and let’s not talk about it.

It’s a phone

17

call.

So if I’m

18

doing a house as Ariel LLC, a rehab, and you’re doing

19

a $20-, $30,000 rehab, call the contractor and say,

20

call your insurance company and add me on.

21

you asking to do?

Say make me the name of insured.

22

AUDIENCE:

23

ROBERT SHEMIN:

What are

Add you on.
It doesn’t cost them

24

anything.

They call or email their insurance company

25

and say, I’m working on Shayna LLC’s house at 1212
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1

Apple Street, and they add her on and now guess what

2

you just got, a free $1 million policy.

3

Maxine?

4

MAXINE:

5

ROBERT SHEMIN:

6

AUDIENCE:

7

ROBERT SHEMIN:

8

don’t know that.

9

insurance.

Yes.
And what does it cost?

Nothing.
Nothing.

Just call and say what?
AUDIENCE:

11

ROBERT SHEMIN:

Homeowner’s insurance?
It’s not homeowner’s, it’s

12

the contractor.

13

are we talking about right now?

We’re talking about rehabbing.

14

AUDIENCE:

15

ROBERT SHEMIN:
You hire a contractor.
AUDIENCE:

18

ROBERT SHEMIN:

Who do you hire?

And what does the contractor

have?
AUDIENCE:

21

ROBERT SHEMIN:

Insurance.
And what does the contractor

do when you ask him?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

Buying and fixing a home.

A contractor.

20

22

What

Rehab.

17

19

Most rehabbers

Just call and say, add me on your

10

16

Right,

(Inaudible).
Add you on to their

insurance.
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1

AUDIENCE:

(Inaudible) workers or --

2

ROBERT SHEMIN:

3

it.

4

in the name of Robert.

5

insurance.

6

it.

My name is Robert.

Don’t over-complicate

I’m buying a house to fix up
You have a million dollars or

You’re working on my house.

I’m rehabbing

What am I doing?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

No.

on this.

Rehabbing.
I can’t spend any more time

You call your insurance company whoever the

10

contractor (inaudible) add Robert’s house on to our

11

insurance, and now I’ve got a free million-dollar

12

coverage.

13

Who here has ever had a kid?

You call your

14

insurance agent and say, I just had a kid, add him on.

15

My son just turned 18, put him on the insurance

16

(inaudible) cost.

17

They add you on their insurance.

The contractor does it for free.

18

Do I need to give you an example of this?

19

AUDIENCE:

20

ROBERT SHEMIN:

21

AUDIENCE:

22

ROBERT SHEMIN:

No.
I can do it.

(Inaudible) insurance?
It’s contractor insurance,

23

it’s liability insurance.

It’s free insurance.

24

about this?

25

but I’m recommending you just call and add it on.

How

If you don’t want to do it, don’t do it,
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1

I give you a real example?

2

AUDIENCE:

Yes.

3

ROBERT SHEMIN:

So simple.

Real example.

4

You’re going to have to go think about.

5

$400,000 rehab of a house in Miami (inaudible) Fort

6

Lauderdale.

7

the house for about 400 grand, about 200 grand worth

8

of work.

9

We knew that.

And this was up near Palm Beach.

It was like an $80,000 plumbing -- re-

plumbing the house (inaudible).

11

contractor.

AUDIENCE:

13

ROBERT SHEMIN:

(Inaudible).

AUDIENCE:

16

ROBERT SHEMIN:
a subcontractor.

Insurance.

AUDIENCE:

19

ROBERT SHEMIN:
plumber.

The general contractor hired

We told the subcontractor, add?

18

Us on.
The subcontractor hired a

Who did they hire?

21

AUDIENCE:

22

ROBERT SHEMIN:

23

We said to the general

contractor, add us on to your?

15

20

We hired a general

Who do you hire when you own a house?

12

17

Bought

And the pipe in front of the house was bad.

10

14

We did a

Plumber.
Now, we’ve got three people.

We told the plumbing company, add us on to your?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

Plus we had our own insurance.

We went to some new

2

investors, showed them on one (inaudible) a lot of

3

money, they put up a lot of money, a couple hundred

4

grand to buy the house and fix it, and every week on

5

(inaudible) we’d send them pictures.

6

roof, they started doing the windows.

7

plumbing company had to dig a big trench in front of

8

the house to pull the pipe up.

9

house.

there for ten days.

11

sometimes?

And the

A big one.

It was a real big house.

10

They fixed the

A whole

And they left it

What happens in Florida

12

AUDIENCE:

(Inaudible).

13

ROBERT SHEMIN:

14

AUDIENCE:

15

ROBERT SHEMIN:

No, how about the rain?

Yeah.
It rained.

The thing filled

16

up with water for like a week.

Nobody did anything.

17

And the whole front of the house collapsed like a

18

dollhouse.

19

AUDIENCE:

Oh, my goodness.

20

ROBERT SHEMIN:

21

said, hey, how’s that rehab going?

22

oooohhhhh.

23

And we’re like, well, you probably don’t want to see

24

them.

25

house.

Our investors called up and
And we’re like,

They go, the pictures aren’t up this week.

We literally hadn’t shown pictures of the
It was like a dollhouse.
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1

the front of the house just fell down.

2

that bad?

3

AUDIENCE:

4

ROBERT SHEMIN:

Got it?

Is

Yeah.
Really?

It’s awesome.

5

all have such a weird mindset.

6

insurance.

7

the subcontractor’s insurance paid us, the plumber

8

paid us, and our insurance paid us.

9

grand.

You

We had triple

It was 180 grand, the contractor paid us,

We made 690

Now, it took about 90 days to get the money

10

because our lawyer had to write a letter or two.

11

rehab I’ve ever done in South Florida.

12

(Laughter.)

13

ROBERT SHEMIN:

Best

But if we wouldn’t have been

14

taught to get named insured, we would have had no

15

insurance.

What did that insurance cost us?

16

AUDIENCE:

Nothing.

17

ROBERT SHEMIN:

Nothing.

I mean, it was bad.

Got it?

Real

18

deal, folks.

19

calling the investor and going, yeah, here’s the

20

property -- and, again, when we told them the

21

insurance (inaudible) they just freaked out because

22

they’re not investors.

23

they’re emotional.

24

decisions or emotional decisions.

25

few weeks, it was bad and they were upset.
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1

them relax.

It’s going to take about 90 days to get

2

the checks.

So for 60 to 90 days, it wasn’t a lot of

3

fun.

4

Got it?

Say “got it.”

5

AUDIENCE:

6

ROBERT SHEMIN:

Got it.

Got it.

So here we go.

7

sell.

8

has lived in the house 30 days.

9

said?

Buy, fix and

Never pay for a job 100 percent until someone
Did you hear what you

So the contractor bid 20 grand.

We’re going to

10

hold back our $2,000 until someone has been in that

11

house 30 days.

12

Anybody?

13

wrong.

14

(inaudible) box.

15

don’t know.

16

do give bonuses if they do a good job and there’s

17

penalties if they’re late.

18

When do we inspect?

19

AUDIENCE:

20

ROBERT SHEMIN:

Why?

Who’s ever built a new home?

Let me guess.

There’s always something

The door sticks, the window doesn’t open
Until someone’s lived there, you

So we hold a little bit for 30 days.

We

We inspect every week.

Every week.
Every week.

Every

21

(inaudible).

Make sure you pull permits on

22

everything.

23

save money by not pulling permits.

24

sell the house, you’re not going to refinance it.

25

It’s a nightmare.

A lot of investors try to cut corners and
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1

Now, this is advanced real estate.

2

going to (inaudible) I’ve got minutes, folks.

3

start analyzing it, we’ll not get anywhere.

4

would not say this five years ago.

5

fraud out there now, especially in Florida.

6

that stand for?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

I’m just
If we
So I

There’s a lot of
What’s

Florida fraud.
I (inaudible) this two years

ago if you’ve heard me speak.

So (inaudible) get a

10

lien release.

Your title lawyer has it, your

11

contractor has it.

12

Google it, you can download it.

13

roof and we pay him for the roof at the end of the

14

week, it’s all done, we have him sign a lien release.

15

What does he sign?

Get a lien release.

16

AUDIENCE:

17

ROBERT SHEMIN:

You can

So when he does the

A lien release.
It says, I release my lien

18

on the roof.

19

in the bedrooms and we pay him, release the lien on

20

the drywall.

21

The next week when he does the drywall

We pay him.

We (inaudible) the check.

Some contractors are getting jealous.

They

22

see you investors making 80, 100 grand doing nothing

23

while they’re doing all the work, and the day before

24

you sell it, you already have a buyer, they just put a

25

little mechanic’s lien on it.
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1

costs for a mechanic’s lien on a property in Florida?

2

Forty bucks.

3

grand.

4

your buyer can’t buy, you’ll lose your buyer, and

5

basically it’s a form of blackmail.

6

says, well, I want another five grand or three grand

7

to take it off.

8

to court.

And they say, they owe me ten more

If you go to close it, you can’t close it,

9

Or you’ve got to sue him or her or go

How long is that going to take?
AUDIENCE:

10

The contractor

Months.

ROBERT SHEMIN:

A long time.

But, yet, that

11

lien release, when you show the city, the code, the

12

court, whatever, say, no, I’ve already got the lien

13

releases in the folder.

14

Get a lien release each week.

15

AUDIENCE:

16

ROBERT SHEMIN:

Get a lien release each week.
Simple?

Yes.
I’ll say it for the fifth

17

time, get a lien -- we do everything on the week.

18

When we do it by?

19

AUDIENCE:

The week.

20

ROBERT SHEMIN:

A lot of investors do it by

21

the month.

Well, that’s 20 grand or 30 grand.

22

too late and it’s too long.

23

week.

24

money, when do we want to know?

25

two months or a week?

That’s

We do everything by the

When the contractor is goofing up or stealing
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1

AUDIENCE:

2

ROBERT SHEMIN:

3

AUDIENCE:

4

ROBERT SHEMIN:

5

AUDIENCE:

6

ROBERT SHEMIN:

7

AUDIENCE:

8

ROBERT SHEMIN:

9

you’ll regret it.

A week.
Week.

When do we do it?

Week.

What do we recommend?

Week.

Week.
When do all the pros do it?

Week.
A week.

Whether you’re lending on the deal,

10

they pay for it.

11

you’re the lender.

12

or buying.

13

Get a lien release each week.

14

regret it.

15

If you don’t,

They pay for the inspections if
We do this whether we’re lending

If you don’t inspect, you will regret.
If you don’t, you will

We’re seeing a flurry of that.
Also, on fraud, you realtors know this, but

16

most investors don’t.

17

care what email you get from the title company or

18

realtor -- until you call and verify.

19

right now that are taking realtor and title company

20

emails, putting it in their bank account.

21

just like the email you just got that says, send the

22

50 grand here or 100 grand there.

23

it’s to the wrong bank account.

24

and it’s hard to get back.

25

Never wire money -- I don’t

There’s hackers

It looks

You wire it and
They take the money

We had (inaudible) a year ago, 240 grand.
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1

They said they’d never get it back and our attorneys

2

got it back for them.

3

call and double verify and are familiar with it.

4

and say, is this the account number?

5

know who they are.

6

So do not wire money until you
Call

Make sure you

Have you all seen those (inaudible)?

Have

7

you ever seen that before?

8

but (inaudible) about 1,000 in Florida last year, at

9

least.

10

AUDIENCE:

11

ROBERT SHEMIN:

It’s happened (inaudible),

(Inaudible).
They have to have it on the

12

contract now.

We just tell everybody that.

Now, a

13

quick (inaudible).

14

working lunch or take a quick five, ten-minute break?

15

Want to keep going?

16

Grab some lunch, eat.

Shall we keep going (inaudible)

How many want to keep going?
Can you all handle some more?

17

AUDIENCE:

Yes.

18

ROBERT SHEMIN:

Let’s keep going until

19

around 1:30, 1:45.

Is that fair?

20

buy, fix and sell.

This is the way Christina and

21

Tarek (inaudible).

Does that make sense?

22

need a five-minute break.

23

lunch, and then we’ll wrap (inaudible).

24

Good deal.

25

(Inaudible).

So

(Inaudible)

Grab your food, working
(Inaudible).

(Inaudible) five-minute break.
(Brief break.)
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1

(Pause while waiting for seminar to start.)

2

ROBERT SHEMIN:

3

more?

Ready?

4

everybody?

So are you ready to do some

Here we go.

Hold on, where is

Let’s get them in.

5

Hello?

6

Everybody, we’re ready for some more?

7

(Inaudible) ready?

8

right?

Buy, fix and sell.

(Inaudible).

(Inaudible) start.

Is that all

Let’s do it.

9

(Inaudible).

10

(Applause.)

11

ROBERT SHEMIN:

12

decorating.

13

unbelievable.

14

houses?

15

creme.

One, two, three, let’s clap.

So buy, fix and sell,

Check out Christina’s Pinterest.

It’s

Who here would like to rehab some

Buy, fix and sell.

This is the creme de la

We’re going to do some asset protection.

16

So buy, fix and sell.

17

to decorate a home?

18

amenities?

19

decorate?

How do you decide how

What colors, carpet, paint,

What’s the best way to figure out how to

20

AUDIENCE:

(Inaudible).

21

ROBERT SHEMIN:

Ask an expert.

Great.

I

22

got a better way, but it’s a good answer.

Anybody

23

give me an idea?

24

decorate a house if you want to fix it and sell it?

25

Be specific.

What’s a great way to learn how to
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1

AUDIENCE:

(Inaudible).

2

ROBERT SHEMIN:

3

AUDIENCE:

4

ROBERT SHEMIN:

What’s that?

(Inaudible).
Go to where?

Home Depot,

5

you know, they’ve got some pretty good decorating

6

stuff, I believe.

7

AUDIENCE:

8

ROBERT SHEMIN:

9

(Inaudible).

there’s a better way?
(Inaudible).

(Inaudible).

How do I know

Now, let’s have a little fun

10

here.

(Inaudible) this is what we’re

11

going to be talking about in just a minute.

12

(Inaudible).

13

Burger King decide where to put a store or restaurant?

14

Anybody know?

So McDonald’s, Burger King, how does

15

AUDIENCE:

16

ROBERT SHEMIN:

17

AUDIENCE:

18

ROBERT SHEMIN:

What’s that?

(Inaudible).
Traffic.

19

they like.

20

traffic study.

21

research on the busiest corner.

22

there.

23

across the street.

24

follow the experts.

25

No.

(Inaudible).

Ask people what

McDonald’s does a $40- to $80,000
They spend all the money, do all the
They put a McDonald’s

And guess what Burger King does?

It goes

What does that say, folks?

They

Correct?

How about making someone else pay for your
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1

research?

2

smarter.

Is that smart?

So let’s make it work

Does that make sense?

3

So the National Association of Homebuilders

4

every year spends about a half a million to a million

5

dollars on studies, what’s the greatest colors for

6

these areas, what do people want, what decorations.

7

Who has ever been to the Las Vegas home show?

8

Christina and Tarek go, I go, we go.

9

all the work for you.

They have done

They (inaudible).

And if you

10

go find the three or four biggest homebuilders in

11

Florida, KB Homes, Pulte Homes, they go to home shows,

12

they come back and guess what they put in their model

13

homes?

14

decoration is pretty local.

15

or Manhattan may not work in Kansas or Fort Myers,

16

correct?

17

The latest, greatest for that area.

Remember,

What flies in South Beach

So we go to the big homebuilders in Fort

18

Myers, near that area.

They’ve done all the research,

19

they’ve done all the studies on those big homes.

20

Number two, we mentioned this yesterday, we

21

get the local realtor (inaudible) who sells houses on

22

that street.

23

Craigslist.

24

local brokers and say what team sells and closes --

25

what’s the key word?

Their signs are everywhere.

They’re on

You can call the five biggest regional
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1

AUDIENCE:

Closes.

2

ROBERT SHEMIN:

The most houses on those

3

streets.

4

rehabbing a house over there.

5

right now that will pay 490 for it, but if you want it

6

for 490, here’s what (inaudible).

7

bathroom, they want this marble, they want this paint.

8

My realtors help decorate the homes (inaudible).

9

Sound good?

10

Oh, that’s Jill’s team.

Hey, Jill.

I’m

Well, I’ve got buyers

They want this

Now, the next thing is home shows and

11

magazines from like five years ago, two years ago, fun

12

to watch.

But remember it’s TV.

13

AUDIENCE:

14

ROBERT SHEMIN:

15

(inaudible).

16

TV.
So I wouldn’t follow

Does that make sense?

Now, this is going to blow your minds.

17

to decorate?

18

attention?

19

Kitchens, bedrooms and bathrooms.

20

you?

21

ever had a party at their house?

22

hang out?

How

What three rooms attract the most
By the way, the answer’s on the board.
Can I prove it to

You all have a sense of humor, right?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

It’s what?

Where does everybody

(Inaudible).
The kitchen.

party, where do they end up?
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1

does everybody have to go at some point?

2

AUDIENCE:

Bathroom.

3

ROBERT SHEMIN:

4

Now, studies show on decoration -- sorry.

The bathroom.

5

Studies show on decoration emotionally how long does

6

it take someone to decide whether to buy or rent your

7

house?

8

AUDIENCE:

(Inaudible).

9

ROBERT SHEMIN:
Say that again.

How long to emotionally

10

decide?

11

give you an A for that answer.

12

Association of Realtors says 1.6 minutes.

13

you want to spend a little extra money and time?

14

AUDIENCE:

15

ROBERT SHEMIN:

Almost (inaudible).

I’ll

The National
So where do

(Inaudible).
Curb appeal.

If you look at

16

any of our students as they train (inaudible) houses,

17

they (inaudible) for rentals and resales.

18

little better than the (inaudible), the landscaping’s

19

a little better, the mailbox is better, the front door

20

is better.

21

Number one, get a brand new big mailbox (inaudible).

22

Spend an extra $3 and get those big brass (inaudible).

23

You know, they’re like $2 (inaudible).

24

houses don’t have addresses on them, really hard to

25

find, dangerous.

They’re a

Now, let me (inaudible) system checklist.

Most of your

Put big brass address numbers.
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1

a new front door, fix the front door.

2

plates.

3

Brass kick

It’s got to have curb appeal.

A little

4

better landscaping, it’s not what you want, it’s what

5

the neighbor wants.

6

underdecorate.

7

So don’t overdecorate or

Now, what I want to do real quick for the

8

next ten minutes is give you the best (inaudible) --

9

the best selling system on the planet.

Now, let me do

10

a little background on this.

11

(inaudible) Remax (inaudible) came to our company and

12

said, we notice in (inaudible) cities, our houses are

13

on the market for 20, 30, 40, 60, 90 days, and a lot

14

of your students’ houses are selling in five days,

15

four days, ten days.

16

A couple years ago

What’s going on?

And guess what our owner said?

We want to

17

know how you’re doing it.

18

said.

19

take the clients.

20

(inaudible) company called me and said, look, we know

21

our selling system, would you show (inaudible) as a

22

courtesy for us to these two companies.

23

well, I used to own a Remax and I like (inaudible) and

24

I said, sure.

25

cost?

Huh?

And guess what our owner

None of your business.

And they wouldn’t

They kept calling.

So one day

And I said,

And they said, well, what’s it going to

I said, well, it’s going to take 45 minutes and
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1

I’m going to give them a 15-minute Q&A and I’ll

2

guarantee their success.

3

what’s the risk?

4

AUDIENCE:

5

ROBERT SHEMIN:

So if it’s guaranteed,

Nothing.
Right?

Just that little

6

certificate we guarantee stuff with.

7

people worry about it, but it’s a guarantee.

8
9

It’s so funny
Right?

Anyway, so I said it’s 50 grand and I
guarantee their success.

If they don’t like it, I’m

10

not going to charge them any money.

11

Atlanta and then 15 minutes into the presentation, the

12

hand of (inaudible) stood up on his chair and said, if

13

we do two of these ten ideas he gave us, we’ll make

14

millions of dollars.

15

I’m going to give it to you in 15 minutes.

16

fair?

17

And I flew to

So most of you are not realtors,

So here we go.

Is that

Put your pens down for a

18

minute, enjoy your sandwiches, relax, take a deep

19

breath.

20

realtor friend they met or they’ve got a card or saw

21

it on a park bench and say, hey, will you list my

22

house?

How do most people sell a house?

And what’s every realtor going to say?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

house.

They call a

Yeah.
Sure.

And they list the

And if they’re great realtors, they may sell
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1

the house quick and at full price.

2

sell in 30 or 60 days, what does a realtor usually do?

3

AUDIENCE:

4

ROBERT SHEMIN:

And if it doesn’t

(Inaudible).
Reduce the price.

They

5

might, if they’re aggressive, have open houses, maybe

6

put a few signs up, run a couple ads.

7

work.

8
9

Wee-hee.

Now, let’s talk about fishing.

Could

How many of

you all understand the concept of fishing, you know,

10

pescar, fishing?

Right?

So that’s fishing with one

11

pole.

12

would you like to fish with eight poles, a commercial

13

boat, nets, dynamite and night vision goggles.

You might catch something, you might not.

14

(Laughter.)

15

ROBERT SHEMIN:
Second one, right.

How

Who’s going to catch more

16

fish?

So here’s how we recommend

17

you sell a house.

18

If you don’t have a realtor or you’re not on the MLS,

19

you’re missing out on 70 percent of homebuyers.

20

you all agree my realtor friends?

Number one, you do need a realtor.

21

AUDIENCE:

22

ROBERT SHEMIN:

Would

Mm-hmm.
The question is, which

23

realtor.

Now, we will give a young hungry realtor a

24

chance, correct, if they’re super-aggressive and

25

super-responsive.

So there’s exceptions.
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1

find the one or two realtors that sells all the houses

2

in that street, that fire is in their pocket.

3

signs are everywhere.

4

and asked him, how many do you close?

5

what?

(Inaudible) ads on Craigslist

6

AUDIENCE:

7

ROBERT SHEMIN:

How many do you

Close.
Number two, get a written

8

marketing plan from them.

9

most listing agreements are 180 days, right?
No.

Their

What are you -- because

10

months?

11

in week one?

12

do an open house on Sunday.

13

it, you lose the listing.

14

week two?

15

more signs up, do this, do that.

16

week.

Six

What are you going to do, Ms. Realtor,
Well, I’m going to put four signs up and
Great.

If you don’t do

What are you going to do

I’m going to run two ads on Zillow, put

Sound familiar?

17

AUDIENCE:

18

ROBERT SHEMIN:

Every week, week to

How do we do our business?

Week to week.
Week to week.

19

Accountability.

Now, most realtors ask for a 6

20

percent commission, correct?

21

percent, we pay 6 and a half or 7 or a bonus.

22

realtors go crazy.

They go crazy because nobody

23

usually does that.

So we’ll say if you sell it within

24

30 days and get us this price, we’ll give you 6

25

percent plus 1,000 bucks, plus an iPad, plus $500,
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1

whatever.

2

extra five grand or seven grand or something.

3

Correct?

4

go nuts.

5

Now, if it’s a million-dollar house, an

Run your numbers, know your numbers.

The next thing is this.
(Inaudible).

They

We compete against

6

the realtors.

Who here would like to

7

increase their productivity 30 to 80 percent?

8

competition.

9

team is, if you have people working with you.

Put in

Whoever you work with, whatever your
Studies

10

show if you add competition, people work 30 to 80

11

percent.

12

even see a football game on TV.

13

don’t like to watch.

14

here likes sports?

Hey, I’m not a sports person.

I’ve never

I love sports, but I

I like -- I don’t watch TV.

Who

Who here watched the Super Bowl?

15

So what teams played?

16

AUDIENCE:

17

ROBERT SHEMIN:

Was it L.A. and --

The Patriots.
The Patriots.

Okay.

Who

18

here is a football fan?

19

weeks ago, they said, listen, L.A. and the Patriots

20

are the best two teams in the country, they’ve proven

21

it.

22

keep score.

23

they’re the best, why would we keep score?

24

anyone care?

25

So let’s say last year, a few

This year at the Super Bowl, we’re not going to
We’re just going to let them play,

AUDIENCE:
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1

ROBERT SHEMIN:

2

AUDIENCE:

3

ROBERT SHEMIN:

4

AUDIENCE:

5

ROBERT SHEMIN:

Did anyone care anyway?

No.
Kind of a slow game, right?

Mm-hmm.
If they didn’t keep score,

6

would the players bust their butts to score and kick

7

and fumble or tackle?

8

AUDIENCE:

9

ROBERT SHEMIN:

10

No.
Huh?

No.

What makes people

work?

11

AUDIENCE:

Competition.

12

ROBERT SHEMIN:

Rank your employees, rank

13

your team, and make them compete.

14

In a fun way.

15

wants to be last.

16

It makes them work.

Don’t be mean about it, right?

Nobody

So we tell the realtor, it’s called

17

procuring cause, right, my realtor friends.

Procure

18

means to get, cause.

19

or MLS brings the buyer, they get their 6 percent plus

20

a bonus.

21

brings it or my ad or my connections, they don’t make

22

6 percent, we give them 1 or 2 percent.

23

that make the realtors do?

If their sign or their internet

But if we track our market, if my sign

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

we put some stuff up, we go out there and sell them.

2

Make sense?

3

Now, let’s get deep.

Next one.

I don’t

4

know why realtors and investors sell on price on homes

5

because nobody buys on the price.

6

to me.

Now, a realtor has to put a price in the ad,

7

right?

That’s your little laws.

8

let’s say you’re going to fix a house, you buy it for

9

200, you’re going to spend 10 fixing it, and you’re

It makes no sense

House, 299,999.

10

going to sell it for 299,999, whatever, 299,999,

11

right?

12
13

Here’s how we list it.
broker.

So

We call a mortgage

What do we do?

14

AUDIENCE:

Call a mortgage broker.

15

ROBERT SHEMIN:

Call a mortgage broker and

16

say, hey, listen, if somebody had good credit and

17

they’re going to buy a $300,000 house, 299,999 or

18

whatever it is, 800,000, a million, what’s the best

19

monthly payment they could probably get.

20

would say, oh, we have some first-time homebuyer

21

programs, some special loan programs.

22

year loan at 4.8.

23

And they say, well, if they borrowed 280, they could

24

have possible payments of 1,697, possible payments of

25

1,842, whatever the number is.

And they

They get a 30-

Remember I said get a mortgage ad.
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1

What ad is going to sell better?

House,

2

299,999 or house, same house, we know it’s 300,000,

3

possible payments 1,697.

4

calls, more texts, more emails?

5

AUDIENCE:

6

ROBERT SHEMIN:

7

price?

8
9
10

The second one.

Here’s another ad, Porsche, $85,000.

What ad is going to get better results?

12

ROBERT SHEMIN:

The second one.
Right?

What’s the only

purpose of an ad?

14

AUDIENCE:

15

ROBERT SHEMIN:

(Inaudible).
You can’t sell a house over

an ad.

17

AUDIENCE:

18

ROBERT SHEMIN:

To get a contact.
To get a contact, suspect,

19

prospect, someone to (inaudible) want to buy.

20

sense?

21

Here’s

another ad, Porsche, possible payments 797 a month.

AUDIENCE:

16

Then why do realtors sell on

I don’t know.

11

13

What ad is going to get more

Make

So how many of you all like that?
Now, here’s the next one.

You need to stage

22

your homes.

Very hard for a person to buy a home or

23

rent it with nothing in it.

24

there, imagine there’s a kitchen there.

25

has ever rehabbed a house?
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1

stage your homes.

2

Anybody know what it costs to get a stager?

3

AUDIENCE:

4

ROBERT SHEMIN:

Two to five thousand.
That’s right, two to five

5

grand, $500 (inaudible) $1,500.

6

ever staged a home?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Yep?

Awesome.

Has anyone

Does it work?

Mm-hmm.
Guess what we pay to stage

homes?

10

AUDIENCE:

20,000?

11

ROBERT SHEMIN:

12

AUDIENCE:

13

ROBERT SHEMIN:

20,000?

No.

Nothing.

You own your own company?
No.

Give me a minute.

How

14

many of you all like free?

Let me ask you a question.

15

Within 45 minutes of your house that you’re selling,

16

are there any universities, design programs, interior

17

decorating programs, art programs, associated

18

university college programs for decorating, art,

19

photography?

20

they need?

Those kids need portfolios.

21

AUDIENCE:

22

ROBERT SHEMIN:

What do

Portfolios.
They need portfolios.

23

a timing issue.

24

internship.com, internship.com.

25

running one of my charities.

It’s

Also go to internship.com,
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1

working for another one of my companies.

2

Street Journal said the average college kid needs two

3

internships to even think about getting a real job.

4

Every program is different, there’s exceptions.

5

interns you got to pay, some you have rules.

6

our internships, guess what they get -- how much they

7

get paid?

8

AUDIENCE:

9

ROBERT SHEMIN:

The Wall

Some

A lot of

Nothing.

10

AUDIENCE:

11

ROBERT SHEMIN:

Nothing.

Experience.
We use international

12

baccalaureate interns.

13

countries who are on scholarship.

14

have to do the work we give them as their internship,

15

and if they don’t, guess what they lose?

16

AUDIENCE:

17

ROBERT SHEMIN:

These are kids from other
Every week they

Scholarship.
They get thrown out of the

18

country.

19

seen.

20

talked about that?

21

do good work, we give them a pizza party or a bonus.

22

They’re the hardest-working people I’ve ever

Now, we’re nice people.
(Inaudible).

How many times have we
Correct?

Maxine, you’ll love this.

So if they

You have our

23

permission, which I do, to give our students or your

24

interns access to our online resource centers.

25

There’s hundreds of thousands of dollars of
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1

information on there.

2

that most people don’t do is they appreciate education

3

because they’re paying 30, 40 grand a year for a

4

degree that might not get them a job.

5

guarantees there.

6

And one thing that students do

There’s no

Right?

So our students go nuts.

Saying if I stage

7

your home or I do this intern work for you, you’re

8

going to give me access to Christina and Tarek’s

9

business stuff and how to find deals and make money in

10

real estate and all my questions are answered.

11

Correct?

12

there step-by-step and they go nuts.

13

permission.

14

cool?

If you (inaudible) all the answers are on
So you have our

How many of you all think that’s pretty

They love it.

15

Anyway, reward your interns.

Give them a

16

pizza party, give them a bonus.

17

them.

18

they will stage.

19

they’re much more motivated and cutting edge because

20

they’re young and aggressive and they want to make a

21

good grade and impress people than some of our paid

22

stagers.

A lot of the interns in the design programs,
They have the stuff to do it and

Do you all like that?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

Take good care of

Mm-hmm.
It can work.

is we get everybody selling the home.
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1

the home?

2

AUDIENCE:

Everybody.

3

ROBERT SHEMIN:

Realtors selling it, we’re

4

selling it, contractors selling it, neighbors are

5

selling it, everybody is selling it.

6

where legal -- you must know your local laws.

7

many times have we mentioned that in these three days?

8

We print up 200 flyers.

9
10

AUDIENCE:

We print up,
How

How many?

Two hundred.

ROBERT SHEMIN:

Pick your neighbor.

11

Possible three-bedroom, two-bathroom rehabbed house,

12

$1,600 a month.

13

realtor, so I can pay anybody.

14

buyer and we close, we give you a choice.

15

number one is $1,000 cash at closing.

16

making 50 grand, can you pay someone $1,000 for

17

bringing you a buyer?

18

Pick your neighbor.

Now, I’m not a

If you bring us a
Choice

If you’re

Run your numbers.

Number two, we’ll give you an iPad, a brand

19

new apple iPad.

Number three, we’ll get you a cruise

20

for two out of Miami or Fort Lauderdale.

21

folks, people choose because they’re completely

22

irrational and making decisions from emotion?

23

AUDIENCE:

24

ROBERT SHEMIN:

25

Guess what,

The iPad.
The iPad.

The iPad is $497.

If they took the cash, they could have bought two
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1

iPads.

Does that make any sense?

2

AUDIENCE:

No.

3

ROBERT SHEMIN:

4

make rational decisions.

5

This is not a joke.

6

your life.

7

called The Female Brain.

8

Just look it up.

9

doctor.

Anyway, most people don’t
Now, let me blow your minds.

If you do this, it will change

There’s a book, it’s a bestseller.

It’s

Female, F-E-M-A-L-E, Brain.

It’s a bestseller.

It’s by a

It tells you how people make decisions.

10

a very readable book.

11

tells you how to communicate with women from the time

12

they’re zero to the time they’re 100 and it tells you

13

all the stages they go through.

14

relationships and make you a lot of money in real

15

estate.

16

It will change your life.

It’s

Brain.

18

with some pictures.

Unfortunately, that book is only eight pages

19

(Laughter.)

20

ROBERT SHEMIN:

Very simple.

I would read

it, too.

22

AUDIENCE:

23

(Laughter.)

24

ROBERT SHEMIN:

25

It will change your

She also wrote another book called The Male

17

21

It

Are they popup pictures?

Yeah, it’s very simple.

The

Female Brain book is like 9,000 pages of algorithms.
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1

Anyway, I’m not kidding.

2

change your life.

3

factor for someone to buy a house or rent it,

4

according to her and her scientific method

5

(inaudible)?

6

You think you make rational decisions.

7

not wired that way.

8
9

It’s a very readable book.

Pheromones.
Our brains are

What’s your most powerful emotional sense?
Smell.

When you pass out, how do they revive you?
AUDIENCE:

11

ROBERT SHEMIN:

Smelling salts.
Smelling salts.

What’s your

most powerful emotional sense?

13

AUDIENCE:

14

ROBERT SHEMIN:

15

It will

What’s the number one determining

10

12

Read those books.

Smell.
So how does your new rehab

or rental house smell?

16

AUDIENCE:

17

ROBERT SHEMIN:

18

Hopefully not cat urine.

19

just a minute.

20

Cookies.
Cookies.

Anybody else?

Yeah, we’ll get there in

Well, let me change your life.

21

is it changes every year.

22

house.

23

something.

24

But that’s not what I’m talking about.

25

write this down.

Number one

Google scents that sell a

Two years ago it was like lavender and
This year it’s like lemon and something.
I want you to

I’ll say it three times very slowly.
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1

EnviroScent, E-N-V-I-R-O, EnviroScent, S-C-E-N-T.com.

2

Enviro, E-N-V-I-R-O, like environment, Scent, S-C-E-N-

3

T.com.

4

Everybody here ever hear of EnviroScent?

5

-- do you know what it is?

Enviro, E-N-V-I-R-O, Scent, S-C-E-N-T.COM.

6

AUDIENCE:

7

ROBERT SHEMIN:

They spend

(Inaudible).
That’s right.

They spend

8

millions of dollars researching pheromone enhancing --

9

some of them you can’t even smell, they’re odorless.

10

AUDIENCE:

Yeah.

11

ROBERT SHEMIN:

They’ve done studies.

12

They’ve sprayed (inaudible) casinos, Rolls Royce

13

stores, and it increases the buying urge 40 to 90

14

percent.

15

yesterday.

16

townhomes in Fort Lauderdale for about 380 grand.

17

They were both decorated the exact same.

18

we had 22 people look at the first unit and 21 of the

19

22 look at the second unit.

20

we sprayed odorless EnviroScent -- it’s like 30 bucks,

21

25 bucks a bottle -- in the second unit.

22

offers on the second unit and one on the first back

23

then.

24

want to buy this place.

25

Now, we didn’t spray the room today or
I did an unscientific study.

It’s freaky.

I had two

One study,

The only difference was

We had 14

People just walked in and went, I

(Laughter.)
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1

ROBERT SHEMIN:

Same decorations.

2

you make (inaudible) decisions?

3

done investor studies, money studies, whatever.

4

you don’t want to use it, don’t use it.

5

How many of you all think that’s pretty interesting?

6

Correct?

7

You don’t.

You think
They’ve
If

EnviroScent.

Other businesses do, too.
Now, since you mentioned cat urine -- I’m

8

sorry, it’s lunchtime.

Let me make you a fortune, a

9

one-minute digression for rehab.

Mold, cat urine,

10

write this down, I love it.

11

mold.

12

Mike Areckia (phonetic), you can look him up, he’s one

13

of my Facebook friends, one of our students.

14

well over a million dollars a year just off moldy

15

properties.

16

niches, specialized.

I love (inaudible).

17

We make a fortune off
Mold’s everywhere, right?

He makes

Again, all these little niches are

(Inaudible) contractor.

We get at least one

18

of our contractors mold certified.

19

license.

20

make an offer on a listed property and they don’t come

21

down and we can’t make a deal and there’s some water

22

or some dripping or some moisture somewhere, we have

23

our contractor (inaudible) the realtor and say, hey,

24

would you like to do a mold test, it’s $35 for a mold

25

test.

It’s a Saturday class.

It’s about a $300
So if we’re going to

They put it down into the water leaking into
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1

the basement or leaking in the patio, and a lot of

2

times, our certified mold contractor says, whoops,

3

three parts per million, black mold.

4

realtor and what does the realtor have to do?

5

Disclose.

We tell the

And what happens to the price?

6

AUDIENCE:

It goes down.

7

ROBERT SHEMIN:

It goes way down on these

8

high-end condos in Fort Myers.

9

little bit.

Miami.

He works up north a

Now, it’s a number.

If there’s

10

mold in every wall in the room, in the house, it could

11

be hundreds of thousands of dollars.

12

time, in our experience, the mold is right over

13

(inaudible) wall.

14

What does he give us?

But most of the

The contractor gives us a number.

15

AUDIENCE:

A number.

16

ROBERT SHEMIN:

He says for three grand, I

17

can pull the wall out, put OdoBan, one of my favorite

18

things in the world, it’s OdoBan, O-D-A-B-O-N [sic],

19

OdoBan.

Who here knows what OdoBan is?

20

AUDIENCE:

Bleach.

21

ROBERT SHEMIN:

OdoBan.

No.

It breaks down

22

mold and cat urine smells at the DNA level.

23

never heard of OdoBan in the cleaning business?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

It’s everywhere.

2

it.

I know Home Depot has it.

I love

OdoBan.

3

AUDIENCE:

4

ROBERT SHEMIN:

5

AUDIENCE:

6

ROBERT SHEMIN:

7

AUDIENCE:

8

ROBERT SHEMIN:

9

AUDIENCE:

10

(Inaudible).
You ever used it?

Yeah.
You like it?

(Inaudible).
We have great luck with it?

Yeah?

ROBERT SHEMIN:

Yeah.

It breaks the smells

11

down at the DNA level, the molecule level.

12

have a better one?

(Speaking Spanish.)

13

AUDIENCE:

14

ROBERT SHEMIN:

15

AUDIENCE:

16

ROBERT SHEMIN:

Do you

No?

No.
OdoBan.

I love it.

(Inaudible).
Thirty, 40 bucks a bottle,

17

breaks cat urine down.

So we get properties that

18

people can’t sell with cat urine.

19

contract, do an inspection, spray some OdoBan down, a

20

little bleach or whatever, the contractor comes up

21

with a number.

We take over on

It’s a what?

22

AUDIENCE:

Number.

23

ROBERT SHEMIN:

You can make a fortune off

24

mold properties and cat urine properties.

25

kidding.

I’m not

Other people’s problems become your
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1

opportunities.

2

You like that?

There’s another way to find deals.

3

So how is everybody feeling?

4

AUDIENCE:

5

ROBERT SHEMIN:

All right?

Yeah.
(Inaudible) a little more?

6

So let’s go through selling.

7

sure it smells right.

8

interns to stage it.

We get everybody selling.

9

print 200 flyers up.

We get the neighbors -- we do a

10

(Inaudible).

We stage it.

We make

We can use
We

special open house for the neighbors, correct?

11

Now, the last thing, who here has tried to

12

do a very high-end rehab?

13

million-plus?

Anybody?

14

timing issue.

So we go to a local charity, like the

15

ballet, like the opera, like the symphony, like the

16

cancer ball, like the cystic fibrosis, and most major

17

cities have these charities.

18

quick example.

19

(inaudible) in Miami (inaudible) South Beach

20

(inaudible), we did a $1.8 million rehab on a condo

21

there.

22

I’m talking about a
We do them.

Now, this is a

So let me give you a

We had a big -- you know, the

So we picked a charity, the New Music -- New

23

World Symphony.

They just built a 300 -- $200 million

24

symphony hall in Miami, South Beach.

25

-- get out of your head -- what kind of people are on
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1

their board?

2

AUDIENCE:

Rich.

3

ROBERT SHEMIN:

Rich, dancer, opera, ballet,

4

church, whatever big charity you like, very wealthy

5

people.

Guess who they know?

6

AUDIENCE:

Other wealthy people.

7

ROBERT SHEMIN:

Other wealthy people.

8

have mailing lists of their patrons or whatever.

9

Guess who’s on that mailing list?

10

AUDIENCE:

11

ROBERT SHEMIN:

They

Rich people.
Very wealthy people.

So,

12

again, charity (inaudible) you go to a charity and you

13

say, listen, we’re selling this $1.8 million condo or

14

$1 million house.

15

it, we’ll give you 3 percent donation.

16

percent of a million dollars?

17

have your next board meeting, your next wine tasting,

18

your next this, your next whatever, why don’t you have

19

it at our rehabbed condo.

20

If someone from your charity buys
What’s 3

Thirty grand.

When you

So they had a wine tasting auction with

21

about 80 people at our condo.

22

had an agent, not a real estate agent, a lady we hired

23

off the IMB -- anybody know what the IMB is?

24

the (inaudible) and International Model Board.

25

hired a model to sell our condos.
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1

do that?

Does Jaguar have 400 (inaudible) rednecks on

2

the commercial (inaudible)?

3

you got to get one?

4

Mastercard, vodka, American Express?

Hey, this is a great car,

Who’s seen (inaudible)

5

AUDIENCE:

Pretty people.

6

ROBERT SHEMIN:

Pretty people.

I

7

(inaudible) the test.

I went out (inaudible) and I

8

stood there next to our poster and the model stood

9

next and guess who everybody talked to?

10

AUDIENCE:

11

ROBERT SHEMIN:

12

why.

The model.
The model.

I don’t know

And I was kind of standing like this.

13

(Laughter.)

14

ROBERT SHEMIN:

Anyway, that’s the way the

15

world works.

(Inaudible) sell our house.

She stood

16

there with a big poster, if you or somebody you know

17

close on this house, we’ll donate 3 percent to the

18

charity (inaudible) property.

19

15 minutes, it sold.

20

wasn’t there.

21

this place?

22

to buy it now.

23

they make decisions?

And, literally, within

(Inaudible) wine tasting, I

Some guy walks up and says, how much is
She goes, $1.8 million.

He goes, I want

Because wealthy people, guess when

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

like to do things?

2

AUDIENCE:

Now.

3

ROBERT SHEMIN:

And he couldn’t understand

4

why he couldn’t close on it that night.

He goes, I

5

got cash, let’s wire the money in.

6

why are you buying it?

7

her.

8

son, he’s 32, he’s a loser, he doesn’t really work, he

9

needs a place to live, so I’ll just buy him this

And she asked him,

And here’s the answer he gave

He said, you know, I’m 75 years old, I have a

10

condo.

I’m like, I wish I had a daddy like that.

11

he closed like in four days.

12

of $1.7 something million to the New World Symphony.

13

And guess what we go?

14

AUDIENCE:

15

ROBERT SHEMIN:

And

And we donated 3 percent

(Inaudible).
No.

We sold -- we sold the

16

condo.

17

donator, charity, whatever.

18

whatever.

19

like, the group, you can get them involved in selling

20

your property.

21

bit of a timing issue.

22

We got all these awards for being the biggest
I did have (inaudible)

So, again, the charity, the church you

How many of you all like that?

It’s a

It’s win-win-win.

And please don’t say this on tape, I don’t

23

really like the New World Symphony.

24

of music, you know, Three 6 Mafia, Cardi B, DJ

25

Tatiana, EDM, rock and roll, classic, salsa, rhumba.
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1

I just don’t like the New World Symphony.

2

whatever, it’s a good charity.

3

condo.

But

They sold our house or

How many of you all like that?

4

AUDIENCE:

5

ROBERT SHEMIN:

6

almost done selling.

7

have a what?

Yes.
And here’s the thing, we’re

We have a conference call.

8

AUDIENCE:

9

ROBERT SHEMIN:

We

Conference call.
Skype, Facetime, whatever

10

you want to do, conferencecall.com, with everybody

11

involved in the house, the contractor, the realtor,

12

the mortgage person, me, you, whoever is selling the

13

house or renting it.

14

Where is the person that will buy this house or rent

15

it?

16

new hospital they’re putting in, there’s a new church,

17

there’s a new university, there’s a new company coming

18

in, there’s a union hall around the corner, there’s a

19

-- whatever it is, and we contact all those people and

20

let them know.

And we asked this question.

And we brainstormed for 30 minutes.

21

There’s a

Now, I see out there a lot of press

22

releases.

We use presswire.com.

23

man starting a real estate rehab business.

24

owned business, minority-owned business, lady helping

25

create jobs in neighborhood, redeveloping.
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1

press releases.

2

media.

Press releases get much more social

We go to Instagram.

3

AUDIENCE:

4

ROBERT SHEMIN:

Instagram.

5

up pictures of the house.

6

property off social media.

7

We go where?

Social media, Facebook.

Put

People will buy your
Sorry, realtors, correct?

So did you get some (inaudible) sell some

8

houses?

The last thing, most people are cheaper,

9

especially our realtor friends (inaudible) even though

10

they’re realtors.

11

landladies and property managers to put little three-

12

foot signs in front of their property.

13

know the law.

14

any signs, right?

15

But where allowed (inaudible).

16

big as that screen.

17

big offer, won’t last, call now.

18

Most investors get realtors and

(Inaudible)

Some people (inaudible) you can’t put
You got to know your local laws.
(Inaudible) about as

Where (inaudible).

And it says,

If you’re driving down the road, how can you

19

see that little sign (inaudible).

20

And I love the really cheap landladies that put the

21

little red and white sign behind the bush in the

22

window.

23

bushes just to see the phone number.

24

(inaudible).

25

It’s impossible.

You got to get out of the car, crawl in the
Make it easy

Do you notice the first six (inaudible) no
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1

one answered, that’s (inaudible).

2

cousin, I don’t care.

3

email instantly.

4
5

(Inaudible) your

Answer the phone, answer the

So we put those big signs up, those big
flags.

Does McDonald’s have (inaudible)?

6

AUDIENCE:

7

ROBERT SHEMIN:

8

see it.

9

(inaudible).

No.
No.

You want to be able to

They cost a little bit more money.

10

It is

Make sense?

Survey anyone that comes to look at the

11

house.

Why did you buy it, why did you not buy it?

12

Make sense?

13

So did you all learn about selling?

14

AUDIENCE:

15

ROBERT SHEMIN:

Yeah.
Now, I’ve got a few minutes

16

here on asset protection.

17

your mind on asset protection.

18

you is give you some free tools that (inaudible)

19

telling you (inaudible) don’t cost much money.

20

I’ve only got a few minutes to do.

21

very fast.

22

All right.

What I want to do is blow

you’ve already learned?

24

free million-dollar policy.
AUDIENCE:
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1

ROBERT SHEMIN:

Yeah.

Get stuff out of your

2

name (inaudible).

So taxes, who here paid income tax

3

last year or had it withheld?

4

it?

5

choice.

6

IRS has a big billboard that says (inaudible) start

7

your own business.

8

(inaudible) write off.

9

(inaudible) tax break for each kid you have

Not (inaudible).

Good answer.

Why did you pay
You have a

You pay taxes in cash or with writeoffs.

The

If you work for somebody else
That’s not true.

10

(inaudible).

11

That will help pay for it.

12

Why?

Have some more babies.

You get

(Inaudible).

Number two, if you own a home, you get to

13

write off the mortgage interest, but it probably

14

(inaudible) or whatever.

15

(inaudible)?

16

(inaudible) what to do.

17

this.

18

have to move.

19

single person to make $250,000 profit, how much?

Now, how many of you all are

(Inaudible) I’ll go very quick

(Inaudible).
Why?

We have the best deal to do

Number one, every two years, I
The Government allows you, as a

20

AUDIENCE:

(Inaudible).

21

ROBERT SHEMIN:

If you’re married, 500,000

22

profit (inaudible).

23

this week -- two years ago, I (inaudible) a place -- I

24

bought a place in Portofino for (inaudible).

25

selling it for more than that 250 profit, but 250 of
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1

it is tax-free.

2

years, your own home.

3

information (inaudible) every two years (inaudible).

4

One deal.

5

How often do you do it?

Every two

So if you just take this

Got it?
So who here moves every two years like I do?

6

Wow.

(Inaudible) market, live in it.

Yeah, I have

7

homes in L.A., Medellin, Colombia, New York and Miami

8

(inaudible) principal residence.

9

clothes are, I get some mail there (inaudible).

(Inaudible) where my

10

still hang out (inaudible).

11

for homeowners.

12

(inaudible) single.

13

every two years, sell it and make 250 grand

14

(inaudible).

15

make $250,000, 500,000 if you’re married, tax-free

16

every two years.

17

those laws.

18

250.

19

(Inaudible) yes.

I
That’s

(Inaudible) 250,000 profit
So you do one house, live in it

(Inaudible) another business where I can

Real estate.

I wonder who wrote

You don’t (inaudible) make 250, but up to

Number two, if you buy a building using

20

somebody else’s money for rental, let’s say the

21

building is $275,000, whether it’s your cash or a bank

22

loan (inaudible) own it, you get to write it off.

23

can write off your interest, all your expenses

24

(inaudible) depreciate (inaudible).

25

choice to pay taxes in cash or with writeoffs.
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1

a better way to pay taxes?

2

AUDIENCE:

(Inaudible).

3

ROBERT SHEMIN:

So if you own a building

4

worth 275, the Government says just for owning it,

5

whether it’s your money or borrowed, you can write it

6

off over 27 and a half years.

7

you own for rent divided by 27 and a half years is a

8

$10,000 writeoff just for owning it.

9

(inaudible) $10,000 tax bill, you can pay a $10,000

10

$275,000 building that

So if you

tax bill or use the $10,000 for writeoffs.

11

So why do people pay taxes?

They don’t have

12

(inaudible) property.

So if you’re going to pay

13

100,000 in taxes, guess what (inaudible).

14

(inaudible) those.

15

what?

Got it?

16

AUDIENCE:

17

ROBERT SHEMIN:

I’d go

It’s depreciation.

It’s

(Inaudible).
You use depreciation, right?

18

Now, here’s something that only 1 percent of

19

(inaudible) investors (inaudible).

20

going to tell you again just that tax savings alone

21

(inaudible) will (inaudible) your money back.

22

here knows what accelerated, segregated depreciation

23

is?

24
25

This is why I’m

So most people are missing out.

Who

(Inaudible)

through Christina and Tarek say, if we put carpet in a
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1

rental property, it doesn’t last 27 and a half years,

2

it lasts 10 years, or if we paint an apartment

3

building, two years, it lasts four years.

4

of writing off over 27 and a half years, we accelerate

5

it and segregate it.

So instead

What do we do?

6

AUDIENCE:

(Inaudible).

7

ROBERT SHEMIN:

And we write it off over --

8

the paint and carpet over five years.

So now instead

9

of getting a $10,000 writeoff, you’re getting a

10

$25,000 writeoff.

11

I’m not an accountant.

12

taxes in cash or with writeoffs and depreciation.

13

Check with your own accountants.
So you can either pay your

Why do those very wealthy investors legally

14

go (inaudible) taxes?

15

Ruby Tuesday’s, I pay like $7,000 income tax.

16

last seven years, I’ve made a whole more per week than

17

I did there all year and guess how much income tax I

18

paid legally?

19

and have a lot of depreciation because I own a lot of

20

buildings.

Zero.

When I made 30 grand a year at

Why?

I’m structured properly

Is my money in the buildings?

21

AUDIENCE:

22

ROBERT SHEMIN:

23

AUDIENCE:

24

ROBERT SHEMIN:

25

The

depreciation.

No.
No.

Do you have a question?

(Inaudible).
It’s segregated, accelerated

It’s very specialized.
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1

CPAs don’t know what it is.

2

They’re not what?

3

AUDIENCE:

4

ROBERT SHEMIN:

They’re not experts.

Experts.
I will never use a lawyer or

5

CPA who doesn’t own a lot of investment properties.

6

Our attorneys, Christina and Tarek’s attorneys, own a

7

lot of real estate.

8

millionaires and billionaires.

9

too much in taxes.

They work with real estate
Most of you are paying

You give your information to a CPA

10

or an accountant, they put it in the computer, press a

11

button and say, pay this.

12

AUDIENCE:

13

ROBERT SHEMIN:

Huh?

(Inaudible).
That’s criminal.

You need

14

someone very aggressive who knows the laws to show you

15

legally how not to pay taxes.

16

That’s what they did for me.

17

We do that for people.
I’ll give you one idea.

I was in shock because most accountants

18

don’t do this.

19

Accelerate and segregate the cost depreciation.

20

they’ve never heard of it and they’re like, oh, we

21

don’t do that, they don’t know what it is, but that’s

22

criminal, that’s your money.

23

buildings.

24

I’m going to say it again.

25

Now, I’ve only got a couple minutes.
If

I know you own some

You’re not getting the right writeoffs.
(Inaudible).

So everybody tonight take ten minutes.
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1

long?

2

AUDIENCE:

Ten minutes.

3

ROBERT SHEMIN:

Write down what are the

4

activities you do that will get you sued?

5

talking about asset protection.

6

talking about?

7

like (making noise), aceleracion, segregacion.

8

Accelerated, segregated cost depreciation.

9

the right accountants.

10

We’re

What are we

Accelerated, segregated, accelerated

very specialized.

We have

I don’t know what it is.

It’s

Got it?

11

AUDIENCE:

Got it.

12

ROBERT SHEMIN:

13

AUDIENCE:

14

ROBERT SHEMIN:

Accelerated, segregated.

Thank you.
Okay.

Write down the

15

activities you’re doing and what will get you sued.

16

Make sense?

17

Now, let me give you some of those free

18

asset protection tools.

Number one -- and where’s

19

Maxine?

20

probably Maxine has at least a million-dollar umbrella

21

policy?

22

live in one of the highest liability legal lawsuits

23

states, so about 20 bucks a month.

Oh, no (inaudible).

Who here besides me and

Are you all (inaudible) don’t have this?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

dollars.

It’s called a million-dollar umbrella,

2

paraguas, umbrella.

3

AUDIENCE:

4

ROBERT SHEMIN:

What’s it called?
Umbrella.
So if you have $300,000 on

5

your car and you get a million-dollar umbrella, guess

6

how much insurance you have now?

7

talking about getting a million-dollar umbrella

8

policy.

AUDIENCE:

10

Mm-hmm.

ROBERT SHEMIN:

I think it’s the best deal

going, don’t you?

12

AUDIENCE:

13

ROBERT SHEMIN:

14

Maxine, I’m

You like those?

9

11

1.3.

It covers everything.
It covers everything.

Twenty, 30 bucks a month, 300 bucks a year, 280, 250.

15

AUDIENCE:

Yep.

16

ROBERT SHEMIN:

Yep.

Now, every policy is

17

different.

So that’s going to get rid of almost every

18

lawsuit.

19

If you run somebody over, your kid hurts somebody,

20

your employee hurts somebody, and it’s a big lawsuit.

21

I’m worried about the big one.

22

attach everything in your name.

23

hey, our guy has been in intensive care for a month,

24

the medical bills are 600 grand, and we’re going to

25

sue the pants off you.

It covers it up.

3-Day Workshop - Fort Myers, FL
Day 3 - February 13, 2019

So get out of your head.

They’re going to
They’re going to say,

You’ve got houses and

EX 13, p. 271

Case 2:19-cv-00713-DAK-EJF Document 12-12 Filed 09/30/19 Page 273 of 291
272
1

businesses and bank accounts.

2

And you call your insurance company and your

3

insurance lawyer says, hey, they’ve got $300,000 of

4

regular insurance, plus a million-dollar umbrella.

5

Yeah, they’re guilty, yeah, it’s their fault.

6

tell you what, Mr. Lawyer, Ms. Lawyer, within three

7

weeks, we’re going to cut a check for a million

8

dollars.

9

making a few phone calls and a couple letters if they

I’ll

What’s the lawyer going to get just for

10

arrange a million-dollar insurance settlement for

11

their client that you ran over or hurt?

12

what the lawyer gets?

13

AUDIENCE:

14

ROBERT SHEMIN:

Anybody know

Thirty percent.
Thirty to 50 percent now.

15

It’s used to be 40.

It’s gone up.

Get out of your

16

heads, folks.

17

letters, made three phone calls, they made 300 to 400

18

grand for doing nothing -- I mean, working hard and

19

protecting their client.

The lawyer spent two hours, wrote two

20

(Laughter.)

21

ROBERT SHEMIN:

Or they go to court for five

22

years, roll the dice, spend $100,000 on depositions.

23

They don’t like to go to court.

24

It’s a ton of work.

25

get zero or you get something.
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1

(inaudible) you take the path of least resistance.

2

Guess what the lawyers do?

3

AUDIENCE:

(Inaudible).

4

ROBERT SHEMIN:

That’s going to get rid of

5

almost every lawsuit you ever run across if you’re

6

covered.

7

remember this again?

8

woman,” President Bill Clinton.

9

Shemin, said to President Clinton, you should get a

And I’ll prove it to you.

Now, do you all

“I did not have sex with that
My cousin, Ken

10

three-million-dollar umbrella policy.

11

his work-related civil lawsuit.

12

that was a work-related civil lawsuit.

13

for all the defense?

14

umbrella policy.

That paid for

Monica, Travelgate,
Guess who paid

His three-million-dollar

Got it?

15

It covers a lot of stuff, right, Maxine?

16

AUDIENCE:

17

ROBERT SHEMIN:

Yes.
Thank you for your help.

So

18

Monday, call your insurance agent and say, hey, should

19

I get one of those million-dollar umbrella policies,

20

how much is it?

21

written letter from your insurance agency.

22

Now, asset protection.

23

your name.

Make sure you’re overinsured.

Get a

Everything is in

If you get sued, what do you lose?

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

recommend don’t manage properties yourself, get a

2

professional.

3

(Inaudible) employees (inaudible).

4

everything they do.

High liability.

I don’t drive a lot.

5

Now, guess what I own?

6

AUDIENCE:

7

ROBERT SHEMIN:

You’re liable for

Nothing.
Nothing.

So, first, get

8

property insurance and then get stuff out of your

9

name.

Now, if you line up 100 attorneys who work with

10

investors, most of them will say you probably want to

11

get a limited liability company, maybe a corporation,

12

and that’s another person.

13

you sue Joe?

So if I run you over, can

Say yes or no.

14

AUDIENCE:

No.

15

ROBERT SHEMIN:

No, because he’s what?

16

didn’t do anything.

17

law is another person.

18

That’s the hardest concept to understand.

19

done properly by a real lawyer, very hard to break

20

into.

21

protection.

22

They’ll set you up with a corporation and they’ll

23

(inaudible) get a good real estate attorney to do

24

this.

25

trust to get stuff out of your name.

He

A corporation in the eyes of the
It’s not me, it’s not you.
So if it’s

So I recommend -- our attorneys do asset
They -- that’s what they do there.

It’s very specialized.
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1

buying and selling in your name or own assets in your

2

name, you can lose everything.

3

Now, all asset protection is is eggs in a

4

basket.

If all your eggs are in one basket, your

5

name, or one company and they take that basket, what

6

do you lose?

7

AUDIENCE:

8

ROBERT SHEMIN:

9

Everything.
Everything.

I don’t know

how many baskets you need, I don’t know many things

10

you have.

11

little $30,000 homes in one LLC.

12

or six other little homes in another LLC.

13

apartment building is worth a couple million bucks.

14

That’s in its own basket.

15

very active wholesaler, is its own basket.

16

you’re just doing one or two deals a year, I don’t

17

know how many baskets you need.

18

So like in Memphis, I have four and five
I got four or five
But my

My wholesaling, which I’m a
But if

Make sense?

So asset protection is eggs in a basket.

So

19

a trust that’s not in your name, a corporation, or an

20

LLC.

21

the best state to incorporate in?

Now, here’s the million-dollar question.

22

AUDIENCE:

23

ROBERT SHEMIN:

24

AUDIENCE:

25

ROBERT SHEMIN:
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1

Delaware, Nevada, Wyoming?

You’re all right.

2

Delaware was the best state to incorporate in.

3

you’re going to go public, it’s still the best state,

4

if you’re going to go, you know, do a C corp like

5

Amazon and go public.

6

then Wyoming outdid Nevada, then Alaska outdid

7

Wyoming.

8

here’s what they don’t tell you because I don’t

9

(inaudible) in the real world, the state of Florida is

If

Then Nevada outdid Delaware,

However, if you incorporate in those states,

10

probably going to say you’ve got to register your

11

Nevada corporation with Florida anyway.

12

you registered over there for not to tell people, all

13

of a sudden, you have to tell Florida.

14

to pay double registration, double filing, and double

15

paperwork.

16

doing business in Florida, you have to tell Florida.

17
18

Everything

So you’ve got

Everything you did in Nevada, if you’re

So your lawyer may tell you, just
incorporate in Florida.

19

AUDIENCE:

20

ROBERT SHEMIN:

That’s what I did.

Yeah.
Now, I do have a Nevada

21

corporation for stuff I’m doing in other states.

22

for my rental properties, my lawyer -- your lawyer may

23

recommend something different -- said Alaska.

24

imagine my tenant in Alaska went to -- in Memphis

25

(inaudible) a stupid lawsuit, a stupid one.
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1

company is headquartered in Alaska.

2

in Alaska, guess where you have to go?

3

AUDIENCE:

Alaska.

4

ROBERT SHEMIN:

Anchorage.

How many of my tenants are

5

going to fly up there?

6

hours wearing a big coat, file away.

7

(Laughter.)

8

ROBERT SHEMIN:

9

stupid lawsuits.

To file a lawsuit

Go to Seattle, go north six

So it gets rid of a lot of

But every state is different.

10

is a good state to incorporate in.

11

your business is in Florida, you might have to

12

register in Florida anyway.

13

AUDIENCE:

14

ROBERT SHEMIN:

Got it?

Utah

But, again, if all

Say “got it.”

Got it.
It’s paperwork and filing,

15

as long as you do it right and are properly insured.

16

And laws change.

17

incorporated in Florida, you’ve got to add somebody

18

onto your corporation because Florida just busted

19

through a one-person LLC.

20

this for us.

So our lawyer just said if you’re

If you don’t, what could you lose?

21

AUDIENCE:

22

ROBERT SHEMIN:

23

hire the best.

24

LLC, trust.

25

So we have experts that do

Everything.
That’s not my job.

I just

So get something out of your name,

Now, most of you don’t need this.
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1

the wealthy people.

Bill Gates and Warren Buffett,

2

how do they handle most of their assets?

3

AUDIENCE:

(Inaudible).

4

ROBERT SHEMIN:

Nope, dynasty trust.

The

5

dynasty trust is up here, then that owns a corporation

6

which owns the corporations.

7

category than most of you.

8

So my lawyers, at a certain point, said we want to get

9

you a dynasty trust.

So I’m in a different
I’ve got a lot of stuff.

It’s never been broken in the

10

history of the world.

11

attorneys in the whole country know how to do it.

12

then they own a trust and LLCs.

13

By the way, less than 50
And

I use land trusts a lot to get in and out of

14

a property.

15

lawyer.

16

put -- I have a piece of paper.

17

Street Trust and my lawyer is the trustee.

18

you have been to seminars where they say, oh, build

19

the Shemin Family Trust.

20

give you a trust and we’ll get stuff out of your name.

21

To me, that’s malpractice.

22

you put stuff out of your name is for anonymity.

23

would we call it the Shemin Family Trust?

24

wonder who owns that?

25

So I have a piece of paper from my

So if I’m going to buy 100 Apple Street, I
I put 100 Apple
A lot of

Give us five grand and we’ll

It’s stupid.

The reason

Then number two, I’m the trustee.
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1

seminars teach you to be the trustee.

2

if it’s a lawsuit, is going to say you’re the trustee

3

and it’s your trust, you have too much control, we’re

4

going to bust it.

5

call on the trust and say, hey, who owns this stuff on

6

the 1012 Apple Street Trust?

7

Street, guess what the name of the trust is?

8

Orange Street.

9

what the name of the trust is?

10

A good judge,

So I use my attorney.

So if you

If I buy on 1013 Orange
1013

If I buy on 42 Blackbird Street, guess

Guess who the trustee is?

42 Blackbird Trust.

My attorney.

11

When you call up and say who owns this, we’d

12

like to file something, guess what the attorney has to

13

say?

14

attorney have to say?

15

shows.

16

privilege unless you’re the president ordering your

17

attorney to pay a stripper or something.

18

frightening.

19

privilege.

20

is when there is imminent crime or danger.

21

attorneys can’t say anything, correct?

22

client privilege.

23

You’ve seen the TV shows.

What does the

Come on, you’ve seen the crime

They can’t say anything.

Attorney/client

No, it’s

They broke the attorney/client
The only time they’re supposed to do that
So

Attorney/

So there’s a right way to do asset

24

protection and a schlocky (phonetic) way.

25

do it pretty schlocky.
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1

way.

2

Get stuff out of your name.
One more thing I want to give you before I

3

have to wind up is one more free asset protection

4

tool.

5

(inaudible).

6

about that.

7

403k, 403b, some of you all have them.

8

directed IRAs that we teach.

9

ERISA.

Two of them.

Umbrella policy is great, very

Get stuff out of your name.

We talked

The third one is retirement accounts,

Can’t touch them.

We have self-

Those are protected by

So not only are they good

10

for tax growing, investing in real estate, stocks,

11

bonds, if you get sued, they generally cannot get

12

that.

13

There’s exceptions, but they can’t touch them.
Here’s another one.

And you know this,

14

insurance products.

So I get a lot of low commission

15

annuities, life insurance.

16

sitting in a checking account or a Merrill Lynch stock

17

account, a lawyer could get that.

18

money, they’re going to grab it.

19

$100,000 or a million dollars in a life insurance

20

program, M.C. Hammer, can’t touch this.

21

AUDIENCE:

22

ROBERT SHEMIN:

So if I have about 100,000

It’s liquid, it’s
But if I have

Yep.
If you get sued, go

23

bankrupt, they generally cannot take your life

24

insurance or your retirement accounts unless you’re an

25

international terrorist, money launderer or drug
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1

dealer.

Most of you all don’t look the type.

2

most of you.

3

(Laughter.)

4

ROBERT SHEMIN:

I’m not kidding, folks.

5

That’s stuff lawyers will never tell you.

6

that about insurance, right?

7

it’s the best thing going.

8

laws?

9

everything.

You know

Besides the protection,
Wonder who wrote those

Senators and congressmen who don’t want to lose
That’s who wrote the tax laws.

10

don’t like to pay taxes.

11

So I keep a lot of my money in low commission

12

insurance products, retirement accounts.

13

anything in my name.

14

liability.

15
16

I said

They

They don’t like to get sued.

I don’t have

And everybody has different

Did you all learn some stuff about asset
protection?

17

AUDIENCE:

Yes.

18

ROBERT SHEMIN:

How about tax writeoffs,

19

depreciation?

1031 exchange.

20

people’s heads open, but you can buy and sell property

21

doing a 1031 exchange.

22

AUDIENCE:

23

ROBERT SHEMIN:

24
25

I don’t want to blow

You never pay taxes.

1031?
1031 exchange.

But that’s

for once you get a bunch of deals going.
Now, if you need money, my accountants and
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1

lawyers tell me never take more than 100 grand in my

2

name.

3

here, and if I need money -- let’s say I need 50 grand

4

to go on a cruise or buy a new car or pay for some

5

school, how do you get it?

6

borrowed funds are not taxed.

7

$100,000 mortgage, do they tax you on the mortgage?

So I put companies over there, companies over

8

AUDIENCE:

9

ROBERT SHEMIN:

You borrow it.

Generally,

When you’ve got a

No.
No.

When you get a $50,000

10

car loan, do they tax you on the car loan?

11

now (inaudible) 50 grand, if I borrow it or my company

12

borrows it, I got to pay the loan back, but I can take

13

a car, go on a cruise, and generally -- check with

14

your own accountants, check with your own accountants.

15

I’m not an accountant -- borrowed funds are not

16

taxed.

17

No.

So

So how do (inaudible) people avoid taxes

18

legally or smart people?

We do (inaudible) deal they

19

can structure properly and get stuff out of their

20

name.

21

Corporations, insurance, retirement accounts,

22

depreciation, segregated, aggregated, aggregated,

23

segregated cost depreciation.

24

1031 exchanges, retirement accounts.

25

don’t teach you that.

They don’t take a lot of income in their name.
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1
2

Did you all learn some stuff about asset
protection?

3

AUDIENCE:

Mm-hmm.

4

ROBERT SHEMIN:

Hey, Nicole, we have some

5

people that have to check some planes and drove across

6

state from Miami and from Pensacola.

7

end (inaudible) a little early.

8

correct?

9

11

Yes.

ROBERT SHEMIN:

Did you all enjoy the three

days?

12

AUDIENCE:

13

ROBERT SHEMIN:

14

We do surveys,

We have some surveys back there?
AUDIENCE:

10

We are going to

Yes.
Did you all learn some

stuff?

15

(Applause.)

16

ROBERT SHEMIN:

Awesome.

I know there’s a

17

couple of you moving forward.

I look forward to

18

seeing you.

19

information, those moving forward.

20

minutes here and I want to know what I can do to help

21

everybody move forward, be successful, and I

22

(inaudible) what I can say at the end of the day.

23

three days went by pretty quick.

We will make sure you get our contact

24

AUDIENCE:

25

ROBERT SHEMIN:

3-Day Workshop - Fort Myers, FL
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stuff?

2

AUDIENCE:

3

ROBERT SHEMIN:

4

Yes.
Was it a little more than

you expected?

5

AUDIENCE:

Yes.

6

ROBERT SHEMIN:

Hey, wait a minute,

7

everybody.

Remember the first day, I said we’re going

8

to cover all this information, about 90, 95 percent of

9

it.

Look at that.

Wholesaling (inaudible) deals, 10-

10

day flip, buy, fix and sell (inaudible) loans

11

(inaudible).

12

a full price offer, you offer $1,000 for 100 months.

13

Is that 100 grand?

14

There’s got to be more cash flow than 1,000.

15

250 -- 250, offer $2,000 a month for 150 months or

16

whatever.

17

interest loan, it could work.

18

If they won’t take 100 grand, they want

Yes.

But you got to make money.
If it’s

So you offer payments -- it’s a zero
That’s that.

We talked about rehab, finding properties,

19

negotiation, finding money, we gave you (inaudible)

20

ways, property manager, a little bit of asset

21

protection.

22

about contracts?

23

rapport.

24

seller contracts, price negotiation, term negotiation

25

(inaudible) offer ask.

You made offers yesterday and today.
We filled those out.

How

Building

We gave you (inaudible) disclosure, buyer,

3-Day Workshop - Fort Myers, FL
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that today?

Right?

2

We talked about (inaudible) deals

3

(inaudible) buyers and sellers, what my mentors used.

4

We showed one sheet (inaudible) qualify (inaudible)

5

money partners.

6

how to talk to them, gave you scripts.

7

can find you deals, like bail bondsmen (inaudible)

8

signs, credit cards (inaudible) giving all your

9

lenders (inaudible) wealth, double closing, owner

I had you write down people, told you
People that

10

financing, contractors, mutual (inaudible) interest,

11

comps, days on market (inaudible) dollars, a little

12

bit of networking.

We gave you sheets on your power

13

teams (inaudible).

We talked about foreclosures

14

(inaudible) foreclosures, tax liens, time management.

15

How many of you all think that’s a lot?

16

Hey, everybody, I know you’re writing, but

17

give yourselves a big hand.

18

days.

19

(Applause.)

20

ROBERT SHEMIN:

21

AUDIENCE:

22

ROBERT SHEMIN:

That’s a lot for three

Quick question.

What’s bird dogs?
Bird dogs are people that

23

look for deals for you, like contractors, property

24

managers.

25

find the rabbits for you.

In hunting, they’re the little dogs that
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AUDIENCE:

2

ROBERT SHEMIN:

3

find deals for you.

4

Yeah, I just seen that term.
There you go.

People that

We mentioned quite a few.

So let me ask you this.

I want one minute

5

here while you’re writing and I want to do two things

6

very quickly.

7

in the room?

8

no one ever did for me?

9

What can I say or do to help everybody
So I want to do something for you that

AUDIENCE:

10

Is that fair?

Yes.

ROBERT SHEMIN:

And this comes from the

11

heart.

All of you all can do this, all of you all can

12

be successful if you stick with it.

13

I got started in real estate, I felt like everybody

14

was against me.

15

only had one person (inaudible) my mentor.

16

that kind of feel like if a lot of people are against

17

you?

Here we go.

My family was, my friends were.

When

I

How does

And guess who was the most against me?

18

AUDIENCE:

You.

19

ROBERT SHEMIN:

Me, my head.

So I want to

20

do something for all of you that no one did for me.

21

wish someone would have.

22

pay attention for another minute.

23

of you permission to give yourself permission to go

24

out and be very successful.

25

permission to give yourself permission to go easy on

3-Day Workshop - Fort Myers, FL
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1

yourselves.

Some of you are a little hard on

2

yourselves.

You’re thinking a little bit too much.

3

want to give all of you permission to give yourself

4

permission to enjoy the process.

5

estate.

6

Money is a game.

7

so personally.

8
9

Get started.

It’s just real

Have fun with it.

Make it a fun game.

Right?

Don’t take it

And here’s what we know for sure.

Those of

you that really will do this and stick with it over

10

the long term, not only will you be a blessing to

11

yourself through the real estate deals, one deal, two

12

deals, three deals, whatever apartment buildings, but

13

all of us who have done this, it’s taken us a lot of

14

other places we never thought we’d go and now we’re a

15

community that not only helps building houses and

16

making affordable homes and getting wealthy, but also

17

we’re helping a whole lot of other people.

18

You don’t know this, but the company that we

19

all work for is one of the largest donators to cancer

20

charities in the world.

21

back, all the mentors give back.

22

things.

23

once we’ve taken care of ourselves.

24

honor to be with a great team.

25

I

Christina and Tarek give
We all have our

And that’s what we do with the real estate
So it’s a real

Please join me in giving Nicole and Andre a
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big round of applause.

2

(Applause.)

3

ROBERT SHEMIN:

(Inaudible) every couple

4

weekends, they’re some of the best people in the

5

business.

6

come to the Vegas summit, I don’t see (inaudible) of

7

my head, but walk up to me, look at me and say, Fort

8

Myers.

9

(inaudible).

And I speak to very large crowds.

I’ll be like, yea.

When you

And we’ll take

I’m also (inaudible) classes.

You’ll

10

meet Christina and Tarek there, those of you that come

11

over there.

12

So, anyway, I speak to a lot of large

13

groups.

14

I think, in ten days.

15

(inaudible) come to the back and shake everybody’s

16

hand because without you, we wouldn’t be here.

17

really appreciate all you all being here.

18

big honor for us.

19

I’m going to speak to 1,500 people in Moscow,

So thank you.

So I’m going to do something

So I

That was a

When I look out, I see a lot

20

of very successful multimillionaires.

That’s what I

21

see.

22

very successful.

23

thanks for being here.

24

shake everybody’s hand and then we’re going to head

25

out.

All of you all can do this and are going to be
(Inaudible) very bright people.
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1
2

Andre, do you have some parting gifts for
everybody in a couple minutes?

3

ANDRE:

4

ROBERT SHEMIN:

5

Yeah.
Thank you so much.

Appreciate you being out.

6

(Background conversations.)

7

ROBERT SHEMIN:

8

MS. BARKER:

9

ROBERT SHEMIN:

Yes, thank you.

10

MS. BARKER:

11

ROBERT SHEMIN:

12

15

Is that better than school?

Yes.
Thank you for being here,

appreciate it.

13
14

Thanks for being here.

(Background conversations.

Leaving

seminar.)
(The recording was concluded.)

16
17
18
19
20
21
22
23
24
25
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·1· · · · · · · · · · · · · · · · · · · · · Salt Lake City, Utah
· · · · · · · · · · · · · · · · · · · · · · March 6, 2019
·2· · · · · · · · · · · · · · · · · · · · · 10:09 a.m.
·3
·4· · · · · · · · · · · P R O C E E D I N G S
·5· · · · · · · · · · · ·JEANNIE L. KELLER,
·6· called as a witness, being first duly sworn, was examined and
·7· testified as follows:
·8
·9· · · · · · · · · · · E X A M I N A T I O N
10
11· BY MR. WING:
12· · · · ·Q.· · ·Mrs. Keller, thank you for coming in today.

I

13· appreciate it.· I want to begin by handing you a copy of the
14· subpoena.
15· · · · · · · · MR. WING:· Paula, would you staple those,
16· please?
17· · · · · · · · We're going to enter the subpoena in the record
18· just so that it's clear that you're here because we've
19· compelled you to be here, not of your own volition.
20· · · · · · · · (Off-the-record discussion)
21· · · · · · · · (Whereupon, Exhibit No. 1 was marked for
22· identification.)
23· BY MR. WING:
24· · · · ·Q.· · ·Okay.· May I call you Jeannie?
25· · · · ·A.· · ·Yes.
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·1· · · · ·Q.· · ·I understand you're represented by counsel here
·2· today, and I'm sure that he has explained to you a little bit
·3· about what we're going to be doing today.· But let me just go
·4· over some of the things, and if you have any questions, feel
·5· free to ask me.
·6· · · · · · · · I'll be asking you a series of questions, and
·7· our court reporter will be taking down your answers.· Because
·8· we'll be relying on a transcript, it's important we try not
·9· to speak over one another.· If I ask you a question that
10· doesn't make sense, as I sometimes do, please feel free to
11· stop me and say you don't understand or you'd like me to
12· repeat it, and I'll try to ask the question in a way that
13· makes it easy for you to answer.
14· · · · · · · · If you need to take a break at any time, feel
15· free.· Of course, at the end of this procedure, I'd like to
16· be able to have your full and truthful testimony.· That's
17· what we're looking for today.
18· · · · · · · · Okay.
19· · · · · · · · MR. WING:· Let's start with, Paula, this
20· document.
21· · · · · · · · (Whereupon, Exhibit No. 2 was marked for
22· identification.)
23· BY MR. WING:
24· · · · ·Q.· · ·Jeannie, would you take a look at what's been
25· marked as Exhibit 2 and tell me if you recognize it?

J. Keller IH - Salt Lake City, UT
March 6, 2019
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·1· · · · ·A.· · ·Yes, I do.
·2· · · · ·Q.· · ·What do you recognize it to be?
·3· · · · ·A.· · ·It's my complaint form to the Department of
·4· Consumer Protection.
·5· · · · ·Q.· · ·Did you prepare that?
·6· · · · ·A.· · ·I did.
·7· · · · ·Q.· · ·Did you have any help preparing it?
·8· · · · ·A.· · ·No, I did not.
·9· · · · ·Q.· · ·So it's done in your own words and reflects
10· your recollection of what happened?
11· · · · ·A.· · ·Yes.
12· · · · ·Q.· · ·Okay.· So today we're going to be talking about
13· a company called Zurixx, and it's my understanding that
14· Zurixx has a lot of different entity names it uses and
15· affiliated companies.· If I use the word "Zurixx," will you
16· understand generally what I'm talking about?
17· · · · ·A.· · ·Yes.
18· · · · ·Q.· · ·If I need to talk about one of the affiliated
19· entities, I'll try to let you know which one I'm talking
20· about.
21· · · · ·A.· · ·Okay.
22· · · · ·Q.· · ·Tell me how you first came to know Zurixx.
23· · · · ·A.· · ·My husband received an e-mail inviting him to a
24· free seminar about home flipping and asked me if I wanted to
25· attend, and I said yes.

J. Keller IH - Salt Lake City, UT
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·1· · · · ·Q.· · ·About when was that?
·2· · · · ·A.· · ·Approximately February 2018.
·3· · · · ·Q.· · ·February 2018 is about when you went to the
·4· first seminar?
·5· · · · ·A.· · ·Yes.
·6· · · · ·Q.· · ·So you got the advertisement sometime before
·7· that?
·8· · · · ·A.· · ·Yes.
·9· · · · ·Q.· · ·Okay.· And the advertisement came, you say, by
10· way of an e-mail?
11· · · · ·A.· · ·Yes.
12· · · · ·Q.· · ·It came addressed to your husband?
13· · · · ·A.· · ·It did.
14· · · · ·Q.· · ·You don't know why he got that e-mail, do you?
15· · · · ·A.· · ·No.
16· · · · ·Q.· · ·It was just the kind of e-mail we all get on
17· our e-mail from time to time?
18· · · · ·A.· · ·Yes.
19· · · · ·Q.· · ·All right.· Do you remember the advertisement
20· that you received, that e-mail?
21· · · · ·A.· · ·I didn't receive it.
22· · · · ·Q.· · ·Did you look at it or did only he look at it?
23· · · · ·A.· · ·I did not look at it.
24· · · · ·Q.· · ·All right.· Going back to Exhibit 2, look first
25· just at that Section 1 where it gives the information.· Is
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·1· that information all still accurate as to where you live and
·2· that kind of thing?
·3· · · · ·A.· · ·Yes.
·4· · · · ·Q.· · ·Do I understand that Richfield, Washington, is
·5· in the Portland metropolitan area?
·6· · · · ·A.· · ·It's -- we live in Vancouver, which is across
·7· the bridge, so generally we refer to that as the Portland
·8· area, yes.
·9· · · · ·Q.· · ·Yeah.· Okay.· Now, in Section 2, it talks about
10· Zurixx, LLC, and then alternate company name, or d/b/a, it
11· says Rules of Renovation, Advanced Education, and then the
12· next word is cut off, but it looks like education something.
13· · · · · · · · Did you understand that all -- that there were
14· three different names that you were putting in there?· Or was
15· it Rules of Renovation, Advanced Education, is that just one
16· thing?
17· · · · ·A.· · ·There were three different companies here.
18· · · · ·Q.· · ·Okay.· What were they?
19· · · · ·A.· · ·Rules of Renovation, Advanced Education and
20· Educational Services.
21· · · · ·Q.· · ·Did you understand how they were related to one
22· another?
23· · · · ·A.· · ·Not at the time I signed up.
24· · · · ·Q.· · ·Do you now?
25· · · · ·A.· · ·Yes.
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·1· · · · ·Q.· · ·What do you understand now?
·2· · · · ·A.· · ·I understand that the Zurixx, LLC, is the
·3· primary company.· Zurixx pays, this is my understanding now,
·4· celebrities to be able to use their names to sell their
·5· products.· I bought Rules of Renovation, which is Hilary Farr
·6· from Love It Or List It.· Then after I signed up, I began to
·7· get e-mails from Advanced Education, which I continue to
·8· receive today, and Educational Services, which I have no idea
·9· who they are and did not give any permission for them to
10· charge anything.· That is who charged my cards, Advanced
11· Education and Educational Service.
12· · · · ·Q.· · ·Now, you say you didn't know that before, but
13· you do know it now.· How did you come about that knowledge?
14· · · · ·A.· · ·During my credit card disputes, I -- I became
15· aware of Educational Services during my credit card disputes.
16· Advanced Education, as well, during my credit card disputes.
17· · · · ·Q.· · ·Okay.· How did you become aware of them during
18· your credit card disputes?
19· · · · ·A.· · ·Correspondence with the credit card companies,
20· those were the -- what they were charged under.
21· · · · ·Q.· · ·I see.· Did the credit card companies tell you
22· that they were all the same entity?
23· · · · ·A.· · ·No.
24· · · · ·Q.· · ·What did they tell you?
25· · · · ·A.· · ·Most of my credit card companies were rejecting

J. Keller IH - Salt Lake City, UT
March 6, 2019

EX 14, p. 9
YVer1f

Case 2:19-cv-00713-DAK-EJF
Document
12-13 *·
Filed
09/30/19
Page 11 of 239
Jeannie
L. Keller·
March
06, 2019

10

·1· the disputes saying that I had signed a contract with
·2· Advanced Education or Educational Services.· And that's my
·3· recollect -- that's what I remember.· Them saying that I had
·4· signed a contract and -- and that was listed either
·5· Educational Services or Advanced Educational was listed on
·6· the disputes.
·7· · · · ·Q.· · ·Okay.· In Section 3 under complaint
·8· information, the first item says, under product item or
·9· service involved, real estate home-flipping educational
10· services.· Now, is that what you understood from the very
11· beginning that Zurixx was offering was home flipping?· Or did
12· they discuss other things like tax liens or any other kind of
13· services?
14· · · · ·A.· · ·Yes.· They discussed tax liens.· They discussed
15· home flipping.· And there was wholesaling that was also
16· discussed.· I didn't really understand the whole wholesaling
17· concept.· In the very first seminar that you go to for these
18· people, there is a pretty little lady up standing up there
19· asking if you want to learn how to flip homes, and they sell
20· you a package for 1,997.
21· · · · ·Q.· · ·We're going to come back to that in just a
22· minute.
23· · · · ·A.· · ·Okay.
24· · · · ·Q.· · ·Jeannie, I should have asked you before about
25· your background.· Let's talk about your education first.· Did
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·1· you graduate from high school?
·2· · · · ·A.· · ·Yes, I did.
·3· · · · ·Q.· · ·Did you attend any college?
·4· · · · ·A.· · ·Some college.
·5· · · · ·Q.· · ·Where did you attend?
·6· · · · ·A.· · ·Uhm, boy, Scottsdale Community College and
·7· then, uhm, Palomar College in San Diego.
·8· · · · ·Q.· · ·How long ago was that?
·9· · · · ·A.· · ·2004.
10· · · · ·Q.· · ·What did you study when you were in college?
11· · · · ·A.· · ·Business.
12· · · · ·Q.· · ·When you left college, where did you go to
13· work?
14· · · · ·A.· · ·I also attended medical assistant training, so
15· I was primarily a medical assistant.· I went to work for a
16· holistic doctor, and I worked for her for four years.· And
17· then we moved to Montana, and I worked for a lawyer.
18· · · · ·Q.· · ·For?
19· · · · ·A.· · ·For law, for a lawyer.
20· · · · ·Q.· · ·For a lawyer?· Okay.· Did you ever own your own
21· business?
22· · · · ·A.· · ·Prior to this, no.
23· · · · ·Q.· · ·Were you ever involved in home flipping before
24· this?
25· · · · ·A.· · ·No.
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·1· · · · ·Q.· · ·So you had no experience in this kind of
·2· industry before you became involved with Zurixx?
·3· · · · ·A.· · ·No.
·4· · · · ·Q.· · ·I'm sorry, that was a bad question.· Did you
·5· have any experience with home flipping before you became
·6· involved with Zurixx?
·7· · · · ·A.· · ·No.
·8· · · · ·Q.· · ·The next line under Section 3 refers to Hilary
·9· Farr, Rules of Renovation.· Is that the same as Rules of
10· Renovation listed as the alternate company name in Section 2?
11· Or are they different as far as you know?
12· · · · ·A.· · ·Rules of Renovation is the name of the company.
13· Hilary Farr's picture is on everything.· It is Hilary's
14· company -- as far as my knowledge in what I bought and what
15· I -- I was sold, was Hilary Farr's company Rules of
16· Renovation, her team, her coaches, her school, her business,
17· that's what I invested in.
18· · · · ·Q.· · ·Did you know who Hilary Farr was at the time?
19· · · · ·A.· · ·Yes.
20· · · · ·Q.· · ·Who did you understand her to be?
21· · · · ·A.· · ·The star of HG TV Love It or List It.
22· · · · ·Q.· · ·Had you seen her television show before you
23· signed up?
24· · · · ·A.· · ·Yes.
25· · · · ·Q.· · ·So is it fair to say that you were relying in
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·1· part, when you signed up for this, on her reputation?
·2· · · · ·A.· · ·Yes.
·3· · · · ·Q.· · ·Did you believe she owned the company?
·4· · · · ·A.· · ·Yes.
·5· · · · ·Q.· · ·Did you ever come to understand that she had
·6· not owned the company?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·When did you come to that understanding?
·9· · · · ·A.· · ·I want to say it was "Boots on the Ground,"
10· when I went to the "Boots on the Ground" class is when I
11· realized that she did not own the company.
12· · · · ·Q.· · ·Okay.· Let's define a few terms here.· You
13· refer to "Boots on the Ground" training.· Was that a
14· three-day training seminar?
15· · · · ·A.· · ·Yes, it was.
16· · · · ·Q.· · ·You paid to attend that.· Correct?
17· · · · ·A.· · ·Yes.
18· · · · ·Q.· · ·How much did you pay for the "Boots on the
19· Ground" training?
20· · · · ·A.· · ·It was a package deal of $43,000.
21· · · · ·Q.· · ·Okay.· So the first time you knew of that
22· Hilary Farr was not the owner of this company was when you
23· went through the "Boots on the Ground" training that was part
24· of your $43,000 package?
25· · · · ·A.· · ·Yes.
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·1· · · · ·Q.· · ·Before you went to the "Boots on the Ground"
·2· training, had you been to any other Zurixx training?
·3· · · · ·A.· · ·No.
·4· · · · ·Q.· · ·Had you gone to a free seminar?
·5· · · · ·A.· · ·Yes.· The free seminar was the very beginning
·6· seminar.· But there were multiple seminars.
·7· · · · ·Q.· · ·Okay.· So you went to the free seminar.· Then
·8· was there anything between the free seminar and "Boots on the
·9· Ground"?
10· · · · ·A.· · ·Yes.
11· · · · ·Q.· · ·What was between free seminar and "Boots on the
12· Ground"?
13· · · · ·A.· · ·The three-day home-flipping seminar.
14· · · · ·Q.· · ·So you had -- again, I'm just trying to get the
15· chronology down.
16· · · · ·A.· · ·That's okay.
17· · · · ·Q.· · ·So you had the free seminar.· Can we call that
18· second one the three-day seminar?
19· · · · ·A.· · ·That was, yes, the three-day seminar.
20· · · · ·Q.· · ·Okay.· And then after those two, was the next
21· thing you went to "Boots on the Ground"?
22· · · · ·A.· · ·Yes.
23· · · · ·Q.· · ·Was there anything after "Boots on the Ground"?
24· · · · ·A.· · ·I was invited to attend.· I did not attend.
25· · · · ·Q.· · ·What were you invited to attend?
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·1· · · · ·A.· · ·Advanced camps inside-edge training.
·2· · · · ·Q.· · ·Was that also part of the $43,000 training?
·3· · · · ·A.· · ·It was supposed to be, yes.
·4· · · · ·Q.· · ·Did you learn that they wanted to charge you
·5· extra for that?
·6· · · · ·A.· · ·They wanted to charge our hotel, meals and
·7· airfare, we were responsible for that.
·8· · · · ·Q.· · ·Let's talk about the free seminar.· When you
·9· talked to your husband about the advertisement that he had
10· received -- and I'm going to refer to that e-mail as an
11· advertisement.· Is that all right?
12· · · · ·A.· · ·Yes.
13· · · · ·Q.· · ·When you talked to him about that
14· advertisement, did you decide to attend the free seminar?
15· · · · ·A.· · ·Yes.
16· · · · ·Q.· · ·Why did you decide to attend the free seminar?
17· · · · ·A.· · ·I had just come off a four-year lawsuit, and I
18· did settle that case.· It was for an injury to me.· And I was
19· going to be going to Vegas that next weekend.· And I
20· didn't -- I hadn't done anything with my husband in a while,
21· and I said, All right, he wants to do this thing; I'll just
22· go and do this thing with him.· So because he wanted to go, I
23· decided I would go to this seminar.
24· · · · ·Q.· · ·All right.· Where was the seminar supposed to
25· be?
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·2· don't recall which one at the moment.
·3· · · · ·Q.· · ·Was it in the Portland area?
·4· · · · ·A.· · ·It was.
·5· · · · ·Q.· · ·And you did attend?
·6· · · · ·A.· · ·I did.
·7· · · · ·Q.· · ·And it was free?
·8· · · · ·A.· · ·It was free.
·9· · · · ·Q.· · ·Were you promised anything, like a watch or a
10· book or a meal or anything, for attending that?
11· · · · ·A.· · ·For attending that, I believe we were -- we
12· received a free pamphlet or something.
13· · · · ·Q.· · ·Did you, in fact, get what you were promised?
14· · · · ·A.· · ·I believe we did.
15· · · · ·Q.· · ·What did you anticipate, what did you expect to
16· learn at that free seminar?
17· · · · ·A.· · ·At the free seminar, I expected them to talk
18· about how to get started in home flipping.· Maybe a little
19· bit more about home flipping, not a whole lot about it but
20· something about it.· And that was not the case.
21· · · · ·Q.· · ·Okay.· I want to come back to "not the case" in
22· just a minute.· But first I want to explore a little bit more
23· about what you anticipated you would learn.· You talked about
24· home flipping.· So was it your expectation from the beginning
25· that the training was going to be focused on home flipping?
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·1· Or had you, in the advertisement, already heard about tax
·2· liens and wholesaling?
·3· · · · ·A.· · ·No.· I expected this free seminar to be about
·4· wholesaling -- or, I'm sorry, flipping, home flipping.
·5· · · · ·Q.· · ·Okay.· Did you have a general idea about what
·6· home flipping was just from general knowledge or watching the
·7· Hilary Farr television show?
·8· · · · ·A.· · ·Watching HG TV, in general, I knew what home
·9· flipping was, yes.
10· · · · ·Q.· · ·Did you expect when you went to the free
11· seminar that you would come away from that seminar knowing
12· how to do home flipping?
13· · · · ·A.· · ·I expected to come away with some knowledge
14· from the free seminar.
15· · · · ·Q.· · ·I think you said -- and I'm paraphrasing -16· that you didn't learn what you expected to learn.· Is that
17· accurate?
18· · · · ·A.· · ·That's correct.
19· · · · ·Q.· · ·In what way did you not learn what you expected
20· to learn?
21· · · · ·A.· · ·It was not talked about.
22· · · · ·Q.· · ·What was talked about?
23· · · · ·A.· · ·It was a sales pitch for a three-day in-depth
24· seminar on home flipping.· And they sold us a package for
25· 1,997.
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·1· · · · ·Q.· · ·Okay.· Let's step back for a second and let me
·2· find who it was that was running this free seminar.· Was
·3· there more than one person from Zurixx there?
·4· · · · ·A.· · ·At the free seminar, I don't remember -- at the
·5· free seminar, I had no idea who the company was.· So I
·6· couldn't honestly say they were from Zurixx.· I can tell you
·7· that I remember about four people in the room.
·8· · · · ·Q.· · ·That were representatives of what you thought
·9· was the Hilary Farr Rules of Renovation company?
10· · · · ·A.· · ·Correct.
11· · · · ·Q.· · ·Okay.· Did they give you their names?
12· · · · ·A.· · ·They did not.
13· · · · ·Q.· · ·Were they all doing presentations?· Or was only
14· one person doing the presentation and the others were sort of
15· ancillary people?
16· · · · ·A.· · ·Two presenters and two people in the back of
17· the room.
18· · · · ·Q.· · ·What were the people in the back of the room
19· doing?
20· · · · ·A.· · ·When we signed up, they were the ones taking
21· our credit card and our information.
22· · · · ·Q.· · ·About how long did the free seminar last?
23· · · · ·A.· · ·I don't remember.
24· · · · ·Q.· · ·Was it an evening, an afternoon?
25· · · · ·A.· · ·It was an evening.
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·1· · · · ·Q.· · ·Other than trying to sell you on the $1,997
·2· package, do you remember anything else that the presenters
·3· were saying?
·4· · · · ·A.· · ·There was a tax lien representative there.
·5· · · · ·Q.· · ·I'm sorry, what representative?
·6· · · · ·A.· · ·A tax lien.
·7· · · · ·Q.· · ·A tax lien representative.· Okay.· Did they
·8· then explain what tax liens were?
·9· · · · ·A.· · ·They explained a little bit about what tax
10· liens were.· It was a tax lien buyers club, and they sold us
11· on their club.
12· · · · ·Q.· · ·Did you also purchase anything related to the
13· tax lien buyers club?
14· · · · ·A.· · ·Unfortunately, yes.
15· · · · ·Q.· · ·Was that in addition to the $1,997?
16· · · · ·A.· · ·Yes, it was.
17· · · · ·Q.· · ·How much was that?
18· · · · ·A.· · ·One thousand dollars.
19· · · · ·Q.· · ·Altogether, if you know, how much did you pay
20· to Zurixx or its affiliates?
21· · · · ·A.· · ·Altogether, counting that thousand, $77,000.
22· · · · ·Q.· · ·Does that include any money that you paid to
23· Foundation?· Or was that in addition?
24· · · · ·A.· · ·That does not include the money that I paid to
25· Foundation Funding.
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·1· · · · ·Q.· · ·How much did you pay to Foundation Funding?
·2· · · · ·A.· · ·They took it right off the credit card.
·3· · · · ·Q.· · ·We're going to see a document later.· But was
·4· it approximately $4,000?
·5· · · · ·A.· · ·Thank you.· Yes.
·6· · · · ·Q.· · ·Okay.· So altogether, was it about $80,000 -·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·-- that you paid to Zurixx and its affiliates?
·9· · · · ·A.· · ·Yes.
10· · · · ·Q.· · ·I understand that you've gotten some money
11· back?
12· · · · ·A.· · ·Yes.
13· · · · ·Q.· · ·From various -- either from the credit cards or
14· various other ways?
15· · · · ·A.· · ·It didn't go toward credit cards.· I'm still in
16· debt.
17· · · · ·Q.· · ·Okay.· About how much have you gotten back of
18· the 80,000?
19· · · · · · · · MR. KAUFMANN:· Objection.· I need to direct you
20· not to answer that.
21· · · · · · · · MR. WING:· Could you talk a little louder for
22· me, Matt?
23· · · · · · · · MR. KAUFMANN:· I need to direct the client not
24· to talk about that.· There is -- I don't know if counsel is
25· aware -- a settlement agreement between Zurixx and my client
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·1· that's confidential in its terms.· So we cannot discuss
·2· amounts that she received from Zurixx.
·3· · · · · · · · (Off-the-record discussion between Mr. Kaufmann
·4· and the witness.)
·5· BY MR. WING:
·6· · · · ·Q.· · ·Jeannie, your lawyer has instructed you not to
·7· answer that question.· Are you going to follow his advice?
·8· · · · ·A.· · ·Out of fear, yes.
·9· · · · ·Q.· · ·Okay.· Is it fair to say that you would like to
10· answer that question, but you feel like you can't because of
11· the pressure Zurixx is bringing to bear?
12· · · · ·A.· · ·Yes.
13· · · · ·Q.· · ·Do you still owe money on the credit cards?
14· · · · ·A.· · ·Yes.
15· · · · ·Q.· · ·Without telling me the exact amount, is it tens
16· of thousands of dollars?
17· · · · ·A.· · ·Yes.
18· · · · ·Q.· · ·Are you incurring interest charges on that
19· money?
20· · · · ·A.· · ·As of March 31st, I will be, yes.
21· · · · ·Q.· · ·Do you know what the interest rates are?
22· · · · ·A.· · ·They're going to be very high.· That's all I
23· can tell you.· I don't know.
24· · · · ·Q.· · ·Yeah.· More than 10 percent?
25· · · · ·A.· · ·Yes.
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·1· · · · ·Q.· · ·Okay.· That's very helpful.· Thank you.
·2· · · · · · · · Let's go back to that first free seminar and
·3· try to fill in a few of the details.· So they made a
·4· presentation about the tax lien buyers club.· They made a
·5· presentation about flipping houses.· Did they also discuss
·6· wholesaling?
·7· · · · ·A.· · ·Not at that seminar.
·8· · · · ·Q.· · ·Okay.· Did they make any representations to you
·9· about how much money you could make by engaging in the -10· let's start with the tax lien buyers club?
11· · · · ·A.· · ·No, not in the first seminar.
12· · · · ·Q.· · ·Did they tell you you could make money?
13· · · · ·A.· · ·Yes, they did.
14· · · · ·Q.· · ·Did they give you an impression about how much
15· money you could make?
16· · · · ·A.· · ·They gave us an impression that we could make a
17· lot of money.
18· · · · ·Q.· · ·Did they give you the impression you could make
19· back more from the tax lien buyers club than the $1,000 that
20· it was going to cost for the training?
21· · · · ·A.· · ·Yes.
22· · · · ·Q.· · ·What did they say or do that led you to that
23· conclusion, if you remember?
24· · · · ·A.· · ·His presentation was based on the fact that
25· they, the tax lien buyers club, could purchase homes because
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·1· they were so large, so they could go out and buy all the tax
·2· lien properties.· And you, as a club member, could purchase
·3· the tax lien properties from the buyers club.· So it was a
·4· win-win situation for you.
·5· · · · ·Q.· · ·So was the idea that you would have to go out
·6· and find these properties yourself?· Or would you be relying
·7· on the tax lien buyers club to do all of the work?
·8· · · · ·A.· · ·I would be relying on the tax lien buyers club
·9· because they were able to buy all the properties.· So we
10· didn't have to do the leg work; they had the leg work
11· finished for you.
12· · · · ·Q.· · ·So in essence, all you would be doing is making
13· a passive investment in that -- in that tax lien?
14· · · · ·A.· · ·Yes.
15· · · · ·Q.· · ·You would be relying on them to make sure that
16· the tax liens were profitable?
17· · · · ·A.· · ·Yes.
18· · · · ·Q.· · ·You wouldn't have to do anything except invest
19· the money?
20· · · · ·A.· · ·We could invest -- as a member of a $1,000, we
21· could invest that $1,000 with them.· That would allow us to
22· call them up and purchase the tax liens of our choice.
23· · · · ·Q.· · ·Okay.· And when you'd buy -- let me back up.
24· Did you, in fact, buy any tax liens?
25· · · · ·A.· · ·I did not.
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·1· · · · ·Q.· · ·Okay.· Had you bought any tax liens, you would
·2· have paid for the tax lien, but you wouldn't have had any
·3· obligation to, like, collect on the tax lien.· Right?· The
·4· tax lien buyers club would have done all that work for you?
·5· · · · ·A.· · ·Yes.
·6· · · · ·Q.· · ·That was what was represented to you at the
·7· free seminar?
·8· · · · ·A.· · ·Yes.
·9· · · · ·Q.· · ·At the free seminar, was there a discussion
10· about how much money you could make flipping houses?
11· · · · ·A.· · ·I can't remember at that seminar.
12· · · · ·Q.· · ·Did you have the impression, based on the free
13· seminar, that you could make more money flipping houses than
14· you would spend learning how to -- how to buy -- more than
15· the 1,997 you would be paying Zurixx?
16· · · · ·A.· · ·Yes.
17· · · · ·Q.· · ·What do you remember that led you to that
18· conclusion?
19· · · · ·A.· · ·That presenter said, in the three-day seminar,
20· we were going to be to able to learn everything we needed to
21· know to flip homes.· In the three-day seminar, if we bought
22· the three-day seminar.
23· · · · ·Q.· · ·In the free seminar, did they give you an idea
24· about how much time you would have to devote to -- again,
25· let's start with tax liens.· Did they give you an idea about
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·1· how much time you would have to devote to tax liens in order
·2· to make it successful?
·3· · · · ·A.· · ·Tax liens weren't discussed at the second
·4· seminar.
·5· · · · ·Q.· · ·At the first seminar.
·6· · · · ·A.· · ·Oh, at the first seminar?
·7· · · · ·Q.· · ·At the free seminar.
·8· · · · ·A.· · ·No.· That was literally no work, because you
·9· could call them up and basically order a house, is the
10· impression I got.· You could call them up and say, I want to
11· buy a house in Illinois, and it's $400.
12· · · · ·Q.· · ·So the amount of time that would have been
13· involved would have been the amount of -- the time for the
14· phone call?
15· · · · ·A.· · ·Yes.
16· · · · ·Q.· · ·How about with respect to house flipping, did
17· they talk to you about how much time you would have to devote
18· to flipping houses in order to be -- make it profitable?· And
19· again, I'm talking about at the free seminar.
20· · · · ·A.· · ·Yes.· Or, sorry, no.· The free seminar, no.
21· · · · ·Q.· · ·At the free seminar, they did not.· They just
22· give you the impression that you could make money doing it?
23· · · · ·A.· · ·Yes.
24· · · · ·Q.· · ·And that you could make more money by flipping
25· houses than the $1,997 it would cost to learn how to do it?
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·1· · · · ·A.· · ·Yes.
·2· · · · ·Q.· · ·Did they tell you in the free seminar about
·3· what would be required of you in order to flip houses?
·4· · · · ·A.· · ·No.
·5· · · · ·Q.· · ·They didn't explain what house flipping meant
·6· beyond the general kind of knowledge you already had about
·7· house flipping?
·8· · · · ·A.· · ·They did not.· They only sold a three-day
·9· seminar at that first seminar that I remember.· She did not
10· say it's going to take so much time.· She said, You will
11· learn everything you need to know in our next seminar if
12· you're willing to put out 1,997.· You're not going to regret
13· it; this is going to be a lifetime change -- a life change
14· for you.
15· · · · ·Q.· · ·What did you understand "life change" to be, to
16· mean?
17· · · · ·A.· · ·Your current situation, your day -- quit your
18· day job and live a life of leisure is basically the
19· impression that I was given from day one from that first
20· seminar.
21· · · · ·Q.· · ·The free seminar?
22· · · · ·A.· · ·The free seminar.
23· · · · ·Q.· · ·Okay.· So even at the free seminar, you were
24· led to believe that you would be able to quit your day job
25· and make enough money flipping houses to -- to live the life
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·1· you would like to live?
·2· · · · ·A.· · ·Yes.
·3· · · · ·Q.· · ·I think you said a life of leisure?
·4· · · · ·A.· · ·Life of leisure.
·5· · · · ·Q.· · ·Okay.· Did it turn out that that impression was
·6· accurate or inaccurate?
·7· · · · ·A.· · ·Inaccurate.
·8· · · · ·Q.· · ·In what way?
·9· · · · ·A.· · ·I'm not living a life of leisure.· I'm pushing
10· old people in wheelchairs, so...
11· · · · ·Q.· · ·I should have asked, where do you work now?
12· · · · ·A.· · ·I work for medical transport, specialty one -13· Safety One Specialty Transport.· We transport medical
14· patients.
15· · · · ·Q.· · ·I take it you don't use anything in your
16· current job that you learned from Zurixx?
17· · · · ·A.· · ·I do not.
18· · · · ·Q.· · ·Do you remember anything else about that free
19· seminar?· Does anything else stick out in your mind that we
20· should discuss about what you learned at that free seminar,
21· what they told you?
22· · · · ·A.· · ·I just remember her saying, If you go to our
23· three-day seminar, you're going to learn everything you need
24· to know to flip homes.
25· · · · ·Q.· · ·Okay.
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·1· · · · ·A.· · ·And to have a life of leisure.
·2· · · · ·Q.· · ·Did she use the words "life of leisure" or was
·3· that your impression?
·4· · · · ·A.· · ·It was my impression.
·5· · · · ·Q.· · ·But it was the impression that you got?
·6· · · · ·A.· · ·Yes.
·7· · · · · · · · MR. WING:· Paula, I'm looking for the invoice
·8· for the $1,997.· It looks like this.
·9· · · · · · · · (Whereupon, Exhibit No. 3 was marked for
10· identification.)
11· BY MR. WING:
12· · · · ·Q.· · ·Jeannie, I've handed you what's been marked as
13· Exhibit 3.· Do you recognize it?
14· · · · ·A.· · ·Yes, I do.
15· · · · ·Q.· · ·What do you recognize it to be?
16· · · · ·A.· · ·The private three-day workshop invoice.
17· · · · ·Q.· · ·Okay.· And it's three pages.· Correct?
18· · · · ·A.· · ·Yes, it is.
19· · · · ·Q.· · ·It wasn't clear to me based on the way the
20· documents came to me whether these three pages -- I'm sorry,
21· four pages all go together or if these are separate
22· documents.
23· · · · ·A.· · ·They're separate.
24· · · · ·Q.· · ·Okay.· All right.· Let's begin with the first
25· page, then.· It says total -- well, first, it has your name
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·1· and address at the top.· Right?
·2· · · · ·A.· · ·Yes.
·3· · · · ·Q.· · ·And it has -- oh, I'm sorry, I should have
·4· asked you this before.· When you went to the free seminar,
·5· did you go by yourself?
·6· · · · ·A.· · ·No, I did not.
·7· · · · ·Q.· · ·Who went with you?
·8· · · · ·A.· · ·My husband.
·9· · · · ·Q.· · ·Did anyone else go with you?
10· · · · ·A.· · ·No.
11· · · · ·Q.· · ·But you were both in the seminar, the free
12· seminar?
13· · · · ·A.· · ·We were.
14· · · · ·Q.· · ·You both stayed the whole time?
15· · · · ·A.· · ·Yes, we did.
16· · · · ·Q.· · ·All right.· So now going back to Exhibit 3, the
17· first page, in the -- underneath the first black bold line
18· where it says Item, it says three-day real estate workshop
19· with Rules of Renovation, and it says $5,995.· Did they talk
20· to you about the price being $5,995?
21· · · · ·A.· · ·Yes.· She did.
22· · · · ·Q.· · ·Did you get Exhibit 3 at the free seminar?
23· · · · ·A.· · ·No.
24· · · · ·Q.· · ·Where did you get it?· At the end of the free
25· seminar, is this what you signed up -- signed?
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·1· · · · ·A.· · ·This is what I signed up for -- sorry.· I got
·2· this in the very first free seminar.
·3· · · · ·Q.· · ·Okay.· At the end of the seminar?
·4· · · · ·A.· · ·This is what you buy and sign at the first
·5· seminar.
·6· · · · ·Q.· · ·Okay.· Did they tell you you were getting a
·7· special deal by signing up that night?
·8· · · · ·A.· · ·Yes.
·9· · · · ·Q.· · ·Do you know if, in fact, you did get a special
10· deal?· Or somebody who had called up the next day, would the
11· price have been 1,900 and -12· · · · ·A.· · ·I don't know.
13· · · · ·Q.· · ·But you paid 1,997?
14· · · · ·A.· · ·Yes.
15· · · · ·Q.· · ·Even though the price in -- the price list is
16· $5,995?
17· · · · ·A.· · ·Yes.
18· · · · ·Q.· · ·And you were told that you were getting a
19· special discount?
20· · · · ·A.· · ·Yes.
21· · · · ·Q.· · ·All right.
22· · · · ·A.· · ·If I signed -- if we signed up that night -23· normal price is $5,995, but if you sign up tonight, it's just
24· $1,997.· That was -- yes, that was exactly what happened.
25· · · · ·Q.· · ·Who did you sign this up with?· Was it one of
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·1· the people at the back of the room?
·2· · · · ·A.· · ·Yes.
·3· · · · ·Q.· · ·They didn't give you their name -·4· · · · ·A.· · ·No, they didn't.
·5· · · · ·Q.· · ·-- did they?· Is this their handwriting that
·6· has the $1,997, and "thank you for your order"?
·7· · · · ·A.· · ·Yes, it is.
·8· · · · ·Q.· · ·The handwriting at the top with customer name,
·9· street address, city, is that your handwriting?
10· · · · ·A.· · ·Yes.
11· · · · ·Q.· · ·I'm sorry?
12· · · · ·A.· · ·Yes.
13· · · · ·Q.· · ·I'm a little hard of hearing, so...
14· · · · ·A.· · ·That's okay.
15· · · · ·Q.· · ·Which is to say I'm almost deaf.
16· · · · · · · · Now, payment information, you have marked Visa.
17· I take it you put this on your credit card?
18· · · · ·A.· · ·We put it on my husband's credit card, yes.
19· · · · ·Q.· · ·Did they discuss with you at the free seminar
20· how you might pay the $1,997?· Did they recommend that you
21· put it on a credit card or did they just not discuss that at
22· all?
23· · · · ·A.· · ·I don't remember.· I just remember them having
24· the credit card machine there, and it just kind of made
25· sense.· I can't remember if they said put it on a credit
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·1· card.· I don't think so at the time.
·2· · · · ·Q.· · ·They didn't discuss any other means of
·3· financing at that point?
·4· · · · ·A.· · ·No.
·5· · · · ·Q.· · ·At the bottom in bold, there's a statement that
·6· says, "You the buyer may cancel this transaction at any time
·7· prior to midnight of the third business day after the date of
·8· this transaction.· See the attached notice of cancellation
·9· for an explanation of this right."
10· · · · · · · · Did they discuss that with you at all?
11· · · · ·A.· · ·No.· Not that I remember.
12· · · · ·Q.· · ·Would you turn to the next page of Exhibit 3?
13· Do you recognize that?
14· · · · ·A.· · ·Yes, I do.
15· · · · ·Q.· · ·What do you recognize that to be?
16· · · · ·A.· · ·This is the business that I thought I bought.
17· Rules of Renovation.· This is the package, the diamond
18· package, that I purchased.
19· · · · ·Q.· · ·Okay.· I'm sorry, but this isn't a very good
20· copy.· Can you tell at the bottom there under total, how much
21· you paid for it under total cost?· Or do you remember how
22· much it was?
23· · · · ·A.· · ·It was approximately $43,000.
24· · · · ·Q.· · ·All right.· We're going to come back to that
25· document in a few minutes.· How about the next page?· Can you
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·1· tell me what that is?
·2· · · · ·A.· · ·This, too, is the same copy.· Okay.
·3· · · · ·Q.· · ·I see.
·4· · · · ·A.· · ·This is the same copy.· It's a better copy.
·5· · · · ·Q.· · ·Just a better copy.· Okay, great.· Although one
·6· thing I do notice, it's a little -- well, actually, I'm not
·7· sure it is exactly the same.· When you look at the top where
·8· it has your name and such, does it appear to you that that's
·9· your handwriting?
10· · · · ·A.· · ·It is not.
11· · · · ·Q.· · ·Do you know who filled that in?
12· · · · ·A.· · ·I do not.· I don't recognize that handwriting
13· at all.
14· · · · ·Q.· · ·Okay.· Then the fourth page of Exhibit 3, do
15· you recognize that?
16· · · · ·A.· · ·This is my handwriting.
17· · · · ·Q.· · ·Okay.· And does that -18· · · · ·A.· · ·(Inaudible) -19· · · · · · · · (Court reporter interrupted for clarification.)
20· · · · · · · · THE WITNESS:· That is my handwriting at the
21· top.
22· BY MR. WING:
23· · · · ·Q.· · ·That appears to be the same as the first page.
24· Correct?
25· · · · ·A.· · ·Yes, it does.
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·1· · · · ·Q.· · ·Just a slightly better copy.· Okay.
·2· · · · · · · · So you paid $1,997 to go to the second stage of
·3· the training.· And did you attend the second stage of the
·4· training?
·5· · · · ·A.· · ·Yes, I did.
·6· · · · ·Q.· · ·Do you remember where that was held?
·7· · · · ·A.· · ·That was at the Embassy Suites in downtown
·8· Portland.
·9· · · · ·Q.· · ·And it was supposed to be three days?
10· · · · ·A.· · ·That is correct.
11· · · · ·Q.· · ·And was it three days?
12· · · · ·A.· · ·Yes, it was.
13· · · · ·Q.· · ·Did you attend that with anyone?
14· · · · ·A.· · ·Yes, I did.
15· · · · ·Q.· · ·Who did you attend that with?
16· · · · ·A.· · ·My husband Phil.
17· · · · ·Q.· · ·Did he -- did both of you attend all three
18· days?
19· · · · ·A.· · ·Yes, we did.
20· · · · ·Q.· · ·Do you remember about how much time, after the
21· free seminar, the three-day seminar was?· Was it a matter of
22· a few weeks?
23· · · · ·A.· · ·It was the next week, I believe, if I recall.
24· Let me think.· Not any dates so it's hard -- oh, 2/10 so -25· hold on a second.· So it looks like the first one was 1/10
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·1· and the second one was 2/10.· So approximately 30 days later.
·2· But I don't recall it being that long in between.· I recall
·3· it being like two weeks, and then we went to the three-day.
·4· · · · ·Q.· · ·In any event, a relatively short period of
·5· time?
·6· · · · ·A.· · ·Yes, it was.
·7· · · · · · · · MR. WING:· Let's mark this as exhibit next.
·8· · · · · · · · (Whereupon, Exhibit No. 4 was marked for
·9· identification.)
10· BY MR. WING:
11· · · · ·Q.· · ·Jeannie, I had you go through the chronology
12· for me before, and now I've forgotten.· Exhibit 4 is marked
13· Faststart 3-day Boot Camp.· Is the Faststart 3-day Boot Camp
14· the three-day seminar we were just talking about?· Or is it a
15· subsequent seminar?
16· · · · ·A.· · ·This is a subsequent seminar.
17· · · · ·Q.· · ·Okay.· Now, let's talk about the three-day
18· seminar, the one at the Embassy Suites.· When you went to
19· that, I believe you just testified that you had been told
20· that you would learn everything at this three-day seminar
21· that you would need to flip houses.· Is that right?
22· · · · ·A.· · ·Yes.
23· · · · ·Q.· · ·So when you went to the three-day seminar, what
24· did you expect to learn?
25· · · · ·A.· · ·I expected to learn about flipping homes.
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·1· · · · ·Q.· · ·Did you expect that there would be specific
·2· training about how to flip homes?
·3· · · · ·A.· · ·Yes, I did.
·4· · · · ·Q.· · ·What kinds of training did you expect that to
·5· include?
·6· · · · ·A.· · ·I expected it to include how to find lenders,
·7· how to -- basically how to do it from start to finish.· You
·8· know, this is what you need to do at point A, walking in the
·9· door.· This is what you need to do second, this is what you
10· need to do third, this is what you need to do fourth.· That's
11· what I expected.
12· · · · ·Q.· · ·Did you -- did the three-day seminar meet your
13· expectations in that regard?
14· · · · ·A.· · ·No, it did not.
15· · · · ·Q.· · ·Tell me why not.
16· · · · ·A.· · ·The first day I thought I was at a
17· home-flipping seminar, so I was taking notes based on that.
18· And that day, I went away feeling like I was learning a
19· little bit but not quite.· And then the second day, I was
20· more tuned into what they were selling, and what they were
21· selling was their package, their business, Rules of
22· Renovations business.· Yes, we were taught some things, but
23· the details were not there.· The details were left out.
24· · · · · · · · We were told -- go back to what he was saying.
25· To, you know, find your homes, make your offers.· Lots of

J. Keller IH - Salt Lake City, UT
March 6, 2019

EX 14, p. 36
YVer1f

Case 2:19-cv-00713-DAK-EJF
Document
12-13 *·
Filed
09/30/19
Page 38 of 239
Jeannie
L. Keller·
March
06, 2019

37

·1· examples of people who had made offers and how they're doing.
·2· You don't want to go out and go to prison the next day and
·3· work with your fellow inmates.· You want to do our program
·4· because our program, uhm, is great.· So they were selling
·5· their program, their business.
·6· · · · ·Q.· · ·Can we stop there for a moment?· When you say
·7· "their program" or "their business," what did you understand
·8· that to mean?
·9· · · · ·A.· · ·I -- in the first -- the first time I realized
10· what's going on, I understood it to be a business
11· opportunity.· So if we bought into the business, we were
12· going to be given access to great software, the best out
13· there.· Every -- classes, uhm, they touted the "Boots on the
14· Ground" class was going to be the best that you will ever
15· learn.
16· · · · · · · · There's no other program out there like ours,
17· we're the number one program.· No one can beat Rules of
18· Renovation.· She has the best software, the best team, the
19· best people to help you get started in this business.· This
20· is going to be great for you.
21· · · · · · · · Alongside the sales that he was making,
22· alongside of that, he was teaching us little bits and pieces
23· about flipping homes, uhm, but the details were not there.
24· The meat and potatoes was missing from his class.
25· · · · ·Q.· · ·Okay.
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·1· · · · ·A.· · ·A lot of jokes, a lot of personal stuff was
·2· going on.· Kind of a mishmash of teaching business, selling,
·3· home flipping with no meat and potatoes details and
·4· then several speakers were there.· So...
·5· · · · ·Q.· · ·Let's back up to that for a second.· When you
·6· went to the three-day seminar, at that point, did you -- had
·7· you heard the name Zurixx?
·8· · · · ·A.· · ·No.
·9· · · · ·Q.· · ·You still thought it was Rules of Renovation?
10· · · · ·A.· · ·That is correct.· Yes.
11· · · · ·Q.· · ·Did you expect to see Hilary Farr there?
12· · · · ·A.· · ·Not at that seminar.
13· · · · ·Q.· · ·You expected that they would have other
14· trainers there?
15· · · · ·A.· · ·Yes.
16· · · · ·Q.· · ·How many trainers were in attendance?
17· · · · ·A.· · ·There was one lead person named Cap.· There
18· were two, three, four, that I remember, five different
19· coaches.· There were one, two, three -- three people in the
20· back.· I don't know who they were.· And there were, I
21· believe, two other speakers besides Cap, two or three.
22· · · · ·Q.· · ·What was the name of the lead presenter?
23· · · · ·A.· · ·Cap.
24· · · · ·Q.· · ·Could you spell that for me?
25· · · · ·A.· · ·C-a-p.
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·1· · · · ·Q.· · ·Okay.· Like captain?
·2· · · · ·A.· · ·Like captain.· I don't remember his whole name,
·3· but he went by Cap.
·4· · · · ·Q.· · ·Okay.· I should have asked you.· At the free
·5· seminar, about how many consumers were in attendance?
·6· · · · ·A.· · ·Consumers that I remember?
·7· · · · ·Q.· · ·Yeah.· People like you.
·8· · · · ·A.· · ·I don't quite remember.· I don't remember.
·9· · · · ·Q.· · ·Was the room reasonably full or...
10· · · · ·A.· · ·I would say halfway full.
11· · · · ·Q.· · ·How about at the three-day seminar, do you
12· remember about how many consumers there were at that?
13· · · · ·A.· · ·It was a full seminar.· There were plenty of
14· consumers there.
15· · · · ·Q.· · ·Were there -16· · · · ·A.· · ·I have -- I want to say 75, 80 people.
17· · · · ·Q.· · ·Okay.
18· · · · ·A.· · ·Maybe that's high.
19· · · · ·Q.· · ·More than 50?
20· · · · ·A.· · ·That I remember, yes.
21· · · · ·Q.· · ·Okay.· Did you talk to any of those people?
22· · · · ·A.· · ·Yes.
23· · · · ·Q.· · ·Were you encouraged to talk to them or
24· encouraged not to talk to them or did that not come up?
25· · · · ·A.· · ·We were discouraged from communicating with our
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·1· classmates.
·2· · · · ·Q.· · ·Did they tell you why they didn't want you to
·3· talk with your classmates?
·4· · · · ·A.· · ·Yes.· They said we're not here to sell our
·5· businesses to each other, because those businesses aren't
·6· working, so that is obviously why we're here.
·7· · · · ·Q.· · ·Did you subsequently learn why they didn't want
·8· you to talk to one another?
·9· · · · ·A.· · ·Yes.
10· · · · ·Q.· · ·What did you learn?
11· · · · ·A.· · ·Later on in life, I learned that if you pass
12· out your e-mails and phone numbers, you can form a group of
13· people, a group of very mad people.
14· · · · ·Q.· · ·How did you find that out?
15· · · · ·A.· · ·We passed out a sheet in "Boots on the Ground."
16· In our "Boots on the Ground" camp class, a sheet was passed
17· around, and everyone put their phone numbers and e-mails on
18· it.
19· · · · ·Q.· · ·That was not done by Zurixx, that was done by
20· one of the consumers?
21· · · · ·A.· · ·Yes, it was.
22· · · · ·Q.· · ·Okay.· How many consumers have you -- Zurixx
23· consumers have you spoke with about the money they've put in?
24· · · · ·A.· · ·Approximately 12.
25· · · · · · · · MR. KAUFMANN:· Could you be more specific,
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·1· please, on the timeline?
·2· BY MR. WING:
·3· · · · ·Q.· · ·Well, okay.· At any time, how many people have
·4· you spoken with about their Zurixx investment?
·5· · · · ·A.· · ·If I go by people, it would be people in my
·6· home.· I want to say ten.
·7· · · · ·Q.· · ·Do you know if any of them have made money?
·8· · · · ·A.· · ·Yes, I do know of one.
·9· · · · ·Q.· · ·Do you know how much that person made?
10· · · · ·A.· · ·I do not know the exact amount.· I do know
11· numbers.· Honestly, this person that I'm speaking about went
12· through their first leg of the program, she did not buy
13· coaching, and she did not wish for her money back as far as I
14· know.· But you have to understand that these people also
15· owned a trucking business, and they sold that business to be
16· able to do this.
17· · · · ·Q.· · ·Okay.
18· · · · ·A.· · ·In her home, there were a lot of problems in -19· and this is a full time -- over a full-time job.· Uhm, the
20· amount that she's going to come out with after capital gains
21· does not even qualify to be an amount of purchase -- versus
22· purchases that we've made.· It's a little bit of money.· She
23· may have made a little bit of money.
24· · · · ·Q.· · ·Let me see if I understand.· She received
25· revenue from what she did, but the revenue that she received
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·1· was less than she spent?
·2· · · · ·A.· · ·No.· She may have made about 15,000.
·3· · · · ·Q.· · ·Okay.
·4· · · · ·A.· · ·She may have made something.· I can use my own
·5· example.· Let's use my example.
·6· · · · ·Q.· · ·Okay.
·7· · · · ·A.· · ·My example is we did flip a house.· We went by
·8· some formula that we are taught; you need 100,000, you know,
·9· to play there.· We bought the house, we had 100,000 that we
10· could make in that house.· We ended up having to spend more.
11· The cost of money is not something I was taught.· Cost of
12· money is extremely expensive, and they don't cover -- usually
13· don't cover the repair on the home.· They cover the loan on
14· the home.· So you're forking out your own money.
15· · · · · · · · The market softened when I put the house up for
16· sale.· I had one buyer, and that fell through.· My second
17· buyer ended up low-balling me.· So we came away looking like
18· we made money.· We have lost $25,000.
19· · · · ·Q.· · ·Okay.
20· · · · ·A.· · ·So even though your check may say, Hey, you
21· made 90 grand, and you take a picture of that check, and it
22· seems like you made 90 grand.· You actually are losing money
23· in some cases because you have put too much in, or you've
24· been forced to make those payments every month.· So those
25· types of things were not discussed in any class.· And that's
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·1· my experience, that's been my experience.
·2· · · · ·Q.· · ·That's very helpful, and let's hone in on that
·3· a little bit.· So at the three-day seminar, was there any
·4· discussion about how to -- how to do the finance -- the
·5· bookkeeping and accounting for whether you would be making
·6· money?· Did they discuss with you how much money it was going
·7· to take to buy property and then how much it was going to
·8· take to finance and how much it was going to take to do the
·9· renovations?
10· · · · ·A.· · ·They had formulas.· But the formulas were not
11· specific as to how much you were going to have to spend in
12· the class.· No, they did not.
13· · · · ·Q.· · ·What kind of specificity do you feel like it
14· lacked?
15· · · · ·A.· · ·The meat and potatoes again.· They had funding.
16· They didn't discuss the funding there.· They just kept
17· saying, The funding is there, the funding is there.· You -18· they had a formula.· It was, uhm, a ten, ten, ten formula.
19· You know, you purchase the property for X amount of dollars,
20· you have 10 percent or 30 -- okay, let's just use an example.
21· · · · · · · · You buy the house for $100,000.· You put 30,000
22· into the home.· You sell the home for $200,000.· So there's
23· your profit in the end, 130 minus 200,000 is...
24· · · · ·Q.· · ·$70,000?
25· · · · ·A.· · ·70,000 is your profit.· As far as what you're
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·1· going to have to put down on the home, no.· What your cost of
·2· money is?· No.· You don't learn any of that in the three-day
·3· seminar.
·4· · · · ·Q.· · ·Would that information have been important to
·5· you in order to make the -- what you did learn useful?
·6· · · · ·A.· · ·Very important.
·7· · · · ·Q.· · ·And the fact that you didn't receive that
·8· impacted the utility of the information you did receive?
·9· · · · ·A.· · ·Yes.
10· · · · ·Q.· · ·I felt like I cut you off before.· Was there
11· anything else you wanted to say about ways in which you felt
12· like the three-day seminar did not equip you to be successful
13· at flipping house?
14· · · · ·A.· · ·They didn't equip us at all.· It was pretty
15· much other people's experiences.· There were examples of how
16· to set up businesses but not specific.· You know, Cap said
17· you have one business over here because, when you're making
18· money, people like to sue, okay?
19· · · · · · · · So he drew a circle with some legs on it.· And
20· then he had different companies.· And you're the big leg, and
21· then off that big leg are little companies.· And so you put
22· your houses over here in this company and then all the money
23· over here in this company.· That was -- that was discussed.
24· · · · · · · · The actual home flipping, I think the extent he
25· got into is you start house one, okay?· And you're going with
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·1· that house, and then when that house is finishing, you go to
·2· your second house.· And you've made, you know, 70,000 right
·3· here, so you can fund your second house and then your third
·4· house.· And that's how you're going to make money in this
·5· business.· You're not going to make money -- you know, this
·6· is a great opportunity.· You're going to make money at this
·7· business.· I remember that.
·8· · · · · · · · As far as going into this is our funding
·9· company, this -- you know, you're going to have to put
10· 20 percent down on the purchase price and 1 percent a month
11· for the payment, that was not discussed ever with Zurixx at
12· all, ever.· It was not taught.· It was not something that I
13· was aware of in that three-day seminar.
14· · · · ·Q.· · ·That would have made a difference in whether
15· you felt like you got what you were paying for?
16· · · · ·A.· · ·Absolutely.
17· · · · ·Q.· · ·At the three-day seminar, was there discussion
18· about how much you could expect to make flipping houses?
19· · · · ·A.· · ·There was discussion as to living a lifestyle
20· that you choose to live.· Leaving a legacy for your kids.
21· Why do you want to be financially free?· And in that seminar,
22· the impression we were given is we would be financially free
23· to do this business.· You won't have to worry; you're going
24· to be a millionaire.· Okay?· You're going to make a lot of
25· money.
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·1· · · · · · · · One of the things that they even brought up on
·2· slides was how Portland was a hot market, and that was why
·3· they were there, because Portland's market was booming.· And
·4· we knew that it was booming because we lived there.· People
·5· were flipping homes there.· So they were -- sorry, I'm going
·6· off track a little bit.
·7· · · · · · · · But they were saying, you know, because our
·8· market was so hot, we were not going to have a problem in
·9· this business.· You're going to be able to make money hand
10· over fist.· Your life of leisure is -- you're not going to
11· have to worry.· Why are -- they went into why, your why,
12· everybody had their why.· Why do you want to do this?· Leave
13· a legacy for your kids, your health, your time.· They brought
14· God into it.
15· · · · · · · · There was a whole lot of trust that was gained
16· in that seminar.· They gained your trust by using -- Cap was
17· actually -- says he's a Baptist minister.· Hilary Farr, he
18· said this more than once, If she didn't stand behind what she
19· said she would do, I wouldn't be here today.· He said that
20· more than -- more than once.· He went on to say, We stand
21· behind what we say, and you're going to be fine.
22· · · · ·Q.· · ·Did you believe him?
23· · · · ·A.· · ·I did.
24· · · · ·Q.· · ·So you believed, based on the impression you
25· were given, that you were going to be able to quit your job.
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·1· Is that right?
·2· · · · ·A.· · ·Yes.
·3· · · · ·Q.· · ·That would you be able to do this as a way of
·4· earning a living?
·5· · · · ·A.· · ·Yes.
·6· · · · ·Q.· · ·And that you would be able to make a lot of
·7· money by doing it?
·8· · · · ·A.· · ·Yes.
·9· · · · ·Q.· · ·And that was the impression you felt they were
10· trying to convey to you?
11· · · · ·A.· · ·Yes.
12· · · · ·Q.· · ·At the three-day seminar, did they talk about
13· how much time this was going to require of you?
14· · · · ·A.· · ·Yes.
15· · · · ·Q.· · ·What do you remember about that?
16· · · · ·A.· · ·Ten minutes a day.· In your spare time, ten
17· minutes a day.
18· · · · ·Q.· · ·Who do you remember saying that?
19· · · · ·A.· · ·Cap.
20· · · · ·Q.· · ·Do you remember any more detail about what he
21· said in that regard?
22· · · · ·A.· · ·It only take takes about ten minutes a day, ten
23· minutes of your time.· You wake up in the morning in your
24· pajamas, get on the phone, make this deal happen, and go back
25· to sleep.
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·1· · · · ·Q.· · ·Did that prove to be accurate?
·2· · · · ·A.· · ·I lost of lot of weight, believe me, through
·3· all this stress.· I've gained it back, but during that home
·4· flip, my husband and I did 80 percent of the work to save
·5· money, and we were there, I don't know, 16 hours a day.
·6· · · · ·Q.· · ·Okay.
·7· · · · ·A.· · ·Seven days a week.
·8· · · · ·Q.· · ·When you say "there," what do you mean?
·9· · · · ·A.· · ·At the house that we were flipping, we were
10· there 16 hours a day, seven days a week in the beginning of
11· it.
12· · · · ·Q.· · ·How long after you went to the three-day
13· seminar was it before you bought the house that you were
14· flipping?
15· · · · ·A.· · ·That was after I had animosity with the
16· company.· We bought the home in May of 2018, and we sold the
17· home -- finally closed on the home just a few weeks ago.
18· · · · ·Q.· · ·When you bought the home in May of 2018, and
19· you say you were there 16 hours a day, what were you doing?
20· · · · ·A.· · ·We were doing the actual renovations.
21· · · · ·Q.· · ·Tearing out carpet, repainting?
22· · · · ·A.· · ·Yes.· My husband can tell you all about that.
23· He was there even more than I was, so...
24· · · · ·Q.· · ·All right.· He and I will discuss that later
25· on, then.
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·1· · · · ·A.· · ·Yes.
·2· · · · ·Q.· · ·But you were there -- both of you were there
·3· for a long time?
·4· · · · ·A.· · ·Yes.
·5· · · · ·Q.· · ·In the three-day seminar, did they tell you
·6· that you were going to have to spend that kind of time?
·7· · · · ·A.· · ·No.
·8· · · · ·Q.· · ·Did they suggest you would not have to spend
·9· that kind of time?
10· · · · ·A.· · ·Yes.
11· · · · ·Q.· · ·Did they discuss with you in the three-day
12· seminar what was required to flip a home in order to maximize
13· its value?
14· · · · ·A.· · ·They did.· Basically they said we needed to,
15· you know, dress up the house, make the home beautiful, give
16· it something that the other homes in the neighborhood don't
17· have.· And, you know, always buy below market.· The problem
18· with home flipping is buying below market in a hot market.
19· It's finding the homes -- you have two problems, finding the
20· homes and then financing the homes.
21· · · · · · · · And that in itself is hard enough, and you
22· cannot do this -- I am telling you, you cannot do this
23· business if you work a full-time job and you are the average
24· Joe.· The only reason we were able to flip a home is we used
25· my settlement money to flip this house.· That settlement
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·1· money will come -- some small portion of it will come back to
·2· me.· But I'm paying an attorney right now.· So there's that.
·3· · · · · · · · But you cannot do this business paying these
·4· people 77, $80,000.· You have no money left.· There's nothing
·5· there for you.· You can't go out and do this business.· So
·6· there's another aspect that we'll get to.
·7· · · · ·Q.· · ·Okay.
·8· · · · ·A.· · ·Which you can't do either, but...
·9· · · · ·Q.· · ·Did you feel like the primary purpose of the
10· three-day seminar was to encourage you to buy additional
11· training?
12· · · · ·A.· · ·Yes.
13· · · · ·Q.· · ·What led you to that belief?
14· · · · ·A.· · ·They had a curriculum to follow.· There was a
15· booklet that compared -- there was a page in the booklet that
16· compared the price of their business to college education or
17· a franchise.· My husband and I were looking for a business.
18· We were business-minded, so we -- our mind was on a business
19· when we went to this seminar.· Our intent was not to buy this
20· business.· It was to buy a Matco franchise.
21· · · · · · · · (Court reporter interrupted for clarification.)
22· · · · · · · · THE WITNESS:· A Matco Tools franchise.
23· · · · · · · · So that franchise is a hundred -- Matco Tools
24· franchise is $125,000 to buy into.· This franchise at 43,000,
25· okay, when you're looking at this page, is a deal because
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·1· you're getting all of these services here for $43,000, all
·2· the training that Hilary Farr is going to give you, the
·3· incidentals, and the funding was key.· The funding is there,
·4· guys; the funding is there, the money is there, and all you
·5· have to do is follow our program.
·6· BY MR. WING:
·7· · · · ·Q.· · ·What did they tell you about how you would be
·8· able to get access to that funding?
·9· · · · ·A.· · ·They had their own funding people.
10· · · · ·Q.· · ·Did they tell you who they were?
11· · · · ·A.· · ·Not at that time.
12· · · · ·Q.· · ·Did they tell you what the terms of that
13· funding would be in terms of interest rate or points or
14· anything like that?
15· · · · ·A.· · ·No.
16· · · · ·Q.· · ·Did they lead you to believe that the funding
17· would be inexpensive?
18· · · · ·A.· · ·Yes.
19· · · · ·Q.· · ·Do you remember anything they said about that?
20· · · · ·A.· · ·OPM, other people's money.· You can do this
21· using other people's money.· So it led us to believe that it
22· wasn't costing us anything.· That they took all of -- they
23· took all of the stress and all of the -- what's the word I'm
24· thinking of?
25· · · · ·Q.· · ·Responsibility?
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·1· · · · ·A.· · ·Responsibility, but all of the -- gosh, I can't
·2· think of the word.
·3· · · · ·Q.· · ·Risk?
·4· · · · ·A.· · ·Yes, thank you.· All the risk.· There was no
·5· risk in this for you.
·6· · · · ·Q.· · ·They suggested to you that this was a no-risk
·7· proposition?
·8· · · · ·A.· · ·Yes.
·9· · · · ·Q.· · ·Do you remember anything else they said about
10· that?
11· · · · ·A.· · ·Yes.· We -- in buying into their business, we
12· were given certificates.· These were the certificates that if
13· this business didn't work out and we actually found a
14· property or couldn't find a property within 90 days, that we
15· would receive all of our money back.· I have those.· I didn't
16· bring them with me, but I do have those.
17· · · · ·Q.· · ·So they guaranteed that you would be able to
18· make money or they would give you your money back?
19· · · · ·A.· · ·Yes.· They took all of the risk out of it.
20· · · · ·Q.· · ·Did they, in fact, give you your money back?
21· · · · ·A.· · ·No.
22· · · · ·Q.· · ·So that representation, in your opinion, was
23· false?
24· · · · ·A.· · ·Complete lie.
25· · · · ·Q.· · ·Can you expound on that a little bit about what
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·1· made it a complete lie?
·2· · · · ·A.· · ·Uhm.
·3· · · · · · · · MR. KAUFMANN:· Interrupt.· Could you give
·4· Ms. Keller a more specific question, please?
·5· · · · · · · · MR. WING:· Okay.
·6· BY MR. WING:
·7· · · · ·Q.· · ·Is there a part of that that you felt was a lie
·8· or all of it?
·9· · · · ·A.· · ·All of it.
10· · · · ·Q.· · ·Okay.· Let's talk about what the guarantee
11· entailed.· What did you -- could you explain to me again what
12· you felt the guarantee consisted of?
13· · · · ·A.· · ·Yes.· We were told that if we didn't find a
14· home to flip within 90 days, we would receive our money
15· back -16· · · · ·Q.· · ·Okay.· So let's stop there -17· · · · ·A.· · ·-- no questions asked.
18· · · · ·Q.· · ·-- for a second.· Did you find a home in the 90
19· days to flip?
20· · · · ·A.· · ·My husband and myself found a home, yes.
21· · · · ·Q.· · ·Within 90 days to flip?
22· · · · ·A.· · ·Yes.
23· · · · ·Q.· · ·Okay.· Did they also guarantee that you would
24· be able to make money by flipping that home?
25· · · · ·A.· · ·Yes.
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·1· · · · ·Q.· · ·What do you remember about that guarantee?
·2· · · · ·A.· · ·Using their formula, there was no way we would
·3· not make money.· Using their funding.
·4· · · · ·Q.· · ·Okay.· Did you try to use their formula?
·5· · · · ·A.· · ·Yes.· And their funding.
·6· · · · ·Q.· · ·What did you do to try to comply with what they
·7· had taught you?
·8· · · · ·A.· · ·We actually contacted their funding, USA
·9· Private Money, and they -- the USA Private Money was an
10· affiliate.· Our person that we were working with was Scott.
11· Scott was very funny guy, very nice guy.· But the cost of the
12· money was high with USA Private Money.· They were probably
13· the most expensive cost of money that I have found in my
14· opinion.
15· · · · ·Q.· · ·Do you remember about how much it was?
16· · · · ·A.· · ·There was a formula that we used to buy a
17· $35,000 house if we went through them.· And they normally
18· don't fund that low.· I don't -- my husband may recall those
19· numbers.· Those numbers -- it came out to be we weren't going
20· to make any money.· They would -- we had to fork out six
21· months of payments on top of the 20 percent down or
22· 30 percent down, and then there were other fees in there.
23· · · · · · · · To even join USA Private Money, we paid them a
24· thousand dollars to be able to join them.· And then we would
25· have had to put 30,000 down to borrow 30,000 or some crazy
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·1· thing like that.· And then it ended up not -- it ended up
·2· unraveling.· And then it came to where we were going to
·3· purchase the property, and this came out to be a fair deal in
·4· the end, we were going put down the 35,000 and buy the house,
·5· and they were coming with a second loan of $30,000 to fix the
·6· house.· And that was going to cost us about 10,000.
·7· · · · ·Q.· · ·What was the name of that company?
·8· · · · ·A.· · ·USA Private Money.
·9· · · · ·Q.· · ·Did you end up using any of their money?
10· · · · ·A.· · ·No.
11· · · · ·Q.· · ·Because it was too expensive?
12· · · · ·A.· · ·No.· The house fell -- that brings us to a
13· whole another ball of wax.· We ended up not using that money.
14· · · · ·Q.· · ·Okay.
15· · · · ·A.· · ·I'll say that right now.· Because we'll get
16· into that later, I'm sure.
17· · · · ·Q.· · ·We'll come back to that later.· But for right
18· now, the important point is that you felt like the money was
19· expensive.· Correct?
20· · · · ·A.· · ·Yes, extremely.
21· · · · ·Q.· · ·And you ended up not using it?
22· · · · ·A.· · ·Yes.· We couldn't flip a house -- let's use a
23· normal house, $100,000 house.· Using USA Private Money, we
24· could not afford to flip a home.
25· · · · ·Q.· · ·If you had used their money, you would have
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·1· been underwater?
·2· · · · ·A.· · ·Yes.· We couldn't even afford the down payment.
·3· · · · ·Q.· · ·You would have lost money on the deal?
·4· · · · ·A.· · ·Yes.
·5· · · · · · · · MR. WING:· We've been going for an hour and 20
·6· minutes.· Do you need a break?
·7· · · · · · · · THE WITNESS:· Please.
·8· · · · · · · · MR. WING:· Okay.· Let's take a ten-minute
·9· break.
10· · · · · · · · (Recess taken from 11:18 a.m. to 11:32 a.m.)
11· · · · · · · · (Whereupon, Ms. Paula Faerber and Ms. Leigh
12· Veillette were absent from the deposition proceedings.)
13· BY MR. WING:
14· · · · ·Q.· · ·Jeannie, I'd like to go back to the three-day
15· seminar a little bit and make sure that I understand the
16· nature of what you felt like you were getting and what you
17· did get.· You had been promised, as I understand it, that at
18· the end of the three-day seminar, you would be prepared to
19· successfully flip houses.· Is -20· · · · ·A.· · ·Yeah.
21· · · · ·Q.· · ·-- that right?
22· · · · ·A.· · ·Yes.
23· · · · ·Q.· · ·By which you understood that you would be able
24· to flip houses in a way where you would make money?
25· · · · ·A.· · ·Yes.
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·1· · · · ·Q.· · ·At the three-day seminar, you felt like much of
·2· the focus was on selling you a more expensive package.· Is
·3· that correct?
·4· · · · ·A.· · ·Yes.
·5· · · · · · · · (Whereupon, Ms. Paula Faerber returned to the
·6· deposition proceedings.)
·7· BY MR. WING:
·8· · · · ·Q.· · ·Did anyone at Zurixx ever try to explain why,
·9· if you were supposed to leave the three-day seminar knowing
10· how to make money, you needed the package, the more expensive
11· package, in addition?
12· · · · ·A.· · ·No.
13· · · · ·Q.· · ·Did you leave with any understanding as to why
14· the three-day seminar wasn't enough?
15· · · · ·A.· · ·Our understanding was that he didn't have
16· enough time.· I believe that was the reason.· He was only
17· given -- let me try to remember.· I don't recall them ever
18· saying anything about why -- how do you feel about what you
19· learned.· I know there was a survey about how he did, but
20· nothing about what we learned that I recall.
21· · · · · · · · (Whereupon, Ms. Paula Faerber left the
22· deposition proceedings.)
23· · · · · · · · THE WITNESS:· We didn't have a full
24· understanding at that point of flipping homes.
25· · · · · · · · · · · · · · · · *
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·1· BY MR. WING:
·2· · · · ·Q.· · ·At the three-day seminar, you mentioned Cap
·3· being one of the presenters.· Were there other people who
·4· presented?
·5· · · · ·A.· · ·Yes.
·6· · · · · · · · (Whereupon, Ms. Paula Faerber and Ms. Leigh
·7· Veillette returned to the deposition proceedings.)
·8· BY MR. WING:
·9· · · · ·Q.· · ·About how many?
10· · · · ·A.· · ·I remember there was a guy talking about
11· credit.· And another guy spoke.· I'm trying to remember what
12· that was about.
13· · · · ·Q.· · ·Was Cap the primary presenter?
14· · · · ·A.· · ·Yes.
15· · · · ·Q.· · ·Did he explain to you what qualified him to be
16· a presenter?
17· · · · ·A.· · ·He was successful in flipping homes.
18· · · · ·Q.· · ·He told you that he had been successful in
19· flipping homes?
20· · · · ·A.· · ·Yes.
21· · · · ·Q.· · ·Did he tell you that he had made a lot of money
22· flipping homes?
23· · · · ·A.· · ·Yes.
24· · · · ·Q.· · ·Do you know whether that was true or not?
25· · · · ·A.· · ·No.
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·1· · · · ·Q.· · ·Even to this day, you don't know if that's true
·2· or not?
·3· · · · ·A.· · ·Flipping homes may be something that Cap does.
·4· How he made his money is unknown to me.· If he made it
·5· flipping homes or selling private workshops or Rules of
·6· Renovation workshops or -- I don't know how he makes his
·7· money.
·8· · · · ·Q.· · ·Do you now have any idea about how Cap was
·9· compensated?
10· · · · ·A.· · ·I believe Cap was a salesperson for Zurixx.
11· · · · ·Q.· · ·Do you know if he was receiving a commission or
12· an hourly rate or a fixed fee?
13· · · · ·A.· · ·I don't know his salary or how he was paid.
14· · · · ·Q.· · ·He didn't ever mention that?
15· · · · ·A.· · ·No.
16· · · · ·Q.· · ·Did Cap ever try to sell you any of his own
17· products?
18· · · · ·A.· · ·His own?· Cap did not.
19· · · · ·Q.· · ·Okay.· Other Zurixx people did?
20· · · · ·A.· · ·Yes.
21· · · · ·Q.· · ·And you're going to get to those, I think, at
22· the next seminar.· Right?
23· · · · ·A.· · ·Nope.· There's more.
24· · · · · · · · (Whereupon, Ms. Leigh Veillette left the
25· deposition proceedings.)
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·1· BY MR. WING:
·2· · · · ·Q.· · ·Okay.· At the three-day seminar, did anybody
·3· try to sell you on their own products?
·4· · · · ·A.· · ·No.
·5· · · · ·Q.· · ·At the three-day seminar, was there further
·6· discussion about -- I think you referred to other people's
·7· money.· Was there further discussion about how you were going
·8· to gain access to other people's money?
·9· · · · · · · · (Whereupon, Ms. Leigh Veillette returned to the
10· deposition proceedings.)
11· · · · · · · · THE WITNESS:· No.
12· BY MR. WING:
13· · · · ·Q.· · ·At the end of the three-day seminar, did you
14· sign up for additional training?
15· · · · ·A.· · ·At the end of the three-day seminar, I signed
16· up for the diamond package.
17· · · · ·Q.· · ·Is that what Zurixx recommended was the diamond
18· package?
19· · · · ·A.· · ·Their recommendation for Phil and I -- we
20· actually changed coaches.· Our coach, uhm -- let me go back
21· to credit.
22· · · · ·Q.· · ·Say that again?
23· · · · ·A.· · ·There was something with our credit.· So they
24· weren't sure I was going to qualify.· So at first, I think
25· our recommendation was the lowest package.· Then they found
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·1· my credit score, and then our recommendation was the diamond
·2· package.· So my credit is -- was a big thing at the time.
·3· · · · ·Q.· · ·So in your opinion, was the recommendation as
·4· to which package you should buy dependent more upon your
·5· ability to pay than on what you needed in order to be
·6· successful?
·7· · · · ·A.· · ·Absolutely, ability to pay.· I didn't
·8· understand that at the time, but absolutely now I do.
·9· · · · ·Q.· · ·I think in Exhibit 3 there was the second and
10· third pages, which, if not identical, are similar, show the
11· diamond package.· And is that your signature at the bottom?
12· · · · ·A.· · ·Yes, it is.
13· · · · ·Q.· · ·And the date is February 10th, 2018.· Is that
14· the date you signed it?
15· · · · ·A.· · ·Let me look at the first copy.· Because this
16· one, I don't know who filled that out, so...
17· · · · · · · · I can't read mine, but I'm guessing 2/10/18.
18· Let's see.
19· · · · · · · · MR. KAUFMANN:· Robert, what page are you
20· referring to in Exhibit 3?
21· · · · · · · · MR. WING:· The third page is the one I'm
22· looking at, it's a little easier to read.· The third page of
23· Exhibit 3.
24· · · · · · · · THE WITNESS:· Yeah, 2/10/18.· That is my
25· signature, so...
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·1· BY MR. WING:
·2· · · · ·Q.· · ·It shows that the cost is $41,297.· Correct?
·3· · · · ·A.· · ·Yes.
·4· · · · ·Q.· · ·Did they tell you that was a discount?
·5· · · · ·A.· · ·They took out the 1,997 for the first seminar.
·6· So they discounted it that 1,997.
·7· · · · ·Q.· · ·How did you pay for the diamond package?
·8· · · · ·A.· · ·So at the time -- at this time. you're given
·9· the opportunity to make a down payment.· We put $10,000 down
10· using my husband's credit cards.· He had credit on his credit
11· cards.· So at this time, uhm, during the seminar -- are we
12· getting into that portion?· I don't know what I'm supposed
13· to...
14· · · · ·Q.· · ·Well, I want to be clear so that the record is
15· clear.· I'm still talking about at the end of the three-day
16· seminar, the one that you paid $1,997, when you signed up for
17· the diamond package, how did you pay for the diamond package?
18· · · · ·A.· · ·Credit cards.
19· · · · ·Q.· · ·During the three-day seminar, did they discuss
20· with you how to pay for the diamond package?
21· · · · ·A.· · ·No.
22· · · · ·Q.· · ·Did they make any recommendation about, for
23· instance, using a home equity line or borrowing on credit
24· cards or borrowing from your 401(k)?
25· · · · ·A.· · ·Not that I recall at that seminar.
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·1· · · · ·Q.· · ·Did they subsequently make those kind of
·2· recommendations?
·3· · · · ·A.· · ·Yes.
·4· · · · ·Q.· · ·Was that at the "Boots on the Ground" seminar?
·5· · · · ·A.· · ·No.
·6· · · · ·Q.· · ·When was it?
·7· · · · ·A.· · ·Coaching.
·8· · · · ·Q.· · ·When did the coaching take place?· Was that
·9· after "Boots on the Ground"?
10· · · · ·A.· · ·Yes.
11· · · · ·Q.· · ·Who was your coach?
12· · · · ·A.· · ·Bret Ehlers.
13· · · · ·Q.· · ·Did he make a recommendation to you that you
14· purchase additional training?
15· · · · ·A.· · ·There's a whole another situation that
16· happened.· So -- because you're -- coaching comes through a
17· telephone call.· It's separate from all of this.
18· · · · ·Q.· · ·Okay.· We'll come back to that.· I don't want
19· to get mixed up -20· · · · ·A.· · ·Yeah.
21· · · · ·Q.· · ·-- in the timeline.· But I also don't want to
22· forget to touch on that.· Okay.
23· · · · · · · · So you paid the $41,297 for the diamond
24· package, and that entitled you to go to another seminar.· Is
25· that correct?
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·1· · · · ·A.· · ·Yes.
·2· · · · ·Q.· · ·Is that the Fast Start 3-day Boot Camp?
·3· · · · ·A.· · ·Yes.
·4· · · · ·Q.· · ·Did you attend the Fast Start 3-day Boot Camp?
·5· · · · ·A.· · ·Absolutely.· That was the class that they -·6· and the three-day workshop that they got you all excited
·7· about.· That -- you didn't learn everything you needed to
·8· learn in the three-day workshop.· It was going to be at the
·9· "Boots on the Ground" class.
10· · · · ·Q.· · ·Is "Boots on the Ground" the same as the
11· three-day boot camp?
12· · · · ·A.· · ·Yes.
13· · · · ·Q.· · ·Where did that take place?
14· · · · ·A.· · ·That was also in Portland.· I think at the
15· Hilton.· I don't remember.· It was another hotel ballroom.
16· · · · ·Q.· · ·Okay.· In Portland?
17· · · · ·A.· · ·In Portland, yes.
18· · · · ·Q.· · ·All right.· Did you attend that with someone?
19· · · · ·A.· · ·Yes, I did.
20· · · · ·Q.· · ·Was that with your husband again?
21· · · · ·A.· · ·Yes.
22· · · · ·Q.· · ·Did you both attend all three days of that?
23· · · · ·A.· · ·Yes, we did.
24· · · · ·Q.· · ·How many Zurixx representatives were at the -25· let's call this the boot camp.· Is that okay?
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·1· · · · ·A.· · ·Sure.
·2· · · · ·Q.· · ·How many Zurixx representatives were at the
·3· boot camp that you remember?
·4· · · · ·A.· · ·One.
·5· · · · ·Q.· · ·Do you remember who that was?
·6· · · · ·A.· · ·Gary Barnes.
·7· · · · ·Q.· · ·Spell that last name.
·8· · · · ·A.· · ·B-a-r-n-e-s.
·9· · · · ·Q.· · ·Okay.· Did they have other Zurixx
10· representatives there as well?
11· · · · ·A.· · ·No.· This was a training taught by Gary Barnes.
12· · · · ·Q.· · ·Did it, in fact, last three days?
13· · · · ·A.· · ·Two and a half.
14· · · · ·Q.· · ·Did Mr. Barnes explain what his experience was
15· that qualified him to teach this?
16· · · · ·A.· · ·I don't believe so.
17· · · · ·Q.· · ·Did Cap tell you that he had taken the Zurixx
18· training?
19· · · · ·A.· · ·No.
20· · · · ·Q.· · ·Did Mr. Barnes tell you that he had taken the
21· Zurixx training?
22· · · · ·A.· · ·No.
23· · · · ·Q.· · ·Did either one of them tell you that they had
24· applied the Zurixx principles?
25· · · · ·A.· · ·No.· Because my understanding was it was Rules
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·1· of Renovation, not Zurixx.
·2· · · · ·Q.· · ·Did either of them tell that they had applied
·3· the Rules of Renovation principles?
·4· · · · ·A.· · ·No.
·5· · · · ·Q.· · ·So there wasn't even really a way for you to
·6· know if the Rules of Renovation principles would work.· Is
·7· that right?
·8· · · · ·A.· · ·Yes, that's correct.
·9· · · · ·Q.· · ·Tell me about what you learned at the three-day
10· boot camp.
11· · · · ·A.· · ·Not everything on this sheet.· Basically the
12· three-day boot camp turned out to be teaching us how to
13· wholesale properties.· We were not taught principles for our
14· specific market.· We were taught about homes in the Midwest.
15· · · · ·Q.· · ·Let me stop you for one second.· You're
16· referring to a paper, and you said "this sheet."· Are you
17· referring to Exhibit 4?
18· · · · ·A.· · ·Exhibit 4, yes.
19· · · · ·Q.· · ·And at the top of that, it says Fast Start
20· 3-day Boot Camp.· Is that a document that you have seen
21· before?
22· · · · ·A.· · ·Yes.
23· · · · ·Q.· · ·Where did you first see it?
24· · · · ·A.· · ·It was in a booklet at the three-day private
25· workshop.
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·1· · · · ·Q.· · ·Is the three-day private workshop the same as
·2· three-day boot camp?
·3· · · · ·A.· · ·No.
·4· · · · ·Q.· · ·What's the three-day private workshop?
·5· · · · ·A.· · ·That's the workshop that I paid 1,997 for.
·6· · · · ·Q.· · ·Okay.· That's the three-day workshop -·7· · · · ·A.· · ·Right.
·8· · · · ·Q.· · ·-- or three-day seminar?· Okay.· It would have
·9· helped if one of these were four days or two days instead of
10· the three.
11· · · · ·A.· · ·Right.
12· · · · ·Q.· · ·Okay.· So Exhibit 4 explains what you were
13· supposed to have learned at the boot camp.· Correct?
14· · · · ·A.· · ·Yes.
15· · · · ·Q.· · ·What was your expectation of what you were
16· going to learn at the boot camp?· Is it reflected on
17· Exhibit 4?· Or did you have a different expectation?
18· · · · ·A.· · ·It was reflected on Exhibit 4.· My expectation
19· of what I should have learned is on here.
20· · · · ·Q.· · ·Okay.· Let's go through that, then.· It says,
21· "Experts come to your area and teach you to succeed."· Did
22· experts come to your area to teach you to succeed?
23· · · · ·A.· · ·No.
24· · · · ·Q.· · ·For one thing, there was only one expert,
25· right, and that was Mr. Barnes?
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·1· · · · ·A.· · ·Yes.
·2· · · · ·Q.· · ·He did not explain to you why he was an expert.
·3· Right?
·4· · · · ·A.· · ·No.
·5· · · · ·Q.· · ·Do you believe he was an expert?
·6· · · · ·A.· · ·I believe he was successful.
·7· · · · ·Q.· · ·Why do you say that you believe he was
·8· successful?
·9· · · · ·A.· · ·I believe he has companies and he has rentals
10· and he -- he is not a home flipper.· I believe he had other
11· techniques to make money.· But he was not a home flipper that
12· I recall.
13· · · · ·Q.· · ·Okay.· Then the next arrow says, "Principles
14· for your specific market."· Could you read the first sentence
15· of that for me?· And again, I apologize that the quality is
16· not crisper.
17· · · · ·A.· · ·That's okay.· "The Faststart 3-day Boot Camp is
18· designed to teach you"...
19· · · · ·Q.· · ·Time tested?
20· · · · ·A.· · ·"Time-tested, successful real estate principles
21· that are working in your specific market today."
22· · · · ·Q.· · ·Okay.· Let's stop there.· Was there anything
23· taught about your specific market?
24· · · · ·A.· · ·No.
25· · · · ·Q.· · ·What did you view your specific market to be?
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·1· · · · ·A.· · ·Portland and Vancouver area.
·2· · · · ·Q.· · ·There was no discussion of techniques that
·3· would apply in the Portland, Vancouver area?
·4· · · · ·A.· · ·No.
·5· · · · ·Q.· · ·Was there discussion about other markets?
·6· · · · ·A.· · ·Yes.
·7· · · · ·Q.· · ·What other markets do you remember being
·8· discussed?
·9· · · · ·A.· · ·Midwest markets.
10· · · · ·Q.· · ·Chicago, Detroit, those kind of cities?
11· · · · ·A.· · ·Uhm, Michigan, yes.
12· · · · ·Q.· · ·Did you feel like the principles that were
13· taught about those Midwestern markets applied in Portland?
14· · · · ·A.· · ·No.
15· · · · ·Q.· · ·Why not?
16· · · · ·A.· · ·Because the homes weren't in Portland, they're
17· in the Midwest.· So they didn't even apply to us.
18· · · · ·Q.· · ·Okay.· Were the markets, in your opinion,
19· different in meaningful ways?
20· · · · ·A.· · ·Yes.· Homes -- real estate markets vary from
21· state to state.· So if I want to go buy a home, say, in
22· Oklahoma, the price of the home there is going to differ
23· greatly from the price of the home in Vancouver, Washington.
24· And then you have to know what the homes can sell for.· If
25· you buy a home for 6,000 bucks and you put $15,000 into it,
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·1· you're only going to be able to sell the home for 45,000 back
·2· there.· Because their markets are different and they're
·3· changing in different areas, so they might be more expensive.
·4· But I only know this from my own knowledge now.
·5· · · · · · · · From going -- from this boot camp, I never
·6· learned that.· I never learned that.· It was more homes back
·7· there that he had or other people had.· I don't recall him
·8· saying you -- teaching us really anything in the class that
·9· we could apply in our own area.
10· · · · ·Q.· · ·Had you known that you were not going to be
11· receiving information about the Portland, Vancouver area,
12· would that have made a difference to you?
13· · · · ·A.· · ·Yes.
14· · · · ·Q.· · ·What difference would it have made?
15· · · · ·A.· · ·We lived there, it's easier.
16· · · · ·Q.· · ·Would you have paid the money for the boot camp
17· if you had known that you were not going to be receiving
18· information about your own market?
19· · · · ·A.· · ·No.
20· · · · ·Q.· · ·Can you read the next sentence for me?
21· · · · ·A.· · ·"Build your local power team at boot camp."
22· · · · ·Q.· · ·I meant up that above.
23· · · · ·A.· · ·Oh, sorry.
24· · · · ·Q.· · ·"There are many successful"?
25· · · · ·A.· · ·Oh.· "There are many successful real estate
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·1· strategies and techniques that may not" -- I can't...
·2· · · · ·Q.· · ·Be optimal?
·3· · · · ·A.· · ·Thank you.· "Be optimal in your market
·4· conditions."
·5· · · · ·Q.· · ·Do you remember any discussion about that?
·6· · · · ·A.· · ·Yes.
·7· · · · ·Q.· · ·What do you remember?
·8· · · · ·A.· · ·He was talking about wholesaling, using
·9· different real estate strategies.· This class was supposed to
10· touch on these techniques, and the gist that I got was that
11· we would be doing all of these things.· However, his main
12· focus and the focus of the three-day boot camp was
13· wholesaling.
14· · · · ·Q.· · ·All right.· Did you ever do any wholesaling?
15· · · · ·A.· · ·Prior to this class, no.
16· · · · ·Q.· · ·After the class, did you do any wholesaling?
17· · · · ·A.· · ·Yes, I did.
18· · · · ·Q.· · ·Were you successful at wholesaling?
19· · · · ·A.· · ·Actually, once, yes.
20· · · · ·Q.· · ·How many different wholesaling projects or
21· transactions did you engage in?
22· · · · ·A.· · ·One.
23· · · · ·Q.· · ·Where was that project?
24· · · · ·A.· · ·It was in Vancouver.
25· · · · ·Q.· · ·When you say you were successful, did you make

J. Keller IH - Salt Lake City, UT
March 6, 2019

EX 14, p. 71
YVer1f

Case 2:19-cv-00713-DAK-EJF
Document
12-13 *·
Filed
09/30/19
Page 73 of 239
Jeannie
L. Keller·
March
06, 2019

72

·1· money on it?
·2· · · · ·A.· · ·I did.
·3· · · · ·Q.· · ·Did you make more than the $70,000 you spent?
·4· · · · ·A.· · ·No.
·5· · · · ·Q.· · ·Did you make substantially less than the
·6· $70,000?
·7· · · · ·A.· · ·Yes, I did.
·8· · · · ·Q.· · ·Did you make less than $10,000?
·9· · · · ·A.· · ·Yes, I did.
10· · · · ·Q.· · ·At the three-day boot camp, was there a
11· discussion about how much money you might make in
12· wholesaling?
13· · · · ·A.· · ·Yes, there was.
14· · · · ·Q.· · ·What do you remember about that?
15· · · · ·A.· · ·They -- the three-day boot camp, he taught
16· wholesaling pretty well.· There was a couple that -- one of
17· his slides -- he had thousands of slides, and he went really
18· fast.· There was a couple that was doing wholesaling that had
19· a product to sell, their own -- I guess their own software
20· for it.· And they, in three months, made $80,000 doing the
21· wholesaling.
22· · · · ·Q.· · ·Were you led to believe that you could make
23· that kind of money doing wholesaling?
24· · · · ·A.· · ·Yes.
25· · · · ·Q.· · ·Did you believe that based on what Mr. Barnes
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·1· communicated to you?
·2· · · · ·A.· · ·Yes.
·3· · · · ·Q.· · ·Do you remember any other representations about
·4· how much you might make?
·5· · · · ·A.· · ·It depended on how many deals you could do a
·6· month.· Some people could make 20,000 a month.· The
·7· wholesaling was the way to make the money.· The real money
·8· was done in wholesaling, not flipping for beginners, because
·9· you could make tens of thousands of dollars a month.
10· · · · ·Q.· · ·What is wholesaling, just briefly?
11· · · · ·A.· · ·Wholesaling is where you find an off-the-market
12· property and you find a buyer, and you connect the two;
13· you're the middleman.· So I'm going to buy property A for
14· $290,000, and I'm going to sell it to the buyer, uhm, for
15· $295,000, and then my fee is $5,000.
16· · · · ·Q.· · ·When you do the wholesaling, do you actually
17· buy the house or do you just arrange for the transaction to
18· happen?
19· · · · ·A.· · ·You need to have proof of funds and then you -20· · · · · · · · (Court reporter interrupted for clarification.)
21· · · · · · · · THE WITNESS:· Proof of funds to buy the house.
22· So technically even though you're not buying the home, you
23· have to present proof of funds that you could buy the home,
24· which is very important.· Because if you are going to buy
25· a -- show that you can purchase a property, you better be

J. Keller IH - Salt Lake City, UT
March 6, 2019

EX 14, p. 73
YVer1f

Case 2:19-cv-00713-DAK-EJF
Document
12-13 *·
Filed
09/30/19
Page 75 of 239
Jeannie
L. Keller·
March
06, 2019

74

·1· able to purchase it if your buyer falls through.· So you
·2· connect the two with a contract.· That goes to the title
·3· company.
·4· · · · · · · · Joe and Mary are going to buy the property.
·5· I'm getting $5,000 because I connected them to Mary.· And the
·6· home will be sold, and I will get a $5,000 check.· They will
·7· buy the property; she will earn her money.
·8· BY MR. WING:
·9· · · · ·Q.· · ·Okay.· But if the deal falls through, you're
10· still committed to buy the home?
11· · · · ·A.· · ·During the inspection period, yes, you have a
12· 14-day inspection.· I mean after -- sorry, after the
13· inspection period, you're -- you better hope it all takes
14· place within that 14 days; otherwise, you're in trouble.
15· · · · ·Q.· · ·Okay.· Could you read the sentence for me?· It
16· begins, "Our experts will guide you."
17· · · · ·A.· · ·"Our experts will guide you through your market
18· during Faststart 3-day Boot Camp.· They will have analyzed
19· your market to determine the steps you should follow and the
20· strategies that are working today in your area."
21· · · · ·Q.· · ·Do you believe that you learned that -- that
22· they, in fact, did teach you strategies that would work in
23· your market?
24· · · · ·A.· · ·No.
25· · · · ·Q.· · ·For the reasons we've discussed?
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·1· · · · ·A.· · ·Yes.
·2· · · · ·Q.· · ·Do you remember anything else about that?
·3· · · · ·A.· · ·No.
·4· · · · ·Q.· · ·All right.· The next arrow says, "Build your
·5· local power team at the boot camp."· Did they explain to you
·6· what a power team was?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·What was a power team?
·9· · · · ·A.· · ·Your power team is your real estate agent, your
10· contractor.
11· · · · ·Q.· · ·Individuals you would need to be able to
12· successfully flip a house?
13· · · · ·A.· · ·Yes.
14· · · · ·Q.· · ·Did you build a power team at your boot camp?
15· · · · ·A.· · ·No.
16· · · · ·Q.· · ·Was it even discussed?
17· · · · ·A.· · ·I don't recall.
18· · · · ·Q.· · ·In any event, you were not provided with any
19· assistance in building a power team?
20· · · · ·A.· · ·I can explain to you what we did.
21· · · · ·Q.· · ·Okay.
22· · · · ·A.· · ·We were told to call real estate agents and
23· tell them that we were cash buyers in the area and that we
24· were there to buy homes, and to pick out, you know,
25· distressed properties for us and get back with us.· We were
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·1· all given that as homework, to find a real estate agent.
·2· · · · ·Q.· · ·Did you try to do that?
·3· · · · ·A.· · ·We did.
·4· · · · ·Q.· · ·What was the result?
·5· · · · ·A.· · ·Some people in the class found a Realtor, and
·6· it was for an actual field trip the next day to go look at
·7· these distressed homes.· They didn't pick our real estate
·8· agent.· So that was our result.· We just didn't use our real
·9· estate agent.· We went to homes, distressed properties, but
10· we didn't learn anything or build a power team.
11· · · · ·Q.· · ·Okay.· So that representation that you would
12· build a power team at the boot camp, in your case, was not
13· accurate?
14· · · · ·A.· · ·Correct.
15· · · · ·Q.· · ·The next arrow says, "Build your buyers list at
16· the boot camp."· Did they explain to you what a buyers' list
17· was ?
18· · · · ·A.· · ·Yes.· That's your buyers' list you need to
19· wholesale properties.
20· · · · ·Q.· · ·Did you build a buyers' list at the boot camp?
21· · · · ·A.· · ·No.
22· · · · ·Q.· · ·Did they attempt to help you build a buyers'
23· list at the boot camp?
24· · · · ·A.· · ·No.
25· · · · ·Q.· · ·Did they tell you how to build a buyers' list?
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·1· · · · ·A.· · ·No.
·2· · · · ·Q.· · ·Do you know how to build a buyers' list even
·3· today?
·4· · · · ·A.· · ·Yes.
·5· · · · ·Q.· · ·How did you learn to build a buyers' list?
·6· · · · ·A.· · ·Through coaching, uhm, we did -- it was
·7· homework given during coaching to call strangers.· Uhm, I
·8· found mine on Craigslist; you know, we buy houses for cash.
·9· And I attempted to build a buyers' list, but not very
10· successful.
11· · · · ·Q.· · ·Okay.· The next bold -- it's not an arrow but
12· it's bolded, it says, "Fast-cash techniques."· Do you
13· remember anything about learning about fast-cash techniques
14· at the three-day boot camp?
15· · · · ·A.· · ·I don't remember learning fast-cash techniques.
16· It might have been something that was written down for us.
17· But we -- I don't recall going over fast-cash techniques.
18· · · · ·Q.· · ·Okay.· The next one says the Fast Start 3-day
19· Boot Camp road trip.· Do you remember taking a road trip?
20· · · · ·A.· · ·Yes, we did.
21· · · · ·Q.· · ·And how long did that last?
22· · · · ·A.· · ·All day.
23· · · · ·Q.· · ·Did you learn anything on that road trip?
24· · · · ·A.· · ·No.
25· · · · ·Q.· · ·What did they attempt to teach?
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·1· · · · ·A.· · ·That -- remember going back to building your
·2· power team?· That was the real estate agents picking out
·3· distressed homes.· We went and we looked at beat-up houses;
·4· that's what we did.
·5· · · · ·Q.· · ·You did not find that useful?
·6· · · · ·A.· · ·Not in the least.
·7· · · · ·Q.· · ·The next bullet point says, "Hands on through
·8· rehabbing."· Do you see that?
·9· · · · ·A.· · ·Yes.
10· · · · ·Q.· · ·Do you remember them teaching anything about
11· hands-on through rehabbing?
12· · · · ·A.· · ·No.
13· · · · ·Q.· · ·At the bottom of that page in a bracket, it
14· says, "The Faststart 3-day Boot Camp is truly a hands-on,
15· ground-breaking event."· Did you find it to be a hands-on,
16· ground-breaking event?
17· · · · ·A.· · ·No.
18· · · · ·Q.· · ·Why not?
19· · · · ·A.· · ·I didn't learn -- I had a gray understanding of
20· how to wholesale properties, but no understanding on how to
21· flip them.· It was definitely not ground-breaking and it was
22· definitely not hands-on.
23· · · · ·Q.· · ·The next sentence says, "All three days involve
24· live interaction with expert instructors, power team members
25· and potential buyers."· Is that statement accurate?
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·1· · · · ·A.· · ·No.
·2· · · · ·Q.· · ·Why not?
·3· · · · ·A.· · ·There was no power team members or potential
·4· buyers there.
·5· · · · ·Q.· · ·Okay.· The next sentence says, "The education
·6· will be practical, useful knowledge that you can start
·7· applying today."· Is that accurate?
·8· · · · ·A.· · ·We could apply some techniques.· When I left
·9· that seminar, I didn't feel like I was going to be this great
10· successful home-flipping, wholesaling person.· It just wasn't
11· something that -- I left saying, Is there more?
12· · · · ·Q.· · ·Okay.· When you started the three-day boot
13· camp, did you expect that you would be learning at that boot
14· camp how to come -- that you would come away knowing how to
15· be successful at flipping houses?
16· · · · ·A.· · ·Yes.
17· · · · ·Q.· · ·And do you feel like that objective was met?
18· · · · ·A.· · ·No.
19· · · · ·Q.· · ·At the three-day boot camp, did they try to
20· sell you on additional products and services?
21· · · · ·A.· · ·Not at that time.
22· · · · ·Q.· · ·So there was no discussion during the boot camp
23· about you needed to buy more services?
24· · · · ·A.· · ·Not at this class.
25· · · · ·Q.· · ·Okay.· Did that come later?
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·1· · · · ·A.· · ·Yes.
·2· · · · ·Q.· · ·When did that come?
·3· · · · ·A.· · ·When I was in Montana.· So I want to say about
·4· three weeks later.
·5· · · · ·Q.· · ·What happened three weeks later?
·6· · · · ·A.· · ·We received a phone call.
·7· · · · ·Q.· · ·From who?
·8· · · · ·A.· · ·Zurixx.
·9· · · · ·Q.· · ·Okay.· What did the -- do you know who it was
10· from Zurixx?
11· · · · ·A.· · ·Yes, I do.
12· · · · ·Q.· · ·Who was it?
13· · · · ·A.· · ·Chad.
14· · · · ·Q.· · ·Do you know Chad's last name?
15· · · · ·A.· · ·I can speculate it was Chad Olson.
16· · · · ·Q.· · ·It was, in any event, a man named Chad?
17· · · · ·A.· · ·A man named Chad.
18· · · · ·Q.· · ·What did Chad say to you?
19· · · · ·A.· · ·Chad asked us how we were doing and how we
20· liked the services so far, and we said we weren't really
21· sure.· And he asked us if we were serious about this
22· business; we said we were.· And he said, You know, we're
23· trying to go through our list and find out who is really
24· serious about the business and who we can work with because
25· you know we can't work with everybody.
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·1· · · · · · · · And we said we were definitely serious.· We
·2· were in Montana trying to flip a house at that moment.· He
·3· said, Do you guys need help with that?· And we said we did.
·4· He said, Okay, great.· And he said, If you're serious about
·5· this, we'll set an appointment and my colleague will call you
·6· tomorrow and we'll talk more about working with you.· We said
·7· okay.
·8· · · · · · · · So we set an appointment for the next day at
·9· 3:00.· And he hung up and called us the next day at 3:00.
10· · · · ·Q.· · ·Who called you the next day?
11· · · · ·A.· · ·Chris.
12· · · · ·Q.· · ·Do you know Chris's last name?
13· · · · ·A.· · ·I don't know Chris's last name.
14· · · · ·Q.· · ·Was he also from Zurixx?
15· · · · ·A.· · ·He was also from Zurixx.
16· · · · ·Q.· · ·What did he say?
17· · · · ·A.· · ·He got started in much the same way that Chad
18· did, asked us how we liked the service, and we said it was
19· okay.· Do we need help?· Yes, we do.· And he said, You know,
20· with our help, you can make two to $400,000 a year, and
21· without our help, you'll probably make 125,000 to 200,000 a
22· year.· We said great, sounds good.
23· · · · · · · · And then he went on to say questions like, you
24· know, You started this new business; do you want to be
25· successful in this business?· Yes.· How do you feel that you
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·1· will be successful in this business without us?· Do you feel
·2· like you'll be successful?· No.· So how would you like help
·3· in the business?· A Cap or a Gary, would you like a Cap or a
·4· Gary to hold your hand?· Yes.· Okay, great; we've got people
·5· that can help you do that.
·6· · · · · · · · And I said okay, and I was very, very
·7· suspicious.· I didn't really want to do it.· My husband is a
·8· trainer, so he believes in training.· He's an advocate for
·9· it.· And he said, We've got the training; we'll hold your
10· hand.· You'll have a Cap or a Gary at your disposal; at any
11· time, you can call them, and they're going to walk you
12· through every aspect of this business.· Wouldn't you like to
13· have that?· And we said yes.· Wouldn't you find that a great
14· business decision for your business to have the proper
15· training?· Yes.
16· · · · ·Q.· · ·Did they tell you how much that would cost?
17· · · · ·A.· · ·There were three packages.· There was, in our
18· case, an $18,000 package, a $27,000 package -- I'm sorry, I
19· believe the lowest package was $27,000.· The next package up
20· was, I believe, $35,000.· And the highest package was
21· $47,000.
22· · · · ·Q.· · ·Did you buy one of those?
23· · · · ·A.· · ·I did.
24· · · · ·Q.· · ·Which one did you buy?
25· · · · ·A.· · ·The lowest package, the $27,000 package.
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·1· · · · ·Q.· · ·Did they tell you what you'd be getting for
·2· that $27,000 package?
·3· · · · ·A.· · ·Yes.· We were supposed to get more classes, of
·4· course, but mainly a coach to walk us through our day-to-day
·5· process of our business and somebody who was as knowledgeable
·6· as Gary or Cap.
·7· · · · ·Q.· · ·Did they tell you that you would be successful
·8· with the $27,000 package?
·9· · · · ·A.· · ·Yes.· I was going to make two to $400,000.
10· · · · ·Q.· · ·So this is something I've never understood
11· about this whole program.· If you're going to be successful
12· with the $27,000 program, why would you buy the $47,000
13· program?
14· · · · ·A.· · ·Because with the $47,000 program, there was
15· more classes and more -- I believe there was another secret,
16· exclusive seminar, inside-edge seminar, that you get to show
17· up at the events before anybody else, kind of elite of elite
18· is what your top package would have been.
19· · · · ·Q.· · ·So you would have been able to make even more
20· money with the top package?
21· · · · ·A.· · ·No.· Just the elite upper -- you were just a
22· VIP is -- from my understanding of it all.· It's all -- you
23· know, it happened over a year ago.
24· · · · ·Q.· · ·Yeah, sure.
25· · · · ·A.· · ·From my recollection, you were a VIP if you
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·1· bought 47 -- kind of like, you know, these three packages.
·2· You've got your diamond, your platinum and your gold, and
·3· each one includes a little more.· But nothing really new for
·4· me.· Not anything that I was looking at.
·5· · · · · · · · And mind you, when I'm talking to this person,
·6· I'm thinking, Matco Tools trains people.· My husband is a
·7· trainer.· I should do training to understand this more.
·8· · · · ·Q.· · ·Okay.· So you bought the $27,000 training?
·9· · · · ·A.· · ·I did.
10· · · · ·Q.· · ·Did you attempt to utilize the $27,000
11· training?
12· · · · ·A.· · ·I did.
13· · · · ·Q.· · ·What did you attempt to do?
14· · · · ·A.· · ·I set up -- we actually needed help with our
15· flip that was going on at that moment.· It was crumbling, and
16· we had no idea what to do.· So we called our coach.· Our
17· coach, our first coach that was assigned to us, was Tony.
18· · · · ·Q.· · ·Tony?
19· · · · ·A.· · ·His name as Tony.
20· · · · ·Q.· · ·Okay.· Do you know Tony's last name?
21· · · · ·A.· · ·I can't recall his last name at the moment.· It
22· was definitely a Middle Eastern name.
23· · · · ·Q.· · ·Was that helpful?
24· · · · ·A.· · ·No.· Actually, I was very, very deflated after
25· that phone call.
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·1· · · · ·Q.· · ·Why?
·2· · · · ·A.· · ·Because when we called Tony for help, he told
·3· us we needed to get more credit cards.· Mind you, they had
·4· just taken all our money.· We needed to apply for a home
·5· equity loan.· He didn't want to see us lose this deal.· We
·6· needed to do whatever we could to save the deal.· He was no
·7· Gary or Cap by any means.
·8· · · · · · · · And I hung -- when we hung up -- he told us our
·9· USA Private Money was ripping us off, which was their biggest
10· affiliate.· He told us that we -- we just needed to get more
11· credit cards somehow.· We just had to make this deal happen.
12· · · · ·Q.· · ·Okay.· Did he recommend any way for you to get
13· money other than credit cards?
14· · · · ·A.· · ·Home equity line of credit, our 401(k), any way
15· we could get it.
16· · · · ·Q.· · ·What did he say about your 401(k)?
17· · · · ·A.· · ·Just borrow against it.
18· · · · ·Q.· · ·Did you?
19· · · · ·A.· · ·No.· I immediately hung up the phone and looked
20· at my husband and said, We just spent $27,000 for that.· And
21· we called Chad.
22· · · · ·Q.· · ·What did Chad say?
23· · · · ·A.· · ·I told him and my husband told him, on speaker,
24· that we were very dissatisfied with the coaching service and
25· we did not want to do it.
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·1· · · · ·Q.· · ·What did Chad say to that?
·2· · · · ·A.· · ·He said we could interview all of the coaches
·3· and pick the one we wanted.
·4· · · · ·Q.· · ·Did you do that?
·5· · · · ·A.· · ·We did.
·6· · · · ·Q.· · ·Who did you interview?
·7· · · · ·A.· · ·We interviewed Bret, Dan.· Another guy, Kevin,
·8· I believe.· No.· I can't remember his name.· He's one of the
·9· other coaches.· I can't remember his name, but another guy.
10· We didn't choose him.
11· · · · ·Q.· · ·You chose Bret?
12· · · · ·A.· · ·We chose Bret.· But mind you, by the time we
13· were done interviewing the coaches, our cooling off period
14· was over.· So we had no out.· We had to choose somebody.
15· Because we couldn't get our money back because the cooling
16· off period was over.· That was my understanding.· So we chose
17· Bret.
18· · · · ·Q.· · ·Did you talk to Bret?
19· · · · ·A.· · ·We had one coaching call with Bret.
20· · · · ·Q.· · ·How many calls were you supposed to get with a
21· coach?
22· · · · ·A.· · ·I believe it wasn't calls.· It was six months
23· of training, once a week, six months of training.· And all of
24· the calls in that we wanted to the coach with questions.
25· · · · ·Q.· · ·And you only had one?
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·1· · · · ·A.· · ·We had one with Bret.
·2· · · · ·Q.· · ·Okay.· Tell me about that call.
·3· · · · ·A.· · ·We had one coaching call with Bret, and he gave
·4· us some homework to do.· And the homework was to get 12 zip
·5· codes we wanted to work in, call mortgage brokers and start
·6· building our -- place an ad on Craigslist.· "We buy houses
·7· for cash."· So we did that.· We started to do that, anyway.
·8· · · · ·Q.· · ·Okay.· Did you -- did you stop doing that at
·9· some point?
10· · · · ·A.· · ·Yes, we did.
11· · · · ·Q.· · ·Why?
12· · · · ·A.· · ·Because I didn't understand why we had to call
13· mortgage companies.· I had a question for Bret, but he had
14· gone on vacation.
15· · · · ·Q.· · ·Had you known that the coaching was going to be
16· of the quality that it was, would you have paid the $27,000
17· for it?
18· · · · ·A.· · ·Absolutely not.· We had a second coaching call.
19· · · · ·Q.· · ·Had you known that the quality of the three-day
20· boot camp was going to be what it was, would you have paid
21· the $41,000 for that?
22· · · · ·A.· · ·Absolutely not.
23· · · · ·Q.· · ·Okay.
24· · · · · · · · MR. WING:· Paula, let's get this document.
25· · · · · · · · (Off-the-record discussion)
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·1· · · · · · · · · · · · · · · · *
·2· · · · · · · · (Whereupon, Exhibit No. 5 was marked for
·3· identification.)
·4· BY MR. WING:
·5· · · · ·Q.· · ·You've been handed what's been marked as
·6· Exhibit 5.· Do you recognize that?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·What is it?
·9· · · · ·A.· · ·Credit card dispute.
10· · · · ·Q.· · ·Is this a document that you prepared?
11· · · · ·A.· · ·Myself and my husband, yes.
12· · · · ·Q.· · ·What was the purpose of this document?
13· · · · ·A.· · ·We were disputing the charges on our credit
14· card.
15· · · · ·Q.· · ·Now, I chose one of them.· This one at the top
16· says Keller dispute, Bank of America.· Did you submit this to
17· more than one credit card?
18· · · · ·A.· · ·We did.
19· · · · ·Q.· · ·Did you submit it to all of the credit cards
20· that you had taken loans with?
21· · · · ·A.· · ·We did.
22· · · · ·Q.· · ·Were they all similar in nature of this one?
23· · · · ·A.· · ·Yes, they were.
24· · · · ·Q.· · ·It describes, I think it's fair to say, your
25· dissatisfaction with what you had received.· Is that right?
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·1· · · · ·A.· · ·Yes.
·2· · · · ·Q.· · ·Let's skip down to Section 1 where it says
·3· "Services not as received, described, and/or promised."· "A,"
·4· it says, "Faststart 3-day Boot Camp - attended; only taught 2
·5· of 6 sections."· Do you see that?
·6· · · · ·A.· · ·Yes.
·7· · · · ·Q.· · ·"The three-day boot camp was marketed to
·8· provide us with six areas per the course description book."
·9· What was the course description book?
10· · · · ·A.· · ·There was a book that was named the course
11· description book.· There was a booklet.· I have that.
12· · · · ·Q.· · ·They gave that to you at the beginning?
13· · · · ·A.· · ·That was something that they -- that's what
14· they sold their diamond package off of, yes.
15· · · · ·Q.· · ·Okay.· It says, "Of these six areas, only two
16· were taught at the event."· Is that accurate?
17· · · · ·A.· · ·Yes, it is.
18· · · · ·Q.· · ·"We did not receive: 1, Market specific
19· principles."· And I think we discussed that already, didn't
20· we?
21· · · · ·A.· · ·Yes.
22· · · · ·Q.· · ·"2, We did not build our local power team."
23· And we discussed that?
24· · · · ·A.· · ·Correct.
25· · · · ·Q.· · ·Is there anything else that you have to add
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·1· about that?
·2· · · · ·A.· · ·Just that it was not as described.
·3· · · · ·Q.· · ·"3, we did not build a buyers list."· Is there
·4· anything that we haven't discussed about that?
·5· · · · ·A.· · ·No.
·6· · · · ·Q.· · ·Or, "The hands-on through rehabbing was to have
·7· been a field trip to a local home improvement center and look
·8· at the products there to maximize our abilities to rehab.
·9· There was even a Home Depot in walking distance and we also
10· had a tour bus for our other field trip."
11· · · · · · · · Can you explain that last sentence to me?

I

12· didn't understand it.
13· · · · ·A.· · ·In the course description book, we were
14· supposed to go to a hardware store.· We did not go.
15· · · · ·Q.· · ·So they didn't actually teach you how to do
16· rehabbing.· Is that accurate?
17· · · · ·A.· · ·Right.· Correct.· We didn't do anything that
18· had to do with rehabbing other than going to the distressed
19· properties and looking at them.
20· · · · ·Q.· · ·Is it fair to say that without any training on
21· how to do rehabbing, you didn't feel like you could be
22· successful flipping houses?
23· · · · ·A.· · ·Yes.
24· · · · ·Q.· · ·Go down to "F" where it says, "On-line resource
25· center."· What was the on-line resource center?
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·1· · · · ·A.· · ·The on-line resource center was something that
·2· was in their software, I believe, from Hilary Farr's on-line
·3· resource center.· And it was just information that isn't
·4· useful.· It was just something for you to have, Here you go.
·5· Again, no real meat and potatoes, just basic information that
·6· you could find on the Internet yourself.
·7· · · · ·Q.· · ·What kind of information are you -- are we
·8· talking about?
·9· · · · ·A.· · ·I didn't really use it.· It was very minimal.
10· Just basic stuff.· How to flip homes, welcome to the program.
11· And I don't really remember because I don't really -- we
12· didn't really utilize it.· It was just basic...
13· · · · ·Q.· · ·You accessed it and tried to use it; you just
14· didn't find it helpful.· Is that accurate?
15· · · · ·A.· · ·Yes.· It wasn't very helpful.
16· · · · ·Q.· · ·Because what you were looking for was specific
17· instruction on how to flip homes or warehouse homes?
18· · · · ·A.· · ·Right.
19· · · · ·Q.· · ·You didn't find that in any of the training you
20· received.· Is that fair?
21· · · · ·A.· · ·Yes.
22· · · · ·Q.· · ·Okay.· The second page of Exhibit 5 is called
23· the customer bill of rights.· Do you remember getting that?
24· · · · ·A.· · ·Oh, yes.
25· · · · ·Q.· · ·Where did you get it?
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·1· · · · ·A.· · ·We got this at the same time that we signed up
·2· for our diamond package.· It was -- it was part of this
·3· contract that we signed.
·4· · · · ·Q.· · ·So that would have been at the end of the
·5· three-day seminar?
·6· · · · ·A.· · ·Yes.
·7· · · · ·Q.· · ·And you got this?
·8· · · · ·A.· · ·It was discussed during the three-day seminar.
·9· Their commitment, their bill of rights, all of that was
10· discussed.· How honest they are, how up front they are,
11· how we can be expected -- what we could expect from them,
12· what they expected of us, was discussed prior to signing
13· this.
14· · · · ·Q.· · ·At the bottom, I see handwritten Philip Keller.
15· Next to that is a signature.· Is that your husband's
16· signature?
17· · · · ·A.· · ·Yes, it is.
18· · · · ·Q.· · ·Then above that, it says Hilary Farr.· Did you
19· ever meet Hilary Farr at any of these?
20· · · · ·A.· · ·No.
21· · · · ·Q.· · ·But they presented this to you as Zurixx's or
22· Rules of Renovation's customer bill of rights?
23· · · · ·A.· · ·Yes.
24· · · · ·Q.· · ·The first bullet point says that if -- well,
25· actually, up above that, before it starts the bullet points,
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·1· the fourth line down, you have underlined there.· Is that
·2· your underlining?
·3· · · · ·A.· · ·I believe my husband underlined it.
·4· · · · ·Q.· · ·It says, "My students and event attendees can
·5· expect honest and informative information."· I wondered
·6· myself what kind of information there was besides informative
·7· information.
·8· · · · · · · · MR. KAUFMANN:· Redundant, redundant.
·9· BY MR. WING:
10· · · · ·Q.· · ·"My students and event attendees can expect
11· honest and informative information based on current market
12· trends."· Do you feel like you received honest information
13· based on current market trends?
14· · · · ·A.· · ·No.
15· · · · ·Q.· · ·What part of that do you disagree with?
16· · · · ·A.· · ·I did not receive honest -- honesty or
17· information at all.
18· · · · ·Q.· · ·Okay.
19· · · · ·A.· · ·Based on current market trends.
20· · · · ·Q.· · ·The next sentence says, "My customer bill of
21· rights consists of commitments on my end as well as yours."
22· All right.· Then under the bullet points, the first one is
23· "understandable."· Did you feel like the information you
24· received was understandable?
25· · · · ·A.· · ·On what they taught, I could understand what
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·1· they were teaching.· It just didn't have anything to do with
·2· home flipping.
·3· · · · ·Q.· · ·Fair enough.· Number 2 says, "Fair.· I will
·4· treat each of my students equally and with respect."· Did you
·5· feel like you were treated with respect?
·6· · · · ·A.· · ·No.
·7· · · · ·Q.· · ·Why not?
·8· · · · ·A.· · ·My last conversation with Bret Ehlers.
·9· · · · ·Q.· · ·We're going to get to that and -- and -- okay.
10· Number 3, "Results Oriented.· I have directed my education
11· and courses to lead to results."· Do you think that's an
12· accurate statement?
13· · · · ·A.· · ·No.
14· · · · ·Q.· · ·Why not?
15· · · · ·A.· · ·Because the results I've achieved have not been
16· met by Rules of Renovation at all.· And they never taught us
17· anything to get results.
18· · · · ·Q.· · ·Number 5 says, "Responsible with new clients,"
19· and someone has underlined "Our premium curriculums are put
20· into place to accommodate students with varying degrees of
21· participation and budgets."· Did you feel like there were -22· that you received premium curriculum?
23· · · · ·A.· · ·No.
24· · · · ·Q.· · ·Why not?
25· · · · ·A.· · ·Because there wasn't a curriculum.· Everyone
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·1· taught their own opinion.· Everything that I was taught was
·2· somebody's opinion.· There was nothing in a book that you
·3· followed.· There was no curriculum.
·4· · · · ·Q.· · ·Okay.· You didn't feel like you received
·5· information that would allow you to make the kind of money
·6· you were told you were going to be able to make?
·7· · · · ·A.· · ·Absolutely.· There was no formula, there was no
·8· curriculum.· And if you compare that to what my husband does,
·9· there's a curriculum.· There is a formula for a business, and
10· everyone should follow that curriculum.· They did not do
11· that.
12· · · · ·Q.· · ·Number 6 says, "Professionally Trained."· Were
13· any of the people that you dealt with professionally trained
14· as far as you know?
15· · · · ·A.· · ·Not -- not that I can recall.· My instructors
16· were not trained instructors in my opinion.· They were
17· businessmen giving their opinion on how to make money.· And
18· their own experience on how to make money.
19· · · · ·Q.· · ·The next page of Exhibit 5 has something where
20· you've got in quotes, "Education and courses that lead to
21· results."· Is this something you prepared?
22· · · · ·A.· · ·I'm sorry, where are you?
23· · · · ·Q.· · ·The third page of Exhibit 5.· This paragraph
24· right here.
25· · · · ·A.· · ·Okay.· Oh, okay.
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·1· · · · ·Q.· · ·Is that something -- is that Paragraph 1 that
·2· you wrote?
·3· · · · ·A.· · ·That is something my husband would have
·4· written.
·5· · · · ·Q.· · ·All right.· I'll wait and talk to him about
·6· that if he wrote it.
·7· · · · ·A.· · ·Yeah.
·8· · · · ·Q.· · ·Did he prepare most of the content of this -·9· · · · ·A.· · ·Yes.
10· · · · ·Q.· · ·-- exhibit?· Okay.
11· · · · · · · · (Off-the-record discussion)
12· · · · · · · · (Whereupon, Exhibit No. 6 was marked for
13· identification.)
14· BY MR. WING:
15· · · · ·Q.· · ·This has been marked as Exhibit 6.· But in
16· looking at it, it might actually all be part of the prior
17· document.· Can you tell me if this is a separate document or
18· if it's part of the prior document?
19· · · · ·A.· · ·Okay.· So this looks like it clarified from the
20· BBB complaint.
21· · · · ·Q.· · ·You filed a complaint with the Better Business
22· Bureau?
23· · · · ·A.· · ·I did.
24· · · · ·Q.· · ·Do you know who prepared this page, the first
25· page of Exhibit 6, whether it was you or your husband?
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·1· · · · ·A.· · ·I believe my husband -- I believe I did per
·2· his -- we both did.
·3· · · · ·Q.· · ·Okay.
·4· · · · ·A.· · ·Wrote it kind of together.
·5· · · · ·Q.· · ·Fair enough.· Okay.· Looking at the first page
·6· of Exhibit 6, beginning on Line 3, at the end, it says,
·7· "They all sell what many consumers describe as misleading and
·8· manipulative marketing practices that start with a series of
·9· real estate investment seminars or similar."
10· · · · · · · · That is referring to Zurixx and its principals.
11· Is that right?
12· · · · ·A.· · ·Yes, it is.
13· · · · ·Q.· · ·How did you come to learn that Zurixx had a
14· number of affiliates?
15· · · · ·A.· · ·I did a lot of research after this happened to
16· me and found several articles on-line about these people and
17· about what they do.· And one in particular was the Salt Lake
18· City Tribune dated back in 2012 -- or sorry, 2014, early
19· 2014, before they started Zurixx.· And so they had done this
20· before, prior to opening Zurixx, is how I learned that they
21· do this.· Then they just shut it down and open another one.
22· · · · · · · · I was very distraught to know that they did
23· this, and this is what they do.· They take people's lives.
24· · · · ·Q.· · ·Okay.· There's a list down here of different
25· companies that you say, "Here are many of the various names
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·1· used and/or associated with Zurixx, their founders and/or
·2· their key management."· How did you find these names?
·3· · · · ·A.· · ·Research.
·4· · · · ·Q.· · ·Internet research?
·5· · · · ·A.· · ·Internet research.· Talking with people.· There
·6· was one specifically that I found out actually from a friend,
·7· who attended the same class I did, that they were, and this
·8· is where I found out that some of the members had Daues
·9· Financial.
10· · · · ·Q.· · ·Can you spell that?
11· · · · ·A.· · ·D-a-u-e-s Financial.· One or more of the people
12· owned that business.· And I can't remember if it was Jeff
13· Spangler or Shane Andrus, but one of them owned it.· And then
14· one of them owned Premier Mentoring as well.
15· · · · ·Q.· · ·Had you known that they had been involved in
16· these prior businesses, would it have influenced your
17· decision to pay them the money that you did?
18· · · · ·A.· · ·Yes.
19· · · · ·Q.· · ·How would it have changed your decision?
20· · · · ·A.· · ·Well, they're not trustworthy people, so I
21· would not put my money with them.
22· · · · ·Q.· · ·When did you find out the information that's
23· contained on this page?· Was it after you had paid the full
24· $70,000?
25· · · · ·A.· · ·Yes.
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·1· · · · ·Q.· · ·Did you ever talk to any ex-employees who were
·2· speaking out about Zurixx practices?
·3· · · · ·A.· · ·I never talked to them.· I did look at
·4· Glassdoor.
·5· · · · ·Q.· · ·Okay.· I now need to pin down -- I think we've
·6· already discussed this, but I need to make sure I understand
·7· the steps that you took to try to implement the principles
·8· that they were trying to teach to you.· So can you tell me -·9· let's go through what you did.· You attended each of the
10· seminars that you were signed up for.· Is that right?
11· · · · ·A.· · ·Yes.
12· · · · ·Q.· · ·And you went each day?
13· · · · ·A.· · ·Yes, I did.
14· · · · ·Q.· · ·Did you do the homework they assigned you?
15· · · · ·A.· · ·Yes, I did.
16· · · · ·Q.· · ·This is up until the time that you felt like
17· you could no longer trust them, and they -- they had breached
18· the contract, and so you quit working with them.· Correct?
19· · · · ·A.· · ·Yes.
20· · · · ·Q.· · ·What else did you do to try to make this work?
21· · · · ·A.· · ·During my time with them?
22· · · · ·Q.· · ·Yes.
23· · · · ·A.· · ·I did everything that they were telling me to
24· do.
25· · · · ·Q.· · ·Can you give me detail on that?
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·1· · · · ·A.· · ·Bret gave us an assignment to do.· It was to
·2· locate 12 zip codes, and I did that.· Put an ad on
·3· Craigslist, "we pay cash for houses."· I had a question on
·4· that, so I didn't do it.· Start calling mortgage brokers or
·5· mortgage companies to find out if they fund fix-and-flips.

I

·6· did that.· And then I had a question for him, but he was on
·7· vacation.· And our next coaching call was a different person.
·8· · · · ·Q.· · ·I read that you felt like some of the things
·9· they asked you to do were illegal.· Can you tell me what you
10· felt they asked you to do was illegal?
11· · · · ·A.· · ·Yeah.· We were definitely taught that at Fast
12· Start 3-day Boot Camp, to set out bandit signs that say we
13· pay cash for houses.· And apparently if you put those out
14· in -- we noted the code somewhere, In Vancouver, it's $1,000
15· fine per sign.· It's illegal and you can't do.· If you're
16· caught, it's a hefty fine.· Cap -17· · · · ·Q.· · ·It wouldn't be that hard to catch you since it
18· would have your telephone number on it?
19· · · · ·A.· · ·Yeah.· We did order signs; they were $80.· We
20· did do that.
21· · · · ·Q.· · ·Do you have any reason to believe that Zurixx
22· knew it was illegal?
23· · · · ·A.· · ·Yes.· Gary said that they were illegal in his
24· class.· And he even used an example of a gentleman who was
25· $50,000 in fines because he had 50,000 signs out, and we
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·1· asked how he got out of it.· And his story was the guy
·2· wholesaled his way out of it.· That was just his story.
·3· · · · ·Q.· · ·Okay.· This was Gary, one of the Zurixx
·4· teachers, who told you it was illegal to do it?
·5· · · · ·A.· · ·Yes.
·6· · · · ·Q.· · ·But Zurixx told to you do it anyway?
·7· · · · ·A.· · ·Yes, we were taught to do it anyway.· Do it on
·8· the weekends is what we were told.
·9· · · · ·Q.· · ·And why were you told to do it on weekends?
10· · · · ·A.· · ·City inspectors or City people aren't out on
11· the weekends.· You just put it out on the weekend, and you
12· pull it off on Monday or Sunday night.
13· · · · ·Q.· · ·Were you told anything else that you felt like
14· was illegal?
15· · · · ·A.· · ·Yes.· Cap had us make business cards.· We did
16· do that.· And on the back of it -- you give the pizza guy a
17· card, and on the back of it, it says, I'll pay you $500 for
18· any deal I close on a property you bring me.· So if I bring
19· you a property and I say, This property is located at this
20· address, and I close the deal and I pay you $500 after I
21· close that deal, that's illegal.· There's a code for that, as
22· well, it's a bird-dog code.
23· · · · ·Q.· · ·How did you find out that was illegal?
24· · · · ·A.· · ·One of my friends that's a real estate agent
25· told me.
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·1· · · · ·Q.· · ·But you did not find out until after you had
·2· had your relationship with Zurixx.· Is that right?
·3· · · · ·A.· · ·Correct.· I didn't find that out until Fast
·4· Star Boot Camp, three-day boot camp, we found out in that
·5· class because Gary told us as well.
·6· · · · ·Q.· · ·He told you it was illegal?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·So Gary told you that something that Zurixx was
·9· teaching you to do was illegal?
10· · · · ·A.· · ·Yes.
11· · · · ·Q.· · ·Okay.· Anything else you can think of that they
12· taught you to do that was illegal?
13· · · · ·A.· · ·Jog my memory.· There were several things that
14· I felt...
15· · · · ·Q.· · ·Did they talk to you about taxes?
16· · · · ·A.· · ·Yes.
17· · · · ·Q.· · ·What did they tell you about taxes?
18· · · · ·A.· · ·Bret Ehlers talked about taxes.
19· · · · ·Q.· · ·What did he say?
20· · · · ·A.· · ·So Bret told us that we should, wink-wink, take
21· all of the money that we had paid in 2018 and deduct it on
22· our 2017 taxes.· So even though we paid for all of their
23· services in 2018, we should still deduct them on our 2017
24· taxes.
25· · · · ·Q.· · ·Did he tell you why you should do that?
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·1· · · · ·A.· · ·Because we'll get a big refund if we do that.
·2· · · · ·Q.· · ·Okay.· Did he tell you why he thought it was
·3· appropriate to do that?
·4· · · · ·A.· · ·No.· He just said, wink-wink, deduct them
·5· there.
·6· · · · ·Q.· · ·Did you find out that that was inappropriate?
·7· · · · ·A.· · ·Common knowledge says I cannot deduct 2018
·8· expenses in 2017.· It's just not legal to do.
·9· · · · ·Q.· · ·Okay.· All right.
10· · · · · · · · Did he tell you to deduct it as an education
11· expense or as a business expense?· Or did he not say?
12· · · · ·A.· · ·He said you can deduct educational services for
13· your business as a business expense.
14· · · · ·Q.· · ·As a business expense?
15· · · · ·A.· · ·Yes.
16· · · · ·Q.· · ·Do you know if that's accurate?· Did you ever
17· check into that?
18· · · · ·A.· · ·I have not.
19· · · · ·Q.· · ·Did you ever talk to an accountant about
20· whether the tax advice he gave you was accurate?
21· · · · ·A.· · ·Not as of today.
22· · · · ·Q.· · ·Did you take the 2018 expenses on your 2017
23· return?
24· · · · ·A.· · ·No.
25· · · · ·Q.· · ·Good choice.
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·1· · · · ·A.· · ·I did not.
·2· · · · ·Q.· · ·Did they tell you to do anything in addition to
·3· the things -- oh, wait, I'm sorry.· We didn't talk about
·4· proof-of-fund letters.· Did you think there was something
·5· illegal about the proof-of-fund letters?
·6· · · · ·A.· · ·Yes.· That brings me back to my very important
·7· point of wholesaling.· So USA Private Money will give you
·8· proof-of-funds letters no matter what.· So will other
·9· companies that we were told that you can get off the
10· Internet.· You can get these proof-of-funds letters from
11· anywhere.· There's a specific website that they were using,
12· and forgive me, I can't remember the name of it right now.
13· That company, you pay them money for proof-of-funds letters,
14· and they'll say you have millions of dollars.
15· · · · · · · · If you put a property under contract using a
16· false proof-of-funds letter, you are committing fraud.
17· That's real estate fraud.· If you don't have the funds to
18· back what you say and that house goes under contract, and you
19· can't really afford the home, you're committing fraud.
20· · · · ·Q.· · ·How did you find that out?
21· · · · ·A.· · ·My real estate friend, and research.
22· · · · ·Q.· · ·When did you find that out?
23· · · · ·A.· · ·Way after I believe even the "Boots on the
24· Ground" class.
25· · · · ·Q.· · ·But they told you take this action that you
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·1· subsequently learned was fraudulent?
·2· · · · ·A.· · ·Yes, correct.· I do know someone who did it
·3· several times.
·4· · · · ·Q.· · ·You did not?
·5· · · · ·A.· · ·I did not, no.
·6· · · · ·Q.· · ·Other than the things that were illegal, did
·7· they tell you to do things that you felt were unethical?
·8· · · · ·A.· · ·Yes.
·9· · · · ·Q.· · ·Can you give me any examples?
10· · · · ·A.· · ·I can.· Uhm, in calling people for wholesaling,
11· it's a tough business.· It's not one you can do in ten
12· minutes.· You're calling a for-sale-by-owner, someone who is
13· selling their home to you.· And in Bret's method of doing
14· this, he is very mean.
15· · · · ·Q.· · ·Mean?
16· · · · ·A.· · ·Mean.· And unethical in telling this home owner
17· his examples.· I actually have copies of those examples
18· written down.· Mr. Homeowner, why do you think you deserve X
19· amount of dollars for your home?· Well, did you fix it up?
20· Is it worth this amount?· Did you know your neighbor's house
21· didn't sell for that much?· How do you think -- so his way of
22· negotiating was, in my book, unethical and unfriendly,
23· something I wouldn't do.
24· · · · ·Q.· · ·How about the way you were taught by Zurixx to
25· pay subcontractors?· Did they teach you things that you felt
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·1· were unethical in that regard?
·2· · · · ·A.· · ·Yes.· Bret told us -- one of the things he told
·3· us is, Why should the contractor be paid up front?· I've had
·4· contractors that didn't even show up to work; why should they
·5· be paid, you know, at the time of service?· They should get
·6· paid when the deal is sold.
·7· · · · · · · · So meaning, you don't pay anyone until your
·8· deal -- until your house sells.· You don't pay your
·9· contractors, you don't pay anyone.· You just go flip the home
10· and say, Well, hopefully you're still around at the end of
11· the sale a year later, and I'll pay you then.
12· · · · ·Q.· · ·You felt that was unethical?
13· · · · ·A.· · ·Yes.· If you don't pay your people, they're not
14· going to come back.
15· · · · · · · · (Off-the-record discussion)
16· BY MR. WING:
17· · · · ·Q.· · ·Go to the last pages of the exhibit you have in
18· front of you, which appears to be a letter dated April 11th,
19· 2018.
20· · · · · · · · MR. KAUFMANN:· Robert, this is the last two
21· pages of Exhibit 6?
22· · · · · · · · MR. WING:· Yes.
23· BY MR. WING:
24· · · · ·Q.· · ·There's a letter dated April 11th, 2018, to
25· James Carlson?
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·1· · · · ·A.· · ·Yes.
·2· · · · ·Q.· · ·The signature on it is you and your husband.
·3· Did you write this one together, as well, or did one of you
·4· write this?
·5· · · · ·A.· · ·I believe my husband wrote this letter to him.
·6· · · · ·Q.· · ·Why don't we wait and talk to him about that.
·7· · · · · · · · (Whereupon, Exhibit No. 7 was marked for
·8· identification.)
·9· BY MR. WING:
10· · · · ·Q.· · ·You've been handed what's been marked as
11· Exhibit 7.· Is that a document you recognize?
12· · · · ·A.· · ·Yes.
13· · · · ·Q.· · ·I'm referring specifically to the e-mail to
14· Kevin dated April 12, 2018.· Again, it's signed by both you
15· and your husband.· Do you know who wrote that?
16· · · · ·A.· · ·I did.
17· · · · ·Q.· · ·I want to -- do you remember writing this?
18· · · · ·A.· · ·Yes.
19· · · · ·Q.· · ·Who is Kevin?
20· · · · ·A.· · ·Kevin York.
21· · · · ·Q.· · ·Who is he?
22· · · · ·A.· · ·He's student accounts.
23· · · · ·Q.· · ·Student accounts at?
24· · · · ·A.· · ·At Zurixx.· He's an employee of Zurixx.
25· · · · ·Q.· · ·Why were you writing to him?
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·1· · · · ·A.· · ·Because I was attempting to get my money back.
·2· · · · ·Q.· · ·Had you spoken with him by telephone?
·3· · · · ·A.· · ·Once.
·4· · · · ·Q.· · ·Tell me about that conversation.
·5· · · · ·A.· · ·When I found out that this was all basically
·6· fraud in my book, I started disputing my credit cards
·7· immediately that evening.· I put disputes on Citibank and
·8· Bank of America that evening.
·9· · · · · · · · The next morning as it's -- it's as if I was on
10· radar; they have a button that lights up or something.· Kevin
11· York left two voicemails for me, and I called him back.· And
12· I told him -- he asked me, he said there seemed to be a
13· problem with my Citibank card, and is there something he
14· could help me with?· I told him I wasn't happy with the
15· service, and I wanted to end the service and I wanted a
16· refund.
17· · · · · · · · And he said, Would you be willing to settle
18· with us instead of going through the credit cards?· And I
19· said, Sure, I can settle with you, but I will only do it via
20· e-mail.· And he said, Okay.· And I corresponded with him via
21· e-mail only.
22· · · · ·Q.· · ·Okay.· Is this Exhibit 7 one of the e-mails
23· that -- or part of that e-mail correspondence?
24· · · · ·A.· · ·Yes.
25· · · · ·Q.· · ·All right.· It says in the -- well, about
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·1· halfway down the page, in bold, you've got, "We have clearly
·2· not received the caliber of education promised, the quality
·3· of resources has not impressed us, and the value for the
·4· money spent is not acceptable."
·5· · · · · · · · Is that an accurate reflection of the way you
·6· felt?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·Do you still feel that way?
·9· · · · ·A.· · ·Yes.
10· · · · ·Q.· · ·For the reasons we've discussed?
11· · · · ·A.· · ·Yes.
12· · · · ·Q.· · ·Further down in the page, it says, "Speaking of
13· promised incomes, Foundation Funding said our estimated
14· earnings were to be 170K."· Who is Foundation Funding?
15· · · · ·A.· · ·Oh, Foundation Funding is the company that took
16· out all the credit cards in our name.
17· · · · ·Q.· · ·Were you directed to Foundation Funding by
18· Rules of Renovation or Zurixx?
19· · · · ·A.· · ·Foundation Funding contacted us.
20· · · · ·Q.· · ·Did they get your name from Zurixx or Rules of
21· Renovation?
22· · · · ·A.· · ·Yes, they did.
23· · · · ·Q.· · ·Do you know if they are affiliated with -24· · · · ·A.· · ·Yes, they are.
25· · · · ·Q.· · ·Do you know what the nature of the relationship
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·1· is?
·2· · · · ·A.· · ·When they took my payment, Scott Alders was our
·3· coach, and Scott Alders knows Foundation very well and knows
·4· Whitney very well.· Because he said he would call her to make
·5· sure she was finished getting my credit cards.
·6· · · · ·Q.· · ·All right.· So it says, "Foundation Funding
·7· said our estimated earnings were to be 170K."· Do you
·8· remember having that conversation with somebody from
·9· Foundation Funding?
10· · · · ·A.· · ·Yes.· Whitney.
11· · · · ·Q.· · ·She told you that you would earn 170K?
12· · · · ·A.· · ·She said we would earn 170,000 or more.
13· · · · ·Q.· · ·Per year?
14· · · · ·A.· · ·Per year.
15· · · · ·Q.· · ·"On the coaching upsell," what do you mean by
16· the word "upsell"?
17· · · · ·A.· · ·"On the coaching upsell," that's when we got
18· the telephone call, and they upsold us the coaching.
19· · · · ·Q.· · ·What do you mean by "upselling"?
20· · · · ·A.· · ·Above and beyond what we had already paid.
21· · · · ·Q.· · ·They were trying to sell you additional
22· products or services?
23· · · · ·A.· · ·Yes.
24· · · · ·Q.· · ·It says, "The salesperson said without the
25· coaching, we would" be -- I assume it means we would make
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·1· "100 to 200K at best."· Is that correct?
·2· · · · ·A.· · ·Yes.
·3· · · · ·Q.· · ·"But with coaching, we should expect 300 to
·4· 400K."· Do you know who that person was that said that?
·5· · · · ·A.· · ·Chris.
·6· · · · ·Q.· · ·He was a Zurixx employee?
·7· · · · ·A.· · ·Yes, he was.
·8· · · · ·Q.· · ·Or a representative?
·9· · · · ·A.· · ·Yes.
10· · · · ·Q.· · ·The next paragraph has, again, something in
11· bold.· It says, "In our 3 day Fast Start Boot Camp, the
12· instructor even said that the seminar was only able to cover
13· a small portion of the material provided.· This class that
14· was so touted as such a selling point during the upsell
15· process merely offered more of a 30,000 foot view of the
16· topics covered and there were many more sections untouched."
17· · · · · · · · Is that your paraphrasing of what he told you?
18· · · · ·A.· · ·I believe my husband wrote that.· It was very
19· much my understanding as well.
20· · · · ·Q.· · ·The next page, the second paragraph, in bold,
21· says, "The first coach assigned to us seemed unaware of how
22· your system works.· He talked of trying to open credit cards
23· (you already did during the first seminar and have charged
24· approximately $70,000) and also went on to tell us that your
25· recommended source of money is ripping us off."
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·1· · · · · · · · Is that an accurate reflection of what you
·2· remember?
·3· · · · ·A.· · ·Yes.
·4· · · · ·Q.· · ·The last sentence of that paragraph, "We are
·5· not moving forward at the pace we were told (have you
·6· immediately doing deals and making money fast)."
·7· · · · · · · · So did you feel like you were being told that
·8· you would be able to immediately do deals and make money
·9· fast?
10· · · · ·A.· · ·Yes.
11· · · · ·Q.· · ·Was that representation part of the three-day
12· seminar, "Boots on the Ground" seminar, both, or something
13· later?
14· · · · ·A.· · ·That was the coaching.
15· · · · ·Q.· · ·You felt like that did not happen?
16· · · · ·A.· · ·That did not happen.
17· · · · ·Q.· · ·As far as you know, everything in this e-mail
18· exchange from your perspective is accurate?
19· · · · ·A.· · ·Yes.
20· · · · · · · · MS. FAERBER:· These are additional pages that
21· should be part of that.· I had them separated out as a
22· different exhibit, but they're the continuation of Kevin
23· York.
24· · · · · · · · MR. WING:· Let's mark that.
25· · · · · · · · (Off-the-record discussion)
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·1· · · · · · · · · · · · · · · · *
·2· · · · · · · · (Whereupon, Exhibit No. 8 was marked for
·3· identification.)
·4· BY MR. WING:
·5· · · · ·Q.· · ·You've been handed now what's been marked as
·6· Exhibit 8, and my colleague tells me that that probably
·7· should have been part of Exhibit 7.
·8· · · · ·A.· · ·Yes.
·9· · · · ·Q.· · ·Is it a continuation of Exhibit 7?
10· · · · ·A.· · ·Yes, it is.
11· · · · ·Q.· · ·Does it also accurately, as far as you know,
12· reflect, in the part you wrote, your understanding of what
13· happened?
14· · · · ·A.· · ·Yes.· This is definitely me talking with him.
15· · · · · · · · (Whereupon, Exhibit No. 9 was marked for
16· identification.)
17· BY MR. WING:
18· · · · ·Q.· · ·I've handed you what's been marked as
19· Exhibit 9, which is a packet of what appear to be e-mails
20· between you and somebody named Whitney Fitzgerald.· Would you
21· just glance through those and tell me if they appear to be
22· e-mails between you and Whitney?
23· · · · ·A.· · ·Yes.
24· · · · ·Q.· · ·Who is Whitney Fitzgerald?
25· · · · ·A.· · ·She was my assigned funding coordinator.
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·1· That's who she was.
·2· · · · ·Q.· · ·Funding coordinator to get you credit cards?
·3· · · · ·A.· · ·She was to get credit cards for my business.
·4· · · · ·Q.· · ·Whose idea was it for you to get credit cards
·5· for your business?
·6· · · · ·A.· · ·Zurixx.
·7· · · · ·Q.· · ·Why did they tell you to do that?
·8· · · · ·A.· · ·During -- we'll go back to the three-day
·9· private-money workshop.· During one of the sessions on day
10· three, I was taken into the hall, sat down at a table with a
11· notary after we signed up, and told to sign this paper.

I

12· asked for a copy of what I signed from the notary, and he
13· said that my coach would give it to me.· I asked my coach for
14· that paper, and he said it would be mailed to me.· I never
15· received it.
16· · · · · · · · I received it later.· It turned out to be
17· permission for Foundation Funding to run my credit and my
18· social security and my name.· And basically I gave them
19· permission to get credit cards in my name.
20· · · · ·Q.· · ·What was the purpose of getting credit cards in
21· your name?
22· · · · ·A.· · ·I was told that we needed money for our
23· business.· These credit cards were going to help us because
24· if you're going to flip houses, you're going to need to put
25· some of this stuff on your credit cards, you're going to need
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·1· money for your business.· My understanding at that time was
·2· money for my business.· I even said so to some of the credit
·3· card companies that called.
·4· · · · ·Q.· · ·Did you, in fact, use some money for your
·5· business or did you use it to pay Zurixx?
·6· · · · ·A.· · ·It all went to Zurixx.
·7· · · · ·Q.· · ·So Zurixx encouraged you to take out credit
·8· card debt telling you that it was to be for your business
·9· but, really, it was to pay Zurixx?
10· · · · ·A.· · ·Yes.
11· · · · ·Q.· · ·Go to the second page of Exhibit 9, please.
12· This is dated February 22 -- February 22nd, 2018, 10:19 a.m.
13· And it appears to be an e-mail to you from Whitney.· Is that
14· what you understand this to be?
15· · · · ·A.· · ·Yes.
16· · · · ·Q.· · ·And this is her introducing herself to you, it
17· looks like.· Is that correct?
18· · · · ·A.· · ·Yes, it is.
19· · · · ·Q.· · ·Go to the fourth paragraph down.· It says,
20· "Please remember that the Foundation Funding Program is not a
21· one time Credit Transaction."
22· · · · · · · · Did she explain to you what that meant?
23· · · · ·A.· · ·Not over the phone, no.
24· · · · ·Q.· · ·Did anybody at any time ever explain to you
25· what that meant?
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·1· · · · ·A.· · ·No.
·2· · · · ·Q.· · ·It goes on, "It is a process that helps you
·3· attain your business funding needs."· Is that what you were
·4· referring to when you said that they told you it was to fund
·5· your business?
·6· · · · ·A.· · ·That, and in the seminar, they stated, you
·7· know, you need credit to build your business.· You need cards
·8· and credit so you can have money to flip homes.
·9· · · · ·Q.· · ·You did not have a business beforehand; right?
10· You only set up a business because Zurixx told you you were
11· going to need a business to flip houses.· Correct?
12· · · · ·A.· · ·They had a company to do that for you.
13· · · · ·Q.· · ·To set up a corporation for you?
14· · · · ·A.· · ·My Entity Solutions, yes.
15· · · · ·Q.· · ·The next sentence says, "Foundation Funding
16· will assist you in securing funding to start a new business
17· or grow your existing business, and I will be readily
18· available for any consultations you will require within the
19· next 12 months once you receive the initial funding."
20· · · · · · · · Do you remember having any telephone
21· conversation with Whitney about that sentence?
22· · · · ·A.· · ·No.
23· · · · ·Q.· · ·Okay.· When you were applying for credit cards,
24· did you interact with the credit card companies yourself or
25· was Foundation Funding doing it?
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·1· · · · ·A.· · ·Foundation Funding was getting all the credit
·2· cards in our names, and we were told if they -- if we were
·3· contacted, to say we applied for it.
·4· · · · ·Q.· · ·That's all you were supposed to say?
·5· · · · ·A.· · ·Yes.
·6· · · · ·Q.· · ·So all of the representations made to the
·7· credit card companies were being made by Foundation Funding,
·8· not by you.· Is that correct?
·9· · · · ·A.· · ·That's absolutely correct.
10· · · · ·Q.· · ·Do you know what they were representing your
11· income to be?
12· · · · ·A.· · ·Yes.· I believe she told me -- it's in an
13· e-mail.· It was around 195,000.· It was a lot of money, and
14· she said, Don't worry, you're going to make that.
15· · · · ·Q.· · ·So you had not made that amount of money in the
16· past.· She was saying you would be making that money based on
17· what you would be earning in your real estate flipping
18· business.· Is that correct?
19· · · · ·A.· · ·Yes.· I truly believe that, yes.
20· · · · ·Q.· · ·So she was representing -- or Foundation
21· Funding was representing to the credit card companies not
22· your actual income, but the income that they felt like you
23· would be making in the future?
24· · · · ·A.· · ·Yes.
25· · · · ·Q.· · ·Did you authorize that?
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·1· · · · ·A.· · ·Unfortunately, I believe I did.· Because she
·2· told me that's what she was going to say.
·3· · · · ·Q.· · ·Okay.· Did anybody talk to you about how much
·4· the cost of the credit cards would be in terms of the
·5· interest rate?
·6· · · · ·A.· · ·Well, while she was getting them out, there was
·7· something about she was getting things out, like credit cards
·8· out that did not have interest on them and no annual fee.
·9· But that in 12 months, the interest rates would kick in, but
10· that would give you enough time to have flipped a few homes,
11· and you can pay these off.· It's not a problem; you're going
12· to make enough money, so...
13· · · · ·Q.· · ·So she told you you'd be able to make enough
14· money flipping homes, based on what you had learned from
15· Zurixx, that you would be able to pay off the credit cards
16· before the interest rate kicked in.· Is that correct?
17· · · · ·A.· · ·Yes.
18· · · · ·Q.· · ·Do you remember her having that conversation
19· with you?
20· · · · ·A.· · ·Yes.
21· · · · ·Q.· · ·When was that?
22· · · · ·A.· · ·Initially when she started talking to me about
23· how much money she was going to put for income.
24· · · · ·Q.· · ·Okay.· So she suggested to you that you would
25· not be paying any interest on this because you would be
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·1· paying it back before the interest rates kicked in.· Is that
·2· accurate?
·3· · · · ·A.· · ·Yes.
·4· · · · ·Q.· · ·Did that prove to be true?
·5· · · · ·A.· · ·No.
·6· · · · ·Q.· · ·Would you go down to the page in this exhibit
·7· that has an e-mail, February 22nd, 2018, at 10:18 a.m.?· It
·8· looks like something like this.
·9· · · · ·A.· · ·On which page?· Oh, okay.
10· · · · ·Q.· · ·It's the -11· · · · ·A.· · ·February 22nd, you said?
12· · · · ·Q.· · ·Yes.· At 10:18 a.m.
13· · · · ·A.· · ·Oh, yes.
14· · · · ·Q.· · ·Okay.· There's a paragraph that says, "Please
15· remember this e-mail or keep this e-mail readily accessible.
16· Anytime a bank asks what e-mail was used on the application,
17· it is extremely important that you provide the e-mail above."
18· · · · · · · · Did she explain why that was important?
19· · · · ·A.· · ·No.
20· · · · ·Q.· · ·Do you believe that anyone disclosed to the
21· credit card companies that Foundation Funding was involved?
22· · · · ·A.· · ·I'm sorry, can you repeat that?
23· · · · ·Q.· · ·Yes.· Do you believe that anyone disclosed to
24· the credit card companies that these applications were being
25· made by Foundation Funding rather than by you?
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·1· · · · ·A.· · ·No.
·2· · · · ·Q.· · ·Do you have any reason to believe one way or
·3· the other about that?
·4· · · · ·A.· · ·Yes.· Because when the credit card companies
·5· called, we were told to say we applied for them.
·6· · · · ·Q.· · ·Even though that was not true?
·7· · · · ·A.· · ·Right.· Yes.
·8· · · · ·Q.· · ·Did credit card companies call you?
·9· · · · ·A.· · ·Two did.
10· · · · ·Q.· · ·And you told them that you had applied?
11· · · · ·A.· · ·Yes.
12· · · · ·Q.· · ·Based on what Foundation Funding had told you?
13· · · · ·A.· · ·Yes.· I said I needed money.· I was applying
14· for credit for my business.
15· · · · ·Q.· · ·Would you go to the next page, which is an
16· e-mail dated February 26th at 9:18 a.m.?· Do you see where I
17· am?
18· · · · ·A.· · ·Yes.
19· · · · ·Q.· · ·And this is -- this also appears to be to you
20· from Whitney, and it is talking about some of the accounts
21· that have been opened.· Do you see that?
22· · · · ·A.· · ·Yes.
23· · · · ·Q.· · ·The first part of it talks about how there's an
24· approved line of credit for Citi Simplicity for $6,700.
25· · · · ·A.· · ·Yes.
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·1· · · · ·Q.· · ·Did you access that money?
·2· · · · ·A.· · ·Did I access it?
·3· · · · ·Q.· · ·Yes.· Did you use the credit card, the $6,700
·4· credit line?
·5· · · · ·A.· · ·Yes.
·6· · · · ·Q.· · ·And did you use that to pay Zurixx?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·Did you repay it?
·9· · · · ·A.· · ·No.
10· · · · ·Q.· · ·Are you still working to repay it?
11· · · · ·A.· · ·That one, I believe that one might be the one
12· that they told me I lost the dispute on.· And, yes, I'm still
13· having to repay that.
14· · · · ·Q.· · ·Where are you getting the money to repay it?
15· · · · · · · · MR. KAUFMANN:· Object.· Vague.· Could you be a
16· little more specific in terms of potential sources?
17· · · · · · · · MR. WING:· Sure.
18· BY MR. WING:
19· · · · ·Q.· · ·Is there -- are you repaying it out of your
20· personal funds?
21· · · · ·A.· · ·Yes.
22· · · · ·Q.· · ·Money that you're earning at your job or some
23· other way?
24· · · · ·A.· · ·Yes.
25· · · · ·Q.· · ·Not from anything you learned from Zurixx?
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·1· · · · ·A.· · ·No.
·2· · · · ·Q.· · ·Further down on that page in the last
·3· paragraph, it says, Typically -- the second line in that
·4· paragraph says, "Typically accounts that are reviewed are
·5· approved, but you will have to do your part to get the
·6· highest lines possible."
·7· · · · · · · · Did anybody explain to you what that meant,
·8· that you would have to do your part?
·9· · · · ·A.· · ·No.
10· · · · ·Q.· · ·Then it says, "As we have stated earlier, the
11· application process is a highly scientific process that
12· requires pinpoint timing."
13· · · · · · · · Did anybody explain to you what that meant?
14· · · · ·A.· · ·No.
15· · · · ·Q.· · ·Did you get the impression that Foundation was
16· trying to keep information from the credit card companies?
17· · · · ·A.· · ·Yes.
18· · · · ·Q.· · ·What gave you that impression?
19· · · · ·A.· · ·The fact that they lied about our income.
20· · · · ·Q.· · ·Two pages later, there is an e-mail dated March
21· 2nd at 11:13 a.m.· Do you see that one?
22· · · · ·A.· · ·Yes.
23· · · · ·Q.· · ·This is also directed from Whitney to you about
24· approved accounts.
25· · · · ·A.· · ·Yeah.
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·1· · · · ·Q.· · ·Did anyone from Foundation ever disclose to you
·2· what the interest rates would be after the honeymoon,
·3· zero-interest period?
·4· · · · ·A.· · ·No.
·5· · · · ·Q.· · ·I think that you answered this before, but you
·6· did use these credit cards to pay Zurixx.· Right?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·And at least some of them, you're still
·9· repaying out your personal funds?
10· · · · ·A.· · ·Yes.
11· · · · ·Q.· · ·I think it's three pages later, there's an
12· e-mail dated March 13th at 11:30 a.m. from Whitney to you.
13· · · · ·A.· · ·Yes.
14· · · · · · · · (Whereupon, Mr. Phil Keller left the deposition
15· proceedings.)
16· BY MR. WING:
17· · · · ·Q.· · ·The first sentence says, "We were able to
18· reallocate your United Card."· Do you know why they were
19· reallocating something from that card?
20· · · · ·A.· · ·Yes.
21· · · · ·Q.· · ·What was that about?
22· · · · ·A.· · ·It had interest on it and an annual fee.
23· · · · ·Q.· · ·So they were moving it to a different card?
24· · · · ·A.· · ·Yes.
25· · · · ·Q.· · ·They had made a mistake in which card they got
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·1· to you -- for you; is that right ?
·2· · · · ·A.· · ·Yes.· They closed the Chase Freedom.· They
·3· opened and closed it immediately.· I asked her not to close
·4· that one because it would ding my credit.· She closed it
·5· anyway.
·6· · · · ·Q.· · ·The second sentence of that e-mail says, "Below
·7· are the best cards and amounts to use when paying your
·8· remaining balancing of $31,297 remaining."· That suggests to
·9· me that Foundation knew exactly how much you owed to Zurixx
10· and knew you were going to be using this money to pay Zurixx.
11· Is that the way you understood it?
12· · · · ·A.· · ·Yes.· And I may have asked her because I didn't
13· want to max out -- I was really worried because I didn't want
14· to max out the credit cards.· So I believe I might have said,
15· Whitney, which one should I use to pay them?· Because I don't
16· want to max these cards out.· I don't know what's on what.

I

17· don't really know.
18· · · · · · · · (Whereupon, Mr. Phil Keller returned to the
19· deposition proceedings.)
20· · · · · · · · THE WITNESS:· I was really worried about maxing
21· these credit cards out.
22· · · · · · · · MR. WING:· Yeah.
23· · · · · · · · THE WITNESS:· I remember that.· So she just
24· picked some that didn't really matter, and I didn't follow
25· because Wells Fargo was only $4,000, and the limit on Wells
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·1· was $4,000, so...
·2· BY MR. WING:
·3· · · · ·Q.· · ·The next page, it's an e-mail dated March 21,
·4· at 1:46 p.m., and the second paragraph says that there will
·5· be a temporary stress on your credit and score.· Has your
·6· credit been affected by your -·7· · · · ·A.· · ·This is way after the fact, too.· Okay.· Yes.
·8· · · · ·Q.· · ·How has your credit been affected?
·9· · · · ·A.· · ·When I started this process, my credit was
10· $700 -- 700, and now my credit is a 540.
11· · · · ·Q.· · ·Why?
12· · · · ·A.· · ·Because I maxed out on credit card debt.
13· · · · ·Q.· · ·You did that at the recommendation of Zurixx
14· and Foundation.· Correct?
15· · · · ·A.· · ·Yes, I did.
16· · · · ·Q.· · ·Had you not been involved with Zurixx and
17· Foundation, your credit would not have been affected.
18· Correct?
19· · · · ·A.· · ·Yes.
20· · · · ·Q.· · ·I think you were going to say something else
21· about that sentence, and I cut you off.· Did you have
22· something that you felt like needed to be said?
23· · · · ·A.· · ·I was just going to say that I was fine before
24· all of this financially and credit worthy.
25· · · · ·Q.· · ·Okay.· The next paragraph says, "Median term,
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·1· six to 12 months, as you begin to make payments and reduce
·2· your outstanding balances, any stress to your score will
·3· become less and less."
·4· · · · · · · · At the time, you believed that you would have
·5· cash flow from your real estate deals within six to 12 months
·6· in order to pay this off.· Right?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·And you had that belief based on what Zurixx
·9· had told you.· Correct?
10· · · · ·A.· · ·Yes.
11· · · · ·Q.· · ·As well as what Foundation Funding had told
12· you?
13· · · · ·A.· · ·Yes.
14· · · · ·Q.· · ·And had you known that you would not have cash
15· flow from the deals, you would not have entered into these
16· transactions, would you?
17· · · · ·A.· · ·No.
18· · · · ·Q.· · ·No, you would not have entered into the
19· transactions?
20· · · · ·A.· · ·No, I would not have.
21· · · · ·Q.· · ·Okay.· The next page, I think...
22· · · · · · · · MS. FAERBER:· We're after 1:00.· Do you want
23· to...
24· · · · · · · · MR. WING:· You know, let's go -- let's keep
25· going for another 15 minutes.
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·1· · · · · · · · MS. FAERBER:· Okay.
·2· · · · · · · · MR. WING:· I think we might be able to get
·3· finished up here.· Is that all right with you?· Okay, great.
·4· BY MR. WING:
·5· · · · ·Q.· · ·The next e-mail is dated 148 -- dated March 21
·6· at 1:48, and it says, "Hi, Jeannie, We offer a liquidation
·7· process."· Did she explain to you what that was?
·8· · · · ·A.· · ·No.
·9· · · · ·Q.· · ·Did you subsequently learn what it meant?
10· · · · ·A.· · ·I received this e-mail, both of these e-mails,
11· too little too late, I guess.· Yes, they -- I believe the
12· liquidating process, from my understanding, is they can take
13· all the cash advances off your credit cards for you.· That's
14· my -15· · · · ·Q.· · ·And do what with -16· · · · ·A.· · ·-- understanding.
17· · · · ·Q.· · ·And do what with it?
18· · · · ·A.· · ·Make it liquid cash credit lines, turning your
19· credit lines into cash.
20· · · · ·Q.· · ·And to do what with it?
21· · · · ·A.· · ·So that you would have it.
22· · · · ·Q.· · ·Did they give the money to you?
23· · · · ·A.· · ·That never happened.· At that point, I was
24· $43,000 in debt to Zurixx at the point, I believe, that I
25· received this e-mail.· So there was no cash to take at that
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·1· point.· And I wasn't going it take it off the other ones.
·2· · · · ·Q.· · ·The second paragraph refers to a company called
·3· Seed Capital.· Do you know who that is?
·4· · · · ·A.· · ·Seed Capital is Foundation Funding.· They're
·5· the same company.
·6· · · · ·Q.· · ·They're the same company?
·7· · · · ·A.· · ·They are.
·8· · · · ·Q.· · ·How did you know that?
·9· · · · ·A.· · ·In talking to some people that are in the
10· group, their -- their financial people were Seed Capital.
11· Seed Capital was the one who worked with them and took their
12· credit cards.
13· · · · ·Q.· · ·They found out that they are actually the same
14· company just using a different name?
15· · · · ·A.· · ·Right.· In conversing with them, we determined
16· Seed Capital and Foundation Funding are the same entity.
17· · · · ·Q.· · ·Okay.· The next page includes an e-mail from
18· Elite Customer Service, and it looks like it came to you.
19· And it says Fast Start Boot Camp Details.· Do you see that?
20· · · · ·A.· · ·Yes.
21· · · · ·Q.· · ·Okay.· The second line says, "As a reminder,
22· this is an intensive hands-on event designed to produce
23· incredible results."· Was it an intensive hands-on event?
24· · · · ·A.· · ·No.
25· · · · ·Q.· · ·Did it produce incredible results?
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·1· · · · ·A.· · ·No.
·2· · · · ·Q.· · ·Then it says, "Participation is a must for your
·3· long-term success."· Now, help me remember, the Fast Start
·4· Boot Camp, is that what we've been calling the three-day
·5· seminar?· Or is this the -- the -·6· · · · ·A.· · ·This is the three-day Fast Start Boot Camp.
·7· · · · ·Q.· · ·Okay.· So it comes after the three-day?
·8· · · · ·A.· · ·Yes.
·9· · · · ·Q.· · ·So you had already been told that if you went
10· to the three-day, you would be successful.· Now they're
11· telling you that in order to be successful, that
12· participation in this additional seminar is a must for your
13· long-term success.· Is that right?
14· · · · ·A.· · ·Yes.
15· · · · ·Q.· · ·Those seem inconsistent to me.· Do they seem
16· inconsistent to you as well?
17· · · · ·A.· · ·Yes.
18· · · · ·Q.· · ·The next paragraph says that you will hear
19· actual experiences and success stories that apply in today's
20· rapidly evolving real estate markets.· Did you find those
21· useful at all?
22· · · · ·A.· · ·No.
23· · · · · · · · (Off-the-record discussion)
24· · · · · · · · (Whereupon, Exhibit No. 10 was marked for
25· identification.)
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·1· BY MR. WING:
·2· · · · ·Q.· · ·I've handed you what's been marked as
·3· Exhibit 10.· Do you recognize that?
·4· · · · ·A.· · ·An elite welcome.· Online Resource Center.
·5· · · · ·Q.· · ·Do you remember getting this?
·6· · · · ·A.· · ·I vaguely remember it, yes.
·7· · · · ·Q.· · ·All right.· The second paragraph says, "The
·8· diamond elite training package contains the components you
·9· need to succeed in today's fast-moving real estate market."
10· · · · · · · · So is this different than "Boots on the
11· Ground," the diamond elite?
12· · · · ·A.· · ·That is the package we bought, so yes.
13· · · · ·Q.· · ·Okay.· So now you've been told that the
14· three-day that you were going to get what you needed to be
15· successful.· And then you were told that the "Boots on the
16· Ground," that you were going to get what you needed to be
17· successful.· Now you're being told that the diamond elite -18· · · · ·A.· · ·Training.
19· · · · ·Q.· · ·-- package contains components you need to
20· succeed?
21· · · · ·A.· · ·Yes.
22· · · · ·Q.· · ·You did not receive the tools you needed to
23· succeed in the first two.· Right?
24· · · · ·A.· · ·Right.
25· · · · ·Q.· · ·And they must have known that since they were
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·1· promising you you would get them in the third traunch.
·2· Right?
·3· · · · ·A.· · ·Yes.
·4· · · · ·Q.· · ·Then it says, "The investment landscape has
·5· changed significantly over the past few years, and we are
·6· going to give you the strategies and tools that are working
·7· in today's real estate market."· Did they explain to you ever
·8· how the landscape had changed?
·9· · · · ·A.· · ·No.
10· · · · ·Q.· · ·Talk to me about -- Number 4 talks about
11· Propfinder.· Did you ever use Propfinder?
12· · · · ·A.· · ·Yes.
13· · · · ·Q.· · ·What was your experience with Propfinder?
14· · · · ·A.· · ·Zillow is better.· Basically Phil used
15· Propfinder more than I did.· You put in the address of the
16· property that you're looking to buy or purchase, and it tells
17· you who owns it.· You can find the same information on
18· Redfin, Zillow, or the -- your City's GIS that you can find
19· on Propfinder.
20· · · · ·Q.· · ·Did anyone at Zurixx ever tell you you should
21· not be relying on MLS or other such services because, once
22· the properties had reached the MLS, you wouldn't be able to
23· buy them at a discount?
24· · · · ·A.· · ·They said it -- similar to that.· They said
25· that their software beat the MLS or it was as good as the
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·1· MLS.· And that we could -- it would help us find properties
·2· off the market and be able to buy them faster before they hit
·3· the MLS.· So it was supposed to be this great software that
·4· no other company had.
·5· · · · ·Q.· · ·That's inconsistent with your experience, I
·6· take it?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·You didn't find it helpful at all?
·9· · · · ·A.· · ·It's outdated.· All the properties you looked
10· up were either sold or -- it just was outdated software.
11· · · · ·Q.· · ·Okay.· Paragraph 5 says, "Setting up your
12· corporate entity.· Our asset protection division will be
13· contacting you within the second week of your program to
14· gather necessary information needed to properly set up your
15· corporate entity."
16· · · · · · · · Did they explain to you why you needed a
17· corporate entity?
18· · · · ·A.· · ·I don't remember that.· I do remember, you
19· know, we did set up a business through My Entity Solutions,
20· which is their corporate entity department.· And I remember
21· it was expensive.
22· · · · ·Q.· · ·Was it supposed to be part of the diamond
23· package or was it supposed to be an additional cost?
24· · · · ·A.· · ·It was supposed to be -- what I thought, when I
25· bought the diamond package, all of this was included.· But I
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·1· guess in the fine print, the dots, everything is a fee.· So
·2· everything I thought I bought, later I found out there was an
·3· additional charge to everything including the funding.
·4· · · · ·Q.· · ·Did anybody ever explain to you the difference
·5· between a corporation and a limited liability company?
·6· · · · ·A.· · ·No.· But I knew.
·7· · · · ·Q.· · ·Okay.· Because you had worked in a law office?
·8· · · · ·A.· · ·Because common -- I guess, and common sense
·9· just says corporation and limited liability are two different
10· things.
11· · · · ·Q.· · ·Did they -- did anybody ever advise you on
12· which would be best in your circumstance?
13· · · · ·A.· · ·Not to our circumstance.· It was discussed in
14· the "Boots on the Ground" three-day boot camp.· I believe we
15· touched on business.
16· · · · ·Q.· · ·What you set up was a corporation, not an LLC.
17· Right?
18· · · · ·A.· · ·We did set up a corporation.
19· · · · ·Q.· · ·Why did you choose that rather than an LLC?
20· · · · ·A.· · ·Phil can answer that better than I can.· So
21· I'll let him answer.
22· · · · ·Q.· · ·Okay.· Paragraph 7 on the next page says, "Get
23· registered for the Incredible Wealth, Find the Money &
24· Marketing Camp."· Hadn't you already learned all that in the
25· stuff you had already paid for?
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·1· · · · ·A.· · ·No.· Not to the degree this was supposed to
·2· teach us.
·3· · · · ·Q.· · ·But were you supposed to have learned it,
·4· right, in what you already paid for?
·5· · · · ·A.· · ·Correct.· I was supposed to go to this "Find
·6· the Money" camp and this Investors Summit that's noted on
·7· this same page.· I didn't do these because by the time I -·8· these came around, I was already fighting with Zurixx.
·9· · · · ·Q.· · ·You had come to the conclusion that this was -10· I believe the word you used was a fraud?
11· · · · ·A.· · ·A fraud and a waste of my time, yes.
12· · · · · · · · (Whereupon, Exhibit No. 11 was marked for
13· identification.)
14· BY MR. WING:
15· · · · ·Q.· · ·You've been handed what's been marked as
16· Exhibit 11.· Do you recognize this?
17· · · · ·A.· · ·Yes.
18· · · · ·Q.· · ·Now, I understand your attorney is going to
19· advise you about what you should and should not say.· But we
20· have to put some questions on the record.
21· · · · ·A.· · ·Yes.
22· · · · · · · · MR. KAUFMANN:· So before you answer a question,
23· just give a pause in case I need to object.· Okay?
24· · · · · · · · THE WITNESS:· Yes.· We need to protect me.
25· · · · · · · · MR. WING:· What's that?
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·1· · · · · · · · THE WITNESS:· We're trying to protect me.
·2· · · · · · · · MR. WING:· No, I understand that.· And as I
·3· say, I need to build a record.
·4· · · · · · · · THE WITNESS:· Yes.
·5· · · · · · · · MR. WING:· I understand that you would like to
·6· answer these questions if you felt like you could.· Is that
·7· right?
·8· · · · · · · · THE WITNESS:· Yes.
·9· BY MR. WING:
10· · · · ·Q.· · ·Exhibit 11 is a public document, so I don't
11· think that should be a problem.· This is a copy of a
12· complaint that was filed against you by Zurixx.· Is that
13· correct?
14· · · · ·A.· · ·Yes.
15· · · · ·Q.· · ·Did Zurixx tell you in advance they were going
16· to file this?
17· · · · ·A.· · ·No.
18· · · · ·Q.· · ·Do you know why they named you and not your
19· husband?
20· · · · ·A.· · ·I'm sorry, I'm mistaken.· May I answer that
21· question?
22· · · · ·Q.· · ·Sure.
23· · · · ·A.· · ·I was sent a letter, and I have knowledge of
24· two other people, at least one other, for sure, received it,
25· of a letter from Zurixx's attorney telling me if I did not
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·1· remove my complaint from the Better Business Bureau, I would
·2· be sued.· He also sent that letter to someone else.· And
·3· attempted to send it to somebody else but that person never
·4· actually got it.· So I can't confirm that it was, in fact,
·5· the same letter that I got.
·6· · · · · · · · I had responded to that letter, and I believe
·7· that, in part, is why they sued me.· Because I didn't -- I
·8· couldn't find an attorney who would take it seriously.

I

·9· actually had one attorney ask me if the letter was real.
10· · · · ·Q.· · ·Asked you what?
11· · · · ·A.· · ·If the letter that I received from their
12· attorney was from a real attorney.· Because it was such a
13· stretch to the law.
14· · · · ·Q.· · ·Okay.
15· · · · · · · · MR. KAUFMANN:· Just answer the question that's
16· being asked.
17· · · · · · · · THE WITNESS:· Okay.
18· · · · · · · · I want that on record.
19· BY MR. WING:
20· · · · ·Q.· · ·You had made a complaint with the Better
21· Business Bureau?
22· · · · ·A.· · ·Yes.
23· · · · ·Q.· · ·And as far as you knew, everything that you put
24· in your complaint to the Better Business Bureau is accurate.
25· Is that right?
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·1· · · · ·A.· · ·Yes.
·2· · · · ·Q.· · ·All right.· What happened as a result of this
·3· complaint, the Exhibit 11?
·4· · · · ·A.· · ·We entered into a confidential settlement
·5· agreement.
·6· · · · ·Q.· · ·With Zurixx?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·You were then sued again.· Is that right?
·9· · · · ·A.· · ·Yes.
10· · · · · · · · (Whereupon, Exhibit No. 12 was marked for
11· identification.)
12· BY MR. WING:
13· · · · ·Q.· · ·This is Exhibit 12.· Do you recognize this
14· document?
15· · · · ·A.· · ·Yes, I do.
16· · · · ·Q.· · ·This is the second lawsuit filed against you?
17· · · · ·A.· · ·Yes, it is.
18· · · · ·Q.· · ·And it alleges, in part, breach of a -- a -- of
19· the settlement agreement.· Is that correct?
20· · · · ·A.· · ·Yes, it does.
21· · · · ·Q.· · ·It does not contain a copy of the settlement
22· agreement, and I do not have a copy.· I understand your
23· lawyer is considering whether he is able to provide me with a
24· copy?
25· · · · ·A.· · ·Yes, he is.
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·1· · · · ·Q.· · ·If your lawyer determines that it's acceptable
·2· to provide a copy, you have no objection to him giving me a
·3· copy?
·4· · · · ·A.· · ·No, I don't.
·5· · · · ·Q.· · ·The second -- or Paragraph 4 of Exhibit 12
·6· says, "Specifically, Keller has made injurious false
·7· accusations regarding Zurixx to the Utah Better Business
·8· Bureau, filed a complaint against it with the Utah Department
·9· of Commerce, Division of Consumer Protection, and
10· contractually agreed that Utah courts have jurisdiction over
11· this matter."
12· · · · · · · · So did you file a complaint with the Utah
13· Department of Commerce, Division of Consumer Protection.
14· Correct?
15· · · · ·A.· · ·Yes, I did.
16· · · · ·Q.· · ·And everything in that complaint you believe is
17· accurate.· Correct?
18· · · · ·A.· · ·Yes, it is.
19· · · · ·Q.· · ·Do you believe that based on the lawsuit
20· Zurixx has filed against you, the second lawsuit, that you
21· are precluded from cooperating with the Division of Consumer
22· Protection?
23· · · · ·A.· · ·I don't understand.· Are you saying that I
24· can't be here?· Or do I believe I can't be here?
25· · · · ·Q.· · ·Well, I know you can be here because we
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·1· subpoenaed you.
·2· · · · ·A.· · ·Right.
·3· · · · ·Q.· · ·But absent a subpoena, do you believe that you
·4· are precluded -- okay, that's a terrible question.· Let's
·5· start over.
·6· · · · · · · · Has Zurixx communicated to you that it feels it
·7· is improper for you to communicate with the Division of
·8· Consumer Protection?
·9· · · · ·A.· · ·Yes.
10· · · · ·Q.· · ·How did they communicate that to you?
11· · · · ·A.· · ·No.· I can't answer that.
12· · · · ·Q.· · ·Because you don't know or because you feel like
13· it might get you in trouble with Zurixx?
14· · · · ·A.· · ·It might get me in trouble because of the
15· settlement with Zurixx.
16· · · · ·Q.· · ·Okay.· In any event, you feel like Zurixx has
17· taken the position that you cannot speak to the Division of
18· Consumer Protection any further?
19· · · · ·A.· · ·Yes.· And I have knowledge of others.
20· · · · ·Q.· · ·Okay.
21· · · · · · · · MR. KAUFMANN:· Object to that question as
22· vague.· Perhaps this objection is untimely.· In terms of the
23· substance of communications with the Division of Consumer
24· Protection.
25· · · · · · · · THE WITNESS:· Yes.· Definitely, yeah.
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·1· BY MR. WING:
·2· · · · ·Q.· · ·Could you expand on that a little?
·3· · · · ·A.· · ·I feel that they are trying to block me from
·4· cooperation.
·5· · · · ·Q.· · ·Okay.· With the Division of Consumer
·6· Protection?
·7· · · · ·A.· · ·I believe that, yes.· In my own belief, I
·8· believe that they definitely don't want me to communicate
·9· with the Division of Consumer Protection.
10· · · · ·Q.· · ·Have they told anybody else -- and again, your
11· lawyer will tell you if he doesn't want you to answer this
12· question.· Have they communicated anybody else they don't
13· want you to cooperate with?
14· · · · · · · · MR. KAUFMANN:· Object.· Vague.· Are you
15· referring to communications contained in the settlement
16· agreement or communications generally?
17· · · · · · · · MR. WING:· Generally.
18· · · · · · · · MR. KAUFMANN:· So can you reframe the question
19· one more time?
20· · · · · · · · MR. WING:· Sure.
21· BY MR. WING:
22· · · · ·Q.· · ·Let's leave aside the settlement agreement for
23· the time being.· Has Zurixx said anything to you outside the
24· settlement agreement about -- that would discourage you from
25· communicating with the Division of Consumer Protection or
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·1· anybody else?
·2· · · · ·A.· · ·Prior to the settlement agreement, yes.
·3· · · · ·Q.· · ·What did they say or do?
·4· · · · ·A.· · ·They did offer me -·5· · · · · · · · THE WITNESS:· Can I speak about prior to the
·6· settlement agreement?
·7· · · · · · · · MR. KAUFMANN:· Uhm.
·8· · · · · · · · THE WITNESS:· I don't know.
·9· · · · · · · · MR. KAUFMANN:· Give us one second.
10· · · · · · · · MR. WING:· Sure.
11· · · · · · · · (Off-the-record discussion between Mr. Kaufmann
12· and the witness.)
13· · · · · · · · THE WITNESS:· Okay.· Rephrase.
14· · · · · · · · MR. KAUFMANN:· Can you repeat the question one
15· more time?
16· · · · · · · · MR. WING:· Could you just reread it?· There's
17· just no way with my memory.
18· · · · · · · · THE WITNESS:· Unfortunately, I just -- I -- I
19· can say that I have knowledge of others.· Off the record.
20· · · · · · · · (Record read)
21· · · · · · · · THE WITNESS:· The answer to that would be yes,
22· because I received a letter threatening to sue me for my
23· Better Business Bureau complaint.
24· · · · · · · · MR. WING:· Let's take another few-minute break.
25· I am getting very close to the end here, and then we'll maybe
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·1· decide how to go from here.· Is that all right?
·2· · · · · · · · MR. KAUFMANN:· Yeah.· That's fine.
·3· · · · · · · · (Recess taken from 1:27 p.m. to 1:33 p.m.)
·4· · · · · · · · MR. WING:· There are some documents that I want
·5· to get on the record.· I don't have a lot of questions about
·6· them, but I want them to be part of the record in case we
·7· need them.· So let's begin with this one.
·8· · · · · · · · Which is now up to...
·9· · · · · · · · (Whereupon, Exhibit No. 13 was marked for
10· identification.)
11· BY MR. WING:
12· · · · ·Q.· · ·Can you tell me what Exhibit 13 is?
13· · · · ·A.· · ·Our corporation setup form.
14· · · · ·Q.· · ·Okay.· It has a signature.· Can you tell me
15· whose signature that is about a third of the way down?
16· · · · ·A.· · ·Mine.
17· · · · ·Q.· · ·I notice it's a Wyoming corporation.· Why
18· Wyoming?
19· · · · ·A.· · ·That's a question Phil can answer better than I
20· can.
21· · · · ·Q.· · ·Okay.
22· · · · · · · · (Whereupon, Exhibit No. 14 was marked for
23· identification.)
24· BY MR. WING:
25· · · · ·Q.· · ·You've been handed what's been marked as
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·1· Exhibit 14.· Is that something you recognize?
·2· · · · ·A.· · ·Yes.
·3· · · · ·Q.· · ·What is it?
·4· · · · ·A.· · ·This is the contract for coaching.
·5· · · · ·Q.· · ·And who is it between?
·6· · · · ·A.· · ·It's between Zurixx, LLC, and myself and my
·7· husband Phil.
·8· · · · ·Q.· · ·How much did you pay for that?
·9· · · · ·A.· · ·Twenty-seven thousand.
10· · · · ·Q.· · ·Now, I just wanted to make clear one thing.

I

11· think the last actual seminar we have you going to was the
12· "Boots on the Ground" seminar.· Or did you go to one after
13· that?
14· · · · ·A.· · ·"Boots on the Ground" seminar was the last one
15· that I attended.
16· · · · ·Q.· · ·Okay.· There was another one that you were
17· planning to attend, but then the dispute arose and so you did
18· not attend it.· Is that correct?
19· · · · ·A.· · ·That's correct.
20· · · · ·Q.· · ·And you've subsequently been invited to yet
21· another seminar?
22· · · · ·A.· · ·I get multiple e-mails multiple times a day
23· inviting me to the Advanced Education Inside Edge seminar and
24· various other ones.· The Investors Summit, which I was also
25· invited to again this year.
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·1· · · · ·Q.· · ·You have not taken them up on that?
·2· · · · ·A.· · ·No, I have not.
·3· · · · · · · · (Whereupon, Exhibit No. 15 was marked for
·4· identification.)
·5· BY MR. WING:
·6· · · · ·Q.· · ·You've been handed Exhibit 15.· Can you tell me
·7· what that is?
·8· · · · ·A.· · ·This is a letter from James Carlson telling us
·9· that because I opened disputes on my credit cards,
10· unfortunately, they were unwilling to work with me and give
11· me any of my money back.· And that they decided to let the
12· credit card companies make the decisions, and they are fair
13· and equitable.
14· · · · ·Q.· · ·So Mr. Carlson personally knew of your dispute?
15· · · · ·A.· · ·Yes, he did.
16· · · · · · · · (Whereupon, Exhibit No. 16 was marked for
17· identification.)
18· BY MR. WING:
19· · · · ·Q.· · ·You've been handed Exhibit 16.· Can you tell me
20· what that is?
21· · · · ·A.· · ·This a workshop satisfaction survey.
22· · · · ·Q.· · ·And there are actual several of them.· Some of
23· them appear to be in your name and some in your husband's
24· name.· Is that correct?
25· · · · ·A.· · ·Yes.
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·1· · · · ·Q.· · ·In these surveys, the ones that -- that you
·2· filled out -- well, so on Exhibit 16, the first page, is that
·3· your handwriting?
·4· · · · ·A.· · ·Yes, it is.
·5· · · · ·Q.· · ·You gave them high marks?
·6· · · · ·A.· · ·I did.
·7· · · · ·Q.· · ·Why did you give them high marks?
·8· · · · ·A.· · ·These surveys are taken at the workshop.· Your
·9· names are on them, and your instructor reads them.· I am not
10· going to give you low marks if you're reading what I'm
11· writing.· And at that time, the one I filled out was the time
12· I signed up with their program.· So I absolutely meant that I
13· was -- I was hopeful in that workshop.
14· · · · ·Q.· · ·You wouldn't have paid the extra money if you
15· hadn't bought into what they had been teaching you.· Correct?
16· · · · ·A.· · ·Absolutely.· He sold me the workshop.· I mean,
17· Cap was very good at what he did, and I felt that I was
18· secure, when I left that workshop, that we were going to be
19· successful.
20· · · · ·Q.· · ·They were effective salespeople?
21· · · · ·A.· · ·Very effective.· Very entertaining, very
22· effective.
23· · · · ·Q.· · ·Okay.· But even though they were effective
24· salespeople, they did not provide you with the information
25· you needed in order to make money flipping real estate or
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·1· investing in tax liens.· Is that correct?
·2· · · · ·A.· · ·That is correct.
·3· · · · · · · · (Whereupon, Exhibit No. 17 was marked for
·4· identification.)
·5· BY MR. WING:
·6· · · · ·Q.· · ·This is, unfortunately, a bad copy, and I don't
·7· have many questions for you about it except to ask you to
·8· authenticate it and tell me what it is.
·9· · · · ·A.· · ·Business consultant.
10· · · · · · · · I don't know.
11· · · · ·Q.· · ·Let me see if I can help.· Is it the contract
12· between you and Foundation Funding?
13· · · · ·A.· · ·Oh.· Yes.
14· · · · ·Q.· · ·Great.
15· · · · · · · · (Whereupon, Exhibit No. 18 was marked for
16· identification.)
17· BY MR. WING:
18· · · · ·Q.· · ·Earlier, you mentioned Bret Ehlers and an
19· unfortunate experience you had with him?
20· · · · ·A.· · ·Yes.
21· · · · ·Q.· · ·You've been handed Exhibit 18.· Is Exhibit 18 a
22· document that has in it some of your e-mails with Bret
23· Ehlers?
24· · · · ·A.· · ·Yes.
25· · · · ·Q.· · ·Does it have in it the e-mail that you felt did
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·1· not respect you?
·2· · · · ·A.· · ·No, I don't believe that you have that one.
·3· · · · ·Q.· · ·That was a different one?
·4· · · · ·A.· · ·Yes.
·5· · · · · · · · (Whereupon, Exhibit No. 19 was marked for
·6· identification.)
·7· BY MR. WING:
·8· · · · ·Q.· · ·Can you tell me what Exhibit 19 is?
·9· · · · ·A.· · ·This is an e-mail to Leigh regarding Foundation
10· Funding, what my credit score was and what it currently -- it
11· was a 750, and then I sent her over what it currently was on
12· July 12, 2018.· And what it was before I started with Zurixx,
13· LLC.
14· · · · ·Q.· · ·Jeannie, I want to just now ask you if I've
15· missed anything that I feel like I need to know in order to
16· have a full understanding of your relationship with Zurixx?
17· · · · ·A.· · ·Zurixx has taken my future.· When I started
18· this whole process, I had a 700 credit score and money in the
19· bank.· Now I have a 540 credit score, and I'm looking at
20· bankruptcy.· In the State of Washington, you're not
21· guaranteed to keep your home, so I might lose my home.
22· Zurixx would like nothing better than to see me with a
23· cardboard box in the streets of Portland.
24· · · · · · · · I would like nothing more than to make Zurixx
25· LLC, accountable for their actions, and I'd like to see
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·1· criminal charges brought to them for what they're doing to
·2· people.· Because they're doing this every day in the United
·3· States all over the country.· They're doing it today as I sit
·4· here to someone else.· And those people can't be made whole.
·5· And in some cases, and in my own personal experience, I know
·6· people who they've destroyed, and one person whose daughter
·7· died, and she needed money for her funeral, and they refused
·8· to give her money back to her.· They don't have a heart.
·9· · · · · · · · And the stress that I'm under in having to take
10· the money that I'm supposed to have for surgery and pay
11· attorneys because they're suing me on top of it isn't fair.
12· So I just want to see justice.· And I'm not alone.· And
13· they're continuing to do it.· And if you look at the Better
14· Business Bureau complaints that were just filed in January,
15· you'll find more and more that are even worse than what's
16· going on with me.
17· · · · ·Q.· · ·Thank you.
18· · · · · · · · MR. WING:· Those are all the questions I have.
19· · · · · · · · THE WITNESS:· And I don't cry for myself.

I

20· cry right now for the other people that they've hurt.
21· · · · · · · · MR. KAUFMANN:· No questions.
22· · · · · · · · (Examination concluded at 1:45 p.m.)
23· · · · · · · · · · · · · · · * * *
24
25
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·1· · · · · · · · · · · · · · · · · · · · · Salt Lake City, Utah
· · · · · · · · · · · · · · · · · · · · · · March 6, 2019
·2· · · · · · · · · · · · · · · · · · · · · 2:31 p.m.
·3
·4· · · · · · · · · · · P R O C E E D I N G S
·5· · · · · · · · · · · · PHILIP R. KELLER,
·6· called as a witness, being first duly sworn, was examined and
·7· testified as follows:
·8· · · · · · · · · (Whereupon, Exhibit No. 20 was marked for
·9· identification.)
10
11· · · · · · · · · · · E X A M I N A T I O N
12
13· BY MR. WING:
14· · · · ·Q.· · ·Mr. Keller, thank you for being with us today.
15· We're going to have you look at Exhibit 20, which is a copy
16· of the subpoena pursuant to which you're appearing.

I

17· presume you've had a chance to talk with your lawyer about
18· that and the circumstances surrounding your appearance today?
19· · · · ·A.· · ·Yes.
20· · · · ·Q.· · ·And you were here for your wife's deposition,
21· so you heard me talk about how the process works?
22· · · · ·A.· · ·Yes.
23· · · · ·Q.· · ·Do you have any questions about that?
24· · · · ·A.· · ·No.
25· · · · ·Q.· · ·I'm going to try not to belabor the things that
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·1· we already went over this morning.· But there were a few
·2· things that she suggested you would have more knowledge about
·3· than her.· And I also just want to generally find out if
·4· there's anything that you might want to add to what she said.
·5· So let me begin with a few kind of topic areas.
·6· · · · · · · · Let's begin with earnings representations.
·7· Other than what your wife testified to earlier today, do you
·8· remember any other earnings representations made to you by
·9· Zurixx or any of its representatives?
10· · · · ·A.· · ·No, I do not.
11· · · · ·Q.· · ·How about -- but do you agree with your wife's
12· testimony about the earnings representations that she
13· testified to?
14· · · · ·A.· · ·Yes.
15· · · · ·Q.· · ·How about with respect to your expectations of
16· the three-day seminar?· Did you have any expectations of the
17· three-day seminar that were different than the expectations
18· that your wife expressed?
19· · · · ·A.· · ·I would say -- I got more out of it than she
20· did.
21· · · · ·Q.· · ·Okay.
22· · · · ·A.· · ·I guess I'd say.· It was a good view of real
23· estate flipping in general.· They had some good points,
24· talked about stuff.· But it was definitely nothing you could
25· go out and actually, Hey, tomorrow I'm going to do this for a
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·1· living.· To me, it gave me a lot of good, core knowledge.
·2· · · · ·Q.· · ·Core knowledge in the sense of something you
·3· could build upon but not the kind of knowledge that would be
·4· sufficient for you to be able to successfully engage in the
·5· business?
·6· · · · ·A.· · ·It's enough that I know that it's something it
·7· sounded like something I wanted to do.· Some generalized
·8· information but enough.· They went over some specific stuff,
·9· and some does and don'ts that you do.· But as far as that, it
10· definitely was not in any way prepared you at all to actually
11· do this.
12· · · · ·Q.· · ·When you went in, did you have the expectation
13· that you would be learning enough to allow you to engage in
14· the business?
15· · · · ·A.· · ·Yes.· Because backing up to that free seminar?
16· · · · ·Q.· · ·Yes.
17· · · · ·A.· · ·That was -- they sold you pretty good, you
18· know, this is a basic, this is what we kind of touch on and
19· you need to go to this three-day seminar.· This is, you know,
20· you go to this; you're going to learn everything you need to
21· about flipping and how great everything is.
22· · · · ·Q.· · ·So based on what you heard at the free seminar,
23· you believe if you went to the three-day seminar you would
24· gain enough information to be able to successfully engage in
25· the business of flipping houses?
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·1· · · · ·A.· · ·Going into it, that's what I thought, yes.
·2· · · · ·Q.· · ·And although you were more satisfied than your
·3· wife was with the information provided, you did not feel it
·4· was sufficient that you would have been able to successfully
·5· engage in the business of flipping houses?
·6· · · · ·A.· · ·Correct.· They definitely made it -- you know,
·7· the products they were selling there was definitely made to
·8· make you feel you really needed this to take it to the next
·9· step to really be successful.
10· · · · ·Q.· · ·So you felt like at the three-day seminar, they
11· made it seem like you needed to get further training in order
12· to be successful?
13· · · · ·A.· · ·Yes, it was a very well-orchestrated sales
14· pitch.· I think some of my own sales training out of my
15· profession, I was -- I got some of the clues they were doing
16· to, you know, get you involved and in and hook you.
17· · · · ·Q.· · ·Let's go back to that for a second.· Let's talk
18· about your education.· Did you finish high school?
19· · · · ·A.· · ·Yes.· I do have an associate's degree.
20· · · · ·Q.· · ·From which college?
21· · · · ·A.· · ·It's Arizona Automotive Institute.· So it's an
22· associate's in automotive and diesel technology.
23· · · · ·Q.· · ·Is that the one in Phoenix?
24· · · · ·A.· · ·Yes, it is.
25· · · · ·Q.· · ·When did you finish that program?
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·1· · · · ·A.· · ·'80 -- '88, I think.
·2· · · · ·Q.· · ·Okay.· Who do you work for now?
·3· · · · ·A.· · ·I work for Matco Tools.
·4· · · · ·Q.· · ·What do you do for them?
·5· · · · ·A.· · ·I'm a corporate trainer, field trainer.· I go
·6· around -- they're a franchise business.· So people sign up
·7· for the franchise.· They go through two weeks of classroom
·8· training; I'm with them their first and third week in
·9· business.
10· · · · ·Q.· · ·I see.· So you help them establish the proper
11· procedures for operating a Matco franchise?
12· · · · ·A.· · ·Yes.
13· · · · ·Q.· · ·Had you -- so you have some business
14· experience?
15· · · · ·A.· · ·Yes, I do.
16· · · · ·Q.· · ·Had you ever been involved in the real estate
17· business before?
18· · · · ·A.· · ·No, I had not.
19· · · · ·Q.· · ·So before your interactions with Zurixx, you
20· had not ever been involved in house flipping?
21· · · · ·A.· · ·(No oral response.)
22· · · · ·Q.· · ·And you've never been involved in real estate
23· liens?
24· · · · ·A.· · ·No, not at all, no.· To do handyman stuff
25· around the house, so that kind of got -- that was my
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·1· excitement.· I can do the stuff I like to do around the house
·2· and make money.
·3· · · · ·Q.· · ·Yeah.· Right.
·4· · · · ·A.· · ·And keep me home, obviously.· That's part of
·5· the draw; I'm on the road all the time.
·6· · · · ·Q.· · ·I bet.
·7· · · · · · · · When I say Zurixx, what do you understand that
·8· to mean?
·9· · · · ·A.· · ·Now or -10· · · · ·Q.· · ·Yes, now.
11· · · · ·A.· · ·Obviously they are kind of the parent company,
12· so to speak, they have a lot of branches that extend out
13· through all their different programs and seminars.· Which is
14· quite interesting that -- they had the Rules of Renovation.
15· Well, when you Google that -- when we were first doing it,
16· they were so newly formed, you didn't find anything bad on
17· them.· Down the road, when we found out they're Zurixx, then
18· you can find out all the information that, Oh, I didn't know
19· that this was this company.
20· · · · ·Q.· · ·Okay.· Would it have made a difference to you
21· had you known it was Zurixx?
22· · · · ·A.· · ·Absolutely.· Because one of the things we did
23· is try to Google up on this company, where are they at, what
24· are they trying to sell us.· They already told us in the
25· beginning of the three-day seminar that it's going to cost a
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·1· lot of money.· We had to go home and digest it and think
·2· about it and try to do our due diligence.
·3· · · · ·Q.· · ·Had you known that it was Zurixx and not Rules
·4· of Renovation, would have you signed up for -·5· · · · ·A.· · ·No.
·6· · · · ·Q.· · ·-- the three-day seminar?
·7· · · · ·A.· · ·No.· We were actually looking at a couple other
·8· business opportunities.· One of them was a Matco franchise
·9· that was actually opened in the Vancouver area where we live.
10· We also -- we were also talking with an AAMCO transmission
11· shop, about buying them.
12· · · · ·Q.· · ·You would have used your money for one of the
13· those other opportunities instead of this?
14· · · · ·A.· · ·Yes.· We were weighing that and the investment
15· and for what we thought the return would be.· Return on
16· investment is a good technical term.· And looked at the
17· investment, because the way they presented really felt like
18· here's a business.
19· · · · ·Q.· · ·So you felt like you were buying a business,
20· not just education?
21· · · · ·A.· · ·Oh, absolutely.· They even set us up with the
22· businesses.· Everything was about a business to us.
23· Especially one of the things they did is they do a very good
24· job of listening to you and then selling off of what you say.
25· We're talking about we were looking at buying a business and
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·1· all this stuff, so they really honed in on that, among some
·2· other stuff, but they really honed into that, the business
·3· aspect.· And even tied in the fact that I'm a trainer and
·4· kind of used that against me.· Because obviously I see the
·5· value of training, that I do this for a living.· This is a
·6· field I don't know, we need training to know it.
·7· · · · ·Q.· · ·Presumably the training you give is more
·8· beneficial?
·9· · · · ·A.· · ·The ones I do, especially anything I do, yeah,
10· absolutely.· It's -- we have a lot of good success stories
11· that we can back up.
12· · · · ·Q.· · ·Good.
13· · · · · · · · Did you have the impression that you would be
14· able to make more money from engaging in this business that
15· you described than you would be paying for the training you
16· were receiving?
17· · · · ·A.· · ·Oh, absolutely.
18· · · · ·Q.· · ·What did you base that on?
19· · · · ·A.· · ·They're talking about what -- they never gave a
20· "you will make this."· But they were -- they clued at what
21· you could make.· Between that, and what you put on the credit
22· apps, and anybody should be able to make this or that, you're
23· looking at least six figures.· And they have some people
24· dreaming, thinking you can make three -- you know, three,
25· $400,000 a year.· I mean, I'm happy with six figures.
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·1· didn't run with it.
·2· · · · ·Q.· · ·Okay.· We've talked about earnings
·3· representations.· We've talked about your expectations for
·4· the three-day seminar.· How about your expectations for the
·5· "Boots on the Ground" seminar.· What expectations did you
·6· have for that?
·7· · · · ·A.· · ·The way they made it sound, part of that -·8· because that Boots was part of the diamond package.
·9· · · · ·Q.· · ·Yes.
10· · · · ·A.· · ·When you get this package, we're going to give
11· you all this.· The very first thing that you need to do to
12· get that immediate income, to get you working it right now,
13· let's get things going, was that's the next essential step.
14· They gave us homework to get us up to that point, which
15· coincidentally is the same homework that they gave us at that
16· Boots class as well as at the trainers; they kept giving us
17· the same basic homework that we've already completed.
18· Definitely went into it with a lot more expectation.
19· · · · ·Q.· · ·Okay.
20· · · · ·A.· · ·And when the gentleman himself said, you know,
21· there's more -- there's more here than I can teach in the
22· three days, right off the bat, we're like, Oh, what's going
23· on?
24· · · · ·Q.· · ·Did you feel like you had been misled at that
25· point?
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·1· · · · ·A.· · ·We got a little bit of a bad taste.· Especially
·2· because I don't really felt that it followed the curriculum
·3· that they set.· I think some of the other supporting -·4· there's some supporting documents and evidence that talks
·5· about the different things that they were going to teach, and
·6· how we had very little of that actually taught to us.· It
·7· definitely was nothing specialized for our market, you know,
·8· by any means was an education professional, you know.
·9· · · · ·Q.· · ·I am not somebody who has ever flipped houses.
10· When I think about flipping houses, I would think that I
11· would have to know, first of all, the principles of how to
12· value a home to know whether I was buying it for a good
13· price.· Is that something that you would think you would need
14· to know as well?
15· · · · ·A.· · ·Yes.
16· · · · ·Q.· · ·Did they give you any training on how to do
17· that?
18· · · · ·A.· · ·Yes, to some point -- he did have some formulas
19· of it.· Interesting enough, our -- the field, where we went
20· out in the field with them, we were to go out and use these
21· principles of value to see if we can find any houses that
22· were eligible.· Oddly enough, there was none that could
23· qualify under that.· Of course, right there, nothing in our
24· market could support that.· But they did have formulas.
25· · · · ·Q.· · ·That suggests to me that if they had been
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·1· tailoring the training to the Portland market, they would
·2· have known that there weren't any houses that would fit the
·3· criteria.· Doesn't -·4· · · · ·A.· · ·Yes.
·5· · · · ·Q.· · ·-- that suggest that to you as well?
·6· · · · ·A.· · ·Yes.· And that was actually a good point that
·7· was brought out in the three-day training.· They said
·8· something to the effect of, one of the reasons why we came to
·9· Portland, it's just a great market.· There are -- they had
10· some exorbitant number, like 10,000 houses available in
11· inventory, and the market is doing good.· They really upped
12· it to make it sound like it was something it wasn't.
13· · · · · · · · When we actually started to do it after leaving
14· the boot camp, we actually started trying to do it, real
15· quickly realized this inventory isn't out there.· Everything
16· is -- the prices are jacked up.· You can't find -- you need
17· houses that need a lot of work for even 300,000.· And there's
18· no way these formulas that you have to buy a house so much
19· under market and account for so much for repairs and stuff
20· could very feasible be done.· Very few and far between.
21· · · · ·Q.· · ·What efforts did you take that led you to that
22· conclusion?
23· · · · ·A.· · ·Well, I mean, even part of that was their
24· homework of us trying to find houses, that was a real quick
25· give-away.· Using some of their software and tools, that
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·1· property software they have, you can actually get comparable
·2· values and see what recent sales were and stuff.· Allows you
·3· to kind of go in there and find something.· The house we
·4· found that we tried to flip, uhm, I looked at some values, I
·5· processed stuff using some formulas.· Then we called our
·6· Realtor and said, Hey, does this house look like it falls
·7· under -- as a good deal?· We ran some calculators on his
·8· side, too, thought it was.
·9· · · · ·Q.· · ·So you used the tools that they gave to you and
10· tried to find houses that would work to make the kind of
11· income they were suggesting?
12· · · · ·A.· · ·We did, but they were very limited in success.
13· They were, uhm -- they did have that one property analyzer,
14· which I did like more than practically everyone else that I
15· met that did.· I'm kind of statistical in my mind; I really
16· like to dig in.· I was finding good comparable properties.
17· But there was a lot of flaws with the data.· It wasn't
18· updated like it was.
19· · · · · · · · If things -- like foreclosures is a good
20· example.· If something goes in, starts -- like a
21· pre-foreclosure, where the bank says, Hey -- they send you a
22· letter, said we're going to -- if you don't get current, that
23· posts and then everything else that posts, if it's ever made
24· right, it never shows you that.· You're looking at houses
25· that, you know, are said to be in foreclosure.· Well, they're
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·1· not anymore.· Or they've been determined as vacant property.
·2· No, they're lived in.· So things at the time it was reported,
·3· but it's never cleared out.· It was very wrong information in
·4· that way.
·5· · · · ·Q.· · ·Is it fair to say because the information was
·6· wrong, that it was not -- that it did not meet your
·7· expectations?
·8· · · · ·A.· · ·Oh, absolutely, yeah.· Definitely flaws.· Yeah.
·9· · · · ·Q.· · ·You did not expect flaws in the material that
10· you were paying that much for?
11· · · · ·A.· · ·Not the way they were touting -- they made the
12· software sound like it was something revolutionary, it was
13· just them.· I found out through later research that it was
14· just like a renamed -15· · · · ·Q.· · ·Off-the-shelf product?
16· · · · ·A.· · ·Yeah, it's another product that someone else
17· offers out there.· They just had their own face on it.· So
18· it's nothing special like they made it sound.· And as far
19· as their other resources, like the -- it just covered basics.
20· Nothing more than you couldn't Google on the Internet and
21· find out.
22· · · · ·Q.· · ·Would you mind taking that stack of exhibits
23· that is in front of you there?· And we're going to look at a
24· few that your wife suggested you would have a better
25· knowledge of than she did.· Let's begin with, if I can find
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·1· No. 5.
·2· · · · ·A.· · ·Okay.
·3· · · · ·Q.· · ·Can you tell me what No. 5 is?
·4· · · · ·A.· · ·That is a copy of a dispute letter we wrote to
·5· Bank of America for the credit card.
·6· · · · ·Q.· · ·Did you play a role in preparing this document?
·7· · · · ·A.· · ·Yes.
·8· · · · ·Q.· · ·What was your role?
·9· · · · ·A.· · ·I would say the majority of it was my authoring
10· it.· We did our combo of information, and I took all of that
11· and put it to paper.
12· · · · ·Q.· · ·Thank you.
13· · · · · · · · The third paragraph says, Upon clearly breaking
14· their terms, we notified them of such a breach, severed our
15· relationship and requested our money back.
16· · · · · · · · Did you believe that Zurixx broke the terms of
17· their agreement with you?
18· · · · ·A.· · ·Absolutely.· In the paragraph above, it talks
19· about the customer bill of rights.· Anytime you do a credit
20· card dispute, Zurixx, as a defense, says, Hey, they signed
21· this agreement, there was a three-day cooling off period.· So
22· I wasn't necessarily disputing that, you know.· I was
23· disputing that, but I had to figure out what was it that
24· gives us cause to say, Hey, they broke their contract.· And
25· that -- looking through that bill of rights, there was a lot
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·1· of things that they did that -- they promised that they would
·2· do that they did not.
·3· · · · ·Q.· · ·Let's take a look at that bill of rights, and
·4· maybe you can give me a little more detail about what it
·5· would mean.
·6· · · · · · · · We can go through each paragraph if that's
·7· useful.· Maybe you just have in your mind some of the ways
·8· that you feel like they did not comply with their bill of
·9· rights?
10· · · · ·A.· · ·A lot of it was the underlined stuff.
11· · · · ·Q.· · ·Okay.
12· · · · ·A.· · ·So right there, My students, implying Hilary
13· Farr, can expect honest and informative information based on
14· current market trends.· There was some definitely dishonest
15· stuff, I should say, reason why I call that is they're asking
16· us to do stuff that's a violation of law, such as the abandon
17· signs and the business cards and taxes, all that stuff.
18· · · · · · · · Then obviously, it wasn't based on our current
19· market trends.· Because our training -- instead of training
20· us to our market, it was a generic cookie-cutter programming
21· of do wholesaling in the Midwest.· That has nothing to do
22· with where we live.· It's not a viable thing.· There's not a
23· depressed housing market like those other areas.
24· · · · ·Q.· · ·You were not interested in engaging business in
25· the Midwest?
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·1· · · · ·A.· · ·It's pretty hard to, as well.· We don't live
·2· there, we're not there to be a part of it.· They were
·3· basically wanting us to get a Realtor out there and just
·4· start making offers on everything that comes available
·5· through the MLS.
·6· · · · ·Q.· · ·The underlined statement I see is under "Fair."
·7· I will treat each of my students equally and with respect.
·8· Did you feel like -·9· · · · ·A.· · ·One more underline.
10· · · · ·Q.· · ·Okay.
11· · · · ·A.· · ·Right past that last one with the marketing
12· trends, it also -- bill of rights consists of commitments on
13· my end.· So that shows right there they're off to me; they're
14· making commitments on their end, as well, not just they need
15· to us do something, but they're committing to these bill of
16· rights also.
17· · · · ·Q.· · ·Okay.· Then the next one under fairness, did
18· you feel like you were treated equally and with respect?
19· · · · ·A.· · ·No.· Talking with other people after the fact,
20· definitely not equally.· They really sold you on the amount
21· of money you could -- you had, which basically came from -22· at the three-day meeting, they first introduced a speaker who
23· talked about the importance of credit.· He had so many
24· hundreds of thousands on credit cards as available.· He had
25· an 850 score.· It's really important for you to find out your
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·1· own credit score.· They had a free way, it cost you no money.
·2· Go down to lunch -- they went to a lunch break.· Go
·3· downstairs, apply for it.· Well, those were all linked to
·4· this -- the name of that, uhm...
·5· · · · ·Q.· · ·Foundation Funding?
·6· · · · ·A.· · ·Foundation Funding people.· We didn't really
·7· know that.· Then, of course, they pull our credit.· They can
·8· look at it, and then as we return, then they start talking
·9· about the importance of that.· Then they got into Foundation
10· Funding and about how, you know, your coach, as they called
11· it, will help you, let you know if you want to take advantage
12· of this, and you can use it for whatever.· Jokingly they even
13· said something, Buy your wife a fancy purse or something.
14· · · · · · · · But then they -- after that, once they finally
15· figured out who was able to qualify, that's where they really
16· soaked in on people -- honed in on them, I should say.· Then
17· they started really trying to hit you hard to use that to pay
18· for the additional funding.
19· · · · ·Q.· · ·So you felt like they based which level of
20· training you should buy on the amount of money that they felt
21· like you could raise?
22· · · · ·A.· · ·Yes.· A good example, I -- I was turned down by
23· these people.· Oddly enough right before -- maybe like a
24· month before, I had bought something from Best Buy.· We
25· bought a TV, walking out, ended up buying appliances.· And
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·1· Best Buy wasn't aware -- they knocked me over my limit.· It
·2· reported as an over the limit to the credit card bureau.

I

·3· was rejected because of that.· At that point, well, you know,
·4· hey, this is -- kind of blew us off just a little bit.· Then
·5· all of sudden, Jeannie's came in.· The next day all of a
·6· sudden, Oh, wait, Jeannie can qualify.· All of a sudden, we
·7· were back in the game.· Then they wanted to start talking to
·8· us about the different packages.
·9· · · · ·Q.· · ·I see.
10· · · · ·A.· · ·Other people we know, you know, if they didn't
11· have -- could only get X amount of credit cards, they bought
12· the lower packages.· As it goes on with training, the
13· coaching.· In hindsight, looking at it, they started asking
14· you, What do you have?· Do you have 401(k), do you have
15· equity?· How much do you have on credit cards?· And we did
16· answer a little off.· We gave a lower amount.
17· · · · · · · · We said, Hey, we have -- I think we said we
18· have like 25,000 available in credit cards.· And guess how
19· much our package was?· 23,000. They honed in.· There was
20· another couple we know that, you know, spent a lot more, like
21· 40,000.· Another couple only paid for the same thing for like
22· 15 or something like that.· They kind of figured out what you
23· have left to spend.
24· · · · ·Q.· · ·So the training was not that much different
25· depending on the price.· The price really just reflected your
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·1· ability to pay -·2· · · · ·A.· · ·It was the same thing.· It was just negotiated
·3· out from what we found out.· Another couple at the three-day
·4· who only purchased the smallest package, they kept getting
·5· calls trying to upgrade to the better package as well.· They
·6· started getting follow-up after the fact.
·7· · · · ·Q.· · ·In your view, all of that was unfair and was
·8· not in compliance with their commitment to treat each of the
·9· students equally?
10· · · · ·A.· · ·Correct.· And then the last half of that is
11· respect.· That ties into the -- to the treatment we got,
12· especially by our -- the coach/trainer down the road.
13· · · · ·Q.· · ·Mr. Ehlers?
14· · · · ·A.· · ·Yes.· When we had said that we were, you know,
15· no longer interested, that's when he talked to us about the
16· IRS, that he started -- then he -- he went off on Jeannie
17· about something about being disappointed in her and all kind
18· of stuff like that.· And then he wrote an e-mail that went on
19· about -- something about my business workings with Matco
20· and questioned my professional abilities.
21· · · · ·Q.· · ·The next thing I see that you have underlined
22· is, I have directed my education and courses to lead to
23· results.· Is there a reason you underlined that?
24· · · · ·A.· · ·There was no educational services.· There was
25· no curriculum, there was no true format.· It was basically
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·1· there was some seminars, which, as we found out from people
·2· who had went, the special one in Vegas that was the follow-up
·3· boot camp experience, that was nothing more than a -- it's
·4· another sales experience.· That's when they really hone in on
·5· people with tax liens, doing -- transferring your 401(k) kind
·6· of stuff into stuff you can self-invest.· Selling houses that
·7· had been prefixed up in stale markets that you can do as
·8· rentals, et cetera.
·9· · · · ·Q.· · ·Do you remember any other comments about your
10· 401(k)?
11· · · · ·A.· · ·I don't have enough to vest.· So we never
12· really talked about that at various moments.· I've been with
13· my company now three years or so.
14· · · · ·Q.· · ·I see.
15· · · · ·A.· · ·Previously, I hadn't had one in a while.
16· · · · ·Q.· · ·You don't remember what they were saying
17· generally about one's 401(k)?
18· · · · ·A.· · ·Some basics, though.· You can borrow against it
19· if it's large enough.· I think you can -- was it a 401(k) or
20· maybe the IRAs?· There were people with IRAs, tell them they
21· can transfer to self-investing, and that cost money and fees.
22· In fact, we know someone that got talked into that and then
23· was able to back out.· Only lost like a thousand dollar.
24· Once again, anything to do with Zurixx it was very heavily
25· fee based.· Everything they did came with fees.· They make a
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·1· lot of money off of that as well.
·2· · · · ·Q.· · ·The next thing I see underlined is, Our premium
·3· curriculums.
·4· · · · ·A.· · ·Yes.· Once again, there is no -- there's no
·5· basic curriculum.· The most -- closest thing to a curriculum
·6· was that boot camp we went to, and that was -- was loosely
·7· taught and didn't follow a curriculum.
·8· · · · ·Q.· · ·The next page, under education courses that
·9· lead to results, there's a paragraph after.· Do you see where
10· I am?
11· · · · ·A.· · ·Yes.
12· · · · ·Q.· · ·Did you write that paragraph?
13· · · · ·A.· · ·Yes.
14· · · · ·Q.· · ·It says, In the two months we have followed
15· their system, we have not felt any recordable movement
16· toward -- movement forward leading toward any measurable
17· results.
18· · · · · · · · So did you feel like for two months you were
19· really trying to follow their system?
20· · · · ·A.· · ·Yes.· We were frustrated.· Everything came back
21· down to they wanted us to do signage, to do Craigslist ad.
22· To do -- you know, get the lead out with the business card.
23· It was all -- nobody had anything beyond that.· They kept
24· us doing the same basic setup.· It was like, We want
25· something more; we've done this.· You told me as soon as we
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·1· got out of the three-day class to start that, and we
·2· basically did all that then.· That was our homework leading
·3· into the boot camp.· After the boot camp, you need to do
·4· this.· Then the training, you know, the coaching.
·5· · · · ·Q.· · ·That's why you say you didn't feel like there
·6· was any forward movement -·7· · · · ·A.· · ·No.
·8· · · · ·Q.· · ·-- because you were just being told to do the
·9· same things over and over again?
10· · · · ·A.· · ·Yes.
11· · · · · · · · One time, it was interesting, when we had that
12· fill-in coach, we're like, Why -- I forget the exact thing we
13· had to do but, Why would we do this?· He goes, I really don't
14· know what he was thinking when he had you do that.· Wait a
15· minute, one side -- nothing consistent.
16· · · · ·Q.· · ·The next sentence says, All of our training has
17· been basic and repetitive with all sources, including the
18· latest coaching program most recently sold to us as aimed to
19· get immediate results.
20· · · · · · · · Did you feel like there was a failure to give
21· you the kind of training you would need to get immediate
22· results?
23· · · · ·A.· · ·Absolutely.· I mean, we spent two months being
24· told to keep -- repetitively do the same things, which were
25· basics and setup.· Nothing actually -- okay, start doing
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·1· this.· Put offers, you know, do the wholesaling, which is
·2· what you go into it thinking you're going to be told about
·3· flipping.· And then they tell you, Well, the money that you
·4· can make right now is really probably the wholesaling.· It's
·5· a way to get money in quick, give you cash flow, make your
·6· credit card payments.· I remember that being one of the
·7· things you can do, you know.
·8· · · · ·Q.· · ·Okay.
·9· · · · ·A.· · ·Interesting, both couple of the coaches we
10· talked to had their own books, a $15 book that he sold.· And
11· it's nothing new; once again, it was all the same basic, get
12· leads and stuff.
13· · · · ·Q.· · ·Did you feel like -- like Zurixx had a program
14· that it was trying to sell you as opposed to training?· Did
15· you feel like you were buying a business?
16· · · · ·A.· · ·Oh, absolutely.· Yeah.· They make it sound -17· and I believe in a few places they even talk about your
18· business.· We set up a business even.· Through their other -19· My Entity Solutions, it was part of their package.
20· Everything was represented to make you feel like you're
21· starting a business.
22· · · · ·Q.· · ·One of the things that I was going to ask you
23· about is they had you set up a corporation rather than an
24· LLC.· Do you recall why they advised that?
25· · · · ·A.· · ·That was -- the gentleman that did the
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·1· three-day class, Cap was his nickname.· I don't know his full
·2· name.· I think he was a captain in the Marines, which is why
·3· he got the nickname Cap.· He did it.· In fact, later, uhm,
·4· the Gary Barnes in that boot camp also did it.· By then we
·5· had already formed it.· He also had a lot of opinions.· There
·6· was a lot of -- I kind of say -- they teach you to teeter
·7· that fine line tax-wise to where you're -- you're still legal
·8· but you're playing with -- you have board meetings, so you
·9· rent your own house out for a going rate.· Everything that
10· technically you can do but there's gray matter in it.
11· · · · ·Q.· · ·May or may not be legitimate?
12· · · · ·A.· · ·Yeah.· He's gone through so many audits
13· himself, and we hear all this.· Technically it's legal, you
14· know, we hear all the stories of how to teeter the fine line.
15· That was very off-putting, too.· Why we being taught how to
16· scoot the system?· I know another interest was, Why Wyoming?
17· · · · ·Q.· · ·Right.
18· · · · ·A.· · ·Nevada and Wyoming are very business friendly
19· for people, a lot of privacy and stuff.· So that's why we
20· chose Wyoming over Nevada.· I was going to go with Nevada.
21· The people at My Entity Solutions mentioned, I think, the
22· fees were half the cost in Wyoming.· So we changed it to
23· Wyoming.
24· · · · · · · · MR. KAUFMANN:· Remember, just answer the
25· questions that are asked here.
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·1· · · · · · · · THE WITNESS:· Okay.· Thank you.
·2· · · · · · · · MR. WING:· It's interesting.· I'm happy to
·3· listen to anything you say.
·4· BY MR. WING:
·5· · · · ·Q.· · ·Would you look at No. 6, please.· There's a
·6· letter several pages down dated April 11, 2018, to James
·7· Carlson.
·8· · · · ·A.· · ·Yes.
·9· · · · ·Q.· · ·Is that a letter that you prepared?
10· · · · ·A.· · ·Yes.
11· · · · ·Q.· · ·Why did you prepare it?
12· · · · ·A.· · ·Part of knowing that we need to try to get our
13· money back and to stop dealing with them, we made efforts
14· through -- I forget his name.· The gentleman that we dealt
15· with on-line with the e-mails, uhm, and also wrote him, James
16· Carlson, my basic business training, start at the top.

I

17· wrote a certified letter to the president, so that way
18· there's no questions.· We also disputed our credit cards.
19· · · · ·Q.· · ·The second paragraph says, The content received
20· after spending approximately $70,000 has been of very little
21· value and the information was not much more than information
22· from the $2,000 seminar.
23· · · · · · · · Is that an accurate reflection of your
24· feelings?
25· · · · ·A.· · ·Yes.
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·1· · · · · · · · If you read on through that paragraph, it kind
·2· of touches base what I had already talked about, too,
·3· completion, given the homework, it's the same as three-day
·4· boot camp.· We were frustrated that we keep given the same
·5· homework.
·6· · · · ·Q.· · ·Right.· The fifth paragraph down says, The
·7· first coach assigned to us seemed unaware of how your system
·8· works.· He talked of trying to open credit cards (you already
·9· did during the first seminar and have charged approximately
10· $70,000) and also, went on to tell us that your recommended
11· source of money (USA Private Money) is ripping us off.
12· · · · · · · · Can you tell me a little bit more about what he
13· said about USA Private Money ripping you off?
14· · · · ·A.· · ·At that time, we were -- when we first started
15· the coaching, we were actually out in Montana.· We came from
16· Montana.· We had a little, small property we were working on
17· trying to buy.· Things started to fail a little bit on the
18· deal coming through.· At that point, they hit us at a really
19· vulnerable time.· We were having -- the USA Private Money had
20· committed to a loan and then said we don't normally loan for
21· this much.
22· · · · · · · · It's our mistake.· After about three or four
23· weeks, we're ready to walk into closing, and they kind of
24· scrap something together where they would -- if we pay for
25· the house, they give us immediate second loan and that would
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·1· pay for repairs.· With all that deal coming through and
·2· falling apart on us was literally when things started to fall
·3· apart, was when they called us for the coaching, on timing,
·4· and they hit us at the right moment.
·5· · · · · · · · At that point it's like, Yeah, how do we save
·6· this deal?· What do we do?· We needed that experience, these
·7· coaches that can offer the great knowledge.· And they
·8· assigned us with this person.· And we told them the
·9· circumstances of what was going down, and then the first
10· thing when we mentioned about the money and we said it was
11· USA Private Money, they said, Oh, they're ripping you off.
12· The cost of money is too much.
13· · · · ·Q.· · ·Do you remember what the cost of money with
14· USA -15· · · · ·A.· · ·There was a lot of fees.· You had to prepay six
16· months worth of house payments up front regardless if you
17· kept the house for a month or two.· There was a lot of
18· origination fees that they did of other stuff.· I'm just -19· they made you purchase certain insurance and for X amount of
20· time.· Really, I think, looking in hindsight, they padded
21· their investment with it so that way it was covered.· That
22· way most people fail, they can walk in, swoop it back, take
23· it over and stuff, like all the insurance and stuff is
24· covered.
25· · · · ·Q.· · ·Do you know if there's any common ownership
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·1· between Zurixx and USA Private Money?
·2· · · · ·A.· · ·No.· But from what I understand, they worked
·3· very close hand in hand.· The owner of the USA Private Money
·4· is one of those preferred vendors.· They do a lot of
·5· dealings.· They're at those -- that summit.· They're the ones
·6· offering the financing on these renovated houses, these
·7· turnkey houses they're selling you, et cetera, like that.
·8· It's very hand in hand.
·9· · · · ·Q.· · ·Would you turn to Exhibit 16, please?
10· · · · ·A.· · ·16?
11· · · · ·Q.· · ·Yes.
12· · · · · · · · These are some of those surveys.· And I believe
13· that some of them are yours.· Could you check to see if any
14· of these are yours?
15· · · · ·A.· · ·The second page is mine for sure.· Then that
16· last page is also my writing.
17· · · · ·Q.· · ·In both of them, you give high marks to the
18· surveys.· Can you tell me why you gave them high marks?
19· · · · ·A.· · ·We were under the ether at the time.· The last
20· one is actually from the three-day seminar, instructor says
21· it's Cap.· What did I take away from it?· New start in life,
22· able to find security and provide for my family, to show you
23· where the mind-set was and what they sold me on.· They really
24· have you thinking, you know, the same thing.· I mean -25· · · · ·Q.· · ·Did you say you were still under the ether?

P. Keller IH - Salt Lake City, UT
March 6, 2019

EX 15, p. 31
YVer1f

Case 2:19-cv-00713-DAK-EJF
Document
12-14*·Filed
09/30/19
Page 33 of 42
Philip
R. Keller·
March
06, 2019

32

·1· · · · ·A.· · ·Yes.· Kind of a joke terminology.· They're
·2· selling you.· You're in this little high, make you feel
·3· you're special in this club of elite people with them.· You
·4· know, they've really honed in on what's important to you;
·5· we're buying a business, we're able to provide for our
·6· family.· We got kids in college, this will be great way we
·7· can provide -- pay off student loan, all this stuff in life
·8· going on.· You're just like, Wow.· Of course, they hand you a
·9· survey, and it's going to go back to them anyways.· Do you
10· ever want to mark them bad, you know?· Sometimes you do
11· but at that time, I was really just amazed by -- you know,
12· wow.
13· · · · ·Q.· · ·Is it fair to say you believed what they were
14· tell you in the trainings?
15· · · · ·A.· · ·Hook, line and sinker, yeah.· It wasn't until
16· afterwards, especially that boot camp, where we then walked
17· away with -- because there was such expectation, you walk
18· away and it's just like, Wait a minute, what did we get out
19· of this?· Then we start talking to some of the other people,
20· which -- we did that little list that we exchanged that
21· wasn't supposed to have been part of the class, you're not
22· supposed to do.
23· · · · · · · · All of a sudden, we're in contact with other
24· people, it's like, What are you doing?· What do you get out
25· of it?· That's when we found out stuff like their tie-in to
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·1· the previous companies and who Zurixx really was, and all
·2· this stuff all of a sudden starts coming together.· Because
·3· we all left this little boot camp going, What happened?
·4· Nothing.
·5· · · · ·Q.· · ·Did they all have the similar concerns to
·6· yours?
·7· · · · ·A.· · ·We all -- yeah.
·8· · · · ·Q.· · ·Mr. Keller, I don't know that I have anything
·9· more to cover with you.· As before, I want to make sure that
10· you've had a chance to tell me everything that you think I
11· need to know to fully understand your relationship with
12· Zurixx.· Is there anything you can think of that would help
13· me understand how Zurixx has affected your life?
14· · · · ·A.· · ·Uhm, definitely they're very well-orchestrated
15· salespeople who take advantage of what your needs and
16· situation are.· You know, they figure out what's going on.

A

17· lot of people -- legacy, having a legacy to hand off to your
18· family, that was a big one for a lot of people.· It didn't
19· affect me as much, but that was a big one.· They hone in on
20· what you do.· It's just, in hindsight -- I've had sales
21· training and stuff.
22· · · · · · · · I realize now kind of after the fact all the
23· little things they were doing to close you in the sale.· It's
24· so orchestrated.· They got it down to this amazing science.
25· And they really use that.· There's just so much they draw on
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·1· you that you really don't realize until it's afterward.
·2· · · · · · · · I think what makes us a little different, we're
·3· not usually the ones that get taken.· We're usually really
·4· quick to say, No, you're full of it, walk away from things.
·5· We really got talked into it.· I think what sets us apart
·6· maybe from a lot of people.· A lot of people go silent; it's
·7· very common.· You know, we stand up and fight for ourselves.
·8· As you can tell, my wife is quite strong in her feelings.

I

·9· was a lot of behind the scene with a lot of the writing,
10· putting it in into words or stuff.· Yeah, it's definitely
11· been an interesting experience.
12· · · · ·Q.· · ·Anything else you could think of that leaves
13· you feeling like they -- the things they did were misleading
14· or deceptive?
15· · · · ·A.· · ·I mean, I guess I could say between -- you
16· know, from hearing what you've asked of Jeannie and of
17· myself, I think going through all these documents, it's -18· what's in here is a very clear representation.· So, you know,
19· I definitely can confer a lot of what Jeannie said is all -20· is very accurate in the stuff that they lead you to believe.
21· · · · · · · · MR. WING:· Thank you.· Those are all the
22· questions I have.
23· · · · · · · · MR. KAUFMANN:· No questions.
24· · · · · · · · (Examination concluded at 3:16 p.m.)
25· · · · · · · · · · · · · · · * * *
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· · · · · · · I HEREBY CERTIFY that I have read the foregoing
testimony consisting of 31 pages, numbered from 4 through 34,
inclusive, and the same is a true and correct transcription
of said testimony with the exception of the corrections I
have listed below in ink, giving my reasons therefor.
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23·

· · · · · · · · · · · · · · · · · ·__________________________
· · · · · · · · · · · · · · · · · · · · PHILIP R. KELLER

1.· ·Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
2.· ·Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
3.· ·Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
4.· ·Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
5.· ·Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
6.· ·Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
7.· ·Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
8.· ·Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
9.· ·Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
10.· Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
11.· Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________
12.· Page ____ Line ____ Correction________________________
· · ·Reason _______________________________________________

· · · · · · · ·SUBSCRIBED AND SWORN to at __________________,
this _______ day of ______________, 20___.

24
· · · · · · · · · · · · · · · · · · · · · · _____________________
25· · · · · · · · · · · · · · · · · · · · · · · NOTARY PUBLIC
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·2· STATE OF UTAH· · · ·)
· · · · · · · · · · · · :
·3· COUNTY OF SALT LAKE )
·4
· ·
·5·
· ·
·6·
· ·
·7·

· · · · · · · THIS IS TO CERTIFY that the examination under
oath of PHILIP R. KELLER, the witness in the foregoing
examination under oath named, was taken before me, JAMIE R.
BREY, a Certified Shorthand Reporter and Registered
Professional Reporter in and for the State of Utah, residing
at Salt Lake City, Utah.

·8
· · · · · · · · · That the said witness was by me, before
·9· examination, duly sworn to testify the truth, the whole truth
· · and nothing but the truth in said cause.
10
11·
· ·
12·
· ·
13·
· ·
14

· · · · · · · That the testimony of said witness was reported
by me in Stenotype and thereafter caused by me to be
transcribed into typewriting, and that a full, true and
correct transcription of said testimony so taken and
transcribed is set forth in the foregoing pages numbered from
4 through 34, inclusive.

15· · · · · · · · I further certify that I am not of kin or
· · otherwise associated with any of the parties to said cause of
16· action, and that I am not interested in the events thereof.
17
· · · · · · · · · WITNESS MY HAND at Salt Lake City, Utah, this
18· 24th day of March, 2019.
19
20
· · · · · · · · · · · · · · · · · · _____________________________
21· · · · · · · · · · · · · · · · · · ·JAMIE R. BREY, CSR, RPR
· · · · · · · · · · · · · · · · · · · ·Utah license No. 361682
22
23
24
25
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ANDERSON & KARRENBERG
Stephen P. Horvat (#6249)
John A. Bluth (#9824)
Nathan P. Hatch (#13738)
50 West Broadway, Suite 700
Salt Lake City, Utah 84101-2035
Telephone: (801) 534-1700
Facsimile: (801) 364-7697
shorvat@aklawfirm.com
jbluth@aklawfirm.com
nhatch@aklawfirm.com
Attorneys for Plaintiff Zurixx, LLC
_____________________________________________________________________________
IN THE THIRD JUDICIAL DISTRICT COURT
SALT LAKE COUNTY, STATE OF UTAH

ZURIXX, LLC, a Utah limited liability
company,
Plaintiff,
vs.

COMPLAINT
[Tier 2]

Civil No. ________________

LINDA CRAYTON, an individual,
Judge ___________________
Defendant.
Plaintiff Zurixx, LLC (“Zurixx”), by and through its undersigned counsel, states the
following complaint against Defendant Linda Crayton (“Crayton”) and alleges and seeks relief as
follows:
PARTIES
1.

Plaintiff Zurixx, LLC is a Utah limited liability company in good standing.

2.

Defendant Linda Crayton is an individual and resident of Texas. She may be

personally served with process at her place of residence, 349 Cedar Springs, Longview, Texas
75605 or wherever else she may be found.
Zurixx, LLC v. Crayton - Salt Lake City, UT
March 20, 2019
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JURISDICTION AND VENUE
3.

This Court has personal jurisdiction over Crayton pursuant to Utah Code § 78B-3-

4.

Specifically, Crayton has contractually agreed that Utah courts have jurisdiction

205.

over this matter.
5.

After Crayton purchased Zurixx’s programs, differences arose between her and

Zurixx regarding such programs.
6.

The parties reached a Settlement Agreement (the “Agreement”) that included

confidentiality requirements and a provision providing that Utah has personal jurisdiction over
Crayton.
7.

Crayton violated the Agreement by disclosing its terms to third parties.

8.

Venue is proper in this Court pursuant to Utah Code § 78B-3-304, as Plaintiff’s

cause of action arose from breach of the Agreement, which was signed in Utah and in which the
parties stipulated that venue would be proper in Utah in the Agreement.
9.

Specifically, in the Agreement, the parties acknowledge that “[t]his Agreement

shall be governed by and construed according to the laws of the State of Utah without regard or
reference to the laws of any other state. Any dispute or action pertaining to this Agreement shall
be brought and maintained in the state and/or federal courts of the State of Utah. The parties
hereby agree and consent to such jurisdiction and venue.”
10.

This is a Tier 2 case for discovery.
GENERAL ALLEGATIONS

11.

Zurixx is in the real estate education business and offers a line of courses under

the brand name Real Estate Elevated (“REE”).
-2Zurixx, LLC v. Crayton - Salt Lake City, UT
March 20, 2019
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12.

Crayton purchased one or more programs offered by REE.

13.

After Crayton’s purchase of REE’s programs, differences arose between her and

REE regarding such programs.
14.

Effective January 7, 2019, Zurixx, through the brand name REE, and Crayton

entered into the Agreement to fully resolve such differences, which included an amount to refund
to Crayton, defined in the Agreement as the “Refund Amount.”
15.

As part of the Agreement, Crayton agreed to the following material terms (in

pertinent part):
5.
. . . [Crayton] agrees that [she] shall not file or pursue any
other claim or action pertaining to [Crayton’s] interactions with
REE, its clients, officers, directors, affiliates, members, owners,
employees, agents, spouses, partners, heirs, successors and assigns,
including but not limited to administrative complaints, complaints
with the Better Business Bureau, civil litigation, internet postings
or blogs, magazine, newspaper or other such published articles,
complaints with any state or federal governmental agency,
including but not limited to Attorneys’ General or FTC, or credit
card/merchant chargeback/refund transaction(s). To the extent any
such complaints or actions have already been initiated, Customer
hereby agrees to immediately withdraw such complaints/actions
and to report its dealings with REE as “satisfactorily resolved.” To
the extent such complaints exist, REE shall also have the right to
utilize and circulate a copy of this Agreement as it deems
appropriate and/or necessary in order to itself respond to or resolve
such complaint(s). Neither party shall defame, demean or
otherwise dispara[g]e the other.
6.
The Parties agree that this Agreement, and all of its terms
and conditions, shall be and remain confidential. Should [Crayton]
breach an[y] of the obligations set forth in Paragraph 5 or 6, REE
shall be entitled to immediate reimbursement of the Refund
Amount in addition to any other damages as may be awarded by a
court of competent jurisdiction. Unless specifically authorized by
the terms of this Agreement, neither Party will discuss or reveal the
terms of this Agreement with any third-party without first
obtaining the prior written approval of the other. Neither Party
shall have any obligation to obtain a written release to reveal or
-3Zurixx, LLC v. Crayton - Salt Lake City, UT
March 20, 2019
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discuss the terms of this Agreement with their respective legal
and/or tax advisors.
16.

Crayton has violated paragraphs 5 and 6 of the Agreement.

17.

More specifically, upon information and belief, Crayton has discussed the

Agreement with at least two other customers and advised them to seek refunds and what to do in
seeking same.
18.

Further, Crayton failed to withdraw a credit card/merchant chargeback dispute

and report her dealings with Zurixx as “satisfactorily resolved” as mandated by the Agreement.
As a result, Crayton was refunded a greater amount of money than she was entitled to under the
terms of the Agreement.
19.

Zurixx has, thus, suffered both economic and non-economic damages as a result

of Crayton’s actions and failure to comply with the Agreement, including, but not limited to,
amounts obtained by or refunded as a result of a credit card chargeback/dispute by Crayton,
amounts paid to or sought by others from Zurixx based upon Crayton’s acts, amounts for any and
all damage to Zurixx’s and the REE brand’s reputation and goodwill, including, but not limited
to, its merchant account, and attorneys’ fees, all of which Zurixx now seeks.
20.

Crayton concealed from or failed to disclose certain facts to Zurixx/REE.

Crayton had a duty to disclose the facts to Zurixx/REE (i.e., that she was advising and/or
assisting others to seek refunds or partial refunds of their purchase); the facts were material;
Crayton knew Zurixx/REE was ignorant of the facts and did not have an equal opportunity to
discover the facts; Crayton was deliberately silent when she had a duty to speak; by failing to
disclose the facts, Crayton intended to induce Zurixx/REE to take some action or refrain from
acting (i.e., to enter into the Agreement); Zurixx/REE relied on Crayton’s non-disclosure; and
-4Zurixx, LLC v. Crayton - Salt Lake City, UT
March 20, 2019
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such caused damages to Zurixx/REE as a result of Zurixx/REE acting without knowledge of the
undisclosed facts.
21.

As a result of Crayton’s omissions, Zurixx, using its brand name REE, entered

into the Agreement, which caused damages to Zurixx and its brand REE. Such damages include,
but are not limited to, all amounts refunded to Crayton, amounts paid to or sought by others from
Zurixx and the REE programs based upon Crayton’s acts, and attorneys’ fees, all of which
Zurixx now seeks.
22.

As a result of Crayton’s breaches of the Agreement, Zurixx has lost the benefit of

the bargain and is entitled to compensatory and special damages, in an amount to be proven at
trial, but not less than $50,000.
FIRST CLAIM FOR RELIEF
(Breach of Contract)
23.

Zurixx incorporates herein the allegations of all preceding paragraphs.

24.

The Agreement was a valid and enforceable contract between Zurixx and

Crayton.
25.

Crayton’s disclosure of the settlement details constitutes a breach of the

Agreement.
26.

Crayton’s failure to withdraw her credit card/merchant chargeback/dispute and to

report that the dispute was “satisfactorily resolved” constitutes a breach of the Agreement.
27.

As a result of Crayton’s breach, Zurixx lost the benefit of the bargain, and Zurixx

has suffered and is entitled to damages, in an amount to be proven at trial, but not less than
$50,000, as well as prejudgment interest and attorney fees.

-5Zurixx, LLC v. Crayton - Salt Lake City, UT
March 20, 2019

EX 18, p. 5

Case 2:19-cv-00713-DAK-EJF Document 12-17 Filed 09/30/19 Page 7 of 9

28.

Also, Zurixx is entitled to an injunction order compelling Crayton to maintain

confidentiality going forward.
SECOND CLAIM FOR RELIEF
(Fraud)
29.

Zurixx incorporates herein the allegations of all preceding paragraphs.

30.

Crayton wrongfully represented that she would honor the terms of the Agreement,

including the confidentiality provision, when she never intended to perform in accordance with
the Agreement or promises made to Zurixx.
31.

In particular, she never intended to maintain confidentiality and she intended to

disclose the terms of the Agreement to third parties.
32.

Upon information and belief, Crayton knowingly and intentionally made the

representations to Zurixx for the purpose of inducing Zurixx to enter the Agreement so that
Zurixx would make payment to her.
33.

Zurixx relied on and was induced into entering the Agreement by Crayton’s

misrepresentations; Zurixx entered into the Agreement ignorant of their falsity; and Zurixx was
therefore damaged by Crayton’s misrepresentations.
34.

As a proximate result of the above-described actions, Zurixx has suffered and is

entitled to compensatory and special damages in an amount to be proven at trial, but not less than
$50,000.
35.

Also, Zurixx is entitled to an injunction order compelling Crayton to maintain

confidentiality going forward.
36.

The aforesaid fraudulent misrepresentations and Crayton’s conduct was willful,

malicious or intentionally fraudulent, or manifested a knowing and reckless indifference toward,
-6Zurixx, LLC v. Crayton - Salt Lake City, UT
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and a disregard of, Zurixx’s rights. As such, Zurixx is entitled to an award of punitive damages
in an amount to be proven at trial.
THIRD CLAIM FOR RELIEF
(Injunctive Relief)
37.

Zurixx incorporates herein the allegations of all preceding paragraphs.

38.

Zurixx asks this Court to immediately enjoin Defendant from in any way

complaining about and/or making disparaging comments regarding Zurixx/REE (as such party is
defined and set forth in the Agreement) and/or violating the confidential terms of the Agreement,
including, but not limited to, disclosing, revealing or divulging the confidential terms of the
Agreement to any third party, as well as spending or exhausting any of the funds refunded to
Crayton per her credit card chargeback/dispute (such funds and all accounts they are maintained
in should be frozen).
39.

Without this injunctive relief, Zurixx will suffer irreparable harm from Crayton’s

continued violation of the Agreement and any monetary judgment against her will not
sufficiently remedy the harm.
40.

The harm to Zurixx and its REE program from Crayton’s actions is greater than

any harm Crayton could suffer from the restraint of an injunction.
41.

Such injunctive relief is not adverse to public interest.

42.

Zurixx seeks a permanent injunction from this Court restraining and enjoining

Crayton, and any and all persons working at her direction, from taking any of the following
actions:
a.

violating the confidential terms of the Agreement, including, but not limited to,
disclosing, revealing or divulging the confidential terms of the Agreement to
any third party;
-7-
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b.

complaining about and/or making disparaging comments regarding Plaintiff (as
such party is defined and set forth in the Agreement);

c.

otherwise acting in violation or contravention of the Agreement; and

d.

spending or exhausting any of the funds refunded to Crayton per her credit card
chargeback/dispute. All such funds should be frozen.
PRAYER FOR RELIEF

WHEREFORE, Zurixx asks that the Court grant Zurixx judgment against Crayton as
follows:
1.

For compensatory and special damages in an amount to be proven at trial, but no

less than $50,000;
2.

An award of punitive damages on all counts alleged herein in the amount of no

less than three times Zurixx’s actual damages, or as otherwise allowed by law;
3.

A permanent injunction;

4.

Reasonable attorney fees and costs incurred herein; and

5.

All additional relief the Court deems just and proper.

DATED: March 20, 2019.
ANDERSON & KARRENBERG, PC

/s/ Nathan P. Hatch
Stephen P. Horvat
John A. Bluth
Nathan P. Hatch
Attorneys for Plaintiff
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·
·
·
·
·
· · · · · · Karen and Mina Event Recording
· · · · ·Utah Division of Consumer Protection
·
·
·
·
·
· · ·OFFICIAL TRANSCRIPT OF ELECTRONIC RECORDING
·
· · · · · ·Transcribed by:· Lindsay Payeur
·
·
·
·
·
·
·
·
·
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·1· · · · · · · · · ·P R O C E E D I N G S
·2
·3· · · · · · · CHRIS:· All right.· Let's go ahead and get
·4· started.
·5· · · · · · · Good afternoon.· How is everyone doing?
·6· · · · · · · THE AUDIENCE:· Great.· Good.
·7· · · · · · · CHRIS:· Awesome.· On behalf of Karen and
·8· Mina, I'd like to welcome you all out to today's
·9· event.· My name is Chris.· Most of you met Bridgette
10· and Adam outside.· They helped you all get signed in.
11· Our goal here today is just to make sure that
12· everything runs smoothly.
13· · · · · · · I do have to cover a couple of
14· housekeeping items before we get started.· We all
15· have these little noisemakers called cell phones.· Do
16· me a favor, please, and make sure that they're in the
17· vibrate or silent position.· Thank you for that.
18· · · · · · · In respect of everyone's time, we want to
19· hold questions until the intermission or until the
20· end, just so that we can breeze through the material.
21· · · · · · · This is not a networking event.· So please
22· no soliciting or passing of business cards.
23· · · · · · · And everything up on the screen today is
24· copyrighted.· So please no photography or recording.
25· · · · · · · With that said, the event today is divided
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·1· into a couple of parts.· After the first part, we'll
·2· take a very short intermission.· After the
·3· intermission, please don't go anywhere because Chris
·4· Peterson (phonetic) is here.· He's going to teach you
·5· guys how you can pick up properties just for the
·6· back-taxes or how you can attain guaranteed
·7· double-digit rates of return mandated by the
·8· government.· Both are pretty exciting, right?· Okay.
·9· Make sure you stick around for Chris.
10· · · · · · · When he's done, we've got some bonus
11· materials and gifts for you all as a thank you for
12· coming out, and we'll send you on your way.· Sounds
13· good?
14· · · · · · · THE AUDIENCE:· Yep.
15· · · · · · · CHRIS:· Okay.· Now it's my pleasure to
16· introduce your instructor.· Cliff Townsend (phonetic)
17· is a business associate of Karen and Mina's.· He's
18· born in Jamaica, raised in London.· So he's got a
19· little bit of an accent.· So he tends to speed things
20· up a little bit, so just make sure you listen very
21· closely.
22· · · · · · · Cliff is a highly experienced investor.
23· He specializes in wholesaling real estate.· So
24· without further ado, please join me in a very warm
25· welcoming for Cliff Townsend.
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·1· · · · · · · MR. CLIFF TOWNSEND:· Okay.· Good
·2· afternoon.
·3· · · · · · · THE AUDIENCE:· Good afternoon.
·4· · · · · · · MR. CLIFF TOWNSEND:· Here's what I'm going
·5· to do.· I'm going to walk out of here, and I'm going
·6· to come back up again as if Chris is introducing me,
·7· and I'm going to do that again because I'm excited to
·8· be here.
·9· · · · · · · Good afternoon.
10· · · · · · · THE AUDIENCE:· Good afternoon.
11· · · · · · · MR. CLIFF TOWNSEND:· Doesn't that feel
12· better?
13· · · · · · · Okay.· As Chris said, I'm Cliff Townsend,
14· and I'm really excited to be here today.· A few
15· reasons:· Number one, I have some life-changing
16· information for you.
17· · · · · · · The second thing:· I'm always excited when
18· I see people raise their hand and say, "You know
19· what?· I want to invest.· I want to work on my goals
20· and my dreams."
21· · · · · · · Every single one of you have raised your
22· hand.· That's why you're here.· Everyone -- every
23· single one of you could be somewhere else, right?
24· You could have been doing something else.
25· · · · · · · THE AUDIENCE:· Yeah.
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·1· · · · · · · MR. CLIFF TOWNSEND:· And you could have
·2· been doing it with someone else.· Yes or yes?
·3· Exactly.· And you all chose to be here.· So I
·4· appreciate that.
·5· · · · · · · The last thing is this:· I'm excited to
·6· see somewhat of an intimate class.· So, therefore, I
·7· get an opportunity to kind of customize the training
·8· a little bit.
·9· · · · · · · Before I do that, I have a couple of
10· questions, though.· How many of you consider
11· yourselves to be experienced real estate investors?
12· · · · · · · Okay.· A couple.
13· · · · · · · What about those of you who have dabbled
14· in real estate a little bit?· Maybe you've done a
15· rental, a flip, a wholesale deal, short sale,
16· preforeclosure, anything?
17· · · · · · · Okay.
18· · · · · · · And the rest of you are brand-new, never
19· done a real estate deal for profit or income?· No
20· rental, no flips, no wholesale?
21· · · · · · · Okay.· So I see some of you didn't raise
22· your hands, so let me ask you this question.· Maybe
23· somebody drugged you and dragged you here, but you're
24· still attending.· That's the reason why you're
25· here -- that got you here.· But those of you that are
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·1· brand-new, here's the thing:· You're in the best
·2· position.
·3· · · · · · · Here's the reason why:· That's how Karen
·4· and Mina started out, in the same position you are,
·5· brand-new.· The good thing is you don't have any
·6· existing bad habits to change, right?· So you're
·7· going to learn, learning the right way, the system.
·8· · · · · · · I'm going to ask a few questions -·9· right? -- just to get another gauge of where you are.
10· As far as real estate is concerned, in the real -11· the world of real estate, what does the letters REO
12· stand for?· Anyone?
13· · · · · · · THE AUDIENCE:· Real estate owned.
14· · · · · · · MR. CLIFF TOWNSEND:· Okay.· Thank you.
15· I'm trying to see your name.· Sheila (phonetic).
16· Okay.· Sheila, could you explain that a little bit?
17· · · · · · · SHEILA:· "Real estate owned" means real
18· estate owned by a bank that have reacquired it,
19· normally through foreclosure.
20· · · · · · · MR. CLIFF TOWNSEND:· Exactly.
21· · · · · · · SHEILA:· Or (inaudible).
22· · · · · · · MR. CLIFF TOWNSEND:· Thank you.· Thank
23· you, Sheila.
24· · · · · · · For those of you that are brand-new, you
25· may want to write that down, what Sheila just said.
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·1· Real estate owned, REO, is a bank-owned foreclosure.
·2· It's a bank-owned property.· It is not a short sale
·3· or preforeclosure some of you may have heard of.
·4· Those are in the process of being foreclosed on, and
·5· REO has gone through the process, and the bank has
·6· taken back their deed on the property.· Understand?
·7· · · · · · · Okay.· Next question:· As far as this
·8· region of the country is concerned, what's been the
·9· fastest growing counties for real estate investment
10· and property real estate, so the fastest growing
11· counties?
12· · · · · · · THE AUDIENCE:· Utah.
13· · · · · · · MR. CLIFF TOWNSEND:· Utah County?· That
14· was a little bit of a setup right?
15· · · · · · · THE AUDIENCE:· Yeah.
16· · · · · · · MR. CLIFF TOWNSEND:· Right?· Because
17· that's why we're here.· We wouldn't be here if we
18· didn't know that.· Karen and Mina know that.· That's
19· why we're here doing this training today and
20· (inaudible).· Because we know that -- what this
21· market is.· It's one of the fastest growing markets
22· in the country as far as wholesaling, renting, and
23· flipping.
24· · · · · · · This is actually one of the highest return
25· on investment as far as flipping is concerned in the
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·1· whole of the United States, this area that you guys
·2· (inaudible).
·3· · · · · · · Last question.· And this is not real
·4· estate related:· Who can tell me what the -- what the
·5· word "paradigm" means?· What is a paradigm, as in a
·6· paradigm shift?
·7· · · · · · · Yes, Dana (phonetic).
·8· · · · · · · DANA:· (Inaudible) somehow you view
·9· (inaudible) a paradigm shift (inaudible).
10· · · · · · · MR. CLIFF TOWNSEND:· You know what?· Thank
11· you, Dana.· I couldn't have put it better.· It's the
12· way you see things through your lens.· That's
13· (inaudible) with anything, through your lens, the way
14· you see things.· Paradigm is -- that's a kind of a
15· big -- it's a way of thinking.
16· · · · · · · The reason I bring it up is because that
17· might be the biggest thing that we have to do today,
18· is get some of you to have a paradigm shift.· It
19· doesn't have to be much, just in the way you think
20· about success and about real estate, especially for
21· those of you who are brand-new.· Would that be okay?
22· · · · · · · Okay.· Take a moment to share a little
23· something about me.· I'll put up a brief resume of
24· sorts.· What's not on there is that I just recently
25· turned 27.· Okay.· All right, all right.· So some of
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·1· you laugh.· Just -- by "just recently," what I mean
·2· by that is like 20-something years ago, right?
·3· · · · · · · But seriously, though, let me ask this
·4· question:· For those of you that's over 18 or maybe
·5· 20 or 25 -- right? -- does it seem like the older you
·6· get, that just, like, time just goes by?· Just like
·7· one day you wake up and you're like, where did the
·8· years go?
·9· · · · · · · Anybody else feel like that?· Or willing
10· to admit?· Anybody else or just me?· Okay.· A few of
11· you feel the same way, right?
12· · · · · · · I mean, anyway, over the years, things
13· would have happened.· I've been granted a chance to
14· have been associated with some extremely successful
15· and wealthy individuals, and they've shared some of
16· their success strategies and what principles
17· (inaudible).· Not all, but most of them.· Most
18· recently, getting to associate with Karen and Mina,
19· what I've realized is that people are extremely -20· who are extremely successful and wealthy have certain
21· characteristics, traits, if you will, and I'm going
22· to share four of those with you.
23· · · · · · · The first thing is -- talking about the
24· paradigm we talked about earlier -- is they -- you
25· actively -- and that's just looking outside
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·1· (inaudible) training.· How many of you believe that
·2· you can create the wealth through real estate
·3· investing?
·4· · · · · · · Okay.· That should have been everybody's
·5· hands, but it's not everybody.
·6· · · · · · · Okay.· The thing is this, and why it's
·7· important is because we've all seen it.· You know,
·8· we've seen the shows.· We've seen the shows on TV.
·9· We know people.· We've seen friends.· We have
10· neighbors.· We know it's possible.· We've read the
11· articles.· We've seen it on the Internet.· We know
12· whatever the financial (inaudible) you're looking
13· for, you can find it through real estate.· Here's the
14· question -- so you know it's possible.· Here's the
15· question I have for you:· Do you believe that it's
16· possible for you?
17· · · · · · · Absolutely.
18· · · · · · · Okay.· So I want you to write this down
19· real quick because this is important for you.· Write
20· down "It's possible for me."· And the "me," let that
21· be the biggest word in that sentence.· It's possible
22· for me.· The reason -- I want you to take that with
23· you today because, when you leave here today, you're
24· going to go back to your normal, everyday
25· environment.· And wouldn't you agree that your normal
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·1· environment is not this, correct?· It's not
·2· like-minded people.· Everybody here raised their hand
·3· because they're looking to fulfill their hopes and
·4· dreams.· Your normal, everyday environment, whether
·5· it's work or home, it's not like this.
·6· · · · · · · So you're going to people who don't
·7· believe or who have your beliefs, who don't believe
·8· that it's possible to create wealth (inaudible).· So
·9· whenever the naysayers, doubters have conversations,
10· the first thing I'd tell you to do is, first of all,
11· walk away.
12· · · · · · · But sometimes you can't walk away, family
13· members, right?· I have family members that I've told
14· and they say, if you weren't family, I wouldn't even
15· talk to you.
16· · · · · · · And I understand (inaudible) because
17· they're a family member I'm somewhat obligated.· And
18· here's what you can do:· You can always remember that
19· phrase -- when they tell you it's not possible, you
20· can say it's possible for me because (inaudible).
21· · · · · · · The second thing you need to do is you
22· have to think like the wealthy.· What does that mean?
23· Let me give you an example.· Person A, person B
24· walking down the street, any street, Salt Lake City.
25· They see a property.· Person B thinks, how much does
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·1· it cost?
·2· · · · · · · That thinking right there put up a block
·3· because as soon as that person thinks how much does
·4· it cost, all the reason -- because the reason that
·5· person hasn't invested in real estate before is
·6· because of that same reason and same thinking, can't
·7· afford it.· It's too much money, too much time, all
·8· reasons that -- all that reason that doesn't even
·9· exist, just by that kind of thinking.
10· · · · · · · Person B walks and sees the same property
11· and says, how much can I make?
12· · · · · · · Do you see that simple shift?· How much
13· can I make?· It doesn't matter what it costs.· How
14· much can I make?· That's all that matters.
15· · · · · · · So that's one thing we're going to talk
16· about today, learn how to think like the wealthy.
17· · · · · · · The third thing is this:· We've all let
18· some type of -- we've all been let down.
19· · · · · · · By a show of hands, how many of us ever
20· failed at something?· We all have.· If you live at
21· something -- in fact, you know what?· We're experts
22· at failures.· We really are.· But it's not about
23· failure.· It's not about (inaudible) matters.· It's
24· about getting back up again some day.· If you get
25· (inaudible).
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·1· · · · · · · THE AUDIENCE:· (Inaudible.)
·2· · · · · · · MR. CLIFF TOWNSEND:· Exactly.· So that's
·3· what it is.· Now, the last thing is this.· The rest
·4· of it doesn't matter.· These three makes no
·5· difference unless we know about and (inaudible)
·6· implement the last one, and the last one is this:
·7· You know what?· That really should say, not just
·8· action, but take committed action.
·9· · · · · · · So if you're writing it down, don't just
10· take -- write "take action."· Write "take committed
11· action" because there's a difference.· A lot of
12· people are interested in changing their lives in a
13· different kind of (inaudible), whether it's
14· financial, health, in different areas in which a lot
15· of people are interested.· Interest doesn't get you
16· much.
17· · · · · · · The thing that gets you up and going is
18· committed action.· When you are committed, excuses go
19· out the window.· See, excuse is what people who only
20· interested in changing their lives.· If you're
21· committed (inaudible) real estate, (inaudible).· It
22· will get done, and it doesn't matter what other
23· people say.
24· · · · · · · So this should really say, "take committed
25· action."· As far as real estate is concerned, your
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·1· organization, from top to bottom, from Karen to Mina,
·2· they believe in pretty much one thing, and that is
·3· being efficient.
·4· · · · · · · And what I mean by "efficient" is -·5· meaning that the amount of time they spend versus the
·6· amount of money that it makes, so time versus money,
·7· right?· So how much time do you spend and how much
·8· money -- what was your return on investment and
·9· your -- and investment (inaudible) of your time.
10· · · · · · · So they had three top strategies that they
11· use, three most important strategies that they use as
12· far as teaching (inaudible).· And here are the three.
13· Write them down.· The first one is wholesaling, and
14· Chris shared with you earlier, that's my specialty.
15· I'll share with you reasons why later.· For those of
16· you -- who here does not wholesale right now?
17· · · · · · · No one does, really, wholesaling?· Okay.
18· I'll share with you the reasons later on why this is
19· my favorite strategy.· So the next one is
20· wholesaling, flipping, and cash flow (inaudible).· As
21· far as time is concerned, wholesaling is what we're
22· going to take the least amount of time.
23· · · · · · · As far as flipping is concerned, that
24· takes the most time, as far as the time investment is
25· concerned.· And cash flow rental is what we consider
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·1· to take your average amount of time.· As far as
·2· financial profits, your wholesaling deals on
·3· residential (inaudible) we're going to talk about
·4· that today.
·5· · · · · · · As far as residential, the average
·6· potential cost is anywhere from 3- to $15,000.· Your
·7· flipping deals, more time; more investment; and of
·8· course, once you understand the strategy and the
·9· system that we use, this is where your lot and
10· potential properties are, 20-, 50-,
11· hundred-thousand-plus in property.
12· · · · · · · This is where -- the big money is in
13· flipping, right?· As far as the cash flow rentals,
14· what we're looking for going in is positive cash flow
15· with a minimum 20 percent equity.· And I know I used
16· a lot of terms that -- those of you who are
17· brand-new, let me explain exactly what positive cash
18· flow is.
19· · · · · · · If you have a property that principal,
20· interest, taxes, insurance, HOA, everything is -- and
21· so everything that I have to pay is a thousand
22· dollars a month, everything included, a thousand
23· dollars, right?· And you're in that property for
24· $1800, how much cash flow do you have?
25· · · · · · · THE AUDIENCE:· (Inaudible.)
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·1· · · · · · · MR. CLIFF TOWNSEND:· How much?
·2· · · · · · · THE AUDIENCE:· 800.
·3· · · · · · · MR. CLIFF TOWNSEND:· You said 800?· Yes.
·4· 800 positive cash flow.· So that's where we're going
·5· to talk about, positive cash flow.
·6· · · · · · · I have one question for you today that
·7· Karen and Mina want me to ask because it's important
·8· for you, especially you.· And I would like for you to
·9· write this down.· The question is -- and I'm going to
10· give you about 30 seconds.· I'm going to be quiet and
11· give you time to write it down.· The question is:
12· Why are you here?· Why are you taking this time out
13· of your day, your busy day to learn how to investment
14· and make money in real estate?· Please.
15· · · · · · · Okay.· Now, I need a couple of brave
16· people, courageous people to share with us in the
17· group your reasons why.
18· · · · · · · Yes.· Venus (phonetic).· Yes.
19· · · · · · · VENUS:· I had three that I wrote down:
20· cash flow for dream vacations, retirement money, and
21· for fun.
22· · · · · · · MR. CLIFF TOWNSEND:· Cash flow for dream
23· vacations, retirement, and (inaudible) fun.
24· · · · · · · VENUS:· Fun.
25· · · · · · · MR. CLIFF TOWNSEND:· So did you envision
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·1· that fun?· Okay.· I'm just joking.· Sound like that
·2· would be fun.
·3· · · · · · · VENUS:· Well, I like interior design and
·4· architecture.
·5· · · · · · · MR. CLIFF TOWNSEND:· Oh, okay.
·6· · · · · · · VENUS:· And things like that so -·7· · · · · · · MR. CLIFF TOWNSEND:· So your passion.· So
·8· you want the money -- so it's not really -- well, I
·9· guess it is fun, but you want the money to be able
10· to -- to make your passion -- do the things you're
11· passionate about.· Okay.· Cool.
12· · · · · · · As you might have seen on my resume, I'm a
13· world traveler.· I traveled to probably, oh, ten
14· countries last year.· And I've got -- it's a little
15· bit slow this year, but I'm -- by tend of the year, I
16· will have done more than ten this year.
17· · · · · · · And anybody else?· Who else?
18· · · · · · · Yes.
19· · · · · · · THE AUDIENCE:· To further my education and
20· get additional keys to change my life.
21· · · · · · · MR. CLIFF TOWNSEND:· What was the -- about
22· your education?
23· · · · · · · THE AUDIENCE:· To further my education and
24· get additional keys to change my life.
25· · · · · · · MR. CLIFF TOWNSEND:· Get additional keys?
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·1· What does that mean?
·2· · · · · · · THE AUDIENCE:· Additional bits of
·3· information that -- keys that will unlock change in
·4· my life.
·5· · · · · · · MR. CLIFF TOWNSEND:· Okay.· And
·6· (inaudible) what (inaudible)?
·7· · · · · · · THE AUDIENCE:· Every (inaudible).
·8· · · · · · · MR. CLIFF TOWNSEND:· Okay.· So -·9· · · · · · · THE AUDIENCE:· It's all doable.
10· · · · · · · MR. CLIFF TOWNSEND:· Yes.· Exactly.
11· You're right.· Everything is connected, but it all
12· starts here, though.· It doesn't start with the
13· action.· Everything you want in life is -- I tell you
14· real estate is -- everything you want in life live on
15· the other side of your fears.
16· · · · · · · Every person in this room wants something.
17· The reason you don't have it -- that is myself
18· included, the reason we don't have it is because
19· there's something we fear.· Everything you want in
20· life, every single thing you want in life live on the
21· other side of your fears.· Overcome your fears,
22· whatever it is, and you'll have a dream life.
23· · · · · · · Anyone else?· I'll take one last person.
24· Anybody else want to share?
25· · · · · · · Yes, Sandra (phonetic).
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·1· · · · · · · SANDRA:· Financial freedom.
·2· · · · · · · MR. CLIFF TOWNSEND:· Financial freedom.
·3· What (inaudible) more financial freedom (inaudible).
·4· · · · · · · THE AUDIENCE:· Yes.
·5· · · · · · · MR. CLIFF TOWNSEND:· I do too.· Now -- so
·6· I'm going to share (inaudible) training because, you
·7· know, I have -- it's even going to be a lot of
·8· information to share with you, and I have a limited
·9· amount of time.· As far as real estate is concerned,
10· finish this statement for me:· Timing is -11· · · · · · · THE AUDIENCE:· Everything.
12· · · · · · · MR. CLIFF TOWNSEND:· Some of you didn't
13· know that?· Timing is everything, yes.· And I'm sure
14· I don't have to remind anyone about the -- in the
15· last decade or so, the recession that we went through
16· with the real estate market, right?· What we went
17· through?· Remember the last recession?· Real estate
18· market low?
19· · · · · · · Okay.· So we've gone through that.· It's
20· what we call water under the bridge.· Good riddance,
21· right?· However, at this moment right now, is real
22· estate down?· Or is it going back up?
23· · · · · · · THE AUDIENCE:· (Inaudible.)
24· · · · · · · MR. CLIFF TOWNSEND:· Exactly.· In fact,
25· this moment that we were in right now, experts
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·1· (inaudible) said a perfect storm of sorts.
·2· · · · · · · How many of you -- a picture can do -- how
·3· many of you (inaudible)?· And who is it?
·4· · · · · · · THE AUDIENCE:· Warren Buffett.
·5· · · · · · · MR. CLIFF TOWNSEND:· Warren Buffett,
·6· exactly.· Probably number one investment -- investor
·7· (inaudible), and he (inaudible).· If we are
·8· practical -- if we are practical -- make sure
·9· (inaudible) -- I would probably -- I would buy 20,000
10· single family homes right now.· When will you buy
11· them?
12· · · · · · · THE AUDIENCE:· Now.
13· · · · · · · MR. CLIFF TOWNSEND:· Right now.· Listen, I
14· don't know about you, but when (inaudible)
15· billionaire -- I wouldn't say millionaire.· When the
16· billionaires speak, I listen, and it's not just me.
17· People who (inaudible) in your backyard right now.
18· · · · · · · There are prime investors as -- the United
19· States is on sale.· The U.S. is on sale.· If you're
20· not buying it, other people are.· The top countries
21· is buying it.· China, England, Great Britain,
22· Germany, India, those are the fop four.· They're
23· buying up real estate, and you guys thinks they're
24· crazy.
25· · · · · · · But regardless of whether the United

Free Workshop - Salt Lake City, UT
June 12, 2019

EX 20, p. 20

Case 2:19-cv-00713-DAK-EJF Document 12-18 Filed 09/30/19 Page 22 of 122

·1· States is on sale, there are certain places right now
·2· that is on sale.· So when he speaks, not only do I
·3· listen, people around the world listen, and they're
·4· buying American real estate.· And so should you.· You
·5· should be investing right here, not just in Salt Lake
·6· City but around the country because you have the
·7· ability to do that after this training.
·8· · · · · · · What about this gentleman?
·9· · · · · · · THE AUDIENCE:· Bill Gates.
10· · · · · · · MR. CLIFF TOWNSEND:· Bill Gates, exactly.
11· I don't know about you, but he's somewhat of a modern
12· genius to me.· I absolutely love this phrase:· Luck
13· is created in short bursts by positioning yourself in
14· front of massive growth.
15· · · · · · · Pretty much all the experts agreed that we
16· wouldn't, right now, coming out of the recent
17· recession, the last recession, we're in a probably
18· three- to five-year upsurge in real estate.· That's
19· why you are in one of the hottest markets in the
20· country.· And you're in one of the hottest markets in
21· the country for this:· house flipping.
22· · · · · · · The average return on a flip in the United
23· States is about between 65- and $69,000.· That is
24· when you purchase property; rehab it; and sell it to
25· an end user, retail user.· The average property is
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·1· 65,000.· In this -- and you're here right now.· Right
·2· here, this -- these counties, it's about $60,000 is
·3· your -- is what property investors are making on each
·4· property that exists right here in your own backyard.
·5· · · · · · · People are getting rich from real estate,
·6· right?· This is a recent article, and what's it's
·7· talking about is the gap between the rich and the
·8· poor.· Experts believe that if things continue on the
·9· current (inaudible), it won't be long before there
10· won't be a middle ground, (inaudible) middle class.
11· · · · · · · It will be like a lot of places in Europe
12· where you have the rich and you have the poor.· Now,
13· (inaudible).· This is a really silly question:· Which
14· side of the fence are you going to be on?· The rich
15· side?· Or the poor side?
16· · · · · · · That was a question.
17· · · · · · · THE AUDIENCE:· Rich.
18· · · · · · · MR. CLIFF TOWNSEND:· Yeah.· See, I need
19· you to say that.· You know?· I need some
20· participation, right?· Because given -- experts agree
21· that we're in the market right now -- this -- you
22· guys are in one of the hottest markets right now, and
23· real estate is on a -- pretty much -- we have pretty
24· much a three- to five-year window to getting -- make
25· your money and get out.
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·1· · · · · · · So we have two choices.· We can sit on the
·2· side -- we can sit on the sideline and watch
·3· everybody else make money, watch people from other
·4· countries come in and buy the real estate in your
·5· backyard.· Or we can participate in it.
·6· · · · · · · Which one do you want to do?· Sit on the
·7· sidelines?· Or do you want to participate in it?
·8· · · · · · · THE AUDIENCE:· Participate.
·9· · · · · · · MR. CLIFF TOWNSEND:· Exactly.· It's
10· just -- it's pretty much just narrowed your
11· motivation and your commitment because (inaudible) is
12· you're going to need to participate.· (Inaudible)
13· pretty much (inaudible).· Here's your three
14· strategies -- I guess I would use the word
15· "strategies" -- from Karen and Mina as far as being
16· successful in real estate.
17· · · · · · · First of all, you have to identify
18· (inaudible) and of course, the opportunity in this.
19· We're going to be -- this is (inaudible) right now.
20· And this is the opportunity, right in your very own
21· backyard.
22· · · · · · · So we buy -- obviously, we've identified
23· this area as -- well, not only we.· Other people have
24· identified it.· I already told you this is one of the
25· highest return markets in the country, as far as
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·1· flipping is concerned.
·2· · · · · · · Let me ask you something.· Are rents going
·3· to go -- going up in the area?· Or are they going
·4· down?
·5· · · · · · · THE AUDIENCE:· Up.
·6· · · · · · · MR. CLIFF TOWNSEND:· Yeah.· I read an
·7· article, I believe it was last night, that said
·8· that -- since 2016, how much -- what percentage rent
·9· has gone up in this area, and it's gone up a lot.
10· It's gone up -- I think like three-bedroom, two-bath
11· is probably anywhere between 1800 and $2200.· Would I
12· be correct in saying that?
13· · · · · · · THE AUDIENCE:· Uh-huh (affirmative).
14· · · · · · · MR. CLIFF TOWNSEND:· Okay.
15· · · · · · · THE AUDIENCE:· It's gone up too much.
16· · · · · · · MR. CLIFF TOWNSEND:· Now, I asked you
17· questions about your local area because, even though
18· I've done research on it, I live in Ft. Lauderdale,
19· if you don't remember that.· So I live in Florida,
20· and I do a lot of investing in Florida.
21· · · · · · · So I ask you questions about your local
22· area because this is your area.· So you should be
23· experts in your area, correct?
24· · · · · · · THE AUDIENCE:· Yes.
25· · · · · · · MR. CLIFF TOWNSEND:· Okay.· So the next
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·1· thing is this:· Our proven system, especially
·2· (inaudible).· Listen, it's -- Karen and Mina has,
·3· undoubtedly, one of the number one training system in
·4· the country at teaching real estate.
·5· · · · · · · Now, even if you -- even if you -- even if
·6· you're experienced, one of the biggest obstacles I
·7· hear from investors are -- even experienced investors
·8· around the country is this:· They were doing it by
·9· themselves.· They don't have a system.· They don't
10· have support.
11· · · · · · · That is going to be your biggest -- in
12· fact, somebody was telling me this at -- I was
13· speaking to (inaudible).· They didn't have the
14· support.· They didn't have a system.· They didn't
15· have a system behind you.
16· · · · · · · Now, listen, do systems work?· I'm going
17· to go run a McDonald's, right?· Do they have the best
18· burgers, the best fries, whatever it is?· What's the
19· best thing that they have?· Systems.· Yes.· Well, the
20· real estate, that's another thing.
21· · · · · · · McDonald's is not in the burger business.
22· They're in the real estate business.· For those of
23· you who don't know, McDonald's own every single
24· piece -- wherever their burgers are, where their
25· restaurants are, they own the ground.
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·1· · · · · · · They lease the restaurants, and they own
·2· the real estate.· So McDonald's is not in the burger
·3· business.· Burger is just a by-product of what they
·4· do.· They're in the real estate market.· They're in
·5· the real estate business because they make sure they
·6· own every single piece of property that their
·7· restaurants are on.
·8· · · · · · · But, yes, what they do have is a system.
·9· I don't need to go further.· Utah, France, Germany,
10· India, if you see a McDonald's, McDonald's is a
11· McDonald's (inaudible) McDonald's.· They all make
12· their fries the same way.· They make the shakes the
13· same way.· You're not coming into a McDonald's
14· franchise and doing it your own (inaudible) way.
15· · · · · · · Why?· Because they have a -- they have a
16· proven system, and that's what this is.· That's what
17· Karen and Mina have created, a proven system that
18· they've been doing, that has worked since 2008.
19· · · · · · · And the last thing is this:· Once again, I
20· need to change this slide.· What should it say?· Take
21· committed action, exactly, right?· But only -- only
22· when something makes sense and you're excited about
23· it.· It has to make sense to you.
24· · · · · · · It has to make sense and it's something
25· you have to be excited about.· So (inaudible)
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·1· excited.· How many of you are excited about changing
·2· that to real estate?· To invest -- real estate
·3· investing, I should say.
·4· · · · · · · Okay.· Only three people.· Okay.· All
·5· right.· So Karen and Mina (inaudible) of taking
·6· action, and they have something they want to share
·7· with you, so I'm going to get this out of the way
·8· right now.
·9· · · · · · · And so as a company, we provide
10· educational products and training.· We do not
11· (inaudible) tax, accounting, financial, and legal
12· advice.· The examples depict the earnings (inaudible)
13· are not to be considered typical for all students.
14· · · · · · · Some of our students have massive success.
15· Some of them have zero.· It's all going to be
16· dependent on your motivation and your level of
17· commitment.· Success (inaudible) and depend on number
18· of (inaudible) involved with real estate, as with any
19· other type of investment and proceed accordingly.
20· · · · · · · Now, you do not -- where's my -- where's
21· my red pen?· Okay.· You do not need to be -- you do
22· not have a -- you do not need to have a real estate
23· license to be a real estate investor.· Am I correct?
24· · · · · · · THE AUDIENCE:· That's true.
25· · · · · · · MR. CLIFF TOWNSEND:· Exactly.· Okay.· Now,
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·1· this presentation, it features some of our top
·2· students (inaudible).· Some people will take our
·3· training and do not apply the strategies employed by
·4· these students and, therefore, do not experience
·5· they're their level of success.
·6· · · · · · · This is going to be dependent upon your
·7· level of commitment, your level of motivation.· I'm
·8· not going to be there with you all the time, right?
·9· You know, but you got to motivate yourself.· You have
10· to be committed.· You're not trying to walk away.
11· · · · · · · You're not -- remember that -- remember
12· that thing that you talked about.· It's possible for
13· me because it is.· It's possible (inaudible).· What
14· you're going to need to do, though, is obviously
15· you're going to take -- decide to commit.· First,
16· you've got to make a decision, and then you've got to
17· decide to commit.
18· · · · · · · We have -- the next logical step is that
19· we have a three-day training coming up that will be
20· coming in this area.
21· · · · · · · Chris, what day is the three-day training?
22· · · · · · · CHRIS:· It's next Friday, Saturday,
23· Sunday.
24· · · · · · · MR. CLIFF TOWNSEND:· And what -25· · · · · · · CHRIS:· 21st, 22nd, and 23rd.
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·1· · · · · · · MR. CLIFF TOWNSEND:· Okay.· Can you write
·2· that down for me, please?· Just to be -- June 21st,
·3· 22nd, and 23rd.· Actually, (inaudible).· Okay.· So,
·4· yes.· So we have a three-day workshop coming up.
·5· It's going to be June 21st, 22nd, and 23rd.· That's
·6· going to be Friday, Saturday, and Sunday.
·7· · · · · · · And I was going to give you this right
·8· now.· It's going to be at the Hilton Garden Inn,
·9· Salt Lake City downtown at 250 West 600 South.
10· · · · · · · Is that far for you?
11· · · · · · · THE AUDIENCE:· Kind of.
12· · · · · · · MR. CLIFF TOWNSEND:· Kind of?· How far?
13· 20 minutes?· 30 minutes?
14· · · · · · · THE AUDIENCE:· 30 minutes.
15· · · · · · · MR. CLIFF TOWNSEND:· Okay.
16· · · · · · · THE AUDIENCE:· (Inaudible.)
17· · · · · · · MR. CLIFF TOWNSEND:· You know, I flew in
18· there (inaudible).· In fact, I walked (inaudible).
19· We have to say okay.
20· · · · · · · But, yes, so exactly -- and here's what
21· I'm going to do.· Here's -- I'm going to get this out
22· of the way right now because I know a lot of you are
23· thinking about what it's going to be.· Here's what it
24· is going to be:· For the three-day training -- now,
25· before I talk about this, listen, you can do this any
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·1· time.
·2· · · · · · · You don't have to do this today.· You can
·3· do this next week, next month, or a couple weeks from
·4· now.· You can call the corporate office, and it's
·5· $5,995 for one person.
·6· · · · · · · However, for those of you that are here
·7· today, I told you earlier, that Karen and Mina are
·8· big -- are proponent of people who take action on
·9· their goals and dreams.· You have the goal and raised
10· your hands.
11· · · · · · · So for you guys that are here today, it's
12· only 1997 today, for those of you who are committed
13· to take action.· When you recognize this area as one
14· of the fastest growing (inaudible) for the few
15· committed and motivated people who are willing to
16· change their lives with real estate.
17· · · · · · · Let me share with you -- and you're going
18· to (inaudible) some guarantees.· The first guarantee
19· is going to be this:· The first guarantee is going to
20· be a triple-your-money guarantee.· In other words,
21· six months.· You're going to have 6 months.· If you
22· don't triple your investment, you get a
23· hundred percent of your tuition back.· But I'll get
24· into that a little bit later.
25· · · · · · · What I want to share with you right now is
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·1· a student that recently finished one of our three-day
·2· training.· After she finished our three-day training,
·3· she starts in August with what she was taught in the
·4· class, and (inaudible), here's one of the properties
·5· that she picked up.
·6· · · · · · · She picked up a property for $130,000,
·7· rehab about $35,000.· Now, let me ask you something.
·8· What is the -- what -- for those of you who have
·9· never invested in real estate for profits or income,
10· what has been -- what is the reason?· What has been
11· the reason why you haven't done anything?
12· · · · · · · Yes.
13· · · · · · · THE AUDIENCE:· Not having the cash flow to
14· purchase the property you wanted to today.
15· · · · · · · MR. CLIFF TOWNSEND:· Not having the cash
16· flow to purchase the property.· Good.· Okay.
17· · · · · · · And what else?
18· · · · · · · THE AUDIENCE:· Retirement.
19· · · · · · · MR. CLIFF TOWNSEND:· I'm sorry?
20· · · · · · · THE AUDIENCE:· Retirement.
21· · · · · · · MR. CLIFF TOWNSEND:· Retirement?
22· · · · · · · THE AUDIENCE:· Yeah.· Full retirement
23· (inaudible).
24· · · · · · · MR. CLIFF TOWNSEND:· No.· I'm asking why
25· haven't you done it yet.· Why haven't you -- why
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·1· haven't you invested in real estate yet.· So that's
·2· your reason why you want to invest in real estate,
·3· but what I want to know is why haven't you -- for
·4· those of you who have not done so, why haven't you
·5· done so as yet?· So she said cash flow.
·6· · · · · · · THE AUDIENCE:· No knowledge (inaudible).
·7· · · · · · · MR. CLIFF TOWNSEND:· Knowledge.
·8· · · · · · · And you were going to say, Lourdes
·9· (phonetic)?
10· · · · · · · LOURDES:· Because I don't know how much
11· money I need to start.
12· · · · · · · MR. CLIFF TOWNSEND:· Okay.· You don't know
13· how much money you need to start.· So you're probably
14· like one of those people that walk past that property
15· and think, how much does it cost?
16· · · · · · · LOURDES:· Down payment or -17· · · · · · · MR. CLIFF TOWNSEND:· So we have knowledge,
18· and we have money.· So those are the two things.

I

19· hear this everywhere, by the way.· That's the number
20· two -- the two things that stop most people is the
21· knowledge -- they don't know how -- and they don't
22· have the money.
23· · · · · · · The reason why I bring this up at this
24· point is because this young lady didn't ask anything
25· about any of her own money to get into this property.
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·1· What I'm going to show you in a little bit is that -·2· how Karen and Mina have put together the access to
·3· funding so you can get funded to fund your real
·4· estate deals.
·5· · · · · · · And in fact, in some cases, including the
·6· rehab work as much as -- as much as up to 100 percent
·7· of the deal.· The next thing is the knowledge.
·8· That's what the three-day training is for.· You're
·9· going to get the knowledge there.
10· · · · · · · So -- and that's something -- if you have
11· the knowledge, you have the money, is there -- what
12· else is stopping you?· I'd love to get those out of
13· the way now.· So if you have the knowledge and you
14· have the money, is there anything else?· Anything
15· else by anybody else?
16· · · · · · · THE AUDIENCE:· Risk?
17· · · · · · · MR. CLIFF TOWNSEND:· Risk.· Okay.· What
18· kind of risk?
19· · · · · · · THE AUDIENCE:· Like if you invest
20· something, the risk is whether you're going to get
21· the money or not, you're going lose it.
22· · · · · · · MR. CLIFF TOWNSEND:· Okay.· Let me ask you
23· something.· If I tell you that you could not fail,
24· would you do it?
25· · · · · · · THE AUDIENCE:· Oh, yeah.
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·1· · · · · · · MR. CLIFF TOWNSEND:· Okay.· Exactly.· Now,
·2· have a lot of people done it?
·3· · · · · · · THE AUDIENCE:· Uh-huh (affirmative).
·4· · · · · · · MR. CLIFF TOWNSEND:· Here's what I would
·5· say to you:· If you're going to have to do this the
·6· right way -- let me go back to the McDonald's.· How
·7· many McDonald's have you seen close?· Have you
·8· seen -- have you ever seen a McDonald's shut down?
·9· · · · · · · You have?
10· · · · · · · THE AUDIENCE:· Yeah.
11· · · · · · · MR. CLIFF TOWNSEND:· I've never seen one
12· shut down.· But does it have (inaudible).
13· · · · · · · THE AUDIENCE:· They just moved to a little
14· bit different area.
15· · · · · · · MR. CLIFF TOWNSEND:· Okay.· So they just
16· moved to a different location.· But the reason why -17· they have a proven system.· They don't shut down.
18· They don't -- (inaudible) lose money.
19· · · · · · · Now, does the restaurant lose money?· Of
20· course.· (Inaudible.)· When you have a system, you're
21· learning how to do this the right way.· So back to
22· (inaudible).· If I tell you you could not fail -23· here's the only time you fail.
24· · · · · · · The only time you fail is when you give
25· up.· So if I tell you you could not fail -- if you
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·1· take action, you will get results, guaranteed.· If
·2· you take action, you will get results if you learn
·3· how to do this things the right way, the system.· You
·4· have the money.
·5· · · · · · · You've got to find the right -- we're
·6· going the teach you how the find the right deals
·7· where you're going to buy properties at 50, 60 cents
·8· on the dollar.· We're going to show you -- we're
·9· going to give you your buyers, so you already have
10· your buyers.· You're going to have a buyers' list.
11· · · · · · · This young lady used -- the lenders that
12· we have put up the money for this, so she didn't put
13· up any money of her own (inaudible) this property.
14· Now, if it comes to the area ranging from 230- to
15· $250,000 -- now, other than Sheila, do we have any
16· other Realtors in the house?
17· · · · · · · Okay.· Quite a few.· So of just the
18· Realtors, how many people know what comps are?
19· · · · · · · Okay.· And (inaudible) know what comps
20· are.
21· · · · · · · Okay.· All right.· No problem.· That's why
22· you're here.· So -- and by the way, in the three-day
23· training, they're going to go over in depth about
24· comps because, as far as real estate is concerned,
25· this is the most important number that you need to
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·1· know.
·2· · · · · · · When do you make your money in real
·3· estate?· Do you make it when you buy it or when you
·4· sell it?
·5· · · · · · · THE AUDIENCE:· When you sell it.
·6· · · · · · · When you buy it.
·7· · · · · · · MR. CLIFF TOWNSEND:· You make your money
·8· when you buy.· You've got to buy it right.· That's
·9· why this number is the most important number you
10· want, because if you have the wrong comp, then you're
11· going to -- you lose your money going in.· You need
12· to make your money going in, not when you sell it.
13· You make your money when you buy it, not when you
14· sell it.
15· · · · · · · The sale is just the by-product of you
16· buying properties right.· So let me just take a
17· moment for this short -- small class and explain to
18· you what a comp is, what a good comp is.· And like I
19· say, you go into the details.
20· · · · · · · They have a three-step system that they
21· use to do comps, and they go into detail.· So here's
22· what a comp is, right?· What we need, ideally, is
23· three properties that has been sold or closed,
24· ideally, within the last 90 days, ideally.
25· · · · · · · I use the word "ideally" because
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·1· everything doesn't always fit into that model, right?
·2· But if you're looking at the perfect comp, last 90
·3· days, ideally, close proximity.· Perfect if we find
·4· it within a mile, right?
·5· · · · · · · So three properties that have sold and
·6· closed within the last 90 days in close proximity,
·7· same year -- (inaudible) built around the same
·8· year -- same general condition; same general size, so
·9· three bedroom, two baths, two-car garage.
10· · · · · · · Of course, there are going to be
11· adjustments that you'd going the make.· We're not
12· going to get into the adjustments because some
13· people -- you may have three bed, two bath, two car,
14· and one had impact windows, the others don't, some
15· impact windows (inaudible), some don't.· One of might
16· have granite countertops and all of these different
17· adjustments.
18· · · · · · · And you learn these at training class.
19· But ideally, what a comp is -- three comp is -- that
20· have sold or closed in the last 90 days; close
21· proximity within a mile, preferably; same condition;
22· same size; same year.· Everybody get that?· Okay.
23· · · · · · · So the comps in the area of this property
24· range from 230- to $250,000.· Now, she -- let me ask
25· you something.· How many think (inaudible) this
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·1· property?
·2· · · · · · · She decided, by the way, to flip this
·3· property and make the most amount of money in the
·4· least amount of time.· So how long do you think it
·5· took her to sell this property?
·6· · · · · · · THE AUDIENCE:· A month?
·7· · · · · · · MR. CLIFF TOWNSEND:· A month?· Okay.
·8· (Inaudible.)· She sold it in one day, right?· Now,
·9· the reason why she was able to sell it in one day is
10· what I'm going to share with you a little bit later,
11· like I told you.
12· · · · · · · When you come in this class, you already
13· have your buyers.· You already have your -- your
14· cash.· Everybody has (inaudible) of cash buyers.
15· We're talking about cash buyers.· When you do -- work
16· on a real estate transaction, what do you need?· What
17· do you need to show the bank or the sales -- bank
18· when you purchase the property?
19· · · · · · · What you need is pre-approval.· Yeah.· So
20· you're approved.· The bank is going to give you X
21· amount of dollars, 10 percent down, whatever it is.
22· In real estate investment, you need what they call a
23· proof of funds.· It says POF, proof of funds.· And
24· it's going to show that you're -- you purchased the
25· property for cash, right?
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·1· · · · · · · So this property, she was able to show
·2· that she'd be able to purchase this property for
·3· cash, and she got this money from our lending source.
·4· So she purchased it, $130,000, none of her own money,
·5· sold it within a day because she already had the
·6· buyers.
·7· · · · · · · Now, after real estate commission and
·8· closing costs and everything, cash invested, $49,995.
·9· Now, let me ask you something:· Would $49,000 make a
10· difference to any of you?
11· · · · · · · THE AUDIENCE:· Yeah.
12· · · · · · · MR. CLIFF TOWNSEND:· Right?· Would it be
13· life changing for any of you?· Maybe even something
14· that you do not just once but maybe something you
15· could see yourself doing again?· Maybe you see a
16· second, maybe a third, maybe a fourth, right?· Maybe
17· your life changing that way?
18· · · · · · · How many of you -- let me ask you
19· something because when I was part of this -- I
20· remember sitting in free training similar to this,
21· and I was sitting there, and the gentleman was on
22· stage, and he was pretty much going the same thing
23· that I'm doing.· And he was saying, listen, you can
24· make -- you can make $50,000, 60-, $70,000 from a
25· real estate deal.
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·1· · · · · · · And he asked the same questions, pretty
·2· much like I was asking.· And I raised my hand, and he
·3· said, you know, can you see yourself?
·4· · · · · · · And I said, yes.
·5· · · · · · · I thought about it.· But honestly, there
·6· was a little bit of doubts in the back of my mind.
·7· Here's the reason why:· How many of you went to
·8· college?
·9· · · · · · · So did I.· I went to (inaudible)
10· International University.· I got my degree in
11· criminal justice.· I've never used it.· Never got -12· I've never made one dollar in that field.· I did it
13· because I was going to go to law school.· I applied
14· to go to law school.· I went to an LSAT and did my
15· internship and decided it wasn't for me.
16· · · · · · · But anyway, the point I'm making is, when
17· I first did this and I sat in the same kind of seats
18· you guys are sitting in, I was making about $55,000 a
19· year.· And there's this guy telling me that I can
20· make one deal and I can make that much in one real
21· estate deal?
22· · · · · · · Now, I knew it was possible, but honestly,
23· (inaudible) doubts.· And I want to clear up those
24· doubts for you because this person cleared those
25· doubts for me.· I'm (inaudible) years ago in the same
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·1· position.· I had doubts.· I'm thinking to myself,
·2· okay.· I work all year, probably get about two weeks
·3· off, and I make $55,000, and have I have a degree.
·4· · · · · · · Listen, I was in debt for most of that
·5· time.· The average salary was probably about $6,000,
·6· so I was doing better than most.· But here's what
·7· happened.· I was around other people that were making
·8· $55,000 a year.· I went to the restaurants where
·9· people who make $55,000 a year went.· I lived in the
10· neighborhood that people who make $55,000 make.

I

11· had the kind of conversations that people who make
12· $55,000 a year had.· I did the thing that people who
13· make $55,000 a year, that's what they did.
14· · · · · · · See, I didn't know anyone that was doing
15· this.· So, yes, even though (inaudible) was there, to
16· me, it was like those are the people over there, not
17· really me because I didn't know I anyone that was
18· there.· And that's why you wrote that down earlier.
19· It's possible for me.
20· · · · · · · Because -- and the reason why I asked you
21· to write down your why is because if you don't have
22· a -- if you don't have a strong enough reason, well,
23· listen, you're never going to do this.· You're not
24· going to -- you're not -- I'm not asking you.· I'm
25· telling you, if you don't have a strong enough reason
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·1· to do it, you're not going to do it.
·2· · · · · · · If you're not committed, you're not going
·3· to do it.· You may raise your hands all you want, but
·4· let's get for real.· You're not going to do it if
·5· you're not committed because that little doubt is in
·6· your mind.· That little man or that little woman that
·7· speaks to you all day.
·8· · · · · · · See, it's not the other people, even
·9· though we have negativity outside, that's not the
10· biggest thing we have to worry about.· What we have
11· to worry about is what's right in here.· It's not
12· what's out there.· It's what's inside our very own
13· mind that stops us from moving forward, and this is
14· what we have to overcome.
15· · · · · · · I had to believe that it was possible for
16· me.· I had to go from here.· You know what?· I'm
17· making $55,000 per year, but I can do what those
18· other people are doing.· They're no smarter than I
19· am.· They don't have anything that I don't have.
20· · · · · · · That's my philosophy (inaudible).· All
21· (inaudible) adopt that philosophy.· (Inaudible) my
22· new philosophy, not you.· It's my philosophy
23· (inaudible).· But (inaudible).· I believe that it's
24· something I want to do.· If somebody else has done it
25· and if somebody else is doing it, I can do it.
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·1· · · · · · · If there is something any one of you in
·2· here (inaudible) do and I want to do it, I can do it
·3· because there's nothing special about you that I
·4· don't have.· There's no talents that you have that I
·5· do not have.
·6· · · · · · · If I'm (inaudible), you're going to be
·7· great.· If I want to do it, I can do it.· It's
·8· possible for me, and that's why you wrote that down
·9· earlier.· It's possible for you.· So I know some of
10· you -- so I wanted to address that because I know
11· some of you are thinking, hmm, (inaudible), right?
12· You say, can I really do it?
13· · · · · · · I was in the same position.· I was
14· thinking the same thing.· (Inaudible), a couple I
15· should say, that I could finish after coming to your
16· class -- their first training was going through a -17· they did a wholesale deal, and they was having some
18· issues paying for the classes -- for the class, for
19· the three-day training.
20· · · · · · · So they actually had to put the money on
21· their credit card and borrowed money from the -- she
22· borrowed money from her uncle to take -- or here's
23· what -- here's what she said, and that is the exact
24· quote.· Let me just paraphrase it.· She said, "It's
25· possible for me too.· If (inaudible) can do it, I can
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·1· do it."
·2· · · · · · · They were teachers.· She got laid off
·3· probably about a year before from the County
·4· (inaudible), and they said, we have to do something.
·5· We have to do something different.
·6· · · · · · · What's the definition of "insanity"?
·7· · · · · · · THE AUDIENCE:· Doing the same thing over
·8· and over and expecting better results.
·9· · · · · · · MR. CLIFF TOWNSEND:· Yeah.· How many of us
10· get up every day and do the exact same thing, day in
11· day out, week in week out, month in month out, year
12· in year out?· And we get up and we complain, but
13· we're getting the same results.· Why?· Because we
14· haven't done anything different.· We're scared.
15· · · · · · · Sometimes you just got to step out of your
16· own comfort zone.· If you want to change your life -17· if you want your life to change, you've got to change
18· the things in your life.· It really is that simple.
19· You got to do things -- if you want to achieve things
20· that you've never achieved before, you got to do
21· things that you have never done before because, if
22· you could achieve them with the same mindset you have
23· doing the same thing, you would have already achieved
24· it.
25· · · · · · · I mean, it's -- does that make sense?· Yes
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·1· or yes?· Yes, if you're going to achieve the things
·2· you want doing the things that you're already
·3· currently doing, you would have achieved it.· So in
·4· other words, the (inaudible) things you -- you got to
·5· do something different.· It really is that simple.
·6· · · · · · · Anyway, so this was her second property.
·7· This is a duplex.· Now, when we're talking about
·8· support, one thing that she did, she talked to our
·9· support team and they analyzed the property.· Was she
10· going to flip it?· Was she going to wholesale it?
11· Was she going to hold it and rent it?
12· · · · · · · After talking to the support team, they
13· decided this was best for a rental.· They told her
14· for rental.· So there was not much (inaudible) done,
15· paint, refrigerator, some appliances, not much,
16· nothing major.· There was no major rehab, so they
17· decide to rent it.
18· · · · · · · And this is what they -- so after
19· principal -- when I talk about "principal," these
20· taxes, insurance right here.· So this -- so after
21· everything is said and done, you see -- you see what
22· it is, (inaudible).· Remember, it's a duplex.· So
23· total rent per month, both sides, 2650.
24· · · · · · · Now, after coming to the class, they
25· learned about the property management, how to hire
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·1· the right property management to take care of this
·2· property.· So the property management that is renting
·3· this property out for them, and every month they get
·4· a check in the mail, $1275.
·5· · · · · · · Now, (inaudible).· 1275 is not life
·6· changing.· Maybe it's a couple of car payments.

I

·7· was going to say -- I was going to say rent, but no.
·8· In this area and where I live, no.· You're not
·9· living -- you're not living where -- I think a
10· one-bedroom would be 1275, so let's go with car
11· payment.· Let's stick with that.· He made his car
12· payment or two.· Yes?
13· · · · · · · Now, let me ask you this question:· How
14· many of these checks coming in per month would you
15· need to say you were financially free?· How many of
16· these?· How many of these $1200 checks would you need
17· coming in per month?
18· · · · · · · HENRY:· A hundred.
19· · · · · · · MR. CLIFF TOWNSEND:· I like how you think.
20· See, a lot of times, people come in and they think,
21· five, ten.· See, a lot of times, you just got to give
22· yourself permission to think big.· It takes no -- let
23· me ask you something.
24· · · · · · · What is your name?
25· · · · · · · HENRY:· Henry.
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·1· · · · · · · MR. CLIFF TOWNSEND:· It took no extra
·2· effort for Henry to say a hundred than for him to
·3· have said ten.· It took no extra effort.· He could
·4· have said 20.· It took no -- a lot of people would
·5· say five or ten, but how much extra effort does it
·6· take to say 100?· None.· You know?
·7· · · · · · · So some of you got to give yourself
·8· permission to think bigger, and if you need
·9· permission from me, I give you permission.· I allow
10· you to think big if you need somebody to give you
11· permission, but you don't.· You don't need anybody to
12· help you think positive -- to think big.
13· · · · · · · Now, would we agree that success leaves
14· clues and financial success leaves clues also?

I

15· mean, that's (inaudible).· How long (inaudible)
16· around?· Like three, four, five years, right?
17· They've been around forever, right?
18· · · · · · · So the way people were making money in
19· real estate in the '60s, '70s, '80s and '90s is
20· pretty much the same way, but things have changed.
21· Things have changed, especially after the last
22· recession.
23· · · · · · · The way we find properties now is
24· different.· So a lot of investors, especially the
25· wholesalers, are still doing things the old school
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·1· way.· When you come to this class, you're going learn
·2· different strategies (inaudible) and how to find
·3· properties.
·4· · · · · · · So we make sure that even experienced real
·5· estate -- experienced investors and some Realtors
·6· don't even know.· I'm a rookie, so somebody saw on my
·7· that I'm inactive Realtor in the state of Florida.

I

·8· released my real estate license.
·9· · · · · · · However, (inaudible) I think used to go
10· work in officers in my brokerage.· There was lots of
11· (inaudible) was in there, and then I started getting
12· into this.· I was finding out things.· I was learning
13· things from these trainings that -- that my Realtor
14· friends didn't know.
15· · · · · · · In fact, most people in my brokerage
16· didn't know.· My brokers didn't know a lot of these
17· strategies.· In fact, (inaudible) just don't think
18· about all these -- they did all the work, and all
19· these investors are making 15-, $20,000 on a flip -20· I mean on a wholesale deal while they were making
21· 3 percent for the property -- I know -- on a
22· commission.
23· · · · · · · Anyway, so it's (inaudible) three top ways
24· people have been -- created wealth in this country
25· for the last 50-plus years.· What do you think the
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·1· number one way is?
·2· · · · · · · Real estate.· Yeah, real estate.· Exactly
·3· right.· Real estate.· Real estate connects stuff and
·4· business.
·5· · · · · · · Let me ask you something.· How many of you
·6· are business owners?· Now, let me -- I'll tell you
·7· what?· I give it up to you.· I've tried it, and it's
·8· a lot of work.· It's a lot of work, you know, with -·9· especially going brick and mortar -- right? -- which
10· is what I did.
11· · · · · · · And you know, I think (inaudible).

I

12· realized (inaudible) find myself a job because I was
13· (inaudible) I did a -- after three years, I was
14· probably making like 80- to a hundred thousand
15· dollars, but I'm like, three years to make 80- to a
16· hundred thousand, I can do that (inaudible) couple of
17· real estate deals while I do that.
18· · · · · · · So what I realized is (inaudible).· So you
19· know, I have to deal with issues coming up every day.
20· I have to deal with the inventory, hiring people,
21· training.· I mean, it just went on and on.· So those
22· of you operating a successful business, I give it up
23· to you because it is not (inaudible).
24· · · · · · · What makes (inaudible) unique?· Pretty
25· much (inaudible).· We know how to find the best deals
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·1· and the best deals here.· So put an emphasize on the
·2· word "best deals."· Like I said, when you come to the
·3· three-day training, you're going to find -- they're
·4· going to teach you at least 12 different ways, 12
·5· different niche -- did I say that right?· Niche?
·6· Niche -- 12 different niches of how to find
·7· properties.
·8· · · · · · · You have to give my accent.· Okay?
·9· Sometimes I don't pronounce Hs, so, you know.· But
10· anyway different ways of finding the best deals.
11· Second thing, which is what most of you talk about.
12· We use other people's money for our (inaudible), OPM,
13· other people's money.
14· · · · · · · We have access to the funding, so these
15· lenders are going to fund your deals up to as much as
16· 100 percent, and this is OPM.· Not opium.
17· (Inaudible) opium.· Opium is a different training.
18· We can do that another time.
19· · · · · · · And we usually already have our buyers.
20· You have the money, like I said.· You're going to be
21· able to have the money.· You're going to have your
22· buyers.· You're going to learn how to find the
23· properties.· You can learn how to find to deals.
24· · · · · · · Now, some of you in here are wondering,
25· this system, what is this system that Karen and Mina
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·1· writes?
·2· · · · · · · Some of you are more so analytical.· You
·3· want it, you know, one, two, three.· You want to
·4· know, okay.· I'm going to do this.· Here's what I'm
·5· going to do.· Here's what this -- so let's talk about
·6· this.· The first thing is this:· I already told you
·7· that you're going to have your buyers.· You're going
·8· to have proprietary cash buyers.
·9· · · · · · · So what that means is this:· For those of
10· you that pay cash and decide to join us, if this
11· makes sense and excites you and you want to join us,
12· you're going to walk out of here with this today.
13· This is called a (inaudible) finder.
14· · · · · · · And what it is, it gives you access to
15· buyers all around the country in every zip code.· So
16· once you get access to this today, all you will
17· simply do is, once you log in, you simply go in and
18· type in any zip code, and a list of cash buyers will
19· drop down in a drop-down menu.
20· · · · · · · So you put in this county, this zip code,
21· you'll have your list of cash buyers from this
22· property.· So (inaudible).· We have our proprietary
23· cash buyers, and you have the cash buyers.
24· · · · · · · Now, you're going to find the best
25· properties for you.· You're going to -- like I say,
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·1· you're going to learn different -- you're going to
·2· learn about 12 different strategies and niches that
·3· most experienced real estate investors and Realtors
·4· don't even know about.
·5· · · · · · · All right.· We already talked about
·6· (inaudible).· Now, let's talk about (inaudible).
·7· Well, what did I say was the most important part
·8· (inaudible) as far as real estate investment
·9· (inaudible).
10· · · · · · · THE AUDIENCE:· (Inaudible.)
11· · · · · · · MR. CLIFF TOWNSEND:· The what?
12· · · · · · · THE AUDIENCE:· Buying.
13· · · · · · · MR. CLIFF TOWNSEND:· Yeah.· The comps.
14· (Inaudible).· So you might -- you're right.· You're
15· right, comps.
16· · · · · · · Now, how many of you have ever been to one
17· of those real estate sites like Trulia, Zillow,
18· (inaudible), Redfin?· Right?· So the reason you've
19· gone in there is because you're looking for comps.
20· You're looking for prices -- right? -- on the value
21· of the real estate where (inaudible).
22· · · · · · · I just have one word for you -- for those
23· of you going there and just one word, and you need to
24· write it down in big bold letters:· Stop.
25· · · · · · · All right?· Don't go in there.· Here's the
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·1· reason why, several reasons.· I'm not going to get
·2· into full details.· Like I say, they go into the
·3· detail in training, but there's a reason why.· Then
·4· you're not (inaudible), it's not -- experienced real
·5· estate investors do not use those -- do not use those
·6· to work.
·7· · · · · · · I understand.· Let me explain something to
·8· you.· Those sites, they're not real estate sites.
·9· They are marketing sites.· For the most part, they
10· market to real estate agents to put their properties
11· on there and for retail buyers, but they are a
12· marketing site.· They are not real estate sites.
13· · · · · · · So those sites are not that great -14· they're not that great.· If you use those numbers,
15· you will lose.· (Inaudible.)· Yeah.· Because those
16· numbers are inflated.· So just stop.· Don't use those
17· sites.· And like I said, you will learn how to do
18· this at the training class.
19· · · · · · · Make the right offer.· This is -- this is
20· important.· Now, (inaudible) people and after being
21· taught how to do this, they make one offer on one
22· property at a time, one offer on one property at a
23· time.· Coming out of the training class, you're going
24· to learn how to make minimum of ten offers per week
25· like the young lady that I showed you.
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·1· · · · · · · Now, using our system, the way we do
·2· things, statistically, one in ten usually get
·3· accepted.· So you put out ten offers, one in ten.
·4· You're going to learn how to do that.· That makes
·5· sense.· With one offer on one property at a time,
·6· you're going to learn how to do ten-plus offers, and
·7· it's going to take about three to four hours using
·8· the way we teach it, using our system to do this.
·9· · · · · · · Now we will talk about financing, funding
10· the deal.· You're going to have the access to do it.
11· Now, you're going to learn at least four different
12· ways of doing the renovation.· Make your -- to get
13· top dollars for your deals.
14· · · · · · · Now, remember, when these two young ladies
15· started, they didn't know anything.· They learned
16· along the way, and they made money in pretty much
17· doing the renovations.· You can learn the strategies
18· that they've learned over the years.
19· · · · · · · So you don't need to go through and make
20· those mistakes.· They've already made them.
21· They've -- now they have perfected their system, so
22· they're going the share these systems with you at the
23· training, how to do the renovations for the least
24· amount of money so you get top dollar so you can make
25· the most amount of money in the least amount of time.
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·1· · · · · · · What this kind of deal is, pretty much,
·2· you're going to need exit strategy.· Are you going to
·3· rent it?· Are you going to flip it?· Are you going to
·4· do a wholesale deal?· Whatever it is, you need -- you
·5· know, you need an exit strategy.
·6· · · · · · · The last thing is that, when you close,
·7· the first -- the most important deal -- for those of
·8· you that is brand-new, the most important deal you're
·9· going to have or do is your very first one because,
10· once you do your first one, you're going to get
11· motivation, right?
12· · · · · · · Because you're going to say to yourself,
13· it's possible for me, right?· You're going to
14· remember that.· It's possible for me.· I did it.
15· I've done it.
16· · · · · · · So what are you going to do?· You're going
17· to celebrate.· You're going to celebrate.· Then
18· you're going to go and you're going to take some time
19· to celebrate, take somebody out, take a family
20· member, take a loved one out to dinner or lunch,
21· whatever.· But you're going to celebrate because it's
22· the first one, and you're going to celebrate, and
23· you're going to be excited about doing the next one.
24· · · · · · · Now, one of the things that we have is -25· as part of the training, teaching you from start to
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·1· finish.· You're going to learn how to put the deal
·2· together from start to finish, how to find buyers
·3· (inaudible).
·4· · · · · · · So (inaudible) are from California.· And
·5· (inaudible), and there's (inaudible) on learning how
·6· to put a deal together from beginning to end.· And
·7· say -- before, they used to own business, which
·8· constitute most of our time, now her first deal, she
·9· made over $50,000 on her first deal.
10· · · · · · · It's not about, you know -- didn't know it
11· was going to make money or to -- yeah, make money in
12· real estate not using any of your own money.· You
13· know?
14· · · · · · · How many of you are interested in finding
15· about -- more about the money and how you can get the
16· money to do your deals and access the money?
17· · · · · · · Okay.· What I'm going to do right now, I'm
18· going to show you -- I took a video.· It's a little
19· bit over a minute (inaudible), and what you're going
20· to do is you're going to go (inaudible).· We're going
21· to go into details -- more details about finding -22· about the access to the funding and how you're going
23· to get it.· So there's some -- watch this quick
24· video.
25· · · · · · · (Video played.)
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·1· · · · · · · MR. CLIFF TOWNSEND:· Can I get a little
·2· volume?· Oh.
·3· · · · · · · (Video played.)
·4· · · · · · · MR. CLIFF TOWNSEND:· How many of you
·5· learned how to (inaudible)?· Okay.· So those of you
·6· that are more experienced, those of you that
·7· (inaudible), is that (inaudible)?
·8· · · · · · · THE AUDIENCE:· (Inaudible.)
·9· · · · · · · MR. CLIFF TOWNSEND:· All right.
10· (Inaudible.)· Okay.· So those of you that are a
11· little bit more experienced, you might be saying,
12· okay.· So I'm excited.· It makes sense, logical.· But
13· you may be asking yourself a question:· How much will
14· this money cost me to use it?
15· · · · · · · On your average residential (inaudible),
16· an average -- I mean, three to 6 months, you'd be
17· paying 4 to 6 percent to use the money.· Would that
18· be okay with you?
19· · · · · · · THE AUDIENCE:· (Inaudible) like points?
20· · · · · · · MR. CLIFF TOWNSEND:· Yes.· 4 to 6 percent,
21· yes.· So that's pretty much -- that's pretty much
22· (inaudible).· There's no, you know -- nothing else to
23· it.· You know, (inaudible) like it says.· It says it
24· in the video.· I just wanted to repeat it, just in
25· case (inaudible).· It's going to be (inaudible), your
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·1· average residential flip for -- three to six months
·2· is what we consider to be average on a flip.· It's
·3· going to be anywhere from 4 to 6 percent.
·4· · · · · · · THE AUDIENCE:· In points?
·5· · · · · · · MR. CLIFF TOWNSEND:· Yes.· Points.· Now,
·6· as far as -- this map right here, this triangle shows
·7· pretty much what's your national average, but some -·8· pretty much, that's your county right here.· Now, how
·9· many of you -- this line on the top represent the top
10· 5 percent that are the people that are looking for
11· homes in the million-dollar-plus area.
12· · · · · · · What potential do you think that is that
13· are looking for homes in the million-dollar-plus area
14· price range?
15· · · · · · · THE AUDIENCE:· Maybe 2 percent.
16· · · · · · · MR. CLIFF TOWNSEND:· 2 percent?· Pretty
17· close.· 5 percent.· And (inaudible) them -- they are
18· pretty much -- (inaudible) a hundred, a hundred
19· thousand dollars (inaudible).· Would that be correct?
20· (Inaudible).
21· · · · · · · Now, this is pretty much what you probably
22· consider to be in the less desirable neighborhoods.
23· Do you have those here?
24· · · · · · · THE AUDIENCE:· Uh-huh (affirmative).
25· · · · · · · MR. CLIFF TOWNSEND:· Okay.· So it's not
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·1· restricted to Salt Lake City or Utah, and it's
·2· everywhere.· You know, it's in any -- in every state,
·3· in every county, in every city, and every village.
·4· If you're going to talk about (inaudible), think
·5· about (inaudible).
·6· · · · · · · Our product is somewhat of a necessity for
·7· life.· Water, oxygen, food, you need shelter, right?
·8· You see that you have a roof over your head or you
·9· don't.· Maybe it's a bridge or a (inaudible) or
10· something like that, but it's a necessity.
11· · · · · · · Now, here's what we -- this is what we
12· call the sweet spot.· In this area right here is -13· in this area, your price range, from the research
14· I've done, it's probably going to be anywhere from
15· 185- up to like $350,000 is your price range, based
16· on the different counties surrounding it.
17· · · · · · · Now, why is that -- why is that the sweet
18· spot?· Because that's where you want to find
19· properties.· That's where -- that's where the
20· families are living with children with the good
21· schools.· Those are the neighborhoods -- it's more
22· safe neighborhoods, so that's where -- that's the
23· numbers that you want to be, anywhere from 185- to
24· $350,000, or maybe even up to $400,000 is those
25· neighborhoods that you want to be in.· Make sense?

Free Workshop - Salt Lake City, UT
June 12, 2019

EX 20, p. 59

Case 2:19-cv-00713-DAK-EJF Document 12-18 Filed 09/30/19 Page 61 of 122

·1· · · · · · · Okay.· Now, let me see the hands of -- let
·2· me see those of you that are brand-new again.· Let me
·3· see.· How many of you are brand-new?
·4· · · · · · · Okay.· How would you like to learn how to
·5· make some quick money in real estate not using any of
·6· our money because you don't need it and not using any
·7· of your money?· Yes?
·8· · · · · · · Okay.· All right.· So okay.· So is that
·9· Kylie (phonetic)?
10· · · · · · · KYLIE:· Yes.
11· · · · · · · MR. CLIFF TOWNSEND:· Okay.· So we have
12· Kylie, right?· And I'm just going to pick on the
13· three of you and use you as an example.· So we have
14· Kylie.· She is a motivated seller.· How are you going
15· to find her?· We're going to show you the strategy in
16· class.
17· · · · · · · So we have Kylie who is a motivated
18· seller.· She has a property that is worth $300,000.
19· The reason why she's motivated is irrelevant, maybe
20· it's a divorce, maybe she has to leave the country.
21· It's irrelevant, but she is motivated.
22· · · · · · · She has a property, and she's going to
23· sell it to us for $220,000.· She's going to sell it.
24· Now, we have -- she is a motivated seller.
25· · · · · · · Now we add you as the investor.· Can I use
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·1· you, Myrna (phonetic)?
·2· · · · · · · MYRNA:· Yes.
·3· · · · · · · MR. CLIFF TOWNSEND:· Okay.· So Myrna is
·4· the buyer of that property.· So Myrna found -- went
·5· to our training.· She found a motivated seller.· She
·6· says, hey, I can buy this property, you know, for
·7· $210,000.· It's worth $300,000.
·8· · · · · · · Through our proprietary buyers' list, she
·9· found -- Myrna finds a cash investor.· Let's say
10· Craig (phonetic).· So Myrna calls Craig and says,
11· hey, Craig, I have this property over here.· It's
12· worth 300-.
13· · · · · · · How much is Myrna (inaudible)?· 210-?
14· Okay.· So Myrna, you say to Craig, listen, I have
15· this property.· It's worth 300-.· I'm going to sell
16· it to you for 220-.
17· · · · · · · Craig says all day long, bring it home to
18· me.· Is that the only one you got?· I'll take two,
19· three, four, five.
20· · · · · · · Right?· So that's the scenario.· You have
21· the property from Kylie under contract.· He's going
22· to buy it from you for -- you sell it to him -23· you're picking up 210-.· You sell it -- you say to
24· him, listen, I'll sell it to you for 230-.
25· · · · · · · All right?· Or you sell it to him -- I'll
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·1· sell it to you for 220-.
·2· · · · · · · Not going to be rude.· I'll sell it to you
·3· for 220-.· Craig, I'll sell it to you for 220-.· It's
·4· worth 300-.· But you're going to have to spend some
·5· time and put with a little bit of work into it.
·6· · · · · · · On day of closing, Craig goes to the title
·7· company, pays the money, pays the 220-, leaves the
·8· money at the title company, cash.· Kylie comes in
·9· (inaudible) later on, signs (inaudible) paperwork.
10· She pays her necessary closing costs.· Craig pays his
11· necessary closing costs and doc stamps and fees and
12· everything else.· Deal is closed.· Craig now owns
13· that property.
14· · · · · · · Title company writes a check to you,
15· Myrna, for how much?
16· · · · · · · MYRNA:· (Inaudible.)
17· · · · · · · MR. CLIFF TOWNSEND:· $10,000, right?· You
18· picked it up for ten -- 210?· You sold it to Craig
19· for 220-.· You get a check from the title company for
20· $10,000.· Here's the thing, Myrna, you never own that
21· had property.· Your money was never in that deal.
22· You got a check for $10,000 simply by connecting
23· Craig and Kylie and finding property.
24· · · · · · · How many of you like that?· How many of
25· you like the strategy?· Okay.· Here's what I'm going
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·1· to suggest.· I'm going to suggest you get a good
·2· night's sleep.· (Inaudible) three-day training, from
·3· day 1 coming in, these are some of the strategies
·4· you're going to learn.· Coming in on day 1, you're
·5· going to learn how to do these strategies and a lot
·6· more.· That was just basics about wholesaling.
·7· · · · · · · Now, we already talked about the money.
·8· Our students have access to a group of private money
·9· lenders who can private fund for your real estate
10· deal as much as up to 100 percent for profitable
11· deals.· I don't think I really need to emphasize
12· that, what a profit deal is.· You get as much as up
13· to 100 percent and including the rehabs.
14· · · · · · · And now with regard to your income assets
15· or your (inaudible), there's only one criteria that
16· (inaudible).· These lenders want to make sure that
17· you are using the system that you were taught.· They
18· want to make sure that you're a good risk because
19· you're going to know how to find properties because
20· you're going to know how to find your buyers.· You're
21· going to learn how to get the -- find the properties
22· because we're going to teach you those systems.
23· · · · · · · The only thing you need to do is attend
24· our three-day training.· Is that fair to have access
25· to the money?· Now, here's what our three-day
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·1· training is going to look like.· The first thing is
·2· this:· Every single person in this room, when I asked
·3· you to write down your why, you have different
·4· reasons why you are here.
·5· · · · · · · The first (inaudible) go through the
·6· consultation.· There's no one (inaudible) fits all.
·7· So we're going to sit down with you when you first -·8· on your first day.· We're going to find out where you
·9· are, where you are, where you want to be, and how we
10· can get there.
11· · · · · · · So some of you (inaudible) to get out of
12· debt and for retirement, create cash flow.· If that's
13· the case, how would you get there?· How do you get
14· from where you are to where you want to go?· That's
15· the first thing that's going to take us to the first
16· day.
17· · · · · · · Find the best spot because I told you
18· you're going through the 12 different ways, you're
19· going to learn 12 different niches how to find the
20· best properties.· Are you -- do you want to
21· specialize in bank (inaudible), preforeclosures,
22· (inaudible), probate, (inaudible) commercial real
23· estate.
24· · · · · · · And you're going to talk about (inaudible)
25· financing.· You're going to learn how to fund not
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·1· using any of your own money or any of your own
·2· credit.· Oh, by the way, you have lifetime access to
·3· the funding for unlimited amount of transactions.
·4· · · · · · · So that means (inaudible) how many deals
·5· you do as long as the deals are profitable.· You're
·6· going to have unlimited access, lifetime unlimited
·7· access to fund.
·8· · · · · · · Now, managing your portfolio.· Under that,
·9· (inaudible).· Real estate has got to become a
10· business, not just a hobby.· So what that means is -11· how many of you -- or I believe it was (inaudible)
12· everyone said it, that he made -- he pays less taxes
13· than his -- than his mate or something like that.
14· · · · · · · Was it (inaudible) that said that?· Yeah.
15· You know the reason why?· Because he's got this
16· vision as an investor.· She's an employee, so there's
17· a difference.· You will learn these strategies, how
18· to protect your money once you start making it.
19· · · · · · · You're going to learn different ways -20· you know, whether you flip, whether you wholesale, or
21· your rent, you're going to learn different
22· (inaudible) strategies of creating multiple streams
23· of income.
24· · · · · · · This (inaudible) the three -day class.· It
25· will be different than this.· You know, (inaudible)
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·1· three-day (inaudible).· (Inaudible) the training of
·2· the training over the three days.· Remember, I told
·3· you when I first started and I sat in this same -·4· similar seats and I was making $55,000 a year or
·5· around there.
·6· · · · · · · I was (inaudible) same thing.· I was -·7· the people I was with that I was surrounding myself
·8· with, they weren't looking to bring their -- bring
·9· their chances up.· They weren't looking to do real
10· estate and make $60,000 in one deal.
11· · · · · · · After the three-day training, you're going
12· to be around like-minded individuals, where you can
13· connect and network at this training and people from
14· right here in your own neighborhood.· That's one of
15· the best things you're going to get out of this
16· training.
17· · · · · · · Here's some people that attended our
18· three-day training.· After the three-day training
19· (inaudible), how do you find the houses?· Where
20· (inaudible) website?· How do you set up your team and
21· get the money to fund deals?· Nobody else does this.
22· · · · · · · This is Jena (phonetic) and John
23· (phonetic).· I learned how important it is
24· (inaudible) multiple streams of income.
25· · · · · · · How do you do it?· How many of you are
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·1· using MSI -- MSI strategies?
·2· · · · · · · THE AUDIENCE:· (Inaudible.)
·3· · · · · · · MR. CLIFF TOWNSEND:· MSI.· Yes.· Multiple
·4· streams of income.· Just one person?· Here's two.

I

·5· saw (inaudible).· You have to create multiple streams
·6· of income.· It is the way the wealthy have been
·7· creating wealth over the last (inaudible).
·8· · · · · · · This is going to teach you different
·9· streams of income.· You can do a wholesale deal once
10· every couple of months.· You can go flip every three
11· to six months.· You know, get a rental.· How many
12· rentals are you going to have and have money come in
13· while you sleep?
14· · · · · · · You've got to create multiple streams of
15· income.· This gives you a way to do it.· Multiple
16· streams of income.· After the training -- so there's
17· three (inaudible).· It is a fact that only 75 percent
18· of (inaudible) real estate is in there, so it is
19· imperative that we jump in when?· I can't hear you.
20· Jump in when?
21· · · · · · · THE AUDIENCE:· Right now.
22· · · · · · · MR. CLIFF TOWNSEND:· Yes.· Exactly.· Now,
23· I'm going to -- I'm going to ask you to do something
24· for me.· I have just a few more minutes left with
25· you, but I'm going to ask you to just -- you can stay
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·1· in your seat, but I just want you to turn around real
·2· quick.· I'm going to introduce you to the team, and I
·3· just want you to say hi.
·4· · · · · · · So (inaudible) you already met Chris, but
·5· I just want you to say hello to Chris.
·6· · · · · · · THE AUDIENCE:· Hey, Chris.
·7· · · · · · · MR. CLIFF TOWNSEND:· So -- and we have the
·8· lovely Bridgette right here.
·9· · · · · · · THE AUDIENCE:· Hello.
10· · · · · · · MR. CLIFF TOWNSEND:· Yes.· Same.· And we
11· have Shawn (phonetic).
12· · · · · · · THE AUDIENCE:· Hi, Shawn.
13· · · · · · · MR. CLIFF TOWNSEND:· Say hello to Shawn.
14· · · · · · · THE AUDIENCE:· Hi, Shawn.
15· · · · · · · MR. CLIFF TOWNSEND:· All right.· Now, the
16· reason I did this is because, listen, all of these
17· are active real estate investors.· So once you -18· once you come back here -- and those of you who take
19· action today and decide to sign up, it is probably
20· going to fill up, and they give input, so you can ask
21· them.
22· · · · · · · Now, I said I only have a few minutes
23· left.· Now, there's one person -- one other person I
24· want to introduce you to.· This person is going to
25· come up here, and he's going the share (inaudible)
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·1· multiple streams of income.
·2· · · · · · · He's going the share with you a secret of
·3· the (inaudible) the last 20 years, and his name is
·4· Chris Olson (phonetic).· So say hello to Chris.
·5· · · · · · · THE AUDIENCE:· Hi, Chris.
·6· · · · · · · MR. CLIFF TOWNSEND:· And he's got some
·7· information for you that you don't want to miss, so I
·8· please want you to stay and listen to the information
·9· that Chris is going to share with you.· Yes?
10· · · · · · · THE AUDIENCE:· Yes.
11· · · · · · · MR. CLIFF TOWNSEND:· Okay.· All right.· So
12· like I said, for those of you -- you can just -13· today, tomorrow, next week, it doesn't matter.· This
14· is what we call the procrastinator rate.· It's 5995
15· for one person (inaudible).· And it's worth every
16· dime.
17· · · · · · · Listen, you're still beginning to get the
18· proprietary buyers' list.· You're still going to go
19· and get a three-day class.· You're still going to
20· learn the training.· You're still going the learn how
21· the find the niches and find new buyers.
22· · · · · · · But those of you who take action today,
23· here's what it is, 19 -- (inaudible) 1997 for two
24· people.· So for those of you who decide to take
25· action today, you can bring a partner, a spouse, a
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·1· friend, an adult.· It's just got to be -- it has to
·2· be an adult.
·3· · · · · · · So see, and there's been -- so here's what
·4· (inaudible).· For those of you who (inaudible), this
·5· is -- this one -- this is what we call a performance
·6· incentive.· This is available to everyone.· So
·7· whether you sign up -- call the corporate office next
·8· week and you sign up, everyone will get this.
·9· · · · · · · When you do a real estate deal in the
10· first 3 months, provide the information and
11· documentation and testimonial, you'll receive a check
12· for a hundred percent of your tuition.· It's
13· reimbursed to you.
14· · · · · · · I know you can read, but I'm going to read
15· it again, just in case some of you missed it.· When
16· you do a real estate deal in the first 3 months -- it
17· doesn't matter what it is, whether you get a rental
18· or you do a wholesale deal -- provide us the
19· information and documentation, meaning any closing
20· statements -- whenever you do close a real estate
21· deal, you get slowing statements that show
22· (inaudible) -- you will receive a check for
23· 100 percent of your tuition reimbursed to you.
24· · · · · · · How many said you've been to college?· Let
25· me see your hands again.· How many went to college?
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·1· How many of you got reimbursed for your college
·2· education?
·3· · · · · · · All right.· You're getting reimbursed
·4· here.· All you've got to do is got and take action.
·5· Remember, I told you, you take action, you will get
·6· results.· There's no if, ands, or but.· And there
·7· is -- there's a safety net, and it's not written up
·8· here, but I'm going to tell you what it is.
·9· · · · · · · After you apply the strategy you learn in
10· your three-day training, if you do not close your
11· first profitable deal in the next 6 months, we will
12· refund 100 percent of your tuition investment.· But
13· he's the best part about it:· It's a
14· triple-your-investment guarantee, triple your
15· investment.
16· · · · · · · So after you apply the strategies you
17· learn in the three-day training, if you do not close
18· your first profitable deal in the next six months,
19· you'll get triple your investment.· Here's what we're
20· going to do also:· We're going the walk you through.
21· · · · · · · Remember -- remember, I told you we're
22· going to teach you how to do your first -23· (inaudible) first deals together.· There's a caveat
24· here.· You didn't (inaudible).· You (inaudible) first
25· ten deals by yourself.· You want to know that you
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·1· (inaudible) system.
·2· · · · · · · Now, remember, I told you that within your
·3· first ten deals (inaudible), you get accepted.
·4· Because if you do not get a deal accepted within the
·5· first ten that you did by yourself, call the
·6· corporate office.· They will hold your hand and walk
·7· you through the other 15.
·8· · · · · · · They will walk you -- because it's simple,
·9· and maybe you missed something.· Maybe there's
10· something that you missed.· So they'll walk you
11· through the other 15.· And if -- after that, if you
12· still have not had a profitable deal within 6 months,
13· they will triple -- or you (inaudible) triple your
14· investment.· You'll length get one hundred percent of
15· your tuition back.
16· · · · · · · Now, let me ask you something.· By show of
17· hands, how many of you feel excited about having
18· these safety nets?· By a show of hands, how many of
19· you?· How many of you feel -- how many of you feel
20· good -- how many of you feel good about tripling your
21· investment in return?· Come on.· Let me see your
22· hands.
23· · · · · · · Okay.· Those of you with your hands up,
24· stand up.· I want to see what you look like.· I want
25· to see all of those of you that are excited about
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·1· your -- about (inaudible).· (Inaudible) excited.
·2· (Inaudible) excited.· Come on.· Where's my excited
·3· people?· Come on.· Where's my excited people?
·4· · · · · · · Okay.· Those of you that are excited about
·5· the triple your investment on return, follow me to
·6· the back and have a seat with Chris and Bridgette and
·7· come and get your -- come secure your place in the
·8· class to get your guarantee.
·9· · · · · · · Now, for those of you that have any
10· questions, remember, I'm still right back here.· So
11· if there's any questions you have about anything, I'm
12· right here for you and any -- remember, these people
13· in the back here are all active real estate
14· investors, so they can answer any of your questions
15· that you have.
16· · · · · · · Oh, by the way, I forgot to mention
17· something.· If those dates do not work for you, the
18· 21st, 22nd, and 23rd, once again, go see them in the
19· back.· They'll (inaudible) if those dates don't work
20· for you.· Any questions you have, just ask one of us.
21· Whether it's the dates, whether it's about money,
22· just go see them in the back, and they'll be able to
23· help you out.
24· · · · · · · (Recess taken.)
25· · · · · · · MR. CLIFF TOWNSEND:· Okay.· Ladies and
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·1· gentlemen, I said to you earlier I've got a treat for
·2· you.· Do me a favor, though.· For those of you that's
·3· in the back, just -- Lourdes (phonetic), Tom
·4· (phonetic), Lincoln (phonetic), please come up to the
·5· front so we can (inaudible).
·6· · · · · · · We've got those special reserved seats up
·7· here for you guys.· They're reserved for you.· They
·8· even have your name on them.· They're invisible name
·9· tag.· Thank you.· I appreciate it.· (Inaudible)
10· appreciate today, and coming in is a gentleman.
11· · · · · · · He is going to share with you a strategy
12· that I use.· In fact, I was using it this morning,
13· and you guys are going to learn a lot.· So please put
14· your hands together and give a warm Utah welcome to
15· Chris Peterson (phonetic).
16· · · · · · · MR. CHRIS PETERSON:· All right.· Good
17· afternoon, everyone.
18· · · · · · · THE AUDIENCE:· Hi.
19· · · · · · · MR. CHRIS PETERSON:· Well, three of you.
20· Hello the rest of you.· Are you guys all right?· Come
21· on, man.· Lighten up.· Let's try to have some fun.
22· · · · · · · So welcome.· I'm out here with Tax Lien
23· Fortunes.· Karen and her daughter, they invite us out
24· because what's going to happen is I'm going to cover
25· a strategy for you.· Once we start investing, I
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·1· encourage each and every one of you to actually do
·2· this business.
·3· · · · · · · And let me pause, first of all.· At any
·4· time during my presentation, if you have questions
·5· about the program that Cliff had talked about, by all
·6· means, go back and see the staff.· Get your questions
·7· answered.· I won't be offended.· I'll catch you up.
·8· I'll stick around and answer any questions.· Okay?
·9· · · · · · · But they invite us out because the
10· strategy I'm going to teach you, they do not teach.
11· This comes from us.· And we're going to show you,
12· once you start investing and you start making
13· money -- that's the goal, right?· Yes?
14· · · · · · · THE AUDIENCE:· Yes.
15· · · · · · · MR. CHRIS PETERSON:· You want to make some
16· money.· Well, we need to be reinvesting this money.
17· We need places to be parking it so it will continue
18· to grow.· So this strategy is very important for you
19· and I for doing that.
20· · · · · · · Second thing about this strategy, well, if
21· we're going to do real estate investing, we have to
22· have real estate.· Can we agree with that?· Yes?
23· Okay.· And as he had probably alluded to, we make our
24· money on the buy.· As a real estate investor myself,
25· I understand that the lower I can acquire a piece of
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·1· real estate, the more spread that I can create, the
·2· more profitability is going to be available for you
·3· and I.
·4· · · · · · · So this strategy will enable you to be
·5· able to do that.· So I want to spend about
·6· 30 minutes, kind of shift gears, just a little bit
·7· more content base.· Take some notes.· I think I've
·8· got some good information to help you.
·9· · · · · · · And I do want to say this:· Whether real
10· estate is your bag or not, I get it.· But I think you
11· should pay attention because I believe that every
12· single family, every individual should be the CEO of
13· their life, their family, their finances.
14· · · · · · · And if you're investing of any type -- a
15· 401(k), some kind of retirement plan, or something
16· like that -- you should look at this because this is
17· a way to actually get guarantees with our investing
18· and grow your portfolios.· That's the goal.
19· · · · · · · So I want to jump right in, get to it.

I

20· do have a disclaimer.· The company makes me read
21· this:· As a company, we provide educational products
22· and trainings.· We do not offer any tax, accounting,
23· or legal advice.· You do not need a real estate
24· license to be a tax lien or deed investor or a real
25· estate investor.
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·1· · · · · · · And I will make this very clear:· I am not
·2· a lawyer, not a CPA.· I'm not going to do your taxes.
·3· I'm not a real estate agent.· I've made that as a
·4· conscious choice.· I was a carpenter for 25 years.
·5· I'd go to work every day, building hotels, stadiums,
·6· universities, schools, prisons.· And I would come
·7· home, change clothes, grab my tools, and I would go
·8· do rehabs for investors.
·9· · · · · · · And 20-plus years ago, my wife and I made
10· a conscious decision to quit doing all the work for
11· the investors and start investing ourselves.· So you
12· don't need any of these credentials to actually do
13· real estate investing or to do this strategy.· So
14· that's my disclaimer.· Let's get to it.
15· · · · · · · Tax lien investing, why is this important?
16· And I'm only going to cover tax liens today because I
17· want to be very sensitive to your time.
18· · · · · · · I don't know if my pointer -- my pointer
19· doesn't even shine on that, does it?· It goes away.
20· I'll use my finger.· Is that okay?
21· · · · · · · I'm only going to cover tax liens today
22· for the sake of time.· I know you've been sitting for
23· a while.· This strategy here will obviously make you
24· a lot of money, but for the sake of time, I'm not
25· going to cover deeds.
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·1· · · · · · · Tax liens, why do I like it?· Number one,
·2· it's safe and secure.· When I think about
·3· investing -- and everybody has a conscious choice of
·4· how they want to actually invest.· I don't believe
·5· that there's a right and wrong way with real estate
·6· investing.· We have a lot of choices.
·7· · · · · · · I know I look like I'm 29.· I'm not.
·8· Hello?· Come on.· Wake up, guys.· Lighten up.· Okay?
·9· · · · · · · So as I've progressed through my real
10· estate investing -- and it's a choice.· You guys get
11· a choice to make, and there's nothing wrong with it.
12· I used to think, 20 years ago when my wife and I
13· started, that we needed to own as many houses as we
14· possibly could.
15· · · · · · · We thought that was how we were going to
16· create wealth.· So we were going and we were buying
17· houses.· We were holding them for rental properties,
18· things like this, and that's great.· It worked.
19· We've been very blessed by that.
20· · · · · · · But as I continued to educate myself and
21· reinvest in education and learning new strategies, I
22· realized along the way that, really, I wasn't
23· attached to the real estate itself as I was attached
24· to the money that the real estate produced.
25· · · · · · · And so if I could find other strategies
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·1· that would simplify my life, then those were the
·2· strategies that I want.· I just didn't want to deal
·3· with tenants anymore.· I didn't want to be dealing
·4· with turnovers.· I didn't want to -- every time a
·5· tenant moved out, I'd have to go in and do repairs.
·6· · · · · · · And so -- but I wanted that cash flow, and
·7· so when this strategy was introduced to me, pretty
·8· early on in my investing -- and 20 years ago, it did
·9· not look like it does today -- I incorporated it, but
10· what I was able to do was I was able to shift over a
11· lot of my investing -- because I still want
12· consistency in my cash flow.
13· · · · · · · So this strategy here does two things.
14· Number one, it's simple.· Now, simple does not mean
15· easy.· I didn't say easy.· We still have things to
16· do, but we can eliminate a lot of moving parts.

I

17· don't have to deal with contractors.· I don't have to
18· deal with real estate agents.· I don't necessarily
19· have to deal with lenders.
20· · · · · · · So I can eliminate a lot of moving parts
21· because life is busy.· Yes?· Because life is already
22· busy, I want to be doing things that I really want to
23· be doing, but I need consistency and cash flow.· And
24· that's what I want.
25· · · · · · · So if you're attached to real estate, go
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·1· grab real estate.· Grab as much of it as you want.
·2· Nothing wrong with that.· If you're interested and
·3· your attachment is to the money that real estate can
·4· produce, this strategy can help you.
·5· · · · · · · So it's very safe.· It's safe and secure.
·6· Why is it safe?· Because it's State mandated.· We're
·7· going to be dealing with government laws and
·8· government rules that are in place.· You and I just
·9· have to educate ourself on what these rules are, what
10· our role is, and how we can actually invest to
11· actually get our (inaudible).
12· · · · · · · High yield.· It's high yielding because
13· we're going to get a double-digit return.· Now, I
14· usually ask this question:· So if I had two
15· investment opportunities and one of them produced a
16· 58 percent return and the other one produced an
17· 18 percent return, which one of these investments do
18· you want?
19· · · · · · · Hello?· Hello?· 58?· Yes?· I want that
20· too.· However, I would immediately follow that up -21· that's the right answer.· I want that too.· However,
22· I would immediately follow it up and say, what is
23· your risk tolerance?
24· · · · · · · Are you with me?· Because something that's
25· going to produce a 58 percent return could carry more
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·1· risk.· Now, risk may not necessarily mean dangerous
·2· things or it's a risky investment, but it could
·3· entail more moving parts, more things to actually do.
·4· Does that make sense?
·5· · · · · · · So I'm willing to actually take an
·6· 18 percent with simplicity, consistency on a regular
·7· basis.· We're still going to hit 58 percent-plus.
·8· I'm going to show you how we do this.· But I just
·9· want to actually show you how we can do this.· I'm
10· just looking for double-digit returns, and I want the
11· money turning over and over and over again.
12· · · · · · · That's how you and I can create long-term
13· wealth.· (Inaudible) this is real estate investing.
14· We are staying in the real estate market.· I want my
15· money parked in real estate.· I want my money
16· protected by real estate.· So let's go through this.
17· · · · · · · I want to talk about inventory.· When
18· we're dealing with tax liens, it's very important as
19· an investor that you have an open mind.· I don't want
20· saturation.· I don't want to actually be going out
21· and looking at property and 15 other investors
22· looking at the same property, and now we've created a
23· lot of competition.
24· · · · · · · So I kind of equate this to -- when I was
25· a kid, I grew up in Indiana.· I liked to fish.· But

Free Workshop - Salt Lake City, UT
June 12, 2019

EX 20, p. 81

Case 2:19-cv-00713-DAK-EJF Document 12-18 Filed 09/30/19 Page 83 of 122

·1· when I go fishing, I want to catch fish.· Are you
·2· with me?· I don't want to be catching fishing lines.
·3· And if I'm fishing in a pond that doesn't have very
·4· many fish but it has a lot of fisherman, we're just
·5· getting tangled up and nobody's winning.
·6· · · · · · · So I also am very targeted in my
·7· investing.· I want to go (inaudible) strategies where
·8· there's not a lot of competition but there's a lot of
·9· inventory.· So let's take a look.
10· · · · · · · U.S. governments sell between 5- and
11· $6 billion worth of delinquent taxes to the private
12· sector -- that's you and I -- each year.· That figure
13· is only from 29 states.· Now, the reason I only have
14· 29 states up here is because I'm only dealing with
15· tax liens.· These -- there's 29 states in the United
16· States that cover tax liens.
17· · · · · · · So that's what we're going to be dealing
18· with.· So there's 5- to 6 billion sold.· However,
19· there's approximately 20- to $25 billion in property
20· taxes that go unpaid each year.· So you and I -- you
21· take the time to educate yourself -- we have a lot of
22· inventory without a lot of competition, and we can go
23· out there and actually invest.· Are you with me?
24· Yes?· Would this support you?
25· · · · · · · THE AUDIENCE:· Yes.
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·1· · · · · · · MR. CHRIS PETERSON:· Okay.· So let me ask
·2· you this because this is very important with this
·3· strategy:· If you knew before you ever made an
·4· investment what that return on investment would be,
·5· would that support you and your family and your
·6· finances?
·7· · · · · · · THE AUDIENCE:· Yes.
·8· · · · · · · MR. CHRIS PETERSON:· Yes.· This strategy
·9· does that.· We will know before we ever make an
10· investment what that return on investment will be.
11· · · · · · · Second thing is very important, I
12· believe -- see if you're on board with this -- would
13· it support you to know when we're going to get that
14· money, that return on investment?· Yes?
15· · · · · · · Okay.· This investment does this for us as
16· well, this strategy.· So we will always know what the
17· rate of return is.· Okay?· And we will always know
18· what is known as the redemption period.· So write
19· that down because that's a very important tool for
20· us.
21· · · · · · · Redemption period is simply just stated
22· as -- it is a timeline.· There is a timeline in
23· place.· It could be one year.· It could be two years.
24· It could be three years, but we will know before we
25· ever make an investment.· And then I'm going to also
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·1· show you, if I have time, how we can actually
·2· shortcut even on this time frame.
·3· · · · · · · There's little tricks that we can do
·4· throughout this investing to actually help us with
·5· that.· So we know that we have a lot of inventory,
·6· not a lot being sold.· So this already looks as an
·7· investment that I want to actually pay attention to.
·8· · · · · · · So it wouldn't be a seminar without some
·9· quotes, right?· Yeah?· Hello?· Yes?
10· · · · · · · Okay.· So I like simplicity.· So
11· Mr. Warren Buffett says he had two rules:· Never lose
12· money, rule number one.
13· · · · · · · Well, tax lien investment does that
14· because I know before I ever write a check what my
15· return is going to be.· And so with this strategy,
16· you write a check, you get a bigger check.· So I'm
17· not going to lose money.
18· · · · · · · And then he has rule number two:· Never
19· forget rule number one.
20· · · · · · · Whether it's your money, whether you're
21· using their lending partners through their training,
22· whether it's money out of your 401(k) or some kind of
23· retirement package, we have a responsibility, never
24· lose money.· Are you with me?
25· · · · · · · Never forget rule number one.· We have to
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·1· be responsible with our investment.· We're in this.
·2· It's real dollars.· Because it's real dollars, we're
·3· in this to actually go out and create wealth.· So
·4· this is a quote that's very important.· This is not
·5· my favorite quote.
·6· · · · · · · My favorite quote actually come from
·7· Mr. Abraham Lincoln.· I think you guys will like it:
·8· Quotes found on the Internet are not always accurate,
·9· Mr. Abraham Lincoln.
10· · · · · · · Hello?· Yes?· You guys, not -- come on.
11· That works -- that works everywhere.· That works in
12· Memphis.· Okay.· So let's get to it.· Okay.· I want
13· to dive in, maybe.· Is my clicker not working?· Okay.
14· · · · · · · Opportunity costs.· I want to talk about
15· this because each and every one of us have
16· experienced opportunity costs.· Some of you in this
17· room are experiencing it now and will continue to
18· experience it.· But we can avoid this, but what is
19· it?· So we need to talk about it.
20· · · · · · · Opportunity costs represent the benefit
21· that an individual -- you and I -- as an investor -22· you and I -- or a business misses out on when
23· choosing one alternative over another.
24· · · · · · · So we're standing at the Y of the road.
25· There's two opportunities in front of us.· Which one
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·1· we pick can greatly determine whether or not you and
·2· I suffer opportunity costs.· So let me give you an
·3· example of this.
·4· · · · · · · How many of you in here have some kind of
·5· like 401(k) or retirement program, anything like
·6· that?
·7· · · · · · · Okay.· Congratulations.· You have
·8· something.· However, you're suffering opportunity
·9· costs you may not be aware of.· So I'm going to
10· actually use this as an illustration.· Okay?· Because
11· I feel it's a responsibility, if we're going to teach
12· finance, we need to teach correct finance.
13· · · · · · · We need to be concerned about what you're
14· doing now and what you could benefit from moving
15· forward, never lose money.· So with your 401(k),
16· you're probably going to get back about an 8 percent,
17· if you're lucky, before fees, on that 401(k) when you
18· actually go to pull that 401(k) money out.· Is that
19· in alignment?· Yes?· Yes?· Agree?
20· · · · · · · Okay.· So here you have -- and by the way,
21· so I said everybody is the CEO of their finances.
22· But every week when you have that 401(k) money taken
23· out -- so we had a meeting with HR or whoever it may
24· be, and they connected us with a financial
25· individual, and we set up a 401(k), and every week
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·1· they deduct money out of your check -- or biweekly or
·2· however you get paid -- and they take that money and
·3· they go out and invest.
·4· · · · · · · The instant that that individual actually
·5· pulls that money out of your check, you have made
·6· that individual the CEO over those finances.· Are you
·7· with me?· So you're no longer in control.· You've
·8· actually placed somebody else in control and tell
·9· them to go invest.
10· · · · · · · And they go to the stock market, and what
11· happens what happens.· Are you with me?· Stock market
12· goes up, send him a gift card.· Stock market goes
13· down, send him a (inaudible).· Are you with me?· Yes?
14· Because he didn't invest your money wisely.· Okay?
15· So we have that.
16· · · · · · · So we have an opportunity of a 401(k)
17· or -- I'm going to use my state.· I'm from Florida.
18· Florida actually pays an 18 percent return on a tax
19· lien.· Would you be happy getting 18 percent?· Yes?
20· Yeah.· So when you have that money taken out every
21· week, if you continue to put those contributions in a
22· 401(k) versus something at 8 percent versus something
23· that could produce 18 percent, you have just suffered
24· an opportunity cost.
25· · · · · · · And if you've done that in the past, well,
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·1· we can't change the past, but we can definitely
·2· change the present and we can change the future.· So
·3· be the CEO of your finances because when we're doing
·4· this -- and I use this as a measuring stick for
·5· everything that I invest in.· What is the opportunity
·6· cost?· And I look at that because this needs to be
·7· measurable and it can be measurable.
·8· · · · · · · So let's move on.· So what I want to do
·9· now is I want to show you how tax lien and
10· compounding -- the compounding effect of investing
11· can actually help us and support us.· So I'm starting
12· with $5,000.· Don't get hung up on that number
13· because, when we're dealing with tax liens,
14· everything is in play.
15· · · · · · · If it's real estate, land, commercial
16· buildings, single-family dwellings, if it's a piece
17· of real estate, there's property taxes in there.
18· Because there's property tax on there, there's
19· opportunity for you and I.
20· · · · · · · So regardless of where you are currently
21· economically, you can participate in this program.
22· You want to buy tax liens for $25, they're available.
23· If you want to spend hundreds of thousands of
24· dollars, they're available.· So everybody can
25· participate.
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·1· · · · · · · So don't get hung up on the 5,000.· I'm
·2· just using this as a scenario to show you what this
·3· will actually do for you.· So first we're going to
·4· start with the bank, and I've got a 2 percent up
·5· there for equivalent to like a CD.
·6· · · · · · · And last week, it was interesting because
·7· I saw on my Instagram feed I was getting
·8· notifications from Wells Fargo.· Now, I didn't
·9· realize that I'm following Wells Fargo, but they were
10· popping up in my Instagram feed.· And they were
11· having an offering of CDs at 2.41 percent with a
12· minimum of a $25,000 investment.· Are you with me?
13· · · · · · · And people are going to do this all the
14· time, and it absolutely blows my mind.· Now, it was a
15· minimum of a $25,000 investment, but what do they
16· want with that money?· They're going to pay you 2.41.
17· What are they going to do with it?
18· · · · · · · THE AUDIENCE:· They're going to invest it.
19· · · · · · · MR. CHRIS PETERSON:· Turn right around,
20· and they're going to go out and they're going to
21· place it in tax liens and other strategies, loan that
22· money out, become the bank, and they're going to
23· increase that.· So they're using your money to create
24· their wealth.· We need to actually flip that.
25· · · · · · · Well, 5 grand, 2 percent, 30-year
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·1· timeline, you made $9,000 on that money.· You're not
·2· retiring.· And people buy tax liens on a regular
·3· basis -- or CDs.· Yeah.· They buy them on a regular
·4· basis.
·5· · · · · · · Now, I don't know if you've ever noticed
·6· this.· I have.· Have you ever been driving, just
·7· pulling into your bank, and you see a little sign out
·8· front that says "inquire within," see the banker
·9· because they're selling.· They're having a special.
10· They're selling CDs?· Yes?· Have you ever seen that?
11· · · · · · · I literally want to grab these people and
12· be like, I'm not a creep.· Okay?· But I do understand
13· some finance, but I would love to just spend five
14· minutes' time with you because I would like to save
15· you opportunity costs.· Because if you actually make
16· that investment and you actually purchase CDs, you're
17· going to lose money.
18· · · · · · · And I can show them another way.· So let's
19· take that same five grand, do the compounding effect.
20· We make a one-time investment, get a return, turn
21· around and reinvest it.· Just not even adding to it,
22· just starting with five grand.
23· · · · · · · We're going to go to the state of Arizona.
24· I like the state of Arizona.· Arizona guarantees 16
25· percent return.· Would you be happy with that?
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·1· · · · · · · Yeah.· Five grand, 16 percent, 30 years,
·2· you made $429,000.· Now your retirement is starting
·3· to look real.· House is paid for, probably eliminated
·4· some debt.· Maybe thinking about helping your
·5· children with their actual college funds.
·6· · · · · · · My state, the state of Florida, Florida
·7· pays 18 percent return.· Same five grand, state of
·8· Florida, 30 years, compounding effect, $716,000.
·9· Same five grand.· When I was growing up, we used to
10· always hear -- people would say, everything is bigger
11· in Texas.
12· · · · · · · Have you ever heard that?· They win here
13· too.· They're right.· Texas actually pays 25 percent.
14· · · · · · · THE AUDIENCE:· Wow.
15· · · · · · · MR. CHRIS PETERSON:· Compounding effect.
16· Five grand, 25 percent, 30-year timeline, $4 million
17· (inaudible).· You can already see the opportunity
18· costs that you're suffering based on any one of those
19· numbers where you are on your 401(k)s or your current
20· IRAs, so this is a program that you should definitely
21· be looking at.
22· · · · · · · Now, I've looked at every single person in
23· this room more than once, and I have a 30-year
24· investment strategy (inaudible).· And I think it's
25· fair to say -- I don't want to offend anybody, but
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·1· it's fair to say some of us are on the bubble.
·2· Hello?· We may not have 30 years left in us.· Hello?
·3· Yeah?
·4· · · · · · · I'm 55.· I'm going to see how it plays
·5· out.· I've got plans 30 years from now.· Wish me
·6· luck.· I wish you luck.· Okay?· So we all got plans,
·7· but here's the thing:· So if we're a little bit older
·8· and we're creeping into a 30-year timeline so we may
·9· not be able to maximize the full 30 years of the
10· compounding effect, I get it.
11· · · · · · · But I can still take advantage of that.
12· 25 percent is going to produce now, and I'll take
13· that 25 percent on a repeated basis.· Are you with
14· me?· So this is a strategy that should help you.· So
15· let's go in.· This is critical because I talk about
16· simplicity.· I want safety.· I want consistency.
17· · · · · · · Write these first three words down.· A tax
18· lien, by definition, is a first-position lien placed
19· on the property due to delinquent property taxes.
20· That's what we're going to be dealing with today.· So
21· here's why this is very important for you and I:

I

22· think we can all agree right now that the economy is
23· doing well.· Do we agree to that?
24· · · · · · · Two of you?· The rest of you, yes?· No?
25· Yes?· A little verbal?· I'm not going to ask you to
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·1· raise your hand too many times, but verbal
·2· communication helps me.· Yes?
·3· · · · · · · THE AUDIENCE:· Yes.
·4· · · · · · · MR. CHRIS PETERSON:· Okay.· But we also
·5· know that what goes up will eventually what?
·6· · · · · · · THE AUDIENCE:· Come down.
·7· · · · · · · MR. CHRIS PETERSON:· Come down.· So
·8· depending on your real estate strategy that you're
·9· in -- I've experienced that in my life.· I've done
10· strategies that work very well in certain markets
11· when they're going up, but some of those strategies
12· I've needed to adjust in down markets.· Does that
13· make sense?
14· · · · · · · THE AUDIENCE:· Yeah.
15· · · · · · · MR. CHRIS PETERSON:· Right now, days on
16· market are very short.· People are getting full-price
17· offers.· Houses are selling very fast.· We're getting
18· multiple offers.· But when the markets turn and start
19· to come down, days on market can take a little
20· longer.· We may have to lower our price.· Are you
21· with me?
22· · · · · · · THE AUDIENCE:· Yes.
23· · · · · · · MR. CHRIS PETERSON:· But when we're
24· dealing with property taxes -- this is why I really,
25· really, really like this strategy -- property taxes
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·1· are immune to what the market is doing.· If you own
·2· real estate, up market, down market, flat market, you
·3· owe property taxes.· Are you with me?
·4· · · · · · · So this is a strategy that we could be
·5· doing regardless of what the markets are dictating.
·6· That is another safety element for you and I that
·7· will help you with your long-term wealth.· So I want
·8· to cover two strategies for you today.· I want to
·9· show you how we can actually make money.
10· · · · · · · Once again, these are guaranteed winning
11· strategies.· We're going to follow the rules.· We're
12· going to talk about how you the actually get started
13· in this.· I've got about probably maybe 15 minutes to
14· go.· Okay?· So now we're going to hit some content.
15· Take some notes.
16· · · · · · · Inside a tax lien model always, always is
17· going to be a piece of real estate, the government is
18· involved -- sorry about that -- and then there's you
19· and I as an investor.
20· · · · · · · Now, of these three entities, this is you
21· and I, correct?· We're the investor.· So what do we
22· need to learn?· Our role.· Are you with me?· I need
23· to have an understanding of what's taking place over
24· here, but I'm not going to focus my time because I
25· believe in simplicity.
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·1· · · · · · · I want to keep life simple for you,
·2· (inaudible).· We only need to understand what we are
·3· to do.· I want some knowledge of this that you and I
·4· only come into play as the investor.· So let's go
·5· through this.
·6· · · · · · · So here we have a piece of real estate.
·7· We've determined that this piece of real estate is
·8· worth $200,000 fair market value.· The property taxes
·9· on this home are two grand.· Now, I know that's
10· probably a little soft for Utah; is that correct?
11· You guys are probably operating four to five
12· grand-plus for a $200,000 (inaudible).
13· · · · · · · THE AUDIENCE:· On a year basis?
14· · · · · · · MR. CHRIS PETERSON:· Yeah.
15· · · · · · · THE AUDIENCE:· No.· No.· Taxes on a
16· $200,000 house on a yearly basis is going to be about
17· 2100 bucks.
18· · · · · · · MR. CHRIS PETERSON:· 2100.· Okay.· So
19· we're in line.· So okay.· So here we are.· We've done
20· our due diligence as an investor.· This is what -21· important.· As an investor, I need to determine
22· whether this piece of real estate is worth $200,000.
23· · · · · · · And we also determine, because the
24· government took care of that for us, that the taxes
25· were two grand.· Now, the homeowner is responsible to
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·1· pay the taxes.· Yes?
·2· · · · · · · THE AUDIENCE:· Yes.
·3· · · · · · · MR. CHRIS PETERSON:· Okay.· Now, the
·4· government needs the money.· That's why they have
·5· this program, education, paving our streets,
·6· government employees, police, fire, ambulance, water,
·7· all this.· See, all this up here, the government's
·8· role, this is why tax lien investing was created.
·9· · · · · · · So 200-plus years ago when people did not
10· pay their property taxes, the government was
11· affected.· They said, we got to have the money.· We
12· can't pave the streets.· We can't build schools.
13· They're not paying their taxes, and we rely on this
14· budget.· So they said, well, when they don't pay,
15· we're going to put a penalty in place.
16· · · · · · · And that's what they did.· So they created
17· a system and put a penalty in place, and then the
18· rest of the United States has adopted the program,
19· and that's what we're going to follow.
20· · · · · · · So homeowner doesn't pay.· I don't know
21· why.· I don't like to be judgmental.· I try to be a
22· problem solver.· Good things happen to bad people.
23· So maybe they didn't pay their taxes because their
24· marriage is splitting up.· Maybe they didn't pay
25· because of job loss, could've been absentminded,
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·1· could have been medical.· I don't know.
·2· · · · · · · They didn't pay.· You and I do not need to
·3· judge them because we're not into play here.· Alls we
·4· did was determine whether or not the value of this
·5· was -- this is a system that takes place outside of
·6· us.· See, the government judges them.· The government
·7· says, your taxes were due, and you did not pay it.
·8· · · · · · · And when they do that, they issue a lien.
·9· And when that lien is issued, the government has
10· placed that lien.· Now this is where the opportunity
11· from you and I as an investor come into play.· Now,
12· for the sake of my illustration, I'm going to use my
13· state, state of Florida.
14· · · · · · · So Florida pays how much return?
15· · · · · · · THE AUDIENCE:· 16 percent.
16· · · · · · · MR. CHRIS PETERSON:· Nope.
17· · · · · · · THE AUDIENCE:· 18.
18· · · · · · · MR. CHRIS PETERSON:· 18.· There you go.
19· Okay.
20· · · · · · · Texas is what?
21· · · · · · · THE AUDIENCE:· 25.
22· · · · · · · MR. CHRIS PETERSON:· By the way, do you
23· guys know what slot machines are?· Yeah?· You do?
24· · · · · · · THE AUDIENCE:· Of course.
25· · · · · · · MR. CHRIS PETERSON:· Where's my gamblers
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·1· at?· Huh?· See?· Everybody hold your hands up.
·2· · · · · · · THE AUDIENCE:· Not worth it.
·3· · · · · · · MR. CHRIS PETERSON:· Think about it.· If
·4· knew at a slot machine and you just walked up to that
·5· slot machine and you stuck a dollar in and you pulled
·6· the lever in and it gave you a dollar 25, you'd
·7· probably stand back and say, I think I'll try this
·8· again.
·9· · · · · · · Are you with me?· That's what this program
10· does for you.· Does that make sense?· And we know
11· this before we ever actually invest.· That's the
12· beauty of this business.
13· · · · · · · So homeowner didn't pay.· We're going to
14· deal with the state of Florida.· We're going to say
15· that they're 18 percent.· We're also going to say
16· we're going to deal with a one-year timeline.· Okay?
17· Lien is issued, one year.· Are you with me?
18· · · · · · · How long?
19· · · · · · · THE AUDIENCE:· One year.
20· · · · · · · MR. CHRIS PETERSON:· One year.· Okay.· So
21· you and I go in as the investor.· We're going to pay
22· this individual's $2,000.· When we do that, we're
23· guaranteed in state of Florida -- because properties
24· in Florida are guaranteed 18 percent -- by the way,
25· you can do this anywhere in the United States.· We're
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·1· going to talk about that.
·2· · · · · · · As soon as we actually make that
·3· investment, that lien is a (inaudible).· It's all it
·4· is.· Government issued the lien.· They didn't pay
·5· their taxes.· You and I go in, we pay the two grand.
·6· They put your name or your company name on the form,
·7· same thing as we do back here.· Okay?· It's an
·8· agreement.
·9· · · · · · · You fill this agreement out.· You get a
10· copy.· The government keeps a copy, and it's
11· recorded.· And now you are the owner of this lien.
12· Now, the homeowner says, uh-oh.· I forgot to pay my
13· taxes.
14· · · · · · · They go down to the courthouse, and they
15· pull them up on the system.· And they said, well,
16· yes, you forgot to pay your taxes, but Venus
17· (phonetic) actually paid the taxes.· She owns the
18· lien on this.· So you don't owe $2,000.· You owe
19· 2,000 plus 18 percent.
20· · · · · · · So when that homeowner actually pays those
21· taxes to the government, the contract gets ripped up,
22· and then they mail Venus or you -- any of you -23· $2,000 plus 18 percent, and you will know this before
24· you ever made that investment.· Is that a good
25· investment?· Yes?
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·1· · · · · · · This is a great investment, guys.· This is
·2· why we do this.· We should be doing this -- see,
·3· you're suffering opportunity costs right now every
·4· day that you continue to actually invest in something
·5· that you cannot have forward knowledge of what's
·6· taking place.· You can be suffering opportunity
·7· costs.· So this is why I do this.
·8· · · · · · · Now, I want to make this very clear, very
·9· clear:· It's 90-plus percent of the time you're going
10· to write a check, make an investment, and get a
11· bigger check.
12· · · · · · · How much percent?
13· · · · · · · THE AUDIENCE:· 90.
14· · · · · · · MR. CHRIS PETERSON:· 90 percent.· Okay.
15· 90 percent of the time, the homeowner is going to pay
16· the tax plus the penalty.· Are you with me?· Yes?
17· · · · · · · Okay.· Now, let's go in and show you how
18· we can actually -- show you how we not only do this
19· and understand our role, I'm also going to show you
20· how we absolutely crush it in this industry and we
21· make ridiculous amounts of money.
22· · · · · · · Tax Lien Fortunes, why we have
23· (inaudible).· We have an online service.· When you
24· actually participate in our programs I talk about -25· we have our forms in the back.· You get enrolled.· We
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·1· give you a booklet.· We're going to start you out
·2· with this.
·3· · · · · · · We've taken everything, all 50 states.
·4· We've brought all the information in, tax lien, tax
·5· deeds.· You know the timeline.· You know the rules.
·6· You know what the codes are.· Everything is in place.
·7· We've brought that into one location, and we've put
·8· it on a website.· You'll get that website tomorrow.
·9· It will be emailed to you.· You can be actually doing
10· this tomorrow.
11· · · · · · · Including with this, you also get our
12· online training.· We have over 20 exclusive online
13· training videos that cover tax liens and deeds, and
14· we cover everything.
15· · · · · · · But we're only focused on your role,
16· remember?· So we have a property for $200,000.· So
17· when we're looking at a property $200,000, we need to
18· be able to have an understanding how to do due
19· diligence.· We cover that.· What's that documentation
20· look like?· What are the rules in place?· What's the
21· timeline?
22· · · · · · · Everything, all the steps that are
23· involved in this are covered in these trainings.
24· Each one of these trainings, we break them down.
25· We've chopped them up so you can digest it, absorb
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·1· it, understand it.· Each one is about 20, 30 minutes
·2· long.
·3· · · · · · · This is not taught at their training.
·4· This is done in the comfort of your home.· You can do
·5· this wherever.· You need an Internet connection and
·6· you can watch it.· You don't understand something,
·7· hit rewind, watch it again.· Okay?· So all these
·8· trainings, you can do these in about six hours' time
·9· if you just sat down and knocked them all out.
10· · · · · · · Next, after we've watched the trainings,
11· we need to decide -- and it will be very clear to
12· you -- do I want to do tax lien investing?· Do I want
13· to do tax deed investing?· Should I incorporate both
14· of these?· What are the strategies that are in place?
15· · · · · · · We also have a hot line service for you to
16· call us.· So we're going to call you.· If you have
17· questions, contact us.· We're going to talk about
18· where you are economically, what your strategies are,
19· what are you looking to do?· Long-term investing?
20· Short-term investing?· So we're going to help you
21· through this process.· Okay?
22· · · · · · · Then, online investing.· Work smart is -23· this is my favorite part.· So I do all this online.
24· I'm an active real estate investor.· I am constantly
25· working deals in my own personal business with my
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·1· wife and my three daughters.· But I do my investing
·2· online.· I haven't walked a property.· I've walked
·3· one, one property in four years' worth of investing.
·4· I do it all online.
·5· · · · · · · Now, there's nothing wrong -- if you want
·6· to do due diligence and you want to be getting in
·7· your cars and you want to be driving around and
·8· looking at properties and putting banded signs and
·9· direct mailers and all the things that wear yourself
10· out, that's a choice.
11· · · · · · · I want simplicity.· I can quickly look at
12· a piece of real estate, and I've been trained through
13· our training that if a piece of real estate says it's
14· worth $200,000 and I pull comps in the neighborhood
15· that says that the house the worth $200,000, how much
16· is the house worth?
17· · · · · · · THE AUDIENCE:· $200,000.
18· · · · · · · MR. CHRIS PETERSON:· $200,000.· So, see, I
19· want to invest smart.· I just don't want to be
20· wearing myself out.· If you wanted to send somebody,
21· you want to drive, it's a conscious choice.· You can
22· do that in your business.· I used to do that
23· (inaudible).· I'm choosing to work smarter.
24· · · · · · · So I like online because I shop online.

I

25· like the convenience.· I like no competition.· I like
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·1· more choices.· I want to know where this $20 billion
·2· worth of product is without actually dealing with it
·3· at the courthouse, so there's a lot of things that I
·4· like to do in this business that we cover through our
·5· trainings.
·6· · · · · · · And then after that, what are the next
·7· steps?· Once we actually invest, what are the next
·8· steps?· When do we get paid?· Okay?· So this is what
·9· our training will do.· It will cover everything I
10· showed you in the first strategy of how we're
11· actually going to make money, write those checks, get
12· the bigger checks.· You should be doing this.
13· 90-plus percent.· But then we're going to move into
14· the next strategy where we absolutely smash it in
15· this market.· And if you're going to do real estate
16· investing and you want to take your business serious
17· and you want to increase your profitability, then you
18· need to be incorporating tax lien investment.
19· · · · · · · So now we go to strategy number 2.· We
20· have the lien.· Venus owns it.· Her name is on it.
21· They had how long to pay?
22· · · · · · · THE AUDIENCE:· One year.
23· · · · · · · MR. CHRIS PETERSON:· One year.· One year
24· timeline expires.· Venus didn't get her two grand,
25· and she didn't get her two grand plus 18 percent.· So
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·1· nobody paid her back.· She didn't get her investment
·2· back.· So a lot of individuals, they don't want to do
·3· this strategy because they don't understand and take
·4· the time to learn it.
·5· · · · · · · So this becomes a great thing for you and
·6· I because, when this happens, watch this.· Because
·7· we're dealing with the laws, when this happens, you
·8· and I can acquire that piece of property -- because
·9· according to the tax lien rules, when we buy a tax
10· lien, we go to what position?
11· · · · · · · THE AUDIENCE:· First position.
12· · · · · · · MR. CHRIS PETERSON:· First position.· And
13· you and I can acquire this property out of first
14· position free and clear because the taxes did not get
15· paid and it gets wiped out.· And so now you are the
16· proud owner of a $200,000 piece of real estate for
17· how much of an initial investment?
18· · · · · · · THE AUDIENCE:· 2,000.
19· · · · · · · MR. CHRIS PETERSON:· Will this support
20· your business?· Yes?
21· · · · · · · This is why we create so much spread, and
22· now we have flexibility.· You want to be rehabbing
23· houses?· Guys, you just created a lot of spread.· You
24· want to be wholesaling?· Regardless of what you do,
25· you have options because you've picked up a $200,000
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·1· house for how much initial investment?
·2· · · · · · · THE AUDIENCE:· 2,000.
·3· · · · · · · MR. CHRIS PETERSON:· Guys, see why this is
·4· important?· Now, once you own this -- and that's
·5· according to the laws.· We're going -- I want to
·6· clear something up for you -- you can sell it.· Sell
·7· it.· Sell it.· Flip that house, grab that money, move
·8· on to the next one.
·9· · · · · · · Keep it as a rental.· I'm sure it's
10· equivalent to what it is in my state, but in my state
11· a three-bedroom, two-bath house, you're not going to
12· get into that thing for less than $2,000 a month
13· rent.· Is that about what it is here?· Yes?
14· · · · · · · Okay.· So think about this.· You want to
15· keep rentals, you're attached to owning properties -16· that's okay -- you want the cash flow from those
17· rentals, the first time somebody gives you a damage
18· deposit and first months' rent, you've got all your
19· money back.· Are you with me?
20· · · · · · · And now your cash flowing on this property
21· every single month.· So this becomes a very important
22· strategy for you as well.· If you want to rent it,
23· you keep it as a rental.
24· · · · · · · (Phone ringing.)
25· · · · · · · MR. CHRIS PETERSON:· Oops.· Sorry about
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·1· that.· They said that the first guy did that.· It's
·2· like, when was the last time I remember doing that?
·3· · · · · · · Or third option is -·4· · · · · · · (Phone ringing.)
·5· · · · · · · MR. CHRIS PETERSON:· You know what?· Watch
·6· this?· See that?· Do you disturb.· Okay.
·7· · · · · · · -- you can live in it.· So in 2003, my
·8· wife informed us that we were moving to Florida.

I

·9· said, we are?
10· · · · · · · She said, yeah.· We're moving to Florida.
11· · · · · · · I said, okay.
12· · · · · · · Because that's what we do, guys, right?
13· We say okay?· Yes?
14· · · · · · · THE AUDIENCE:· Good man.
15· · · · · · · MR. CHRIS PETERSON:· So I said, okay.· So
16· we go down to Florida.· We started surveying.· Where
17· do we want to live?· Where do we want to -- I have
18· three teenage daughters.· So pray for me, will you?
19· So we decided where do we want to actually raise your
20· children?
21· · · · · · · So we got down there.· We're looking at
22· properties, and I said -- I said, Jennie (phonetic),
23· I said, we've been investing all this time.· I said,
24· look at these home prices.· There's not a snowball's
25· chance in hell I'm actually paying a house -- these
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·1· prices.· They're ridiculous.· I want to live in
·2· Florida.· I want to live on the water too.· We're not
·3· doing this.
·4· · · · · · · So I said, however, if you want to live in
·5· Florida, then I'm going after tax liens and I'm going
·6· to tax lien invest.
·7· · · · · · · Because I'm going to write a check and get
·8· a bigger check how many percent of the time?
·9· · · · · · · THE AUDIENCE:· 90.
10· · · · · · · MR. CHRIS PETERSON:· 90 percent of the
11· time, which means how many percent of the time do I
12· get the property?
13· · · · · · · THE AUDIENCE:· 10 percent.
14· · · · · · · MR. CHRIS PETERSON:· 10 percent of the
15· time.· So I said, we're going to be very targeted in
16· our investing.· So now my due diligence phase of
17· actually analyzing the properties, I'm not analyzing
18· the properties based on an investment.· I'm analyzing
19· properties based on something that my wife and three
20· daughters and I want to live in.· Does that make
21· sense?
22· · · · · · · THE AUDIENCE:· Yes.
23· · · · · · · MR. CHRIS PETERSON:· So we've acquired our
24· properties.· And so we've lived in three houses in
25· Florida, and all three of our houses that we've owned
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·1· in Florida have all come through this strategy right
·2· here.· So we've got nice big houses, very little
·3· cost.· Are you with me?· Yes?
·4· · · · · · · Okay.· So this is a great strategy.· Will
·5· this support you?
·6· · · · · · · THE AUDIENCE:· Yes.
·7· · · · · · · MR. CHRIS PETERSON:· Okay.· Now, let me
·8· ask you this because this usually pops up:· This
·9· piece of real estate right here, could it have a
10· mortgage on it?
11· · · · · · · THE AUDIENCE:· Yeah.
12· · · · · · · MR. CHRIS PETERSON:· Probably does.
13· · · · · · · THE AUDIENCE:· Probably does.
14· · · · · · · MR. CHRIS PETERSON:· Should that concern
15· you and I as an investor?
16· · · · · · · THE AUDIENCE:· Of course.
17· · · · · · · MR. CHRIS PETERSON:· No.· No.· Here's why.
18· So let's kind of go through this.· I'll try to move
19· through this very quickly.· It's just information.

I

20· want to make sure I'm giving you correct information.
21· · · · · · · So if we have a homeowner and they've got
22· a mortgage and hard times, bad things happen to good
23· people, and they're not able to actually make their
24· payments, then they're going to move into the
25· foreclosure.· And the bank is going to foreclose on
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·1· them, and the bank is going to take that property
·2· back.· Yes?
·3· · · · · · · That's how the system works.· That's
·4· correct.· And that creates opportunity for investors
·5· as well.· We'll cover that.· Foreclosure is a great
·6· way to actually find properties.
·7· · · · · · · However, when we're dealing with the tax
·8· laws, the tax laws are different.· And when you and I
·9· actually buy a tax lien, we go to what position?
10· · · · · · · THE AUDIENCE:· First position.
11· · · · · · · MR. CHRIS PETERSON:· First position.· So
12· even if there's a mortgage or anything else on this
13· property, when you and I acquire that tax lien, we
14· have now stepped in front of any other lien that is
15· on that property.· Are you with me?
16· · · · · · · So this is why I say, 90-ish percent of
17· the time, you're going to write a check and get a
18· bigger check is because, if the homeowner doesn't pay
19· the taxes and there's a big mortgage in play, the
20· bank is going to pay -- they're not going to just
21· necessarily walk away from it.· Are you with me?
22· · · · · · · So either the bank is going to pay for the
23· taxes and the rate or the homeowner is so -- but
24· 10 percent of time, we actually get the properties,
25· and this is where we crush it.· So you're not going
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·1· get every one.· Don't get greedy.
·2· · · · · · · We're going to make a lot of money, but
·3· we're also going to also be writing checks and
·4· getting bigger checks.· So let's look at the tax
·5· code.· The tax code says, tax lien takes priority
·6· over the claims of any person whose property is
·7· encumbered by the tax lien and over the claim of any
·8· holder of a lien on that property, whether or not
·9· that lien existed before the attachment of the tax
10· lien.
11· · · · · · · So if there's a mortgage in play, first of
12· all, because I've taken the time to educate myself
13· and go through the program, I can see when I'm doing
14· my due diligence before I make my investment to know
15· if there's a mortgage in play.· If there's a mortgage
16· in play, I will also -- you will also know how much
17· it is.
18· · · · · · · So I pretty much know before I make the
19· investment, if the homeowner doesn't pay, the bank is
20· going to pay.· Are you with me?
21· · · · · · · So if there's a home equity line of
22· credit, there was a line of credit lien on there,
23· something like that, they've had another mortgage, it
24· doesn't matter.· Stiffed the plumber and they didn't
25· pay a plumber and there was a lien, it doesn't
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·1· matter.· Because you and I go to what position?
·2· · · · · · · THE AUDIENCE:· First position.
·3· · · · · · · MR. CHRIS PETERSON:· First position.· So
·4· we have the legal rights to this property.
·5· · · · · · · So now I want to do a side by side and
·6· show you why we can make more money incorporating tax
·7· liens into your investing than you can in other
·8· strategies.· So we're going to deal with the
·9· preforeclosure.
10· · · · · · · And we did our due diligence.· We found
11· this house.· They're behind in payments.· The bank
12· hasn't stepped in yet.· The house is worth $200,000.
13· Now, we had to do some marketing.· We had to find
14· this piece of property, so we've got time involved.
15· So you've got busyness, writing offers, whatever.
16· · · · · · · So we find this piece of real estate.
17· We're able to get this piece of real estate under
18· contract for $120,000.· Is this a good looking
19· investment right now?
20· · · · · · · THE AUDIENCE:· Yeah.
21· · · · · · · MR. CHRIS PETERSON:· Yes, it is.· It's a
22· good investment.· And then we're going to go through
23· our cash buyers' list.· They'll help you with this in
24· the program.· They teach you how to create a cash
25· buyers' list if you don't have one.· Okay?· So we're
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·1· going to get on the phone.· We're going to call one
·2· of our cash buyers.
·3· · · · · · · We're going to say, hey.· Guess what?
·4· I've got a $200,000 house.· Three bedroom, two bath,
·5· taken very good care of.· I will gladly sell you this
·6· house for 150,000.
·7· · · · · · · Did he get a good buy?· Yes?· Yes.· And
·8· you and I just walk away with a check for $30,000 by
·9· actually just locating the property, getting it under
10· contract, going through the steps, contacting the
11· wholesaler, 30 grand.· You should be doing this.
12· · · · · · · This is an important part of your
13· investing strategy.· But you also should be doing tax
14· lien investing.· So here, a piece of real estate,
15· $200,000.· Found this online, spent about 20 minutes
16· looking at properties, went through, they didn't pay
17· the taxes.
18· · · · · · · Taxes on this one, probably more
19· realistic, $5,000.· I paid the five grand.· Same
20· strategy.· Hey, Mr. Wholesaler -- hey, Mr. Cash
21· Buyer, I have a property that's $200,000.· Remember,
22· I sold you one a month ago?· I got another one.
23· You're going to really like this one too.· I want
24· 150-.· You paid it once, you'll pay it again.
25· · · · · · · But now, you and I are going to walk away
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·1· from that strategy with $145,000 check.· Are you with
·2· me?· So, guys, you need to be incorporating this into
·3· your business.· We make our money on the buy.· The
·4· lower you can acquire a piece -- and by the way, hey,
·5· Mr. Cash Buyer, I've got a house, 200,000.· I want
·6· 150- for it.
·7· · · · · · · Sorry, Mr. Chris.· I'm only giving 125-.
·8· · · · · · · Okay.· Are you with me?· Yes?· If he comes
·9· back and says, I'll only give you 125-, did I still
10· crush it?· Are you going to crush it?· Yes?
11· · · · · · · Yeah.· Here, if he comes back and says
12· heist going to give you 125-, guess what?· You only
13· get five grand.· Are you with me?· So we have more
14· opportunities and more spread.
15· · · · · · · So we ran this up.· Tom, one of our
16· testimonies, did exactly what I instruct you to do
17· because we're dealing with the 10 percent.· 90-ish,
18· write a check, get a bigger check.· 10 percent of the
19· time, acquire the property.· He's following the same
20· thing.
21· · · · · · · He's purchased 40 liens in the last 16
22· months, and he's moving them over to the tax deeds.
23· So he's going into the tax deeds acquisition.· So he
24· has, indeed, picked up properties.· He's not only
25· wrote checks and got bigger checks, he's also picking

Free Workshop - Salt Lake City, UT
June 12, 2019

EX 20, p. 114

Case 2:19-cv-00713-DAK-EJF Document 12-18 Filed 09/30/19 Page 116 of 122

·1· up properties.
·2· · · · · · · (Inaudible) followed the same rule.· Ten.
·3· I want you guys to invest.· Go pick up ten.
·4· Regardless of where you are economically, you can be
·5· investing in this strategy.· They invested $4500.
·6· Could be money moved out of your 401(k) into a
·7· self-directed.· It could be Roth.· It could be money
·8· you had in a savings.· You could do this on a credit
·9· card.
10· · · · · · · There's many ways to actually invest.· But
11· they took a $4500 investment and turned it into
12· 177,000.· Will this support you?· Two of you?· Yeah?
13· Okay.
14· · · · · · · So okay.· Let's wrap up.· So Tax Lien
15· Fortunes, what are we offering?· You get an online
16· resource center.· You get the video trainings, 20
17· trainings.· Each one is about 20, 30 minutes long.
18· You get the six hours.· Go through it.· Learn the
19· strategies.· You get reference to every single state.
20· · · · · · · Any state, before you invest, we can
21· actually pull it up and we can see what the timeline
22· is, when we're going to -- what the return is, all
23· the rules.· Alls we have to do is have the knowledge
24· to how the invest in this.
25· · · · · · · So let me stop right here for a second.
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·1· showed you how to do compounding effect, grow your
·2· money, showed you how to acquire properties.· Would
·3· you like for me to show you how you can actually do
·4· the strategy?· Because we cover this as well.· To
·5· actually turn money and make money very fast in this
·6· industry?
·7· · · · · · · One of you?· Two?· Well, you guys walk up
·8· here.· I'll whisper it to you.· The rest of you
·9· (inaudible).· Yes or no?
10· · · · · · · THE AUDIENCE:· Yes.
11· · · · · · · MR. CHRIS PETERSON:· Okay.· Yes.· This is
12· important, guys.· I'm here to try to help you with
13· your finances.· Okay?· This is what we do.· Okay?· So
14· we were dealing with a one-year timeline, correct?
15· That's how many months?
16· · · · · · · THE AUDIENCE:· 12.
17· · · · · · · MR. CHRIS PETERSON:· (Inaudible) months.
18· The lien is issued.· I'm entering that timeline that
19· homeowner or the bank, if there was a mortgage in
20· play -- there's 12 months in play before they have to
21· actually pay or before we can take the property,
22· possession.· Correct?
23· · · · · · · But if you and I acquire a tax lien in the
24· 11th month of, say, a 12-month redemption period, how
25· long do you have to wait to get your money back to
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·1· actually get access to the property?
·2· · · · · · · One month, guys.· So if you want to
·3· shorten your cycle -- because here's what I know:

I

·4· know, first of all, if there's a mortgage in play -·5· and I already knew this before I ever made my
·6· investment, this property has a mortgage on it.

I

·7· know that day one, when that lien is issued and the
·8· homeowner doesn't pay their taxes, the bank is not
·9· paying.· They're not paid on month 1 or paid on month
10· 2, month 3.· When do you think the bank is going to
11· pay if they haven't paid that person's taxes?
12· · · · · · · At the very end of the redemption period.
13· Are you with me?· So this is a great strategy.· If
14· you want to shorten your cycle and you want to make
15· money very quickly or be acquiring these properties
16· very quickly, this is the strategy to do it.· We'll
17· teach you how through those trainings.
18· · · · · · · How to bid online.· So the cost of the
19· program, $5,000.· You can see Brett (phonetic), Pam
20· (phonetic), the other -- Tony (phonetic), they've
21· invested that.· It's well worth it.· You invest five
22· grand.· This is the anytime price.
23· · · · · · · You will get access to the software.· You
24· can be doing this.· Learn how to do this.· Write a
25· check, get a bigger check.· Because we're out here
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·1· the Karen and Mina, we're discounting this.· You can
·2· actually do this today for 1597, and this is only if
·3· you do this program.
·4· · · · · · · Should you attend the three-day real
·5· estate training that Karen and Mina have, we're going
·6· to discount this even more for you because we're out
·7· here with them and this fits very well to your
·8· package.· You can actually add this on to your
·9· already purchase for 997, and this is for two people.
10· · · · · · · So this is for you and a person of your
11· choice.· So if you have a family member, a business
12· partner, something like that, you're doing this,
13· guys, don't allow them to suffer opportunity costs.
14· Educate them.· Let them educate themselves so they
15· can go (inaudible).
16· · · · · · · Now, I want to finish with this, and then
17· the enrollment forms are back there.· Go back and ask
18· questions.· They'll tell you how to get enrolled.
19· You'll get your email tomorrow.· You can be going
20· through the training.· If you do the training
21· tomorrow, you could be investing tomorrow afternoon.
22· · · · · · · You could be actually tapping into that
23· $20 billion worth of resources, understanding how to
24· read it.· You can be making investments.· So it's up
25· to you.· Okay?· Guys, listen.· What they teach, what
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·1· I live is we live by a ten rule as well.
·2· · · · · · · So we go out and we find ten pieces of
·3· real estate that I'm going to try to put under
·4· contract.· Maybe I marketed for them, did banded
·5· signs, I did direct mailers.· Maybe I have a real
·6· estate agent find me something.· So there's ten.
·7· · · · · · · I write ten offers.· Out of those ten
·8· offers, I'm probably only going to get one under
·9· contract.· Are you with me?· One of them is going to
10· turn into a deal.· I'm going to celebrate that
11· because that one is going to produce money.
12· · · · · · · However, those other nine that I had time,
13· energy, resources, whatever it was, I had something
14· involved, I wrote ten offers, one produces.· Nine do
15· not.· Are you with me?· But if I buy ten tax liens
16· and I get one property, I'm going to get that
17· property, I know, lower than any other investment
18· property I'm going after, plus I also know that those
19· other nine, I wrote a check, got a bigger check.· Are
20· you with me?· Yes?
21· · · · · · · So guys, give yourselves a hand for
22· sticking around.· I would not allow yourself to
23· suffer any opportunity costs.· If you're sitting here
24· with a 401(k), you should be actually really thinking
25· about this hard because it's your -- you're working
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·1· for it.· I don't work anymore.
·2· · · · · · · Real estate has allowed me to actually get
·3· out of an industry and punching a time clock, but I
·4· had to take the time to educate myself and
·5· understand, and I think we all want to actually
·6· create long-term wealth for our family and a
·7· generation of wealth for our kids and things like
·8· this.
·9· · · · · · · Guys, this starts with you and I.· Be the
10· CEO.· Be responsible for your money, whether you have
11· money now or the money that you're going to make.
12· Opportunity costs.· So, guys, the forms are back
13· there in the back.· Go back there, get enrolled, and
14· they'll give you your package.· We have a packet for
15· you.
16· · · · · · · We also have a guarantee.· Our commitment
17· to you as a company, should you watch those 20
18· videos, if you start going through and you do not
19· pick up an actual tax lien, keep calling us,
20· contacting us, emailing us.· We're going to stay with
21· you until you get into your first deal.
22· · · · · · · I believe each and every one of you will
23· actually be able to do this on your own just watching
24· the videos.· They're very intuitive.· Okay?· So,
25· guys, have a blessed day.· I'm going to start some
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·1· music.· Go see the team.· And have a great day.
·2· · · · · · · (Audio recording concluded.)
·3
·4
·5
·6
·7
·8
·9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
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4

Rules of Renovation Workshop
Zurixx
1

P R O C E E D I N G S

2

-

3

-

-

-

-

RULES OF RENOVATION WORKSHOP

4

INVESTIGATOR WRIGHT:

5

Wright

6

11:43 a.m.

7
8

7/10/2019

My name is Darren

Today is July 10th, 2019.

The time is

I am an investigator at the Federal Trade
Commission in the division of marketing practices.

9

Today I will be attending and recording a

10

free Rules of Renovation workshop at the

11

Fredericksburg Hospitality House Hotel and Conference

12

Center.

13

Fredericksburg, Virginia, 22401.

14

The address is 2801 Plank Road,

I will also be purchasing a three-day

15

workshop that will be offered.

16

12:00 noon.

17
18

The workshop starts at

Excuse me, are you guys looking for the
Rules of Renovation?

19

AUDIENCE MEMBER:

Yeah.

20

AUDIENCE MEMBER:

Yes.

21

INVESTIGATOR WRIGHT:

22
23
24
25

Do you know where that

is?
AUDIENCE MEMBER:

Fredericksburg ballroom,

wherever that is.
AUDIENCE MEMBER:

Ballroom.
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5

Rules of Renovation Workshop
Zurixx
1
2

AUDIENCE MEMBER:

Figure out where the

ballroom is.

3

INVESTIGATOR WRIGHT:

4

AUDIENCE MEMBER:

5

Oh.

Anybody go through those

two double doors?

6

AUDIENCE MEMBER:

7

INVESTIGATOR WRIGHT:

8

7/10/2019

I haven't.
That sounds pretty

fancy.

9

AUDIENCE MEMBER:

I know, pretty.

10

AUDIENCE MEMBER:

Ballroom.

11

INVESTIGATOR WRIGHT:

12

ballroom before.

13
14

AUDIENCE MEMBER:

You see none of the signs

in here say ballroom.

15
16

INVESTIGATOR WRIGHT:

Oh, yeah.

That's not

very good signage, huh?

17

AUDIENCE MEMBER:

18

INVESTIGATOR WRIGHT:

19

AUDIENCE MEMBER:

20

Never been to the

No.
Huh.

Anybody go down that

hallway?

21

INVESTIGATOR WRIGHT:

22

AUDIENCE MEMBER:

Well if there's --

This hallway, no, I

23

haven't gone down that hallway.

It doesn't really go

24

anywhere either, like no, okay.

We might have to go

25

to the front desk again.
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6

Rules of Renovation Workshop
Zurixx
1

AUDIENCE MEMBER:

2

INVESTIGATOR WRIGHT:

7/10/2019
Yeah, I think so.
Yeah.

Oh, you know

3

what, there's a phone right here, maybe we could,

4

maybe we could find --

5

AUDIENCE MEMBER:

6

INVESTIGATOR WRIGHT:

7

Here we go.
You said it's called

the what?

8

AUDIENCE MEMBER:

It's in the ballroom.

9

AUDIENCE MEMBER:

Fredericksburg ballroom.

10

AUDIENCE MEMBER:

Ballroom, yeah.

11

INVESTIGATOR WRIGHT:

12

AUDIENCE MEMBER:

13

Oh, okay.

That's what it said on the

sign.

14

INVESTIGATOR WRIGHT:

Yes, we're trying to

15

find the Rules of Renovation workshop and there's a

16

sign down here that said to go to the ballroom.

17

AUDIENCE MEMBER:

18

INVESTIGATOR WRIGHT:

19
20
21
22
23
24
25

ballroom.

Where's that?

Fredericksburg ballroom.
Fredericksburg

Yeah, yeah.

AUDIENCE MEMBER:

I think there must not be

a lot of people.
AUDIENCE MEMBER:

I haven't seen anybody out

in the car.
INVESTIGATOR WRIGHT:

Oh, I have to go to

the front of the building?
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7

Rules of Renovation Workshop
Zurixx

7/10/2019

1

AUDIENCE MEMBER:

Oh, you've got to go --

2

AUDIENCE MEMBER:

Oh, okay.

3

INVESTIGATOR WRIGHT:

Oh, okay, we have to

4

go to the front of the building.

5

much.

6

AUDIENCE MEMBER:

7

INVESTIGATOR WRIGHT:

8

AUDIENCE MEMBER:

9

Okay, okay.
All right, bye.

Wow.

I don't know, I've seen

one or two people come in, but (inaudible) see the

10

sign and they're coming back out.

11

not in this building.

12
13

Okay, thanks so

INVESTIGATOR WRIGHT:

I'm like maybe it's

Can we get there from

here?

14

AUDIENCE MEMBER:

So I'm not sure.

There

15

was an elevator, but press one for the presidential, I

16

see the presidential ballroom.

17

INVESTIGATOR WRIGHT:

18

AUDIENCE MEMBER:

19

But is that the only

ballroom that they have?

20
21

Oh.

INVESTIGATOR WRIGHT:

I'm just going to walk

around.

22

AUDIENCE MEMBER:

Rules on Renovation.

23

AUDIENCE MEMBER:

It just says

24
25

Fredericksburg ballroom.
INVESTIGATOR WRIGHT:

Yeah, yeah, that's
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1

not -- doesn't make sense.

2
3

All right, we've only got eight minutes, so
we might as well get going.

4

AUDIENCE MEMBER:

5

INVESTIGATOR WRIGHT:

6

AUDIENCE MEMBER:

7

Yeah.

9

AUDIENCE MEMBER:

INVESTIGATOR WRIGHT:

11

AUDIENCE MEMBER:

12

INVESTIGATOR WRIGHT:

What's that?

(Inaudible).
I'm just going to walk

around, just in case.

14

AUDIENCE MEMBER:

15

INVESTIGATOR WRIGHT:

If you find the -They said they'd come

through the (inaudible).

17

Yes, yeah, yeah, because, is it faster to go
this way to get out in front?

19
20

Is it that way?

(Inaudible).

10

18

Because

it's not in this.
INVESTIGATOR WRIGHT:

16

Yeah.

Okay, all right.

8

13

7/10/2019

AUDIENCE MEMBER:

I don't know if it's that

way or --

21

INVESTIGATOR WRIGHT:

You know, I know for

22

sure it's this way, so I'm going to be walking -- see

23

you around there.

24
25

Excuse me, where is the Fredericksburg
ballroom?
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1

UNIDENTIFIED MALE:

2

INVESTIGATOR WRIGHT:

3

UNIDENTIFIED MALE:

Sign in right here.

4

UNIDENTIFIED MALE:

N-E.

5

AUDIENCE MEMBER:

6

UNIDENTIFIED MALE:

7

AUDIENCE MEMBER:

8

UNIDENTIFIED MALE:

9

AUDIENCE MEMBER:

It's right up the steps.
Great, thanks so much.

U.
U.

M.
I-R-O.

I-R-O, right.

10

UNIDENTIFIED MALE:

11

And your first name, sir?

12

INVESTIGATOR WRIGHT:

13

UNIDENTIFIED MALE:

14

INVESTIGATOR WRIGHT:

15

UNIDENTIFIED MALE:

16

INVESTIGATOR WRIGHT:

17

Thank you.

.
?
Yes.

All right.
Now I just need a

number.

18

UNIDENTIFIED MALE:

, will you sign in

19

for me, just print your first and last name, give the

20

contact number.

21
22
23
24
25

And --

INVESTIGATOR WRIGHT:
guys.

It's hard to find you

Thank you.
UNIDENTIFIED MALE:

Wherever you're

comfortable.
INVESTIGATOR WRIGHT:

This is not for the
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1

VIPs?

2

UNIDENTIFIED MALE:

3

INVESTIGATOR WRIGHT:

4

UNIDENTIFIED MALE:

5

UNIDENTIFIED MALE:

It's not for the VIPs?

Everybody's a VIP in my

All right, folks, it's a

few minutes after noon, so it's time to get started.

8
9

What's that?

eyes, so you can sit wherever you want.

6
7

7/10/2019

I just want to welcome everybody out and say
thank you on behalf of Hilary Farr for joining us

10

today.

11

this afternoon.

12

rundown of how things are going to go.

We've got a great program in store for you

13

And I'm going to give you a little

In just a moment I'm going to introduce you

14

to the instructor for the first part of the program,

15

his name's Keith Sperry.

16

you, come up here and talk to you about -- well he's

17

going to walk you through the different real estate

18

renovations that steps that Hilary has used the mass

19

majority of her life.

20

He's going to come up to

So that will be the first part of the

21

program.

22

we do a little bonus session.

23

break, maybe about 10, 15 minutes or so, have you back

24

in your seats and I'm going to bring up another

25

gentleman named Chris Peterson.

We want you to see -- so after that's over,
So we take a quick
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Now Chris is a, well for lack of a better

2

word or term, is financial guru.

3

come up and walk you through something that we call

4

secret investing strategy of the wealthy.

5

intentionally being coy because I don't want to steal

6

his thunder, I want you to stick around for his part.

7

He's got a lot of great information you guys don't

8

want to miss.

Chris is going to

Now I'm

9

Before we get rolling, though, I just have

10

to run through a few quick housekeeping (inaudible).

11

So first and foremost, now would be an excellent time

12

to take out those cell phones and just shut, make sure

13

that they're in silent or vibrate.

14

We do have a standing rule during these

15

programs that if your phone goes off during

16

presentations, if it rings, beeps, well if it make any

17

noise at all, you have to buy pizza for the rest of

18

the group.

19

how it is.

20
21
22

Sorry, I don't make the rules, that's just

I'm kidding about the pizza.

Please double

check your phones for us, we'd really appreciate it.
We do try to operate under good behavior

23

guidelines here, so if you do need to have those

24

phones, electronic devices out in the room while the

25

program is going on, we just ask that you keep them
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7/10/2019

1

(inaudible) just as courtesy to the folks who

2

(inaudible) distraction and keep the conversations,

3

you know, to a nonexistent level.

4

neighbors would appreciate that as well.

5

I'm sure your

A couple of other quick things before we get

6

rolling here, all the information you're going to see

7

today is all copyright information, so instead of

8

recording or taking pictures while you're in here,

9

just make sure you take some really, really good

10

notes.

11

You may have noticed on all the chairs we

12

provided pens and little note pads, which is good

13

old-fashioned note taking.

14

questions, just in the interest of time, this is kind

15

of a, it's not a huge class, it's a sizable class, if

16

you have questions, rather than raising your hand or

17

shouting them out, go ahead and write your questions

18

down.

19

question is.

20

And if you have any

Chances are we're going to get to whatever your

This program is designed to answer the

21

common questions that we encounter, but there are

22

instances, instances in which maybe we haven't gotten

23

into something yet.

24
25

If that is the case, like I said, write it
down, we'll get it at the end or you're welcome to
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1

come back and grab myself or Adam who you met out at

2

registration, either one of us -- hey, guys, there's a

3

couple chairs in the back there.

4

up front up here, you guys.

5

I'll got some more

You're welcome to come back and grab either

6

one of us during the program if you want answers

7

immediately.

8

that you need.

9

We're happy to help with whatever it is

In the meantime, I do have one last thing, I

10

know we have some real estate professionals in here

11

already, we're happy to have you.

12

sure we're on the same page of what this program is,

13

it's not a networking or marketing event.

14

have like flyers and business cards, we just ask that

15

you keep that stuff put away and don't hold it out

16

while you're in here.

17

your cooperation with that as well.

18

I just want to make

If you do

And we certainly do appreciate

All right, then, I am done with the boring

19

housekeeping stuff, so let's go ahead and get started

20

here.

21

Without further ado, I'm going to be

22

introducing your trainer.

23

name is Keith Sperry.

24
25

As I mentioned earlier, his

Now Keith has been a successful and active
real estate investor now for over 20 years, so you're
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1

all going to be getting some really, really good

2

(inaudible) with him today.

3

by Hilary's team to share with you some of the

4

strategies and techniques that he uses in his own

5

investing, things like I mentioned that Hilary's doing

6

on her TV show and things that you do here right in

7

your local area.

8
9

He's been sent out here

We're going to play a quick video, we'll get
Keith up here and get started.

10

(Whereupon, a video was played.)

11

HILARY FARR:

12

Farr.

13

estate show on HGTV.

14

Hello everyone, I'm Hilary

You may have seen me on my design and real

Now I really just want to congratulate all

15

of you for being here today.

16

and action to be here and my team has a great program

17

in store for you today.

18

You've all taken time

Right now is a great time to start investing

19

in real estate.

20

trends, inspirational stories and also about

21

strategies that are working today.

22

evolving so quickly in real estate and that's why my

23

team and I at Rules of Renovation are staying

24

involved, adjusting to new trends and staying on top

25

of it all.

You need to learn about legend

Things are
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I wish I could be there with you today

2

cheering you on, but as you know, with my own real

3

estate projects and filming my show, I can't be

4

everywhere at once.

5

So in order to share my expertise and design

6

on real estate with you, I have put together my team

7

of professionals who are presenting my Rules of

8

Renovation, a smarter way to make money in real

9

estate, just for you, today.

10
11

Well it's time to get started, so I want to
welcome you all.

12
13

So please put your hands together for Keith
Sperry.

14
15

UNIDENTIFIED MALE:

All right, your

instructor, Keith Sperry.

16

KEITH SPERRY:

17

Those who clapped, I'm grateful, I love

18
19

Good morning.

that.
Nice to be with you.

I get to do something

20

today that I enjoy a great deal, and that is teaching

21

people how to go out and capitalize on the wonderful

22

market using Hilary's methods, something that I

23

decided, oh, years ago that I wanted to do as well and

24

her methods were better than mine.

25

And so she's made me a lot better investor,
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1

how to buy in the right properties to renovate and how

2

to sell them.

3

I am going to go through basic fundamentals

4

of renovation here, as well, but the primary focus of

5

this is to teach people how she goes out and enjoys

6

life, creates balance in her life, enough time and

7

money to go out and enjoy it.

8

most of her money, as John mentioned, is just what I'm

9

about to teach you, go out and find properties, fix

And the way she makes

10

them up, enjoy the heck out of that, and then go sell

11

them, make really good money.

12

All the things she does, that's still how

13

she makes most of her money.

14

to put a program together to help the average normal

15

people like us and to, to be able to go do that,

16

because it does take know-how.

17

to do it, you're not going to do it, or do it very

18

well.

So she decided years ago

If you don't know how

19

And another thing, it takes a lot of money

20

to do it, and that's one of the big reasons why most

21

people only, only dream about it and maybe watch the

22

show but aren't doing it.

23

want to, it's because they usually don't have the

24

money to do it.

25

in her program.

It's not because they don't

And she's, she's taken care of that
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So I'm excited to be a conduit to share with

2

you things that will help you go out and do a deal or

3

two.

4

Kind of curious, how many of you would love

5

to know how and have the resources to go out and have

6

fun renovating a property or two a year for the rest

7

of your life and make some extra money?

8

like that?

Would you

9

Okay, so there you go, so those of you who

10

have, those of you who have your hands up are in the

11

right room, those of you who don't, hey, I still like

12

ya.

13

fundamentals of how to do it, so you'll learn some

14

good stuff here as well.

I love that, and I'll walk through some

15

But the primary function that I want to do

16

is help people go out and enjoy life and make some

17

money doing it.

Nothing wrong with that.

18

You know what they say, if you're doing

19

something you enjoy, you never work a day in your

20

life.

21

Do you agree with that?

22

AUDIENCE MEMBER:

Yes.

23

AUDIENCE MEMBER:

Yeah.

24

AUDIENCE MEMBER:

Yeah.

25

KEITH SPERRY:

So anyway, that's something
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1

that I do.

2

a month and teach this for her, take some time away

3

from my business and my wife and kids.

4

it's, my wife likes to see me go, how about that.

5

But, no, no, she is not that excited to see me come

6

back, how about that, so.

7
8

I love doing this.

I come out maybe once

And I think

Anyway.

I'll tell you what, my jokes aren't very
funny, but I enjoy teaching, so enjoy the class.

9

One thing I don't get into is like legal

10

stuff and the accounting stuff, you know, it's, that's

11

not my strength.

12

investing, renovation, it's a lot going on, I enjoy it

13

a great deal.

14

My strength is, is real estate

Are there challenges along the way when you

15

renovate property?

16

way it's almost the fun part, you know.

17

like your crossword puzzle, you know, there are

18

challenges, but it's fun to get past those and figure

19

them out.

20

Well of course, but in some crazy
It's kind of

And so, anyway.
One thing you don't have to have, though, I

21

got this last night in Chester, is you don't have to

22

have a real estate license to do it.

23

question a lot, so if you want to go and renovate a

24

property, you know, you have to know how to do it, but

25

you don't have to have a real estate license to do

I get that
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that.

2

I will say those of you who have real estate

3

licenses, and I will say this, I see quite a few of

4

you, this program will actually make you a better

5

agent, and I'll tell you a couple reasons why.

6

Number one, I run into so many people,

7

husbands, usually, who say, you know, my wife has been

8

asked by investors in her area to bring them deals,

9

find deals for me and I'll pay you for them.

10

And you know what they usually tell me, my

11

wife doesn't know how to find the deals, and good real

12

estate deals, right, for investors.

13

know how to find those deals, you are a very valuable

14

agent to an investor or two.

15

And, boy, if you

So think about that.

So if you will only learn how to really do

16

that part of it, it's a very, very good thing for your

17

business.

18

Here's another thing, most of your clients

19

are going to ask you, what do I have to do to this

20

property to get it to sell quicker, right?

21

don't know what that is, you're, you're not really

22

doing your job.

23

If you

So what, what we like to do is teach people,

24

not just agents, but everybody what do we need to

25

focus on to get the deal sold quickly and for top
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And I think all of us will be well served for

3

So anyway, a couple things, quickly.

It is

4

a two-part class.

5

whatever you want to call it (inaudible) hour and

6

20 minutes or so, we're going to move through

7

fundamentals of teaching people her system on how to,

8

how to make some money doing something that's fun,

9

renovating property.

10

This first part (inaudible)

When I'm done I'm going to take a little

11

break and the break is maybe 10 minutes, but I'll tell

12

you what it is, even though I will take questions

13

during the class, I will stick around and answer

14

questions at that break.

15

people who have questions but I want to get through

16

the body of the material and then at that break if you

17

still have questions because I didn't answer them, I

18

will stick around and we'll go one-on-one and I'll

19

help you.

Because I get a lot of

20

I work with Hilary, she's a great gal, a

21

dear friend, and she's the best in, renovator I've

22

ever seen in my life and worked with and I can help

23

you with that.

24

sends me out here, so just know that.

25

I'm, I'm qualified, that's why she

I'm here to help you.

I don't answer
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1

personal questions, so, just if you wouldn't mind

2

staying away from that, but if there, if it's about

3

renovating, that's one thing I can help you with for

4

sure.

5

After that 10-minute break, I'll bring Chris

6

up here.

7

he teaches people how to invest in real estate, just,

8

just differently than I'm going to teach you.

9

Wonderful resource.

As John mentioned, he,

You know, I love the traditional side of

10

real estate, I love buying and holding, I love my

11

rental properties, and I'll tell you this, so does

12

Hilary.

13

Now Hilary does not fix toilets, let me just

14

say that.

15

has, she hires people to do that and gives somebody

16

the ability to make a living, property managers, pays

17

them 10 percent gross off the top, but what that

18

leaves is 90 percent for her and for me, because I

19

follow her model, and so when you keep 90 percent of

20

it, but it frees up 100 percent of your time.

21

You know, on her rental properties that she

How many of you would love to have a

22

significant income stream on top of what you have now

23

but have more time?

Would you like that?

24

AUDIENCE MEMBER:

25

KEITH SPERRY:

Yeah.

Hands up.

If you did not
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1

raise your hand, would you like me to repeat the

2

question?

3

Yes?
More time, more money.

No, I'm not

4

interested in that.

5

raise your hand no matter what I ask today?

6

right.

7

What is it, you're not going to
Deal, all

Anyway, so yeah, that's what he's going to

8

teach, a different way to make some money.

9

a lot of ways to do it and, you know, everyone's got

There are

10

different, you know, tastes, so do whatever makes you

11

happy.

12

good.

13

That's a good thing, I think, and life is

Now when Chris is done with his part of the

14

class, maybe a half hour, that second part of the

15

class is very, very short, but you'll enjoy it.

16

Then we'll send all of you to go out and

17

enjoy that beautiful day out there.

18

the free gifts after he's done and everybody gets

19

those.

20

We'll pass out

And I just want to let you know a little

21

feedback from last night, finally a free gift that I

22

went to that I enjoyed, yeah.

23

they are so usable and enjoyable, I usually take a

24

couple of them home once a month when I teach, but do

25

you know how enjoyable they are and usable?

I'll tell you that,

Every
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1

time I look for one at home, they're gone.

2

people love it, and so you'll like that, too,

3

something that you'll all be able to use.

4

that at the end of the class and then we'll send you

5

on your way.

6

Does that sound good?

7

AUDIENCE MEMBER:

Yes.

8

AUDIENCE MEMBER:

Uh-huh.

9

AUDIENCE MEMBER:

Yes.

10

AUDIENCE MEMBER:

Yes.

11

AUDIENCE MEMBER:

Yes.

12

KEITH SPERRY:

So people,

And we do

So all of that sounds good

13

enough, that's how we're going to do it (inaudible).

14

I like the energy of this class.

15

right, that's --

16

AUDIENCE MEMBER:

17

KEITH SPERRY:

18
19

That's all

Woo-hoo.

Timing is everything, isn't

it, yes?
Anyway, listen, a couple of things, let's

20

keep going.

21

you would consider yourself to be kind of new at

22

renovating a house for profit and selling it?

23

you've never done it before.

24
25

How about experience level?

How many of

Maybe

Raise your hands if that would generally
describe you.

Keep your hands up.

So most of you,
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okay, good.

2

Not unusual when the class is filled with

3

most people haven't done it before.

4

didn't raise your hands, I think that's probably

5

because you have done it before or, again, you're not

6

going to raise your hand no matter what I ask; and

7

either way I'm okay, but I want you to know that we're

8

going to have a good time here today with or without

9

you, you need to know this.

10

So let's talk about you.

Those of you who

Those of you who

11

have done it, I would say it impresses me that people

12

who are doing it yet still come out to learn more, you

13

know.

14
15

How many of you agree, we all have something
to learn from somebody?

Do you agree with that?

16

AUDIENCE MEMBER:

Yeah.

17

AUDIENCE MEMBER:

Yes.

18

AUDIENCE MEMBER:

Yes.

19

KEITH SPERRY:

And the fact that Hilary is

20

way better at it than anyone else out there in this

21

country, I mean people don't realize what a pioneer

22

she is in it.

23
24
25

First off, the program she has, Love It Or
List It, anybody watch that?
AUDIENCE MEMBER:

Yes.
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Yeah, yeah.

Yeah.

Longest running

program of its kind.

4

AUDIENCE MEMBER:

5

KEITH SPERRY:

Wow.

Always on (inaudible)

6

program.

7

will let you know I'm a real estate nerd, no doubt.

8

But hers, none of them have been running longer than

9

hers, so kind of cool.

10
11

By the way, which I watch (inaudible).

I

Here's another thing, you've all heard of
staging, right?

12

AUDIENCE MEMBER:

Uh-huh.

13

AUDIENCE MEMBER:

Yes.

14

KEITH SPERRY:

Decades and decades ago

15

Hilary came up with staging.

16

idea, so she's really great, she's been doing it a

17

long time.

18

good for you, you'll learn things here today that will

19

help do it in less time to make more money.

That was her baby, her

So those of you who have been doing it,

20

How about that?

21

But those of you who said you hadn't done

22

it, welcome, because I'll tell you what, I have, gosh,

23

at least a dozen examples of properties that are in

24

this area that are excellent, excellent properties for

25

you to pick up and they're begging somebody to novate
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them.

2

How about that?

3

Are they neglected, are they rundown?

Yes.

4

Are you driving by them many times a day and not even

5

giving them a second look?

6

Probably.

How about that?

But they're diamonds in the rough.

There's

7

money to be made.

8

live in a great area, no wonder she sent me here.

9

didn't send me here because she threw a dart against

10
11

So there's lots of them.

So you
She

the wall, how about that, and on a map, right.
So I'm going to walk you through this

12

property here, go through the methodology of how to

13

find it and what to do with it and how that all works.

14

Before I get into that, I want to get into

15

the fundamentals of renovating so we can kind of

16

maybe, maybe connect some dots while I go through this

17

deal because we're going to have to go through this

18

pretty quickly.

19

Given an hour and 20 minutes, I have so much

20

to cover, just know this, I can't go with a broad

21

brush, but keep up with me as much as you can.

22

Maybe at that break if I lose some of you I

23

can fill in some dots at that time, right, or fill in

24

some spaces, whatever the term is, and, but I want to

25

walk you through this and get you as much detail as I
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can.

2

How many of you are excited to see how it

3

works on a local property here?

4

it's 20 minutes from here, but still, it's a great,

5

great opportunity property, good money to be made.

6

How many of you are excited to see that and walk

7

through it step by step?

Yes?

8

AUDIENCE MEMBER:

Yes.

9

AUDIENCE MEMBER:

Yes.

10
11

KEITH SPERRY:

When I say local,

Me too.

So, anyway, can't

wait to get to that.

12

But I, I want to welcome all of you.

Just

13

know this, take good notes, it's not as hard as you

14

think.

15

hard.

16

not that hard, if you know what you're doing.

I get people all the time thinking oh, it's so
Don't, don't intimidate yourself.

17

Let me rephrase that.

18

AUDIENCE MEMBER:

19

KEITH SPERRY:

20

It's just

Yes.

But so is like riding a

bicycle.

21

AUDIENCE MEMBER:

22

KEITH SPERRY:

That's right.

If no one ever taught you how

23

to ride a bike, guess what, it's hard and scary, and

24

dangerous.

25

can knock your two front teeth out pretty quick.

If you don't know how to ride a bike, you
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But if you know how to do it, it's easy and
fun.

I hope that makes sense for you.

4

So, anyway, let's get into that.

Now I want

5

to get into the fundamentals first so we can maybe

6

connect some dots when I get into the local property

7

walking you through it.

8
9

So let's talk about this.
Hilary's 10.

Write down

Let's focus on 10 fundamentals that I

10

know in my sleep because I've been using her stuff.

11

This is all her stuff, not my stuff, I can't take any

12

credit for it.

13

1 through 10, if you'll number those on your

14

notes, we'll go through these quickly.

15

necessarily given in order of importance, they're all

16

important, but they, if you follow, this is what she

17

focuses on and you'll see many of these on the show as

18

well.

19

These are not

You'll never watch the show the same way

20

again once I'm done with this class because I'll point

21

out several things that you see but you don't

22

necessarily notice.

23

And these are the 10 right there, but write

24

down number one.

25

appeal.

First one I'll start with is curb

Find property to renovate that doesn't have

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Fredericksburg, VA
July 10, 2019

EX 21, p. 28

Case 2:19-cv-00713-DAK-EJF Document 12-19 Filed 09/30/19 Page 30 of 199

29

Rules of Renovation Workshop
Zurixx
1

7/10/2019
it, and yes, I said that right.

2

Here's why I say that.

You want to make

3

money if you're renovating property, right, so there's

4

something just not fun about renovation if you're done

5

putting all this time and energy into it and then you

6

lose money, that's just not fun.

7

So find property that doesn't have curb

8

appeal because you have to buy a property to renovate

9

at a really good price, because that's where you make

10

your money.

11

money renovating.

Believe it or not, you don't make your
I mean you have to renovate --

12

AUDIENCE MEMBER:

13

KEITH SPERRY:

14

Yeah.

-- because, or no one's going

to buy it, right?

15

AUDIENCE MEMBER:

Right.

16

AUDIENCE MEMBER:

Uh-huh.

17

KEITH SPERRY:

But that's not, you know,

18

since you have to do that anyway, where you make your

19

money is if you know how to find property at the right

20

price.

21

So you're making money when you buy it, not

22

when you sell it.

23

pay somebody for the curb appeal because it's already

24

there, you will pay for that.

25

Think about that, right.

So if you

So what we like to do is teach people how to
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1

find property that other people are just driving by

2

and not even noticing but we want you to use your

3

talent, your good taste, your, your effort, create the

4

curb appeal, bring out the fine parts of that property

5

and then someone will pay you for the curb appeal.

6

How about that?

7

So create curb appeal, number one.

8

Number two, this is two parts, first part

9

write down entryway.

You see on the show a lot the

10

front door, very few things are as finely scrutinized

11

as the front door.

12

house from you, they look at that hardware, they look

13

at the door and they are, I mean fine-tooth comb, and

14

if that door is not just, just awesome, eh, it's like

15

well that door needs some work.

16

show replace a lot of front doors on that show.

When someone is looking to buy a

17

AUDIENCE MEMBER:

18

KEITH SPERRY:

You see Hilary on the

Yes.

So replace the front door.

19

Just put that down.

20

it's okay, okay isn't good enough.

21

that -- you know what they say, you don't have a

22

second chance to make a good first impression.

90 percent of the time, even if

23

AUDIENCE MEMBER:

24

KEITH SPERRY:

25

I've got to have

That's right.

Neither does your house, so

you really want them thinking wow, that was a nice
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door, right, and that just sets it off.

2

Now the second part to that entryway, write

3

down front room.

4

room because that just takes that entryway and the

5

positive vibes into that front room.

6

the colors are updated, the lighting is great and it's

7

spacious and flowing.

8

important.

9

Hilary really focuses on that front

Make sure that

So that front room is very

All right, number three, write down walls.

10

A lot of people don't get this, but I'll tell you

11

what, you have to focus on high pay-off activities,

12

not low pay-off activities.

13

Here's why.

If you want to do all the work

14

on this renovation yourself, you can, however that's

15

not what Hilary does, because Hilary loves her

16

lifestyle.

17

what she focuses on are the things that will get her

18

paid.

19

What she focuses on are her strengths and

She actually, most of the students we work

20

with, because they do what she says, get other people

21

to do the heavy lifting and the time eating stuff that

22

has to be done like laying tile and painting and

23

drywall and all of that, they do that, pay them, but

24

they still make most of the money on the deal.

25

How many of you would love to learn how to
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1

have other people, let them make a living?

2

that?

3

you're focusing on the high pay-off activity.

But you still make most of the money because

4

Do you like that one?

5

AUDIENCE MEMBER:

Yes.

6

AUDIENCE MEMBER:

Yes.

7

AUDIENCE MEMBER:

Appreciate it.

8

KEITH SPERRY:

9

How about

Raise your hand.

So, see, there's

high pay-off activity and low pay-off activities.

One

10

activity that has to be done that's not a high pay-off

11

is drywall.

12

fact this home that I'm going to walk you through is

13

actually a '70s built, '60s and '70s architecture.

14

Retro right now is very popular and they love that, so

15

they don't mind buying an old home.

16

like it, the architecture, what they do want, they do

17

build.

18

People don't mind buying old homes, in

In fact, they

When they walk in that house, if that house

19

doesn't look like it's brand new, there's something

20

you're going to lose on that.

21

So understand, you can't do a well prep

22

yourself because you're not good enough at it, how

23

about that, because of course, you know, all the nicks

24

and tape marks and sand marks and mud marks and all

25

that.
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Of course when you put the paint on the
walls the paint's going to cover all of that, right?

3

AUDIENCE MEMBER:

4

KEITH SPERRY:

No.

None of that.

I just want to

5

let you know, paint covers nothing.

6

problems, that's all, so if it's not a great, great --

7

when they look at those walls and they want to see a

8

brand new house and if you've done it, they're

9

probably not going to see that, so think about that.

10

Paint highlights

Walls, really, really important.

11

Number four, write down flooring.

12

my favorite flooring to use, I have it all throughout

13

my home, hardwood floors.

14

last week to some of her students and asked, hey,

15

what's your favorite flooring in master bedrooms, that

16

was the question.

17

flooring with area rugs.

Flooring,

Hilary sent out an Email

And overwhelmingly it was hardwood

18

How about that?

19

But some came back with carpet, so it's like

20

different strokes for different folks, good.

21

not, I'm a hardwood guy as well.

22

use hardwoods on your renovation because of price.

23

AUDIENCE MEMBER:

24

KEITH SPERRY:

25

But I'm

But you can't always

Yes.

They can be expensive and you

have to stay in a budget or you won't make money and

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Fredericksburg, VA
July 10, 2019

EX 21, p. 33

Case 2:19-cv-00713-DAK-EJF Document 12-19 Filed 09/30/19 Page 35 of 199

34

Rules of Renovation Workshop
Zurixx
1

7/10/2019
then, again, there's something not fun about that.

2

So what we have to do is find the right

3

flooring for our budget and you get the same look, but

4

let me tell you what, 10 years ago I never would have

5

said this, have you seen the wood laminates that are

6

out there?

7

AUDIENCE MEMBER:

Yeah.

8

AUDIENCE MEMBER:

Yes.

9

AUDIENCE MEMBER:

Yeah.

10

KEITH SPERRY:

11

AUDIENCE MEMBER:

12

KEITH SPERRY:

Oh, my gosh.
Yeah.

Eight, 10 years ago they

13

looked like plastic, they were awful, there's no way I

14

would ever use those, but now, if they're installed

15

correctly, you have to took twice, is that real or

16

not.

17

AUDIENCE MEMBER:

18

KEITH SPERRY:

19

So think about that.

20

flooring now.

21

Uh-huh.

Boy is the price point right.

We've got great products for

Write down close-outs, also.

You can get

22

some close-outs out there on great flooring if you're

23

just, if you look.

24

that would up your profit margins there as well.

25

know that, I do it all the time.

Put some time into close-outs,
I

It's kind of the fun
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part, actually.

2

So, number five, this will surprise none of

3

you here, write down kitchens.

4

houses.

5

than anything.

6

so.

Kitchens still sell

Hilary still focuses on kitchens, maybe more

7

You see that on the show, and rightly

But challenges -- here, again, I'm going to

8

go through this because this is an awesome property, a

9

great example of what's all around you here, however,

10

challenges.

11

One of the challenges on this being a 1970s

12

build.

13

like they are now, John.

14

built now to do?

15

and all roads run through the kitchens now.

In the '60s and '70s, kitchens were not built

16

Do you know what they are

The social center of the universe,

Well that's not how they were in the '60s

17

and '70s.

18

where we cooked and that's where we store food and

19

that's where we eat and then get the heck out, right.

20

Kitchens were more practical.

Hey, that's

So how do you create more space?

That's

21

what you need, to create more visual space, and

22

something about visual space Hilary really is good at.

23

A couple ways she does it.

24

kitchen.

25

example, we want to open up some of those walls.

Number one, opens up the

So if you've got a gally kitchen, for
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Now we've got to be careful with taking out

2

walls, obviously.

3

out the walls.

4

activities that has to be done, however if you can

5

open up the walls, take some walls out, open concept,

6

you've heard that terminology, pony some of the walls,

7

open it up visually.

I don't necessarily want you taking

It's one of those low pay-off

8

How about that?

9

Another thing you want to focus on, counter

10

space.

11

Hilary creates a visual counter space with islands and

12

movable islands, and they are substantial items.

13

are same material that counters are used out of, same

14

color scheme that the counters are used out of, same

15

height, everything, she can literally butt it up

16

against the counter and literally create more usable

17

prep space.

18
19
20

Now if you don't have enough counter space,

How about that?

They

But visually it just

creates more space.
Another thing in kitchens you need to focus

21

on, write down appliances.

22

property, make sure those appliances match.

23

some guys that are not necessary as good as you ladies

24

who just don't get the matching thing.

Now that does

25

not mean the name brands have to match.

As long as

So when you renovate
I get
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they visually match, you're good, right.

2

Close-outs, again, there, I recently got a

3

couple dishwashers for some properties that were

4

damaged on the side, and I got them an extra

5

30 percent off of a close-out price on top of that

6

because they were damaged.

7

sleeve anyway.

8

to make more money there, close-outs.

9

cool.

10

Well they go into the

No one would ever see it, so great way
Really super

But one place on appliances Hilary says you

11

might want to splurge on is the range.

12

the most important, it's the cornerstone of the

13

kitchen, so make sure that stuff, that range is top

14

notch.

15

buy Wolf or Viking products necessarily, right,

16

because that, that will bust your budget real quick.

17

The range is

That does not mean Hilary's telling you to go

Now if that's your home, well that's one

18

thing, but not on your renovations in most cases,

19

because let me tell you, some of the general

20

manufacturers now really make some good looking stuff

21

now at a modest price, so really, really competitive

22

out there, it's great.

23
24
25

Okay, number six, falling on the heels of
kitchens sells houses, kitchens and what?
AUDIENCE MEMBER:

Bathrooms.
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There you go, number six,

So focus on bathrooms.

Now quickly, if I could, one thing I want to

4

mention on bathrooms, and we're seeing this more and

5

more and I think, I think some of these shows, these

6

do it yourself shows and she's fixing, flipping shows

7

and all that stuff get people a little too creative,

8

how about that.

9

because I was asked to go and give my opinion on the

10

finished product and oh, they did a great job, right

11

up until I got to the bathroom.

12

And recently I went through a home

Don't put carpeting in bathrooms, how about

13

that.

14

was going to be punked, right, or whatever they call

15

it.

16

you my age, I thought Allen Funt was going to come

17

out, wasn't he camera, the camera guy, or Candid

18

Camera guy.

I, I thought it was a joke, I really thought I

I thought that, that -- well, Allen Funt, tells

19

AUDIENCE MEMBER:

20

KEITH SPERRY:

21

a joke, but this guy was serious.

22

Yeah.

I thought it was going to be

Carpet, it was the nicest carpet I maybe

23

have ever seen, but it was still carpet.

24

to understand, your buyers think that's gross, just

25

know that.

And you have

So proper flooring in bathrooms will
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always serve you well.

2

Now next thing, write down tile, and we're

3

not talking about tile for flooring, we're talking

4

about, you know, Hilary talks about putting tile on

5

the walls and as Hilary says, it makes it pop, okay.

6

Well, and she's not talking about subways.

7

Now you can't hurt yourself with subway tile, but

8

that's not really the range anymore.

9

about putting color tile, textured tile, different

10

shaped tiles on the walls, get some personality up

11

there, and that's really selling houses.

She's talking

12

How about that?

13

So they walk in that master and they go oh,

14

wow, look at the tile.

15

AUDIENCE MEMBER:

16

KEITH SPERRY:

17

It really catches their eyes.

So that will help you sell your home.

18
19

Yeah.

So anyway, tile, even in the masters, are
really, really great stuff, all right.

20

Now seven is, this is one of my particular

21

favorites when it comes to selling and renovating

22

properties, write down storage.

23

can create in your renovation, the more valuable it

24

is.

25

love their stuff.

The more storage you

People pay for storage, and the facts are people
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If, you know, if, if you -- if I'm looking

2

to buy your property, right, and I love it and you've

3

got plenty of storage and then I'm looking to buy, is

4

it Juanita?

5

AUDIENCE MEMBER:

6

KEITH SPERRY:

Yes.

Juanita's and Juanita, I love

7

her home but she doesn't have any storage, I'll buy

8

yours because if I buy hers, I love hers, by the way,

9

but I'm going to pay 100 bucks a month for storage and

10

I don't want to do that, so I'll just go there.

11

The place that we tell people to maximize

12

that opportunity, most people ignore it or neglect it

13

or don't know about it, the overhead space in the

14

garage.

15

know, go to Lowe's, go to Home Depot, they have these

16

storage systems now that are kind of do it yourself

17

but they maximize all of that space.

18

AUDIENCE MEMBER:

19

KEITH SPERRY:

It is often the case wasted space and, you

Yeah.

And that is like look at all

20

the storage.

21

selling point, big time.

22

will not be highlighting that, so storage.

23

And people see that, and that's a
And most of your competition

Number eight, also a big one, well they're

24

all big, natural light.

25

just, just flooded with natural light.

Make sure your homes are
People love
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1

natural light, especially you ladies getting ready in

2

the morning in the master bed -- bathroom.

3

AUDIENCE MEMBER:

4

KEITH SPERRY:

5

But kitchens, if kitchens are dark, that is

Yes.

Very important, right.

6

a real problem selling homes.

7

well lit.

8

Entryways need to be

Master bedrooms, well lit.
So how do we get more natural light in a

9

home that does not, quite frankly, have big windows?

10

'60s builds, '70s builds, you know what, they didn't

11

use big modern windows, they used smaller windows.

12

we need to replace them with bigger windows, or if you

13

can't, write down skylights.

14

So

Hilary is -- she knows all these little

15

solutions to problems and skylights, we're not talking

16

the skylights we, we were raised with, you know, those

17

bubble things we were raised with that turned yellow.

18

You know, they were awful, ugly.

19

they turned yellow, they, they couldn't have let much

20

light in, right.

They really, after

21

These new skylights are good looking.

22

AUDIENCE MEMBER:

23

KEITH SPERRY:

Yeah.

And they flood rooms with

24

light.

25

I mean all kinds of neat, neat features with the new

You can even open them up and get fresh air.
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1

skylights and they flood rooms and entryways and

2

kitchens with light, all right.

3

Okay, so number eight, have enough natural

4

night.

5

kind of general with walls, you might want to replace

6

the sliding doors with French doors.

7

another thing that Hilary's been doing to kind of

8

update it and give it a little bit more, a little bit

9

more modern feel, a little bit more classy feel.

Another thing on natural light, but this is

10

Now that's

Then number nine, number nine, let me tell

11

you something, I, I mentioned it earlier but it's its

12

own fundamental, it's so important, write down open

13

concept.

14

especially the kitchen, but the entryway, as I said,

15

that front room has to flow.

16

walls, barriers, it isn't what people want now.

17

want openness, they really do.

18

If you don't open concept the whole house,

If they see too many
They

So you have to really open concept the

19

house.

20

and I don't mean you have to take out walls, somebody

21

has to take out walls, right.

22

That means you have to take out some walls;

And you have to know which walls to take

23

out.

24

walls compared to load-bearing walls, but I will tell

25

you this, how would you know a wall that needs to come

Listen, we all know about, you know (inaudible)
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Well you take a sledge hammer to it.

2

Now I don't want you taking it out, but you

3

definitely get to Christen on that wall.

4

that?

5

well it's good therapy, actually, sledge hammers and

6

wine.

One of my favorite things in renovation is,

7

How about that?

8

AUDIENCE MEMBER:

9

KEITH SPERRY:

10

very good.

11

other way, right.

12
13

How about

Yeah.

Very quality therapy, it is

Sledge hammer first and then wine, not the
Then it could be dangerous.

All right, so number nine, let's open that
house up, get that floor plan flowing real well, okay.

14

And number 10, last but not least, write

15

down research.

16

to the wall, make sure you're hammering the right wall

17

because a load-bearing wall can ruin your whole

18

weekend.

19

Before you go and take a sledge hammer

How about that?
What else?

Oh, gosh, make sure those, you

20

know, those skylights we're going to put in, guess

21

what, make sure you and I aren't popping the holes in

22

that roof, because if we do, guess what, they're going

23

to leak, I can tell you that.

24
25

So make sure you know who's taking out the
walls, who's going to put in the skylights, who's
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1

replacing windows, what walls are you going to take

2

out and why, what's your plan there.

3

research, dot your Is, cross your Ts so you're not

4

winging it and that will make, have a much better

5

experience.

6

Do your

Because I'm going to tell you right now, it

7

might be, and some people are like this, they just

8

want to get to it so fast, right.

9

down a little bit, you'll find out that winging it,

If you'll just slow

10

winging it might get you started quicker, but it

11

creates a lot of stress later on because things can go

12

sideways pretty quickly.

13

And if you don't have a plan to follow, it

14

can become very stressful.

15

things become stressful, they're not as fun as they

16

should be.

17

teaches is how to enjoy renovating property, do it

18

right, follow fundamentals and not have stress and

19

have a good outcome.

20
21

How about that?

And that's one thing we teach, what Hilary

How many of you agree that would make sense?
Yes.

22

AUDIENCE MEMBER:

Yes.

23

AUDIENCE MEMBER:

Yes.

24

KEITH SPERRY:

25

And when

language.

There you go.

Raise your hands, yeah.

I'll try sign

Anyway, so think
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about that.

2

Good question I want to get to is clearly

3

you're interested in renovating or you wouldn't be

4

here.

5

the show, so you're interested in it, right, right?

You watch the show, most of you said you watch

6

AUDIENCE MEMBER:

Yes.

7

AUDIENCE MEMBER:

Yes.

8

AUDIENCE MEMBER:

Yeah.

9

KEITH SPERRY:

Just checking.

So why do you

10

want to renovate, because most of you said you haven't

11

done it yet?

12

AUDIENCE MEMBER:

13

KEITH SPERRY:

(Inaudible).

You know, I asked how many of

14

you would generally call yourself new at it, you know,

15

most of you raised your hand, 90 percent.

16

AUDIENCE MEMBER:

17

KEITH SPERRY:

I want to retire.

Okay, so you want money.

18

You, I got it, I'm doing this maybe a little slow I

19

guess, I want money so I could retire.

20

this, really good timing, has anybody ever said that

21

to you?

22

retirement.

23

I want to retire and I want to stay retired.

Yeah?

Well how about

The very next slide was about

I get that more than anything out there.

24

AUDIENCE MEMBER:

25

KEITH SPERRY:

I want to be smiling.

And you want to be smiling,
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guess what a lot of people aren't.

2

Now here's reality, why people do this, is

3

yeah, they want to have fun, but do you know what the

4

main reason is, I want to make some money.

5

that?

6

We all could use extra money.

How about

I know I've

7

got people in this room that have money, I know that.

8

I'm not preaching to you about money, but let me tell

9

you who does this, people with money do it.

It's an

10

amazing phenomenon.

11

month all over the country.

12

northwest, about a month ago, teaching people how to

13

do it.

14

I teach, I'd say, about once a
I was in Seattle, the

Great real estate market there.
And I'll tell you what, they, they, a lot of

15

them do well up there as well, but they still need

16

more money and want more money because we have goals,

17

right, one is we want to retire.

18

How about if I ask the question, I'll

19

participate as well, here it is, you're sending your

20

daughter to school right now, she's a smart gal, so

21

proud of her, I mean it's 2.0, how about that, she is

22

the next evolution of us.

23

smarter than me, right up until she got into a better

24

school than I could get into because they charge more

25

than the one I went to.

And I'm glad that she's
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We've told our kids

2

education is important, go get an education, if you

3

get in, you put in the work, we'll pay for it.

4

tell people be careful what you promise.

5

How about that?

6

AUDIENCE MEMBER:

7

KEITH SPERRY:

And I

Yes.

Because she got into a really

8

great school and we're so proud of her, but it is

9

expensive.

10
11

You agree, many times it takes a lot of
money to accomplish goals in our lives; yes or no?

12

AUDIENCE MEMBER:

Yes.

13

AUDIENCE MEMBER:

Yes.

14

KEITH SPERRY:

Like retiring the way we want

15

to retire, sending kids to the schools they can get

16

into, not the ones you can afford.

17

How about helping people, how many of you'd

18

like to have more money so you can help other people

19

who need it, yes?

20

AUDIENCE MEMBER:

Yes.

21

AUDIENCE MEMBER:

Yes.

22

KEITH SPERRY:

I'll tell you what, one of

23

the greatest things that has evolved in this whole

24

renovation for investment part is a lot of Hilary's

25

students have turned it into they're doing it as a
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1

501(c)(1) entity.

2

they have a lot of benefits where they can help other

3

people doing it as well.

They still make money, but they,

4

So there's a lot of different ways to do it

5

and Hilary's got all of them covered because she does

6

it.

7

And so I'm excited to be here.

The question

8

that I wanted to kind of get to you here is this, why

9

do you want to renovate?

10

It's because we want extra

money and we want to have fun doing it, yes?

11

AUDIENCE MEMBER:

Yes.

12

AUDIENCE MEMBER:

Yes.

13

AUDIENCE MEMBER:

Uh-huh.

14

KEITH SPERRY:

And then what do you want

15

extra money for, even though I look at this, hey, you

16

never renovated a house in your life and you're going

17

to be okay, right?

18

money.

19

and flip profit margin in this country per house, do

20

you want to know why so many people are loving and

21

doing it, 68,000 dollars, per deal.

You want to, we could use extra

Forbes Magazine two months ago, average fix

22

AUDIENCE MEMBER:

23

KEITH SPERRY:

Wow.

That's a lot of money, and

24

especially if you get in the right properties that

25

don't require you, you know, taking out residence
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there.

2

AUDIENCE MEMBER:

3

KEITH SPERRY:

Yeah.

Hilary's, gets her students

4

to find the right properties where you can get in, in

5

two to five months.

6

you might as well rebuild the house.

7

not remodeling and renovating, you're reconstructing

8

it.

9

Anything more than five months
I mean you're

So just know you get in the right properties

10

or it's going to take too much time and too much

11

money.

12
13

Go find a different house, how about that?
So when we're talking about why do you want

to do it, we want to make some money, yes?

14

AUDIENCE MEMBER:

15

KEITH SPERRY:

16

AUDIENCE MEMBER:

Yes.

17

AUDIENCE MEMBER:

Yes.

18

AUDIENCE MEMBER:

Yes.

19

AUDIENCE MEMBER:

Yes.

20

KEITH SPERRY:

Yes.

Can I hear a yes?

Okay.

Why aren't you doing

21

it?

22

good people who want to do it, capable of it, you're

23

in a market that is filled with, with properties that

24

are great opportunity properties and yet you tell me

25

you haven't done one of them yet.

I have a room full of wonderful people, smart,

Why?
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We don't know how.

2

AUDIENCE MEMBER:

We don't know how.

3

KEITH SPERRY:

7/10/2019

Oh, check this out, well you

4

know what they say about asking the right question.

5

Man, I'll tell you what, I've got people who said I'm

6

not answering a question no matter what, I just heard

7

from you; how about that?

8
9
10

Why aren't you doing it?

raise your hand if you wouldn't mind telling me.
Yeah.

11

AUDIENCE MEMBER:

12

KEITH SPERRY:

13

disposable, so you're saying you don't have the money.
AUDIENCE MEMBER:

15

KEITH SPERRY:

Does it take money to

make money?
AUDIENCE MEMBER:

18

KEITH SPERRY:

Yes.

Well if anybody tells you it

doesn't take money to make money --

20

AUDIENCE MEMBER:

21

KEITH SPERRY:

22

Right.

Okay.

17

19

No disposable income.

Okay, so you don't have

14

16

Let's, let's,

that.

They're lying.

-- they're lying, how about

They've lost their marbles, no question.

23

No one's giving you any of these houses.

24

AUDIENCE MEMBER:

25

KEITH SPERRY:

That's right.

Yet this house here, hey,
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1

it's a great deal, I'm going to walk you through why I

2

get into that place.

3

it, in cash, but it's a nice place once it's

4

renovated.

5

154,000 dollars you need to do

So it's 154,000 dollars, so no one's going

6

to give you that house, but if you do it with your own

7

money, there's 69,000 dollars to be made profit, and

8

you'll see that's not rose-colored glasses, that's

9

conservative.

10

So there's quite a bit of money to be made

11

if you do it right, but no one's going to give it to

12

you.

13

So you've got to have the money and, you

14

know, being raised by a single mom like I was, I was

15

raised great, by the way, that's not a negative term,

16

that's, I was raised with a lot of love in our house,

17

just didn't have a lot of money.

18

if you've got enough love, that's the most important

19

thing.

20

AUDIENCE MEMBER:

21

KEITH SPERRY:

But you know what,

That's right.

One thing I found out even

22

though I didn't have money, I always wanted it because

23

if you don't have it, you always want it.

24

AUDIENCE MEMBER:

25

KEITH SPERRY:

Yes.

So I made it a goal of mine,
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1

I'm going to, I'm going to -- back in the day it was a

2

Cadillac, I was going to drive a Cadillac, you know.

3

And, you know, now I have money, it's great, but I

4

find out the money doesn't buy happiness.

5

AUDIENCE MEMBER:

6

KEITH SPERRY:

7

does not buy happiness?

That's right.

How many of you agree, money
Do you agree with me?

8

AUDIENCE MEMBER:

Yes.

9

AUDIENCE MEMBER:

Yes.

10
11

KEITH SPERRY:

How many of you agree that it

buys the misery we enjoy, yes?

12

AUDIENCE MEMBER:

Yes.

13

AUDIENCE MEMBER:

Yes.

14

KEITH SPERRY:

15

So understand, it takes money

to make money, it just doesn't take your money.

16

AUDIENCE MEMBER:

17

KEITH SPERRY:

18
19

I'm going to get into a piece

of that.
Any other reasons that you would say are

20

holding you back?

21

there's just yours.

And there's no right and wrong,

22

Yeah.

23

AUDIENCE MEMBER:

24

KEITH SPERRY:

25

Yes, all right.

Obviously the know-how.

Number one reason, knowledge,

know-how, which is tied into fear.

I get a few I'm
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1

afraid.

2

screw up because I know I don't know how and if I

3

screw up, I'll lose money.

4

I know what you're afraid of.

What if I

One thing I know you may not be here for is

5

you may not be here to make more money.

6

got so much money you never care about money in your

7

life.

8

will lose money, how about that?

9

But I know one thing you're not here for, I

AUDIENCE MEMBER:

10

KEITH SPERRY:

11

how.

12

what?

Right.

So understand, you don't know

Do you agree the root of fear is the lack of

13

AUDIENCE MEMBER:

Knowledge.

14

AUDIENCE MEMBER:

Knowledge.

15

KEITH SPERRY:

So when you don't know how to

16

do something, it's scary.

17

would you be afraid.

18

Maybe you've

If you've done it, why

So just know this, people are afraid to do

19

it because they don't know how.

20

doing is coming out because it's easy for me to teach

21

because I do it.

22

let's cover these and let's teach you a little

23

something about the process and what goes into it.

24
25

So one thing I love

So those two things, if you would,

Write down know-how in your notes.

Let's

make a little list there of things you have to know
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how to do.

2

Then right next to that one, write down

3

money.

Takes money to make money, but not necessarily

4

yours.

In fact, even if you have it, maybe it's best

5

that you don't use your own money because sometimes

6

using other people's money is cheaper.

7

And so let's talk about know-how.

8

things first, first thing you have to know how to do,

9

write down find deals.

First

If you don't know how to find

10

the deals to renovate, it doesn't matter if you know

11

how, and they don't come with signs in the yard saying

12

pick me, I'll make you money, right.

13

super cool, but they don't.

14

Wouldn't that be

In fact, what's really kind of

15

counter-intuitive is most of these great deals I have

16

here on this sheet, and these sheets, don't even have

17

for sale signs in the yard.

18

AUDIENCE MEMBER:

19

KEITH SPERRY:

20
21

That's right.

Backwards, right.

Let me go

through this and tell you why it's not so backwards.
Everybody wants to do this, it's the rage in

22

this country, but most people aren't or they don't

23

know how and they don't have money.

I got it, right.

24

But the people who do end up doing it, even

25

forcing themselves to do it because they're brave, do
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1

you know where they're going out and trying to find

2

deals and that's why they're not having success like

3

they want --

4

AUDIENCE MEMBER:

5

KEITH SPERRY:

6

(Inaudible).

-- is they go out fishing in

the big pond called the MLS.

7

Now the MLS, if you're looking for a house

8

as, as a person, a family to go live in, well that's

9

the perfect place to go look.

10

AUDIENCE MEMBER:

11

KEITH SPERRY:

12

Yes.

You know, find a good

realtor.

13

AUDIENCE MEMBER:

14

KEITH SPERRY:

Yeah.

And you know what, let them

15

do their job and get you into a great house because

16

that's where the all candidates are, right.

17
18
19

But if you're an investor looking, that's
not necessarily the place to look.
In fact, Hilary would say not really.

The

20

few properties that are there, those real estate

21

agents here, how many of you would agree, good deals

22

on the MLS, the ones that hit there, even, are gone

23

really quick.

24

Do you agree with me?

25

AUDIENCE MEMBER:

Yes.
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AUDIENCE MEMBER:

2

KEITH SPERRY:

7/10/2019
Yes.

Because of the competition.

3

Everyone's looking there and if you're doing your job

4

as a real estate agent, you're looking for good deals

5

for --

6

AUDIENCE MEMBER:

7

KEITH SPERRY:

You got it.

So the few that actually hit

8

the market that are really good are gone, so you're

9

not getting those.

10

So where do, does Hilary teach people to go

11

get good deals, and this is how she makes so much

12

money because she knows how to fish in a smaller pond

13

that others don't even know is there.

14

So write this down, shadow inventory.

So

15

instead of going out and just looking for the MLS,

16

looking for those deals that everyone is obviously

17

looking for, because that's where you find houses,

18

just not investor housing most of the time, shadow

19

inventory is made up of three components, primarily.

20
21

Now if you haven't checked out bank property
recently.

22

AUDIENCE MEMBER:

23

KEITH SPERRY:

Yes.

You need to take another look

24

at it.

25

go and ask the teller for their list of foreclosure

Write down REO.

Hilary's not telling you to
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1

properties, because they've got a list that they'll

2

hand you, it's just not the good list.

3

Those are the retreads, the ones that the

4

investors have already looked at and don't want,

5

they'll sell them to you.

6

this.

7

mean it's a good investment for you.

8

AUDIENCE MEMBER:

9

KEITH SPERRY:

So that kind of fits into

Just because a bank has a foreclosure does not

That's right.

Okay.

But the good ones are

10

there.

11

you have throughout this area, they all have good

12

deals right now and some of them have lots of them.

13

Every single bank, even the community banks

So just know this.

Now you have to have

14

cash, write down cash.

15

can't help the bank.

16

it, because the bank's going to sell it to you for

17

this killer price because they need help.

18

If you don't have cash, you

And that's the only way to get

Now why do banks need help?

I want to

19

quickly go through this, but I'm not here to teach,

20

teach you real estate financing or economics course,

21

but here it is.

22

Do you know any bankers, these, banks don't

23

like the FDIC very much.

24

banks and holds their feet to the fire, and I'm glad,

25

right.

The FDIC really regulates

But bankers don't care for them because the
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1

FDIC is brutal.

2

property as a foreclosure, it means someone didn't pay

3

for it.

4

And when banks have to take back a

Even the FDIC is okay with that.

It's like

5

hey, they didn't pay for it, you get your asset back.

6

But it's now called a non-performing asset.

7

And you are not in the home owning business

8

they tell the banks, so you have to get that property

9

off your books and here's the time frame we're going

10

to give you.

11

your books after when we come back, we're going to

12

clobber you with fines.

13

smile on their face.

14

too much.

15
16

And if you're caught with that still on

And they will do that with a

That's why banks don't like them

So banks are not in the home owning
business, they are in the money, what?

17

AUDIENCE MEMBER:

18

KEITH SPERRY:

19
20

Lending.

Laundering -- lending.

Freudian slip right there, oops.
So they do have to get rid of these

21

properties, right.

22

and do, we know how it works, they hire, they hire

23

Susan, real estate agent.

24

sold for us, Susan, get us the top dollar.

25

Susan does, she goes to list it, she gets it listed,

So here's the deal, what they try

Guess what, go get this
Well what
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full price, doesn't sell.

2

So we drop the price, right?

3

sell.

4

So we drop the price again.

5

starting to come close.

6

So we drop the price again.

Still doesn't

Hey, it happens.

Well that timer now is

How many of you agree timing matters in most

7

endeavors that are successful?

8

that?

Do you agree with

9

AUDIENCE MEMBER:

Yes.

10

AUDIENCE MEMBER:

Yes.

11

AUDIENCE MEMBER:

Yes.

12

AUDIENCE MEMBER:

Absolutely.

13

KEITH SPERRY:

And you don't mess around

14

with that timer, because if they get caught, they,

15

there's, they're ruthless, the FDIC.

16

So they don't.

And don't feel bad for the banks, they don't

17

lose money on that property, they just don't make as

18

much as they thought they were going to.

19

How many of you would like to pick up one or

20

two of those properties a year at a fraction of what

21

they're worth?

22

Raise your hands.

Now notice how big the number was, one or

23

two.

24

you probably would need some good fortune, but one or

25

two all of us can do.

That's realistic.

You know, any more than that

And the inventory's there and
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we can do that.

2

AUDIENCE MEMBER:

Right.

3

AUDIENCE MEMBER:

Right.

4

KEITH SPERRY:

I don't come here to say, oh,

5

we're all going to make a million bucks.

6

do that to get you excited to do renovation, then

7

I'm -- go with someone else, because one thing Hilary

8

doesn't teach is get rich quick.

9

not quick, necessarily.

10

If I have to

It's get rich, just

And so just understand, follow basic

11

principles and fundamentals, it will get you where you

12

want to be financially.

That's why rich people do it.

13

So understand, REOs, bank owned properties.

14

Now by the way, and someone asked me this last night,

15

well you keep saying REO, and I think they thought I

16

was going to say Speedwagon next, right.

17

for real estate owned, just, just in case you don't

18

know that, owned by banks.

19

REO stands

Okay, so banks have a problem, they have a

20

need, and you can sort of help them and they'll let

21

you make some money on them.

22

Okay, so number one, bank property.

23

Number two, write down pre-foreclosures.

24

Here's where you get good deals at great prices and

25

make some money and have a good time renovating.
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Once a year, twice a year, it doesn't

2

matter, you'll get the right property at the right

3

price, you'll have a good experience.

4

Pre-foreclosure in this area is more than

5

you think.

6

amazed at the inventory of pre-foreclosures.

7

is pre-foreclosure, it was not foreclosure, obviously,

8

but it's also not short sales.

9

concept.

10

Almost 10 percent, how about that.

I was

Now what

Okay, it's a different

Pre-foreclosure are properties that people

11

own, normal people like us, that were behind and we're

12

not going to be able to catch up for whatever reason.

13

The bank's going to foreclose them.

14

happened yet.

15

AUDIENCE MEMBER:

16

KEITH SPERRY:

It hasn't

Yet.

But they are going to.

And

17

so what we get to do as investors once in awhile and

18

go and say hey, and this takes cash as well to do

19

pre-foreclosures, so write that down, is go and offer

20

a cash buy-out of the property.

21

you because you've got to make money, but you also

22

stop the foreclosure because now you own the property.

It's a great deal for

23

So you clear it out and you own it, get a

24

great buy, and what you get to do is stop them from

25

being foreclosed on.
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Any of you know anybody who has been

2

foreclosed on?

3

over a property, they wipe that family out.

4

over or you take it over, don't take advantage of

5

them, they need help; however, you get in a good

6

enough buy, you can still make money and you get to

7

let them keep a little equity to go and get back on

8

their feet.

9

It's a nightmare.

Banks, if they take
If I take

How many people love being able to help

10

people and still make good money, would you like that?

11

It's one of the best things that the average person

12

doesn't know about.

13

you.

14

all these properties?

People say well, you know, where am I finding

15

Well, you know, they're all over the place.

16

Where?

17

the banks.

18

there.

19

Let me just prove something to

Bank owned properties, oh, I've been to all
Okay, I hope you notice my eye rolling

Pre-foreclosures, well I've checked

20

pre-foreclosures.

21

it's a short sale.

22

pre-foreclosure.

23

pre-foreclosure is.

24

don't even know what it is, you're not going to get

25

any of it?

What's a pre-foreclosure?
No, it's not.

Well

What's a

Well I don't know what a
How many of you agree if you
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Do you agree with that?

2

AUDIENCE MEMBER:

Right.

3

AUDIENCE MEMBER:

Yes.

4

KEITH SPERRY:

So your competition is like

5

not very, as bad, as much as you think.

6

pre-foreclosures, write that down.

7

pick up a property or two.

8
9
10
11

7/10/2019

So

Great place to

Here's another one, write down direct to
seller.

Go direct to sellers.

A lot of things make

up direct to sellers.
Let me start with FSBOs.

Many of you know

12

FSBOs, write down F-S-B-O, for sale by owners.

13

tell you about for sale by owners as an investor,

14

Hilary would say this, you'd be shocked at how many

15

times as long as you go and offer them cash with no

16

commissions and no fees, because that's why they're

17

FSBOs, they will do the deal.

18

Let me

It's just they're, they're, they're locked

19

into I don't want -- I'm not going to pay you fees and

20

commissions, not going to do it.

21

offer them a decent deal, no commission, no fees,

22

you're speaking their language and they do deals.

23

It's amazing.

24
25

So if you go and

So offer them cash deals and you'll be
shocked at how many times it gets accepted, right.

So
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FSBOs, an excellent way to go get properties.

2

Where else?

3

AUDIENCE MEMBER:

4

KEITH SPERRY:

Oh, right down estate sales.
Yes.

Oh, my gosh, in Seattle I was

5

teaching about a month ago and I ran into a couple at

6

the break and we got talking.

7

done three deals in 18 months, they were real proud of

8

it.

9

They were the only three they've ever done, they just

And they said we've

And I'm thinking hey, good for you, you know.

10

retired and they had some time, the next thing they

11

know, they found out they like it.

12

we're making better money than you said we would on

13

your deal here.

14

We're making,

I, I do that on purpose, by the way.

Many

15

times you'll make more money than the deals I'll show

16

you because I like to keep it just kind of low ball,

17

because if you make more money than you think, do you

18

agree you won't be too disappointed?

19

Do you agree with that?

20

AUDIENCE MEMBER:

21

KEITH SPERRY:

22

that.

23

great money.

24
25

Yes.

Yeah, yeah, so just know

But they said hey, we found this deal, made

Do you know where they got the deal?

A

divorce was going on --
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AUDIENCE MEMBER:

2

KEITH SPERRY:

3

divorced.

4

was, how about that.

5

deal.

6

7/10/2019
Yeah.

-- this couple was getting

They couldn't agree on what color the sky
So what happens is they got that

Also write down -- well, elderly parents,

7

elderly parents passing away.

8

example of a couple that did, got a deal through an

9

elderly parent passing away and you know what happens,

Last night had an

10

many times people pass away and they don't have their

11

estate in order, next thing you know it goes to what?

12

AUDIENCE MEMBER:

13

KEITH SPERRY:

Probate.

Probate.

You know what

14

probate's all about, liquidating assets to pay what?

15

Bills.

16

AUDIENCE MEMBER:

17

KEITH SPERRY:

18

Bills.

So, and in there they just,

they liquidate it, it's a fire sale.

19

Now, listen, I don't want to take advantage

20

of anybody, but if, if, if someone's liquidating it

21

and it's a null and official deal, someone's going to

22

get it.

23

another person's opportunity?

How many of you agree one person's problem is

24

Do you agree with that?

25

AUDIENCE MEMBER:

Yes.
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KEITH SPERRY:

2

How are you doing?

3

AUDIENCE MEMBER:

4

KEITH SPERRY:

5

Yeah, no doubt about that.

yesterday's class.
AUDIENCE MEMBER:

7

KEITH SPERRY:

8

AUDIENCE MEMBER:

10
11

KEITH SPERRY:

All right, so I talked to you

yesterday.

13

KEITH SPERRY:

14

AUDIENCE MEMBER:

15

KEITH SPERRY:

isn't your second time around?

18

KEITH SPERRY:

22
23
24
25

Thank you.

Hopefully -- so, so this

AUDIENCE MEMBER:

21

Yes.

Welcome back.

17

20

Well no, I wasn't, I

missed yesterday's class.

AUDIENCE MEMBER:

19

Yes.

Wow, this must be --

12

16

Sorry.

Don't be sorry, you were at

6

9

7/10/2019

No.

You were just out in the

parking lot.
AUDIENCE MEMBER:

I was, I missed -- I

missed the meeting.
KEITH SPERRY:

Well, glad I was right, I

thought I was going crazy (inaudible).
So, anyway, estate sales, how about that.
It's, it's really a great place to pick up.
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And there's, there's all kinds of other

2

things.

3

of course, I mean there's a lot of reasons why people

4

sell and you get them at great prices.

5

People go through bankruptcy, tax problems,

So don't fish in the same pond everyone else

6

is fishing.

7

that everyone else isn't getting.

8
9

Then you'll find yourself getting deals

Think out of the box, how about that for a
pretty good cliche way to talk about it.

Find good

10

deals, get your deal or two this year and go get

11

great ones, right.

12

picky on which ones you do and what ones you don't,

13

right.

14

Then you can be a little bit

So number one thing, you have to know how to

15

find the deals.

16

on?

Can we all agree with that and move

Say yes.

17

AUDIENCE MEMBER:

18

KEITH SPERRY:

Yes.

Okay.

Now when you find the

19

deal that you think is a good deal, don't buy it until

20

you know it's a good deal.

21

in deals and I mean smart people, people way smarter

22

than me, some of the smartest people I know, I call

23

them doctors, right, I don't necessarily call them

24

good golfers, I play golf with them, and they use --

25

they know what I do and they usually end up, you know,

So many times people get
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you've got to help me.

2

I was like how's that?

Oh, I got into a deal, you've got to get me

3

out.

4

said it was a good deal.

5

7/10/2019

Why did you buy that place?

Because someone

I wanted to say do you know how dumb you

6

look right now, like you're so smart, you're a doctor.

7

It's like how many of you agree no one cares more for

8

your money than you?

9

Do you agree with that?

10

AUDIENCE MEMBER:

11

KEITH SPERRY:

Yes.

So why don't you know it's a

12

good deal?

13

biggest reasons why people aren't doing it is because

14

of the money, and I know I don't know what I'm doing

15

so I don't want to go lose money.

16

So how do you know that?

One of the

Well what was it to get this, 154,000, it's

17

bank property.

18

average family, if they go and invest 154,000 and go

19

make that 69,000 now, families can use that 69 grand?

20

154,000.

How many of you agree the

How many of you agree if I gave all of you

21

69,000 dollars cash today, how many of you would

22

agree, even if I just did it once, don't ask me again,

23

I'm just going to do it today, right, I'm going to

24

give you all 69,000 dollars cash, would that change

25

your life; yes or no?
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AUDIENCE MEMBER:

Yes.

2

AUDIENCE MEMBER:

Yes.

3

KEITH SPERRY:

4

7/10/2019

A little 69 grand change your

life.

5

So most people would say yes, I want to go

6

make that 69,000, but I've got to put up 154,000 cash

7

to do it?

8

family loses 154,000, that will sting for a long time;

9

yes or no?

How many of you agree that if the average

10

AUDIENCE MEMBER:

11

KEITH SPERRY:

Yes.

So they don't.

There goes

12

the law on competition right there, they don't do it,

13

because as much as they could use it, they can't

14

afford that and they know they don't know what they're

15

doing.

16

I get that.
So here let me just say something, and this

17

is a big statement so I'll back it up, it's my

18

opinion, and I do it, I know, this is the least risky

19

thing you can do with your money that has upside

20

growth, the least risky thing.

21

average person doesn't know, if you knew how not risky

22

this is, you'd be doing it all day long.

23

That's what the

Why, why is it not risky?

Well let me just

24

put it this way, first off, before you ever buy a

25

property for 154,000 or 100,000 or whatever thousand,
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7/10/2019

1

make sure you know it's going to make you money

2

renovating it or not.

3
4

Do you agree in the perfect world you'd want
to know that; yes or no?

5

AUDIENCE MEMBER:

Yes.

6

AUDIENCE MEMBER:

Yes.

7

KEITH SPERRY:

8

without a crystal ball?

9

And how do you do that

Here's what I'm going to teach you.

Always,

10

yes, let me get into this more, the fine-tuning here,

11

Hilary always runs the numbers.

12

Everybody say run the numbers.

13

AUDIENCE MEMBER:

14

KEITH SPERRY:

15

time, everybody, run the numbers.

And let me try it one more

16

AUDIENCE MEMBER:

17

KEITH SPERRY:

18
19

Run the numbers.

Run the numbers.

There you go, you guys are

teachable, how about that.
Running the numbers will tell you before you

20

ever invest a dime if it's a good deal, you'll make

21

money or not, because there are bad deals out there

22

that you will not make money on.

23

much time and too much money and they're not ever

24

going to make you money or they'll drive you crazy

25

doing it, so you don't want to do those properties.

They'll take too
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So how do you get to that place so the

2

numbers can make the decision to do it, because you

3

don't -- Hilary doesn't make the decision to renovate

4

that house, the numbers make the decision to renovate

5

that house.

6

It's simple, so what numbers do you have

7

which makes it a logical decision, not an emotional

8

decision.

9

How many people would love to have the

10

numbers make the decision to do a deal or pass and

11

have it be based on logic, not emotion?

12

like that?

13

AUDIENCE MEMBER:

Uh-huh.

14

AUDIENCE MEMBER:

Sure.

15

AUDIENCE MEMBER:

Uh-huh.

16

KEITH SPERRY:

17

is going well.

18

classroom.

19
20

Would you

Six of you, all right.

This

Wow, a lot of energy in this

I'm trying.

So, that's all right, I didn't pass out
pom-poms at the door, so let's try and stick with it.

21

First thing you have to get to, I hope I'm

22

not boring too many of you all, although it looks like

23

I'm pretty much doing that, those of you who are

24

enjoying the class, raise your hands, are you enjoying

25

it?

Great.
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Then let's do this, write this down, write

2

down current fair market value.

3

number accurate so you can go out and know if it's a

4

good deal or not.

You have to get that

5

Now I ask people how would you know, knowing

6

what you know now, which clearly isn't enough or you'd

7

be doing some deals, how would you figure out the

8

value of a property knowing what you know now before

9

you buy it?

10

AUDIENCE MEMBER:

11

KEITH SPERRY:

Comps.

Comps, too.

Now, now, see, I

12

did this last night only I said I bet -- I went up to

13

her and I whispered there and I said I bet you

14

10,000 dollars someone says comps.

15

bet.

16

class saying comps because that's the crutch.

17
18

Well that's a safe

I have a zero percent chance of no one in this

Now do you need comps?

Yes, obviously.

But

can comps be wrong?

19

AUDIENCE MEMBER:

Yes.

20

AUDIENCE MEMBER:

Uh-huh.

21

KEITH SPERRY:

There's the problem.

How

22

many times I've had people lose money on renovations

23

and they go I ran the comps.

24

mean that's kind of amateur hour.

25

need comps, I don't need to negate that, but there's

That's not enough.

I

Although you do
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2
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more to it.
So current fair market value is variables,

3

one which is comps, by the way, but the other two are

4

important, too, just to make sure.

5

variables through a 5th grade math formula, that's why

6

I'm so good at it, and it spits out a solution.

You run the three

7

Do you know what the solution says, real

8

simply, no emotion, just logic, here's what you're

9

going to be able to sell the property for once it's

10
11
12

renovated.
Is that an important number to know before
you buy it?

13

AUDIENCE MEMBER:

14

KEITH SPERRY:

15

Yes.

What am I going to really

realistically sell it for after renovation; yes or no?

16

AUDIENCE MEMBER:

17

KEITH SPERRY:

Yes.

Now, renovation, what, what

18

do you mean it's been renovated; to whose standards,

19

yours, mine, Hilary's?

20

least renovate it nice enough that people would want

21

to buy it?

Can we all agree we need to at

22

AUDIENCE MEMBER:

23

KEITH SPERRY:

Yes.

Okay.

But that's called the

24

rental standard, write that term down.

25

standard is that sweet spot where it has been

The rental

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Fredericksburg, VA
July 10, 2019

EX 21, p. 73

Case 2:19-cv-00713-DAK-EJF Document 12-19 Filed 09/30/19 Page 75 of 199

74

Rules of Renovation Workshop
Zurixx

7/10/2019

1

renovated enough that you're going to draw interest,

2

but not renovated too much.

3

Why can't you renovate a property too much?

4

AUDIENCE MEMBER:

5

KEITH SPERRY:

6

Because they won't pay you

for it.

7

AUDIENCE MEMBER:

8

KEITH SPERRY:

9
10

Over --

crazy, ooh, ahh.

They won't pay for it.

They'll ooh and ahh like

No, no, no, you have to pay me for

all this, don't be doing no oohing and ahhing here.

11

So we all know someone who has over

12

renovated and I know why they over renovated, because

13

actually it kind of makes sense, they over renovate

14

because they want to make it super nice so it sells

15

quickly.

16

get top dollar for it, all of which I think makes

17

sense, right up until I say well you were there

18

12,000 dollars ago.

They want to make it really nice so they can

19

AUDIENCE MEMBER:

20

KEITH SPERRY:

Yeah.

But they don't know where

21

that renovation standard -- the rental standard is, so

22

they go right on past it without even knowing,

23

throwing money away.

24
25

So here what it is, current fair market
value is the sweet spot.

The number on this property

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Fredericksburg, VA
July 10, 2019

EX 21, p. 74

Case 2:19-cv-00713-DAK-EJF Document 12-19 Filed 09/30/19 Page 76 of 199

75

Rules of Renovation Workshop
Zurixx

7/10/2019

1

here, and this is a nice place, it's not lavish, but

2

where it says 20 minutes from here, 289,000 dollars.

3

If that doesn't sell for 305, I would be

4

shocked.

5

guarantee that it's going to sell for 305.

6

it and I'm smart and I'm good at this?

7

probably will.

8

sleep well at night before I invest 154,000.

9

It's a nice place.

However, I can't
Do I think

Yes, so it

But probably doesn't quite make me

Can we all agree with that?

10

AUDIENCE MEMBER:

11

KEITH SPERRY:

Yes.

So I don't quite know.

Well

12

run current fair market value, it's a low ball figure,

13

what you can count on this is going to sell for, at

14

the least.

15

That's 289.

Well, run your numbers off of that low ball

16

figure, it's going to sell for 3, 305, I'm telling you

17

it is, and when that happens, you just made an extra

18

16 grand.

19
20

Can we all agree we won't be upset at that?
Say yes.

21

AUDIENCE MEMBER:

Yes.

22

AUDIENCE MEMBER:

Yes.

23

KEITH SPERRY:

Okay, so here it is, run the

24

numbers off of 289.

25

ever invest a dime of your money, ever, that's why

Guess what we know now before we
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1

it's the least risky thing you can do with your money,

2

number one, now you know that number's accurate, you

3

now know what you're going to pay for the property

4

before you buy it; yes or no?

5

AUDIENCE MEMBER:

6

KEITH SPERRY:

7

Okay.

Now we know what it's

going to sell for, at least, conservatively, low ball.

8
9

Yes.

Can we now figure our closing costs on it;
yes or no?

10

AUDIENCE MEMBER:

11

KEITH SPERRY:

Yes.

Sure, absolutely.

If we

12

borrow the 154,000, because that's still a chunk of

13

change, right, for most people?

14

borrow 154,000 to do it, do we know what someone's

15

going to charge us in interest; yes or no?

16

AUDIENCE MEMBER:

17

KEITH SPERRY:

18

Yes.

Okay.

So we know our

financing costs before we even buy it.

19
20

Do we know before we

Should we know what our renovation costs is
going to be before we buy it?

21

AUDIENCE MEMBER:

Yes.

22

AUDIENCE MEMBER:

Yes.

23

KEITH SPERRY:

Boy, if we don't know that,

24

you are gambling, you know.

25

right.

You have to know that,
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So here's the deal.

7/10/2019
You have to run what's

2

called renovation analysis, it's fancy term, but write

3

it down.

4

fancy term, but a basic concept, it is a walk-through

5

of the property, it's kind of a Reader's Digest

6

version here, walk-through of the property, room to

7

room to room with a qualified professional such as a

8

contractor -- or an AT&T representative, right, who

9

wants pizza?

Renovation analysis is a basic concept,

Anybody?

10

AUDIENCE MEMBER:

11

KEITH SPERRY:

I ordered two of them.

An architect would work with

12

the walk-through as well.

13

room to room and they say that's got to be fixed,

14

that's got to be fixed, that's got to be fixed, that's

15

got to be fixed to get it to the rental standard.

And they go room to room to

16

Does that make sense so far?

17

AUDIENCE MEMBER:

18

KEITH SPERRY:

Yes.

Okay.

Average time

19

commitment on an average, and the key word there is

20

average, I guess, write down 60 minutes.

21

good at this.

22

this in their sleep.

23

And they're

You know, they do this, they can do

And what they do at the end is they say, you

24

know, hey, you know, there you go, there's a list of

25

everything that needs to be done and they tell you how
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1

much it's going to be because they know how to figure

2

that, you don't have to go figure that out.

3

So there's another thing, they tell you how

4

much to plan to plan on all these things take, taking

5

to get it, to get renovated.

6

So (inaudible), how many of you agree we now

7

have an educated assessment of what we're in for on

8

renovation costs; yes or no?

9
10
11
12

AUDIENCE MEMBER:
KEITH SPERRY:

Yes.

But we still don't put that

number down.
Now one of the best parts about this

13

property and why it's on this list and why you need to

14

have this be a factor in why you're going to buy that

15

house to renovate or not is the renovation costs was

16

awesome on this.

45,000 dollars was it.

17

AUDIENCE MEMBER:

18

KEITH SPERRY:

Oh, wow.

I can pick it up for 154 and

19

I only need 45 grand.

20

than it is.

21

re -- you rarely can read books by their covers; do

22

you agree with this?

Why?

Because it looks worse

How many of you agree you can't always

23

AUDIENCE MEMBER:

Right.

24

AUDIENCE MEMBER:

Yes.

25

KEITH SPERRY:

Foundation was solid.

The
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1

roof was solid.

2

AUDIENCE MEMBER:

3

KEITH SPERRY:

4

7/10/2019

That's good.

The HVAC system was replaced

five years ago.

5

The hairy big expensive stuff that can

6

clobber a budget was not problematic.

7

bad.

8

do we need to modernize the fixtures and the floor

9

plan by taking out some walls; absolutely.

10

Some landscaping needed; yes.

It just looked

Paint, flooring,

But those

are not expensive things to do.

11

AUDIENCE MEMBER:

12

KEITH SPERRY:

Right.

45,000 dollars, but we don't

13

put that down on the budget, on the worksheet to

14

determine am I buying this deal or not.

15

know why, because can things happen in renovations

16

sometimes that you couldn't possibly plan on?

17

AUDIENCE MEMBER:

18

KEITH SPERRY:

19

AUDIENCE MEMBER:

20

KEITH SPERRY:

21

afternoon, right there.

22

buffer.

Why?

We all

Yeah.

Say yeah.
Yes.

Best response I've gotten all
Hilary says always put in a

Everyone say buffer.

23

AUDIENCE MEMBER:

24

KEITH SPERRY:

25

Now she's not saying, in fact she'll tell

Buffer.

Write down 20 percent.
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1

you this, more times than not that contractor

2

assessment, renovation analysis will be accurate.

3

Sometimes things fall through the cracks and how nice

4

it is when you've got an extra almost 10,000 dollars

5

that is not spent, just budgeted, and so most of the

6

time you give some of it back at closing, but how

7

about this, when they say oh, I didn't see this in the

8

bathroom, you need another 2,500, guess who doesn't

9

have to reach for your wallet?

10

You.

The money's

already there.

11

How many of you think that would be pretty

12

cool to not have to reach for your wallet all the time

13

and already have it budgeted?

14

AUDIENCE MEMBER:

15

KEITH SPERRY:

Say yes.

Yes.

So it's pretty, it's a

16

conservative way to do it, but it's a great way to

17

have less stress.

18

So here's what we know before we even buy a

19

property.

20

any of you, here we go.

21
22

25

Sorry.

We need to know, well, we know how much
we're going to pay for it before we buy it; yes.

23
24

Everybody right here, don't mean to scare

Do we know our closing costs before we buy
it?

Yes.
Do we know our financing costs before we buy
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it?

2
3

7/10/2019
Yes.
Do we know our renovation costs with a
buffer before we buy it?

4

AUDIENCE MEMBER:

5

KEITH SPERRY:

6

so go ahead and buy it.

7

not know, that's why they're so afraid it's so risky.

8
9

Yes.

Yes.

We know those things,

This is what the amateur does

If you run those hard costs and fixed
expenses with buffers against the low ball sales

10

price, all -- you know, the value of the price, guess

11

what, it spits out a number.

12

Do you know what the number says?

Yea or

13

nay?

14

the property says hey, it's a low ball, it's probably

15

going to sell for more, but understand this, it says

16

there's money to be made or not.

17

Yeah, that's it, that's it.

Comparable value of

How many people would love to have the

18

numbers tell you logically this is a good deal or not?

19

Would you all like that?

20

AUDIENCE MEMBER:

21

KEITH SPERRY:

22
23

Yes.

All before you ever invest a

dime of your money.
So I'm like I'm just not scared.

So anyway,

24

first thing you have to know how to do to renovate

25

even one property, you have to know how to find the
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right property.

Everyone say yes.

2

AUDIENCE MEMBER:

3

KEITH SPERRY:

4

7/10/2019

Yes.

Then you have to know how to

run the what?

5

AUDIENCE MEMBER:

6

KEITH SPERRY:

Numbers.

Okay.

Now when the numbers

7

come back and say this is a good deal, time for

8

yapping is over.

9

It's time to take what?

AUDIENCE MEMBER:

10

KEITH SPERRY:

11

write down plan.

12

it?

13

to do.

Action.

Yup.

So write this down,

Where do you start and how do you do

And you've got to learn how to do that and what

14

Hilary, let me tell you a little bit about

15

Hilary, she always starts renovations at the same

16

place.

17

change and floor plans change and landscapes change

18

and all that; what doesn't change is her approach, her

19

system.

20

and that's how she'll do it.

21
22

You don't see that on the show because colors

She always starts here and always ends there

If the house requires that she changes that,
guess what she does not do?

23

AUDIENCE MEMBER:

24

KEITH SPERRY:

25

She doesn't buy it.

She doesn't buy that house,

simple as that.
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It's kind of like a proven recipe in the

2

kitchen.

3

that could cook, whoa.

I don't know about you, but I have a grandma

4

I remember being a young kid and I had food,

5

like -- I mean I know it, but I mean comfort food like

6

you wouldn't believe.

7

and quite some time, but I asked my mom recently, gee,

8

do we have any of those recipes for this and that and

9

she goes oh, yeah, I've got them, in my grandmother's

10

own handwriting.

She's been, she's passed on,

How cool is that?

11

AUDIENCE MEMBER:

Oh, wow.

12

AUDIENCE MEMBER:

Wow.

13

KEITH SPERRY:

Kind of cool.

So I decided

14

just to take up cooking, although I'm not a good cook.

15

I enjoy it.

16

And do you know what I found out, as long as

17

I have a proven recipe, I mean I think some of these

18

recipes my grandmother was given by like her mom, so I

19

mean it's long time proven to work, if I follow that

20

proven recipe, do you know what I know before I even

21

start, as long as I follow that recipe?

22

AUDIENCE MEMBER:

23

KEITH SPERRY:

It will come out.

There you go.

How many of

24

you can see the analogy or the parallel there?

25

many of you would love to have a proven recipe so you

How
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1

don't have to wonder how it's going to turn out?

2

know if you follow your directions, it's going to turn

3

out the way you want it to turn out.

4

if you think that would be kind of nice.

5

hands up.

6

(inaudible).

7

That's the important one.

You

Raise your hand
Keep your

So put down plan

Next thing you need to know is where your

8

buyer is, so write down buyers.

9

Hilary's taken care of is the buyer, once you're

And one thing

10

plugged into the system that I'm kind of quickly going

11

through, buyers are already there.

12

If you do these things I'm teaching you, you

13

don't get stuck with properties, because I hear that,

14

what if I fix it up and I can't sell it.

15

to get stuck with it.

16

I don't want

I'm with you there, right.

But if that were to happen, then you didn't

17

follow the recipe, because if that happens, let me

18

tell you why people get stuck with property, because

19

they bought it at their own price.

20

how to do that, you didn't know how to run what's

21

called maximum allowable offer, write that down, MAO,

22

maximum allowable offer.

23

You didn't know

There is a point where you need to run it

24

through this 5th grade math formula and it will only

25

allow you to pay this much for that property.
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1

Anything more than that you're in jeopardy of not

2

making money or losing money, so you don't do that.

3

So if you ever get into a property and you

4

can't sell it, it just means you, you were winging it

5

and didn't work, because can we all agree, if you buy

6

it at the right price, you're capable of selling it

7

for less and still making your margins and profit; yes

8

or no?

9
10

AUDIENCE MEMBER:
KEITH SPERRY:

Yes.

And that sells, you know

11

that, you know, if it's priced right, it sells fast,

12

especially if you're doing the right things to it.

13

How many of you would love to know how to

14

renovate it like Hilary does and know what to do to it

15

to make it sell quicker to have those hot button items

16

put in there, would you like that?

17

AUDIENCE MEMBER:

18

KEITH SPERRY:

Yes.

Makes it sell faster.

When

19

they open up that door they go wow, look at this, and

20

it's less than the other one.

21

sold, right.

22

Okay.

Oh, my gosh, done,

Now let's say this, let's say, going

23

to come over here.

24

tell you what, Darren found this property.

25

smart guy.

Darren, how are you doing.

Let me

Darren's a

When I asked why aren't you doing the
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1

deals, Darren did the work (inaudible).

2

not say because I don't know how or I'm scared or I

3

don't have a plan, right, I don't know how to run the

4

numbers.

5

do all of that.

6

example is the 154,000 dollars.

7

He didn't say any of that.

Darren did

He knows how to

But what he doesn't have in this

So if it's not one thing, it's another, for

8

some people it's both.

9

have the money or have the money and don't know how

10

and all that kind of stuff.

11
12

So in your case, Darren, you say well I
don't have the 154,000.

13
14

You either know how or don't

Do you agree that's a common problem?

Say

yes.

15

AUDIENCE MEMBER:

16

KEITH SPERRY:

Yes.

So where does the average

17

person go get 154,000 to go play this game?

18

I know all of you want to do it or you wouldn't be

19

here.

20

AUDIENCE MEMBER:

21

KEITH SPERRY:

Right.

Come on,

Banks.

Banks, there you go, let's

22

make a list, banks, investors, someone like me, or

23

Hilary.

24

I've got it, but I'm going to make sure you know what

25

you're doing because this is not winging it on my

Let me tell you what, if I lend you the 154,
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7/10/2019
What, what are you going to go do, you know,

3

I'm not that guy, no.

You either know how to do it -- I don't want

4

to see that or I'm not loaning you the money.

5

I do loan you the money, if I see you know how to do

6

it, I want 50, I want 50 percent.

7

write the check, that's it, and at closing we split

8

it.

9

And if

You do the work, I

Now some people think that's a lot of money.

10

Well then don't do it.

11

nothing?

Do you agree something means

12

AUDIENCE MEMBER:

13

KEITH SPERRY:

Yes.

Okay.

So there's an option.

14

We're going to put in investors, we're going to put in

15

banks, although I don't know about your bank, but

16

here's my how my bank lends money to people like us,

17

prove to me you don't need the money first.

18

AUDIENCE MEMBER:

19

KEITH SPERRY:

Right.

It's like well I wouldn't be

20

here if I didn't need it.

21

that's how banks work, but I'm going to put them on

22

the list.

23

have a better chance robbing the bank than actually

24

getting a loan, although don't write that one down.

25

Just joking, right.

Banks are so backwards, but

Banks is where most people go.

I think you
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2

Banks where normal people go, average
people.

Investors.

3

Any others?

4

AUDIENCE MEMBER:

5

KEITH SPERRY:

6

go.

7

this area.

That's probably the one I'm hearing more of in

AUDIENCE MEMBER:

9

KEITH SPERRY:

Family.

Family, just not my family,

just know that, right.

11

AUDIENCE MEMBER:

12

KEITH SPERRY:

13

them on the list, right.

14

hard money lenders.

15

Hard money lenders.

Hard money lenders, there you

8

10

7/10/2019

Not mine, either.

However we're going to put
Family.

Banks, investors,

How about personal equity?

Maybe you have a

16

home that you've got some equity in, I could put it up

17

as collateral, I love that.

18

of the house.

19

excitement.

However, there's an asterisk on my

20

AUDIENCE MEMBER:

21

KEITH SPERRY:

22

Uh-huh.

Make sure you know what

you're doing before you go do that.

23

AUDIENCE MEMBER:

24

KEITH SPERRY:

25

Get that debt equity out

Yes.

Because if you don't know how

to do it, the last thing I want you to do is put your
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1

house up on, for collateral on this bank property

2

because the bank's going to end up with two houses,

3

how about that?

4
5

Do you agree you should be careful with that
one?

Say yes.

6

AUDIENCE MEMBER:

7

KEITH SPERRY:

Yes.

So just know when I say yeah,

8

do that, that's after you know how to do that, because

9

it is a great way to get that money working for you at

10

five times the rate that you're getting right now.

11

So a lot of options to get money.

I'm going

12

to highlight hard money for a second.

13

write this down, if you have not used hard money

14

before, in this area, especially if you're new to it,

15

you'll pay 11 to 18 percent, plus points.

16

a point's a fancy term for a percent, it's just an

17

extra percent.

18

the interest.

19

In this area,

A point is,

In this area, 2 to 6 points on top of

So these hard money lenders get their cake

20

and eat it, too.

21

we've got here is a house that's got 69,000 dollars

22

profit in it and, Darren, if you can't come up with

23

the money or don't want to or whatever your reason is,

24

you're still a good person, but you won't make the

25

money.

But it accomplishes the goal.

What
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Will someone make the money?

2

AUDIENCE MEMBER:

Yes.

3

AUDIENCE MEMBER:

Yes.

4

KEITH SPERRY:

Why not you?

7/10/2019

That's the

5

question I ask people all the time, why not you?

6

you know how to do it, okay, but if you know how to do

7

it, why would you be afraid of it, whether or not it's

8

money.

9

Okay, let's talk about this.

If

Here's the

10

deal.

11

buy this place or you can't.

12

family, they said no.

13

the bank said no, you don't know someone like me who

14

can write a 154,000 dollar check, so you're down to

15

two options, one is not do it and make zero, which

16

isn't a very good option, or go to Juanita hard money

17

lenders.

18

You need to go out and get 154,000 dollars to
So you went to your

You don't own your own home,

Big money Juanita they call her.

She made

19

you -- no, listen, she's not negotiating, but she's

20

letting you know, I've got your 154, don't worry about

21

that, I want 14 percent and 4 points.

Let me know.

22

Well that's a fancy way to say 18 percent.

23

So of course, you know, Darren's going gosh, I don't

24

want to pay 18 percent.

25

options are worse, you make zero.

I get it, however your other

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Fredericksburg, VA
July 10, 2019

EX 21, p. 90

Case 2:19-cv-00713-DAK-EJF Document 12-19 Filed 09/30/19 Page 92 of 199

91

Rules of Renovation Workshop
Zurixx
1

7/10/2019
So you call her up and you say Juanita, I'll

2

take it.

3

short-term loan.

4

It's a great country, isn't it?

Juanita's made really good money on a very
Juanita, congratulations to you.

5

AUDIENCE MEMBER:

6

KEITH SPERRY:

It sure is.

Yep.

You know that, right

7

there.

8

her.

9

you, you've got to do the work, there's really good

10

She got you in, she's making great money, but

money to make.

11
12

However Darren, you just made more money than

Would you agree that was a win/win; yes or
no?

13

AUDIENCE MEMBER:

14

KEITH SPERRY:

Yes.

Okay.

Here's a better

15

option, write down private lender.

16

will learn how to do it right, Hilary's got over

17

100 different lenders that her students have access

18

to.

19

because of Hilary's strength, she's got so many

20

students doing it, she negotiated a pretty sweet deal

21

for you students, it's not based on your credit or

22

your income.

23

As long as you

They're not banks, and my favorite part is

Now I know for many of you you've got great

24

credit and you've got great income, that's great.

25

how many of you would love to be able to have access

But
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1

to real money to do a deal like this and not have it

2

just be on your credit and your income?

3

like that?

4

AUDIENCE MEMBER:

5

KEITH SPERRY:

Would you

Yes.

Well, what's the playing

6

field?

7

it's a good deal, they'll loan you money.

8

not, they won't, even if you're in her program.

9

Do you know what it's based on?

The deal.

If

If it's

Now what they do insist on is that you learn

10

how to do it right, because like me, I'm not going to

11

loan you money if you don't know what you're doing.

12

AUDIENCE MEMBER:

13

KEITH SPERRY:

Right.

That's just not a good risk.

14

But they mitigate risk differently than banks.

15

not credit, it's not FICA scores, it's not debt to

16

income ratios, it's the deal, but you do have to do it

17

Hilary's way.

18

It's

If you don't do it Hilary's way, I still

19

like you, but we can't get you the funding.

20

got to go find your own funding.

You've

21

So understand this, if you don't learn how

22

to do it right, it's kind of based on, I don't know,

23

science, science says, what it is, cause and effect,

24

right.

25

action, you will get the right, what?

Cause and effect says if you take the right
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AUDIENCE MEMBER:

2

KEITH SPERRY:

7/10/2019
Result.

Result.

So here's the deal.

3

You will learn how to find the right properties, you

4

will learn how to run the right numbers, and then you

5

will learn how to implement the right plan.

6

are not a risk because they know what the result's

7

going to be.

8

Does that make sense?

9

AUDIENCE MEMBER:

10
11
12

KEITH SPERRY:

Then you

Yes.

So guess what, they loan you

the money not based on credit and income.
Now if you want to use your own money, I

13

don't care, some of you, I already got somebody

14

rolling their eyes at me and I say welcome, right,

15

welcome to Fredericksburg.

16

you want to use your own money, go ahead and use your

17

own money.

18

want to use your own money, go do it.

19

Yeah.

I just say that, if

We, we, this is not a requirement.

If you

But do you need to know what you're doing

20

even with your own money so you don't lose your time

21

and your money?

Yes or no?

22

AUDIENCE MEMBER:

23

KEITH SPERRY:

Yes.

So write this down, write

24

down the accelerator.

25

training, it's proven, it's tested, why we guarantee

The accelerator is Hilary's
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1

it.

2

We'll, we'll put our money where our mouth is.

3

going to teach you how to find these properties.

4

We're going to teach you how to do it right.
We're

Let me just tell you something, we know

5

where these properties are.

6

the yard, but they're great opportunities for you.

7

How many of you would love to know where

They don't have signs in

8

these properties are right off the bat so you can get

9

in the right properties?

Say yes.

10

AUDIENCE MEMBER:

11

KEITH SPERRY:

Yes.

Let us teach you.

Let us

12

show you how to run those numbers so you're not a

13

liability and let us show you how to follow her recipe

14

so you know before you start, if you do it, how it's

15

going to turn out.

16

that makes sense, because it does.

17

I'm not even going to ask you if

Now, now you have the funding, also, Darren,

18

so guess what, you have the 154,000.

19

the accelerator, by the way, and it's a training, it's

20

not like this class, by the way, this class is too

21

big, too many people in this class.

Now the days of

22

How many of you agree if you, if you put too

23

many students in a classroom, the learning can suffer?

24

Do you agree with that?

25

AUDIENCE MEMBER:

Yes.
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AUDIENCE MEMBER:

2

KEITH SPERRY:

7/10/2019
Yeah.

How many, how many school

3

teachers I've had tell me I'm a great teacher unless

4

you put too many kids in my class because then I'm not

5

and it's not my fault.

6

I'm with you.

So we don't over stuff the training class

7

because you're going to need some one-on-one time.

8

don't know about you, but me, I'm a slow learner.

9

I've got to have it -- please, would you repeat that,

I

10

would you help me again, that's how -- once I get it

11

it's like ding, ding, ding, ding, ding, ding, ding.

12

AUDIENCE MEMBER:

13

KEITH SPERRY:

Yeah.

So understand, the dates of

14

the training, write this down, and we're not teaching

15

algebra at this class, by the way, write down the

16

19th, 20th and 21st, and that is in July.

17

letting the grass grow.

18

uh-uh, no negative Nellies.

19

enrolling you in this class, just know that.

20
21

We're not

And no negative Nellies,
The eye roller, I'm not

How many of you like being around positive
like-minded people?

Do you like that?

22

AUDIENCE MEMBER:

23

KEITH SPERRY:

Yes.

Oh, my gosh, let me tell you

24

about why I mentioned we're not teaching you algebra,

25

how many of you agree it's usually easier and more fun
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to learn a topic if you're interested in the topic?

2

Do you agree with that?

3

AUDIENCE MEMBER:

Yes.

4

AUDIENCE MEMBER:

Yes.

5

KEITH SPERRY:

Okay, now here's the best

6

part, now you'll know where to look and how to find

7

properties, you're not going to drive by them anymore

8

like you do now, not even notice them, you're going to

9

know where to find the deals and how to run the

10

numbers and what to do with the deals and you have the

11

funding, now you've qualified for the money on top of

12

it.

13

My favorite part about the funding, well I

14

like the fact that it's not based on credit, income, I

15

like that, but my favorite part is on, on a

16

renovation, fix and flip fund, they will, well you

17

don't have to pay it back until you close your deal.

18

So when you sell it, they get paid.

19

How many of you would love to be able to

20

have the money up front with no monthly payments while

21

you're doing it and then when you sell it and close

22

it, then you, then they get to make their money after

23

you've made yours?

How many of you would love to do

24

it on those terms?

Say yes.

25

AUDIENCE MEMBER:

Yes.
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Raise your hands, I've got to

2

see this, yes.

3

part, when Darren went to Juanita and said hey, I need

4

154,000, Juanita lent him the money.

5

rate that Juanita lent the money at?

6

AUDIENCE MEMBER:

7

KEITH SPERRY:

8
9
10
11

Okay, now here's my other favorite

What was the

18.

Okay, 14 and 4, right.

But

she lent him 154,000, which was the purchase price.
AUDIENCE MEMBER:
KEITH SPERRY:

Uh-huh.

Do you know what she did not

lend Darren?

12

AUDIENCE MEMBER:

13

KEITH SPERRY:

(Inaudible).

Hard money does not lend for

14

renovations, they don't lend for down-payment, they

15

don't lend for closing capital.

16

out of your pocket.

17

That all has to come

Now not that that's a huge amount, the

18

purchase capital is the big number, to be fair to

19

Juanita, but there's still 65,000 dollars that needs

20

to be funded out of pocket.

21
22

Could that be problematic for some people;
yes or no?

23

AUDIENCE MEMBER:

Yes.

24

AUDIENCE MEMBER:

Yes.

25

KEITH SPERRY:

It looks like well what if I
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1

don't have that 65 grand?

2

there's the average person getting -- well they don't

3

do it, how about if I say that, right.

4

Then you can't do it.

So

They will fund, if you're in Hilary's

5

program, and another good reason to work with us,

6

they'll fund 100 percent of what you need.

7

that down.

8
9

So write

So if you're not flushed with cash right now
yet you know, hey, I can find deals, how many of you

10

do believe in your heart of hearts there are deals

11

around here that if you know what you're doing you can

12

make money on renovating?

13

believe that?

14

AUDIENCE MEMBER:

15

KEITH SPERRY:

Raise your hand.

Do you

Yes.

Keep your hands up.

Let me

16

see who you are.

17

every one of us, right, 100 percent funding and you

18

pay it back when?

Put a half hour radius around here,

19

AUDIENCE MEMBER:

20

KEITH SPERRY:

21

so good.

22

too good to be, what?

(Inaudible).

I mean it's like wow, that is

Oh, that's, that's, I get that.

23

AUDIENCE MEMBER:

True.

24

AUDIENCE MEMBER:

True.

25

KEITH SPERRY:

Oh, that's

Yeah, well here's the deal,
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1

it's not too good to be true and I'll tell you why.

2

They're not stupid.

3

money are big entities, they're not banks, so they get

4

to mitigate risk differently.

5

scores and debt to income ratio.

6

don't.

These people who are lending you

Banks have to do FICA
These entities

7

Have you ever heard of the Blackstone Group?

8

AUDIENCE MEMBER:

Uh-huh.

9

AUDIENCE MEMBER:

Yes.

10

KEITH SPERRY:

Massive money, huge money.

11

They're making so much money fix and flip funding that

12

have you ever heard of Goldman Sachs?

13

AUDIENCE MEMBER:

14

KEITH SPERRY:

Yes.

Okay.

Based on how much

15

money Blackstone was making, so you know what they did

16

16 months ago, bought Genesys Funding, so guess who's

17

in the game now as well?

18

they've got money and they're not stupid with it.

19

They wouldn't lend it to you if it wasn't wise.

20

Don't worry about money,

Here's the reason they're going to lend it

21

to you without all those things.

22

with Hilary and she's proven to work.

23

Plus, there's thousands of students doing deals, so

24

they like the volume.

25

First off, you're
Her way works.

But here's where it's not too good to be

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Fredericksburg, VA
July 10, 2019

EX 21, p. 99

Case 2:19-cv-00713-DAK-EJF Document 12-19 Filed 09/30/19 Page 101 of 199

100

Rules of Renovation Workshop
Zurixx

7/10/2019

1

true, they will double check your deal.

2

step before they cut you that check, they say okay,

3

tentatively we're going to fund your deal but we are

4

going to put eyes on that property just to make sure

5

you haven't made a mistake.

6
7

So the last

How many of you would agree we all are
capable of making mistakes?

8

AUDIENCE MEMBER:

9

KEITH SPERRY:

Yes.

Yes, all of us.

10

if you have, they'll catch it.

11

trouble, but they will not fund the deal.

12

tell you no.

13

Guess what,

Now you're not in
They'll

How many of you would love to have somebody

14

tell you no if they caught a mistake that you didn't

15

catch?

16

AUDIENCE MEMBER:

17

KEITH SPERRY:

18

That would cost you money

later?

19

AUDIENCE MEMBER:

20

KEITH SPERRY:

21

Yes.

your hands.

Yes.

And they saved you?

Raise

Would you like that?

22

AUDIENCE MEMBER:

23

KEITH SPERRY:

Yes.

What a safety net.

It's like

24

a, wow, here's what I say, why are you scared?

25

would you be scared to get your money out there

Why
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1

working and your time working?

2

love to get your money working harder and better and

3

more effectively for you than you are working hard for

4

your money?

Do you agree with that?

5

AUDIENCE MEMBER:

6

KEITH SPERRY:

7

about here.

8

How many of you would

Yes.

That's what we're talking

So, anyway, a lot of benefits.

Now I want to have you watch a video here,

9

it's two minutes long, but it's kind of cute and

10

clever, but it's full of good information on the

11

funding.

12

Write these down, three types of funding you

13

have qualifying -- and this gal last night, I'll tell

14

you what, she's going to be in class and she had

15

funding available to her, but all of the -- you know,

16

there were prepayment penalties like crazy, write down

17

long term.

18

you money long term.

If you're in this program, they'll lend

19

So let's say you fix it up and renovate it

20

but you don't want to sell it and make your one-time

21

40 grand, let's say you want to keep it and make that,

22

I don't know, whatever it makes you as a rental, 800

23

bucks every single month.

24

do it, it's just, I'm like a machine press that's

25

printing money, that's my rentals.

I love that, that's why I

I don't fix
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toilets, I just, I do the high pay-off activity.
How many of you think you could get good at

3

cashing checks?

4

could get good at that?

Raise your hands.

5

AUDIENCE MEMBER:

6

KEITH SPERRY:

Do you think you

Yes.

So here's the point, but to,

7

to start acquiring some of those properties once or

8

twice a year, guess what, you need money to buy and

9

hold those properties.

10

AUDIENCE MEMBER:

11

KEITH SPERRY:

Right.

And if you don't want to have

12

to go to banks and play that awful game, they'll lend

13

you money because you're in this program and you got

14

trained and you're following her way to do it.

15

Now write down 30 year loans, 20 year loans,

16

10 year loans and three year investor loans.

17

there's no prepayment penalty, which means if you get

18

into a 30 year loan as a rental and eight years you

19

get, I don't know what the scenario would be,

20

reassigned at work, okay, they've moved you down to

21

Florida or wherever, I want to sell it.

22

And

Guess what, you don't have a prepayment

23

penalty getting out of the deal.

24

guess what, she had all kinds of prepayment penalties

25

and that, and that -- they're taking advantage of you.

Last night, gal,
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So (inaudible) long-term funding.

2

So those of you who would like to start

3

picking up a few rental properties, how many of you

4

think that would be a pretty good way to get another

5

income stream coming in?

6

have to have money now.

7

Raise your hand, okay.

You

Now also write down midterm, midterm funding

8

is for fixing and flipping.

9

like other entities, they'll lend 100 percent up

And, and listen, again,

10

front, you don't make monthly payments while you're

11

doing it.

12

When do you have to pay them back?

13

AUDIENCE MEMBER:

14

KEITH SPERRY:

Closing.

I love that, that's why I

15

said it for the third time, I love hearing it.

16

like such, it's such a great opportunity.

17

have to pay them until I've made my money, yes, I like

18

that, right.

It's

I don't

19

Write down wholesaling, as well.

20

tell you what you're going to learn how to do in the

21

class, you're going to learn at the accelerator how to

22

find good deals, and they're all over.

23

doesn't mean you can do all of those, because you're

24

just you.

25

Let me

Now that

So let's say you're doing a deal, I keep
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1

picking on you, Susan, let's say Susan's doing the

2

deal and it's going well, you're halfway into it, two

3

months in, got another two months going and you find

4

another property.

5

Well you, being an agent, forget you're an

6

agent, right, because if you're an agent, you would

7

really know what to do with this property, but the

8

average person goes wow, I've found this good deal and

9

I didn't drive by it like everybody else because I

10

knew where to look and how to look and what to look

11

for.

12

You run some numbers and it's another good

13

deal.

14

you, because you're busy.

55 grand can be made on that deal.

15

AUDIENCE MEMBER:

16

KEITH SPERRY:

Not for

Right.

But that means you would do

17

two at the same time.

18

one in your life, you're not going to do two at the

19

same time all of a sudden.

20

AUDIENCE MEMBER:

21

KEITH SPERRY:

It's like no, you haven't done

Correct.

So what does she do with this

22

asset that's going to make someone conservatively

23

55,000 dollars?

24
25

Call me, or call Kim, or call Darren, or big
money Juanita, how about that, right, we have money,
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1

don't worry about that.

2

please call us.

3

Please, do that.

4

good real estate deals, but I don't want to go find

5

them.

6

We want you to call us,

It's -- you're doing us a favor.
I have money and I want to invest in

I want to (inaudible), how about that, or be

7

on my yacht, whatever I do, right.

8

me, you're my bird dog, bring me the good deals, I'll

9

make it worth your while.

But if you call

10

Everyone say finder's fee.

11

AUDIENCE MEMBER:

12

KEITH SPERRY:

Finder's fee.

Now write this down, in this

13

area finder's fees, low end, are going to be 6 grand,

14

high end, 20.

15

my day.

16

You pound no nails, all you do is make

Susan, you call me up -- actually we'll have

17

you call Kim, you call Kim up, Kim's from, I don't

18

know where you're from, Chicago, how about that, she,

19

she doesn't want to move here.

20

good market, I'll put money here if it's a good deal.

21

She, she knows it's a

So you call her up and say hey, I found a

22

good deal, wondered if you want to take it off my

23

plate.

24
25

Let me know, because it will go fast.
Kim says thank you.

her on this.

You don't need to sell

She's, she's not going to take your word

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

Free Workshop - Fredericksburg, VA
July 10, 2019

EX 21, p. 105

Case 2:19-cv-00713-DAK-EJF Document 12-19 Filed 09/30/19 Page 107 of 199

106

Rules of Renovation Workshop
Zurixx

7/10/2019

1

for it, however, she's going to send somebody out and

2

check it out.

3

They go check it out, get back, it's a good

4

deal.

5

says Susan, I'll take the deal.

6

just made, even though you're going to make 45,000,

7

she's going to make 10 grand.

8

times -- or, yeah, five times what you make, she

9

should, she's got to put up the money, she's got to do

10

Well, now what Susan

So she makes five

it.

11
12

Well guess what, Kim calls you right back and

How many people would love to be able to do
that and make 8, 9, 10 grand, once a month?

13

AUDIENCE MEMBER:

14

KEITH SPERRY:

Right.

Raise your hands.

Those of

15

you not raising your hands, oh, that's too good to be

16

true.

17

Skeptics unite.
All I can say is this, we have students and

18

all they do is this, they don't even renovate.

19

they do, they learn in the class, biggest module, how

20

to find the deal.

All

21

But then the next question is this that has

22

to make sense or it doesn't make sense, how did Susan

23

know who Kim was in Chicago?

24

AUDIENCE MEMBER:

25

KEITH SPERRY:

Right.

Write down buyer's tool.

The
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1

buyer's tools technology that Hilary has spent a lot

2

of money on and it's proprietary and none of you have

3

it because the only people that have it are Hilary's

4

students and what you do is you put in the address of

5

the property, the zip code of the property and you

6

know what it does, you know what technology does,

7

boom, there it is, names, phone numbers, buyers, cash

8

buyers, investors.

9

How many of you would love to know who the

10

people are and how to contact them that want you to

11

call them and they're willing to pay you a finder's

12

fee for good deals?

13

like that.

Raise your hands if would you

14

AUDIENCE MEMBER:

15

KEITH SPERRY:

Yes.

So now you're not cold

16

calling people, you know how to find the properties,

17

you know who to call and you make some money.

18

not big money, you only made 10 grand.

19

AUDIENCE MEMBER:

20

KEITH SPERRY:

21

AUDIENCE MEMBER:

22

KEITH SPERRY:

23

It's

Yeah, only.

But 10 grand once a month.
Yes.

How many of you would say

that would be a pretty good extra income stream?

24

AUDIENCE MEMBER:

25

KEITH SPERRY:

Yes.

Yes.

All I'm saying.

You don't
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So, listen, what I'm going to do quickly is
this, here it is, is everybody having a good time?

4

AUDIENCE MEMBER:

Yes.

5

AUDIENCE MEMBER:

Yes.

6

KEITH SPERRY:

Good.

I'm going to play a

7

little video, two minutes now.

8

attention, so take notes, because I'm going to quiz

9

you when I get back.

10

enjoy it.

I want you to pay

It's good stuff, though, so

I'll be back, two minutes.

11

(Whereupon, a video was played.)

12

UNIDENTIFIED MALE:

Because you know people

13

are making money in real estate and you want to get in

14

on the action.

15

TV, maybe they're even friends or relatives.

16

as smart and capable as they are.

17

You've read about them, seen them on
You're

Based on what we know, there are probably

18

two things holding you back, first, you lack the

19

experience or education to know what they know, or

20

you're just not sure where to start in order to access

21

the money you'll need.

22

Either way, we can help.

Our three day

23

investment accelerator will teach you to leverage

24

cutting-edge real estate strategies to generate

25

profits repeatedly and we'll grant you access to our
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1

network of lenders and private investors who are

2

always looking to lend capital on sound real estate

3

deals.

4

Many of our money lenders require you to pay

5

the down-payment, rehab costs and closing costs out of

6

pocket or up front.

7

lenders that will allow you to finance closing costs

8

and fees into the deal and will finance between 80 to

9

100 percent of the rehab.

10

We have relationships with

What this means to you is if you use our

11

lending sources, you could be required to come in with

12

as little as half of what a traditional hard money

13

lender typically requires.

14

100 lenders operate across all 50 States in the U.S.,

15

as well as Canada and the Caribbean, and you can get

16

easy access to this elite group by graduating from the

17

three day real estate investment accelerator.

18

Our network of over

You may be asking yourself why these lenders

19

want to work with me?

20

high-powered professionals are smart, savvy and have

21

their eyes on the prize.

22

they trust to make solid, low risk deals with high

23

potential for return.

24
25

The answer is simple, these

They only invest with people

By the end of our three day investment
accelerator, graduates will have the knowledge,
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1

expertise and training to put together sound,

2

effective loan packages that are custom tailored to

3

appeal to the right lending solutions to fit your

4

needs.

5

We will teach you what to do and what not to

6

do to make sure your deals are profitable and

7

attractive to lenders, whether you're wholesaling,

8

flipping or acquiring income-producing properties.

9

Our lenders lend in any market for qualified

10

deals, allowing you to take quick advantage of

11

opportunities.

12

are highly skilled and disciplined professionals who

13

act as a second set of eyes analyzing your

14

transactions, giving you the added security that

15

you're making a wise investment.

16

Another major benefit, our providers

Graduates of our three day investment

17

accelerator also get unlimited access to the funding

18

hotline for deal analysis, optimize loan placement,

19

expedited processing and answers to all your

20

questions.

21

Closing typically takes place within 30 days

22

and the best part, funding fees are only 4 to

23

6 percent, with average annualized interest of 10 to

24

11 percent.

25

qualify for 100 percent financing, plus based on the

Certain types of transactions can even
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1

shear volume of transactions we process, we're able to

2

pass our preferential rates on to you.

3

And remember, these are paid at closing, not

4

up front.

5

hidden fees.

6

This is truly life-long service with no

Accessing our investor network is just one

7

of the many powerful and proven strategies you will

8

learn at the three day accelerator workshop.

9

So get enrolled in the investment

10

accelerator today, get trained in profit and insure

11

yourself access to the funding that will make it

12

happen.

13

KEITH SPERRY:

One thing I'm just going to

14

lead off here with is this, whom of you believe that

15

education is a big component to success in whatever it

16

is you're doing in life?

17

Do you agree with that?

18

AUDIENCE MEMBER:

19

KEITH SPERRY:

Yes.

Education will never hurt you

20

and if you're going to ever do any renovation or

21

investing or anything of the sort in your life, get

22

educated on it and it will make your job so much

23

easier and more money.

24
25

Education just is, like I said, big in my
family, but it will just always serve you well.
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This network of buyers, I'm here to tell you

2

right now, once we teach you Hilary's way, it's from

3

start to finish setting you up for success, not

4

failure, from little things like, you know, running

5

numbers off the low number, not the high number,

6

hanging the right price for it, running the maximum

7

allowable offer number so you have all of the numbers

8

on your side so when you get to a place when you go to

9

sell it, you're in the right price or you can even

10

sell it at a lower price and still make as much money.

11
12

How many of you would agree that makes
sense, yes?

13

AUDIENCE MEMBER:

14

KEITH SPERRY:

Yes.

So it's just a great, great

15

experience.

16

going to be sitting next to, all walks of life.

17

night, just good people.

18

get better and I can't wait for you to do it.

Let me tell you what, I know who you're
Last

They all decided to learn,

19

Now here's the reality of it, I don't come

20

to twist arms, I'm passionate about this, I hope you

21

can see that, or I really am having an off day.

22

I'm not here inviting all of you to do it.

23

there's just too many of you in this class for that

24

class.

25

But

As I said,

What are the dates for the training, the
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accelerator?

2

AUDIENCE MEMBER:

3

KEITH SPERRY:

19th, 20th and 21st.

I do want to add this, write

4

down 9 to 6.

5

really fun, great, it's a great time.

6

enjoy it.

7

No, it's, it's fun.

8
9

7/10/2019

Yeah, we take breaks, but it's just
You'll actually

Don't think oh, I've got to go to training.
It's really cool.

Also, here, one gal last night had the
prepaid vacation, she goes I'm going on vacation.

We

10

have alternate dates, so I know Summertime we like to

11

have our fun and this is all about advancing our

12

lifestyle, not mit -- minimizing it, so if those dates

13

don't work for you, we can get you an alternate date,

14

so don't let that stop you.

15

So one thing off the, right off the start,

16

when do you have to pay back money if you borrow money

17

from the Hilary network?

18

AUDIENCE MEMBER:

19

KEITH SPERRY:

Closing.

Okay.

Now you saw 10,

20

11 percent, and I answered this question last night,

21

that's on an annual basis when you fix and flip.

22

For example, the average time frame for a

23

student of Hilary's is two to five months, so if you

24

were, let's just say, to have it five months, the

25

annual rate's 10 to 11 percent, so that's less than
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So if you use it for five months, you'll pay
about four and a half percent.

4

AUDIENCE MEMBER:

5

KEITH SPERRY:

Does that make sense?

Yes.

And it's a little less than

6

1 percent a month that you have it.

7

what if I have to -- stuff happens, listen, you have

8

to (inaudible), what if I have to hold it another

9

month.

10

Well all is not lost.

Some people say

You just have to pay

11

a little less than a percent more, I mean if, a little

12

money, but not a lot.

13

So here's the deal, all 50 States.

Now why

14

that matters is because when you go on vacation, I

15

want you to take your business with you.

16

write the rules and I'm not going to get into it, I'm

17

not an accountant, but I'll tell you what my

18

accountant said, if you go to Texas on a vacation and

19

you find a property on vacation and you run some

20

numbers and it's a good deal, will they really fund it

21

on a good deal in Texas even though you live in, you

22

know, Wisconsin?

23

AUDIENCE MEMBER:

24

KEITH SPERRY:

25

I didn't

Yes.

Yes is the answer.

then you're on a business trip.

Okay.

He goes

And what does
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1

that mean?

2

Write that down.

3

or two years, run it as a business and you have all

4

the rights and privileges now.

5

We have to teach you how to set up an LLC.
LLC.

Even if you do one in a year

Now I didn't write the rules, neither did

6

you.

7

the rules say, if you do it that way and you're on

8

vacation, I love to look at a property anyway, I go

9

and look at a property, I'll even run some numbers,

We've got to follow the rules.

Well here's what

10

it's really easy and fun.

11

Believe me, I spend beach time as well as -- well as

12

everyone here, right.

13

I don't do it all the time.

But when I'm in Hawaii, last time I was in

14

Hawaii, I went out and looked through the

15

neighborhoods of really cool, I didn't find any deals,

16

but if I were to find a deal, even in Hawaii, would

17

they fund it on a good deal in Hawaii, yes or no?

18

AUDIENCE MEMBER:

19

KEITH SPERRY:

20

Yes.

So guess what my vacation now

was?

21

AUDIENCE MEMBER:

22

KEITH SPERRY:

23

take advantage of that?

24

write rules, just capitalize on it.

25

up, okay.

A business trip.

How many of you would like to
Raise your hand.

Not, not

Keep your hands

We're going to teach you how to do it, so,
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real legal, right.

2

Now here's how the process works, you find

3

deals, we're going to teach you how to find them.

4

Because are there deals here; yes or no?

5

AUDIENCE MEMBER:

6

KEITH SPERRY:

7

you how to find them.

8

how to run the what?

9

Okay, we're going to teach

Then we're going to teach you

AUDIENCE MEMBER:

10

Yes.

KEITH SPERRY:

Numbers.

Okay, then we're going to

11

teach you to implement the right plan, start to

12

finish.

13

When that happens, call us up, we get the

14

funding for you, not you.

15

100 funding partners every day, not you.

16

not a job you -- what are you going to say to them

17

anyway, right.

18

We deal with these
So that's

We'll get your deal funded and it's like

19

this gal said last night, she goes what, what if they

20

won't fund it.

21

100 funding partners.

22
23

Guess what, it's why we have

How many of you agree we all can be unique
sometimes, yes?

24

AUDIENCE MEMBER:

25

KEITH SPERRY:

Yes.

And we all can put unique
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1

deals together, so if one won't fund it, then we'll

2

get another one.

3

your deal funded, just know that, and we do that, not

4

you, all right.

5

And if they won't fund it, we'll get

So understand this, how much do they charge.

6

Average?

7

for Hilary's students, on average, write down 4 to 6

8

percent.

9

number.

10

Write this down, on the average fix and flip

That's it, on average.

That's an amazing

It's so amazing I have guys, rich people, I

11

was down in Texas, Dallas, the Forth Worth, what is it

12

called, Irving area, it's a pretty fancy part of the

13

metroplex area.

14

executive, retiree, he let me know, he wasn't a jerk,

15

he says he's -- of course he goes I don't need your

16

money.

17

such a good guy and all of a sudden it was so out of

18

character for him to be so pompous and arrogant; and I

19

go well why do you say that?

I had a guy who was an Exxon

And I looked at him and I go, you know, he was

20

And he goes listen, he goes I didn't say I

21

wasn't going to use it, I just said I don't need it.

22

And I go what do you mean?

23

have my money, but it's making 9 and 10 percent in

24

vehicles right now.

25

them for 4 to 5 percent regularly, it would cost me 4

You've lost me.

He goes I

He goes if I can borrow it from
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1

and 5 percent to use my own money, he goes, and I'm

2

not doing that.

3

you're rich, how about that.

4
5

And I go hmm, well I'm -- no wonder

So when I started off the day saying hey, it
takes money to make money, we all agreed with that.

6

AUDIENCE MEMBER:

7

KEITH SPERRY:

8
9
10

Yes.

Then I said just not your

money.
AUDIENCE MEMBER:
KEITH SPERRY:

Uh-huh.

People ask me all the time,

11

how does a kid raised by a single mom get to where I

12

am, which is, you know, I've got a little something

13

now and I like that.

14

AUDIENCE MEMBER:

15

KEITH SPERRY:

I didn't use my own money

16

because I didn't have it.

17

that, right.

18

Yeah.

So just, just remember

Now if you get in the program, it's not

19

free, I'm sure you're all shocked at that.

20

give options, one of the options is you can do it

21

today and -- well if you do it today we'll make it

22

worth your while, how about that.

23

But we do

If you don't do it today, I don't twist

24

anybody's arm, you can do it later, I want you to be

25

aware of the later price.

You still get everything,
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1

lifetime funding, it doesn't expire and the rates are

2

still the same, but it's just more money to get in,

3

write down the later price, which is 6,000 dollars.

4

AUDIENCE MEMBER:

5

KEITH SPERRY:

What is the current price?

That's good, what I'm going

6

to get to right now.

7

I'll run out of spots, I'll have more of you that want

8

it than I have spots, so here's the current price, the

9

current price, which I think is, if you're going to do

The exact price, which is why

10

it you might as well, write down 1,997 dollars.

11

way to say 2 grand.

12

AUDIENCE MEMBER:

13

KEITH SPERRY:

Fancy

Uh-huh.

But let me tell you about

14

2 grand as an investment.

15

want with your money, but I'm going to tell you this,

16

some of the real benefits of this, we can't do it for

17

less than that, we've got to pay people to do it for

18

you.

19

You can do whatever you

Understand, 2 grand, you get lifetime

20

funding, you have a second set of eyes looking over

21

all your deals, in person local training on how to do

22

it, so it's not books and tapes, it's everything you

23

need.

24
25

And it's guaranteed to work and here's how
we guarantee it.

Real straightforward, in six months
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1

after we train you, if you don't do a deal and make a

2

minimum of 6,000 dollars, you get your 2 grand back,

3

how about that.

4

about that.

5

We'll put it in writing, don't worry

You have other things you need to learn and

6

put your focus on, but in six months if we haven't

7

proven our metal, guess what, you get your money back.

8

It's easy to determine if it, if we did our job.

9

you know how it's easy to determine?

Do

Look in your

10

bank account.

11

which is basically a finder's fee, if we didn't teach

12

you how to find a property and where the buyers are to

13

sell them and at least make a little over 6 grand, then

14

you get your 2 grand back.

15

If you didn't make at least 6 grand,

So think about that.

It is a whale of a

16

deal and that's why every spot that I offered last

17

night was taken, that's why I was wondering if you

18

were coming back because we ran out of spots.

19

So, anyway, one question, how many of you

20

would agree the program, the way Hilary does it, does

21

it make sense?

22

that.

23

And it does, it's very logical, very duplicatable and

24

I like that.

25

Raise your hand if you agree with

Put your hands up, let me see.

Good, good.

Now I wanted to show you how easy it is to
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2

worst enemy.

3

and have the resources, I should say.

4

say.

5

Quit making things so hard.

7/10/2019
You're your own

It's just not that hard if you know how
It's easy to

But here it is, follow me with your eyes, if

6

you would, just with your eyes, I just want you to

7

follow me with your eyes, just like I did last night.

8

I want to show you how to do it.

9

up out of their chairs and they walked.

10

AUDIENCE MEMBER:

11

KEITH SPERRY:

Like this.

So they walked, right.

12

came back here.

13

There's no one back here yet.

14

60 seconds.

15

Last night they got

They

Now I want you to see something.
Watch what happens in

(Inaudible) now why you want one of these.

16

It's called a bonus pack and you notice, I don't have

17

very many of them here.

18

have any more for this class.

19

let you know.

20

like that, but if it make sense to you and you can see

21

where you have access to other people's money and know

22

how to do it, get back here.

23
24
25

Once these are gone, I don't
I just say that just to

I don't want anyone running or anything

Now I'm going to spread this out, I want you
to see something here.

That is everything I got.

This class has a lot more of you in this
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class than I even have of these.

2

Now why would you want one of these?

Well

3

first off they're not 6 grand, which I think -- how

4

much are they if you get one today?

5

AUDIENCE MEMBER:

6

KEITH SPERRY:

7

(Inaudible).

Okay, and I hear that.

That's an investment, an investment in who?

8

AUDIENCE MEMBER:

Myself.

9

AUDIENCE MEMBER:

Yourself.

10
11

KEITH SPERRY:

Your family, your future,

your goals, your dreams.

12

Here's what I tell people, I like you

13

whether you do this or not, but I do need to make sure

14

you understand why you're here.

15

do this or weren't interested in it, you wouldn't even

16

be here.

17

extra money, but here's the deal, you need to know how

18

and you need to have access to money.

19

If you didn't want to

And don't tell me you couldn't use a little

So when you get this, I get people all the

20

time, contractors saying I know how to do this, I know

21

how to build houses, I just don't necessarily want to

22

do it.

23
24
25

So they lack being able to do the high
pay-off activity not the low pay-off activity.
Now it is 2 grand, but it's not for one, so
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1

listen to this, if you want a nice incentive, we're

2

going to make it worth your while, if you'll just make

3

the decision to learn how to do it and go do it, we'll

4

give you two memberships, not one.

5

Now what does that mean, exactly?

Well I

6

can tell you right now if you're a husband and wife,

7

guess what, you're both in, there you go.

8
9
10
11
12
13

If you have a son or a daughter, why not one
of you get in and give it to your son or daughter,
help them out.
The second membership is free, it's not
50 percent, it's free.

They get everything.

Now I'll give you an example here, let's

14

say, let me use Susan and Tammy here.

15

I don't know, let's just say that you're long-time

16

friends and you both love decorating and whatever.

17

this scenario, they could both get in, two for one,

18

just split it, so they each get everything, they can

19

do separate deals, but it's only -- well it's half and

20

half, what's that, 997?

21

for how much today?

Let's say, and

In

So it's two for one, not one,

22

AUDIENCE MEMBER:

23

KEITH SPERRY:

2,000.

How (inaudible) this is

24

funny, I think some of you have clammed up because I'm

25

asking you for money.
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AUDIENCE MEMBER:

2

KEITH SPERRY:

3

anything.

7/10/2019
Yup.

I'm not asking you for

I'm just telling you --

4

AUDIENCE MEMBER:

5

KEITH SPERRY:

You're --

-- here's, I want to let you

6

know this, do you know why she sends me here, I'm

7

rather good at this.

8

their first deal and let me tell you about your first

9

deal, until you do your first deal, it's scary and

10
11

I've helped so many people go do

hard.
How many of you would agree if you go out

12

and do your first deal and even if you just made

13

6 grand, how many of you would say that would build

14

your confidence; yes or no?

15

AUDIENCE MEMBER:

16

KEITH SPERRY:

Yes.

The next one's are easy.

And

17

the guarantees work like this, we'll put it on us.

18

this isn't everything you said it was or I said it

19

was, six months, you'll know, if we weren't great at

20

teaching you how to do it and it didn't work, you'll

21

get your 2 grand back, in writing.

22

So think about that.

If

How many of you think

23

it would be beneficial to have expert help, legitimate

24

help locally to help you get your first deal up and

25

running profitably?

Raise your hand.

Would that be
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2

of hands.

3

Keep your hands up.

7/10/2019
Yeah, that's a lot

Now I want to reiterate this, don't get mad,

4

that's what we've got.

5

how many people would like to get a certificate that

6

says in writing you're going to train me here locally,

7

help me after the fact, two sets of eyes looking over

8

deals, funding's available if I want and it's

9

guaranteed to work or I get my money back in six

10

months?

So let me ask this question,

Raise your hands.

11

I want to see -- put your hands up, keep

12

your hand up, too.

13

Don't look at your neighbor, they're not paying your

14

bills, I can tell you that right now.

15

I do it this way every time.

Only those who have their hands up stand up.

16

Stand up.

17

class, and I'm good at this.

18

your hand up, don't you dare stand up.

19

Stand up.

That's how it works, every
Now if you didn't have

Okay, that was another bad joke.

Now only

20

for those of you who are standing up, because there's

21

a lot of you, just do this, if you're standing up,

22

just follow me, in your case roll with me, right,

23

just, just walk, grab your things, just walk.

24

running, just walk, but I do want you to walk or

25

you'll miss out, because once these folders are gone,

I'm not
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2
3

7/10/2019

UNIDENTIFIED MALE:
this out.

(Inaudible).

(Inaudible) start filling

We take cash or credit card.

4

KEITH SPERRY:

5

If you have two people (inaudible), two for

6

one.

7
8

Just find yourself --

INVESTIGATOR WRIGHT:
Bonus packet, too?

9

UNIDENTIFIED MALE:

Yeah, this, so yeah.

10

INVESTIGATOR WRIGHT:

11

UNIDENTIFIED MALE:

12

Okay.

So once you, once you

are enrolled, this will go home with you.

13

INVESTIGATOR WRIGHT:

14

KEITH SPERRY:

15

Do I get the

Okay.

I'm going to take a break,

now when we -- everybody -- this class isn't over.

16

Second part of class you don't want to miss,

17

the second part of class is a lot shorter than this.

18

That's why I said if you want to chill in your seats,

19

you're welcome to.

20

UNIDENTIFIED MALE:

21

INVESTIGATOR WRIGHT:

22

Hello,

Hey, how are you?

How

are you?

23

UNIDENTIFIED MALE:

24

INVESTIGATOR WRIGHT:

25

.

I'm awesome, awesome.
Do I, do you guys, you

guys fill out the --
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7/10/2019
Just, they'll just run

the card, that's fine.

3

INVESTIGATOR WRIGHT:

4

KEITH SPERRY:

Okay.

By the way, I'm available if

5

you have any questions, even if it's just a real

6

estate question.

7

UNIDENTIFIED MALE:

Don't worry about

8

writing your credit card number down on there, I'll

9

just swipe it back here; is that okay?

10

INVESTIGATOR WRIGHT:

11

UNIDENTIFIED MALE:

12
13
14
15

Yeah, yeah.

That will be more

secured for you.
INVESTIGATOR WRIGHT:

Okay.

Is there

anything else?
UNIDENTIFIED MALE:

Nope, that's it.

I'm

16

giving you -- give me one second and I'll get you --

17

because it's already discounted to the 1,997, yeah.

18

And then just sign and date the bottom.

19

INVESTIGATOR WRIGHT:

20

UNIDENTIFIED MALE:

21

INVESTIGATOR WRIGHT:

22

UNIDENTIFIED MALE:

Okay.

All right.
Okay.

Sign the bottom.

23

make copies, sign at the bottom for me.

24

your card back.

25

Did that --

INVESTIGATOR WRIGHT:

I'll

I'll give you

Okay.
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And let me finish up

with her.

3

INVESTIGATOR WRIGHT:

4

UNIDENTIFIED MALE:

5

INVESTIGATOR WRIGHT:

6

UNIDENTIFIED MALE:

Okay.

And then I'll get you.
Okay, thank you.

Right there.

1,997,

7

balance due, zero, there's your confirmation number

8

for the code and everything, okay.

9

And then dates, times, locations in there.

10

Your homework is to go through this small pamphlet

11

first and then log on to this cash buyers tool and you

12

can listen to this, too, sir, if you wanted to.

13

INVESTIGATOR WRIGHT:

14

UNIDENTIFIED MALE:

Oh, yeah.

All you've got to do is

15

follow these instructions, create your own account,

16

you can create two accounts with that code and that

17

way you can (inaudible), you can maybe have access to

18

those as well.

19

And then go through this book, I'll put it

20

right in there for you and if you have any questions,

21

that's the number to call us to contact us.

22

AUDIENCE MEMBER:

23

UNIDENTIFIED MALE:

24
25

(Inaudible).
It's at the downtown

Hilton in Richmond.
AUDIENCE MEMBER:

Richmond?
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INVESTIGATOR WRIGHT:

7/10/2019
On a Friday, Saturday

and Sunday.

3

UNIDENTIFIED MALE:

If those days -- if that

4

location does not work for you, call our office

5

tomorrow, they can give you other locations and dates,

6

too.

7

D.C. instead, we have one that's in Springfield, I

8

know that's a little of a drive, so I don't know which

9

one's closer, which one's easier to go to.

If you want to, so if you wanted to do it in

10
11

INVESTIGATOR WRIGHT:
D.C., too?

12
13

UNIDENTIFIED MALE:

There's, yeah, coming up

in the next couple months.

14

INVESTIGATOR WRIGHT:

15

UNIDENTIFIED MALE:

16

made this one in Richmond, right?
INVESTIGATOR WRIGHT:

18

UNIDENTIFIED MALE:
get the one in Richmond?

INVESTIGATOR WRIGHT:

21

AUDIENCE MEMBER:

22

UNIDENTIFIED MALE:

23

AUDIENCE MEMBER:

25

Huh?

You all are trying to

20

24

Okay, all right.

And it's, you all have

17

19

Oh, so there's one in

Okay.

Okay, the Richmond.
Yeah.

Whatever I miss, I just

call.
UNIDENTIFIED MALE:

Yeah, call them if you
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1

have any questions or any problems in showing up, all

2

right, we --

3

INVESTIGATOR WRIGHT:

4

UNIDENTIFIED MALE:

5
6
7
8
9

Okay.

And you got the

homework.
INVESTIGATOR WRIGHT:

Yeah.

What was that,

again, to, to register, to register, right?
UNIDENTIFIED MALE:

Yeah, so you're going to

open, you're going to just go to this Website and

10

you're going to type in that code and you're going to

11

create your account.

12

INVESTIGATOR WRIGHT:

13

UNIDENTIFIED MALE:

14

Right.

And then just go through

this book right here.

15

INVESTIGATOR WRIGHT:

16

UNIDENTIFIED MALE:

17

If you have any questions after today, just

18

And you'll be all set.

call that number right there, okay.

19

INVESTIGATOR WRIGHT:

20

UNIDENTIFIED MALE:

21

INVESTIGATOR WRIGHT:

22

Okay.

All right,
All right.

.
There's

no, there's no refunds, is there?

23

UNIDENTIFIED MALE:

24

INVESTIGATOR WRIGHT:

25

Okay.

What's that?
Is there a refund if

you change your mind?
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UNIDENTIFIED MALE:

Yeah.

7/10/2019
So in here, in

2

the very back there's a cancellation notice, you've

3

just got to follow the instructions and get it sent

4

in.

5

Wednesday, right.

You have three days to do so, so today's

6

INVESTIGATOR WRIGHT:

7

UNIDENTIFIED MALE:

8

Uh-huh.

So you have until

Monday.

9

INVESTIGATOR WRIGHT:

10

UNIDENTIFIED MALE:

Monday, midnight?

Yeah, to send that in to

11

get a refund.

12

then use the six month guarantee; if you don't get a

13

property or do a deal, you get your money pack.

If not, you have to go to the class and

14

INVESTIGATOR WRIGHT:

15

UNIDENTIFIED MALE:

16

Oh, so if, if --

If you don't cancel by

Monday --

17

INVESTIGATOR WRIGHT:

18

UNIDENTIFIED MALE:

By Monday, okay.

-- you've got to go to

19

all three days of the class --

20

INVESTIGATOR WRIGHT:

21

UNIDENTIFIED MALE:

Uh-huh.

-- and you need to go,

22

you've either got to do a deal or you've got to make

23

25 offers in six months and if you haven't gotten a

24

property, we'll refund the money.

25

That's part of the guarantee.

Yeah, if you
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1

change your mind, fill that out, it tells you where to

2

fax it to, mail it into, Email it into, scan it,

3

whatever you want to do.

4

INVESTIGATOR WRIGHT:

5

UNIDENTIFIED MALE:

6

INVESTIGATOR WRIGHT:

7

UNIDENTIFIED MALE:

All right,

(inaudible), let me know, bud.

9

get started.

11

KEITH SPERRY:
started.

12
13

Let's get

My nine minutes is up.
UNIDENTIFIED MALE:

working with you.

Looking forward to

Are you here local?

INVESTIGATOR WRIGHT:

15

UNIDENTIFIED MALE:

Yeah.

About how far away do

you live?

17
18

My name's

Take your seat, we'll

All right.

14

16

.

Thank you.

Okay.

8

10

Okay, all right.

INVESTIGATOR WRIGHT:

I'm about 20 to

30 minutes.

19

UNIDENTIFIED MALE:

20

INVESTIGATOR WRIGHT:

21

UNIDENTIFIED MALE:

Okay.
Yeah.

So many properties,

22

there are so many properties within 20 or 30 minutes,

23

it is --

24

INVESTIGATOR WRIGHT:

25

UNIDENTIFIED MALE:

Yeah.

Well you can't get to
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them all.

2

INVESTIGATOR WRIGHT:

3

UNIDENTIFIED MALE:

Uh-huh.

But (inaudible) you are,

4

so most everybody else isn't even going to know

5

they're there.

6

INVESTIGATOR WRIGHT:

7

UNIDENTIFIED MALE:

8

Can't wait until you see

them.

9

INVESTIGATOR WRIGHT:

10
11

UNIDENTIFIED MALE:
goes on, it's like wow.

INVESTIGATOR WRIGHT:

13

UNIDENTIFIED MALE:

Have you done any

INVESTIGATOR WRIGHT:
First, first time.

17
18

Uh-huh.

before?

15
16

Yeah, that's awesome.

Once that light bulb

12

14

Uh-huh.

No, no, I've never.

Yeah, yeah, yeah.

UNIDENTIFIED MALE:

Clean slate to work

with.

19

INVESTIGATOR WRIGHT:

20

KEITH SPERRY:

Yeah, yeah.

You know, getting started on

21

the last part, I love seeing the action.

22

you why.

23

it, you know.

24
25

Let me tell

It resonates, people start to think about

I tried to make it as clear as I can so
everyone can make a good, educated decision because I
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1

have -- well those of you who have already gotten

2

involved and those of you who are thinking about it,

3

let's see, one left, other than those in your hand.

4

It's exciting.

5

Now when we loan -- you'll get to the money,

6

the one thing that we require you to do is go make the

7

offers.

8

also teach you the MAO.

9

We'll teach you what properties to offer on,
What does MAO stand for?

AUDIENCE MEMBER:

10

KEITH SPERRY:

Maximum.

Maximum allowable offer.

We

11

teach you all that so you know what to offer and what

12

properties to offer on.

13

10 deals, if you make 10 offers and you've gotten zero

14

offers back, you're doing something wrong, so we need

15

to have one of our experts to help you, free of charge,

16

clear that up and they'll take, they'll take free of

17

charge 15 offers to help you.

18

you get an offer done in 15 deals, then you're cursed,

19

how about that, and it's just not for you.

20

Go make your offers.

In

And if they can't help

So just know, it's something that all of us

21

can do.

22

because I hear, I heard it back there, oh, my friend

23

is doing this, I hear that all the time.

24

got to stop saying your friend is making all this

25

money and doing these deals and you've got to start

Let us just teach you, we'll make it so easy

And you've
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1

doing deals yourself, because think about your friend,

2

they're not better or smarter than you, they're just

3

doing it.

4

And you need to do it.
So anyway, I, the next part of the class is

5

some, this last half hour is much shorter but it's

6

still real estate, it's just not traditional real

7

estate.

8

fixing, flipping, renovating, wholesaling, right.

9

Traditional real estate is buying, holding,

What Chris is about to walk you through is a

10

great way to get started and do some deals in real

11

estate, but not what I just taught you.

12

don't know anything about this let alone do any of it,

13

but there's a lot of ways to make money in real

14

estate.

15

Most people

I love my rentals, love my rentals.
I get people, however, when I say that,

16

they'll come to me and say I hate my rentals.

17

and it's like well different strokes for different

18

folks.

19

Yeah,

So he'll walk you down a different pathway

20

with Chris here, so if you'd do me one last favor, now

21

those of you who have those forms in your hand, you're

22

looking them over, at any time you're welcome to go

23

back there and just get it taken care of, all right.

24
25

However, one last thing, would you put your
hands together and welcome Chris Peterson to the
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class, let's welcome Chris.

2

CHRIS PETERSON:

3

AUDIENCE MEMBER:

Hi.

4

AUDIENCE MEMBER:

Hello.

5

CHRIS PETERSON:

6

7/10/2019

you.

Hello, everyone.

That was like to three of

Hello rest of everyone.

7

AUDIENCE MEMBER:

8

CHRIS PETERSON:

9

AUDIENCE MEMBER:

Yes.

CHRIS PETERSON:

Good.

10

Hello.
Everyone's all right?

So Hilary

11

(inaudible) our company out for a few different

12

reasons.

13

Number one, I mean if we're going to do or

14

you're going to do any type of real estate investing,

15

then obviously the goal is to make some money.

16

Can we agree on that?

17

AUDIENCE MEMBER:

18

CHRIS PETERSON:

Yes.
Yes.

So I, otherwise I

19

mean you could be, do you want to just redecorate

20

houses?

21

try to make some money.

22
23

Then redecorate your own, unless you want to

Second thing is if we're going to do real
estate, we need real estate, can we agree to that?

24

AUDIENCE MEMBER:

Right.

25

AUDIENCE MEMBER:

Yes.
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Now Keith alluded to and

2

this, this is the way it is, you and I as investors in

3

real estate, we make our money on the buy.

4

matter about the renovations, that stuff is important

5

and why we need to do all that, but you and I, the

6

lower we can purchase a piece of real estate, the more

7

profit that will be in that piece of real estate.

8

Do we agree on that?

9

AUDIENCE MEMBER:

10
11

CHRIS PETERSON:

Doesn't

Yes.
Yes.

So this will help you

with that as well.

12

Thirdly, the reason she sends us out is, I

13

mean there are so many different ways to invest in

14

real estate, and some of you may want to go do

15

renovations, go do it.

16

Some of you may want to go gather a bunch of rental

17

properties.

18

bunch of rental properties.

19

I love doing renovations.

If you're attached to that, go get you a
I did that as well.

If you're attached to the money, which was

20

what I discovered, I'm attached to the money and I

21

found out I really wasn't attached to the properties

22

themselves, just the money that it produced, then I, I

23

found other ways to invest as a lot of entrepreneurs

24

do.

25

So if you're here and you're just wanting to
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1

learn how to invest, this is pretty much a mouse click

2

type of business.

3

do it, your life is going to be very simple and, and

4

that's why I like this strategy, I've been doing this

5

for a long time, that's why she invites me out.

6

But it's a simple strategy.

If you will learn to do this how we

Now I do not

7

want you to get confused with the word simple meaning

8

easy.

I didn't say it was easy, I said it's simple.

9

Are you with me?

10

AUDIENCE MEMBER:

11

CHRIS PETERSON:

Yes.
So simple means we're just

12

going to eliminate a bunch of moving parts.

13

want the money that real estate produces, but I don't

14

want to be dealing with contractors.

15

necessarily particularly like to deal with a lot of

16

real estate agencies.

17

with landscapers or having painters call me up and

18

tell me they're not going to be there.

See, I

I don't

I don't really like to deal

19

I want simplicity in my life, and so as I

20

started to grow my portfolio, because 20 plus years

21

ago we started investing, I was, I was taught in

22

training go out and get as many rental properties as

23

you can, it will change your life.

24

exactly what I was told to do and I count it as a

25

blessing.

It did, I did
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I've been married for 20 plus years, got

2

three teenage kids, so pray for me, okay, daughters,

3

pray harder, okay, yeah.

4

But what I realized as I was growing my

5

business, I wanted to get away from the job, that was

6

one of the goals that we had, we wanted to actually

7

stop working and allow investments to actually carry

8

us through into what we wanted to do.

9

But as my rental portfolio started to grow,

10

I got to a point where it was like every time I added

11

a new house it was like I just added more weights and

12

there was a heaviness that was coming on, because I'm

13

taking calls, toilet doesn't work, I've got to go take

14

care of that, the renter didn't pay, need to actually

15

chase the money, things like that.

16

So there was a heaviness that I started to

17

realize that was coming into my life the bigger my

18

business got.

19

wanted.

20

And that was not what we originally

We wanted to actually allow money and

21

investment to change our lives to let us do what we

22

wanted to do.

23

So I needed to add simplicity.

I had

24

already been investing in this strategy, I used it,

25

this strategy, I'm going to show you today, as a way
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1

to grow my portfolio.

Once again, I understood, make

2

the money on the buy.

The lower you could purchase,

3

the more money you make.

4

So I used this strategy, but then when I

5

realized that I was having all this heaviness, I, my

6

wife and I made a decision we were going to liquidate.

7

We sold off.

8

real estate now, I still flip on a regular basis

9

because I invest in real estate, but I invest in other

We -- I only, I only carry a handful of

10

ways that I just don't deal with rental properties.

11

So we sold them off and we got a big lump

12

sum check, you know, we made money.

13

sell one, you get a big check, but then my monthly

14

cash flow went away.

15

Every time you

So then it was like, okay, well we needed

16

consistency, that's why we had the rental properties.

17

How can we re-create the consistency.

18

strategy as a way to re-create consistency.

19

money every single month or I've got to go back to

20

work.

21

Are you with me?

22

AUDIENCE MEMBER:

23

CHRIS PETERSON:

So I used this
I need

Yes.
Now I know I look like I'm

24

29; I'm not, hello.

25

is like, you know, I don't want to necessarily be

So going back to work at my age
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2

that as well.

3

7/10/2019
So this strategy here will help you with

So we're going to get properties, we're

4

going to get them at the lowest cost to create the

5

highest profitability.

6

It's, it's predictable.

This is a comfort for me.

I like simplicity

7

and because I like simplicity, I want to know -- well

8

let me ask you this, would it support you if you knew

9

before you ever made any type of investment, I don't

10

care if it's 20 dollars, you could invest 20 dollars

11

in this, do you want to invest a couple million, spend

12

what you want, would it support you that before you

13

ever make any type of investment exactly how much you

14

were going to get back or more?

15

Would that support you?

16

AUDIENCE MEMBER:

17

CHRIS PETERSON:

18
19

Yes.
Two of you?

Okay.

So the

rest of you, sorry about that, okay.
So, yes, that would support us.

Would it

20

also support you to know when you're going to get the

21

money back?

22

AUDIENCE MEMBER:

Yes.

23

AUDIENCE MEMBER:

Yes.

24

CHRIS PETERSON:

25

That's key.

I don't mind

investing, I just want to know how long is my money
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and the return out there.

2

Are you with me?

3

AUDIENCE MEMBER:

4

CHRIS PETERSON:

Yes.
Whether it's my money or

5

I'm using the lending partner's money, regardless of

6

whose money I'm using, it's very important to

7

understand how much am I going to make, when am I

8

going to get that back.

9

This strategy here, because we're dealing

10

with a Government program, it's been around for over

11

200 years, because we're dealing with this program,

12

all the rules, everything's in place, so it's

13

predictable.

14

the minimum amount of money is I'm getting back or

15

more.

16

I know before I ever write a check what

So that's what I want to do, is spend about

17

30 minutes.

18

detailed heavy for you guys.

19

This is a little bit more content
I've got it simplified.

If you have a question, and this

20

presentation is designed to create questions for you,

21

okay.

22

asking you is just before you raise your hand to ask

23

your question, chances are you're going to be on my

24

page 18 and I'm on 17, I haven't turned the page yet.

25

So bear with me, I, I promise you this will

So I'm going to get our (inaudible).

What I'm
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1

answer questions.

2

go see the guys in the back, we'll make sure we

3

address all your questions.

If it doesn't, then I can see you,

Agreed; yes?

4

AUDIENCE MEMBER:

5

CHRIS PETERSON:

6

They do make me read a disclaimer.

7

company, we provide educational products and

8

trainings.

9

financial or legal advice.

Yes.
Okay, so let me get to it.
So as a

We do not offer any tax, accounting,
You do not need a real

10

estate license to be a tax lien, tax deed or a real

11

estate investor.

12

yes.

I'm not going to do taxes.

13

AUDIENCE MEMBER:

14

CHRIS PETERSON:

Hello,

Yes.
I'm not going to do them

15

because I'm not a tax guy, okay.

16

CPA.

17

hold no finance degree.

I'm not an accountant.

I have a tax guy, a

I'm not -- I don't, I

I'm not a lawyer.

18

I was a union carpenter for 25 years before

19

I became an investor, and so I need all those people,

20

and I'm not even a real estate agent.

21

conscious choice in my investing, if I need a real

22

estate agent, I pick the phone up, I call one.

23

Are you with me?

24

AUDIENCE MEMBER:

Uh-huh.

25

AUDIENCE MEMBER:

Yes.

I've made a
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If there's a young lady, I

2

don't even to see her in here, she's spent the entire

3

time that Keith was communicating with you guys

4

earlier she spent out in the hallway working very

5

hard.

6

bit of a conversation, not really trying to

7

(inaudible) or anything, but I was hearing the

8

conversation.

As I was walking in I was half hearing a little

9

Are you with me?

She was working a deal,

10

she was working it very hard and she was probably

11

chasing the deal where she's going to make about 1

12

percent.

Are you with me?

13

AUDIENCE MEMBER:

14

CHRIS PETERSON:

15

room right now, she's already left.

16

AUDIENCE MEMBER:

17

CHRIS PETERSON:

Uh-huh.
And she's not even in this

Oh.
So she's out chasing

18

1 percent of a real estate deal.

19

price here is, what, 276,000 dollars?

20

to make very much money and she's working awful hard

21

for that.

22

Are you with me?

23

AUDIENCE MEMBER:

24

CHRIS PETERSON:

25

The median home
She's not going

Uh-huh.
I don't know who the

investor is in that deal, but somebody's going to make
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1

a whole lot of money.

2

Because of that, I know real estate agents work hard,

3

they're important, but I'm going to let them go work

4

hard.

She's working real hard.

5

Does that make sense?

6

So I'm going to do what we're supposed to do

7

and what we're, what we've been taught and educated

8

and that's use our own -- other people's money, learn

9

how to do the deals and go out and invest and you let

10

the money make us money.

11

So let's move on.

I'm only going to cover

12

tax liens today.

I'm not going into deeds, I don't

13

have time, okay.

The reason I like this strategy is

14

because it's safe.

15

mandated.

16

place.

17

It's safe because they are State

These are Government laws that have been in

Now me, as an investor -- well let me ask

18

you this, I try not to (inaudible).

19

presentation, however I don't -- this is not just me

20

standing up here and we hit play and (inaudible) and I

21

just throw out the same stuff, okay.

22

my presentation and I try to create an experience for

23

you that I can greatly support you; is that okay?

24

AUDIENCE MEMBER:

Uh-huh.

25

AUDIENCE MEMBER:

Yes.

I've got a

I try to mix up
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CHRIS PETERSON:

Okay.

7/10/2019
So let me ask you

2

this, is, is risk a concern for you?

3

AUDIENCE MEMBER:

4

CHRIS PETERSON:

5

AUDIENCE MEMBER:

6

CHRIS PETERSON:

Yes.
Hello; yes?
Yes.
Okay, I'm not going to ask

7

you to raise your hands 100 times, you've already done

8

that, so just a verbal yes.

9

Yeah, risk is a concern for me.

I want to

10

push as much risk away.

11

had a real estate investment, or you had one before

12

you and one was going to produce a 58 percent return

13

and one was going to produce, say, an 18 percent

14

return, which one of these do you want?

So I like to do -- if, if I

15

AUDIENCE MEMBER:

16

CHRIS PETERSON:

17

AUDIENCE MEMBER:

18

CHRIS PETERSON:

19

58.
58.
Uh-huh.
How many of you want the

58?

20

There's no right or wrong answer here.

21

Okay.

22

raise your hands no matter what the hell I ask?

23

you, okay.

How many want the 18?

How many aren't going to
I got

24

How many of you are like me and I want both?

25

AUDIENCE MEMBER:

Yeah.
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There you go, okay.

Yeah,

2

okay, so, I mean yes, we want the 58 percent, I want

3

that, you want that, we all want that as investors --

4

AUDIENCE MEMBER:

5

CHRIS PETERSON:

But then --- however, we understand

6

logic is going to tell us that if something's going to

7

produce a 58 percent return, there's going to be a

8

risk element involved in it and it's going to be

9

greater than 18.

10

Can we agree to that?

11

AUDIENCE MEMBER:

Uh-huh.

12

AUDIENCE MEMBER:

Yes.

13

CHRIS PETERSON:

Now risk doesn't mean this

14

is a deal that I shouldn't be doing.

15

measured, could be, could be measured in, well maybe

16

we've got to add some more drywall and this project's

17

going to take an extra month because we've got to do

18

this or we've got to make a modification or whatever.

19

Are you with me?

20

AUDIENCE MEMBER:

21

CHRIS PETERSON:

Risk could be

Yes.
So risk can be measured in

22

a lot of different ways, but when I'm investing, I

23

want to push as much risk away from me as I possibly

24

can.

25

I want to keep my, my money safe and my
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1

investor's money safe, and so whether you're investing

2

your own or you're using theirs, you and I have a

3

responsibility to make sure that we're going out and

4

growing that money.

5

Does that make sense?

6

AUDIENCE MEMBER:

Yes.

7

AUDIENCE MEMBER:

Yes.

8

CHRIS PETERSON:

9

So, so if I like, say --

this program keeps me safe because it's predictable.

10

I know before I ever write a check what the minimum

11

amount of money is I'm getting back, every time.

12

Minimum amount.

13

going to get a double digit return or greater every

14

time.

15

double digit every single time.

And that's this high yield.

I'm very comfortable with that.

16

AUDIENCE MEMBER:

Yes.

17

AUDIENCE MEMBER:

Yes.

18

CHRIS PETERSON:

Yeah.

You're

I'll take

You, yes?

And this is real

19

estate.

20

traditional; it's pretty traditional.

Now he said this is real estate, not really

21

Those of us that actually do this business,

22

we've been, we stay here and we stay here for a lot of

23

reasons.

24

safe and secure.

25

yielding.

We stay here, number one, because we like
We stay here because we like high

We stay here because our investments are
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1

backed by real estate and we stay here because it's

2

State specific.

3

I can go into any State and I can read all

4

the rules and I can make a decision before I ever make

5

an investment how much money I'm getting back or more,

6

every single time.

7

Are you with me?

8

AUDIENCE MEMBER:

9

CHRIS PETERSON:

10
11

Yes.
So this is very traditional

in the sense of how we actually invest.
So let's take a look at the, how much is

12

available for you and I.

13

because Keith communicated, now I live in this world

14

as well, I flip houses, I renovate, I renovate, I

15

enjoy it, I like doing the decorating, but Keith

16

talked about, he said if you were to actually, I think

17

he said there, are there deals within 30 miles of this

18

City right now?

This is very important

19

AUDIENCE MEMBER:

Yes.

20

AUDIENCE MEMBER:

Yes.

21

CHRIS PETERSON:

Yes, okay.

So if we go out

22

and we find the deal, we've identified one that we

23

found, and we say yes, that's a deal.

24
25

Do you think you're the only person that's
going to actually put an offer in on that if it's
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2

AUDIENCE MEMBER:

3

CHRIS PETERSON:

4
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No.
You are not.

So we have

competition.

5

Are you with me?

6

AUDIENCE MEMBER:

7

CHRIS PETERSON:

Yes.
So, now that's okay.

Now

8

when we win, because we've taken the time to educate

9

ourself -- we don't always win because you have the

10

best price.

11

take the time to learn how to become an investor and

12

be a solutions solver, you're going to win not even

13

necessarily because you got the best price, but

14

because you have the best solution for that

15

individual.

Oftentimes you will find out if you will

16

Are you with me?

17

AUDIENCE MEMBER:

18

CHRIS PETERSON:

Yeah.
Solve a simple problem.

19

But, however, because I am aware of competition, I

20

want to eliminate, because I want to actually leverage

21

myself and my business and I want to go out and create

22

an environment where I just don't have a whole lot of

23

people competing.

24
25

So let's take a look.

Local U.S.

Governments sell between 5 and 6 billion dollars worth
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1

of delinquent taxes to the private sector each year,

2

that's you and I.

3

States.

4

This figure comes from only 29

Now the reason I have 29 States up here and

5

I don't have all the United States is because I'm only

6

teaching tax liens.

7

of the United States are tax deeds, or what we call

8

like a hybrid, okay, so we'll know this.

9

Okay.

29 States are tax liens, the rest

Now, so we've got 6 billion dollars

10

that is being sold, however there is approximately 20

11

to 25 billion dollars in local property taxes that go

12

unpaid each year.

13

So what this does for you and I is well

14

there's only 6 billion being purchased by investors

15

right now, but there's 20 to 25 billion available, so

16

I know I'm not dealing with a whole lot of

17

competition.

18

Does that make sense?

19

AUDIENCE MEMBER:

20

CHRIS PETERSON:

Uh-huh.
I mean when I was a kid, I

21

loved to go fishing.

22

don't get as much time to fish as I'd like to, but,

23

but when you go fishing, you go fishing and you have

24

one goal in mind, that's to catch, what?

25

I still like to fish, I just

AUDIENCE MEMBER:

Fish.
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AUDIENCE MEMBER:

2

CHRIS PETERSON:

7/10/2019
Fish.
Fish.

I don't want to

3

catch fishing lines, I want to catch fish.

4

like to fish in ponds where there's very few fish and

5

a whole bunch of fisherman, I want to fish in a pond

6

where there's a bunch of fish and no fishermen.

7

Are you with me?

8

AUDIENCE MEMBER:

Uh-huh.

9

AUDIENCE MEMBER:

Yes.

10

CHRIS PETERSON:

So I don't

So this here allows me to

11

actually do that.

12

so powerful is you and I, I mean obviously in this, on

13

our flipping, our days on market are short, we're

14

getting full price offers, we're getting more offers,

15

multiple offers, highest and best, that's who's

16

actually winning on a lot of the properties that we're

17

actually turning out.

18

So another reason why tax liens is

But you and I know that the economy,

19

although right now the economy is doing very good, you

20

and I know and we've experienced what goes up will

21

eventually, what?

22

AUDIENCE MEMBER:

Come down.

23

AUDIENCE MEMBER:

Come down.

24

CHRIS PETERSON:

25

Come down, and when that

market changes, and it is going to, it always has,
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1

when the market changes, that can greatly determine

2

what type of real estate strategy is going to work

3

best.

4

get multiple full price offers, now they're coming in

5

under my price and I'm having to lower, so now your

6

profit margins are adjusted.

Days on market could take longer.

7

Are you with me?

8

AUDIENCE MEMBER:

Yes.

9

AUDIENCE MEMBER:

Yes.

10

CHRIS PETERSON:

Oh, I didn't

It's a reality.

I live in

11

this world and that had create heaviness, they start

12

to stress you out.

13

taxes, property taxes for you and I as an investor do

14

not care whatever the economy's doing.

15

But when I'm dealing with property

If it is a piece of real estate, a vacant

16

lot, an actual building, this building, a house,

17

regardless of what it is, if it's real estate,

18

somebody owns it, there's property tax on it.

19

when those property taxes don't get paid, you and I

20

have an opportunity as an investor to make some money.

21

Are you with me?

22

AUDIENCE MEMBER:

23

CHRIS PETERSON:

24
25

And

Yes.
Doesn't matter what the

economy is doing, taxes are due every single year.
So I think this strategy, this is very
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powerful for you and I as investors.

2

So what I want to do is I want to talk about

3

opportunity costs.

4

single person has experienced opportunity costs at

5

some point in our life.

6

well it kind of made me a little sick at my stomach

7

because I realized very quickly that, yes, I had

8

suffered opportunity costs.

This is important because every

Once this was revealed to me,

9

So now me as an investor, I do everything in

10

my power to eliminate opportunity costs and I use this

11

to measure.

12

on Friday when you got your paycheck.

13

will experience opportunity costs this Friday when you

14

get your paycheck.

15

Some of you experienced opportunity costs
Some of you

And I'm just going to show you what it is.

16

If you get nothing else from me today, get this.

17

here to support you and teach you another way to

18

actually grow your money.

19

you're in charge of it.

20

family, you're the CEO of your finances (inaudible)

21

and be CEO, be a responsible CEO, take care of your

22

own money.

23

I'm

It's your money, you're,

You're the CEO of your

So let's look at it so you understand what

24

it is.

25

an individual, an investor or a business misses out on

Opportunity costs represent the benefits that
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when choosing one alternative over another.

2

So it's real simple, you have some money,

3

whether, okay, let me, let me do this.

4

you in here currently have or have had, I guess, let's

5

say a 401(k) or some kind of retirement program?

6

of you, okay.

7

How many of

Most

So I'm going to use you guys as an example.

8

I was a union carpenter, 25 years, I got a pension

9

coming, September 21st of this year I turn 55, I get

10

my money.

11

costs with my money because I'm taking my money that

12

is due to me and I can get it at 55 and I'm going out

13

and growing my own money, because they didn't do a

14

very good job with it.

I'm no longer going to suffer opportunity

15

Are you with me?

16

AUDIENCE MEMBER:

17

CHRIS PETERSON:

Yes.
So Friday you had money

18

taken out of your paycheck and stuck in your 401(k) or

19

whatever, you had it disbursed.

20

as that money was taken out of your paycheck, you

21

suffered opportunity costs.

22

you were no longer the CEO of your money.

23

somebody else hey, here's my money, you go out there

24

and invest it.

25

Well Friday, as soon

And second of all because
You told

And that individual went straight to the
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1

stock market with it and he bought stocks or bonds or

2

something like that and it's like this and you have

3

absolutely no control.

4

401(k) performance, you made a little money.

5

market goes down, you lost.

Stock market's doing well,

6

Are you with me?

7

AUDIENCE MEMBER:

8

CHRIS PETERSON:

9

Stock

Yes.
Now you're playing

catch-up.

10

So here's what I say, I'm going to use some

11

examples of tax liens that I follow.

12

there are 29 States, we have all the United States to

13

actually invest, I'm going to show you some areas I

14

like to invest, but my State, State of Florida where I

15

currently live now, guarantees me a minimum of an

16

18 percent return on my money.

You can invest,

17

Would you be happy with that?

18

AUDIENCE MEMBER:

Oh, yeah of course, okay.

19

So here's your 401(k).

20

401(k), the stats, they show that you're probably

21

going to make about 7 and a half to 8 percent before

22

fees.

With the people who have the

23

Can we agree to that?

24

AUDIENCE MEMBER:

Uh-huh.

25

AUDIENCE MEMBER:

Yes.
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2

AUDIENCE MEMBER:

3

CHRIS PETERSON:

4
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Yes.
Yes.
That's what the numbers

are, like it or not.

5

So here's how this works, you have money

6

taken out of your paycheck Friday or this week and you

7

take it and you stick it over here where you're going

8

to get 8 percent.

9

money out and went and stuck it in, say, my State,

Or you could have took that same

10

State of Florida and bought a tax lien, pays a minimum

11

of 18 percent.

12

opportunity cost.

You no longer suffer a 10 percent

13

Are you with me?

14

AUDIENCE MEMBER:

15

CHRIS PETERSON:

Yes.
Every single week

16

individuals are suffering opportunity costs because

17

they haven't taken the time to educate themselves.

18

They say well a 401(k) is easy, I don't have to do

19

anything.

20

anything, you're not going to make anything.

You're right, you don't have to do

21

Are you with me?

22

AUDIENCE MEMBER:

23

CHRIS PETERSON:

24
25

Yes.
You need to actually learn

to do something and take responsibility.
All these strategies are very teachable.

I
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1

mean I was a carpenter, I'm not a CPA, I don't hold a

2

finance degree.

3

me to do and started following investors and watched

4

my bank accounts grow.

I simply did what other people told

5

Are you with me?

6

AUDIENCE MEMBER:

7

CHRIS PETERSON:

Yeah.
So this is important

8

because I want you to eliminate and take the

9

opportunity costs out of your life.

Take it out for

10

you now, take it out for you in the future and take it

11

out for your children.

12

measuring cost.

13

you might as well invest your money wisely.

14

Start using this as a

You're out there working every week,

So what I want to do is I want to show you

15

power of compounding and why tax lien investing can be

16

so important for you and I.

17

We're going to start with 5 grand.

Don't

18

get hung up on this number.

19

created for an illustration.

I'm going to say if you

20

have 5 grand, you invest it.

We're just going to take

21

that money, we're going to put it in tax liens.

22

going to get a return.

23

plus that money and put it right back in.

24

going to touch it.

25

effect to take place.

This is just a number I

I'm

I'm going to take that return
I'm not

I'm going to allow the compounding
I'm going to show you what this
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will do for you and I.
So first we're going to start with the bank.
2 percent for like a CD, yes?

4

AUDIENCE MEMBER:

Uh-huh.

5

AUDIENCE MEMBER:

Yes.

6

CHRIS PETERSON:

Okay.

5 grand, 2 percent,

7

30 years, you just made 9,000 dollars on your 5 grand.

8

You're not retiring.

9

Are you with me?

10

AUDIENCE MEMBER:

Yes.

11

AUDIENCE MEMBER:

Right.

12

CHRIS PETERSON:

Now people buy CDs on a

13

regular basis, and I, I see, I hear it at the bank, I

14

go into Wells Fargo, I bank at Wells Fargo and I hear

15

people, I'll even go to pull in sometimes, maybe

16

you've seen it, see the banker, inquire within,

17

they're having some kind of special where they're

18

selling CDs, they've got it on their little sign.

19

you ever see it?

20

AUDIENCE MEMBER:

21

CHRIS PETERSON:

Do

Uh-huh.
I literally just want to

22

walk up to these people and say hey listen, give me

23

five minutes, I'm not a weirdo, okay, give me five

24

minutes, I'm going to show you how I can help you

25

eliminate opportunity costs.
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Now Mr. Wells Fargo, Capital One, Chase,

2

banks, local credit unions, whoever it is, they want

3

your 5,000 dollars and give you 2 percent because what

4

are they going to do with that 5 grand?

5

AUDIENCE MEMBER:

6

CHRIS PETERSON:

7

Invest it.
They're going out and

investing your money and making a lot more money.

8

Are they -- are you with me?

9

AUDIENCE MEMBER:

10

CHRIS PETERSON:

Yes.
And people buy CDs on a

11

regular basis and it breaks my heart because I know

12

the instant they purchase one, they just suffered

13

opportunity costs.

14

do nothing else, I never tell people this, you are the

15

first group I have ever told people this, if you're

16

not going to invest in real estate, before -- and you

17

only have a 401(k), before you spend 5 grand on

18

2 percent, put your 5 grand in your 401(k) so at least

19

you'll make the 7 and a half to 8 percent.

They should have took, if, if you

20

Are you with me?

21

AUDIENCE MEMBER:

Yes.

22

AUDIENCE MEMBER:

Right.

23

CHRIS PETERSON:

24
25

and that's free.

Do that, if nothing else,

I just gave you that free.

So I like the State of Arizona.

Arizona
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1

guarantees you and I 16 percent.

2

Would you be happy with that?

3

AUDIENCE MEMBER:

4

CHRIS PETERSON:

5

AUDIENCE MEMBER:

6

CHRIS PETERSON:

7

AUDIENCE MEMBER:

Yes.

8

CHRIS PETERSON:

I am.

9

Yeah.
Every time?
Uh-huh.
Yes?

5 grand, 16 percent,

30 years, I'm taking that 5 grand now and --

10

AUDIENCE MEMBER:

11

CHRIS PETERSON:

Wow.
-- we're (inaudible) to

12

over 429,000 dollars because of the compounding

13

effect.

14

7/10/2019

Now the house is paid for, chances are

15

you're retiring.

16

just with this right here, so life is much easier.

Well I more than doubled your 401(k)

17

Are you with me?

18

AUDIENCE MEMBER:

Uh-huh.

19

AUDIENCE MEMBER:

Yeah.

20

CHRIS PETERSON:

State of Florida, same type

21

of (inaudible) in the State of Florida, my State.

22

18 percent, 716,000 dollars.

23

Now growing up, and I hear this every once

24

in awhile, especially when I go down to Texas, people

25

in Texas always say everything's bigger in Texas.
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AUDIENCE MEMBER:

2

CHRIS PETERSON:

3

AUDIENCE MEMBER:

4

CHRIS PETERSON:

7/10/2019
That's right.
Have you ever heard that?
Yeah.

(Inaudible).

Well, easy, easy, this is

5

a, this is a PG rated seminar right here.

6

goodness.

Whew.

7

AUDIENCE MEMBER:

8

CHRIS PETERSON:

9
10
11

Oh, my

Well (inaudible).

That's all right.

Okay.

I got, I've got to pause, because

she knocked me off.
Okay.

Sorry.

Are you with me?

(Inaudible).

Okay, so last night I'm

12

training and a woman in the front row farted and about

13

three rows plus me heard it and it knocked me off.

14

And the reason it knocked me off was because when I

15

heard it, I looked and then the guy sitting next to

16

her started scooting away.

17

anything, I refrained with all my might.

18

Are you with me?

19

Okay.

I did not want to say

Back to the training.

Texas, guys.

20

Listen, Texas, this is a, this is powerful for you and

21

I as investors, Texas makes 25 percent.

22

AUDIENCE MEMBER:

23

CHRIS PETERSON:

Wow.
Same 5 grand, 25 percent,

24

compounding effect, you can grow that 5 grand only

25

reinvesting it to over 4 million dollars in the State
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of Texas.

2

AUDIENCE MEMBER:

3

CHRIS PETERSON:

Wow.
Now I do want to say this,

4

I've looked at every single individual in this room,

5

okay, everybody, and I have a 30 year investment

6

strategy up here.

7

this room are on the bubble, we don't have 30 years

8

left in us, hello?

9

It's fair to say that some of us in

Yes?

AUDIENCE MEMBER:

10

CHRIS PETERSON:

Yes.
I mean come on, I seen you,

11

I know where you are, you know where I am.

12

bubble, too.

13

you guys.

14

I'm on the

Hey, I'm 55; wish me luck, good luck to

I've got plans.
So, so here's some realization, okay, this

15

is why this is important for you and I, if you're

16

younger or you have a family member that's younger,

17

then obviously if time's on their hands, then let them

18

go out and actually change their life.

19

AUDIENCE MEMBER:

20

CHRIS PETERSON:

21

AUDIENCE MEMBER:

22

CHRIS PETERSON:

Right.
Are you with me?
Uh-huh.
For those of you and I who

23

may be a little older, we may not be able to

24

capitalize on the back end of that 30 year investment

25

strategy, but I can always get 25, 18, 16, and I can
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1

still continue to grow that money and it's going to

2

compound no matter how long it's there and I can at

3

least leave a legacy.

4

Are you with me?

5

AUDIENCE MEMBER:

6

CHRIS PETERSON:

Uh-huh.
So this is very good for

7

you and I.

8

suffering opportunity costs.

9

If you're younger, consider it.

Quit

So, tax lien, take a note, what is it?

10

AUDIENCE MEMBER:

I don't know.

11

CHRIS PETERSON:

Write this down.

Tax lien

12

is a first position lien placed on a property due to

13

delinquent taxes.

14

What position?

15

AUDIENCE MEMBER:

16

CHRIS PETERSON:

17

This is it.

18

First.
First, critical.

Safety.

This is the sizzle for you guys.

Okay, so let's go in.

I want you to be

19

thinking in the numbers of 10, there's a reason for

20

this.

21

you want to take some notes, you can write it down,

22

but this is proprietary, okay.

Hey, sir, there's actually no photography.

23

AUDIENCE MEMBER:

24

CHRIS PETERSON:

25

If

Okay.
Thank you.

No, that's

fine, I don't mind.
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So, okay, so I want you thinking in numbers

2

of 10.

3

(inaudible) on this because I want you to, I want you

4

to get this information.

5

This is very important for you and I

So (inaudible) went out and they purchased

6

10 tax liens, their investment was 4,500 dollars,

7

their profit off of that is 177,000.

8

investment strategy?

9

AUDIENCE MEMBER:

Yes.

10

AUDIENCE MEMBER:

Yes.

11

CHRIS PETERSON:

Is that a good

That's a greater strategy.

12

Now 10, the reason I show this is because 10 is very

13

powerful for you and I.

14

Okay.

So let's go on.

I'm going to cover two

15

strategies, how we make money in this business, and

16

these are guarantees.

17

So we know before we ever invest.

The

18

reason I like this business is because I write a check

19

and I get a bigger check.

20

And you will, too.

So, and (inaudible) tax lien funnel and you

21

can just watch this, this is a nice little visual aide

22

for you guys.

23

there's going to be a piece of real estate, because

24

we've got a property.

25

Always, always inside a tax lien model

The Government is involved, they're
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1

Government programs, everyone is controlled by the

2

State, and then there's you and I as an investor.

3

you and I are just kind of standing out here to the

4

side.

5

you and I actually step into this equation.

6

Now

There's a lot of things that take place before

So today, what we're going to do is we're

7

going to say this house is worth 200,000 dollars and

8

the property taxes on this home are 2,000 dollars.

9

Are you with me?

10

AUDIENCE MEMBER:

Yes.

11

CHRIS PETERSON:

Okay.

Now as a homeowner,

12

you and I know, or a property owner, we're

13

responsible, we're supposed to pay our taxes and we

14

pay our taxes to the Government or to the County, yes?

15

AUDIENCE MEMBER:

Right.

16

AUDIENCE MEMBER:

Yes.

17

CHRIS PETERSON:

Okay, they're the ones that

18

collect it.

19

is how we cover our schools, streets, infrastructure,

20

water, sewage treatment plants, police, fire,

21

ambulance, Government employees, Judges, City, County

22

employees, all of this, this is budgeted and stays

23

operational off of the backs of you and I as property

24

owners and taxpayers.

25

Now the County must have the money.

This

Are you with me?
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AUDIENCE MEMBER:

2

CHRIS PETERSON:

7/10/2019
Uh-huh.
So this is why this is a,

3

this is a pretty (inaudible) in my opinion.

4

why tax lien investing was created, and it's been

5

around for over 200 years.

6

This is

So over 200 years ago Mr. Government, Uncle

7

Sam needed the money to stay operational.

8

it for infrastructure, Government buildings, same as

9

they do today.

They needed

But when people didn't pay their

10

property taxes, then the Government, their budget was

11

affected.

12

AUDIENCE MEMBER:

13

CHRIS PETERSON:

Right.
Now, fast forward to today,

14

the day you and I go in, you and I know that the

15

Government's not going to be affected.

16

AUDIENCE MEMBER:

17

CHRIS PETERSON:

18

AUDIENCE MEMBER:

19

CHRIS PETERSON:

Hello.

Uh-huh.
Can we agree to that?
Yeah.
They're not going to

20

(inaudible) side of the party you're on.

21

matter, Government is always going to make sure they

22

look out for the Government.

23

AUDIENCE MEMBER:

24

CHRIS PETERSON:

Hello?

25

AUDIENCE MEMBER:

Yes.

Doesn't

Uh-huh.
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1

CHRIS PETERSON:

2

So they said okay, well we've got to have

3

the money, these people are not paying, and because

4

they're not paying, we can't, can't build schools,

5

can't do streets.

6

That's the way it is, okay.

So we're going to create a system and we're

7

going to penalize them.

8

And every single State in the United States has

9

adopted the program.

And that's what they did.

10

Are you with me?

11

AUDIENCE MEMBER:

12

CHRIS PETERSON:

Uh-huh.
So that's what we're

13

dealing with, okay.

14

don't know why, you may not know why.

15

in judging people.

16

this industry.

17

Now, homeowner doesn't pay.

I

I don't believe

I try to be a problem solver in

Bad things happen to good people, I'm aware

18

of that.

19

out and work, so my parents were great people, they

20

taught me a lot of great morals, they just didn't know

21

how to make money.

I mean I didn't come from money, I had to go

22

Are you with me?

23

AUDIENCE MEMBER:

Uh-huh.

24

AUDIENCE MEMBER:

Yes.

25

CHRIS PETERSON:

So it was tough growing up,
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1

I get it.

2

know marriages -- couples split up, and when they

3

split up, they could have great finances and the day

4

they get divorced, finances crumble.

5

happen to good people.

6
7

10

Bad things

Sickness, people get sick, medical.

Bad

things happen.

8
9

So I'm not going to judge people because I

Absent-minded, they just forgot to pay their
taxes.

It could be a number of things.

Maybe they

just lost their job.

11

Regardless, they didn't pay their taxes, you

12

and I don't need to judge them.

13

Sam, he judges.

14

Yeah.

15

single piece of paper that is placed on that property

16

as a lien.

17

document.

18
19

Mr. Government, Uncle

He issues a lien.

And that's just a document.

Are you with me?
Alls it is is a

That's all a lien investing is, it's a

So now this lien has been issued, they have
a due date.

20

AUDIENCE MEMBER:

21

CHRIS PETERSON:

Yes.
Now we're going to deal

22

with, I'm going to use my State, State of Florida as

23

my example.

Florida guarantees how much?

24

AUDIENCE MEMBER:

25

CHRIS PETERSON:

18 percent.
18 percent.
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AUDIENCE MEMBER:

18.

2

CHRIS PETERSON:

Okay.

7/10/2019

And then I, I said

3

it would, I asked you if it would be nice to know when

4

you get the money back.

5

AUDIENCE MEMBER:

6

CHRIS PETERSON:

7

Every State, just as every State is a little

Yeah.
Is that true?

Okay.

8

unique on what they pay, every State is a little

9

unique on how they actually, when we get our money

10
11

back.

That's called redemption period.
Write that down if you were taking notes,

12

redemption, or timeline, you can write that, to

13

simplify it.

14

And then what that means is when that lien

15

is issued, property owner has a certain amount of time

16

to pay or redeem that actual tax plus the penalty.

17

Are you with me?

18

AUDIENCE MEMBER:

Uh-huh.

19

AUDIENCE MEMBER:

Yes.

20

CHRIS PETERSON:

It can be one year, it can

21

be two years, some States are three years, but we

22

always know this before we ever invest.

23

Are you with me?

24

AUDIENCE MEMBER:

25

CHRIS PETERSON:

Yes.
Yes, okay.

So we're going
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1

to deal with my State, State of Florida, 18 percent,

2

and we're going to deal with a one year timeline,

3

which is how many months?

4

AUDIENCE MEMBER:

5

CHRIS PETERSON:

6

12.
12, okay.

I just want to

make sure you're paying attention.

7

Okay, so here we go.

The lien was issued.

8

Now you and I as an investor, this is where we come

9

in, we just simply go in and we actually purchase this

10

lien.

11

to write a check or make an investment on this piece

12

of real estate and pay the property taxes.

So I'm going to write a check or you're going

13
14

Now in the State of Florida we're guaranteed
how much money?

15

AUDIENCE MEMBER:

18.

16

AUDIENCE MEMBER:

18.

17

CHRIS PETERSON:

18, guaranteed 18 percent,

18

so you all write that check.

19

we actually pay this, the Government takes that lien

20

and they put your name on it or your company name or

21

your LLC, however you want to take ownership.

22

are on this lien.

23

As soon as we go in and

Now you

They give you a copy, one for your records,

24

and the other copy is kept at the Courthouse.

25

recorded.

It's
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Are you with me?

2

AUDIENCE MEMBER:

3

CHRIS PETERSON:

7/10/2019

Uh-huh.
Now the homeowner says oh,

4

I've got to pay my taxes, or maybe they've just come

5

up with the money and they notify the Court and the

6

Court pulls it up and they says well Danny, Danny can

7

actually purchased the lien and you were late, so

8

there was a lien issued for property taxes, so you

9

don't owe 2,000 dollars, you owe 2,000 plus?

10

AUDIENCE MEMBER:

11

INVESTIGATOR WRIGHT:

18 percent.
18 percent.

So they

12

said okay, well, the home -- property owner pays the

13

money.

14

This is gone, it's been satisfied.

15

happens is they will mail you a check, 2,000 dollars

16

plus 18 percent.

Then the Government basically just shreds it.
And then what

17

Is that a good investment?

18

AUDIENCE MEMBER:

Uh-huh.

19

AUDIENCE MEMBER:

Yes.

20

CHRIS PETERSON:

21

AUDIENCE MEMBER:

22

CHRIS PETERSON:

It's a great investment.
Yeah.
Now you didn't make a ton

23

of money, but there wasn't a bunch of money invested,

24

but here's what you did do and I will do this every

25

single time, you wrote a check and you got a bigger
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7/10/2019
check.

2

Are you with me?

3

AUDIENCE MEMBER:

4

CHRIS PETERSON:

Yes.
And you knew this before

5

you ever wrote the check how much the bigger check was

6

going to be, minimum.

7

Are you with me?

8

AUDIENCE MEMBER:

9

CHRIS PETERSON:

10

Yes.
And you know when you're

going to get the money back.

11

So, tax lien (inaudible), what do we do for

12

you?

13

participate with us, we'll give you a booklet today,

14

we'll send you home.

15

and a password tomorrow, takes us about 24 hours.

16

send you all the information.

17

What does our company do?

When you actually

You're going to get a user name
We

Now there is some information in here that

18

you're going to need, some terminology that is

19

discussed about tax lien and deed investing.

20

these are State rules, we need to understand the State

21

rules, so we need to understand how the language is

22

explained.

23

So we'll send you with this today.

Since

Now

24

we've taken all 50 States, tax liens, tax deeds,

25

hybrids, everything (inaudible), we brought it into
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7/10/2019
one Website.

2

So now for my computer, I can go to one

3

Website and I can invest anywhere in the United States

4

without having to go to all the different States

5

individually and try and figure it out.

6

happens is once you do that and it starts to get

7

complicated, as soon as it gets complicated, you're

8

over on Instagram.

9

Are you with me?

10

AUDIENCE MEMBER:

11

CHRIS PETERSON:

Uh-huh.
And you check it out.

12

too tough.

13

the information into one place.

14

Because what

So we've simplified it.

It's

We've brought all

Now with us, our trainings are all done

15

online.

16

videos, so you don't need to clear your calendar to

17

attend a three-day training.

18

video is about 20, 30 minutes long.

19

They're live instructors that you're watching

We have 20 videos.

We cover, number one, how to actually read

20

the information on each State.

21

back.

22

What's the rate of return?

23

Each

Is it a lien State?

So we cover that.

How much am I getting

Is it a deed State?
What's the rules?
We cover how to actually

24

find that 20 billion dollars that's available.

25

public information, but we've got to know how to kind

It's
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of go into and get that information.

2

important.

3
4

7/10/2019
It's very

Then we need to actually, you need to learn
how to do due diligence.

5

Are you with me?

6

AUDIENCE MEMBER:

7

CHRIS PETERSON:

Yes.
Now I like my life simple,

8

I don't care how you invest, if you want to get in

9

your car and drive around, you can get in your car and

10

you can drive around and go look at properties.

11

choose not to do that.

12

I do everything online.

I

I know -- how long

13

of a drive is it to, if I gave you an address in, say,

14

D.C., how long would it take me to get there?

15

AUDIENCE MEMBER:

An hour.

16

AUDIENCE MEMBER:

Depending on what time of

CHRIS PETERSON:

Pick the, what would be the

17
18
19

day.

lightest traffic of the day, middle of --

20

AUDIENCE MEMBER:

An hour.

21

AUDIENCE MEMBER:

An hour.

22

CHRIS PETERSON:

23

AUDIENCE MEMBER:

An hour.

24

AUDIENCE MEMBER:

An hour.

25

CHRIS PETERSON:

Half an hour?

Hour.
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1

AUDIENCE MEMBER:

2

CHRIS PETERSON:

7/10/2019
60 minutes, an hour.
60 minutes, okay.

I'll

3

give you that address, I bet you I can jump on line

4

and pull that information up on that house in about

5

five minutes.

6

Are you with me?

7

AUDIENCE MEMBER:

8

CHRIS PETERSON:

9

online.

Yes.
Everything is out there

If you want to go wear yourself out, you can.

10

I use -- I rely on data.

11

than enough information out there.

12

to see what the house looks like, I go to Google Earth

13

Pro.

14

(inaudible).

I trust it.

There's more

I use -- if I want

I can practically peek in people's windows
Yeah, theirs is free.

Yes.

15

AUDIENCE MEMBER:

16

CHRIS PETERSON:

17

Are you with me?

18

AUDIENCE MEMBER:

19

CHRIS PETERSON:

20

Guys, listen, the information's there, and I

Yes.
I'm not peeking in windows.

Yes.
Hello (inaudible).

21

could (inaudible) and if I'm looking at a piece of

22

real estate and it says the house is worth

23

200,000 dollars and I pull houses in the neighborhood

24

and it says that they've all sold houses in the

25

neighborhood for 200,000 dollars, how much is the
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house worth?

7/10/2019
Hello?

2

AUDIENCE MEMBER:

3

CHRIS PETERSON:

200,000.
200,000 dollars.

You want

4

to drive up there and go look at it, go look at it.

5

do my investing online, so we train you how to do

6

this, okay.

7

So we teach you how to do that.

I

Then what

8

are the next steps?

9

paid, everything you need to know about how to do tax

10

How do you get paid, when you get

lien and deed investing is covered in those 20 videos.

11

Then -- and by the way, that's six hours of

12

your life, if you watched them all at once.

13

need to watch them all at once, start watching them.

14

You will always have this, so you will always have

15

access to all this information.

16

You don't

After you watch the videos, start going

17

investing.

18

Get the video, get your Email in the morning, log in,

19

start watching the dreams, you can be purchasing and

20

investing in tax liens and deeds tomorrow.

21

You can be investing tomorrow afternoon.

Which one do you want to do, liens, deeds,

22

what's your strategy?

23

properties?

24

short-term money, more long-term money?

25

both?

Are you wanting more

Are you wanting to make more money?

You want a combination?

More

You want

We have choices.
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1

Are you with me?

2

AUDIENCE MEMBER:

Yes.

3

CHRIS PETERSON:

Okay.

7/10/2019

Online investing.

I

4

guess, I mean I want you to have simplicity.

5

that I'm lazy, I was a carpenter, I did all the rehabs

6

for years.

7

actually invest smart.

8

want to fight traffic.

I just, I, I've figured out how to
I shop online because I don't

9

Are you with me?

10

AUDIENCE MEMBER:

Uh-huh.

11

AUDIENCE MEMBER:

Yes.

12

CHRIS PETERSON:

13

It's not

So you mentioned traffic

just driving in D.C.

14

AUDIENCE MEMBER:

15

CHRIS PETERSON:

Uh-huh.
I don't shop -- I

16

don't want to be driving around looking at houses when

17

I can jump online and spend 10, 15 minutes.

18

So learn how to invest smart.

Take that

19

amount of time and spend it with your family, do

20

things you really want to do.

21

you're working all day, time is limited.

22

you've got limited time, why wear yourself out on

23

these other projects.

24

and adding a second job.

25

You already have a job
Because

Alls you're doing is shifting
We can invest smart.

So we teach you how to do this online.

We
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1

also teach you to do it the old fashioned way.

2

want to go to the Courthouse and invest on the

3

Courthouse steps, we teach that.

4
5

Let me tell you who, who's at the
Courthouse.

Guys like me who have money and bankers.

6

Are you with me?

7

AUDIENCE MEMBER:

8

CHRIS PETERSON:

9

You

Courthouse.

Yes.
There's only money at the

Now I don't, I don't even do Courthouses

10

anymore.

11

investing -- because here's, here's, here's the

12

reality, I used to go to the Courthouse because that's

13

all I had.

14

that's the 5, 6 billion dollars that's being

15

purchased.

I gave that up a long time ago.

I do all my

I didn't know how to invest online.

16

Are you with me?

17

AUDIENCE MEMBER:

Yes.

18

AUDIENCE MEMBER:

Uh-huh.

19

CHRIS PETERSON:

And

See, the rest of that

20

20 billion is not being sold at the Courthouse because

21

they don't have enough time.

22

in and buy it and that's what we teach you.

But now I know how to go

23

Are you with me?

24

AUDIENCE MEMBER:

Yes.

25

AUDIENCE MEMBER:

Uh-huh.
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1

CHRIS PETERSON:

2

smart.

3

When do we get paid, okay.

7/10/2019
So it just simply works

After you invest, what are the next steps.

4

So now let's go in to strategy number two.

5

So I showed you how to get the 18 percent.

6

check, get a bigger check.

7

Write a

Now this is important for you and I, this is

8

why we invest, grow money.

9

business and if you're going to do real estate and you

10

want to take your real estate business serious and you

11

want to increase that profit and you want to make some

12

money, pay attention, take note.

13

So here we are.

But this is why I do this

Okay.

Ms. Danny going in, she

14

actually paid this individual's taxes, how much were

15

they?

16

AUDIENCE MEMBER:

17

CHRIS PETERSON:

18

2,000 dollars.
She's guaranteed how much

percent?

19

AUDIENCE MEMBER:

20

CHRIS PETERSON:

21

AUDIENCE MEMBER:

12.

22

AUDIENCE MEMBER:

One year.

23

CHRIS PETERSON:

24
25

18.
And how many months?

12 months, so one year,

12 months.
One year goes by, Ms. Danny doesn't get her
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1

2,000 dollars.

2

didn't get the 18 percent, so she's got an investment

3

out there and she didn't get a return.

4

thinking well how is this a good investment.

5

this is how it becomes a phenomenal investment.

6

this.

7

okay.

8
9
10

She didn't get her 2 grand and she

Watch

When that timeline expires, redemption
period is up, you and I can go in and acquire that
property because we have what position lien?
AUDIENCE MEMBER:

12

CHRIS PETERSON:

14

Well

Wake up, Danica, you're about to get this,

11

13

So you're

First.
First position lien and we

can acquire that property free and clear.
So now you and I are the proud owner of a

15

200,000 dollar piece of real estate for how much

16

initial investment?

17

AUDIENCE MEMBER:

2,000.

18

AUDIENCE MEMBER:

2,000.

19

CHRIS PETERSON:

20

AUDIENCE MEMBER:

21

CHRIS PETERSON:

Is that a good investment?
Yes.
That is a phenomenal

22

investment.

23

grew my portfolio for rentals and this is why I do

24

this business now.

25

And this is why we do this, this is how I

Now I want to make this very, very, very
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1

clear, you are not, I am not, nobody is, is getting

2

every house.

3

Are you with me?

4

AUDIENCE MEMBER:

Uh-huh.

5

AUDIENCE MEMBER:

Yes.

6

CHRIS PETERSON:

The taxes get redeemed, it

7

is 90 percent of the time you write a check, you get a

8

bigger check.

9

Are you with me?

10

AUDIENCE MEMBER:

11

CHRIS PETERSON:

12

the penalty.

13

return.

14

Yes.
The taxes get paid, plus

You made an investment, you get the

So if 90 percent of the time you write a

15

check and get a bigger check, then how many percent of

16

the time do you get the property?

17

AUDIENCE MEMBER:

18

CHRIS PETERSON:

12?

Lord have mercy.

Wow.

19

school?

20

percent out of 90?

AUDIENCE MEMBER:

22

CHRIS PETERSON:

24
25

Where did you go to
Wow.

Yeah.

12

Good for you.

21

23

12.

10.
10 percent.

So this is

important, this is why I'm telling you 10 percent.
It's 90-ish percent, and we know this.
can actually research this and see.

You

Some States, like
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1

the State of Illinois, it's like 93 percent.

2

State of Illinois, I'll just, I don't invest there, I

3

don't like Illinois.

I'm from Indiana originally, I

4

don't like Illinois.

They pay 36 percent.

5

now you're saying why would you not invest there.

6

Now the

I don't --

Well for me I don't invest there because of

7

my years of construction and training and mentoring,

8

it's very difficult to actually get anything done in

9

Chicago area, which is where all the property value is

10

because of all the codes and all the actual permits

11

and everything you've got to get done, my workday

12

would about kill you.

13

Are you with me?

14

AUDIENCE MEMBER:

15

CHRIS PETERSON:

16

but it's 36 percent.

17

and clear.

18

Yes.
So I don't invest there,

So you get this property free

Now once you own this property, you have

19

choices.

You can sell it.

20

sell it.

200,000 dollar home, a couple grand

21

investment, somebody comes along and says well I want

22

to give you 150.

If you want to sell it,

Are you selling it or no?

23

AUDIENCE MEMBER:

24

CHRIS PETERSON:

25

AUDIENCE MEMBER:

No.
You're not?
I'd sell it.
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2

CHRIS PETERSON:

I am.

7/10/2019
Sold.

Sold.

Rentals, rentals, guys.

3

This is, if you're going to grow a

4

portfolio, at least think about incorporating this

5

into your business, because what happens is the first

6

time you get a rental payment plus damage deposit,

7

you've got (inaudible).

8

AUDIENCE MEMBER:

9

CHRIS PETERSON:

10

store.

11

to produce for you.

Right.
From that point on, cash

You've got a piece of real estate that's going

12

You can let -- so in 2003 my wife informed

13

us that we were moving to Florida.

14

She goes yes, we're moving to Florida.

15

because that's what husbands do, guys, yes?

I said we are?
I said okay,

16

AUDIENCE MEMBER:

(Inaudible).

17

CHRIS PETERSON:

So I said okay.

Well, if

18

we're going to move to Florida, let's go down there,

19

because we have three daughters, I said we need to be

20

conscious of where we want to live.

21

AUDIENCE MEMBER:

22

CHRIS PETERSON:

23
24
25

That's right.
Where we want to raise our

children.
So we went down and surveyed and we, we
looked at many areas.

And I, I really just, I told my
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1

wife, I said Jenny, I said, you know, we've been

2

investing for a long time, there is no way I'm paying

3

these home prices.

4

Midwest, in Indiana; go and live down by the water,

5

home price is through the roof.

I mean we're living in the

6

Are you with me?

7

AUDIENCE MEMBER:

8

CHRIS PETERSON:

9

Uh-huh.
I was like I'm not paying

this, I said, so if you're going to move to Florida,

10

then I'm going to go down and buy tax liens and I'm

11

going to keep buying them until we get a property.

12

Now my due diligence during that time is

13

because I'm only buying tax liens of a property that

14

if I get it I'm going to live in it, I was a little

15

tighter on my investment.

16

Are you with me?

17

AUDIENCE MEMBER:

18

CHRIS PETERSON:

Uh-huh.
This wasn't just an

19

investment property I'm writing a check and I'm going

20

to sell it off or rent it, this was something we were

21

going to live in.

22

So if you're going to use that as a strategy

23

for yourself, then tighten up your due diligence, you

24

know what I mean, but you can live in it.

25

So this, again, great way to actually pick
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1

up homes.

2

7/10/2019
So we have choices.
Now could this house, could this piece of

3

property right here, could there be a mortgage on

4

that?

5

AUDIENCE MEMBER:

6

CHRIS PETERSON:

7

AUDIENCE MEMBER:

8

CHRIS PETERSON:

9

AUDIENCE MEMBER:

Yes.

10

AUDIENCE MEMBER:

No.

11

CHRIS PETERSON:

Yes?

Yes.
Yes.
Uh-huh.
Should that concern you?

No?

We don't, we

12

don't need to be concerned because we got a what

13

position?

14

AUDIENCE MEMBER:

15

CHRIS PETERSON:

16

So here's how this works, and I'll explain

First.
First position.

17

this for you, okay, so if there is just a mortgage on

18

a property and the property owner didn't pay their,

19

their mortgage payment, bad things happen to good

20

people, they wasn't able to pay, eventually the house

21

is going to go into foreclosure and the bank is going

22

to take the property back, yes?

23

AUDIENCE MEMBER:

Yes.

24

AUDIENCE MEMBER:

Uh-huh.

25

CHRIS PETERSON:

And the bank took the
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1

property back because the mortgage typically would be

2

what is known as first position.

3

Are you with me?

4

AUDIENCE MEMBER:

5

CHRIS PETERSON:

Uh-huh.
But when we actually were

6

dealing with property taxes, the taxes say that we go

7

to what position?

8

AUDIENCE MEMBER:

9

CHRIS PETERSON:

10

AUDIENCE MEMBER:

11

CHRIS PETERSON:

First.
We go to first position.
Right.
So we step in front of the

12

mortgage.

13

that's why it's 90 percent.

14

owner is going to pay the taxes back.

So the bank has a right to buy us out,

15

Are you with me?

16

AUDIENCE MEMBER:

17

CHRIS PETERSON:

The bank or the property

Right.
Because the mortgage -- and

18

here's the tax code.

19

priority over the claim of any person whose property

20

isn't covered by the tax lien and over the claim of

21

any holder of the lien on that property whether or not

22

that lien existed before the attachment of the tax

23

lien.

It says the tax lien takes

24

So if there's a mortgage on there when we're

25

actually reading this, we can see, I know if there's a
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1

mortgage in play.

2

I know 90 plus percent of the time I make an

3

investment, I'm writing a check and getting a bigger

4

check.

5

or the bank is going to pay.

I'm not concerned about it because

So either the property owner is going to pay

6

Are you with me?

7

AUDIENCE MEMBER:

8

CHRIS PETERSON:

9

Yes.
So, and banks do walk away

from some, depending on the mortgage amount, if there

10

was a home equity, a line of credit, 200,000 dollar

11

house, maybe 30,000 in a HELOC or something like that,

12

the bank's liable to say no -- first of all, has the

13

bank ever paid any of your taxes?

14

AUDIENCE MEMBER:

No.

15

AUDIENCE MEMBER:

No.

16

CHRIS PETERSON:

17

Never paid mine, either.

Are you with me?

18

So they're not paying taxes, they don't like

19

to do this, but they will do it to actually protect

20

their investment.

21

But you and I go to first position, so we

22

step in front of that mortgage and I know that when we

23

buy that lien, we're the ones that are going to get

24

paid.

25

So let's go in and look at, and we'll finish
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1

up with this, I want to show you a couple strategies

2

and why tax lien investors make more money.

3

So here we have a house, we have identified

4

property that's in pre-foreclosure.

5

will actually teach you how to find pre-foreclosures.

6

You should actually be incorporating this in your

7

business.

8
9

So we find this house.

Hilary's training

We marketed for it,

maybe direct mailers, driving for dollars, real estate

10

agent, somebody in your neighborhood, whatever, you

11

had time, resources, energy, something involved, you

12

found this house, 200 grand.

13
14

You were able to actually purchase it for
120,000.

How many of you like investment?

15

AUDIENCE MEMBER:

16

CHRIS PETERSON:

17

Yeah.
Yeah.

I like it, it's,

it's, it's a, raising an eyebrow, okay.

18

So we get this property under contract.

19

Then we actually go what she teaches, we cover this as

20

well, I, maybe I don't want this property.

21

want to do the renovations, maybe the renovations are

22

going to cost more than what I want to make in profit

23

and I just want to wholesale it or flip it really

24

quick.

25

So I keep talking about it.

I don't

Call one of my
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1

wholesalers and say hey, Mr. Wholesaler, Mr. Cash

2

buyer, I've got a 200,000 dollar piece of real estate,

3

I have it under contract, I'll sell it to you for 150.

4

Did he get a good investment?

5

AUDIENCE MEMBER:

Uh-huh.

6

AUDIENCE MEMBER:

Yes.

7

CHRIS PETERSON:

8

actually walk away with a check for 30 grand.

9

AUDIENCE MEMBER:

10

CHRIS PETERSON:

11

AUDIENCE MEMBER:

12

CHRIS PETERSON:

13

AUDIENCE MEMBER:

14

CHRIS PETERSON:

15

He did, and you and I

Uh-huh.
Good, good investment?
Yes.
Yes.
Yes.
This is a good investment.

You should be even incorporating this.

16

But here's why tax lien investing is so much

17

better when we get the properties, over here, got a

18

200,000 dollar house, but I picked this one up for

19

5,000.

20

you this house 150 grand, but now you and I walk away

21

with 145,000 dollar check.

22

AUDIENCE MEMBER:

23

CHRIS PETERSON:

24

AUDIENCE MEMBER:

25

CHRIS PETERSON:

Same strategy.

Hey, Mr. Wholesaler, I'll sell

Yeah.
Are you with me?
Yes.
Now I don't care how you
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1

invest, and you can make your own decision, you're the

2

CEO.

3

want commercial properties, multi family, self

4

storage, lease options, mobile home parks, we have

5

choices with real estate.

6

If you want to go flip houses, go flip.

If you

But here's why I like this one, you guys

7

said that this was a good deal, it was well to spend

8

120,000 on a 200,000 dollar house, but if you took

9

that and you went out and you actually just bought tax

10

liens with that 120,000, you could pick up 24.

11

Are you with me?

12

AUDIENCE MEMBER:

13

CHRIS PETERSON:

Yes.
So now I've got

14

24 investments that are in the play and if I'm getting

15

90 percent return, I'm probably going to get two

16

houses out of that 24.

17

Are you with me?

18

AUDIENCE MEMBER:

19

CHRIS PETERSON:

20

Uh-huh.
So now my, my business and

my flips are actually growing faster.

21

Does that make sense?

22

AUDIENCE MEMBER:

Uh-huh.

23

AUDIENCE MEMBER:

Yes.

24

CHRIS PETERSON:

25

Okay now I'll show you this

and then we'll end.
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1

This will actually help you guys that want

2

to make money quick.

3

make money quick.

4

out there, you need a fast return.

5
6

Some of you are going to need to

You don't want your money hanging

So remember when we were dealing with one
year timeline, yes?

7

AUDIENCE MEMBER:

Yes.

8

AUDIENCE MEMBER:

Uh-huh.

9

CHRIS PETERSON:

Okay.

Now when that lien's

10

issued in that 12 months, any time during that

11

timeline we can invest, okay.

12

7/10/2019

So because we, we know the rules, we're just

13

going to read the rules.

14

timeline that has eleven months, expired on a 12-month

15

redemption period, how long do you have to wait to get

16

money back and get the property, the house?

But if you invest in, say, a

17

AUDIENCE MEMBER:

18

CHRIS PETERSON:

19

AUDIENCE MEMBER:

21

CHRIS PETERSON:

Oh, oh.
So now we're turning over

money very quickly.

23

AUDIENCE MEMBER:

24

CHRIS PETERSON:

25

One month -- no, one month.

We, we invested in the eleventh month of a 12-month --

20

22

A year.

Oh, okay.
So if you need short-term

investing or you want to put into play going after
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7/10/2019

1

properties, go in and invest at the end of the

2

redemption period, and especially if there's a

3

mortgage on that property, because if there's a

4

mortgage on that property, the bank isn't going to pay

5

the taxes and the penalty, on day two they give that

6

homeowner the whole length of time.

7

Are you with me?

8

AUDIENCE MEMBER:

Yes.

9

AUDIENCE MEMBER:

Uh-huh.

10

CHRIS PETERSON:

So they make a decision at

11

the end of a redemption period.

12

jump in before they do and we can see all that because

13

we see all that through our due diligence.

14

the actual bank is.

You and I, we just

15

Does that make sense?

16

AUDIENCE MEMBER:

Uh-huh.

17

AUDIENCE MEMBER:

Yes.

18

CHRIS PETERSON:

19

AUDIENCE MEMBER:

20

CHRIS PETERSON:

21

AUDIENCE MEMBER:

Yes.

22

AUDIENCE MEMBER:

Uh-huh.

23

CHRIS PETERSON:

24

AUDIENCE MEMBER:

No.

25

AUDIENCE MEMBER:

Nope.

I know who

Is that simple?
Yes.
Do you guys like this?

Did I put you to sleep?
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1
2
3

CHRIS PETERSON:

7/10/2019
A couple of you are sleep,

okay.
So let's move on, so you guys know what

4

you're getting, online resource, the video trainings,

5

(inaudible) 50 State reference guide, cost to do this

6

program anytime after today is 5,000 dollars; today's

7

price is 1,597.

8
9

You will have access to the training
tomorrow, you will always have access to the actual

10

resource center.

11

you a guarantee -- our guarantee is watch the videos,

12

start investing.

13

and cannot, you call us, get us on the phone, we'll

14

look at this with you, we'll walk you through your

15

investment, we'll help you with that.

16

You get our online support.

We give

If you do not purchase a tax lien

If you did the real estate, Hilary

17

discounted this for you.

18

1,597, you've already invested 2 grand, you can add

19

this one for 997, that's why she brings this out.

20

knows you're going to make, make money in real estate,

21

you need a place to park it.

22
23
24
25

You do not have to pay

She

We also know you need real estate and you
are going to pick up real estate in this business.
So Keith talked about it in his session, I
live in this in my world as well.

You, we go out, we
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7/10/2019

1

find 10 houses, we write 10 offers, we have time,

2

energy, resources, marketing, whatever.

3

involved, I write 10 offers, I'm going to get one

4

property under contract, one of those is going to go

5

make money for me.

6

Are you with me?

7

AUDIENCE MEMBER:

8

CHRIS PETERSON:

9
10

I have time

Yes.
That's what you're going to

experience it as well, okay.
Now in nine of those did not make money for

11

me and they cost me time, energy, money, whatever it

12

may be, but I go buy 10 tax liens, I know every one of

13

those tax liens is going to produce money and probably

14

one of those is still going to turn into a property

15

which is going to create even more money.

16

Are you with me?

17

AUDIENCE MEMBER:

Yes.

18

AUDIENCE MEMBER:

Uh-huh.

19

CHRIS PETERSON:

So I like this strategy

20

because I'm picking up properties and you're going to

21

pick them up, but we're also going to write a check

22

and always get a bigger check.

23

Do you like this, yes?

24

AUDIENCE MEMBER:

Uh-huh.

25

AUDIENCE MEMBER:

Yes.
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1

AUDIENCE MEMBER:

2

CHRIS PETERSON:

7/10/2019
Yes.
So, guys, this is a simple

3

program.

4

drill.

5

questions, go ask John, Andrew, come see me.

6
7
8
9

The forms are in the back.

Go back there, get enrolled.

You know the
If you have any

Everybody give themselves a hand for
sticking around.
Stop suffering opportunity costs.
measuring.

Start

If you've got a 401(k), start, start

10

thinking about that money.

11

your job and work, at least invest your money wisely.

12

Are you with me?

13

AUDIENCE MEMBER:

14

CHRIS PETERSON:

15
16

If you're going to stay at

Yes.
So everybody have a blessed

day and happy investing.
Oh, by the way, this is for two people, too,

17

so two user names among you, so everything we have is

18

for two people.

19

So, yeah.

Come and see me.

UNIDENTIFIED MALE:

Come on back, we have

20

the course packet here if you're interested.

21

the three day class swing-backs, so we go through your

22

folders with you.

23

that, we can get you going with that as well.

24
25

We do

If you're still on the fence about

If -- there's free stuff on the table over
here that you can grab one of each before you head
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1

7/10/2019
out.

2

INVESTIGATOR WRIGHT:

My name is Darren

3

Wright, I am an investigator at the Federal Trade

4

Commission.

5

I just attended a free Rules of Renovation

6

workshop.

Today is July 10th, 2019, and the time is

7

3:06 p.m.

I also purchased a three day workshop.

8

(Whereupon the Seminar

9

was concluded)

10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
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Zurixx
1

P R O C E E D I N G S

2

-

3

-

MR. WRIGHT:

-

-

7/20/2019

-

Today is July 20th.

The time is

4

8:15 a.m.

5

Commission in the Division of Marketing Practices.

6

Today I will be attending and recording day two of the

7

Rules of Renovation three-day workshop at the Hilton

8

Richmond Downtown.

9

Street, Richmond, Virginia, 23219.

I am an investigator at the Federal Trade

The address is 501 East Broad

10

(Music.)

11

MR. SHEMIN:

(Background conversations.)
-- deals in Manhattan, in Beverly

12

Hills, going, hey, my name's Robert.

13

what do you want?

14

Great.

15

worry about it.

16

happens every once in a while, or somebody will say,

17

hey, I'm in a party, I'm in a meeting, can you call

18

back later?

The guys goes,

I'm calling on you (inaudible).

Hey, what do you do in real estate?
Let's get to it.

Don't

You know, like, that

19

AUDIENCE:

Sure, yep.

20

AUDIENCE:

In other words, relationship.

21

MR. SHEMIN:

Now, most people, in 90 percent of

22

the country, are super friendly.

23

yourself.

24

I'm a realtor and I work with investors or I'm a

25

realtor and I hate investors.

So my mentor said, be

So, hey, Mr. -- you know, what do you do?

I've actually had that
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Zurixx

7/20/2019

1

said.

2

Both -- you know, if they're on my house deals, 99

3

percent dealer wholesalers or realtor wholesalers,

4

which are that rare 1 percent, and I'll tell you, I'm a

5

wholesaler.

I just ask people.

6
7

I just ask questions.

And I'll say, hey, how long you been in real
estate?

Two years, 20 years, ten years.

8

AUDIENCE:

9

MR. SHEMIN:

Right.
And I'll say, listen, I can do

10

multiple deals.

11

Bryce and I work with a doctor.

12

About how many deals a month do you have?

13

about seven.

14

it a year, do about two a month.

15

stepping up -- you know, they'll tell you.

16

are -- you know, they need you.

17

phone number, you know?

18

around.

19

the one running the ad.

20

I work with Hilary and I work with

Great.

I've got a good team.
Oh, we close

You know, I'm brand new, been in
I'm a realtor just
People

They're running in a

That's when you got to turn it

You don't need them.

They need you.

They're

Don't ever forget that.

And I'm sorry, doctors work for me, lawyers

21

work for me.

22

lawyers don't -- you know, some doctors try to turn

23

that around, correct?

I don't work for the doctor.

24

AUDIENCE:

25

MR. SHEMIN:

A lot of

Yeah.
Would you agree that -- you're a
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Zurixx

7/20/2019

1

good doctor, that if I hire you, you work for me, you

2

know?

3

forget that all of the -- I'm so lucky the realtors

4

talking to me or -- no.

5

They need you.

You're -- you know, again, a lot of people

Don't ever forget that.

6

AUDIENCE:

7

MR. SHEMIN:

8

questions.

9

How you doing?

Like, they're running an ad.
Now, be nice.

Yeah, of course.
(Inaudible) today.

Hey, what's up?

I just ask

Welcome back, everybody.

Just answer questions, do your

10

homework, and people.

11

Good Morning.

12

a question that they know.

13

(inaudible) and sell or buy and rent.

Welcome back.

Welcome back.

(Inaudible), and as a realtor, I'll ask

14

AUDIENCE:

15

MR. SHEMIN:

I'm an investor.

I buy

Ah.
I never use the word "wholesaler,"

16

because that's a very emotionally lade word, and 99

17

percent of the workers don't understand it, and some

18

wholesalers, they don't care that ou closed on it, but

19

they don't want you to be re-wholesaling it.

20

say my associates and I, guess who my associates are?

21

AUDIENCE:

22

MR. SHEMIN:

23

So when I

Wholesalers.
Yeah.

We buy, fix, and sell them.

They don't care as long as you close with them.

24

AUDIENCE:

25

MR. SHEMIN:

Yeah.
So just talking about wholesalers
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Zurixx

7/20/2019

1

again, I'm going to give you all an exercise today.

2

Call five wholesalers next week and ask them these two

3

questions.

4

the most about your business?

5

you the most?

6

anybody.

7

your business?

8
9

Ask them one question.

What two things bother you the most about
So you make sure you don't do that.

Ninety-nine percent of the wholesalers -- I
have actually done that, and (inaudible) will all say
the same things.

11

don't know what they're doing.

12

dumb questions.

13

not a coach.

14

deal.

15

time.

17

Number one, people call me up and
They ask me a bunch of

They waste my time for an hour.

I'm not a mentor.

I'm

They've never done a

They never will do a deal.

They just waste my

And I'm sure you have had a couple of those in
your career, right?

18

AUDIENCE:

19

MR. SHEMIN:

(Inaudible).
Number two is they beat me up.

20

They try to negotiate.

21

this house.

22

it to two.

I've got a $5,000 margin on

I am going to make 40, and they try to get
It's like --

23

AUDIENCE:

24

MR. SHEMIN:

25

What two things bother

What two -- it's a great question for

10

16

What bothers you

Yeah.
-- you know, they don't want to

make any money.
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1

AUDIENCE:

2

MR. SHEMIN:

7/20/2019

(Inaudible).
And everything's all going to say

3

two grand.

4

are going to lose the next ten deals.

No, you are not going to say two grand, you

5

AUDIENCE:

6

MR. SHEMIN:

Right.
You know?

And so with wholesalers

7

being very general negotiation, and you are going to

8

hear me on the phone right up front if I get a

9

wholesaler on the phone.

And you've got to be able to

10

back your words up with integrity.

11

to waste your time.

12

it, but I'm saying you better have your money together,

13

you better have your team together, you better know

14

what you're doing.

15

Again I'm not going

If you give me a deal, I can close

It's very easy to do.

And number two, I'm not going to ask you a

16

bunch of dumb questions and waste your time trying to

17

negotiate over 800 bucks.

18

making 40 grand and I make two (inaudible).

19

what you're making.

20

AUDIENCE:

21

MR. SHEMIN:

Out of your salary, so I'm
It's not

It's what I'm making.

Yeah.
And I tell people, a lot of

22

investors have one investor criteria.

23

what I make as long as you don't make anything, which

24

makes no sense.

25

AUDIENCE:

I don't care

Yeah.
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1

AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Right.
You know, I want you to make

3

money -- and I told -- I said, I want to make sure you

4

get paid, buddy.

5

great.

6

can send someone 300 bucks, a hundred dollar Starbucks

7

card, a dinner at a Ruth Cris.

You got your fee in there?

I pay bonuses.

8

AUDIENCE:

9

MR. SHEMIN:

10

Good,

If you're making 60 grand, you

Right.
Nobody ever does that.

I do it.

My contractors, I give bonuses if they --

11

AUDIENCE:

12

MR. SHEMIN:

13

AUDIENCE:

14

MR. SHEMIN:

15

AUDIENCE:

16

MR. SHEMIN:

Nobody does that.
Nobody ever does that.

Everybody has to win otherwise.
Yeah.

Yeah.
My property manager, we're on a

17

sliding scale.

18

If they do a crappy job, they're not getting their 10

19

percent.

20
21

If I'm making money, they get a bonus.

Mutually aligned interests.

Welcome back.

That's your question, good

doctor?

22

AUDIENCE:

23

MR. SHEMIN:

Yes.
Yeah.

And by the way, can you

24

give me free medical advice for the rest of my life?

25

I'm just kidding.

Right?
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1

AUDIENCE:

Exactly.

7/20/2019

As long as -- I always

2

tell people, I got to pay the electrical bill, too, you

3

know?

4
5

MR. SHEMIN:

And by the way -- I said it with

respect.

6

AUDIENCE:

7

MR. SHEMIN:

Yeah.
I'm a professional.

8

professional.

9

free advice from them.

10

You're a

All my cousins are docs, and I don't get
I know that they went to

medical school, where you study for eight years.

11

AUDIENCE:

12

MR. SHEMIN:

Yeah.
You get residency, stay up until

13

3:00 in the morning studying anatomy, studying on the

14

weekends.

15

other people's time.

When you respect your time, you'll respect

16

AUDIENCE:

17

MR. SHEMIN:

Right.
So we're not -- I know my cousins,

18

like I'm an author, I don't take a free book from

19

anybody.

20

AUDIENCE:

21

MR. SHEMIN:

22

Right.

years writing a book.

23

AUDIENCE:

24

MR. SHEMIN:

25

Because I know they spent four

Right.
And I -- when you respect your

time, I love paying people for their expertise.
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1

AUDIENCE:

For their time, yeah.

2

AUDIENCE:

Yep.

3

MR. SHEMIN:

5

AUDIENCE:

6

MR. SHEMIN:

I mean, I'll go up and just say,

hey, guys, (inaudible) for free (inaudible).
AUDIENCE:

9

MR. SHEMIN:

No, no.
Yeah.

Everybody gets paid.
And that's the thing, when

you value your time, you'll value other people's time.

11

AUDIENCE:

12

MR. SHEMIN:

13

Yeah.

And they pay us.

8

10

We deal with a lot of people

that we also do business with, but we pay them.

4

7

Yep.
And the wholesalers, they work

their butts off sending mail, getting phone calls --

14

AUDIENCE:

15

MR. SHEMIN:

Right.
-- sifting through a hundred deals

16

to get that one, two, or three good deals.

17

easy.

AUDIENCE:

But they do it.

19

AUDIENCE:

Sure, yeah.

20

MR. SHEMIN:

21

AUDIENCE:

It's their time.

AUDIENCE:

Yeah, and your time.

23
24
25

It's not

I mean, it's -- I do it --

18

22

7/20/2019

They do it.
It's valuable

time.
And your

time's valuable.
AUDIENCE:

Yeah, yeah.
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1
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MR. SHEMIN:

So do you have any questions?

2

we are going to start in about five minutes.

3

need any help with anything?

4

we start officially in a few minutes?

5

help doing (inaudible) homework, anything?

6

Yes, Alice.

7

ALICE:

7/20/2019

Anybody

Any deals in mind before
Anybody need

And I'll repeat it for everybody.

I take it we're going to be able to go

8

online (inaudible) commissions to work with the

9

investors and everything?

10

MR. SHEMIN:

Ah, that's a very general

11

question.

12

you've got to be specific.

13
14
15
16
17
18
19
20

There's investors everywhere.

ALICE:

Okay.

There's --

Do you have a specific place for

us to go online (inaudible)?
MR. SHEMIN:

You want my investors who give me

money who invest in my deals?
ALICE:

Yes.

I mean, do you have a program

that we can get -MR. SHEMIN:

No, first of all -- we're giving

you our lenders who will loan on deals --

21

ALICE:

22

MR. SHEMIN:

That's what I meant.
-- where we -- again, fifth time,

23

we are giving everybody our lenders.

24

)personally went online.

25

So

ALICE:

I'm sorry.

(Inaudible

I meant lenders.
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1

MR. SHEMIN:

Okay.

7/20/2019

Everybody except you -- I'm

2

just kidding -- (inaudible) yesterday, everybody gets

3

our lenders.

4

about it three times -- where you get their phone

5

number, their email, and their website.

6

the deal.

There are seven people -- we have talked

What do they loan on?

7

AUDIENCE:

8

MR. SHEMIN:

9

They loan on

The deal.
Little ones, big ones, wholesale,

buy, lease, and sell, rent, and they're sitting there

10

waiting for you to find a deal, call them, they have

11

lots of money, and they want to make good loans on

12

deals.

13
14

ALICE:

Okay, but my question, how long is

that -- do we get that --

15

MR. SHEMIN:

16

ALICE:

17

MR. SHEMIN:

18

ALICE:

19

MR. SHEMIN:

20

again.

For life.

For life?

Okay.

I've used it for eight years.

And it costs something every month?
It costs nothing.

Let me say it

Everybody gets our lenders included for free.

21

ALICE:

22

MR. SHEMIN:

23

AUDIENCE:

24

MR. SHEMIN:

25

AUDIENCE:

Okay.
Who gets it?

Everyone.
What's it cost?

Free.
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1

MR. SHEMIN:

2

AUDIENCE:

3

MR. SHEMIN:

7/20/2019

How long does it last?

Forever.
And they loan on deals.

I've

4

explained yesterday when I gave you that sheet, gave

5

you a book on it.

6

make it any more simple.

You've got it.

7

ALICE:

8

MR. SHEMIN:

9

you.

Yep.

I don't know how to

I just want to make sure -You got it.

Make it -- I'm with

And they lend on deals every day, every

10

hour.

11

dollars in real estate investment deals.

12

(inaudible) loans.

13

I think they've done about over a billion
I mean, they

Now, let me just tell you a couple things,

14

because if you have a bit of advantage here.

15

I, we -- we run the Vegas Summit.

16

know, I'm not just a speaker and investor.

17

basically -- Bryce has run the summit and a lot of

18

stuff, and I also have done that.

19

When you come to Vegas, some of you will meet the

20

lenders, they're all there.

21

Hilary's there.

22

years.

23

little bit more in than most people.

24
25

Bryce and

I'm very -- you
I

So we are really in.

The owners are there, and

I did it every couple months for

See, I have a bit of an advantage.

And what's the deal there?

I'm a

On their website,

because of legalities, they'll have some limitations,
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7/20/2019

1

say, oh, we do up to a half million, and we do this and

2

that.

3

stuff.

4

commercial, residential, but because of legalities --

5

and, again, I'm not a lending attorney or whatever --

6

they have to put on their website.

7

attention to those limitations.

That's actually not true.

8
9

It's regulatory

They do hospitals, land, do developing,

So don't pay

If you have a deal, call them, email them,
website them, whatever you like to do, and more than

10

likely, it's their money, they'll be able to figure out

11

a solution.

12

people.

13

funds letters, that's a big deal.

14

they want to lend.

15

them.

16

Got it?

They have lines of credit for

I'm telling you, folks, they have got proof of
They have got money

Just call them, email them, website

But remember, they are not mentors or coaches.

17

You have to have a deal and know what you're doing a

18

little bit, have a buyer under contract, and they also

19

have a lot of other benefits for you.

20

It's included.

21
22
23

That's for life.

Everybody gets it.

AUDIENCE:

Are they for commercial --

commercial -MR. SHEMIN:

Residential, commercial, hospital,

24

land, development, apartment buildings, shopping

25

centers, houses.

Call them.

Email them.

Call them.
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1

Email.

Phone them.

2

AUDIENCE:

3

MR. SHEMIN:

4

AUDIENCE:

What kind of deal?

Any kind.
Any deal.

somewhere along the line --

6

MR. SHEMIN:

8

International?

Yes.

Is it as easy, though, because

5

7

7/20/2019

I don't know what easy is.

I do a

process.
AUDIENCE:

No, but I mean somewhere along the

9

line I was told there are certain deals that you can't

10

do, like the conglomeration of (inaudible), because of

11

the money, that you can't get because some deals you

12

can't -- I mean, they'll -- I don't know if they'll let

13

you put it under contract is what I'm saying, because

14

(inaudible) if you don't have enough money --

15
16

MR. SHEMIN:
letters.

17

AUDIENCE:

18

MR. SHEMIN:

19

Yeah, they have proof of funds

Yeah.
They have almost unlimited

funding.

20

AUDIENCE:

21

MR. SHEMIN:

So you can do a big deal.
I am going to say it one more

22

time, the fifth time.

23

kind of deals do they do?

24

AUDIENCE:

25

MR. SHEMIN:

Don't think.

Call them.

What

All of them.
Correct.

Now, they are not going
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1

to fund every deal.

2

got to be a good deal.

3

you're buying it for 99, they're going to say, oh, no,

4

we are going to lose money on this deal.

5

going to be a part of this.

6

consultants or mentors they're lenders.

7

access to all kinds of funds, residential, commercial

8

big, small, land development, hospitals, apartment

9

buildings, shopping centers --

10

AUDIENCE:

11

BRYCE:

It's got to be a great deal.

It's

If it's worth a hundred and

Got it?

We are not

But they are not
But they have

(Inaudible).

You know what?

Did Robert tell you?

12

His flight was cancelled last night, so he's stuck in

13

Detroit.

14

MR. WRIGHT:

15

BRYCE:

16

So I'll come find you when I'm done

with my morning appointments.

17

MR. WRIGHT:

18

BRYCE:

19

Oh, yeah?

All right.

And we will have our appointment in

just a little bit.

20

MR. WRIGHT:

21

BRYCE:

22

MR. RIGHT:

23

MR. SHEMIN:

Yeah, all right.

Yep.

See you in just a little bit.

Okay, sure.
(Inaudible) private money and it's

24

300 grand, ready to run on this, contingent on us

25

getting an appraisal, which (inaudible), and your proof
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1

of funds is the cash.

2

AUDIENCE:

3

MR. SHEMIN:

4

Alice?

5
6

Does that answer your question,

Great.
Any other questions?

Good one.

Glad we

cleared that up.
AUDIENCE:

8

MR. SHEMIN:

Do you have a (inaudible) check off?
We're going again and again and

again.

10

AUDIENCE:

11

MR. SHEMIN:

12

Whose offers get more mention?

(Inaudible)?

7

9

7/20/2019

Okay.
You need three numbers.

How many

numbers?

13

AUDIENCE:

14

MR. SHEMIN:

Three.
Remember that thing yesterday on

15

the thing, what's the (inaudible), remember that slide?

16

That's pretty much it, and we are going to go over it

17

again and again and again.

18

this month (inaudible), and we gave it to you

19

yesterday, remember?

20

on market?

21

for?

22

it over and over again.

23

got it?

24
25

We'll probably do 15 deals

What's the property worth?

What are the repairs?

Days

What can I get it

And that's this system, and we're going to apply
So does that make sense?

You

We'll do apartment buildings in a few minutes
here, houses, yes.

Thanks.
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1

AUDIENCE:

2

MR. SHEMIN:

3

AUDIENCE:

4

MR. SHEMIN:

5

AUDIENCE:

6

MR. SHEMIN:

7

AUDIENCE:

8

MR. SHEMIN:

9

(Inaudible).

MyHouseDeals.

(Inaudible).
Okay.

(Inaudible).
Right.

(Inaudible), so Tampa,

Naples.
AUDIENCE:

11

MR. SHEMIN:

12

AUDIENCE:

13

MR. SHEMIN:

14

AUDIENCE:

Okay.
Tampa and Cape Coral and Miami.

(Inaudible) found a property.
Yep.

Then we went over to Zillow and

looked at the sales (inaudible).

16

MR. SHEMIN:

17

AUDIENCE:

18

Wholesaler.

(Inaudible).

10

15

7/20/2019

Yes.

And there are a couple properties --

there's one in particular we (inaudible) --

19

MR. SHEMIN:

20

AUDIENCE:

Uh-huh.

-- and the price dropped, dropped,

21

dropped, dropped, dropped, dropped.

22

it sounds like a motivated seller, basically he's

23

dropping the price, dropping the price, dropping the

24

price.

25

2 million -- 2 million above the comps.

Now, we're saying

But what they're still offer -- asking is about
So my question
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1

to you is, are we wasting our time going to the Zillow

2

site and looking (inaudible)?

3

MR. SHEMIN:

4

works the best.

5

I call.

So here's my system that I think

I don't think, analyze, or research.

6

AUDIENCE:

7

MR. SHEMIN:

Um-hum.
And I ask that seller, I say, why

8

do you think it's worth $3 million?

9

to tell you something.

And they're going

Now, 99 percent of the people

10

on my house, those are wholesalers.

11

to live in a perfect world.

12

them there that have the incorrect comps and repairs.

13

That could happen.

14

We are not going

Maybe there's a couple of

Got it?

In my experience, 89 percent are fairly

15

accurate.

16

you're wasting your time, as I mentioned over and over

17

and over again.

18

person, which we could have done in the time we just

19

talked about it, they might say, well, this house has

20

four acres with it, or this house is on a different

21

street.

22

you are an appraiser or know those streets, every time

23

you'll get comps, you're going to get very confused.

24
25

Every minute you're researching, I think

Why?

Because when we call that

I'm telling you over and over again, unless

I don't look at comps, because I can show you
Memphis, 80, 120, 90, 210; in Florida, 800, 1.2
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1

million, 1.6.

2

found, and I'll go over it again, is find a motivated

3

seller ad and call.

So what I do, the best system we've

4

AUDIENCE:

5

MR. SHEMIN:

What's the next step?

Call.
Call and ask them.

They're

6

professionals, especially the wholesalers, and they

7

will tell you something.

8

There's also a good chance that we could call them and

9

they would say, would you like to -- we want a big,

10

juicy deal, and they could say, listen, I got seven

11

deals this month, and that one is not the juiciest.

12

Let me give you another one that's better, or I just

13

sold that one two days ago.

14

did, you wasted.

15

AUDIENCE:

16

MR. SHEMIN:

And then we will verify.

So all the research you

Wasted.
Most people -- just because I did

17

it and I'm passionate about it, so I'm going to say it

18

one more time -- and nobody gets it, I understand --

19

AUDIENCE:

20

MR. SHEMIN:

I got it.
-- it's too simple, every minute

21

you're not calling I believe you're wasting your time.

22

Write this down.

I'm not a researcher.

23

AUDIENCE:

24

MR. SHEMIN:

25

I'm not a researcher.
Okay?

the internet is incorrect.

Ninety percent of stuff on
We have to really examine
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1

those comps and see, are they the exact same house, the

2

exact same repair?

3

house is, so I ask the seller.

4

in today's fast markets -- and Sarasota is a fast

5

market like most markets -- is every minute we don't

6

call, we're at risk.

7

them, what do you think it's worth and why?

8

Convince me.

9

I don't know what condition the
I found the best system

Let's call the seller and tell
Show me.

And they will tell you.

Now, let me give you an example of this.

Can I

10

give you one quick example?

11

rehab in a very specific pocket of midtown Atlanta, and

12

every time we show a new investor our houses, they go

13

on the internet and say, well, you're saying it's worth

14

800.

15

five blocks over, and that street is crap.

16

I buy/sell wholesale and

Well, my comps are 650.

I'm, like, yes, that's

Our street is a hot street, and our average

17

days on market is four days -- I'm going to tell you

18

six, but it's four -- and if you fix it right, we'll

19

have five buyers for 850 in four days.

20

believes us because they go on the internet and they're

21

looking a half-mile away.

22

make two, three hundred thousand dollars on the rehab.

23

It's pocket.

And nobody

And the ones that believe us

It's street by street.

24

AUDIENCE:

25

MR. SHEMIN:

You need to know your area -Nope.

You will know it.

I am
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1

going to call the seller and have them tell me why they

2

think (inaudible).

3

deal, I put it under contract, because until you have

4

the contract, they can disappear, and then we dig down,

5

and then we call another realtor who knows those

6

streets.

7

Then, then if it smells like a good

We call another buyer/seller, we get their

8

comps, who knows that street.

9

because, again, in most of these areas, you can go

It's not easy to do,

10

eight, ten, twelve, twenty blocks over, and your comps

11

are incorrect.

12

Now, if you are an appraisal genius, an

13

internet something, maybe you could figure out to do

14

those comps from the internet.

15

AUDIENCE:

16

MR. SHEMIN:

But why would you?
Well, we have one of our students

17

who was Israeli Mossad who did an artificial

18

intelligence thing in Memphis and figured it out.

19

AUDIENCE:

20

MR. SHEMIN:

Well, that's different.
No, it's not different.

We had

21

her on our team, and I use her all the time, and what

22

she's done is amazing.

23

artificial intelligence to figure out and crack the

24

code, but it took her, like, four months.

25

AUDIENCE:

She used Israeli military

Well, that's different from me.
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Let me tell you when my system

2

began (inaudible) we're here today.

3

real buyers on those streets.

4

internet, you get very confused in most every major

5

city unless every house is the exact same in that whole

6

development and you've got 20 sales at 250, which is

7

very rare in America.

8
9

I've got to go to

If you look at the

That's why I like when we use the real world,
and I'm telling you, myself, I researched for one year

10

and made no offers.

11

you're not making offers is costing you money.

12

day you're not making a call, it's costing you money,

13

your family money.

14

way to find comps is to first call my seller and see

15

what they say and listen to his comps, and then we'll

16

verify what they say, but if we verify before we call

17

them, I think it's a waste of time.

18

and most of you will still research because you can, it

19

keeps you busy, and it makes you feel good.

20

know this?

It cost me a fortune.

Let's call and do a deal.

21

AUDIENCE:

22

MR. SHEMIN:

Every

The best

That's my opinion,

How do I

(Inaudible).

23

(inaudible).

24

getting you results.

25

Every day

Yeah.

People like to go and comp

We've got to stop being busy and start

AUDIENCE:

What do we got to get you?

Results.
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7/20/2019

Call, contract

2

close -- you can also email if you don't like to call,

3

but today we're calling because of the seminar.

4

AUDIENCE:

5

MR. SHEMIN:

6

AUDIENCE:

One quick -That's your question.

One more question.

On MyHouseDeals,

7

I'm looking at a property, and the seller, it says --

8

under his name, it says he's a wholesaler.

9

wholesaler or --

10
11

MR. SHEMIN:

So is he a

Ninety-nine percent of

MyHouseDeals are wholesalers.

12

AUDIENCE:

13

MR. SHEMIN:

So he's already the wholesaler.
Correct, I'm going to say it over

14

and over again.

15

Everybody does it differently.

16

my deals come from wholesalers.

17

MyHouseDeals, I'll bet 90 percent-plus, they're either

18

a wholesaler or they're a -- very rare, a realtor, that

19

1 percent who wholesales, who understands investing,

20

and they wholesale properties.

21

market, 99 percent.

22
23
24
25

MyHouseDeals is a wholesale site.

AUDIENCE:

Ninety-nine percent of
If it's on

They are all below

So he's already looked to sell it to

a broker.
MR. SHEMIN:

He doesn't care who buys it.

got it under contract, hopefully below market.

He

He
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1

marked it up a little bit, or she did, and that's what

2

wholesalers do, and they don't care who buys it.

3

Mickey Mouse, old rehabber, landlord.

4

wholesale for rehabbers, landladies, and landlords.

5

I call them --

6
7

AUDIENCE:

Most wholesalers
If

(Inaudible) wholesaler, we are -- we

are one peg up from the homeowner.

8

MR. SHEMIN:

If it's a deal, whatever it is,

9

you can rewholesale it.

I've actually run ads on

10

Craigslist on my house.

Those were the second house.

11

You might even see the same house advertising more than

12

once.

Have you seen that on Craigslist?

13
14

AUDIENCE:

Who cares?

How do you find the right

(inaudible)?

15

MR. SHEMIN:

16

AUDIENCE:

17

MR. SHEMIN:

How do you find the what?

(Inaudible).
We call them and talk to them.

18

(Inaudible) the bad news is you've got to talk to some

19

people.

20

wholesalers.

21

wholesale on or two good deals a month, because I don't

22

want to fix them or sell them.

23

talk to them.

24

group.

25

the deals are rewholesaling from wholesalers.

The good news is you just need one or two good
I'm a wholesaler.

I'm a rehabber, but I

You call them and you

Some are great, some are not, like any

Is that your question?

Yep?

Ninety percent of
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AUDIENCE:

2

MR. SHEMIN:

7/20/2019

(Inaudible) wholesaler (inaudible).
A deal is a deal is a deal.

3

Remember the clothes.

4

go to a magic show.

5

What's your business, I forget, your main business, or

6

what -- in the past or -- doesn't matter, okay.

7

Ninety-nine percent of everything is rewholesaling,

8

okay?

9

questions.

10

They go to a distributor.

They

They go to the -- whatever.

The chairs, yep?

Was that your question?

Great

We are going to do some real deals, and I think

11

it will be much clearer, much closer to the theory of

12

reality.

13

Yes?

14

AUDIENCE:

From what I was looking at

15

(inaudible), some of them said do not call an

16

unsolicited --

17

MR. SHEMIN:

18

AUDIENCE:

19

MR. SHEMIN:

20

AUDIENCE:

21

MR. SHEMIN:

Thank you.

Unsolicited offers.

-- offers.
Do you know what that means?

No.
On Craigslist, that means you

22

can't call them and try to sell them insurance, cell

23

phones, network marketing, bubble gum.

24

AUDIENCE:

25

MR. SHEMIN:

That's (inaudible).
Those are unsolicited offers.

You
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1

can't -- they are selling real estate, but you can't

2

call them and try to offer them cell phones, bubble

3

gum, network marketing, life insurance.

4

there to buy your junk.

5

AUDIENCE:

6

MR. SHEMIN:

7

Okay, okay.
That's an unsolicited offer, kind

of like prostitution.

8
9

They're not

AUDIENCE:

If I'm trying to (inaudible) a

property on (inaudible), that was --

10

MR. SHEMIN:

Again, I'm glad you brought that

11

up.

12

technical thing.

13

try to say, oh, I found your name on Craigslist, and

14

I'd like to sell you some bubble gum or some network

15

marketing or some life insurance or -- whatever you're

16

selling.

(Inaudible) should have mentioned, it's a
That just means don't call them and

They don't want to buy your junk.

17

AUDIENCE:

18

MR. SHEMIN:

19

AUDIENCE:

20

MR. SHEMIN:

Okay.
They're there to sell a house.

Okay.
But they're, like, yeah, make an

21

offer on my property.

22

offer on my house.

23

offer on their property.

24

bubble gum, your life insurance, your cell phones, your

25

(inaudible).

That doesn't say go make an

That's the -- they're soliciting an
They're not soliciting your
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AUDIENCE:

2

MR. SHEMIN:

3
4
5

Thank you.
That's a good one.

That's a good

one.
Yes, one more question.

These are good.

AUDIENCE:

7

MR. SHEMIN:

I don't know (inaudible) -I think it will be much clearer in

8

45 minutes when we look at a real deal with a

9

wholesaler, because I don't like theory.

10

theory can confuse the mind.

11

deal, it's going to make more sense.

12

Great questions.

14
15

Yes,

over here, and then we'll start.

6

13

7/20/2019

AUDIENCE:

Okay.

I think

When I show you a real
Is that fair?

I couldn't get to Craigslist.

It kept telling me I needed to be something or other -MR. SHEMIN:

Okay, I'm not a computer person,

16

so let me do it for you real quick.

17

Remember I said come at 8:30, no stress, no worries, my

18

good mentor does it for you.

Is that fair?

19

So what city would you like on Craigslist?

20

AUDIENCE:

21

MR. SHEMIN:

Roanoke.
Roanoke.

Now, I'm not good at the

22

internet, but I am going to give it a shot real quick

23

and show you how simple this is.

24

AUDIENCE:

25

MR. SHEMIN:

Is that fair?

Um-hum.
So we're going to go to
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1

Craigslist -- I am going to say this over and over

2

again.

3

a wholesaler, it's just too easy.

4

Craigslist, okay?

5

know why your computer didn't do Craigslist.

6

computer person.

MyHouseDeals, every deal on there is a deal in

We did it yesterday.

7

AUDIENCE:

8

MR. SHEMIN:

9

clear about this.

Got it?

But I like

Now, I don't
I'm not a

Okay.
Got it?

So I'm going to be very

I don't use computers -- very

10

rarely.

11

form of dyslexia, so I'm going to go to Craigslist --

12

oh, hold on a second.

13

that -- because I'm already -- I have to get to a video

14

for us later, and I don't want to -- and I don't know

15

computers, so this keeps popping -- oh, there it is.

16

Okay, I'll do the Craigslist, Roanoke, right?

I have an assistant do it.

17

AUDIENCE:

18

MR. SHEMIN:

Shoot.

I have a very rare

Uh-oh.

I got something

Yes.
So go to Craigslist and pick a

19

city.

20

Roanoke, which I don't know how to spell --

Sound good?

Craigslist.

21

AUDIENCE:

22

MR. SHEMIN:

Now I'm going to

R O A N O K E.
There it is.

Came right up.

23

Roanoke, Virginia.

24

we did it yesterday twice -- go to Craigslist to pick a

25

city.

Got it?

So number one step -- one, again --

There it is, Craigslist.

Step three,
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3
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7/20/2019

Got it?

Um-hum.
Now, I've not even typed in a

4

keyword.

5

minute, or I set a goal, one minute.

I'm looking for a motivated seller after one
How long?

6

AUDIENCE:

7

MR. SHEMIN:

8

set it up one time?

9

seller came up just without even typing in a keyword,

One minute.
Remember the system it takes to
I'm just seeing if a motivated

10

okay?

11

cover, so I am going to get going here in just a

12

minute.

13

So give me just a second here.

We have a lot to

I'm looking for a sign of motivation, okay?
Want to invest in real estate and need cash

14

fast?

15

think, I call.

16

you're thinking is costing you money.

17

money lender.

18

head.

Hard money.

I'm going to call them.

I don't think, I call.

Get out of your head.

I don't

Every minute
They're a hard

You're in your

Who does a hard money lender loan to?

19

AUDIENCE:

20

MR. SHEMIN:

Investors.
Investors, rehabbers, and

21

landlords.

22

doing, they take back.

23

money lenders, and they'll finance the deal.

24

there's another source of deals for you called hard

25

money lenders, selling properties in rehab, looking for

Sometimes they don't know what they're
I get great deals from hard
So
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1

good deals, whatever you want to do with them, don't

2

care.

3

some hard money lenders will say?

You have to get deals for them, and guess what

4

AUDIENCE:

5

MR. SHEMIN:

Yes?
Of course.

I did ten (inaudible)

6

money loans in a month or 20 or a hundred to investors.

7

Sometimes they pay them back.

8

trained right.

9

so sad -- come from other investors who watch some TV

Sometimes they're not

Seventy percent of our deals -- this is

10

shows, go on the internet, pick a rehab house, buy a

11

house, get a hard money loan, don't have their numbers

12

right, don't have their contractors right, don't have a

13

system, don't have a backup plan, and they let the

14

house go back to the hard money lender.

15

AUDIENCE:

16

MR. SHEMIN:

Hmm.
Now, we call them -- guess what

17

the hard money lender does for us?

18

Give it to us.

19

Antonio for about -- and we make 240 grand on the rehab

20

from a hard money lender who took the house back and

21

financed all of it for us, almost 95 percent or

22

something.

23

Hard money lender, call.

Give it to them.

We just did a 70 percent deal in San

So what did you just learn from this ad?

24

AUDIENCE:

25

MR. SHEMIN:

Right.
First have money, second have
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1

deals, third they know buyers.

2

a wholesale, call five hard money lenders, who do they

3

work with?

4

AUDIENCE:

5

MR. SHEMIN:

So if you get a deal at

Investors.
Their buyers.

There's your

6

rewholesale.

You like that?

7

wholesalers.

The action's up here, okay?

8

going to find buyers for your wholesalers?

How are you

9

going to find buyers for your wholesalers?

Call five

10

hard money lenders.

I'm going

11

to hit reply, and I'm going to call them.

12

email, sometimes a phone number.

13

mentioned, we need a phone number.

14

say, what's your phone number, okay?

15

There's buyers for

There's one on click.

investors I'm a click and call.

17

what?

18

AUDIENCE:

19

MR. SHEMIN:

So I'll email and

Call.
I don't even read the ad, because

I'm interested in a relationship.

21

in?

22

AUDIENCE:

23

MR. SHEMIN:
and the deal.

25

for?

That's for

I'm going to click and

20

24

Some have an

On Craigslist, as I

Investors, take note, re: finish.

16

How are you

What am I interested

A relationship.
You're interested in the picture

I'm not.

How long you in real estate
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AUDIENCE:

2

MR. SHEMIN:

3

AUDIENCE:

4

MR. SHEMIN:

5

AUDIENCE:

7/20/2019

(Inaudible).
Huh?

(Inaudible).
That's yours.

This is the one I was asking about,

6

because there you see the pictures, it's unfinished,

7

everything is --

8

AUDIENCE:

Great.

9

AUDIENCE:

-- and so if you don't have a

10

contractor right now when you're beginning --

11

MR. SHEMIN:

12

AUDIENCE:

13

MR. SHEMIN:

14

Okay.

AUDIENCE:

16

MR. SHEMIN:

17

AUDIENCE:

18

to -- you said --

20

Guess how

Oh, I -- how long?
How long?

Yeah.

MR. SHEMIN:

A good one, because you need

How long does it take you to get a

good contractor?

21

AUDIENCE:

22

MR. SHEMIN:

23

AUDIENCE:

24

MR. SHEMIN:

25

Or we get a contractor.

long it's going to take to get a contractor?

15

19

That would be the wholesaler.

A couple phone calls.
Two phone calls.

Yeah.

(Inaudible).

Is that fair?

Yeah?

By the way,

how long have you had -- do you have to close this
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7/20/2019

tonight, fix it tonight?

2

AUDIENCE:

No.

3

AUDIENCE:

No.

4

AUDIENCE:

No.

5

MR. SHEMIN:

6

AUDIENCE:

7

MR. SHEMIN:

Most contracts are for how long?

Thirty days.
Thank you.

You go long term.

8

can call (inaudible) to get a contractor.

9

into contracting tomorrow.

You

We'll get

Number one, go to Home

10

Depot, ask the manager who's the best contractor.

11

Number two, local real estate inv -- I'm going fast,

12

folks.

13

Go to Home Depot, ask the manager.

14

Here's the list.

Write it down.

This is gold.

Number two, call the local real estate

15

investor, which I'll show you in just a minute how to

16

do it, and say who's the best contractor.

17

three, call five hard money lenders, call five

18

wholesalers, say, hey, you got a good contractor you

19

can recommend?

20

all.

21

can't recommend him.

22

one.

23

Number

Guess what some of them will say?

Not

Some will say, I've got one, but he's too busy, I
Some will say, I've got a great

It's called phone calls, my friend.
Number four, the Association of Home Builders.

24

The Association of Home Builders, Association of Home

25

Builders of Virginia, of Roanoke, of Nashville, of
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1

Florida, of Tennessee keep tabs on all the contractors.

2

Did you know that?

3

AUDIENCE:

4

MR. SHEMIN:

5

Huh?

They do.

Call them up, they

might recommend one.

6
7

Yep.

Number four, here on the left, Angie's List.
Not that bad.

8

AUDIENCE:

9

MR. SHEMIN:

Right.
They rank all the contractors.

10

give referrals.

11

maybe four, we can talk to somebody and get a

12

contractor, right?

How's that?

I

So in two phone calls,

Was that your question?

13

AUDIENCE:

14

MR. SHEMIN:

Um-hum.
Now, these are emails, so you have

15

to email them and get their thing, so let's see if they

16

have a phone number.

17

AUDIENCE:

18

MR. SHEMIN:

Wait --

He does.

He does.

He does?

19

number, okay?

20

That's Mike Williams.

21

step?

So this is your phone

It's 540-525-2939.

22

AUDIENCE:

23

MR. SHEMIN:

We go very fast.

Let's call him.

What's the next

Call.
Call.

Do we think, wonder where

24

am I, hypothesize, skepticize, improvise, researchise,

25

investigatize, publicize --
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AUDIENCE:

2

MR. SHEMIN:

3

AUDIENCE:

4

MR. SHEMIN:

5

No, no.
No?

Does that help?

See?
Great.

Great.

Does that answer

your question?

6

AUDIENCE:

7

MR. SHEMIN:

8

Any other questions?

9

7/20/2019

I guess.
Great.

even type in a keyword.

And by the way, I didn't

Let's type in "wholesale" and

10

see what comes up.

11

wrong button.

12

way, I'm not joking, I have my assistant type for me.

13

I don't -- I'm getting better.

14

Well, forget that.

I just hit the

You gotta hit the right button.

Wholesale.

Wholesale.

Look at this.

By the

Look how

15

many came up.

16

wholesale, wholesale commercial market, off-market

17

wholesale, wholesale, wholesale, discounted properties,

18

cash buyers, at least 25 percent, modular home --

19

interesting -- off market wholesale.

20

there are.

21

investor special, great fix and flip.

22

think?

23

exhausted.

24
25

Wholesale off-market, off-market

Look how many

A great opportunity for land owner, reduced
What do you

This is really hard work, folks.

You're laughing.
and a half a week.

I'm

This is what I do in an hour

I've worked seven hours a week in
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1

real estate in the last seven years.

2

How many of you are blocking time?

3

right now in South Beach calling on Craigslist on house

4

deals, remember?

5

how much when they close a deal?

6

hundred to 1500.

7

Jonathan Archer (phonetic) made four grand last month

8

working six hours.

9

me, one of them wholesale making 12 grand and one

10
11

I block my time.

I have six callers

Social workers, bartenders, they get
How much?

Eight

If it's a good deal, I'll pay that.

He got two (inaudible) deals for

regular rehab making about seven in Florida.
I also, on Tuesday, block time from 10 to

12

11:30, call myself I like it.

13

a weirdo.

14

for an hour and a half.

15

usually get a hold of eight to twelve people, which we

16

will give a sample today, and I usually -- not

17

always -- get one to two deals in play.

18

close, but in play.

19

we'll do, like, 20, 30 minutes as a sample.

It's kind of weird.

I'm

Even though I don't need to, I like to call

20

AUDIENCE:

21

MR. SHEMIN:

I make 20 to 50 calls.

I

They don't all

That's an hour and a half.

Today

As a what?

Sample?
And the hardest part is people are

22

lazy, don't pick up the phone.

23

Realtors are notoriously lazy for not picking up the

24

phone, which is a crime.

25

write this down -- P A T L I V E.com.

They don't answer.

So we need some Patlive -Three times,
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1

Pat, P A T L I V E.com, Pat, P A T L I V E.com.

2

fourth time, Pat, P A T L I V E.com.

3

The

For about 80 cents, $1.20 a call, they answer

4

the phone calls only for investors, 24 hours a day,

5

seven days a week, Christmas Eve, Saturday night, 2:00

6

a.m. in the morning, and they take all the information,

7

why are you selling, what's this, what's that.

8

inbound/outbound, and then they will do whatever you

9

like.

They will text you a hot buyer.

They do

They will email

10

it to you or your assistant, and then you got to follow

11

up.

12

They also do outbound calls if you want them to

13

do that.

They have their own scripts for investors and

14

buyers, but they can use our scripts, too.

15

you all like that?

16

night and Wednesday evening while your phones are being

17

answered?

How many of

So where could you be on Friday

18

AUDIENCE:

Um-hum.

19

MR. SHEMIN:

20

We've used answer.com.

They answer on the second ring.

21

Answer.com.

22

miss a phone call.

23

less than maybe 30 percent of the people pick up.

24

me, that's a crime.

25

Answer.com.

Answer.com, A N S W E R.

AUDIENCE:

A N S W E R.

So we never

You are going to see today that
To

That's a what?

A crime.
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Because you've got to think long

2

term.

3

thinking about a picture, thinking about the numbers in

4

that ad.

A lot of you are thinking short term.

How long are you in real estate for?

5

AUDIENCE:

6

MR. SHEMIN:

7

AUDIENCE:

8

MR. SHEMIN:

9
10

years.

They

(Inaudible).
How long?

(Inaudible).
Ten years.

Twelve years.

Relationship.

It's not about that house.

11

AUDIENCE:

12

MR. SHEMIN:

Five years.

Eight

Relationship.

It's about the?

Relationship.
Relationship.

That's what you

13

don't get.

14

he's a wholesaler in Hagerstown, Maryland, Washington,

15

D.C., somewhere here in Virginia, and New Orleans and

16

Phoenix and Indianapolis.

17

deals a month.

18

him.

19

5, 10, 12 percent.

20

taught him.

21

Michael Fitzgerald, one of our students,

He does 30 to 50 wholesale

They're all great deals.

We trained

They're all 30 percent below market.
He doesn't care.

He's making

Because she

So if you don't pick up his call or he doesn't

22

pick up your call, what's he miss?

If you don't pick

23

up my call, what have you missed?

My team does five to

24

15 deals a month.

25

with the phone number-deal relationship long term.

Do the math.

It has nothing to do
If
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1

you want to get rich, stop thinking about today and

2

stop thinking about that ad and stop thinking about

3

this.

4

money, and think long term.

Two things, help more people, you will make more

5

AUDIENCE:

Um-hum.

6

AUDIENCE:

Yes.

7

MR. SHEMIN:

8

Got it?

Can I give you a quick example of

this?

9

AUDIENCE:

10

Sure.

MR. SHEMIN:

Who here works with the homeless

11

population?

12

I'm in (inaudible) six days a week.

13

from 7:00 to 9:00 to 2:00 in the morning, mainly street

14

kids.

15

American-Based Student Financial Need.org -- check it

16

out -- and it's been given all kinds of awards.

17

have 40 businesses they can start in.

18

kinds of awards.

19

homeless expert.

20

I work with the homeless population when
We're out in teams

So my charities -- two of them.

One's

We

We've won all

I've somewhat begrudgingly become a

Most homeless people, when they're sitting with

21

their hand out on the corner -- and I was a homeless

22

teenager, so I have complete empathy for this, so

23

please don't judge me.

24

three months when I was 15 to 16 1/2, so I know what

25

being homeless is.

I was homeless for a year and
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1

The average homeless person when they have

2

their hand out, how long in the future (inaudible)

3

days.

4

in the future are most homeless people thinking?

This is a life-changer for your will.

5

AUDIENCE:

6

MR. SHEMIN:

7

generally?

How long

(Inaudible).
How far are they planning ahead,

There's exceptions.

8

AUDIENCE:

9

MR. SHEMIN:

(Inaudible) time.
(Inaudible), no way.

10

AUDIENCE:

Moment to moment.

11

AUDIENCE:

Five minutes?

12

MR. SHEMIN:

13

THE AUDIENCE:

14

MR. SHEMIN:

Five minutes, no way.
A moment at a time.

One minute.

If you want my measly

15

dollar, they'll smile or have a little adrenaline rush

16

or serotonin or dopamine flush for a second, and if you

17

go barking with a dirty word, they're upset.

18

them don't know where they are going to be three hours

19

from there.

They don't know where they're sleeping

20

that night.

Would you agree?

21

two minutes ahead.

22

course.

23

Most of

They're thinking about

Maybe there's some exceptions, of

Now, the poor underpaid employee, which I have

24

been, making 10, 12 bucks an hour, that hates their

25

life and their job, which I've been there -- how many
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1

of you all have been there -- and I used to work these

2

jobs or sit in school and hate it, it's my fault, my

3

responsibility.

4

thinking?

How far in the future are we generally

5

AUDIENCE:

6

MR. SHEMIN:

A week, a paycheck to -A week, no.

Maybe that night.

7

Man, if I can just make it until 5:00, get out of here,

8

and get my six-pack of Quicktime Beer, because we can't

9

afford Budweiser, I'm happy, right?

Maybe Friday

10

night, I've got a party to go to or I've got a date

11

with some girl or something.

12

you agree?

That's it, folks.

Would

13

Now, the manager of those miserable, underpaid

14

employees, who's making 40, 50 grand a year, who's got

15

a (inaudible), right, who's not loving life so much

16

either.

17

most weeks?

18

or two.

19

payroll on Friday, whatever.

20

coming up the end of July.

21

How far is he or she thinking in the future in
Maybe for business or life.

Maybe a week

I've got to pull some reports down, got the
I've got a vacation

That's it.

The president of a small company makes 80 to

22

200 grand a year, how long is he or she thinking in the

23

future in some cases?

24

AUDIENCE:

25

MR. SHEMIN:

There's exceptions, of course.

Maybe a quarter.
Maybe a quarter, couple months
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1

ahead, summer's coming up, got to plan for next fall.

2

That's it.

3

a half million or a million dollars a year, has a

4

thousand employees, how long is he or she sometimes --

5

not all the time -- have to think of the future?

The CEO of a major corporation who's making

6

AUDIENCE:

7

MR. SHEMIN:

At least a year.
Three to five a year, budget

8

planning, capital expenditures, debt structuring.

9

all the time, but sometimes.

10

Now, check this out.

Not

You're right.
Our sages, people that

11

you watch movies about, pray to, read about, who change

12

history, who change the world, right?

13

names that everybody would know.

14

about them, make movies, pray to them.

15

AUDIENCE:

16

MR. SHEMIN:

17

AUDIENCE:

18

MR. SHEMIN:

19

one.

Give me some

They write books

(Inaudible).
Who?

Gandhi.
Gandhi, okay.

Give me another

Good one.

20

AUDIENCE:

21

MR. SHEMIN:

Alexander the Great.
Beyonce?

That's funny, I don't

22

(inaudible).

23

but she's an amazing woman and entertainer, all right.

24

Some people do pray for her, I guess.

25

I don't know if I would call her a sage,

AUDIENCE:

(Inaudible).
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She's my

2

grandmother -- my son's grandmother's neighbor, super

3

nice, super amazing woman, got to meet her many times,

4

super humble.

5

But who else?

How about Jesus?

How about Martin Luther King?

6

You know, those kind of people, Kennedy, Gandhi, Budda,

7

Muhammad, whatever you are into, Moses, Abraham,

8

whatever you're into, right?

9

those people thinking in the future that have changed

10

the world?

How long are some of

And maybe Beyonce.

11

Decades?

12

AUDIENCE?

13

MR. SHEMIN:

Huh?

No.
Generations.
Generations.

Millennial.

At our

14

wealth class -- everybody doing this wealth class?

15

You-all ever heard about this?

16

minds.

17

plan.

18

million, 80 percent of them have a 300-year plan.

19

Chinese have a 5000-year plan, written.

20

you just learn?

21

start thinking now.

22

on your community, make money, wealth, life, whatever

23

you're into, think how long.

24

Americans thinking in terms of planning?

25

It will blow your

When I was there, we did a 100-year success
Every wealthy family I know worth over $300
The

So what did

If you want to be more successful,

AUDIENCE:

(Inaudible).

Make a bigger impact

How long are most

Oh, weeks.
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1

MR. SHEMIN:

It's Friday night, happy hour.

2

Sunday, it's a day off, going to pass out.

3

folks.

4

it.

How do I know this?

5

All right.

6

AUDIENCE:

7

MR. SHEMIN:

8

AUDIENCE:

9

MR. SHEMIN:

7/20/2019

Huh?

That's it,

Because I've done

So did you all like that or not?
Um-hum.
Did that help?

Um-hum.

10

AUDIENCE:

11

MR. SHEMIN:

12

AUDIENCE:

13

MR. SHEMIN:

Whatever.

Who cares?

Always good.
Huh?

Always good.
So real quick, somebody asked me

14

what I did this morning and last night, and I said it

15

doesn't matter.

16

one, we've got to do -- finish up contracts, haven't

17

finished them yet.

18

your questions down, we have a lot to cover.

19

distracted on technicalities, we won't finish stuff.

20

So we are going to finish contracts.

21

So here's what we'll do today.

Number

Number two, we go very quick, write
If we get

Number two, then we go into three or four real

22

deals, which will make things very clear, not theory,

23

they are actual real deals, I've defined them, the

24

problems with them, how to rewholesale, how to fix

25

them, how to sell them, step by step, with the scripts.
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All you have to do is copy and paste.

2

stories.

They are the system.

3

AUDIENCE:

4

MR. SHEMIN:

They are not

They're the what?

System.
Got it?

They are the steps.

5

are the what?

6

again and again as if it were the first day.

7

7/20/2019

They

We are going to go over it again and

Then after that, I'm going to tell you how I

8

got started in real estate to show you how you can

9

start to work without money or ways to find deals or

10

ways to find the money.

11

AUDIENCE:

12

MR. SHEMIN:

13

Sound good?

Yes.
Are those the two things you-all

need?

14

AUDIENCE:

15

MR. SHEMIN:

Yes.
How to find the deals, how to find

16

the buyers, how to find the money?

17

give you real examples, and, again, all you have to do

18

is?

19

AUDIENCE:

20

MR. SHEMIN:

21

We are going to

(Inaudible).
Copy and paste.

you-all think that would work?

How many of

Correct?

22

AUDIENCE:

23

MR. SHEMIN:

24

(Inaudible) did this, (inaudible) he did this,

25

Yep.
Right?

that one she did that, and other people, and I am going
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1

to show you little deals, big deals, disaster deals.

2

Then I'm going to show you some more ways and some cool

3

software before lunch.

Then after lunch, we are going

4

to call in your deals.

How many of you all brought in

5

one or two motivated seller ads?

6

say this a couple times, circle the number to call

7

right now.

8

do we do things?

9

Circle the number to call.

Also, I am going to

Circle the number to call right now.
Now.

When

We don't put things off.
Find it, and circle the

10

five numbers, and then somewhere -- and we are into

11

results.

12

big on the back of the page or fold it over, put your

13

name, your phone number where I can read it, and your

14

email, so if I call for you, if you like, and they

15

don't pick up, guess whose number I'll leave?

We are not into results.

16

AUDIENCE:

17

MR. SHEMIN:

Somewhere put real

Mine.
Yours.

We don't steal deals.

18

Then we give them back to you.

19

it.

20

AUDIENCE:

21

MR. SHEMIN:

We don't steal.

Say

We don't steal deals.
Because if we call for Paulette

22

and she finds the biggest wholesaler in America, that's

23

her relationship, her deal.

24

or phone number.

25

relationships.

I can't steal that website

That's stealing.

High integrity.

We have to respect

Everybody say "I
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7/20/2019

understand."

2

AUDIENCE:

I understand.

3

AUDIENCE:

Yep.

4

MR. SHEMIN:

So we give the deals back to you.

5

We don't steal deals.

6

plenty of deals out there.

7

Once you do this, you'll have more deals.

8

you've got a lot.

9

minute.

10

We don't take deals.

There's

I don't need your deals.
Probably

We'll do a quick review in just a

Got it?
And then I put those deals on the back table at

11

the next break before lunch, and after lunch we will

12

call a few as a sample.

13

an offer on a deal to see how you would do and put

14

everything together so you will learn it again.

15

good?

16

AUDIENCE:

17

MR. SHEMIN:

After lunch, we'll also make

Sound

Yes.
You're safe in these rooms with

18

us, and that will be a great learning experience, worth

19

your (inaudible).

20

some more ways to find deals, more ways to make money,

21

and the day will go by very quickly.

22

And then after lunch, we will talk

Taylor, who was supposed to be here last night,

23

his flight was cancelled, so he can't make his morning

24

meetings, so Bryce is going to grab some of you out of

25

Taylor meeting and take care of you.

So relax, he'll
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take care of you.

Got it?

2

AUDIENCE:

Got it.

3

MR. SHEMIN:

7/20/2019

Say "Got it."

And then Bryce will take you.

If

4

you do leave the room, that's the most important part

5

of the weekend.

6

again and again and again.

I know you're out.

7

AUDIENCE:

8

MR. SHEMIN:

9

We'll review it

Got it?

Got it.
Now, what I would like to do for

just a minute -- and we have had a lot of questions, we

10

are a little bit behind -- but I am going to catch up

11

fast, because we are going to finish contracts.

12

would like to do a two-minute repeat yesterday -- from

13

yesterday.

14

liked?

15

yourself.

16

great.

17

I

What did you all learn yesterday that you

We did a lot.

Too much maybe.

Go easy on

If you got 10 percent of it, you're doing

What did some of you learn yesterday that you

18

liked?

We're not moving forward until you give me some

19

stuff.

Little things, big things, specific things,

20

technical things.

21

AUDIENCE:

22

MR. SHEMIN:

23

AUDIENCE:

24

MR. SHEMIN:

25

AUDIENCE:

Yes?
(Inaudible).
What's that?

(Inaudible).
Say it again.

(Inaudible).
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Not paying taxes?

7/20/2019

But I am going

2

to show you exactly how to do that today specifically.

3

Yes?

And Sunday we'll do asset protection.

4

AUDIENCE:

5

MR. SHEMIN:

6

wholesaling.

(Inaudible).

Got it.

7

AUDIENCE:

8

MR. SHEMIN:

9

one.

You can make a lot of money in

Thank you.

Good one.

Don't offer?
Don't offer.

Ask.

That's a big

Good one.

10

AUDIENCE:

11

MR. SHEMIN:

Build your business (inaudible).
Build your business yourself.

12

Real systems, which we're giving you, real checklists,

13

and real accounting, if you like.

14
15
16

AUDIENCE:

You don't have to pay nobody 'til

you close.
MR. SHEMIN:

Most things in real estate you pay

17

when you close.

18

the jobs, they look for deals, not all -- the average

19

broker closes 1.4 deals a year, so they know they are

20

not going to close every deal.

21

lawyers.

22

any money.

23

People -- that's their job.

They --

The same with title

Not everything closes.

And you don't spend

I don't pay my people -- I have got 90 people

24

working for me today in real estate, some aspect.

25

something closes is when you get paid.

When

Mutually
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1

aligned interests.

2

give a big salary, a big payroll -- which I hate

3

overhead, thank you.

4

So you don't need to write checks,

One or two more.

So yesterday you said why you're here, what

5

your motivation is.

6

want to make ten grand a month, 20 grand a month.

7

want to do this kind of work.

8
9

Number two, you set your goals.

I

I

Now, things can change.

Number three, we actually showed you how to go
to Craigslist and buy house deals and find motivated

10

sellers and how there are some deals out there.

11

of was surprised at how many deals are out there,

12

great, because you took action.

13

AUDIENCE:

14

MR. SHEMIN:

I kind

Because you what?

Took action.
Took action.

15

"seller/owner financing"?

16

AUDIENCE:

17

MR. SHEMIN:

Who here typed in

What came up?

Number of deals.
Number of deals.

They're willing

18

to finance it.

19

Remember we talked about seller financing yesterday?

20

We talked about money partners.

21

money lenders, where you give them all your (inaudible)

22

reports and show you a bunch, correct?

23

money out there.

There's another way to finance.

We talked about hard

There's so much

There's so much what?

24

AUDIENCE:

25

MR. SHEMIN:

Money.
Tonight, pick a city, Roanoke,

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 52

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 54 of 504

53

Rules of Renovation Workshop - Day Two

Zurixx

7/20/2019

1

Richmond, Nashville, Chicago, and type in "hard money

2

lenders."

3

are people that loan on the deal.

4

about you.

5

citizen generally.

6

on the what?

Want me to do it for you real quick?

They loan on the deal.

AUDIENCE:

8

MR. SHEMIN:
Somebody?

They loan

The deal.
Somebody give me a city, any city.

Yell one out.

10

AUDIENCE:

11

MR. SHEMIN:

12

They don't care

They don't care if you're not a U.S.

7

9

Charlottesville.
Charlottesville.

Is that a big

city?

13

AUDIENCE:

No.

14

AUDIENCE:

Well, it is to us.

15

MR. SHEMIN:

How big is Charlottesville?

16

a beautiful city, by the way.

17

of times.
AUDIENCE:

I don't know, (inaudible).

19

AUDIENCE:

About, like, 20,000.

20

AUDIENCE:

40,000.

21

MR. SHEMIN:

Forty -- that's not a big city,

but --

23

AUDIENCE:

24

MR. SHEMIN:

25

It's

I've been there a couple

18

22

These

Our town is 300 people, so...
I'll put in Charlottesville.

539,000 Google hits for a hard money lender in
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1

Charlottesville.

2

minute, they're not all real, but how many hard money

3

lenders do you need to do a deal?

Now, obviously, they're -- now give a

4

AUDIENCE:

5

MR. SHEMIN:

6

list real quick.

7

Good answer.

Let's go through the

Is that fair?

All of you-all are worried about money.

8

it is, okay?

9

it.

10

One.

Whoops, what did I do?

Hold on one second.

Here

I just touched

Finally it (inaudible) go

off.

11

All right.

RehabFinancial.com.

Lima One.

12

I've actually got over $3 million of loans with them.

13

They are one of the largest national hard money

14

lenders.

15

(inaudible).

16

sometimes.

The size they are going to give you
They're nice.

They change their rules

They're great.

17

AUDIENCE:

18

MR. SHEMIN:

What did you say it was called?
They're right there.

I just

19

Googled Charlottesville.

20

Lima One.

21

heard of them, never done any business with them.

22

Delancey Street, they're one of the largest national

23

hard money lenders right there, looking to loan on

24

deals.

25

This is really hard.

They're national.

Yes,

Walnut Tree Finance,

Bigger Pockets, that's kind of a weird thing.

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 54

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 56 of 504

55

Rules of Renovation Workshop - Day Two

Zurixx

7/20/2019

1

They're a website of investors that refer (inaudible),

2

and 90 percent do nothing and moan and grown, so please

3

be careful on the internet.

4

on Bigger Pockets, but a lot of those people have never

5

done a deal, and they just moan and grown.

6

group, be careful.

7

There are some good people

I never heard of Funds.

8

Online, never heard of them.

9

Guide, they're nice.

Like any

HardMoneyLenders

Private Money Lending

Private Money Lending Guide.

10

Property Passion, never heard of them.

11

HardMoneyHome.

12

that.

13

billion of loans last year to investors.

14

(Inaudible) Russ, the founder of it, he's a good friend

15

of mine.

16

HardMoneyHome,

Connected Investors, I helped start

They're a really good group.

They did $33
They're nice.

Global Integrity Finance, Kennedy Funding,

17

they're also one of the top in the country.

18

used them before.

19

Boy, that was hard to find money in a small town.

They are out of, I believe, Chicago.

20

AUDIENCE:

21

MR. SHEMIN:

22

AUDIENCE:

23

MR. SHEMIN:

24
25

(inaudible).

I have

Yeah.
What do you think?

Huh?

Hello?

Very good (inaudible).
What's that?

Of course, you have

There's a million who want to do that.

So, everybody, really quick, before we go into
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1

deals and contracts -- do you have your contracts from

2

yesterday?

3

AUDIENCE:

4

MR. SHEMIN:

Yes.
So what I want to do is, we have

5

got a big today, let's review from yesterday.

6

actually set a goal, found some motivated sellers,

7

correct?

8

halfway through the system.

9

against your sale until you what?

Find a deal.

10

we're halfway through the system.

You-all have made a

11

lot of progress in one day.

What's the next step?

12

AUDIENCE:

13

MR. SHEMIN:

14

AUDIENCE:

15

MR. SHEMIN:

Call.

You

You're actually

You can't wholesale
So

Would you agree?

Yes.
Is that fair?

Yes.
Yeah?

(Inaudible) and Craigslist

16

have existed for years.

17

last night and this morning to go find a motivated

18

seller ad?

19

fun game.

Why did some of you-all decide

What's the real reason?

This is a little

What's the real reason?

20

AUDIENCE:

21

MR. SHEMIN:

22

AUDIENCE:

23

MR. SHEMIN:

You inspired us.
Say that again.

You inspired -I inspired?

I like that word.

24

actually asked you to.

25

to Craigslist, go to the other five websites I gave

I

I said, go to MyHouseDeals, go
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1

you, The Happy Investor, whatever, and find a motivated

2

seller and let's get started, correct?

3

AUDIENCE:

4

MR. SHEMIN:

Our mentor told us to.
Yeah.

Oh, I asked you to or

5

inspired you.

6

it.

7

month ago.

8

find, but all of us sometimes need someone to help us

9

push us along or get us started.

You're right.

That's it.

It's all good.

That's

You could have done that last week, a

Those websites existed, aren't hard to

A sports team with a

10

coach, a band with a bandleader, correct?

11

with a professor, correct?

12

have never done real estate if someone hadn't showed me

13

step by step and made me do it, right?

14

bottom line.

15

A university

That's simple.

I would

That's the

So all you-all can do this.

After lunch, I am going to show you a couple of

16

videos to take anyone's fear away.

17

couple of you who say, oh, I don't know if I can really

18

do this.

19

not.

There's always a

There's a lot of moving parts.

Once you get started, it's simple.

20

AUDIENCE:

21

MR. SHEMIN:

No, there's
Is that fair?

Yeah.
So what I'd like to do right now

22

is two people last night and this morning asked me what

23

do I really make doing this, and it doesn't matter.

24

It's what you're going to do.

25

to focus on?

What's everybody going
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AUDIENCE:

2

MR. SHEMIN:
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(Inaudible).
So if you like, since we are going

3

to spend three days together -- two more actually --

4

there's a little video about four or five minutes

5

that's some of the stuff I do, if it's okay to show it

6

to you for a minute so you'll know a little bit about

7

what I do.

8

love speaking, I love teaching, I love helping others.

9

I'm a full-time investor.

This is -- I

The number one reason I come out to speak is

10

very simple.

11

work since 1999, maybe 2000.

12

this -- but please don't tell him if you see him, which

13

you might -- he'll never have to work because of

14

realty.

15

have to work because of real estate.

16

you there, and most of you are one, two, or three deals

17

away from it.

Because of real estate, I've not had to
My son kind of knows

His children who don't exist yet won't ever
We want to get

Don't overwhelm yourself.

18

AUDIENCE:

19

MR. SHEMIN:

Got it?

Got it.
Now, I want to show this video,

20

but I want to hit a little background, and I am from

21

Tennessee, and I don't know if you do this in Virginia,

22

but in Tennessee, when you're in tenth or eleventh

23

grade, they give you a test.

24

students a computer test that shows you what would be

25

your best job, some kind of aptitude placement test.

They give all the
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Do they give that in Virginia?

2

AUDIENCE:

3

MR. SHEMIN:

Yeah.
Yeah, they give it to all the

4

students in Tennessee.

5

junior high and high school was on a first-name basis

6

with the principal, a guidance counselor, or

7

disciplinary authorities?

8

responsible.

I'm not proud of it.

9

high school.

I went to Hillwood, and they ranked

Now, who here, like me, in

I didn't get along, and I'm

10

students in academic order.

11

students.

12

something.

13

I was 424 out of 425

My grade point average was 0.11 or

And my best friend, Scott Hooper was 425 out of

14

425.

15

the salutatorian.

16

it?

17

I never graduated

I had dyslexia, so in my eyes, I should have been
Think about it.

(Inaudible).

Got

Now, I'm a big believer in education, school,

18

and I had high regards for my teachers.

19

celebration about 15 years ago, 12 years ago, of the

20

ten most successful students that have ever set foot in

21

Hillwood's property, and guess who the two most

22

successful students ever were that --

23

AUDIENCE:

24

MR. SHEMIN:

25

Hillwood did a

There you go.
We were on the news and

everything.
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AUDIENCE:

7/20/2019

425, Scott Hooper, my best friend,

2

and 424, me.

3

and defense attorney, makes like $10 million a year,

4

and real estate.

5

valedictorian, who I'm very good friends with, a great

6

guy, he was so smart and is so smart, after high

7

school, he got on drugs, never really got over it, went

8

to rehab.

9

center helping others, but he never really got it

Scott Hooper became a criminal attorney

We live in an upside-down world.

It's kind of -- he does work at a rehab

10

together so much businesswise.

11

upside-down world.

12

Our

We kind of live in an

Anyway, they gave us this test when I was

13

flunking out of tenth grade or eleventh -- I don't

14

remember -- and they called me in the office, which I

15

was accustomed to, and the principal and guidance

16

counselor are there.

17

know?

18

this time.

19

they said, listen, we have given this test to tens of

20

thousands of students.

21

and most students qualify for two or three jobs, you

22

know, talking an architect, a nurse, a doctor, all my

23

friends were talking about that stuff, and they said,

24

you're the only person in the history of this test that

25

the computer says can only do one job.

I'm, like, what did I do now, you

And they said, Robert, you're not in trouble
I'm, like, really?

Wow, this is new.

And

The computer's always right,
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You know, I got

2

picked out.

3

which they said is never wrong and this has to help

4

everybody in this room I hope.

5

Guess what job the computer said was the only job I

6

could ever do?

Guess what that job was the computer,

7

AUDIENCE:

8

MR. SHEMIN:

9

general.

Real estate.

AUDIENCE:

11

MR. SHEMIN:
nice.

Work for myself, that's too

Guess what job?

10

12

No, I won't help you.

Manual labor.
Janitor?

That would have been

Farmer's assistant.

13

AUDIENCE:

14

MR. SHEMIN:

Oh, no.

Why was that even a thing?

A farmer's assistant.

Now, I

15

(inaudible) for 12 years, and I'm, like, my family

16

already has a farm.

17

said, no, no, no, you can't have your own farm.

18

have got to be an assistant.

19

AUDIENCE:

20

MR. SHEMIN:

I've been farming for 12 -- he
You

Oh, wow.
Now, that's kind of funny now, but

21

why do I mention this for all of you?

22

often have you limited yourself, and who has children

23

or somebody to take care of you?

24

you talk to them.

25

AUDIENCE:

Because how

Please be careful how

Please don't limit them.
Yeah.

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 61

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 63 of 504

62

Zurixx
1

Rules of Renovation Workshop - Day Two

MR. SHEMIN:

7/20/2019

Now, it's kind of funny now, but I

2

was devastated.

3

Why can't I be a waiter anymore, you know, a busboy,

4

you know, or work back on the farm?

5

this room, including me, because we're people, limits

6

themselves.

7

yourself, who you let talk to you, and how you talk to

8

your children and loved ones, and listen to how much

9

limiting vocabulary we're subconsciously brainwashing

Guess what I'm thinking for a while.

Stop it.

Be careful how you talk to

10

ourselves.

11

or "I don't" or "I can't do that."

12

How can I?

13

And everybody in

Think about how many times you said "can't"
Ask this question:

Everyone in this room can do whatever they want

14

to do if you decide to do it and put your mind to it,

15

and nobody has a right to tell you you can't do

16

something unless they have a better plan for you.

17

let's watch this video really quick, because every time

18

I see it, I just think about farmer's assistant.

19

(Video played.)

20

Ladies and gentlemen:

So

Please prepare yourself

21

to hear internationally respected New York Times

22

best-selling author Robert Shemin.

23

Nashville, Tennessee, he now lives in South Beach,

24

Florida, and has homes in New York City, Los Angeles,

25

and medical dean, Columbia.

Raised in

He first became a
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millionaire at age 32.

2

Doing what?

3

Ah, doing what, real estate investing.

4

Once considered the least likely to succeed,

5

Shemin overcame a severe learning disability and

6

seemingly insurmountable odds to become one of the most

7

charismatic and sought-after lecturers and motivational

8

speakers in the country.

9
10
11

You want to do it, because everybody wants to
do it.

I think real estate will get you the freedom...
Helping thousands of hard-working markets of

12

all different backgrounds attain total financial

13

freedom for life even though most of his prodigies had

14

no investment experience, no financial savvy, and zero

15

money in the bank.

16

to 50 thousand people and has consistently been voted

17

the number one best speaker.

He normally speaks to crowds of 20

18

On a good week...

19

He regularly shares the stage with such

20

luminaries as Rich Dad/Poor Dad, Ron Kiyosaki, David

21

Blath, Susie Orman, Tony Ryan, and Donald Trump.

22

authored 11 best-selling books, including his latest

23

and international blockbuster, How Come that Idiot's

24

Rich and I'm Not?

25

He's

His new book has been on the New York Times
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1

best-seller list, the USA Today best-seller list, and

2

the Wall Street Journal best-seller list, and is now

3

available in over 26 languages.

4

biggest bank accounts, Shemin gives generously to

5

numerous charity endeavors, such as Healthy

6

(inaudible), regarding thousands of critical eye

7

operations for children here and overseas, and his

8

outreach calls for at-risk teenagers here and

9

internationally.

With the largest,

He also has one of the largest

10

charities in the world that helps pick up street kids

11

and feed and educate them.

12

Shemin is, he shows high net worth individuals how to

13

get richer (inaudible) self-described financial

14

disasters earn big money.

As his experienced as

15

If I can do it, anybody can.

16

He is constantly on television as one of

17

America's leading experts on real estate and wealth

18

creation.

19

Today, we have one of the country's most

20

successful real estate foreclosure investors and

21

speakers.

22

Robert Shemin is a personal financial expert.

23

Robert Shemin is a real estate author of How Come That

24

Idiot Gets Rich and I'm Not?

25

Even though he has numerous public appearances,
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1

he is a full-time real estate investor.

2

months, he has been involved in the purchase of over

3

500 properties and has been involved in well over a

4

thousand real estate transactions.

5

In the last 24

He's currently involved in the management of

6

over 425 homes and duplexes throughout the United

7

States.

8

about (inaudible) countries.

9

business expert on Fox News and CNN, appearing at times

He is not only invested in America, but in
Robert is a wealth and

10

two to three times a day.

11

instructor in negotiating sale and strategic buying,

12

helping people to become successful in finance,

13

starting businesses, and triple their incomes.

14

motivated and energized people who reach quantum

15

success rapidly and reach goals beyond their wildest

16

dreams.

17

next level and beyond.

18

He is known as an expert

He has

He has helped hundreds of businesses to the

So, ladies and gentlemen, get prepared, take

19

out your pens and paper, because you're going to want

20

to take a lot of notes.

21

Mr. Robert Shemin.

22

(End of video.)

23

(Applause.)

24

MR. SHEMIN:

25

Welcome to the stage

Whatever.

That was enthusiastic.

I just show that to show you the quality of learning.
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1

Most of the mentors and coaches we work with are much

2

more qualified than me.

3
4

So, anyway, let's do some contracts, finish up
contracts.

Sound good?

5

AUDIENCE:

6

MR. SHEMIN:

7

talked about earnest money.

8

money for a minute.

9

realtor/broker, they're going to ask for earnest money.

Yes.
So grab your contracts out, and we
Let's talk about earnest

If you're dealing with a

10

Anybody know in Virginia how much earnest money the

11

average realtor will ask for, like on a $200,000 house,

12

about?

Any range?

13

AUDIENCE:

14

MR. SHEMIN:

A thousand.
A thousand.

Anywhere from like,

15

you know, 1 percent, 3 percent, 500.

16

board.

17

right now.

18

the online resource center that you-all read about, but

19

only the greatest hits.

20

so I will do it very quickly.

It's all over the

So anyway, we're going to teach you negotiation
If you like it, we have hours of this on

I'll allow just minutes here,
We have a lot to cover.

21

So if we teach you negotiation, you cannot use

22

it against me, Hilary, Rules of Renovation affiliates,

23

Bryce or Taylor.

Say "I agree."

24

AUDIENCE:

25

MR. SHEMIN:

I agree.
You can use it against realtors,
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buyers, sellers, contractors, teenagers.

2

terrorists, but not against us.

3

AUDIENCE:

Fair.

4

AUDIENCE:

Um-hum.

5

MR. SHEMIN:

6

Got it.

7/20/2019

And

Fair?

So don't be pulling this

stuff on me tomorrow or next week.

7

Number one, the first rule of negotiation, if

8

you tell somebody something, they will resist you.

9

all do that.

I do it, too.

It's normal.

You

I say

10

something, and you all don't agree with that or like

11

that.

12

What I'm saying, catch yourself when you resist.

13

He's got a suit on.

Why is he saying that?

How about resisting something that (inaudible)

14

said?

15

because I haven't done that.

16

I do it all the time.

17

Where is it coming from?

18

Well, that doesn't make any sense.
It's normal.

Great.
Why?

(Inaudible),
It's okay.

Just be aware of it.
That's all I'm asking.

Number two, if you ask a question in a nice,

19

slow way, and a real question, then it's your idea, not

20

yours, and they don't resist as much.

21

real example in just a minute.

22

Number three, make them think.

23

busy, distracted, they don't think.

24

go slow, make them think.

25

earnest money.

I'll give you a

People are so

So take your time,

So let's apply this to

Is that fair?
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2

MR. SHEMIN:
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Yes.
So (inaudible) some of my deals

3

come from direct to wholesalers or people, and

4

sometimes they ask for earnest money, and sometimes

5

they don't.

Your focus is closing.

6

AUDIENCE:

7

MR. SHEMIN:

8

focus?

9

Closing.
AUDIENCE:

What's your focus?

Closing.
What should be the realtor's

When do they earn their commissions?
Closing.

10

MR. SHEMIN:

11

on in other people?

12

technicalities, earnest money, it has nothing to do

13

with anything.

14

focused.

15

expand.

16

Guess what a lot of realtors focus
Minutia, exceptions,

When you get focused, other people get

Write this down.

What I focus on will

Somebody in this room may say, well, this won't

17

work for me, and you will find every reason why it

18

won't work for you, because that's what you're focused

19

on.

20
21

When you buy a new red Corvette, guess what
you're going to see a lot of driving around?

22

AUDIENCE:

23

MR. SHEMIN:

24
25

Red Corvettes.
More red Corvettes because you

are -AUDIENCE:

Focused on it.
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MR. SHEMIN:

-- focused on it.

7/20/2019

What if you are

2

focused on how can I have and how can I find the deal,

3

how can I find the money, how can I close my first

4

deal, guess what you will focus on?

5

happy.

6

subconscious, correct?

7

decisions.

8

very powerful tool.

9

want to focus on.

10

That you're not

Ninety-nine percent of all you do is from the
We think we make conscious

Most of us don't.

Your subconscious is a

It helps you focus on what you

Got it?

The next thing is this.

Let me give a real

11

example of this.

12

realtor asks me for earnest money.

13

very quick.

14

over things ten times, so go with me fast.

Here are the questions I ask when a
I am going to go

We have a lot to cover today.

15

AUDIENCE:

16

MR. SHEMIN:

I can't go
Got it?

Got it.
So Ms. Realtor, you're asking me

17

to write a check for a thousand dollars to hold this

18

property for me, correct?

19

AUDIENCE:

20

MR. SHEMIN:

Correct.
Great.

Now, remember yesterday I

21

asked you how much money you made on your money, 5

22

percent, 8 percent, 12 percent, 30 percent, for a

23

reason.

24

if I put a thousand dollars in your earnest account for

25

30 days while I hold this property, how much interest

Every day builds on itself.

So, Ms. Realtor,
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can you pay me?

2

There's the script.

3

every time?

7/20/2019

How much interest can you pay me?
Guess what the realtor has to say

Earnest accounts don't pay interest.

4

AUDIENCE:

5

MR. SHEMIN:

Gotcha.
Okay.

Well, I make 5 percent on

6

my money (inaudible), whatever you make, be honest, so

7

if I put it in your account, I make no money, right?

8

Okay.

9

is and it's a great deal and I close within 30 days,

Number two, if the deal is what you told me it

10

what happens to the earnest money?

11

happens to the earnest money?

12

happens-happens to the earnest money?

13

realtor say?

14

AUDIENCE:

15

MR. SHEMIN:

16

AUDIENCE:

17

MR. SHEMIN:

If I close, what

If I close-close, what
What does the

(Inaudible).
I get it back to close, correct?

Um-hum.
I get it back to close.

Now, if I

18

have 15 days to inspect and the deal is not what you

19

told me, the comps are wrong, the repairs are wrong

20

from my inspection, and I let you know it in writing,

21

everything in writing, everything in writing -- in real

22

estate, if it's not in writing, it does not exist --

23

but the contract says I swear I'll have that job done

24

by Friday, put it in --

25

AUDIENCE:

Writing.
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1
2

MR. SHEMIN:

AUDIENCE:

4

MR. SHEMIN:

5

not exist.

6

it?

Writing.

Got

Say "Got it."
AUDIENCE:

8

MR. SHEMIN:

Got it.
When you and I decide to do a deal

and split it 60/40, 50/50, put it in?

10

AUDIENCE:

11

MR. SHEMIN:

12

AUDIENCE:

13

MR. SHEMIN:

15

If it's not in writing, it does

Have them text it, email it, whatever.

7

14

When a tenant says I promise I'll

pay that $800 on Monday at 12:00, put it in?

3

9

7/20/2019

Writing.
Everything in?

Writing.
Great.

That will solve a lot of

problems in the next ten years.
I know we have had this discussion, when you

16

said this and I said that, audience said this and you

17

said that, stop it.

Put it in --

18

AUDIENCE:

19

MR. SHEMIN:

20

So if it is (inaudible) with the deal, as you

Writing.
-- writing.

21

said, and I inspect, and the comps aren't right and the

22

repair's a little more and I let you know within 15

23

days in an email, what happens to the earnest money?

24

get it back.

25

I

I get it back.

So let me understand this, Ms. Realtor.

I take
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1

money out of my account that makes money, put it in

2

your account that makes no money, then I get it back

3

either way.

4

So what's the real reason they're asking -- first of

5

all, all of you were five- to 12-year-old kids at some

6

time in your life.

7

Why?

8

Because you're six.

9

Because, I don't know, the State of Virginia says you

Does that make any sense to anybody?

What's the only question to ask?

Mommy, I'm six.

10

can't drive a car.

11

dad.

No.

Can I drive the car?

Why?

Why?

No.

Because it's a law.

I don't know.

Why?

Why?

Go ask your

How many times did he ask why?

12

AUDIENCE:

13

MR. SHEMIN:

A lot.
A lot.

But as we get older and

14

more jaded -- see, all of you-all are diamonds, we've

15

just got to polish you up a little bit -- you've been

16

jaded from some past business or relationships, and you

17

project that into the fore, which is completely false.

18

This is all new.

This is fresh.

19

AUDIENCE:

20

MR. SHEMIN:

Correct?

Right.
All we've got to do is polish you

21

up.

22

you-all, for -- you know, have amazing, intuitive

23

abilities and question abilities, but you blocked them

24

out when you got a little older.

25

ask, some told you to shut up and you listened.

All you-all can do whatever you want to do.

All

You're told not to
You
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feel like a seven-year-old.

2

estate.

3

are the repairs?

Why?

4

AUDIENCE:

5

MR. SHEMIN:

6

That's all I do in real

What's the property worth?
Why?

7/20/2019

Correct?

Why?

What

Like a --

Seven-year-old.
-- seven-year-old, but a good one.

(Inaudible).

7

Oh, charity money, yeah.

8

Good.

9

What's the real reason?

Here we go.

All right.

Yee-haw.

So why are they asking for it?

10

AUDIENCE:

11

MR. SHEMIN:

They want to see if you're serious.
Get in their head.

They think if

12

you write a check that you get back, it's some form of

13

showing I'm serious.

14

AUDIENCE:

15

MR. SHEMIN:

Right.
Commitment.

Is there another way

16

to do that without writing a check that you get back?

17

Say "yes."

18

AUDIENCE:

19

MR. SHEMIN:

20

Yes.
There's always a better way.

How

many want to learn it?

21

AUDIENCE:

Yes.

22

AUDIENCE:

Sure.

23

MR. SHEMIN:

24

AUDIENCE:

25

MR. SHEMIN:

The other reason is tradition.

Yes.
The broker asks for earnest money.
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1

They were taught to ask for earnest money.

2

we do now, we don't know why we do it; we just do it

3

because we do it.

4

AUDIENCE:

5

MR. SHEMIN:

Most stuff

Correct?
Yeah.
So this is a serious question.

6

How many are really serious about closing a deal in the

7

next 90 or under days?

8

me explain what I'm about to explain.

9

questions.

10

you.

11

How long?

Let

I know you have

Give me four minutes and I'll give them to

I want all of you to take one hour next week.

12

AUDIENCE:

13

MR. SHEMIN:

14

So give me five minutes.

One hour.
Set the goal, log your time.

Sound familiar?

15

AUDIENCE:

16

MR. SHEMIN:

17

identity package.

18

résumé.

Um-hum.

Let me explain what it is.

AUDIENCE:

20

MR. SHEMIN:
it.

22

doctor.

23

there.

It's a

It's a what?

19

21

And I want you to design an

Résumé.
If you have one, great.

I went to this school.
I'm a boy scout.

Update

I'm a yoga teacher.

Whatever.

I'm a

Put everything on

What do you put on there?

24

AUDIENCE:

25

MR. SHEMIN:

Everything.
You send this to people you do

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 74

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 76 of 504

75

Rules of Renovation Workshop - Day Two

Zurixx
1

7/20/2019

business with to make them feel comfortable.

2

Number two, how many of you all have a family

3

of some sort?

4

If you've got two kids, got a stepkid, whatever.

5

People love to talk about kids, especially in Virginia

6

and Tennessee.

7

Put them on there if you're comfortable.

Number three, how many of you all have a pet of

8

some sort?

9

your pet.

10

Put them in there, a picture, if you like

Number four, put your hobbies in there.

11

to fish.

12

horses.

13

(inaudible), whatever you're into.

14

Got it?

I like hunting.
I like this.

15

AUDIENCE:

16

MR. SHEMIN:

17

I like football.

I like yoga.

I like

I like

I like
Put it in there.

Um-hum.
Put recommendations from everyone.

From who?

18

AUDIENCE:

19

MR. SHEMIN:

Everyone.
Now, my mentor told me to do this,

20

and I didn't do it because I'm not trainable is take a

21

picture before and after every property.

22

property?

23

AUDIENCE:

24

MR. SHEMIN:

25

writing.

Which

Every.
Every.

Get videos.

Videos are better than

Hey, Beth is going to sell the
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house for me.

2

took good care of me.

3

love Beth.

4

from every client.

I love Beth.

She called one time.

She's honest.

Here's a video.

7/20/2019
She

I recommend Beth,

Get pictures and videos

Which client?

5

AUDIENCE:

6

MR. SHEMIN:

Every client.
Every deal before, during, and

7

after.

8

don't have pictures of them.

9

I had that, did some beautiful, historic renovations.

I didn't do that, and the first 400 deals, I

10

I didn't listen (inaudible).

11

not doing that.

12

It's really sad.

I wish

What does he know?

I'm

Do it.

Now, watch this.

Who over here has a hobby?

13

What's your hobby in the back?

14

specific.

15

AUDIENCE:

16

MR. SHEMIN:

17

AUDIENCE:

18

MR. SHEMIN:

19

AUDIENCE:

20

MR. SHEMIN:

Give me one.

Got to be

Stamps.
Who?

Stamps.
You collect stamps?

Yes.
No way.

My grandfather collected

21

stamps, and when I was five, guess what he got me to

22

do?

23

everything?

Stamps.

Do you do international, American,

24

AUDIENCE:

25

MR. SHEMIN:

Everything.
Yep?

I sold my stamp collection
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1

for $300,000 about 12 years ago, not all of it, some of

2

it.

I'm a stamp freak.

What just happened?

3

AUDIENCE:

4

MR. SHEMIN:

5

Who here has pets?

6

(Relationship).

Anybody heard of -- what

you got?

7

AUDIENCE:

8

MR. SHEMIN:

9

Thank you.

Dachshund.

hotdoggie doggies?

Oh, a little Dachshund dog, little
Oh, my God.

10

name?

11

How long you had Sheepy?

12

you all?

13

confession?

14

hate little dogs.

15

dogs.

16

did four years ago.

Who?

What's the doggie's

Sheepy, like a sheep?

That's a cool name.

Can I make a confession to

Please don't think less of me.

Can I make a

Do you like those little dogs?
I grew up on a farm.

You could ride some of them.

17

AUDIENCE:

18

MR. SHEMIN:

19

AUDIENCE:

20

MR. SHEMIN:

I used to

We had 49 big

And guess what I

(Inaudible).
(Inaudible)?

Chloe.
Chloe.

Hold on, I can put her on

21

a shelf, and she's a Chihuahua, and she's about this

22

big.

23

AUDIENCE:

24

MR. SHEMIN:

25

pictures?

Yeah.

Ah.
I love her.

Want to see some

We just got her.
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AUDIENCE:

2

MR. SHEMIN:

Can I ask you -Can I ask you -- oh, you went to

3

Central High?

4

expelled from Central?

5

High.

6

connection, right?

7

I went to Central High.

You got

I got expelled from Central

I'm just kidding.

Right?

7/20/2019

No connection.

No

Now, why do I mention this?

I'd like

8

you all to look up Brittany Turner, Area One Real

9

Estate, Nashville, Tennessee.

What studies show, if I

10

give you a system, do it, just follow it, don't think,

11

and I'll give you an example why it works.

12

you're open, you're about to learn from Brittany.

13

Every one of you could do real estate investing.

14

So here if

Many years ago -- I'm not good at time, maybe

15

eight, nine years ago, seven, Chad, another mentor and

16

I were sitting at Cheesecake Factory in Nashville.

17

they have a Cheesecake Factory around here?

Do

18

AUDIENCE:

19

MR. SHEMIN:

20

Anyway, this lady comes up, waitress, about 22

Yes.
Pretty good salads.

21

years old, really kind of got a pep in her step, and

22

she was, hey, guys, what do you guys do?

23

to learn -- you need to what?

24

AUDIENCE:

25

MR. SHEMIN:

Now, you need

Learn.
So here's my line.

So if someone
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1

says what do you do and you're a real estate investor,

2

what do you say?

3

AUDIENCE:

4

MR. SHEMIN:

5

I'm a real estate investor.

6

The marketing class would teach you to be more

7

entreating.

I'm a real estate investor.
That's pretty good.

Nice.

Write this down.

More what?

8

AUDIENCE:

9

MR. SHEMIN:

10

I like that.

Retreating.
You need a line.

Ask me what I

do.

11

AUDIENCE:

12

MR. SHEMIN:

What do you do?
Hey, great question.

Thanks for

13

asking.

I'm a real estate doctor.

14

doctor.

I'm going to trademark and copy it.

15

what everybody says after that?

16

problems in people's real estate.

17

Do you know anybody?

18

work on their property, get divorced, estate sale,

19

foreclosure, to hire a landlord?

20

dollars finder's fee if I close on it.

21

I'm a real estate
And guess

What do you do?

I fix

Do you know anybody?

Do you know anybody that needs

Think about it.

I'll pay a thousand

What kind of work do you do?

22

Oh, you make a thousand dollars in ten minutes for

23

referring a name?

24

or two.

25

Maybe they want to give you a name

I'm a real estate doctor.
Here's another one.

I put great real estate
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1

deals together with investors and pay above-market

2

returns.

3

investors and pay above-market returns.

4

invest in?

5

I put great real estate deals together with

What do you invest in?

What do you

There's your money.

Now, if you went and talked to 30 people at

6

work, Starbucks, church, bar, guess what might happen?

7

Write this down on something.

8

people because you're embarrassed, and I'll prove it to

9

you.

But you won't talk to

How many of you-all have more than a hundred

10

contacts on your phone?

11

than a hundred contacts on your phone?

12

How many of you-all have more

How many have more than a hundred contacts on

13

your social media, Facebook, Twitter?

14

send a message out saying, I'm doing investing, I need

15

deals, wanting deals, because you don't have the

16

confidence.

17

embarrassing.

18

could help them, if you know what you're doing.

19

here to help people.

You-all never

Even after five years, you think it's
And if they had money to invest, you

20

AUDIENCE:

21

MR. SHEMIN:

We're

We're here to what?

Help people.
And we're also going back to

22

Brittany.

23

at Cheesecake Factory.

24

you do?

25

hey, that seems like you buy, fix, and sell.

Brittany Turner Area One Real Estate, we're
She said, hey, Robert, what do

I said, I'm a real estate doctor.

She goes,
I go, of
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1

course.

2

wanting to do that for years, and we asked the most

3

important question.

4

She goes, oh, my God, my sister and I been

Why?

What's your motivation?

How many of you-all did the seven levels deep

5

last night?

6

with your kids, your employees, your friends.

7

deep and find that real motivation.

8

for everybody, not just for you thinking of all the

9

next ten years.

10

Man, do that exercise.

Got it?

Use that exercise

How many of you all liked that exercise?
Right?

12

more money.

13

help my kids out or to travel more.

14

help your kids out?

15

Well, why?

16

down to?

Why am I doing real estate?

I want to make

Why do you want to make more money?

To

Why do you want to

Well, because they're my kids.

Because I love them.

What's all this come

What?

17

AUDIENCE:

18

MR. SHEMIN:

20

Dig down

It's a life-changer.

11

19

That will work

(Inaudible).
Gratitude, something like that.

But if you're not really motivated, you won't do this.
Let's get back to Brittany.

Brittany says, oh,

21

my God, I want to do real estate.

22

goes -- and some of you can relate to this, some can't,

23

everybody's different, and I don't judge anybody.

24

used to judge everybody, and now I don't judge anybody

25

anymore.

I said, why?

That's for somebody else to do.

She

I

So Brittany
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1

said, a few years ago, I went on a church mission trip.

2

I worked on one of those.

3

helped somebody, boy scouts, girl scouts, church,

4

whatever you're into.

5

Some kind of mission trip,

And I said, that's interesting.

6

yeah, I went to Kenya.

7

speak Swahili.

She said,

And I went (inaudible).

I

You didn't expect that today, did you?

8

AUDIENCE:

9

MR. SHEMIN:

No.
Anyway, she goes, I went to Kenya,

10

and I worked at this orphanage for two months with the

11

church.

12

horrible.

13

I go, that's great.

How was it?

She goes,

I go, what do you mean?

AUDIENCE:

She goes, the conditions were

14

deplorable.

15

touched them, it was disgusting, blah-blah-blah.

16

thought, that's not good, you know, kids are innocent.

17

She said, my sister and I made it back.

18

one night, and they had a prayer or whatever she did,

19

and she said, I went up there, I wanted to help these

20

kids, I don't care what I have to do.

21

think real estate's the tool for me to make some money

22

and go back and fix that orphanage.

23

Kids didn't have enough food, nobody
I

I went outside

And she said, I

And I turned to Chad -- have you ever had

24

somebody tell you something and you're like, she's for

25

real?

A chill goes down my spine every time I remember
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1

this, because I remember her (inaudible), and I go,

2

this 22-year-old girl is going to do this.

3

Now, most people say stuff, that they want to

4

make money to do whatever, but they don't mean it.

5

used to say stuff all the time, I am going to start a

6

business, I am going to quit the restaurant, all my

7

friends did.

8

Nashville.

9

Tuesdays, Green Hills, or they all said they were going

10

Guess where most of them still are?

I

In

It's been 20 years, still working at Ruby

to finish school, start a business.

11

How many of you all ever wanted to match your

12

motivation with action?

13

types of people, talkers and doers.

14

to surround myself with?

15

AUDIENCE:

16

MR. SHEMIN:

It's important.

There's two

Guess who I want

Doers.
Doers.

17

do a lot don't talk much.

18

they're doing.

19

lot.

And it's funny, most who

They'll never tell you what

And I'm a speaker, so I got to talk a

I talk too much.

20

Anyway, here we go.

21

was living in her car at one point.

22

it in Forbes, National Business Journal, all these

23

magazines.

24

about 300 grand using other people's money.

25

do I mention Brittany?

Brittany joined us.

She

You can read about

The first year, she did four deals, made
Now, why

It's not about me or Brittany.
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It's about you.

2

She said, Robert -- I talked to her three days

3

ago.

4

up to Richmond to do a little real estate thing.

5

goes, please tell them how serious, how great ideas

6

these are that you have (inaudible), so make sure you

7

get to do that identity package.

I said, where are you going?

8
9

I go, why, Brittany?

She goes, I'm going
She

She goes, think about it.

I was a 22-year-old waitress who was living in my car.

10

I scraped the money together -- she did go to our

11

advanced (inaudible).

12

purposes.

13

Start.

14

credit.

15

for her.

16

I only say that for legal

She did get her mentoring, go to the Fast

I was one of her mentors.

She gives us all the

And so does our program work?

Yes.

It worked

Read about it.

Do you know how proud I am?

Who here has ever

17

helped somebody, legitimately helped somebody?

18

text you or anybody says you changed my life, you gave

19

me a hand up.

They

Everybody do this, hand down, hand up.

20

AUDIENCE:

21

MR. SHEMIN:

Um-hum.
Everybody needs someone to take us

22

to the next level, whether it's your professor, your

23

teacher, your uncle, your military leader, your coach,

24

your minister, your preacher, your rabbi, your moula

25

(phonetic), your whatever you're into, a hand up.

I've
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1

never gotten anywhere without somebody extending a hand

2

up to me, to take me up, and then I believe we have a

3

responsibility, if we do that, to put our hand down and

4

bring somebody else up.

5

AUDIENCE:

6

MR. SHEMIN:

7
8
9

How many of you all like that?

Yes.
You don't have to, but that's what

I believe.
I cannot tell you how excited I get every week
when I read Brittany Turner, Area One Real Estate's

10

Facebook.

11

out doing charity work in the Virgin Islands.

12

never went to college, zero.

13

to college?

14

actually did go get some classes and took a bunch of

15

degrees just for fun after I got diagnosed with

16

dyslexia.

17

Last week she was with Mr. Richard Branson,
She

How many of you all went

I didn't graduate high school, but I

Anyway, Brittany got voted businesswoman of the

18

year, National Business Journal, Nashville, Tennessee.

19

We got Taylor Swift, we got HCA Corporation, we got

20

Sony Records, we got banks.

21

year, she did 600 deals.

22

income, the National Business Journal said about $4

23

million, donates to the charity.

We got stockbrokers.

Last

She takes 50 percent of her

24

AUDIENCE:

Good for her.

25

AUDIENCE:

Oh, wow.
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I've donated to her charity.

2

donates to my charity.

3

We're a what?

4

AUDIENCE:

5

MR. SHEMIN:

6

AUDIENCE:

7

MR. SHEMIN:

8

AUDIENCE:

9

MR. SHEMIN:

7/20/2019
She

We're a community, folks.

Community.
What's a good community do?

Helps each other.
The company doesn't talk about it.

Supports each other, huh?
Ninety percent of our instructors,

10

ventures, teachers all have amazing give-back programs,

11

because they're making a ton of money in real estate,

12

and we're giving back, and most of them don't even talk

13

about it.

14

my mentor says do it, because it will maybe inspire

15

someone else to.

16

anyway...

Some do.

I do a bit.

I don't like to, but

I used to not tell anybody, but

17

And if Brittany can do this, guess what?

18

AUDIENCE:

19

MR. SHEMIN:

20

I can do it.
But what did she have that most

people don't have?

21

AUDIENCE:

22

MR. SHEMIN:

A right.
She said, Robert, I was going to

23

50-year-old white men, women.

24

their $400,000 house over to me (inaudible) we'll give

25

you 300 grand to do a rehab?

Who's going to sign

Nobody?

She had no
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I had no credibility when I started.

2

And then she showed the identity book.

3

work with Robert, I work with R.G., I work with Bryce.

4

I did this deal, I did this deal, remember this group,

5

I got this trading, I did this.

6

picture.

7

into.

8
9

Yeah, I

Here's another

Here's my charity that I'm putting the money

And guess what a couple of people did when they
saw all that stuff?

She told me to tell you.

She said

10

80 percent of her first deals and first loans came from

11

that identity book.

12

So I will now take one hour and do an identity

13

package, electronically printed.

14

favorite website in the world, and then we'll get back

15

to contracts and do some deals.

16

.com.

Fiverr, F I V E R R, .com.

17

.com.

Five with two Rs.

18

Fiverr.com?

19

Kimmy?

You like it?

AUDIENCE:

21

MR. SHEMIN:
time.

Fiverr, F I V E R R,
Fiverr, F I V E R R

Who here has ever used
What did you use it for,

Logos?

20

22

I'm now leaving my

I just -- I saw it.
You saw.

So I use it all the

Do you like it?

23

AUDIENCE:

24

MR. SHEMIN:

25

AUDIENCE:

I used it for logos, yes.
Logos.

How much does a logo cost?

Five.
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1
2

MR. SHEMIN:
five bucks?

$5.

How many of you all can swing

Now, we use it for everything.

3

AUDIENCE:

4

MR. SHEMIN:

7/20/2019

For what?

Everything.
Videos, websites, landing pages,

5

logos.

6

to upgrade you a little bit, whatever.

7

million of them, all ranked, starred, all over the

8

world, and they're awesome.

9

do videos for us.

Now, after they do the five buck job, they try
There are a

They're super pro.

They

They pick up furniture for us.

This

10

he show houses for us.

11

videos, they're doing some websites.

12

companies -- no joke -- that go to a company and say,

13

I'll do your website for 1,500 bucks, and go hire

14

somebody with Fiverr (inaudible).

15

Right now they're editing some
I know website

They're wholesaling.

So get them to do an identity package or do it

16

yourself or Kinko's, make it pretty and make it

17

printable, and email it.

18

Mr. Seller, well, who are you?

19

package.

20

Here's my hobbies.

21

Think about it.

Who's our worker?

Hey,

Let me see my identity

Here's what I've done.

And what happens sometimes with the earnest

22

money?

23

High; you got a horse, I got a horse; oh, you're from

24

Virginia.

25

companies do this?

Oh, you went to Central High, I went to Central

Whatever.

Now, think positive.

Do other
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1

AUDIENCE:

Sure.

2

AUDIENCE:

Sure.

3

MR. SHEMIN:

Yes.

7/20/2019

You go to the insurance

4

company or the big bank.

5

since 1897.

6

gray hair.

7

really good people, and we're a nice bank and insurance

8

company.

9

their coffee table or handed to you in the brochures?

10

Here's a picture of our chairman with the
We do the Boys and Girls Clubs.

We're

Why have that $80,000 PR book sitting on

They spent 50 grand with a PR firm to do it.

11

AUDIENCE:

12

MR. SHEMIN:

13

Oh, we've been in Richmond

Um-hum.
That's why they have that little

brochure or magazine there, to make you feel?

14

AUDIENCE:

15

MR. SHEMIN:

16

AUDIENCE:

17

MR. SHEMIN:

18

You show it to the realtor.

19

closings.

20

what happens?

21

your experience, may be different -- the girl says,

22

okay, don't give me a thousand.

23

whatever?

Comfortable.
To make you feel how?

Comfortable.
Comfortable.

Identity package.

You want to focus on

You want to focus on earnest money.

Guess

Probably about half the time with us --

You know, okay.

24

AUDIENCE:

25

MR. SHEMIN:

How about 50 or 100 or

Got it?

Got it.
Now, on that contract, we are
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going to go over it very quick.

2

going to do every line, because it's a lot.

3

it out for me, it's for the billionaires.

7/20/2019

Number one, we are not
Who fills

4

AUDIENCE:

5

MR. SHEMIN:

6

it's -- it's cut-and-paste.

7

minutes on here, so I'm going to go very quick on the

8

contract.

9

The average closing in America about four years ago

10

(Inaudible).
Right, and once you do a couple,
Now, I've got a few

Now, a few lines down, it says "Closing."

took 67 days.

How long?

11

AUDIENCE:

12

MR. SHEMIN:

13

close in 30.

14

different.

Sixty-seven.
A lot of realtors say, yeah, I

Not realistic.

Now, every deal's

Say it.

15

AUDIENCE:

16

MR. SHEMIN:

Every deal's different.
Don't misquote me.

Robert says

17

every deal's going to close in 60 days, not in

18

(inaudible), every deal we do.

19

dealing with.

20

It depends who you're

Some wholesalers will say, I'm giving you no

21

time.

22

and when you're ready, make me an offer.

23

hard-core wholesaler.

24
25

Go do your research, get your contract together,
That's a

Some wholesalers will say I'll give you seven,
ten, 15 days, and then it's like 30 days, depends on
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1

the property.

2

Every deal's different.

Some realtors will give you 45 days.

3

AUDIENCE:

4

MR. SHEMIN:

Say it.

Every deal's different.
In fact, if you're a beginner,

5

don't do a deal that you can't inspect or a

6

nonrefundable deposit.

7

AUDIENCE:

8

MR. SHEMIN:

9

That's suicide.

and I don't do that.

I'm a super-experienced investor,
I don't like stress.

under stress, I make mistakes.

11

another deal.

AUDIENCE:

13

MR. SHEMIN:

So there's always

Another deal.
You're in complete control.

Say

"I'm in control."

15

AUDIENCE:

16

MR. SHEMIN:

17

contracts you want.

18

get emotional.

19

I'm in control.
Only do the deals you want and the
Got it?

Don't get excited.

Don't

Don't skip steps.

Hey, Bryce, how you doing back there?

20

take a break about 10:35, 10:40.

21

Great.

22

When I'm

There's always a what?

12

it.

That's what?

Suicide.

10

14

7/20/2019

We'll

Is that good for you?

So to finish up contracts real quick, give

23

yourself plenty of time to close.

24

overdeliver.

25

every business we try to underpromise and overdeliver.

Underpromise,

We're not perfect, we're people, but in
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Make sense?

2

AUDIENCE:

3

MR. SHEMIN:

Yes.
A lot of people don't realize

4

that.

5

the deal.

6

try to close in 20, 25 days, but give me 40 just in

7

case.

8

they won't.

9

That's how we are, high integrity, and here's
So I tell the realtor, listen, I'm going to

Stuff happens.
Got it?

AUDIENCE:

10

Sometimes they will, sometimes

Got it.

MR. SHEMIN:

You want as long to close as

11

possible.

12

sellers, they will.

13

nonmotivated sellers, you'll get nothing.

14

try to force deals.

15

are not dealing with motivated sellers.

16

why?

When you're dealing with highly motivated

17

AUDIENCE:

18

MR. SHEMIN:

When you're dealing with
Most people

Probably 99 percent of realtors
Can I explain

Sure.
So realtors do have deals, and you

19

need a realtor on your team, because there are some

20

realtors that can find good deals.

21

deal with realtors?

22

AUDIENCE:

23

MR. SHEMIN:

So did I say don't

Did I ever say that?

No.

No.
Let me explain that.

24

Alice has a house, and she's smart.

25

internet.

Let's say

She went on the

She went through some Google sales and
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1

Zillow sales, and she thinks her house is worth 300

2

grand, and she met our good buddy over here Kimmy, and

3

Kimmy is with Kimmy Real Estate, the number one real

4

estate company in Virginia.

5

Kimmy, will you list my house?

6

realtor in Virginia is going to say?

7

AUDIENCE:

8

MR. SHEMIN:

9

AUDIENCE:

10

They're friends.

Hey,

Guess what every

Yes.
Of course.

Yeah.

MR. SHEMIN:

And she comes over or calls her on

11

the phone and does a -- takes 20 minutes from her busy

12

life and does a comparative market analysis.

13

what realtors do.

That's what appraisers do.

Kimmy

14

looks at three to five recent close-by sales.

Sound

15

familiar?

16

AUDIENCE:

17

MR. SHEMIN:

That's

Uh-huh.
Plus Kimmy knows that area.

She

18

says, Alice, I think your house is worth 305, and I am

19

going to list it for 310.

20

Alice goes, okay.

21

or a bar -- hopefully church is better -- Constance

22

says I'm a realtor with Keller Williams, a great

23

company, they outsell her at about 300 percent.

24
25

It's a 180-day listing.

And

Now, Alice met Constance at church

And Alice says, you know, I'm looking for a
good realtor, welcome back (speaking Spanish) -- okay,
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1

what?

2

analysis.

3

305, but that neighborhood is coming up.

4

Williams.

5

most for you.

6

going to bump it up there and see if we can get a

7

premium.

8
9

Now, Constance does a comparative market
Alice, I think you're worth about 300 to

We're super aggressive.

We're Keller

We want to get the

I'm going to list it for 337.

We're

Got it?

And then she calls Robert -- actually, when I
owned this company, I copied it and I trademarked it, I

10

want to start a real estate company called

11

StealMyHouse.com.

12

the road, Keller Williams, ReMax, Century 21, and you

13

see my sign, StealMyHouse.com.

14

going with?

Think about it.

15

AUDIENCE:

16

MR. SHEMIN:

You're driving down

Which sign are you

Going with that one.
So Alice, she calls me.

Listen,

17

Alice, I'm the lazy realtor.

18

StealMyHouse, I like to work so hard.

19

a CMA, and your house will probably sell for about 295.

20

These people are kind of bumping up your prices here.

21

Let me show you my comps.

22

262 and just blow it out the door the first five days,

23

not reduce prices, not wait four months, not deal with

24

all these yoyos, get your money quick, I get my

25

commission next week, and we're done.

My company is
Alice, I've done

So, listen, let's list it at
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1
2

Guess who's going to get the listing every
time?

3

AUDIENCE:

4

MR. SHEMIN:

5

AUDIENCE:

6

7/20/2019

Yeah.
Why?

The figure, it sounds like more

money.

7

MR. SHEMIN:

That's what a realtor should do,

8

is get the maximum price they can for the seller, but

9

here's the reality.

10

How many of you all want to deal

with reality?

11

AUDIENCE:

12

MR. SHEMIN:

Yes.
You're dealing with expectations.

13

What expectation has been planted in the seller's head?

14

310, 330.

15

stress in your life comes from expectations not being

16

met by reality.

17

people come into this seminar and go, oh, I thought

18

Hilary was going to take me to lunch and give me a deal

19

and decorate my house for free for four grand or for

20

whatever you-all pay to be here.

You're not dealing with reality, folks.

All

Bryce knows this -- because we have

21

AUDIENCE:

No.

22

AUDIENCE:

No.

23

MR. SHEMIN:

Is that realistic?

No, but some people expect that,

24

right?

25

you to come over to my house and get me a deal and I'll

Bryce, we've heard that, right?

Oh, I'd like
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1

close by Sunday and make 50 grand, and she'll decorate

2

my mom's house for me for free and take me to lunch,

3

you know, and I like expensive tastes.

4

in life comes from reality not being met by

5

expectations.

6

All your stress

What is the only thing you can alter?

Some of you try to alter your reality in this

7

mushrooms, marijuana, LSD, or there's Jack Daniels, and

8

that doesn't really work for some long term, correct?

9

AUDIENCE:

10

Right.

MR. SHEMIN:

So I have expectations.

I map my

11

world on expectations of reality.

12

whole day.

13

you pretty punctual?

14

Constance, you're awesome.

15

at The Shell Restaurant -- I went to last night, a

16

great place -- and I'll buy lunch at 12:00 on Tuesday.

17

Will you be there at 12:00 Tuesday?

18

five minutes early.

19

up Tuesday at 12:00?

Let me (inaudible)

So Constance, are you on time usually?

20

AUDIENCE:

21

MR. SHEMIN:

Yep?

Are

Constance says -- I say,
Let's meet for lunch down

I'm always early,

Should I expect Constance to show

Yes.
Nope.

You're mapping on

22

expectations.

23

show up at 10 to 12:00.

24

12:00.

25

Constance that was awesome, next Tuesday, same time,

You have no reality to base it on.

I

Constance shows up at 5 to

We're eating lunch, talking real estate.

I say
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1

same place (inaudible).

2

BRYCE:

3

MR. WRIGHT:

4

BRYCE:

5

You have one reality --

Thanks for your patience.
No worries.

Did you hear what happened?

Did I tell

you?

6

MR. WRIGHT:

7

BRYCE:

8

MR. WRIGHT:

9

No.

7/20/2019

Yeah.

His flight got cancelled.
He talked about his flight being

cancelled, yeah.

10

BRYCE:

So we won't be too long here.

I want

11

to kind of go over, you know, what brought you here,

12

you know, how you see real estate as something to help

13

you out, what it's going to mean to you to be

14

successful with this business.

15

MR. WRIGHT:

Well, you know, I don't really

16

have a whole lot -- a whole lot going on, and, you

17

know --

18

BRYCE:

19

MR. WRIGHT:

20

BRYCE:

21

Shipping manager?

What kind of company do you work at

now?

22

MR. WRIGHT:

23

BRYCE:

24

MR. WRIGHT:

25

Yeah.

say, you know?

It's just a small startup.

Yeah.

How long have you been there?

About a year and a half I would

But I always heard about how most
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millionaires made their money in real estate.
BRYCE:

It's kind of crazy, isn't it?

It's an

3

industry -- a lot of people make a lot of money in

4

different businesses, but a lot of the other businesses

5

come and go.

6

MR. WRIGHT:

7

BRYCE:

8

MR. WRIGHT:

9

BRYCE:

Yeah, yeah.

You know, they are not sustainable.
Right.

The real estate's always been here and

10

will always be here.

11

place to do business.

12

MR. WRIGHT:

13

BRYCE:

14
15

People need a place to live and a

Um-hum.

So, yeah, the opportunity has always

been real estate, but the challenge is how, right?
MR. WRIGHT:

Right, right.

I mean, I have to

16

be -- I'm not looking at being a millionaire, but I

17

just wanted something to kind of change my life a

18

little bit, you know, so --

19

BRYCE:

Don't be too upset if you get that way.

20

You know what I'm saying?

21

business.

22

right now, you are going to have to -- you would never

23

get there.

This is a different type of

Like, to be a millionaire with your job

24

MR. WRIGHT:

25

BRYCE:

Um-hum.

You know, 30,000 a year, it would take
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1

your whole life, and you still wouldn't get there,

2

right?

3

MR. WRIGHT:

4

BRYCE:

5

Um-hum.

But in this business, if you learned

how to do it right from the beginning --

6

MR. WRIGHT:

7

BRYCE:

Right.

-- right, we're teaching you a lot

8

of -- to begin with, you're probably going to be mostly

9

involved with wholesale deals, you know, assignment of

10

contracts and maybe a flip here or there, things like

11

that.

12

MR. WRIGHT:

13

BRYCE:

Um-hum.

But it can build up to bigger deals.

14

You know, if you know what you're doing, don't limit

15

yourself I guess is kind of my point.

16

MR. WRIGHT:

17

BRYCE:

18

Um-hum, um-hum.

But if it is a deal you make a million

dollars on, okay, or you can --

19

MR. WRIGHT:

20

BRYCE:

That would be nice.

-- do a few deals that you make 10,000

21

or you can do deal and make 50,000 or you can do deals

22

and make 100,000.

23

MR. WRIGHT:

24

BRYCE:

25

MR. WRIGHT:

Um-hum.

It's just numbers.
Um-hum.
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You know, don't be afraid of bigger

2

deals, because -- because they're attainable.

3

would it mean to you personally to be successful and to

4

get some deals done?

5
6

MR. WRIGHT:

BRYCE:

8

MR. WRIGHT:

Okay.
-- and my brother really is the

one that try to help take care of them mostly, right?

10

BRYCE:

11

MR. WRIGHT:

12

Well, you know, for me, one of the

big things is -- is the -- my parents are retired --

7

9

What

Yeah.
So, you know, I want to try to do

my part.

13

BRYCE:

14

MR. WRIGHT:

15

BRYCE:

See, to me, that's a motivating factor.
Yeah.

It's because -- because I want to help

16

out as well, because my parents are required, and I

17

want to help them have the best life they can help,

18

which is honorable.

19

MR. WRIGHT:

20

BRYCE:

Um-hum, um-hum.

But before you can help them have their

21

best life, guess what you got to do?

22

yourself in a position to have your best life.

23

MR. WRIGHT:

24

BRYCE:

25

You got to put

Um-hum, um-hum.

You know, it's great to want to help

others, and that says a lot about who you are, but
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1

until you get yourself into that position to where, you

2

know what, I have now the time, I have the means, I

3

have the knowledge and know-how, that I can teach

4

others, and not just give them something but teach

5

them.

6

You know, you have a brother that's been

7

helping out.

8

parents -- how old are your parents?

9

Maybe he gets involved in it.

MR. WRIGHT:

10

BRYCE:

Maybe your

72, 73.

Who knows?

Maybe they want to get

11

involved in real estate, too.

You can teach them.

I'd

12

say you can make it a family business if you want.

You

13

don't force them to do it, but show them what you're

14

doing.

15

MR. WRIGHT:

16

BRYCE:

17

MR. WRIGHT:

18

BRYCE:

19

How else is it going to help you out?
Yeah, yeah.

Did you do that seven-level thing

yesterday?

20

MR. WRIGHT:

21

BRYCE:

22

Yeah.

What seven-level thing?

The thing we passed out at the end of

the day, seven levels --

23

MR. WRIGHT:

24

BRYCE:

25

MR. WRIGHT:

Was that part of the homework?

Yeah.
Oh, I didn't get a chance to do
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it.
BRYCE:

What that does is that just goes

3

through a line of questions or thoughts of, you know,

4

what would it really mean to me to be successful in

5

real estate.

6

MR. WRIGHT:

7

BRYCE:

8

to make money.

9

can help your parents out.

10

Um-hum.

The first is probably money, you want
Why do you want to make money?

So you

Why do you want to help

your parents out?

11

MR. WRIGHT:

12

BRYCE:

Um-hum.

You know, it's because my brother has,

13

and I wanted to be there involved as well.

14

want to help out at home?

15

MR. WRIGHT:

16

BRYCE:

Why do you

Yeah.

And the reason that we even want to

17

talk about this stuff or why I feel it's important to

18

know why you're motivated to do it is we can teach you

19

how to do it, but if you don't do anything with what we

20

teach you, nothing's going to come from it.

21

to make sure this is a good fit for you I guess is what

22

I'm trying to say.

23

MR. WRIGHT:

Yeah, yeah, definitely.

So we want

You know,

24

I guess -- I guess one of my concerns is, you know,

25

Robert talked yesterday about checking our time --
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1

BRYCE:

2

MR. WRIGHT:

3

Um-hum.
-- and I had the couple of

questions about --

4

BRYCE:

5

go over those.

6

7/20/2019

Yeah, let's hear the questions, let's

MR. WRIGHT:

-- you know, so he talked about

7

checking our time and everything and then, you know, I

8

see you guys -- well, he talked about how important --

9

important our time is.

10

BRYCE:

11

MR. WRIGHT:

Yeah.
And I see you guys spending a lot

12

of time here.

13

system working for you guys or --

14
15

BRYCE:

I mean, is this -- is this whole program

It is.

I mean, we wouldn't be out here

doing this if it didn't.

16

MR. WRIGHT:

17

BRYCE:

So, I mean --

We all own our own business, but, see,

18

we have our systems in place so it can run whether

19

we're here on the road or back home.

20

MR. WRIGHT:

21

BRYCE:

Um-hum.

And I don't do this all the time, but

22

really, we are here to focus on you.

23

I can tell you about me and my deals and what I've done

24

and my history, and it won't make any difference.

25

You're here for you.

Why are you here?
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MR. WRIGHT:

7/20/2019

Yeah, but, I mean, the reason I'm

2

asking is I want to make sure that, you know, this is

3

going to work for me, too.

4

BRYCE:

5

MR. WRIGHT:

6

BRYCE:

7

Yeah.

No, I get it.

And then --

What I love about this system is it can

work for everybody, but not everybody works it, right?

8

MR. WRIGHT:

9

BRYCE:

Um-hum.

He taught you some great strategies

10

yesterday that if you apply you can get out there and

11

get some stuff going and, you know, a lot.

12

MR. WRIGHT:

13

BRYCE:

Yeah, yeah.

If you do nothing with what he taught

14

you, guess what the results are going to be?

15

though he's found success and great success in real

16

estate, it doesn't mean you will unless you do the

17

things he's done.

18

MR. WRIGHT:

19

BRYCE:

Right.

So that's why it always comes back to

20

you.

21

real estate works, don't do it.

22

Even

But, yeah, real estate works.

MR. WRIGHT:

If you don't think

No, I mean, you know, like I said,

23

I know a lot of people make -- make a lot of money, and

24

that's, you know -- so I definitely want to -- want to

25

try to make it work, too.
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1

BRYCE:

2

MR. WRIGHT:

3

BRYCE:

4

Be coachable and teachable.
Um-hum, um-hum.

Don't hold yourself back.

A lot of

people overthink it.

5

MR. WRIGHT:

6

BRYCE:

7

7/20/2019

Um-hum.

You find a good deal, you negotiate it,

you make an offer, but you got to make that offer.

8

MR. WRIGHT:

9

BRYCE:

Um-hum.

If all you're doing is working for a

10

deal and never offering, you're not going to do any

11

deals.

Does that make sense?

12

MR. WRIGHT:

13

BRYCE:

Yeah, yeah.

You're can analysis paralysis this to

14

death, just like you can anything else in life.

15

don't have to know everything about real estate before

16

you start.

17

have to know it all before they make an offer.

18

it.

19

numbers.

That's another misnomer.

You

People think they
Forget

Run your numbers, he's taught you how to run your
Make the offer.

20

MR. WRIGHT:

21

BRYCE:

Um-hum, um-hum.

Have your -- have your out clauses in

22

the contract so that if for some reason you don't

23

assign it and you don't want to close on it yourself,

24

you can get it out, contingent upon partner's approval.

25

MR. WRIGHT:

Um-hum.
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BRYCE:

So have your safety valves there, but

run your numbers, make offers.

3

MR. WRIGHT:

4

BRYCE:

5

We -- we wouldn't be

out here if it didn't, but -MR. WRIGHT:

7

BRYCE:

9

Um-hum, um-hum.

This stuff works.

6

8

7/20/2019

Um-hum, um-hum.

-- you have got to work it for

yourself.
MR. WRIGHT:

10

BRYCE:

11

MR. WRIGHT:

Yeah, yeah, yeah.

What other questions do you have?
The only other thing was about

12

the -- well, you guys said that if we find a good deal,

13

you know, you guys will fund it 100 percent.

14
15

BRYCE:

So tomorrow we give you paperwork for

the funding.

16

MR. WRIGHT:

17

BRYCE:

Uh-huh.

And there's different levels of

18

funding.

Some of the deals, we'll fund for 100

19

percent.

Some of the deals, you are going to have to

20

come up with what's called gap funding.

21

deals they fund longer term.

22

different funding options is what I'm trying to say.

23

MR. WRIGHT:

Some of the

There's a bunch of

Oh, because I was going to ask

24

why, you know -- because initially you guys had us do

25

the -- what was it called, the --
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BRYCE:

2

MR. WRIGHT:

3

BRYCE:

7/20/2019

CreditNav.
-- the CreditNav?

So that's different.

4

buckets.

5

Everybody gets that.

So --

There's two

There's one bucket of money for deals.

6

MR. WRIGHT:

7

BRYCE:

Uh-huh.

The second bucket is to see if you

8

qualify for no-interest lines of credit.

9

works with a company called Foundation Funding.

CreditNav
They

10

can go out and get certain people lines of no-interest

11

credit.

12

MR. WRIGHT:

13

BRYCE:

14

That's to use for rehab costs or for

different aspects of your -- of your business.

15

MR. WRIGHT:

16

BRYCE:

17
18

20

BRYCE:

23
24
25

Did you apply for that, because I

MR. WRIGHT:
it, because --

22

So -- so that --

didn't see that you applied for it.

19

21

Uh-huh.

No, I didn't -- I didn't apply for

So you need to have pretty good credit

to qualify for that.
MR. WRIGHT:

Yeah, I had screwed up my

credit -BRYCE:
to be a factor.

Okay, then that probably is not going
Now, the funding for deals you still
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2

the deal itself.

3

MR. WRIGHT:

7/20/2019

They fund on

So -- so the -- the 100 percent

4

covers -- covers everything for -- you know, looking to

5

find property it covers everything, when you say 100

6

percent?

7

BRYCE:

It covers 100 percent of wholesale

8

deals, what's called transactional deals.

9

Transactional means you close on the property, you sell

10

it to the end user within a day or two usually.

11

MR. WRIGHT:

12

BRYCE:

Uh-huh.

Those are funded at 100 percent.

If

13

you are going to do rehab on a property, they don't

14

fund 100 percent.

15

ways to pay for the rehab costs.

16

MR. WRIGHT:

17

Now I get it.

18

CreditNav was for.

19

That's why you need to have other

BRYCE:

Oh, oh, okay, okay.

All right.

So that's what that -- that's what the

Yeah, that's what that can help you

20

with, is if you have to come up with $20,000 for repair

21

costs on a property, use credit cards.

22
23
24
25

MR. WRIGHT:

Yeah, okay.

All right.

Well, I

mean, I -- I didn't apply for it yesterday, and -BRYCE:

Well, if your credit's not that great,

then don't bother, but what I would do in your case is
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start to work on your credit to improve it.

2

your credit?

Where is

Do you know what score it is?

3

MR. WRIGHT:

4

BRYCE:

5

7/20/2019

No.

Do you know what Credit Karma is?

Credit Karma is an app that you can download.

6

MR. WRIGHT:

7

BRYCE:

Yeah.

And it's -- it's a -- it's kind of a

8

credit monitoring app that can -- it will tell you what

9

your credit is, but it will also recommend certain

10

credit cards that are more likely to approve you

11

depending on where your credit is.

12

MR. WRIGHT:

13

BRYCE:

Right.

You need to kind of mind your business,

14

meaning know what your credit score is, because

15

credit -- credit is important in a lot of aspects in

16

life.

17

MR. WRIGHT:

18

BRYCE:

Um-hum.

And so you want to work on getting that

19

better if it's not so good.

20

MR. WRIGHT:

21

BRYCE:

Okay.

You know, you can blow it when you're

22

young and make dumb decisions, and it won't improve

23

until you do certain things to improve it.

24

MR. WRIGHT:

25

BRYCE:

Um-hum.

So building credit up is something I'd
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recommend, you know, looking at doing.

2

MR. WRIGHT:

3

BRYCE:

4

MR. WRIGHT:

5

BRYCE:

6

All right.

Okay.

All right, definitely.

Any other questions at all?

No.

Like I said, just --

We will give you the funding paperwork

tomorrow.

7

MR. WRIGHT:

8

BRYCE:

9

MR. WRIGHT:

10
11

7/20/2019

BRYCE:

Tomorrow?

Yes.

We will get you that.
Yeah, all right.

Robert later will talk about some

advanced courses beyond this weekend.

12

MR. WRIGHT:

13

BRYCE:

Um-hum.

Not everybody is able to.

I -- you

14

might see the value in it.

15

some deals, go in and come back and let us know when

16

you are able to, and if you -- if you see the value, if

17

it's something you want to do, okay?

18

MR. WRIGHT:

19

BRYCE:

20

MR. WRIGHT:

21

Oh, sorry.

22

(Walking.)

23

MR. SHEMIN:

If you are not able to, get

Yeah, yeah, definitely.

All right, we'll see you.
Thanks, yeah.
Sorry about that.

-- you want to deal with, being

24

careful who you're listening to.

25

right?

So there you go.

Don't get distracted,

That's where we start.

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 110

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 112 of 504

111

Rules of Renovation Workshop - Day Two

Zurixx

7/20/2019

1

National Association of Real Estate Investors, that

2

will save you a lot of time.

3

the whole crew.

4

they have money, they have title lawyers.

5

call the title group and say, hey, I'm a wholesaler,

6

I'm a rehabber, their local groups refer to me.

7

and then quote also deals that have been closed last

8

month, 80 -- good.

9

close last month?

10

They have been vetted by

They have buyers, they have sellers,
And then I

You --

How many wholesale deals did you
We don't do those, but I think I

can.

11

Next.

12

AUDIENCE:

13

MR. SHEMIN:

Use experts.

Use who?

Experts.
Experts.

How many of you all like

14

that resource?

15

this is one of my favorite parts, besides calling on

16

deals, besides asset protection, I'm going to give you

17

some gifts, and I want to start talking about some

18

deals.

So what we're going to do right now,

Sound good?

19

AUDIENCE:

20

MR. SHEMIN:

Yes.
I don't like theory.

I think this

21

will help out, but before we do that, in the break, I

22

want to give you some really nice gifts.

23

you all like gifts?

24

AUDIENCE:

25

MR. SHEMIN:

How many of

I do.
Now, tomorrow we're doing asset
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1

protection, and I want to be very clear about this.

2

I've been trained by our law firms that Rules of

3

Renovation uses, and I've got to disclose this locally

4

because of disclosure laws.

5

classes and got some different degrees, but I never

6

practiced.

7

estate money to take different classes just -- how many

8

of you all like to learn?

9

myself, always learning, but I'm a real estate

10
11

I eventually took some law

I just like to learn stuff.

I use my real

I'm always investing in

investor.
However, whatever CPA you use, make sure

12

they're a real estate investor.

13

protection attorney you use, because I'm a real estate

14

investor, I want to make sure that asset protection

15

attorney has real estate, right?

16

who I've been with for 15 years, are big real estate

17

investors.

18

protection attorney to own real estate if you're a real

19

estate investor?

20

little better?

Whatever asset

J.J. and his father,

Why do you want your CPA and your asset

How about they might know the law a

21

AUDIENCE:

22

MR. SHEMIN:

Yeah, yeah.
If I owned a trucking company, I

23

want my lawyer to know trucking.

24

want my lawyer to work with dentists, be an expert.

25

He's very specialized.

If I was a dentist, I

Very what?
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Specialized.
So on the online resource center,

3

which a lot of you-all read about last night, which

4

includes our advanced training, the lawyer just did 40

5

hours -- you know what lawyers charge per hour?

6

lawyer, take a guess.

7

AUDIENCE:

8

MR. SHEMIN:

9

AUDIENCE:

10

This

500.
How much?

Five.

MR. SHEMIN:

That's the midrange now for top

11

attorneys.

12

500 to a thousand bucks an hour.

13

you had to hire this guy, he might charge you a -- you

14

can't even probably hire him.

15

He'd probably charge 30 to 50 grand just to come out

16

for 40 hours.

17

(inaudible) a couple minutes.

18

I'm guessing the quality of lawyers we use,
No joke, folks.

If

He's too busy, right?

He recorded his best, his best I got to

I'm telling you, folks, I am going to say this

19

three times.

Most of you-all are thinking short-term,

20

small-time.

Just the tax savings alone if you actually

21

do this investing with us, you will get any investment

22

made back in yourself.

23

I am going to say it again, because most of

24

you-all will not understand this.

25

cash flow, the rehabbing, the wholesaling.

Forget about the
Just the
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1

tax savings, if you're structured properly -- which

2

that's what they do -- and I am going to do four

3

minutes of it, and then we'll do some deals.

4

AUDIENCE:

5

MR. SHEMIN:

6

Got it.
Who here paid taxes last year?

Why?

7

AUDIENCE:

8

MR. SHEMIN:

9

AUDIENCE:

10

Got it?

(Inaudible).
Why did you pay income tax?

Because it's the law.

MR. SHEMIN:

(Inaudible).

You have to?

That

11

is actually not the truth.

12

Supreme Court decision, because everything I have has

13

to be on my computer.

14

one of the most important tax cases say you do not have

15

to pay taxes.

16

you have a duty -- you have a what?

Misinformation.

I have a

One of the Supreme Court's and

It said, as a U.S. citizen or resident,

17

AUDIENCE:

18

MR. SHEMIN:

Duty.
-- to reduce your tax liability as

19

much as legally possible.

20

Court say?

21

AUDIENCE:

22

MR. SHEMIN:

So what did the Supreme

(Inaudible).
But who's going to do it for you?

23

The IRS doesn't call you up and say, hey, buddy, you

24

paid too much last year.

25

Let me help you out here.

Now, most of -- who has an accountant?

Who has
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1

an accountant that helps them with their taxes or a

2

bookkeeper or something?

3

exceptions -- take what you give them, put it in the

4

same computer program, whether it's H&R Block or an

5

$800-an-hour accountant, press a button, and say,

6

here's what you owe.

7

Most of them -- there's

I'm going to say this twice.

You either keep

8

paying taxes the rest of your life or pay someone like

9

us to show you how not to pay legally.

Personal

10

example.

11

I'm not going to mention the name, Craft CPAs -- they

12

have four floors in the biggest bank building,

13

$800-an-hour accountants, became a friend of mine.

14

went to the Vegas Summit eight years ago, saw J.J. up

15

there for the first 30 to 45 minutes before the first

16

break, and I'm taking notes.

17

that?

18

accountant not doing that?

19

I have the best accountant in Nashville --

I

Well, why am I not doing

Why am I not writing that off?

Why is my

And I ran out into the hallway before the first

20

break, called Lee Craft, who I've been giving tens of

21

thousands of dollars to the best accountant in

22

Nashville, and said, Lee, J.J., at the Vegas Summit

23

told me I need to do this and put some money over here

24

and write this off and write that off, and I don't have

25

to pay those taxes and I can save 50 grand here and 20
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1

grand there, write this off, which I will show you in

2

just a minute.

3

And Lee says, well, we don't really do that.

4

Well, I didn't know you know that.

5

money.

6

guess what I said?

7

not paid any taxes in the last seven years.

8
9

That's my charity money.

That's my kids'

That's my money.

Bye-bye, poof.

And

So, legally, I have

Now, when I was a waiter at Ruby Tuesdays
making 30,000, working double, triple shifts, or

10

whatever I made back then, I was paying 30 percent in

11

taxes.

12

you giving that third to a half away?

13

this.

14

accountants or ours.

15

for educational purposes only.

16

understand."

How many of you-all are working hard?

Now, everyone's different.

17

AUDIENCE:

18

MR. SHEMIN:

19

AUDIENCE:

20

MR. SHEMIN:

Why are

Let me show you

Check with your own

I'm not an accountant.

I'm here

Everybody say "I

I understand.
Laws change.

Laws what?

Change.
Now, here we go.

Number one, if

21

you owe 10,000 in taxes, they can either take it out of

22

your check or you pay in cash or check.

23

"Got it."

24

AUDIENCE:

25

MR. SHEMIN:

Got it?

Say

Got it.
Now, there's two ways to pay
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The other

Is what?

3

AUDIENCE:

4

MR. SHEMIN:

Write-offs.
So if you own real estate and keep

5

it, that's not a good bin.

6

says if you qualify -- which most of you will, right --

7

you can write off your real estate over 27 1/2 years.

8

Now, I want to make this real simple for you.

9

politics in here.

10

No

My mom said don't talk about other

Number one, who writes the laws for the United
States?

13

AUDIENCE:

14

MR. SHEMIN:

15

The Government

people unless you know them.

11
12

This is.

Congress.
Congress.

generally in Congress?

16

AUDIENCE:

17

MR. SHEMIN:

What kind of people are

What do they do for a living?

Lawyers.
A disproportionate amount of

18

attorneys, but also a disproportionate amount of very

19

wealthy people and a bartender, right, and business

20

owners and real estate investors.

21

don't like to do probably, I'm guessing?

And guess what they

22

AUDIENCE:

23

MR. SHEMIN:

24

Now, put your pens down for a minute and let's

25

Pay taxes.
Pay taxes.

just think logically for a minute.

We have a dinner
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1

party, barbecue, Christmas party, an Easter egg hunt, a

2

weekend get-together.

3

you invite?

4

AUDIENCE:

5

MR. SHEMIN:

6

Who do you take care of?

Who do

Friends.
Family and friends.

Who do you

take care of?

7

AUDIENCE:

8

MR. SHEMIN:

9

Guess who they might like to take care of?

Family.
Your people.

10

Sure, they keep the Americans interests at heart, do

11

things altruistically many times -- I know that,

12

actually -- but who do you think they might take care

13

of more than likely, just like you and me?

14

AUDIENCE:

15

MR. SHEMIN:

16

out with, probably?

Their family.

17

AUDIENCE:

18

MR. SHEMIN:

19

And guess what people they hang

(Inaudible).
Entrepreneurs, investors, who

don't like to --

20

AUDIENCE:

21

MR. SHEMIN:

Pay taxes.
It's a game, folks.

Once you

22

learn the game, you can play it.

23

game, it's no fun.

24

play rugby with the Australian rugby team, it's not

25

going to be any fun.

If you don't know the

If Kimmy and I go to Australia and

Do you play rugby?
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(Inaudible).
I don't even know the rules.

It

3

looks crazy to me.

4

go for ten years and train for rugby and learn all of

5

the rules and practice. What's going to happen.

We are going to get killed.

6

AUDIENCE:

7

MR. SHEMIN:

So we

It will be fun.
-- it will be a little more fun,

8

you know, the -- whatever.

9

money, folks.

The same with taxes and

First you have to have a mentor.

10

you-all are so tight about money.

11

about money.

Money is a game.

12

AUDIENCE:

13

MR. SHEMIN:

All of

I used to be tight

Money is a what?

A game.
Real estate's a game.

The first

14

(inaudible) my mentor said, Bobby, money's a game.

15

Real estate's a game.

16

play.

17

mean, Mr. Bingeham?

18

any money.

19

can't even pay my rent.

20

get rich with that attitude, with all those emotions.

21

As an investor, you have to be rational, make it a fun

22

game, and you'll make a lot more.

23

Have fun with it.

Enjoy it and you'll get rich.

Learn how to

So, what do you

I can't enjoy money.

I don't have

I am fricking stressed out right now.

I

He goes, Bobby, you can never

How do you all make money, taxes, and real

24

estate a fun game?

25

week, you have two - weee!

Hey, I've got three deals this
Right?

Go back to being a
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1

kid.

2

know this?

3

you-all.

4

real estate investment.

5

transplants, eye operations, military operations, and

6

we're not doing surgeries.

7

it?

Some of you all are way too serious.

Because I've been there and I see all of

Taxes, money.

8

AUDIENCE:

9

MR. SHEMIN:

10

taxes.

Grrr.

Relax.

It's just a

We're not doing heart

Nobody's going to die.

Got

Got it.
It's just money, real estate,

Say it.

11

AUDIENCE:

12

MR. SHEMIN:

Just money, real estate, and taxes.
When you get a better attitude

13

about it, you can make a lot more.

14

I've been there.

15

break in just a minute.

16

How do I

Here we go.

Trust me on that.

I am going to take a

The Government says, if you owned a building,

17

you can write it off over 27 1/2 years just for owning

18

it, whether it's your money, the bank's money, or a

19

hard money lender's money, an owner-financed money.

20

They don't care how you finance it.

21

AUDIENCE:

22

MR. SHEMIN:

Got it?

Yep.
So if you have a building that's

23

worth $275,000 or three of them, and each one of them

24

were 27 1/2 years, that's a $10,000 write-off.

25

your tax bill is 10 grand, you get to pay with cash or

Now, if
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with a?

2

AUDIENCE:

3

MR. SHEMIN:

Write-off.
Now, you have $100,000 tax

4

liability, which I have had, I'll get ten of those, or

5

a $2.75 million building.

6

making money.

7

off.

8

Not the main reason, but a gift?

That's a good deal.

I got equity.

I'm

The tenants paid my debt

And what's the other reason I'm buying that for?

9

AUDIENCE:

Tax.

10

MR. SHEMIN:

11

AUDIENCE:

12

MR. SHEMIN:

Write-offs.

Write-offs.
Now, if I buy a house, fix and

13

sell it and make 50 grand or 100 grand, you have got to

14

pay taxes on it.

When you make money, you pay taxes.

15

Write this down.

I want to pay $2 million in taxes

16

next year.

What does that mean?

17

AUDIENCE:

18

MR. SHEMIN:

19

I made a lot of --

eight.

20

AUDIENCE:

21

MR. SHEMIN:

22
23

That you made four to six or

Um-hum.
You've got to start thinking

different, folks.
Now, if I buy a property, fix and sell it, and

24

hold it for a year -- and in most cases, there's an

25

exception, I don't want to do this, it's too
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1

complicated, called continuation of an investment

2

purpose -- write that down, continuation of investment

3

purpose -- so if I buy a property and fix it and sell

4

it and take that money and buy a rental and hold it for

5

over a year, the IRS says I can do a 1031 exchange.

6

Now, I am not going to do a tax seminar.

7

to introduce you to these concepts.

8

three days on this, but I don't have time.

9
10

tax-free exchange?

And how much tax did you pay?

AUDIENCE:

12

MR. SHEMIN:

14

I could spend

Who in the room besides me has done a 1031

11

13

I just want

(Inaudible).
No, good.

Who here has ever done

one?
(Inaudible), sold for $10 million, and if you

15

don't touch the money.

16

lawyer, you don't touch it, and take that money and buy

17

up to three more properties, rehabs or apartment

18

buildings. They don't care.

19

pay no tax.

20

Unlimited.

21

much tax I've paid on those exchanges?

22

You put it with your title

And don't touch it, you

And guess how many times you can do that?
I've been doing it since 1997.

Guess how

Zero.

Now, let's say 20 years from now, like a bad

23

country song, I get hit by a train in the rain walking

24

to my pickup truck to pick up my ex-wife from the train

25

station, and I die.

What happens to all my properties?
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Take a guess.

2

AUDIENCE:

3

MR. SHEMIN:

4

No, it doesn't go to my ex-wife.

(Inaudible).
Goes where?
She's taken

5

care of, but thank you very much.

6

something -- we talk all the time.

7

yesterday.

8

birthday present, but I'm not giving her all my

9

properties, my son and my charities, and they take the

10

property at the new value, and then it starts all over

11

again for income tax purposes.

12

It was her birthday.

Well, wait a minute.

I knew there was
I called her

I have to get her a

Got it?

You need 50 grand to pay

13

that private school tuition or go on a cruise or buy

14

that new car.

15

to pay taxes on it because you get taxed on your

16

income.

17

they need it?

If you take it as income, you are going

So how do most wealthy people take money if

18

AUDIENCE:

19

MR. SHEMIN:

20

As a paycheck.
No.

If you take a paycheck, you

pay 20 to 40 percent in income tax.

21

AUDIENCE:

22

MR. SHEMIN:

As an expense.
Huh?

As an expense?

No, because

23

you're getting money, the corporation expensed it, but

24

you got income.

25

AUDIENCE:

Right.
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Oh, but

2

(inaudible) debts back.

3

take debt.

4

ever read the paper, "President of Bank of America

5

takes $10 Million Loan, Charity takes $30 Million

6

Loan"?

7

that people that know what they're doing?

Now, don't take debt just to

You got to pay your debts back.

Have you ever seen these headlines?

8

AUDIENCE:

9

MR. SHEMIN:

Have you

Why?

Is

Yes.
So I borrowed from my own company.

10

Now, check with your own accountants, loss change, but

11

generally debt is not income.

12

mortgage, a home loan?

13

No.

14

loan?

15

at 20 years at 3 percent has got to be reasonable, and

16

I take that 50 grand and buy a car to pay for my kid's

17

tuition or get some new clothes.

18

Who's got a home

Do they tax you on the loan?

Who's got a car loan?

Do they tax you on the

What if you wrote that off?

So I think $50,000

Am I generally taxed on that?

No, but we have

19

got to pay back, but if you're in the 10, 20, 30, 40

20

percent tax bracket, which most of you are, then what

21

does that save you?

22
23

That's 10 grand, 15 grand.

So how do wealthy people generally avoid taxes
legally?

24

AUDIENCE:

25

MR. SHEMIN:

Incurring debt.
Number one, depreciation.

They
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1

own real estate and write it off.

2

property?

3

second way, if they borrowed the money, they don't take

4

it as income, take it as dividends, and that's cheaper

5

than income.

6

that 99 percent of accountants don't know, and the IRS

7

doesn't advertise this stuff that's legal.

8

property, my accountants at the Vegas summit say,

9

listen, the carpet doesn't last 27 1/2 years on my

Who owns rental

Now, this is one -- we're almost done -- the

The third way is this.

This is something

My rental

10

rental property.

11

they last ten.

12

lasts seven.

13

it's separated -- and I am going to say it three times.

14

Segregated, like the bad word segregated, accelerated

15

depreciation.

16

doubles or triples, and that lowers your tax bill.

17

The windows don't last 27 1/2 years;

The paint doesn't last 27 1/2 years; it

It's called segregated -- segregated,

So now your depreciation write-off

Now, when you sell the property, you have to

18

recapture it, but we do a 1031 exchange and roll it

19

forever.

For how long?

20

AUDIENCE:

21

MR. SHEMIN:

Forever.
Who here has ever heard of

22

accelerated segregated cost depreciation?

23

either until I went to the Vegas Summit.

24

there, if you own a lot of rental property, will save

25

you hundreds of thousands of dollars of income tax, but

I never had
That right
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1

most people don't invest to learn how to do this.

2

The third thing is -- and I'm almost done

3

here -- is my accountants at the Vegas Summit, on the

4

online resource center, told me never take more than a

5

hundred grand of income in your name.

6

up into all these higher tax brackets, correct?

7

AUDIENCE:

8

MR. SHEMIN:

9

AUDIENCE:

10

That shoots you

Um-hum.
So who takes the income?

Not me.

The business.

MR. SHEMIN:

That corporation, that company,

11

that trust over there, and then when I need some money,

12

how do I get it?

13

AUDIENCE:

14

MR. SHEMIN:

Take a loan.
Borrow some of it, take a little

15

bit of income from some, and some dividends.

16

how wealthy people get wealthier.

17

It's against making an income.

18

nothing you can write off.

19

your paycheck cut every month, year.

20

accurate?

21

That's

It's a game, folks.

When you work, there's

You get 20 to 40 percent of
Is that pretty

Now, no politics here, but President Trump did

22

raise the standard deduction from eight to twelve

23

thousand a year, and he lowered most of the tax rates,

24

correct?

25

what you --

My mother said it's not what you make, it's
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AUDIENCE:

2

MR. SHEMIN:

Keep.
-- keep.

3

something about taxes?

4

long?

5

AUDIENCE:

6

MR. SHEMIN:

How many of us learned

That was seven minutes.

I want to challenge some of the

really amazing people in this room.

8

three-to-five years with us.
AUDIENCE:

10

How

Seven minutes.

7

9

7/20/2019

Spend

Spend how long?

Three-to-five years.

MR. SHEMIN:

See what happens to your

11

structuring, your asset protection -- we're going to do

12

asset protection tomorrow.

13

Got it?

14

AUDIENCE:

Um-hum.

15

AUDIENCE:

Got it.

16

MR. SHEMIN:

That was a little taste.

So what I am going to do right now

17

is let's take a ten-minute break.

18

meeting at the first break, it's now with Bryce.

19

If you have a

Everybody, let's look to the back.

Bryce is

20

one of the nicest, most focused, generous, helpful guys

21

I know.

22

being out here, Bryce.

Let's give Bryce a big hand.

23

(Applause.)

24

MR. SHEMIN:

25

Okay.

Thank you for

Hold on, Bryce.

I've got

to teach them one more thing before the break.

This is
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important.

2

My friend, you're a judge.

My friend, you're

3

now a judge.

4

appreciate it, zero being horrible dead, and ten being

5

your kid just won the Super Bowl, got a scholarship,

6

won the Power Ball.

7

last applause if you heard it, zero to ten?

8

pretty light.

9

Judge, how would you rate that

Four.

MR. SHEMIN:

Four?

There you go, judge.

Judge, how would you rate that last applause?

12

AUDIENCE:

13

MR. SHEMIN:

I would give it a four.
You concur?

14

judge.

15

four.

16

safety of a conference room?

I like this guy.

You're a pretty good

I agree.

I concur.

Four,

Everybody, what's the risk of clapping in the

17

AUDIENCE:

18

MR. SHEMIN:

19

It was

Yeah.

AUDIENCE:

10
11

On that last applause, which was nice,

Nothing.
Nothing.

What's the risk of

making an offer on a piece of property?

20

AUDIENCE:

21

MR. SHEMIN:

Nothing.
Nothing.

How about if we make a

22

pact.

23

when you do it and what you do, but let's make a pact.

24

What if, as we're going forward, we had a risk-free

25

opportunity?

I don't care what you do and how you do it and

We didn't give four out of ten.

We gave
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a seven or eight out of ten.

2

AUDIENCE:

3

MR. SHEMIN:

4

AUDIENCE:

5

MR. SHEMIN:

6

AUDIENCE:

7

MR. SHEMIN:

8
9
10

7/20/2019

Oh.
What would happen in your life?

(Inaudible).
What would happen in your life?

(Get better).
It would get better.

No risk.

Just double all the energy, correct?
AUDIENCE:

Yep, yep.

MR. SHEMIN:

Now, watch this.

One more time, I

11

want you to give a ten of ten -- we're going to go on a

12

break -- I want you to go crazy.

13

lobby to wonder what we're doing here in this Rules of

14

Renovation meeting.

15

kid won the lottery, you won the Power Ball, you know,

16

kid won the Super Bowl or whatever.

17

more time.

18

estate, just like money, just like why, let's give

19

Bryce a 12 of 10 Virginia welcome.

I want you to go nuts, like your

There's no risk.

20

(Loud applause.)

21

MR. SHEMIN:

22

almost done.

23

for you, folks.

24

applause?

25

I want people in that

Everybody, one

Why not?

Just like real

Now, hold on a second.

This is about being honest.

We are

We are here

Judge, how do you rate that last

AUDIENCE:

(Inaudible).

Ten.
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MR. SHEMIN:

2

AUDIENCE:

3

MR. SHEMIN:

A ten?

What would you give it?

A ten.
I would go -- we're on the tables,

4

but I would go with ten's pretty good.

5

important part.

Here's the most

The second time, how did you feel?

6

AUDIENCE:

7

MR. SHEMIN:

8

AUDIENCE:

9

MR. SHEMIN:

Good.
Why?

More energy.

10

AUDIENCE:

11

MR. SHEMIN:

12

AUDIENCE:

13

MR. SHEMIN:

14

AUDIENCE:

15

7/20/2019

Why?

More energy, good.

Why?

Motivated.
Motivated.

Why?

Because.
Because why?

Because when you appreciate

somebody, so working makes you happier.

16

MR. SHEMIN:

Correct, but the most important

17

thing is you put more energy into it here.

18

about us or that or the offer or Bryce.

19

you.

20

ain't Tony Robbins.

21

then the second time, you put a little more energy into

22

it, and it felt better.

It's not

It's about

The first time's, like, you know, Bobby, you

23

AUDIENCE:

24

BRYCE:

25

AUDIENCE:

What's going on here, huh?

And

How did you feel, Bryce?

It felt great.
Yeah.
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MR. SHEMIN:

7/20/2019

But it's all about you.

You-all

2

did great.

3

Let's take a 15-minute break -- (inaudible) right

4

now -- 12-to-15-minute break.

5

We are going to come back and do deals, and this will

6

make a lot more sense to you.

Thank you, judges.

7

AUDIENCE:

8

MR. SHEMIN:

9
10

Thank you, Bryce.

You all are doing great.

Sound good?

Yes.
We are going to do lunch about

1:00, maybe give or take a few minutes depending on
your questions.

11

AUDIENCE:

Yeah.

13

AUDIENCE:

I'm right here.

14

(Break.)

(Music playing.)

12

15
16
17

I have the letter.

I had it

out.

(Background

conversation.)
MR. SHEMIN:
just a minute.

Everybody, let's get started in

It's been about 12, 15 minutes.

18

AUDIENCE:

19

MR. SHEMIN:

Hello?

Yep, yep.
What do you think?

Go ahead and

20

get your computer, ready to go with some real deals.

21

Sound good?

22

AUDIENCE:

Yes.

23

AUDIENCE:

Yes.

24

MR. SHEMIN:

25

So, voila.

So, everybody, let's

get started in just a minute, two minutes.

Any
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1

questions about anything?

2

some real deals step by step.

3

things very much clearer.

4

and what's (inaudible) --

5

AUDIENCE:

6

MR. SHEMIN:

7

7/20/2019

We're about to go through
I think it will make

(Inaudible) about rentals

No, no, no.
So we're going to go through deals

from beginning to end.

8

AUDIENCE:

9

MR. SHEMIN:

Got it?

Yes.
So make yourselves comfortable.

10

know it's a lot.

11

come back to contracts tomorrow morning, and a few

12

advanced things I want, but we did some of the basics

13

and after lunch.

14

and we will go through a real deal, and then call on

15

some of your deals after lunch.

Go easy on yourself.

I

We are going to

We will fill out a contract again,

16

If you have deals to call on, please circle

17

the number to call, fold your papers over, write your

18

name -- say "My name is," your email, your phone

19

number, put it on the back table, and then sometime

20

after lunch we will call a few as a sample.

21

get all flippy.

22

to kind of show you how to do it, and then we will talk

23

about the next step.

24

are on your computer or your phone, we're into results.

25

What are we into?

And don't

We don't get to everybody's, so just

And if your motivated seller ads

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 132

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 134 of 504

133

Zurixx

Rules of Renovation Workshop - Day Two

1

AUDIENCE:

2

MR. SHEMIN:

3

computer.

4

on results.

7/20/2019

Results.
(Inaudible), say, hey, it's on my

I (inaudible), I don't care.

We're focused

Got it?

5

AUDIENCE:

6

MR. SHEMIN:

7

Real quick, before everybody else comes back

Right.
Not on rules or regulations.

8

in, any other questions about anything?

9

go through a deal step by step, so you can copy/paste.

10

We started on the process of how to find deals, how to

11

analyze them.

12

of them.

We've introduced to you how to fund some

Now we are going to apply them to real deals.

13

Yes, quick question or comment?

14

AUDIENCE:

15

We're about to

Yes.

(Inaudible) question itself

but (inaudible) had hundred --

16

MR. SHEMIN:

17

AUDIENCE:

Had a hundred what?

$100,000.

(Inaudible) don't put more than that

18

in the bank (inaudible) in that direction so that then

19

you can (inaudible) --

20

MR. SHEMIN:

21

AUDIENCE:

You can have what?

So when you get money, you can have

22

a little bit of dividends or borrow or -- would you put

23

400 or do you keep some in the bank and then disburse

24

the rest?

25

MR. SHEMIN:

Okay, first of all, that's -- I'm
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1

an investor.

2

pay bills.

3

When money's sitting in the bank, what's it making you?

Everybody needs some money in the bank to

I'm an investor.

4

AUDIENCE:

5

MR. SHEMIN:

6

Nothing.
If your money is sitting in your

stock accounts, what's it making most of you?

7

AUDIENCE:

8

MR. SHEMIN:

9

I make my money work.

me.

(Inaudible).
So where it is doesn't matter to

Now, everyone in the room is different.

Everyone

10

has a different risk taste.

I'm not a -- you know, I'm

11

not your financial planner.

It's like going to the

12

doctor and saying, what drug should I take?

13

to sit down.

14

situation?

15

complicated question.

16

What's your money?

What are your goals?

You have

What's your
That's a very

Now, I don't -- I keep very little money in the

17

bank because it pays nothing.

18

to keep some bills paid, and, you know, we all need to

19

write some checks.

20

AUDIENCE:

21

MR. SHEMIN:

I keep enough in there

Right.
All my bills are on auto-pay.

I

22

have an accountant that does all that.

23

understand the question.

What's the best investment?

24

Where to put your money?

I'm not understanding the

25

question.

So I don't
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2

AUDIENCE:

Oh, no.

7/20/2019

You answered my question

already.

3

MR. SHEMIN:

Everybody's different.

So I take

4

99 percent of my money, and I'm a hard money lender in

5

Tennessee because I make 30 percent net safely on the

6

money.

7

me 30 percent.

So every dollar that's not in there is costing
That's how you have to think.

8

AUDIENCE:

9

MR. SHEMIN:

Yep.
By the way, here's what most of us

10

are taught.

11

Maybe this will help.

12

What's this worth?

Here's -- and this is a great question.

13

AUDIENCE:

14

MR. SHEMIN:

15

AUDIENCE:

16

MR. SHEMIN:

This is ten U.S. dollars.

(Inaudible).
What's this really worth?

(Inaudible).
Good answer.

Nothing.

17

piece of paper.

18

print money, and we put a value on it.

19

Got it?

It's called signage.

It's a

Governments

Now, most of you were taught to have your money

20

sitting in your home equity, your retirement account,

21

or maybe some stock account.

22

making you rich, please keep doing it, but if it's not

23

making you rich or a great return, what is the

24

definition of insanity?

25

AUDIENCE:

And by the way, if it's

Doing the same thing over and over
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and getting the same result.

2

MR. SHEMIN:

Yes.

Now, I've been taught by

3

multimillionaire investors that the only time this has

4

value is when it's exchanged.

5

to cut my hair.

6

ten bucks to walk his dog, it's worth something.

7

she gives him $10 to do an exam on him or whatever he

8

does, it's value.

9

AUDIENCE:

10

So I give him ten bucks

It's worth something.

My money moves.

If he gives her
If

My money what?

Moves.

MR. SHEMIN:

Moves.

So it moves to make me

11

money, reduce taxes.

12

money, since you asked, this is called the "be your own

13

bank" system, is most people I know that are worth over

14

two or three hundred million dollars that are super

15

sophisticated keep a lot of money in life insurance for

16

one reason.

17

on the internet and look up "be your own bank system,"

18

I promise you you'll get ripped off by a

19

high-commission insurance salesperson.

Right now -- be very careful.

20

AUDIENCE:

21

MR. SHEMIN:

22

Now, the other thing I do with my

If you go

Hmm.
Again, the internet is a great

tool, but there's a lot of junk on there, right?

23

AUDIENCE:

24

MR. SHEMIN:

That's what I was talking about,

Be careful.

There's probably about 200 people

25

comps.

Yeah.
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1

in the country, including me -- I wrote a book about it

2

called -- what was the book called -- Secrets of the

3

Money Masters?

4

an insurance product, because every (inaudible) is

5

different.

6

Yeah.

(Inaudible).

So I put money in

This may not be for you.

If you could put 50 bucks, 100 bucks a month --

7

God forbid if I die, my son is going to get a lot of

8

money, so that's good for him, bad for me, I guess,

9

depending on what your views are, right?

Gee, we miss

10

him, but the $2 million is nice, you know, of life

11

insurance.

12

Whatever.

Anyway, the main reason I do it is I make 6 to

13

8 percent guaranteed return from a Triple A rated,

14

triple-bonded insurance company, and I borrow my own

15

money out, and I'm still making 6 percent on it, and

16

then I can put it in a hard money loan, a real estate

17

deal, make another 20, 30 percent.

18

money and they loan it out ten times.

19

AUDIENCE:

Ten.

20

AUDIENCE:

Ten.

21

MR. SHEMIN:

22

AUDIENCE:

23

MR. SHEMIN:

Banks take your
How many times?

Does everybody understand that?

Yes.
If you have $10 in a bank, they

24

borrow $10 -- that $10, they loan it to him, but they

25

give him a loan, a home loan or a car loan or a credit
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1

card loan, and the commercial credit market or Federal

2

Reserve will loan another $10 ten times.

3

times?

4

AUDIENCE:

Ten.

5

AUDIENCE:

Ten.

6

MR. SHEMIN:

7

How many

If you have $10 and loan it to

your buddy, how many times can you loan your $10?

8

AUDIENCE:

9

MR. SHEMIN:

That's it.
Is that true?

No, you can loan it

10

twice with the proper insurance products, be your own

11

bank.

12

percent, and I'll borrow it out at 2, and I take that

13

money to a real estate deal, and it's very good for

14

asset protection.

15

sued, and generally -- there are some exceptions, we'll

16

do asset protection tomorrow -- but plaintiffs cannot

17

get your retirement accounts, and they cannot get your

18

insurance products.

19

So I'll put it in a policy.

It grows at 6

You can pretty much go bankrupt, get

I wonder who wrote that law.

Again, I'm not an attorney.

I'm not licensed

20

in Virginia.

21

change, but that's what my attorneys tell me.

22

That's for civil lawsuits.

23

and some possible -- laws change, check with your own

24

attorneys -- asset protection aspects to that, and I

25

get paid twice my money.

Check with your own attorneys.

Laws
Correct?

So there's tax advantages

My money moves.

I don't have
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2

AUDIENCE:

3

MR. SHEMIN:

It's moving.

7/20/2019

It's what?

Moving.
Now, if you're older and don't,

4

you know, want to work anymore, maybe you want to put

5

your money in different things.

6

it in a CD or something, correct?

7

in FDIC insurance.

8

Government has to keep for FDIC insurance?

9
10

AUDIENCE:

Maybe you want to put
But I don't believe

Anybody know what the U.S.

(Inaudible).

MR. SHEMIN:

So they say your accounts are

11

insured up to 100 or 250 thousand dollars.

12

insurance.

13

AUDIENCE:

14

MR. SHEMIN:

15

That's FDIC

Um-hum.
Has the U.S. Government defaulted

on their currency?

16

AUDIENCE:

Yeah.

17

AUDIENCE:

Yes.

18

MR. SHEMIN:

After the Civil War, we didn't

19

have dollars.

20

the Depression, they seized security deposits.

21

know the vault that the bank does?

22

I would never leave anything in a safe deposit box.

23

The bank owns it, not you.

24

locked them up.

25

Information's what?

We had (inaudible).

Huh?

Number two, during
You

Did you know that?

After the Depression, they

Information's power, folks.
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AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Power.
I work hard for my money.

3

going to take a few hours to protect it.

4

you-all think that's smart?

5

AUDIENCE:

Smart.

6

AUDIENCE:

Very.

7

MR. SHEMIN:

I am

How many of

Legally reduce taxes and legally

8

make sure someone is not going to grab it.

9

stuff will probably never happen, but it could.

10

AUDIENCE:

11

MR. SHEMIN:

12

AUDIENCE:

13

MR. SHEMIN:

Now that

Right.
Make sense?

Yes.
Number two, FDIC insurance, look

14

it up, is 0.2 percent.

15

thousand in actual real insurance.

16

concerns me.

17

When?

I make $2 for every hundred or
Whatever.

It

We'll do asset protection tomorrow.

18

AUDIENCE:

19

MR. SHEMIN:

Tomorrow.
And I'll tell you some free, cheap

20

things that most lawyers won't tell you because they

21

can't make money.

22

AUDIENCE:

Um-hum.

23

AUDIENCE:

Yeah.

24

MR. SHEMIN:

25

Fair?

Let's do some deals.

Ready?

One,

two, three, let's clap.
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(Applause.)

2

AUDIENCE:

3

MR. SHEMIN:

7/20/2019

Yeah.
We'll get into some personal

4

deals, just random, start to finish, so you will learn

5

how (inaudible), what to do.

6

AUDIENCE:

7

MR. SHEMIN:

8

AUDIENCE:

9

MR. SHEMIN:

Yes.
Is that fair?

Yes.
Now, let me ask this:

Who here

10

would like to do a bigger deal?

11

bigger deal, like over a million, 2 million, 3 million?

12

Great.

13

Who here wants to get their feet wet and start

14

with a little smaller deal?

15

both.

16
17

We could start with a

Great.

We're going to do

Take this word out of your vocabulary, "or,"
and put "and."

18

AUDIENCE:

19

MR. SHEMIN:

"And."
Stop limiting yourself.

You can

20

do residential and commercial, wholesale and new

21

rentals.

22

apartment buildings and shopping centers.

23

to Cancun and Paris, correct?

You can fix and do rent.

24

AUDIENCE:

25

MR. SHEMIN:

You can do
You can go

Yes.
Take the word "or" out of your
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vocabulary, put "and."

2

7/20/2019

Don't limit yourselves.

So we'll start with a very small deal.

3

are some problems with this deal.

4

example of a one-sheet.

5

deals.

There

This is a very bad

This is how we communicate in

Got it?

6

AUDIENCE:

7

MR. SHEMIN:

8

project this month.

9

and we have a one-sheet, whether it's 50 grand, 500

Yes.
We're doing a huge financing
The (inaudible) amount is insane,

10

grand, 50 million or 5 billion.

11

are -- have very short attention spans, like me.

12

many (inaudible) does it take to change a light bulb?

13

Want to go bike-riding?

14

That was a joke.

15

AUDIENCE:

16

MR. SHEMIN:

Most successful people
How

What were we talking about?

I was going to say (inaudible).
We'll move on.

So this is a small

17

deal.

18

finish.

19

story.

20

foreclosure has a bank employee or a realtor.

21

story.

Now, I'm going to give you the deal start to
Every deal has a story.

Every house has a

There's a person behind every deal.

Even a
Get the

What's the first thing?

22

AUDIENCE:

23

MR. SHEMIN:

Get the story.
Here's the story on this deal.

24

And, again, I randomly pulled -- I've got over 18

25

active deals right now that are recent.

I just pulled
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7/20/2019

three random deals for no reason.

2

Now, I have got to ask a favor.

These are real

3

deals, real addresses, real phone numbers.

4

respect our privacy.

5

and say, hey, I'm at a seminar and watching Robert's

6

deal here, what's happening, it's not going to ruin my

7

life or hers, but it would be kind of weird.

8

fair?

Please

If you call Terri at this number

9

AUDIENCE:

Yep.

10

AUDIENCE:

Oh, yeah.

11

MR. SHEMIN:

These are our deals.

Is that

They are in

12

play.

13

you know, whatever.

14

would be weird to have 12 people saying, hey, Terri,

15

what's up, you know?

16

relationships.

Some are closed.

Some are in closing.

Some --

Please respect our privacy.

Got it?

It

Please respect our

Got it?

17

AUDIENCE:

Got it.

18

AUDIENCE:

Yep.

19

MR. SHEMIN:

These are real deals, real phone

20

numbers.

21

I've been very busy today.

22

a couple of those for absolutely no reason.

23

not the best, not the worst, not the richest, they're

24

not the -- and there's problems with every deal.

25

it?

I just pulled -- randomly pulled them because
I was just randomly pulling
They are

Got
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AUDIENCE:

2

MR. SHEMIN:

3

AUDIENCE:

4

MR. SHEMIN:

7/20/2019

Got it.
How many want to do the problems?

Sure.

5

minute.

6

down.

7

get through this.

8

AUDIENCE:

9

MR. SHEMIN:

So we will get to that in just a

So give me a minute.

Write your questions

If we get distracted on technicalities, I can't
What's your focus?
Contract.
Contract?

Close?

Making money?

10

Having fun?

11

technicalities, legalities, and things that never

12

happen.

No, it's not.

Correct?

13

AUDIENCE:

14

MR. SHEMIN:

15

playing.

16

It's exceptions,

No, no.
Yes, it is.

It's okay.

I'm just

Here we go.

So Terri came to one of these about a year and

17

a half, two years ago, something like that.

18

me to tell you.

19

in their early sixties.

20

in the middle of Kansas.

21

a bit.

22

from Walmart.

23

They're on a dairy -- a wheat farm, somewhere in the

24

middle of nowhere in Kansas.

25

She told

Her and her husband retired.

They're

They live on a farm somewhere
No joke.

I talk to her quite

She told me to tell you that they're two hours
They're in the middle of nowhere.

Got it?

They came to one of these.

Now, her and her
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1

husband had done quite well.

2

rental properties over the years, had a couple.

3

had a successful business.

4

computers consulting.

5

the first question is, why did they want to do real

6

estate?

7

couple grandkids, and we're not, like, rolling in the

8

dough.

9

They did a couple of
They

He actually worked in

They made some money.

And so

She said we were comfortable, but we have a

They had to kind of watch their budget.
They wanted an extra ten rental properties

10

throwing off an extra hundred grand a year, about eight

11

to ten a month, right, so they could, like, you know,

12

just have a little bit better retirement.

13

they were a little bit okay, but they wanted to take it

14

up a notch.

15

You know,

You've got to have the desire.

Number two, they did join our advanced program,

16

and the manager said, what do you want to do?

17

said, we want ten to twelve good cash flow rental

18

properties, but we wouldn't mind wholesaling a deal or

19

two to get our feet wet.

20

both, wholesale and rentals right now, and then buy,

21

fix, and sell.

22

That's a big part of what we do.

So we're going to actually do

We haven't even started on that yet.

23

AUDIENCE:

24

MR. SHEMIN:

25

And they

Got it?

Got it.
Yesterday was the first day.

can't teach you all real estate in eight hours.

I

We
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tried.

2
3

We can't.

She's happy, okay?

market.

Pick a what?
AUDIENCE:

5

MR. SHEMIN:
every.

Micro market.
It doesn't matter.

There's deals

Where are there deals?

7

AUDIENCE:

8

MR. SHEMIN:

9

Here we go.

So, Terri, the next thing is pick a micro

4

6

7/20/2019

Everywhere.
Let's do deals all over the place.

You are going to want -- where's the best market?

10

don't know.

11

reason picked midtown St. Louis.

12

Got it?

Pick one.

13

AUDIENCE:

14

MR. SHEMIN:

I

So her and her mentor for some
I have no idea why.

Got it.
And they are at the Fast Start,

15

and at the Fast Start, they do deals, and their mentor,

16

I believe, called the local St. Louis real estate

17

investor group.

18

went to the National Association of Real Estate

19

Investors, said, hey, let's find a good wholesaler from

20

the local real estate group.

21

There's three of them there.

They

Sound familiar?

So they went on the website, got on the St.

22

Louis Real Estate Investors Association, and they

23

called or emailed.

24

got to do?

25

AUDIENCE:

Got it?

Take action.

What do you

Take action.
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And somebody there picked up, and

2

Terri and the mentor are on the call together, said,

3

hey, Terri would like a really good deal, way below

4

market, really good cash flow, in a good area of

5

midtown St. Louis.

6

might have one of those deals?

Does your group have anybody that

7

And the vice president of the group picked

8

up -- that's what they do, they're nonprofit, they

9

promote their investors -- and he said, listen, we're a

10

big St. Louis group.

11

like, 800 members.

12

wholesalers.

13

lot of property.

14

well, who's the best?

I've been there.

They have,

He goes, we got about 20

We got about 200 land dealers that have a
Someone's always selling.

15

What do you ask for?

16

AUDIENCE:

17

MR. SHEMIN:

She goes,

The best.
Who's really good?

He goes, you

18

know what, there's a guy named Joe.

19

of our group for, like, 15 years.

20

Joe's super-honest.

21

himself.

22

everybody, everything, and he usually has five to ten

23

nice wholesale deals a month that cash flow really

24

well, has some rehabs.

25

I like Joe.

He's been a member

Everybody loves Joe.
Joe is a landlord

He's been doing deals forever.

He knows

Give Joe a call.

They call Joe or email him, said the president
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1

of real estate or the vice president of the real estate

2

group called me.

3

blah-blah-blah-blah, and when you do it, be yourself.

4

Be your what?

Now watch this.

5

AUDIENCE:

6

MR. SHEMIN:

Terri said, Joe,

Yourself.
Hey, before you do real estate,

7

how are you doing?

8

What did you do before?

9

and tell you something, say, hey, I'm busy, get down to

10

it.

11

people.

What do you do besides real estate?
And most people will open up

My mentor said, like, be yourself.

They're

They're what?

12

AUDIENCE:

13

MR. SHEMIN:

People.
All of you all are friends,

14

husbands, wives, lovers, moms, dads, sisters.

15

yourself.

16

really liked him, a nice midwestern guy, they're on the

17

phone.

They're people.

Just be

So they talked to Joe, they

Does it matter where they are?

18

AUDIENCE:

19

MR. SHEMIN:

No.
They are in the middle of Kansas,

20

about five hours away.

21

I've got about seven really good deals right now, and

22

here's the thing.

23

really juicy deal.

24

know what, I just got one.

25

them, what's the story?

And anyway, Joe said, listen,

Give me the best one.

Give me the

What's one of the best deals?
It's really good.

You

And ask
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7/20/2019

So Joe sent out about 500 postcards -- sound
familiar?

3

AUDIENCE:

4

MR. SHEMIN:

Um-hum.
He's also a wholesaler.

And he

5

sent them out to older landlords, and there's a

6

landlord that actually is in St. Louis that bought over

7

180 houses and duplexes for 40 years.

8

record.

9

grand.

That's public

Most of them he bought for five to eight
Now they're worth between 50 and 100.

And he's

10

84 years old, his family doesn't want to mess with it,

11

and he made a ton of money.

12

doesn't care.

13

mess with it.

14
15

He's sick.

Got it?

A ton, and he

His family don't want to

Now, why didn't he get a realtor to sell at
full price?

Could he do that?

16

AUDIENCE:

17

MR. SHEMIN:

18

AUDIENCE:

19

MR. SHEMIN:

He could, yeah.
Yeah, but what's it take?

Time.
Six months.

20

us out of pocket.

21

won't close.

22

close.

23

So get out of your head.

They're going to bill

They are going to renegotiate.

They

Half of real estate contracts don't

Sometimes time is more important than money.

24

AUDIENCE:

25

MR. SHEMIN:

Yep.
The guy said, I made my money.

I
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7/20/2019

I'm going to dump them, right?

2

AUDIENCE:

3

MR. SHEMIN:

Right.
He knew what they were worth.

And

4

Joe said that one I've got under contract for $35,000.

5

Write that down.

6

under contract, this duplex, for $35,000.

7

Terri, it's already rented.

8

my video camera.

9

what wholesalers do, they're investors -- and it's

So Joe's a wholesaler, and he has it
He says,

I've been inside it with

I've run the comps -- because that's

10

worth 65,000, maybe a little more.

11

conservative.

12

with Joe.

Very rare.

I've been to the property

There's no repairs.

13

AUDIENCE:

14

MR. SHEMIN:

I'm being

Got it?

Got it.
It's in great rental shape, and

15

each side's renting for 525 a month.

16

Write that down.

17

dinky wholesale deals in midtown that aren't much

18

money, I make five grand in it, so you can buy it for

19

40.

That's 1050.

And he says, Terri, on these little

So what's Terri have it under contract for?

20

AUDIENCE:

21

MR. SHEMIN:

22

AUDIENCE:

23

MR. SHEMIN:

Thirty-five.
Forty.

Forty.
Joe has it under contract for 35,

24

write it down -- if not, you'll get confused -- and

25

Terri puts it under contract for 40 immediately, over
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1

the phone, with her mentor, because it smells like a

2

good deal.

Get it under?

3

AUDIENCE:

4

MR. SHEMIN:

5

Contract.
Because if you don't, two hours

later, somebody else will call and get it.

6

Now, Joe -- the old landlord, really is in no

7

big rush, he wants to get it done, and I asked Joe,

8

what do you have it under contract for?

9

Joe, how long do you have it under contract?

He told me.
Ask the

10

wholesaler that.

11

wholesalers will say, I've got to close Tuesday.

12

contract's up Tuesday.

13

Nobody can close a deal in two days, too much stress.

14

You could, but I wouldn't do it.

15

How long do you have?

Some
My

That's a hard deal to do.

Joe said, listen, I've got 25 days left, but

16

the old landlord gave me an extra couple days.

17

been in the business 40 years, he'll probably give it

18

to us.

19

give you 25 days to close like I have, and I'll give

20

you 15 days to inspect.

He's

So he said, I'll tell you what, Terri, I'll

21

AUDIENCE:

22

MR. SHEMIN:

Got it?

Uh-huh.
So Terri has the contract, her

23

mentor helped her write it up, 25 days to close, 15

24

days to inspect, for 40 grand.

25

buyer.

Then we got to find a

We got to find a what?
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AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Buyer.
She's wholesaling.

So Terri on

3

her own did this not so great worksheet, but it's okay

4

because it worked.

5

picture of the property.

What's a worksheet?

6

AUDIENCE:

7

MR. SHEMIN:

8

It has a

That's a really bad picture.

Yeah.
Number two, it has a headline.

What does it have?

9

AUDIENCE:

10

A headline.

MR. SHEMIN:

Sorry for the (inaudible) there.

11

Cash flow machine, because you're going to wholesale to

12

a landlord.

To a who?

13

AUDIENCE:

14

MR. SHEMIN:

15

A landlord.

like?

16

AUDIENCE:

17

MR. SHEMIN:

18

What do landlords and landladies

Cash.
Remember that ad from yesterday?

Cash flow machine won't last?

19

AUDIENCE:

20

MR. SHEMIN:

Right.
And then put the numbers of the

21

deal.

22

apartment building, house, rehab.

23

two three-bedroom units, worth 65, repairs zero, asking

24

46, must be sold by Monday, put urgency, remember?

25

she faxed that or emailed it or texted it to a few

Describe the property, duplex, shopping center,
This one's a duplex,

And
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1

people she met at Fast Start, Craigslist, a couple

2

people she knew, that she met, and guess who was on her

3

list?

4

guess what I did within four minutes of receiving it?

Me.

And I got the text, through this thing, and

5

AUDIENCE:

6

MR. SHEMIN:

7

texter was?

(Inaudible).

Me.

8

AUDIENCE:

9

MR. SHEMIN:

Um-hum.

10

AUDIENCE:

11

MR. SHEMIN:

12
13

Don't wait.

Guess who the first caller or

Who's going to get the deal?

You.
The first one.

Don't hesitate.

Now, we are not here to do students' deals.

14

It's a conflict.

15

student first.

16

got too many deals.

17

We want you to do the deals.

As a mentor, we have to put the

I had to get written permission.

18

AUDIENCE:

19

MR. SHEMIN:

20
21
22

You, I'm hoping.

I don't want your deals.
Got it?

I've

Got it?

Say "got it."

Got it.
This is an exception, but it's an

interesting deal to learn from.
Now, I said, Terri -- she's asking 46.

She

marked it up how much?

23

AUDIENCE:

24

MR. SHEMIN:

25

AUDIENCE:

Six thousand.
Nope.

No, no, no.

From 35.
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1
2

MR. SHEMIN:
$11,000.

From 35 to 46.

She marked it up

Is that okay?

3

AUDIENCE:

4

MR. SHEMIN:

Sure.
Sure.

It's worth 65.

5

Terri, you're a student.

6

mentors.

7

said you could do it.

8

he said you can do it, but put her first.

9

what?
AUDIENCE:

11

MR. SHEMIN:
(inaudible).

13

rental properties?

There was a company in Delaware,
Put her

Because I buy rental properties

How many of you all would like some

14

AUDIENCE:

15

MR. SHEMIN:

17

The banker

First.

12

goal.

So I said,

She was with one of our

I had to get written permission.

10

16

7/20/2019

Sure.
Whatever your goal is is your

Got it?
So I said, Terri, what's it worth?

Sixty-five.

18

How do you know?

19

my own comps.

20

property manager, I went to Rentometer to check the

21

rents, and I think it's worth a little more, but 65's a

22

good, conservative number.

23

and pictures and videos that her took -- her manager

24

took and Joe took.

25

We've got what?

Well, I got comps from Joe, and I ran

I called another realtor, I called a

And she sent me some comps

Now we've got double verification.
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1

AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Double verification.
Looks like a good deal.

I said,

3

Terri, I'm going to put it under contract.

4

listen, I hate to ask this of you.

5

money.

6

my rentals (inaudible) so I can close quick.

7

manager lined up, my money, I'll get my money fast.

8

Give a little room on the contract.

9
10

I said,

I want you to make

I am not going to waste your time, because I do

AUDIENCE:

I got my

Give a little room, yes.

MR. SHEMIN:

And Terri said, you know what,

11

Robert -- and her mentor said it, too, and the mentor's

12

with her on a three-way call -- said she has it under

13

contract for 35.

14

got about an hour and a half in this deal.

And Terri said, well, listen, I've

15

AUDIENCE:

16

MR. SHEMIN:

How long?

An hour and a half.
Remember, track your time?

She

17

said, if I can make five grand, that would be great.

18

Give me 40.

19

AUDIENCE:

I said, Terri, are you sure?

It

20

looks like a nice deal.

21

or two and I make five grand doing almost nothing, just

22

to get my first deal done, I'm super happy.

23

said, are you sure?

24

disclosure.

25

Robert, if you close in a week

We had her write down a little

Forty grand.

AUDIENCE:

Her mentor

Is that okay?

Um-hum.
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AUDIENCE:

2

MR. SHEMIN:

3

AUDIENCE:

4

MR. SHEMIN:

7/20/2019

Yeah.
So I got it for 40.

For how much?

Forty.
I get it under contract.

She gave

5

me 15 days to close and 12 days to inspect, and I said,

6

Terri, I'll have this done in three days.

7

AUDIENCE:

8

MR. SHEMIN:

9

So, welcome back.

How long?

Three days.
I don't wait on anybody.

Got it?

Let me catch up real quick.

10

We're doing a real deal, so little ones, big ones,

11

random.

12

Terri, she picked midtown St. Louis for no reason.

13

called the local real estate group.

14

wholesaler named Joe.

15

has over 180 properties.

16

it under contract for 30.

17

Write that down.

18

This is a deal that one of our students named
She

They gave her a

Joe said, I got a landlord who
He's dumping them.

I've got

I'll give it to you for 35.

Terri has been under contract for 35.

She did this bad one-sheet.

What's a

19

one-sheet?

20

property, has the numbers on it.

21

had the right comps, sent them to her.

22

of the repairs.

23

this and marked it up $11,000, from 35 to 46.

24

this out to about 30 people, including me, and guess

25

who the first call was?

It has a picture, a description of the
Joe, the wholesaler,

It was already rented.

Joe had a video
And she ran
She sent
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1

AUDIENCE:

2

MR. SHEMIN:

3

three minutes or something.

4

with students because it's a conflict.

5

(inaudible)?

6

under contract for 35.

I got about an hour and a half,

7

two hours in this deal.

If I can make five grand doing

8

almost nothing, I'm happy.

9

Great.

10

You.
Me.

I literally called, like, in
Now, we don't do deals
I said, Terri,

She said, you know, Robert, I got it

I said, are you sure?

So I've got it under contract for 40.

She's

double wholesaling.

11

Joe has it with the landlord at 30.

12

Terri's at 35, and Terri's got me at 40.

13

matter?

She got --

Does it

Is it still a good deal?

14

AUDIENCE:

Yes.

15

AUDIENCE:

Sure.

16

MR. SHEMIN:

17

AUDIENCE:

18

MR. SHEMIN:

Yep?

Yes.
Why didn't Joe go landlord -- he's

19

helping the wholesaler buy it for his own rental

20

property?

21

but I'm overloaded.

22

wholesale five or ten deals a month and make an extra

23

50 grand.

Terri asked him.

Well, I still buy rentals,

I'm doing rehabs right now, and I

Is that okay?

24

AUDIENCE:

Um-hum.

25

AUDIENCE:

You can only do so much.
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1

MR. SHEMIN:

2

AUDIENCE:

Exactly.

3

AUDIENCE:

(Inaudible).

4

MR. SHEMIN:

5

Huh?

You can't do all the deals.

So instead of buying them and

fixing them, I'll wholesale them.

6

AUDIENCE:

Right.

7

AUDIENCE:

If you can't handle them.

8

MR. SHEMIN:

9

7/20/2019

So, this is a double wholesale.

The minute I put it under contract, I call my property

10

manager in St. Louis, a different one, and he verifies.

11

What do we do?

12

AUDIENCE:

13

MR. SHEMIN:

Verify.
Now, there's some problems with

14

this deal.

15

am going to go very quick, write your questions down,

16

and I am going to try to cram a bunch of deals in in 45

17

minutes.

18

knows something about rental properties and repairs?

19

Anybody?

Just a little bit.

20

picture.

What's wrong with this building?

Let's talk about them.

This is a horrible picture.

21

AUDIENCE:

22

MR. SHEMIN:

23

AUDIENCE:

24

MR. SHEMIN:

25

Number one -- and I

Now, who here

What's wrong?

It's a bad

(Inaudible).
What's that?

(Inaudible).
Well, no, but I think you said it.

What was the first thing you said?
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AUDIENCE:

2

MR. SHEMIN:

Bad (inaudible).
Okay.

3

We all agree.

4

wrong with the building?

5

photography -AUDIENCE:

7

MR. SHEMIN:

8

AUDIENCE:

9

MR. SHEMIN:

We're not

What's wrong with the building?

The curb appeal.

and you're close.

11

AUDIENCE:

12

MR. SHEMIN:

14

We're investors.

What's

You can't see the entrance, can you?

10

roof.

It's a horrible picture.

What's wrong with the picture?

6

13

7/20/2019

I'll grant you, it's pretty ugly,

It doesn't have a roof.
Thank you.

Flat roof.

It has a

Flat roof.
What else is wrong with this?

But it's a hard

15

picture, so I understand it's a bad, bad picture.

16

parking.

17

kind of mentioned it, curb appeal.

18

(inaudible) and Richmond and Roanoke and Nashville if

19

you don't have parking.

It's, like, literally on the street.

20

AUDIENCE:

21

MR. SHEMIN:

22

this property.

You

It's not

Everybody's got a car.

Oh, right.
Somebody will say, I'm not buying

There's no parking.

23

AUDIENCE:

24

MR. SHEMIN:

25

No

Right.
How many of you-all would say

that?
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1

AUDIENCE:

2

MR. SHEMIN:

3

that?

Yeah.
How many of you-all would say

Raise your hand.

4

AUDIENCE:

5

MR. SHEMIN:

Yeah, yeah.
Well, great.

You just made the

6

biggest mistake in real estate.

7

Let's do one thing at a time.

8

expert.

9

manager and said, there's no parking.

Hold on a minute.

Stop thinking and get an

Get out of your head.

I called the property
Guess what the

10

property manager said?

11

properties we manage over this midtown area.

12

has parking, and nobody has a car.

13

AUDIENCE:

14

MR. SHEMIN:

15

Robert, we have about 60
Nobody

Uh-huh.
I live in Manhattan.

You don't

want a car in Manhattan.

16

AUDIENCE:

17

MR. SHEMIN:

Right.
In Miami Beach, my parking spot in

18

my building is $140,000.

19

hour in my building, maybe 35.

20

is.

21

Roanoke or Nashville or Richmond.

22

7/20/2019

I sold it.

Parking's $40 an

I don't know what it

Get it out of your head, folks.

Not everybody is

She said, whether they have parking at this

23

building, it doesn't matter.

24

all walk to work.

25

Everybody takes -- there are nurses and doctor who work

Nobody has a car.

They

There's a bus stop on the corner.
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1

at the medical thing, and they all walk around.

2

has a car.

3

Nobody

Parking's irrelevant.

Now, let's talk about flat roofs.

That's a

4

problem.

5

Mr. Biggan (phonetic), who was a genius, he said,

6

Bobby, never, ever buy a building with a flat roof.

7

They ain't no good, they leak, and they're a nightmare.

8

How many of you-all agree with Mr. Biggan?

9

In 1994, when I hired my first mentor,

I do.

So about eight years ago -- how many of you all

10

realize the real estate laws, money, accounting

11

changes?

How do you keep up with it?

12

AUDIENCE:

13

MR. SHEMIN:

14

About seven years ago, I took a wealth class,

Experts.
Thank you.

15

one of our wealth classes, and we were doing an open

16

forum inner circle, which means people trade ideas, and

17

we're all trading ideas, we're looking at deals, doing

18

deals, and I said, you know what, I don't do buildings

19

with flat roofs.

20

a nightmare, and he was a genius.

21

deals, and I listened to him.

My mentor said in 1994 flat roofs are
He did hundreds of

22

And there's a guy sitting right there where you

23

are who raised his hand and said, you know, Robert, can

24

I say something?

25

group, open class, open forum.

I was, like, sure.

We're a small

What are the chances of
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1

this?

2

roof commercial company in the world, and he had some

3

brochures.

4

He said, I'm vice president of the largest flat

He said, what your mentor said in 1994 was

5

probably pretty true, but in the last 15 years or so,

6

if it's a new flat roof, they are actually better built

7

and have a 40-year unlimited warranty from our company

8

on commercial/residential than any other type of roof.

9

They're this thick, have this special compounding, and

10

he had lab reports and studies, and he literally had,

11

like, scientific, you know, brochures, and he taught

12

us.

13

He explained it.
He said, the question is, if it's an old flat

14

roof, I agree with your mentor, they're a nightmare,

15

but if it's a new flat roof with a 40-year unlimited

16

warranty, then it may not be a problem.

17

ask.

18

You need to

How many of you-all just learned something?
This was a 40-year flat roof from his company.

19

It was two years old, had a 38 unlimited commercial

20

guarantee on any possible problem with the roof, and

21

they're better made than any other roof.

22

AUDIENCE:

23

MR. SHEMIN:

24

AUDIENCE:

25

MR. SHEMIN:

Got it?

Got it.
So we verified.

We what?

Verified.
Parking's not a problem.

Flat
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1

roof's not a problem.

2

this deal.

3

7/20/2019

But there's more problems with

Our manager said, who gave you these comps?

4

And this happens a lot.

5

she relied on the comps mainly from her wholesaler, but

6

she called somebody, another manager.

7

obviously, they don't work a lot on this street.

8

said, what do you mean about this street?

9

real estate is street-specific?

10

AUDIENCE:

11

MR. SHEMIN:

I said, well, Terri did, and

They said,
I

Remember,

Uh-huh.
Well, Robert, they're going to

12

make a $35 million midtown renovation on this street.

13

By the way, I was on your cobblestone street here in

14

Richmond, where they make it look like Paris, with the

15

trees, the Full Shell -- Half Shell Restaurant is.

16

AUDIENCE:

17

MR. SHEMIN:

Um-hum.
They got that cobblestone stuff,

18

and they put little artsy things in there.

19

different than it was 20, 30 years ago?

20

AUDIENCE:

21

MR. SHEMIN:

Is that

Yeah.
Huh?

Why?

Has the City of

22

Richmond ever done a redevelopment project?

23

happens when they pour $20 million in a corner?

24

AUDIENCE:

25

MR. SHEMIN:

What

(Inaudible).
The value goes up.

They put
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1

street lamps here.

2

jobs going two blocks away.

3

landlords and landladies, these rents are from 15 --

4

eight years ago.

5

asking?

6

kind of junky new place, for 950 -- I didn't believe

7

him -- per unit.

8

I said, show me some more.

9

This is the hottest street in midtown.

There's a hospital with 3000 new
And like a lot of old

I go, what are the rents they are

He just rented a place four doors down, same

They sent me the leases.

Verified.

They show me 895, 925, 950.

10

Does that ever happen in other cities?

11

AUDIENCE:

12

MR. SHEMIN:

Sure.
And the (inaudible) place isn't

13

worth 65.

14

the manager is telling me all this.

15

manager be telling me this?

16

who do they work with?

17

landladies, they're investors themselves.

18

got another landlord that will give you $92,000 right

19

now for this building as is.

20

right to buyers.

21

down.

22

are open?

I got it another landlord buyer right now --

Property manager, because

Other investor landlords and

92,000.

AUDIENCE:

24

MR. SHEMIN:

He goes, I

What's the best comp?

92,000.

92,000.

I didn't believe him, but I'm open.

23

25

Why would the

Go

Write it
How many

Sure.
They sent me recent comps.

on the phone with a buyer.

I call buyers.

I got

I don't
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rely on comps.

2

that knows what a property's worth.

I call buyers.

3

AUDIENCE:

4

MR. SHEMIN:

7/20/2019

There's only one person

Buyers.
The buyer.

Thank you.

Yes, get

5

your comps.

6

the internet if you like a waste of time.

7

go to real buyers and get real offers and run test ads.

8

And run what?

9

Yes, speak with a realtor.

AUDIENCE:

10

Yes, get on
I don't.

I

Test ads.

MR. SHEMIN:

Then I ran a test stat, my

11

assistant.

12

websites she found.

13

14 emails in six hours, you-all, I want to rent this

14

place for 950, and we called them up and verified on

15

the phone, and we'll talk about in a little bit.

16

this place that (inaudible) worth 90 or 95, I got a

17

real bid at 92, and, I mean, it's been like four days.

18

Got it?

She put it on Craigslist and some other

19

AUDIENCE:

20

MR. SHEMIN:

There's millions of them.

We got

So

Yeah.
So this is a great deal, but I got

21

a problem.

22

So I call Terri back and said, Terri, we got a problem.

23

What's the problem, Robert?

24

but the recent comps, redevelopment, they're putting

25

street lamps in, they're doing this, putting a hospital

It's worth a lot more than Terri thought.

Well, your number's 65,
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around the corner, she didn't know all that.

2

called when you focus, get focused.

3

7/20/2019
It's

And I told Terri, I said, Terri, this

4

building's worth 92 grand, and the rents are 950.

5

That's 1,800, 1,900 a duplex, right?

6

you more money.

7

deserve more than five grand.

8
9

I'm going to pay

How many think that sounds fair?

You

You hit a homerun.

That happens a lot, folks.

All I've got is

buildings that are worth more than we thought.

The

10

rents are worth more than we thought.

11

Sometimes it happens the other way.

12

all looked at this and said, darn it, I might do a lot

13

of deals, and on some I make a lot more money than I

14

thought, this is really bad.

15

You make more.

How many of you

This actually happened.

And Terri said, Robert, we had a contract.

16

said, come on, let me give you some more money.

17

said no.

18

we've got a deal.

19

on.

20

She has high ethics, whatever.

I

She

She said no,

I said, are you sure, Terri?

Come

Let me give you a couple extra grand.
Guess what she said?

How many of you-all would

21

have said yes?

22

word's my word, my integrity.

23

her to give her some more money, and she wouldn't take

24

it.

25

She goes, a contract's a contract.

My

And I literally begged

So, now, this property has renters in it, and
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1

they have been there for many years.

2

are too scared, out of fear, out of emotion, to raise

3

rents.

4

because they live in the neighborhood.

5

dumb.

6

a lot of people on the internet have turnkey

7

properties?

8
9

Most landlords

The renters know what the market rents are
They're not

So how many of you-all think it's great because

A renter's already in there.
property.

It's already fixed up.

You buy the

There's renters.

10

How many of you-all think that's great that there are

11

already renters in there?

12

Raise your hand.

How many of you-all like turnkey properties?

13

Write this down.

14

rented or not.

15

prefer they are not rented.

I could care less whether they're

As a matter of fact, as a landlord, I

16

AUDIENCE:

17

MR. SHEMIN:

(Inaudible).
Good question.

Let's talk about

18

it.

19

buyers, half a million landlords and landladies in the

20

last ten years.

21

to property management groups.

22

landlording.

23

people might say.

24
25

So 80 percent in my opinion -- and I've spoken to

I have a landlord course, and I speak
I've got a book on

I've gotten to be a landlord expert some

I think 80 percent of property managers and
small-time landlords are horrible.

It's a hard
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1

business.

2

Every time the phone rings, it's a problem.

3

way you make money as a manager is if you have so many

4

properties that can make that 8 or 10 percent or

5

whatever.

6

I've done it (inaudible).

It's minutia.
The only

So let me talk about property management for

7

just a bit.

8

who owned over 225,000 units at one time, he sold out

9

to Insignia, Mr. Farkas, who's probably one of the top

My second mentor, Robert Jacques-Miller,

10

three property holders in the world, in America anyway.

11

I use experts.

Who do I use?

12

AUDIENCE:

13

MR. SHEMIN:

Experts.
Not somebody who's got five deals

14

or eight deals.

15

developed, bought, sold, managed, rented over 200,000.

16

How many of you-all consider that kind of expert?

17

Robert Jacques-Miller for 15 years

Robert Jacques-Miller told me that, over time,

18

my second mentor, there was vacancy, repair, and

19

managing.

20

for repair, M is for managing.

21

have a 30 to 50 percent expense ratio of vacancy,

22

repair, and management.

V is for vacancy -- write that down -- R is
He said, over time, you

Let me explain.

23

On scattered site homes and duplexes, not big

24

apartment buildings, most management companies charge

25

about 10 percent to manage it.

What percent?
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AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Ten percent.
Some are different.

Ten percent

3

of the rent collected, so the rent's a thousand, they

4

charge you a hundred dollars a month to take the calls

5

and show it and stuff, some fee, a little bit.

6

here has worked with a management company?

7

they charge you?

8

AUDIENCE:

9

MR. SHEMIN:

10

Who

What did

(Inaudible).
Thank you.

Now, if you're managing yourself, bill yourself

11

out at 10 percent.

12

time.

Your time's not free.

Value your

Got it?

13

AUDIENCE:

14

MR. SHEMIN:

Got it.
Now, vacancy rate, call the

15

Apartment Association of Virginia.

16

Association of Missouri.

17

rate.

18

Apartment Association of Florida, Apartment Association

19

of Whatever.

Call the Apartment

They keep tabs on the vacancy

It's right there on their internet site.

Got it?

20

AUDIENCE:

21

MR. SHEMIN:

Got it.
And in St. Louis, the vacancy rate

22

there is about 4 percent.

23

actually gone down, they're 2 to 6 percent in my

24

cities.

25

micro market.

Nationally -- they've

Every micro market is different.
Call a manager.

Got it?

Know your

Call the
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1

Apartment Association.

2

vacancy's 4, and nobody pays their rent all the time

3

when they move out, it's empty for a month.

4

14 percent, and we haven't fixed anything.

5

So management's 10 percent,

How (inaudible) real world?

We're at

I go to seminars

6

all the time and see internet turnkey companies going,

7

oh, the vacancy, repair, and management's 12 percent a

8

year.

9

property?

Guess what I say?

How?

Who has rental

How many of you-all know your vacancy,

10

repair, and management numbers?

11

business you're in, you've got to know your numbers.

12

Real estate's numbers.

13

AUDIENCE:

14

MR. SHEMIN:

Because whatever

Real estate's what?

Numbers.
Who here knows their numbers

15

pretty much last year, last month, what your vacancy,

16

repairs, and management are?

17

okay?

18

guess?

You must.

You must,

Do you know what you ran last year?

19

AUDIENCE:

20

MR. SHEMIN:

21

AUDIENCE:

22

MR. SHEMIN:

Take a

(Inaudible)?
Vacancy, repair, and management.

(Inaudible) grand.
My second mentor said if you're a

23

really good manager and a really good property -- and

24

we're not talking about a brand new house.

25

house and it's brand new, sure, the first year there's

If it's one
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1

no repairs.

2

numbers over time, real numbers.

3

percent vacancy, repair, and management.

4

of the properties, no good manager, no good, which 80

5

percent aren't.

6

Got it?

We're talking about what are
You have 30 to 50
Fifty percent

Thirty percent of you are amazing.

Now, we use Buildium, B U I L D I U M.

Let me

7

say it three times, Build -- B U I L D I U M.com.

8

There's millions of property management sites.

9

Buildium is a good one.

10

Yardi is a very good one, Y A R D I.

Your

11

management company should have one site on the internet

12

right now, see what my vacancy, repairs, and management

13

for Nashville, Memphis, Indianapolis, St. Louis are.

14

see who my tenants are, the leases are, the pictures

15

are.

16

that's important?

17

you-all just learned something?

Everything's online.

How many of you-all think

Know your numbers.

18

AUDIENCE:

19

MR. SHEMIN:

I

How many of

(Inaudible).
Buildium, B U I L D I U M.

20

Buildium, B U I L D I U M.

21

D I.

22

are some that we like.

23

management company should have a good one or they'll

24

have their own.

25

which is awesome, but, you know, I can go any minute,

Build-I U M.

Yardi, Y A R

There's thousands of property managements.
I don't know them all.

Those

Your

One of my management has their own,
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24 hours a day and see all my numbers.

2

Once a month, we do a conference call with the

3

manager and go over every property.

4

We inspect every property every month.

5

lease.

Write this down.
It's in the

It's in the what?

6

AUDIENCE:

7

MR. SHEMIN:

In the lease.
It must be in writing.

It says in

8

the lease, on the second Tuesday of the month, somebody

9

from us -- not the manager, we're inspecting the

10

manager -- we send a third party.

11

myself or hire a retired home builder, a retired home

12

inspector, a retired manager.

13

180 of our rental units in one day.

14

I used to do it myself.

15

of the month, we're coming in to inspect.

16

for bugs.

17

would.

I used to do it

Albert in Florida can do

It says on the second Tuesday

It doesn't say we would.

We may.

We give them $175.

We may spray

It doesn't say we

We what?

18

AUDIENCE:

19

MR. SHEMIN:

We may.
It's in the lease.

And we may

20

check the mechanicals, that means look at the air

21

conditioner and the plumbing.

22

anything.

23

property every month, you will be shocked.

24

most landladies or landlords look at the property?

25

Tenants love it.

AUDIENCE:

We wouldn't say we'd do

If you don't inspect your
When do

When it gets empty.
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MR. SHEMIN:

2

and it's destroyed.

3

How many of you-all just learned something?

4

our tenants over the phone.

5

vacant property.

7/20/2019

A year later when it's too late
Stupid.

(Inaudible) inspect it.
We screen

Never give a tenant a

You might not --

6

AUDIENCE:

7

MR. SHEMIN:

(Inaudible).
No joke.

8

killed, two acquaintances.

9

one in St. Louis.

I had a few friends

Yep, one in Nashville and

That involved a system.

We have a

10

whole landlording course on security.

11

you-all have ever read the paper, Craigslist, people go

12

to a vacant place and get killed or kidnapped or

13

whatever with a ball in their mouth and a TV movie?

14

(Inaudible), oh, God, I'm sorry.

15

neighborhoods.

16

AUDIENCE:

17

MR. SHEMIN:

18

AUDIENCE:

19

MR. SHEMIN:

20
21

How many of

Even in nice

Um-hum.
Got it?

Um-hum.
We screen tenants over the phone.

How?
Who here managed their own property?

Let's

22

have a little fun.

23

percent of property managers (inaudible) aren't

24

trained.

25

Can we have a little fun?

Eighty

So do you have a two- or three-bedroom?

AUDIENCE:

(Inaudible).
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2

MR. SHEMIN:

Do you have

advertise on Craigslist, (inaudible)?

3

AUDIENCE:

4

MR. SHEMIN:

5

AUDIENCE:

6

MR. SHEMIN:

7

AUDIENCE:

8

MR. SHEMIN:

9

Three or four.

7/20/2019

Ah, no.
How do you advertise?

Sign?

(Inaudible).
Say it again.

Military (inaudible).
Military (inaudible).

You're

military?

10

AUDIENCE:

11

MR. SHEMIN:

12

Respect.

13

Shemin.

(Inaudible) military (inaudible).
Respect.

Are you all military?

Medal of Honor winner, my grandfather, Will
How long are you in for?

14

AUDIENCE:

15

MR. SHEMIN:

Twenty.
Oh, my God.

You're in your second

16

life.

17

fun.

18

great to rent to, because if they don't pay the rent,

19

guess who you call?

Appreciate your service.

Let's have a little

(Inaudible) 101st Airborn, Clarksville, military,

20

AUDIENCE:

21

MR. SHEMIN:

Their commanding officer.
Their commanding officer.

And

22

guess what happens in the next ten minutes?

23

Pay your rent and give me 20.

24

except when they deploy, they're a little bit of a

25

risk, but whatever.

Love it.

Yes, sir.

Love military,
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So, you know, just having fun with you.

So

2

three, four bedrooms.

3

call you up or a sign or however you do it, (inaudible)

4

military, and say, listen, I would like to rent your

5

place.

6

Silver, and I'd like to rent from you.

7

come?

So let's say you run an ad and I

I have three St. Bernards, Fluffy, Pepper, and

8

AUDIENCE:

9

MR. SHEMIN:

Can my dogs

No.

10

AUDIENCE:

11

MR. SHEMIN:

What do you say on the phone?

No.
No, good.

That's what 90 percent

12

of managers and landlords say.

13

do what most people do, and you just violated a federal

14

fair housing law.

15

HUD.

16

test question from HUD.

17

14 testers in Washington, D.C., if you go to

18

Craigslist, military lists, Section 8 lists, signs, and

19

call, and 90 percent according to them -- not me -- of

20

the respondents, (inaudible), say, no, we're not going

21

to rent with three St. Bernards.

22

fair housing violation.

You

That is an actual test question from

Hold on, give me a minute.

23

AUDIENCE:

24

MR. SHEMIN:

25

Congratulations.

That is an actual

Those are the dogs' names that

That is a federal

The average fine is $50,000.

Wow.
Now, no one in this room would

ever violate fair housing knowingly.

You are good

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 175

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 177 of 504

176

Zurixx

Rules of Renovation Workshop - Day Two

7/20/2019

1

people, you would never discriminate, but that is a

2

federal violation.

3

Let me explain.

You did not give them the opportunity to tell

4

you those were service animals.

5

Americans with Disabilities Act, too.

6

violation.

7

computer, like to see it.

8

actual laws.

9

properties, you'll probably never get tested, but we

10
11

Oh, that's an
That's another

See, I read The Rental World, have it on my
These are actual cases,

Listen, if you only have one or two

get tested all the time.
Now, you're nice people.

I wouldn't -- give me

12

a minute.

13

you -- because every minute we get distracted, write

14

your questions for the end -- we can't do deals.

15

will answer your questions.

16

will answer questions.

17

answer questions.

18

AUDIENCE:

19

MR. SHEMIN:

I don't have to do a law seminar where

Please write them down.

Please write them down.

I will

-- write them down.
Is that fair?

But, again, we've

got to be focused here.

21

I could spend hours, and I've got minutes.

I am going to go very quick.

Number two, that's -- that's the law.

So what

23

I chose to do is I either know the law or hire a

24

manager who's insured who will do it, correct?

25

I

Please --

20

22

So I

Now, as a landlord, we have to have written

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 176

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 178 of 504

177

Rules of Renovation Workshop - Day Two

Zurixx
1

standards.

2

You got it?

3
4

I'm sure you have those, written standards.
Here's some of mine.

Number one, must have three landlord
references.

How many?

5

AUDIENCE:

6

MR. SHEMIN:

7

Three.
Number two, must have a credit

score of at least this.

8
9

7/20/2019

Number three, are not spending more than 35
percent of their income on rent.

Half of Americans

10

spend 40 percent, 38 percent.

11

if you make a thousand dollars a month, you can't

12

really spend more than 350 or 400 on your rent.

13

do.

It's very difficult.

14

Number four, must be polite.

15

AUDIENCE:

16

MR. SHEMIN:

17

a point system.

Some

Must be what?

Polite.
Must be polite.

You have to have

You have to have a what?

18

AUDIENCE:

19

MR. SHEMIN:

A point system.
This is fair housing law.

The

20

only way you can prove that you didn't discriminate,

21

this is their guidelines.

22

applications.

AUDIENCE:

24

MR. SHEMIN:
She was third.

You have to number the

What do you do?

23

25

So

Number the applications.
She was first.

She was second.

We screen them over the phone.

Here's
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1

my favorite screening question over the phone.

2

what's your name?

3

application out over the phone, not at a vacant

4

property.

What's your address?

Hey,

We fill the

Got it?

5

AUDIENCE:

6

MR. SHEMIN:

Right.
Number two, we ask them, well,

7

where do you live now?

8

You can get an application from anywhere.

9

you live there?

We fill in the application.

Four months.

10

the place before that?

11

they'll live in your place?

12

AUDIENCE:

13

MR. SHEMIN:

How long did

How long did you live at

Three months.

Guess how long

The same.
The next question, here's my

14

favorite screening question over the phone.

15

on honesty.

16

script again.

17

perfection.

18

in the property.

We don't expect perfection.
We grade on honesty.

We grade

Here's the

We don't expect

We do a credit/criminal check on everyone
Who?

19

AUDIENCE:

20

MR. SHEMIN:

Everyone.
Who's going to live there?

Well,

21

it's me, my boyfriend, his daughter, her boyfriend, her

22

boyfriend's girlfriend.

23

tenants.

24

check on everybody, because it's never the tenants.

25

What will we find?

I'm not kidding, that's my

Well, we are going to do a credit/background

Now, 5 or 4 percent of the
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1

Craigslist callers or sign callers hang up, because the

2

hundred people that were evicted last Thursday in

3

Richmond or Nashville, how many were evicted, guess

4

where the first place they go to call is?

5

AUDIENCE:

Craigslist.

6

AUDIENCE:

Craigslist.

7

MR. SHEMIN:

All those listings, and that's a

8

self-screening question.

9

killing three landladies or they've got four evictions

I just got out of jail for

10

on their record, and you're the only one that asked

11

that.

12

are honest.

13

little bit too much champagne at the New Year's

14

Christmas party, got a DUI.

15

had one guy in Memphis, no joke -- I wish I had a

16

recording, but I don't -- I don't have time to play it.

17

He literally went on for 15 minutes.

18

Now, we record all the calls.

Hey, most people

Hey, you know, last Christmas, I had a

I can deal with that.

We

He's, like, well, ah, about four months ago I

19

beat my old lady up and went down to County for four --

20

two months, and then I also hit a cop and I'm going

21

down to the court on that one in a few weeks.

22

had, like, eight felonies, and he was proud of it.

23

I'm, like, gee, I can't wait to come meet you and hang

24

out with you in the house.

25

This guy

Who you meet at the vacant properties, we
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1

screen them over the phone.

2

the first one meets your written, minimum standards,

3

that's who you have to rent to, because you have to

4

prove that you didn't discriminate against purple,

5

green, yellow people, Rastafarians, (inaudible),

6

whatever you're into.

7
8

You must number them.

If

Got it?

So you have a point system.

If they lie, guess

how many points they lose?

9

AUDIENCE:

All of them.

10

MR. SHEMIN:

11

So we fill out the application over the phone,

All of them.

12

and then we tell them, we're going to meet you on

13

Wednesday at 6:00 and we're leaving at 6:15.

14

time limit and attention.

15

12:00; we're leaving at 12:10.

16

someone you're meeting at 12:00, what time do they show

17

up?

18

(Speaking Spanish).

Set your

We'll meet you Saturday at
In Miami, if you tell

Just playing.

You're in control of your time.

We have

19

everyone meet at the same time.

20

applications numbered.

21

want to apply, they have to put in an application.

22

have to treat everybody the same.

23

housing violation.

24
25

We have the

They sign them, and if they
We

Now it's a fair

Then we run a credit/criminal check.
Tenant Check, Tenant Check, Tenant Check.

We use

You can look
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1

up a local real estate group who does tenant checks for

2

20, 30 bucks.

3

if they lie, they lose all the points that were good.

4

Now, some extra advanced screening techniques, look in

5

the back seat of their car.

6

seat of their car is how they will keep your apartment.

7

How many of you-all want to rent to yourselves?

8
9

They do background/criminal/credit, and

How they keep the back

My mentor said look at their teeth.

If they

don't take care of their teeth, they may not take care

10

of your property.

11

three, sometimes we send a manager by where they're

12

living now, go bang on the door at 5:00.

13

the neighborhood, got to get a piece of paper signed.

14

The minute they open that door, you'll know whether you

15

want to rent to them or not, if there's 82 people

16

living in there and cars on blocks and (inaudible) drug

17

equipment.

18

used to go by the property they're living in now.

19
20

It's an old landlord trick.

I'm not kidding.

Hey, just in

I used to do that.

We

So how many of you-all learned something about
screening tenants?

21

AUDIENCE:

22

MR. SHEMIN:

Yep.
Right?

And I can go on and on and

23

on, but there's a couple things.

24

on that?

25

Number

Any quick questions

Then we'll move on to deals.

Question?

Hello?

Question?

Have you got a
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1

question?

2

questions?

3
4
5
6
7
8
9

Nope?

You sure?

Okay.

7/20/2019

Any other

Real quick.

AUDIENCE:

I'm assuming your short phone call

application (inaudible).
MR. SHEMIN:

We filled the application out over

the phone.
AUDIENCE:

Is shorter than the lengthy one that

(inaudible).
MR. SHEMIN:

Of course, you can do whatever

10

interview you want, and I'm not giving all of you

11

the -- I'm giving you the greatest hits, but, yes, do

12

whatever you like.

13

lived and how long, what will you find on a

14

credit/criminal check.

15
16

AUDIENCE:

That's a very key thing, where you

Was that your question?

Great.

So if you can't say no pets, can you

put other restrictions on --

17

MR. SHEMIN:

18

AUDIENCE:

19

MR. SHEMIN:

20

AUDIENCE:

Like what restrictions?

-- the ad?
Why would you say no pets?

What -- well, I'm just -- because a

21

lot of times people don't take care of them and then

22

they destroy property.

23

MR. SHEMIN:

24

AUDIENCE:

25

MR. SHEMIN:

They (inaudible).

We screen pets.

We what?

Screen pets.
We screen pets.

I love renting to
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1

pet people because they never leave.

2

misinformation, and I might (inaudible) on this.

3

me help you out.

4

the rentals.

5

(Inaudible), I'm open.

6

much.

7

hurricane, where people died?

Again,
Let

You are going to make a fortune on

Who wants to make a fortune on rentals?
I -- my business has changed so

Who here remembers the New Orleans, Louisiana,

8

AUDIENCE:

9

MR. SHEMIN:

Yeah.
Okay.

Listen, they -- I took two

10

truckloads of materials up to New Orleans with a buddy

11

of mine to help the hurricane victims.

12

disgusted about those people dying who lived in the

13

stadium.

14

do.

15

(phonetic) another real estate buddy of mine, and we

16

took two Mack trucks, great supplies, about 180 grand

17

worth of stuff.

We were so

So it's not (inaudible), it's what we would

So I actually went up there with Frank McKinney

18

I went there, and the National Guard stopped us

19

at one of the blocks, you know, it was a flood zone.

20

And we said, hey, man -- these really amazing military

21

guys.

22

just going to say this, man.

I love our military.

23

have been with the military.

Our military is fricking

24

amazing.

25

with the disaster, eight U.S. Air Force guys parachuted

I'll tell you, I've been down in Haiti, and I'm
I

I was in Haiti, the second charity in there
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7/20/2019

1

in, had the airport running in 30 minutes.

2

military showed up within two hours.

There's hospitals

3

up.

Nobody does it

4

like our U.S. military.

5

appreciation.

There's food being distributed.

6

The U.S.

They do not get enough

I've been over to the Middle East.

I've seen

7

them build roads and hospitals -- they get no credit --

8

in Iraq and Afghanistan, and schools.

9

military.

10

I just love our

But anyway, I asked these National Guard guys,

11

who I respected, I said, hey, man, what you going to

12

do?

13

being drowned, and what's the Government doing?

14

these guys said, no, that's not true.

15

you mean?

16

know, nobody's perfect, but, man, I learned something

17

that day that changed my life.

These people are dying, you know?

18

Like, they're
And

I said, what do

Now, there was, of course, problems, you

They said, we would go to houses and apartment

19

buildings in helicopters and boats and say, listen, the

20

levee broke, you are going to die in two hours.

21

They're on the roof.

22

boats.

23

pets.

24

animals.

25

Fluffy.

Get in the helicopter, get in the

And guess who wouldn't get in?

People with

The National Guard in Haiti said, we can't take
We just can't.

And they go, I'm not leaving
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AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Right.
And they go, you're going to die.

3

And I'm going, wait a minute, these people actually

4

died for their little poodle or Toodle or whatever they

5

got?

6

start renting to pet owners.

7

make sure the pet doesn't do damage, get a reference on

8

them so they don't bring all the pets, and I am going

9

to charge pet rent, and I am going to charge a pet

10

deposit, and they're never going to leave, because

11

they're the most loyal people in the world, because

12

most people won't rent to pets.

13

pets, good pets.

14

month, and if there's damage, we pay for them, and we

15

make them get pet insurance.

And I'm going, wait a minute.

16
17

AUDIENCE:

We make a fortune on

And so you can't say that somebody

can't rent if they have a particular breed of dog or -AUDIENCE:

19

MR. SHEMIN:

Don't they have to -Again, I could spend two hours on

this.

21

AUDIENCE:

22

MR. SHEMIN:

23

I'm going to screen them,

We screen them, and we check every

18

20

I am going to

Yeah.
I don't want to.

I can tell you

what our -- again, what do we focus on?

24

AUDIENCE:

25

MR. SHEMIN:

The deals.
The deals.

Now, we're not going
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7/20/2019

to focus on a big law on pets.

2

AUDIENCE:

3

MR. SHEMIN:

Yeah.
Now, if you would like me to, I

4

could spend 30 minutes and tell you what our lawyer

5

said and what the Property Management Apartment

6

Association says about pets.

7

I don't put no pets.

8

animals, you have to let them in.

9

tell me no pet (inaudible), and I don't want to spend

Why?

When I think about pets,

Because if they're service
But my (inaudible)

10

more time on this, and I will rent to pets.

11

have to, but if you put no pets, you might be violating

12

fair housing.

13

ours.

14

You don't

Please check with your own attorneys or

AUDIENCE:

Okay.

So my question was can you

15

not -- can you not put other restrictions, if you

16

want --

17

MR. SHEMIN:

18

AUDIENCE:

19

Give me an example.

Smoking.

If you don't want a

smoker --

20

MR. SHEMIN:

I am going to call in an expert on

21

that.

22

disability.

23

that's discrimination against a disability.

24

to rent a place.

I'm going to share it with my

25

property manager.

He goes to the fair housing

Who do I call?

I know that alcoholism is now a

So if I say no drinking or no alcoholics,
My job is
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seminars.

2

check with any expert.

Laws change.

3

AUDIENCE:

4

MR. SHEMIN:

7/20/2019

I'll check with my attorney,
Check with who?

An expert.
I don't want to give you the

5

answer to that because maybe the law changed last

6

month.

How's that?

7

How many rental properties do you have?

8

AUDIENCE:

9

Just one, but it's right next-door

to my house.

10

MR. SHEMIN:

11

AUDIENCE:

12

MR. SHEMIN:

Is it on your property?

Yes.
Now, this is horrible.

Please

13

speak with an attorney.

14

the KKK law.

15

three units on your own property, you can discriminate.

16

Did you know that?

This is disgusting.

I call it

If your rental property is less than

17

AUDIENCE:

18

MR. SHEMIN:

You can?
Now, I don't want to go there,

19

because I've looked at some of the books, and they

20

read -- again, I'm not an attorney.

21

attorney.

22

change.

23

Check with experts.

Laws change.

I'm not an

Laws change.

Laws

Got it?

There was an exception, if there's less than

24

three units, you can discriminate against who you want,

25

but I don't agree with it.

I don't believe it.

I
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1

think maybe (inaudible) relegislated it.

2

again, what do you want me to talk about the last five

3

minutes, smokers?

4

manager or an attorney.

5

money.

6

it's what we can't do.

So please check with a property
Let's show folks how to make

Every minute we talk about smokers and pets,

7

AUDIENCE:

8

MR. SHEMIN:

9

I don't --

properties.

You can't talk (inaudible).
Let's get you 20 rental

Let's get you a professional property

10

manager.

11

property manager ensures that they make the mistake --

12

are you involved in -- do you have property management

13

insurance?

Let's get you some wealth.

14

AUDIENCE:

15

MR. SHEMIN:

Got it?

And that

Yes.
You do?

If you're renting or

16

managing property, you've got property management

17

insurance.

18

there's a lawsuit, you're paying.

19

property manager.

20

them and ask about the smokers and pets.

21

I R E M.org.

22

Real Estate Management --

23

AUDIENCE:

24

MR. SHEMIN:

25

AUDIENCE:

I've never heard of it.

I use a professional

Write this down.

I R E M.org.

So God forbid

I R E M.org.

Call

I R E M.org.

That's the Institute of

I R E -I R E M --

-- M.
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MR. SHEMIN:

-- I R E M.org.

I R E M.org.

2

Institute of Real Estate Management.org.

3

Ph.D. of property managers.

4

AUDIENCE:

5

MR. SHEMIN:

7/20/2019

That is the

The what?

Ph.D.
They're in every major city.

6

like the Phi Beta Kappa thing.

7

rental law, the smoker law, this law.

8

best property managers.

9

they're the best, that's a good place to start.

It's

They keep up with the
They are the

That's not -- just because
I use

10

I R E M.org property managers.

11

They keep up with all the stuff, but what's my job and

12

your job?

13

AUDIENCE:

14

MR. SHEMIN:

15

They have insurance.

Invest.
Do deals.

Make money.

What's our

job?

16

AUDIENCE:

17

MR. SHEMIN:

Do deals.

Make money.

No, it's not.

18

and legalities, which I love.

19

is it going to make me money?

20

AUDIENCE:

No.

21

AUDIENCE:

No.

22

MR. SHEMIN:

No.

It's about smokers

I love this stuff, but

Let's get you 20 rental

23

properties and the best management company and then

24

they'll answer those questions, or call our lawyer.

25

use west law eviction attorney in the United States.

We
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He's a genius on this, keeps up, whatever.

2

experts.

AUDIENCE:

4

MR. SHEMIN:

Experts.
So that I -- there's some things

5

that I know that I don't know.

6

we're almost down to deal time.

7

AUDIENCE:

8

MR. SHEMIN:
on that.

I use

Who do I use?

3

9

7/20/2019

So that was -- now

(Inaudible).
Well, we just burned up 15 minutes

What's your focus?

10

AUDIENCE:

11

MR. SHEMIN:

(Inaudible).
And I'm telling you, five minutes

12

is a long time.

13

by quickly.

14

stuff.

15

economics.

But I just want to show you-all what just

16

happened.

It's cool, I love it, but every minute we're

17

doing that, guess what we can't do?

18

Ten minutes is a long time.

I was making a point here.

I love legalities.

Time goes

I love this

I love court cases.

I love

Our good metrics have to keep me focused, and

19

how many times have I mentioned, every minute we're on

20

exceptions, minutia, technicalities, guess what you

21

can't make?

22

shorter than you think.

23

gone by.

24

have gone by.

25

Every minute counts, folks.

Life's a lot

A day and a half has already

A week's gone by.

For some of you, years

Please don't put stuff off.

Let's do some deals.

Ready?
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AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Yes.
Okay.

So let me finish up with

3

this deal.

Please write your questions down.

4

take them.

Those are nice questions.

5

just went a little bit on property management.

6

you-all learn some stuff?

7

AUDIENCE:

8

MR. SHEMIN:

9

Here we go.

We

Did

Yeah.
Yeah?

Don't be (inaudible).

10

We'll

So here we go.

Screen over the phone.

Safety's a big deal.
So this property's worth a lot

11

more.

12

the tenants.

13

doesn't mean anything.

14

before we buy to interview the tenants.

Flat roof's okay.

Parking's okay.

We interview

Just because there are tenants there

15

AUDIENCE:

16

MR. SHEMIN:

We sent our property manager by
What do we do?

Interview the tenants.
I used to do it myself.

Here's

17

the script.

18

hey, I represent CrestCore Property Management, and

19

we're thinking about taking over this property.

20

it going?

21

truth.

22

shot yesterday.

23

to buy that one.

They go bang on the door, and they say,

How do you like it?

How's

They will tell you the

There's four drug dealers next-door.
I hate this place.

I got

Now you don't want

Got it?

24

AUDIENCE:

25

MR. SHEMIN:

Um-hum.
Interview the tenants.
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Number two.

We love it.

It's great.

2

quiet.

3

Listen, the first thing you do is give.

4

first thing we do?

It's peaceful.

5

AUDIENCE:

6

MR. SHEMIN:

7/20/2019

They know the rent's too low.
What's the

Give.
Give.

Get out of your head into

7

theirs.

8

it?

9

Is there anything you need for your apartment?

10
11

It's

The first question to ask is, how do you like

What do you think?

Is there anything you need?

what all the tenants say?

Guess

Something.

Well, the carpet's (inaudible), my doorknob

12

sticks, my toilet's not fixed.

13

there's a chance that we take this place over and be

14

glad to get you that new carpet, fix that toilet.

15

got to check with the owners and stuff, right?

16

don't promise anything.

17

you fill out a new application and a new lease?

18

guess what most of our tenants say?

19

AUDIENCE:

20

MR. SHEMIN:

Great.

So, listen,

I

We

In exchange for that, would
And

Yes.
Stop looking up.

Yes.

Who here's

21

comped over 800 tenants?

Guess what 99 percent of our

22

tenants say (inaudible)?

Yes.

23

What do I deal in?

24

AUDIENCE:

25

MR. SHEMIN:

I deal in reality.

Reality.
The first reaction that they took
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1

no, we stopped that.

2

good quality in certain jobs, like if you're a TSA

3

terrorist inspector, a nuclear power regulatory safety,

4

but as a entrepreneur, you have got to be smart, you

5

have got to be good, you have got to have critical

6

thinking, right?

7

be what?

Now, being negative is a very

But you got to be open.

8

AUDIENCE:

9

MR. SHEMIN:

You got to

Open.
Open.

I personally used to do all

10

this myself.

11

properties for five years myself with my team, so I'm

12

kind of an expert in this.

13

management of lots of apartment buildings and units,

14

and 95, 99 percent of tenants say absolutely if you

15

offer them what?

Something in exchange.

16

exchange theory.

What's it called?

I managed over 780 scattered site

17

AUDIENCE:

18

MR. SHEMIN:

19

So here we go.

I'm now overseeing the

It's called

Exchange theory.
Exchange theory.
They say, sure.

So we have

20

them fill out a new application, and we just rescreen

21

them, and some of the tenants get what we do after we

22

rescreen them?

23

out, and we pay them to leave, cash for keys, or we get

24

them to leave.

25

so you can evict them in a month.

I don't think this is going to work

Most tenants are on a month to month,
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You can do a seven-day emergency eviction in

2

many cities and states.

3

that.

4

eviction?

5

and state, not all but most.

6

7/20/2019

Do you know that?
We have.

Most landladies don't know
Who's ever done a seven-day

I'll bet one in almost every city

Now, I'll never rent in Manhattan, in the

7

rent-controlled areas, Santa Monica, Portland, Seattle,

8

or some parts of San Francisco.

9

anti-landlord, and you have a choice to do business.

10

Why?

They're heavily

You have a what?

11

AUDIENCE:

12

MR. SHEMIN:

A choice.
There's not a rent in Manhattan

13

without a rent control.

14

know your local micro markets, got to know your rules.

15

So a lot of states are very landlord friendly, like

16

North Carolina, Tennessee, Kentucky, Arkansas.

17

done some stuff (inaudible) I can't remember, but my

18

property manager will know.

19

tenants.

20

time, but it works most of the time.

21

Got it?

How (inaudible)?

So you have got to

I've

So we re-interview the
It doesn't work all the
Fair?

Now, these tenants were great.

Got it.

We said,

22

listen, the rents are 950.

23

nice people.

24

them to 750 and did some repairs.

25

graduated rent increase, because they had been there,

They know.

How many are nice people?

So we are very
So we raised

We do the charm,
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1

like, ten years.

2

out on the streets.

So we are not going to throw people

3

AUDIENCE:

4

MR. SHEMIN:

We're nice.

We're what?

Nice.
So 750 times two is 1,500.

5

here's the question.

6

We have got a real buyer at 92.

7

Remember test ads?

8

AUDIENCE:

9

MR. SHEMIN:

Now,

The property is worth 90 to 95.
Remember test ads?

Um-hum.
We have renters lined up should

10

these renters leave.

11

It's worth 92.

12

little bit of closing costs.

13

We're getting a rent increase.

14

7/20/2019

What's the risk?

Title's good.

We're getting it for 40,000 plus a
There's no repairs.

Here's the question you've got to ask on this

15

deal -- and we're almost done -- can anyone in this

16

room give me any reason not to buy?

17

question I asked?

18

See, every deal has a risk for doing it and a risk for

19

not doing it.

20

Did you hear the

Not why would I, why wouldn't I?

The real risk is not changing, not doing a

21

deal, not making 20 grand, not getting five apartment

22

rentals, not getting the tax write-off.

23

real risk.

That's the

Did you hear what I just said?

24

AUDIENCE:

25

MR. SHEMIN:

Yeah.
Every week you don't do a deal for
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1

your family, your church, yourself, wherever you

2

travel, that's the real risk.

3

Urgency.

4

with urgency.

5

Work with urgency.

Every minute counts.
Whatever you do, live

Two days ago, it was the three-day -- year

6

anniversary of my mom passing away.

7

than you think, folks.

8

One of our best friends died of an aneurysm at 62 years

9

old.

This morning, my sister called.

A good friend of ours (inaudible).

10

this better than me.

11

Love with urgency.

12

urgency.

13

than anybody, right?

14

Life's shorter

You-all know

Life's shorter than you think.

Live with urgency.

Work with urgency.

Have fun with

Bryce knows that better

I don't care what you do, where you do it, who

15

you do it with.

16

the question.

17

logical reason why not to close on this property?

Please don't put stuff off.

So here's

Can anyone in this room think of any

18

AUDIENCE:

19

MR. SHEMIN:

(Inaudible).
Other than numbers?

20

been triple, quadruple verified.

21

another city.

22

reason not to close on this?

23

is good stuff.

Last call.

24

AUDIENCE:

25

MR. SHEMIN:

They have

Anybody?

It's in

Can anyone give me any
Just (inaudible).

This

(Inaudible).
Huh?
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AUDIENCE:

2

MR. SHEMIN:

3

quadruple verified.

4

costs.

5

weeks, what can you do?

7/20/2019

(Inaudible).
The numbers are the numbers.

I'm getting it for 42 with closing

It's worth 92.

6

AUDIENCE:

7

MR. SHEMIN:

We

If you don't like it in three

Sell it.
Sell it.

Once you close on it or

8

get it under contract, how about you wholesale it?

9

Could you rewholesale it?

10

AUDIENCE:

11

MR. SHEMIN:

Yep.
Yes.

Make 10, 12 grand, because

12

you buy, not even fix it, there's nothing to fix, and

13

sell for 92,000 in three weeks?

14

it and make -- let's see, let's run the numbers,

15

$1,500, minus 440 for principal, interest, taxes -- you

16

have got to go over your local numbers -- even with a

17

30 percent (inaudible) error rate, you are still going

18

to net out about $700 on this tax-free for the rest of

19

your life and your grandkids' life if it works out

20

well.

21

up how much the minute you close on this?

Got it?

Yes.

Could you rent

And it's way -- and your net worth goes

22

AUDIENCE:

23

MR. SHEMIN:

92,000.

24

grand.

25

I was working hard.

Forty-some thousand bucks, 50

I used to work a year for 50 grand, and I mean
How long does it take you to make
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1

50 grand?

You don't have to answer this.

2

about it.

A week?

3

in this deal, with my assistant who works for me, guess

4

how many hours I got in this deal?

A month?

5

AUDIENCE:

6

MR. SHEMIN:

Just with the hours I got

Two.
Huh?

Ah, I'll go with three.

7

going to go very conservative.

8

but I'll do three.

9

AUDIENCE:

10

Just think

I'm

I think it's the 1 1/2,

Fair?
Fair.

MR. SHEMIN:

Have I ever been in this property?

11

Nope.

12

(phonetic) -- and this is real estate, not about me or

13

my family -- his -- you can look him up, Big Town Cafe

14

Theater in St. Louis.

15

old, you're going to learn from William.

16

16 1/2, 16, I ran away and lived with William.

17

homeless but lived in my van for a bit, my (inaudible).

18

Anyway, we're very close.

19

What's interesting is my cousin, William Roth

He's an amazing guy.

If you're

When I was
I was

When William was 17, he ran away, and he joined

20

the Grateful Dead.

21

Grateful Dead for three years, and guess what my mom

22

and my dad and his mom said and everybody said about

23

crazy William?

24

to Grateful Dead music, doing nothing.

25

him.

He toured and chased around the

What a loser, smoking dope, listening
They railed on

How many of you-all think that's pretty crazy, to
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1

follow a van around and just party for three years?

2

college, no university.

3

agree, but I would never say it.

4

It's pretty -- not good.

No

I

So after the second year, William became

5

friendly with the Grateful Dead and got the exclusive

6

rights to all their merchandising at 18, 19.

7

AUDIENCE:

8

MR. SHEMIN:

9

(Inaudible).
William was making a half million

to $3 million a year in cash -- I'm sure he reported

10

all of it -- until he was 27, and then he got tired of

11

chasing around the Grateful Dead, and he sold his

12

rights to the merchandising for a lot of money.

13

And then crazy cousin William went to St. Louis

14

and announced that he was going to be an actor, and

15

guess what my mom and my dad and my aunt said to

16

William?

17

There's no theater in St. Louis.

18

Get a real job.

19

are you doing, you crazy hippie dude?

20

That's the stupidest thing I ever heard of.
You're not an actor.

Go get some health insurance.

What

And William went around and there's no theater,

21

and so he said I'm going to buy a building and I'll

22

have my own theater.

23

him?

24

AUDIENCE:

25

MR. SHEMIN:

And guess what everybody told

That's crazy.
You're nuts.

And I'll never
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1

forget, he was showing my dad, who was a pretty smart

2

businessman, he bought this building in midtown St.

3

Louis, a piece of junk.

4

it, no roof, no walls.

5

dad said, William, you are going to lose hundreds of

6

thousands of dollars.

7

Look at that horrible building, an ocean of garbage.

8

William said, well, I got a bid to fix it for 180

9

grand.

So 80 plus 180 is 260.

10

grand.

My dad said no one's going to buy a piece of

11

junk building.

12

It looked like they had bombed
He got it for 80 grand, and my

That's the stupidest thing ever.

It's worth about 600

Midtown St. Louis is dead.

William bought the building, borrowed money

13

even though he had it, and he built the theater so that

14

he could do his own plays in and built the Midtown

15

Grill.

16

in midtown St. Louis.

17

bar's making money.

18

William's making what?

Within 30 days, it was the hottest (inaudible)
(Inaudible) making money.

The theater's packed.

The

And

19

AUDIENCE:

20

MR. SHEMIN:

21

One year ago, William put on Facebook, "Just

22

Money.

sold my building, $12 million."

23

AUDIENCE:

24

MR. SHEMIN:

25

Money.

Ha-ha-ha.
And guess what we told him every

year for everything he ever did?
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AUDIENCE:

2

MR. SHEMIN:

You're crazy.
You're dumb.

The building's about

3

six blocks from here.

4

cousin, but I didn't know about the duplex.

5

to property.

6

manager's job.

7

let's finish this deal.

8
9

So I did have dinner with my

It makes me nervous.

I've seen pictures and videos.

42 grand to close on it.

from for those who want to rent it?

11

hold and rent it.

12

do.

13

cash.

You need

I don't want to

I don't want to hold and rent it.

Where is the money coming from?

I

Maybe you got

Maybe you got a bank loan.

14

AUDIENCE:

15

MR. SHEMIN:

16

like that.

17

what?

(Inaudible).
Which investors?

You got to be specific.

Where?

Who?

I

You got to be

Specific.
AUDIENCE:

(Inaudible) raise the money

(inaudible).

20

MR. SHEMIN:

21

AUDIENCE:

22

MR. SHEMIN:

One of those what?

One of those (inaudible) -Well, let's talk about it right

23

now.

24

I was trained to use money partners.

25

So

Where is the money coming

10

19

I don't go

That's the

Now, where's the money coming from?

18

7/20/2019

I like that question.

AUDIENCE:

So, here we go real quick.
To use who?

Money (inaudible).
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MR. SHEMIN:

Money partners.

7/20/2019

So I had my

2

assistant make a better worksheet with a better picture

3

and better numbers, although this one worked, and the

4

next day after this deal was going down, I was going to

5

the dentist.

6

Dentists are infamous, like a lot of doctors, some of

7

them make money, some don't, but they are bad

8

investors.

9

Would you agree?

AUDIENCE:

10
11

How many of you like your dentist?

(Laughter).

MR. SHEMIN:
So ask.

They just don't make much money.

What do you do?

12

AUDIENCE:

13

MR. SHEMIN:

Ask.
My dentist is Dr. Steven Roth.

14

went to the dentist the next day and talked to

15

everybody.

I

Talked to who?

16

AUDIENCE:

17

MR. SHEMIN:

Everybody.
I went to Dr. Roth, had a dental

18

appointment.

19

never did a deal with him.

20

how's the dental practice going?

21

doing great.

22

What do you, you know, like to invest in?

23

know, funny you should ask, Robert.

24

I met with my accountant, went over all my money, and

25

it's horrible.

He's a great guy, a little friendly,
I said, hey, Dr. Roth,
He goes, great, Dan,

I said, you know, what do you invest in?
He goes, you

About a month ago,

I had it in the stock market, only
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1

made, like, 6 percent, like most of you, and I'm paying

2

a lot in taxes.

3

Man, he goes, I hate paying taxes.

I said, you know, Dr. Roth -- the first rule of

4

negotiating, never ask for money.

5

opinion.

What's the first rule in raising money?

6

AUDIENCE:

7

MR. SHEMIN:

8
9
10

Ask for their

Never ask for money.
Never ask for money.

Ask for

their -AUDIENCE:

-- opinion.

MR. SHEMIN:

When someone asks you for money,

11

how many of you-all have been approached with, hey,

12

man, I have a great deal.

13

money in.

14

together, put some cash in.

15

you're thinking?

Can't lose.

Guaranteed.

16

AUDIENCE:

Ah, no.

17

AUDIENCE:

Uh-oh.

18

MR. SHEMIN:

19

out of here.

You're my buddy.

20

Now, be honest.

21

talked about integrity.

22

smart doctor guy.

23

I'd like your?

Let's go in

What's the first thing

Warning.

Where's he at?

Put some

Danger.

Get this friend

Run.

Always be honest.

We've

Hey, Dr. Roth, you're a pretty

I just found this deal in St. Louis.

24

AUDIENCE:

25

MR. SHEMIN:

Opinion.
Successful people make decisions
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1

quickly.

2

phone (inaudible).

3

got three to five comps verified.

4

buyer.

5

three people that -- Joe's going in with his video,

6

Terri's manager went in, and my manager went with the

7

video, triple verified.

I said, Dr. Roth, let me pull it up on my
Here it is.

Remember test ads?

8

AUDIENCE:

9

MR. SHEMIN:

It's worth 92.

We've

We've got a real

Repairs are zero.

I have

Got it?

Yeah.
No repairs.

The rent's now 525,

10

but we're going to raise it up to, you know, 750 in a

11

couple weeks here.

12

I don't know, check with your accountant, but you may

13

be able to get some of that depreciation.

14

your accountant about the (inaudible).

15

Dr. Roth said (inaudible)?

We think so, blah-blah-blah.

16

AUDIENCE:

17

MR. SHEMIN:

And,

Check with

And guess what

(Inaudible).
I want this deal.

I want to buy

18

it.

19

going to do that, of course, but you talk to enough

20

people, what will happen?

21

questions.

I need write-offs.

He went crazy.

Something.

I knew he was

I just asked

I just what?

22

AUDIENCE:

23

MR. SHEMIN:

24

decisions?

25

last investments?

Asked questions.
Yeah.

And I said, who makes

I'm looking for patterns.

Who made the

He goes, me and my accountant, me
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1

and my wife, me and my uncle, me and my rabbi, me and

2

my (inaudible) master.

3

what?

4

AUDIENCE:

5

MR. SHEMIN:

Look for patterns.

Look for

Patterns.
Follow the pattern.

He says, my

6

accountant and I make all the decisions.

7

let's get your accountant on a three-way call tomorrow

8

at 10:00 or 1:00 or whatever and see what your

9

accountant says.

I said, well,

The accountant asked a lot of dumb

10

questions, because he didn't understand real estate,

11

but he did understand write-offs, depreciation, and

12

Dr. Roth went to Bank of America -- I'm a private

13

banker at Bank of America, and Dr. Roth's in private

14

banking at Bank of America.

15

He's very successful.

How long did it take him to get a loan?

They

16

always have his folder and they have his -- they have

17

already done a credit check on him.

18

returns, because they do a lot of business with him.

19

AUDIENCE:

Ten minutes.

20

AUDIENCE:

Four minutes.

21

MR. SHEMIN:

22

AUDIENCE:

23

MR. SHEMIN:

They have his tax

Probably a half hour or an hour.

A little longer.
Long distance.

Now, do you think

24

I could get a 40 -- $40,000 loan from Bank of America?

25

My credit score's 820 as of last week.
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AUDIENCE:

2

MR. SHEMIN:

3

AUDIENCE:

4

MR. SHEMIN:

7/20/2019

Yeah.
Really?

I don't think so.

Well, it depends on your credit.
No, I just told you my credit's

5

820.

6

Probably not.

7

mortgage underwriter's head.

8

knows me.

9

to be in private banking, what all those requirements

10
11

My credit's perfect.

Can I get a $42,000 loan?

See, you're in your head.

Get in a

You know, private banking

I'm in private banking.

They'd love to me

are.
Anyway, well, my tax return is 1400 pages long.

12

Any real estate investor who has a lot of real estate

13

probably legally pays very little in taxes, and most

14

common people who don't understand that would never

15

understand that, correct, because of depreciation,

16

write-offs, 1031 exchanges.

17

that, right?

18

AUDIENCE:

19

MR. SHEMIN:

We already talked about

Um-hum.
So get it out of your head.

20

There's an underwriter at Bank of America that, as

21

Dr. Roth dug into, which is two pages along, his tax

22

return is eight pages, because he has a big salary from

23

his office and that's it and some stocks, or I go in

24

with a wheelbarrow, with a 1400-page tax return that

25

nobody understands -- correct? -- and 800-plus leases.
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They have to verify the leasing.

2

closing?

3

7/20/2019

Whose loan's never

Because 1 percent or two points -- a point is 1

4

percent, write that down -- to close the $42,000 loan,

5

that's $800.

6

that point, Dr. Roth, the homeowner, the person who

7

works for a company, and then here's Robert Shemin's

8

file.

9

That mortgage underwriter has 20 loans at

The real world, folks.
AUDIENCE:

10

Yep.

MR. SHEMIN:

A lot of banks won't even close a

11

loan under 50 grand.

12

Now, that's discriminatory in my eyes, but they won't

13

do it.

14

for him.

15

like this thick.

16

something?

17

you're dealing with's head.

18

It's not worth their trouble.

For Dr. Roth, they have already closed loans
They already have all his paperwork, it's
Got it?

Did you all just learn

Get out of your head and into the person

I don't go to banks.

They say they're going to

19

close.

20

a lot of work.

21

very complicated.

22

estate, it was very simple.

23

you-all just learned something?

24

of leases, they don't like it.

25

They never do unless it's a huge loan, and it's
Why?

Because my financial situation is

Now, the first year I was in real
They said no.

How many of

When you've got a lot

Dr. Roth got a 30-year loan at 4.33 percent.
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1

It's recorded against the property, the title or

2

agreement.

3

percent of the LLC.

4

if we sell or rent, which we do, we rent it.

5

20 percent of the net profit after he paid his loan

6

off, but he gets 50 percent of the tax write-offs.

7

What was his main motivation?

I own 80 percent of the property, 80

8

AUDIENCE:

9

MR. SHEMIN:

I get 80 percent of the net profit
He gets

Tax write-off.
So he can distribute in some

10

cases -- check with your accountants, lawyers, they get

11

it, I didn't -- tax write-offs.

12

deals that way.

13

Zero.

14

private banking.

15

they like you.

16

we make four, five, six, eight hundred dollars net and

17

tax-free a month on that little dinky duplex?

We have done seven

How much of my money is in the deal?

He got a 100 percent loan because he's in
Banks can do whatever they want if

And what's my return on investment when

18

AUDIENCE:

19

MR. SHEMIN:

20

What's Dr. Roth's return, because he's got no

21

(Inaudible).
Infinity.

money, he used the bank's money?

22

AUDIENCE:

23

MR. SHEMIN:

The same.
The same.

24

getting those returns?

25

showed you?

How many would like

Any questions on this deal we

We found it, real estate group, wholesale.
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1

It's a triple wholesale deal, a rental deal, and we

2

talked about rental stuff.

3

stuff from this deal?

4

AUDIENCE:

Um-hum.

5

AUDIENCE:

Yeah.

6

MR. SHEMIN:

Great.

7

we're open for questions.

8

good.

9

you feel?

Always feel good.

10

AUDIENCE:

11

MR. SHEMIN:

12

seminar.

AUDIENCE:

14

know (inaudible).

Any questions on it?

Love those questions.
It's a choice.

Now
Feel

How should

Good.
Good.

Any questions?

13

Did you-all learn some

This is a real estate

Yes?

I don't have any questions, but I

15

MR. SHEMIN:

16

AUDIENCE:

17

MR. SHEMIN:

18

AUDIENCE:

19

MR. SHEMIN:

20

AUDIENCE:

21

MR. SHEMIN:

(Inaudible)?

No.
Go ahead.

It is blinding.

(Inaudible).
Right.

(Inaudible).
On this one, our plan A was to

22

rent.

Plan B was to sell for $90,000 when we get tired

23

of it.

Plan C is to wholesale it in two weeks and make

24

15 grand doing nothing.

25

deals.

We're (inaudible) in our

Does that answer that one?

Everybody's
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different.

2

B, and C.

3

Every deal's different.

7/20/2019

That's my plan A,

My initial goal was to rent, so that's plan A.

4

Market starts changing, if I don't like St. Louis, I

5

get tired or something happens, I just sell, plan B.

6

Plan C, if you don't want to do this deal, just

7

wholesale it and make 15 grand, but you got to get the

8

deal.

9

contract you have nothing.

You got to get it under contract

10

your question?

11

Great.

12
13

Great point.

Any other questions?

without a
Did I answer

Yes, thank you.

I like the (inaudible).
AUDIENCE:

Is this information available for

14

the people who was asked to go out and get their

15

license -- real estate --

16
17

MR. SHEMIN:

No.

A real estate license has

nothing to do with investing.

18

AUDIENCE:

19

MR. SHEMIN:

Okay.
They don't teach wholesaling.

20

Anybody here with a real estate license?

21

learn from the real estate course?

22

AUDIENCE:

23

MR. SHEMIN:

24

AUDIENCE:

25

MR. SHEMIN:

What did you

(Inaudible).
Say it again.

(Inaudible).
Did they teach you investing?
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1

AUDIENCE:

2

MR. SHEMIN:

7/20/2019

No.
Did they teach wholesaling?

3

they teach finding deals?

4

Remember yesterday, that's completely not doing

5

investing.

6

business.

That's retail rules.

Being a realtor is a completely different
Does that kind of answer your question?

7

AUDIENCE:

8

MR. SHEMIN:

9

Did

real fast.

Yes.

(Inaudible).

Great.

So let's do one more deal

We're going to do some buy, fix, and sell

10

super fast.

11

little machine set up in Miami.

Is there any personal deals?

12

AUDIENCE:

13

MR. SHEMIN:

So we have a

Got it?

Um-hum.
We buy, fix, and sell.

Now, my

14

wholesale -- I told you I had a wholesaler (inaudible).

15

We send out some weeks between 200 and 1000 postcards.

16

I told you that yesterday.

17

Number two, we look at YellowLetter or GreenLetter.com.

18

They send out postcards, like to make a cash offer on

19

your property to out-of-state owners, eviction

20

properties, divorce properties.

21

(inaudible) list, and we get anywhere from a zero to 5

22

percent response rate, depending on the week and the

23

mail.

24
25

We go to List.com, L I S T.

All you need is one deal.
So we start out at $800.

deals.

They get properties

This is one of those

Let me go through it very quick.

I just spent
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7/20/2019

1

two days on it.

2

show you the five, six, and seven.

3

one-sheet.

4

me because I used to do all my buy, fix, and sells

5

myself, run around, check on the contractors.

6

like it.

7

I want to spend five minutes just to
This is a nice

Michael Marginara (phonetic) did this for

I don't

I'm not good at it.

Remember time management?

I get stressed out

8

with repairs.

I have dyslexia, a little excuse there,

9

but whatever.

And so I found Michael Marginara.

He

10

went to University of Florida.

11

management construction.

12

that was abusing him -- was paying him, like, 40 grand

13

a year, and he was in charge of building, like, 200

14

houses.

15

He majored in project

He worked for a big builder

He's a genius.
And I went and met him once, talked to

16

everybody, and Mike said, what do you do?

17

man, I want to do that.

18

come work for me, and you can be your own boss.

19

a wife and kid -- two kids now, excuse me -- and he

20

said, listen, I'm young, I'm hungry, I'll work hard.

21

He said,

I said, Michael, why don't you
He has

I said, listen, we make on average between 20

22

and 80 thousand dollars per rehab, and I'll give you 6

23

percent of the net profit if you do everything.

24

what?

25

AUDIENCE:

If you

Do everything.
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MR. SHEMIN:

7/20/2019

Manage the contractor, use our

2

system.

3

construction system, I'll teach you tomorrow, and he

4

said, well, if I do three of those, 6 percent of 40

5

grand is 2400, that's six grand a week, six grand a

6

month.

7

I spent two, three hours to teach him our

That's like doubling my salary.
Now I said, Mike, well, if you're behind

8

schedule or you don't follow the system, you don't make

9

6 percent.

10

You make 4 or 2 or zero.

When I make

money --

11

AUDIENCE:

12

MR. SHEMIN:

13

Michael signed on part-time to start to test --

You make money.
-- you make money.

14

always test -- he was awesome.

15

make sure the contractors were doing it.

16

system called Podio, which will change your life.

17

use this for all of our businesses -- bad marker, let

18

me get a better one -- P O D I O, Podio.

19

O.com.

20

He would run around,
Now we use a
We

P O D I

Podio, P O D I O.com.
Anybody here know what Podio is?

Anybody ever

21

hear of Base Camp?

22

site, Base Camp, like climbing a mountain.

23

is Trello, Jello with a T R, T R E L L O.

These are

24

free project management sites, I believe.

Things

25

change.

That's another project management
Another one

Trello.
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I like Podio.

7/20/2019

It has calendars, pictures, all

2

of our deals, tells what the contractor has to do, has

3

dates, when they're out of time or behind.

4

Everything's in one place.

5

emails, no more yellow stick-ums, no more folders.

6

I can show my hard money lender the deal, and I can

7

block, if I don't want him to see everything, like what

8

we're making.

9

my lawyer, my title lawyer, my tenant, my lease,

Think about it.

No more
So

I can show the contractor, my partner,

10

Michael, everybody, but you can block it if you don't

11

want them to see certain things, so everything's in one

12

place.

13

How many years you been in real estate?

14

AUDIENCE:

15

MR. SHEMIN:

Ten.
What would that one idea save you,

16

instead of using folders and emails and stick-ums?

17

now your whole team can look at it whenever you want,

18

great for project management.

19

AUDIENCE:

20

MR. SHEMIN:

21

So

For what?

Project management.
How many of you-all like that

idea?

22

AUDIENCE:

23

MR. SHEMIN:

Yep.
When I found that seven years ago,

24

I freaked out.

25

Everything's in one place.

That saves us so much time.
Got it?
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AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Uh-huh.
No one ever told me about all the

3

organization, a lot of paperwork, closing documents,

4

repairs, contractor bids, checks.

5

place.

6

will save you years, hours, right?

7

use, real easy.

Everything's in one

That's exciting, pretty neat, I think.

8

AUDIENCE:

9

MR. SHEMIN:

That

It's really easy to

And these are all free?
As far as I know, they are free.

10

How many of you-all like free?

11

upgrade to the premium thing for five bucks, but,

12

literally, they use it for free.

13

All right.

Now, they may try to

Got it?

So this is (inaudible),

14

single-family home, project plan A, buy, fix, and sell.

15

How many of you-all want to buy, fix, and sell?

16

we work on smaller margins in Miami because we can.

17

every micro market's different.

We know our numbers to

18

the penny, and we run test ads.

We haven't sold before

19

we close.

20

months we do three to five.

21

We do this in three to six weeks.

Now,
So

Some

Run the numbers.

We bought at 170 and we wholesaled it to

22

ourselves.

23

wholesaled it to ourselves.

24

investors, right there, a $10,000 wholesale fee to us.

25

How many of you-all think that's crazy?

Now we're putting things together.

We

We put it to our
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AUDIENCE:

2

MR. SHEMIN:

7/20/2019

I like it.
Well, not really, because who in

3

the room has bills, rent, mortgages, cars, kids, food,

4

horses, dogs?

5

Big construction project managers put a fee in up front

6

for themselves.

7

On big shopping centers and on movies, so we put a

8

little $10,000 fee in there so we could pay the bills

9

while we're rehabbing this house in three to six weeks.

How are you going to pay those bills?

They got to pay their bills, right?

10

How many of you-all think that's pretty cool?

11

got to be enough room in there.

12

I've never seen many other residential people do it.

13

We do it on most deals where we can.

14

got to be enough room.

15

There's

That's very advanced.

Got it?

There's

So we have 10,000 to close it, 2,400 of closing

16

costs, call a title lawyer, call a realtor on the

17

internet, and your closing costs were like 182 --

18

whatever that number is -- and our expenses, most of

19

it's rehab.

20

They loaned us almost all the money, but we needed a

21

bit of a down payment.

22

We got a hard money loan from our lenders.

So we went to another doctor who gave us the

23

down payment of about 15 or 20 grand -- I can't

24

remember -- but we gave them 10 percent.

25

included.

That's all

And our cost, we sold it -- we had it sold
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1

before we closed on it.

2

to sell for 251, and we netted out 33 plus 10,000 on

3

our wholesale fee, something like that.

4

We got the people preapproval

I don't remember each deal.

We do three to

5

five of these a month.

6

used a hard money lender and a money partner, right?

7

And we just talked to a lot of people and asked, what

8

are they making on their money now?

9

making 2 or 3 percent on bonds, and they said that we

There's a picture of it.

We

The doctor's

10

could make 10 percent, but the money turned in six

11

weeks.

12

closed on it in six weeks, did it again and again and

13

again and again.

14

buy, fix, and sell, and our best contractor and the

15

best realtor, we get referrals.

We borrowed it, closed the loan, fixed it,

Got it?

16

AUDIENCE:

17

MR. SHEMIN:

Wash, rinse, repeat.

That's

We get what?

Referrals.
From the Association of Home

18

Builders, from other wholesalers, and we do the bids

19

week to week.

So the contract says week one, the roof

20

is five grand.

If we do enough to get going on week

21

one, then Michael and the home inspector go out on the

22

project, take pictures and videos, and we don't pay

23

until we've double-inspected the contractor.

24

Say "got it."

25

AUDIENCE:

Got it?

Got it.

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 217

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 219 of 504

218

Rules of Renovation Workshop - Day Two

Zurixx
1

MR. SHEMIN:

7/20/2019

On Friday, the contractor sends a

2

picture and video saying the roof's on, need another

3

three grand for next week.

4

our third-party inspector who's an expert -- who's a

5

what?

6

AUDIENCE:

7

MR. SHEMIN:

Do we pay it?

No.

We send

Expert.
-- who will drive up and say that

8

roof's a piece of art, the lines are great, the nails

9

are perfect, pay them.

Guess what happens every now

10

and then -- not often, but has happened?

11

line's bad, substandard shingle, short nails, no felt

12

paper, stop the job.

13

front, they take that money and fix their other two

14

jobs they haven't fixed or pay off their truck loan.

15

We do it week to week.

16

AUDIENCE:

17

MR. SHEMIN:

No roof.

The

If you give a contractor half up

How do we do it?

Week to week.
Mutually aligned interests.

18

do contracting tomorrow.

19

to you.

20

money, and we give them a little bonus.

21

what?

We'll

I just wanted to introduce it

If they do a great job, you can make a lot of

22

AUDIENCE:

23

MR. SHEMIN:

24

penalize them.

25

Crazy?

We give them a

A bonus.
And if they do a bad job, we

It's all in the contract and on Podio.

Do I go by and look at the job?

Nope, Michael
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does.

2

each week.

3

can you do that from?

7/20/2019

But I see pictures and videos of it on Podio
You got to manage your business.

And where

4

AUDIENCE:

5

MR. SHEMIN:

6

Now, let's do one more bigger deal, and I am

7

Anywhere.

going to go very fast.

8

AUDIENCE:

9

MR. SHEMIN:

10

Anywhere.

Got it?

Is that fair?

Go fast.
If you notice, what's the average

profit on most of these deals?

11

AUDIENCE:

Thirty grand.

12

AUDIENCE:

Thirty thousand.

13

MR. SHEMIN:

14

AUDIENCE:

15

MR. SHEMIN:

What's that?

Thirty thousand.
Thirty thousand.

16

rehab deal.

17

five of those a month some months.

18

That's a little

That's a small rehab deal.

So this is King's Court.

We do three to

Now I'll give you a

19

quick background on this, another way to find deals.

20

Let's review how many ways we've talked about to find

21

deals.

Wholesalers, small banks -- how many like small

22

banks?

Remember that script from yesterday?

23

remember the rent ads?

24

AUDIENCE:

25

MR. SHEMIN:

How many

Yep.
How did Terri find her big
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wholesale deal?

2

Craigslist, but that's another good way.

7/20/2019

And I got a good deal, too.

3

AUDIENCE:

4

MR. SHEMIN:

Not

She called the association.
She called the local real estate

5

investors and had them refer a wholesaler, plus she had

6

Craigslist, MyHouseDeals, Happy Investor, Flip Nerd.

7

Anybody look at those sites?

8

AUDIENCE:

9

MR. SHEMIN:

Yeah.
What did you think?

10

AUDIENCE:

11

MR. SHEMIN:

12

AUDIENCE:

13

MR. SHEMIN:

14

Here's another way to find deals.

They're good.
Good.

Yeah.
Lots of sites out there.

Got it?

I'll give

15

you some more ways before lunch.

16

quick here.

17

King's Court, Memphis, Tennessee.

18

Memphis, grew up in Nashville.

19

duplexes in Memphis and houses, and the best management

20

company referred me to a Memphis real estate investors

21

group, CrestCore.

22

I'm going to go very

All right, number one is this.

This is

I'm originally from

I started buying

They're a big management company.

They're in

23

Memphis.

24

them.

25

managers are great ways to find old landlords' deals,

Dan's the owner.

They're good.

They have thousands of properties.

We've used
Property
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1

find repair people for your rentals and rehabs, and

2

find buyers.

3

Got it?

Call five hard money lenders.

They know deals

4

and buyers and money.

5

You've just got to wait for some deals.

6

happens sometimes?

7

AUDIENCE:

8

MR. SHEMIN:

9

worth to you?

Call five property managers.
Guess why it

(Inaudible).
They have them.

Thirty grand?

What's one deal

Eight hundred a month?

10

Yesterday somebody said 18 grand a month retired, 15

11

grand a month retired, that's going to be a big deal.

12

How many of you all want to do a big deal?

13

Now, the first five years I was in real estate,

14

I would never do a deal over $100,000.

15

called me in Nashville and said this (inaudible) is

16

worth 200, you're at ten comps, ten verifications, ten

17

buyers, and you can buy it for 105, fix it for ten,

18

make 80, guess what I would have said the first five

19

years I was in real estate?

20

AUDIENCE:

21

MR. SHEMIN:

So if somebody

No.
No way.

22

105.

23

getting up right now.

I don't do that.

24

AUDIENCE:

25

MR. SHEMIN:

Over 100 grand.

That's

It's freaking me out here.

I'm

Woo-hoo.
How many of you-all think that's a
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genius decision?

2

stupidest thing you ever heard?

3

Fear-based.

7/20/2019

How many you-all think that's the
Thank you.

I wouldn't (inaudible).

4

Here's another genius decision I made.

5

not do any deal that was six blocks away from Gallatin

6

Pike.

7

somebody called in a deal four or five blocks past

8

Gallatin Pike, guess what I would say?

9

That's four blocks out of my comfort zone there.

So my micro market was right here, and if

Oh, no.

10

don't do that.

11

20 grand or a thousand bucks a month rent.

12

you-all think that's genius?

13

stupidest thing you've ever heard.

14

Fear-based.

15

No.
I

I don't want to make that 80 grand or
How many of

Tell me that's the
Thank you.

I looked back with my accountant, we went

16

through some deals, I hung up on so much money.

17

much money will you hang up on?

18

Let's do a bigger deal.

19

I will

How

Let's start with the

finish, and if you're open, you'll learn.

20

So CrestCore had a subcontractor named

21

(inaudible), to be exact, and he has 20 guys that fix,

22

paint and patch and do carpet, real good contractor guy

23

in Memphis.

24

referred by the manager and did some repairs, did a

25

great job painting, patching, carpet, and we were

And Brian came out to some of my duplexes
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7/20/2019

It's all about

It's all about what?

3

AUDIENCE:

4

MR. SHEMIN:

Relationships.
And one day Brian and I were

5

talking, and Brian got kind of feisty on me.

6

Robert, you know, you're a good guy.

7

you seem like a good guy, I had talked to him on the

8

phone a bunch.

9

that bothers me a little bit?

I said, Brian,

He's, like, can I tell you something
I said, sure, Brian,

10

we're buddies.

11

He said, I'm tired of you investors.

12

He said,

How can I help you?

He goes, I'm not a dummy.

Just let it roll.
I went, what?

I'm driving around

13

in the 90-degree heat, painting and patching and doing

14

the roofs with my guys, and, you know, I make 15 to 20

15

percent net, which most contractors and builders make

16

if they're good.

Got it?

17

AUDIENCE:

18

MR. SHEMIN:

19

about 20 percent.

20

some make less.

21

Um-hum.
That's important to understand,

That's it.

Some make a little more,

He said, I see you guys (inaudible).

Sometimes

22

you come to the airport, rent an air conditioned

23

Cadillac, a pickup truck, drive in (inaudible) for ten

24

minutes, wave.

25

of doing all the work and not getting any of the money.

I know what you're making.

I'm tired
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7/20/2019

I want to be an investor.

2

And guess what I said?

3

class.

4

on one.

5

class.

Great, Brian.

Take the

I don't have time to teach you everything one
So he took the class, and he joined the other
He got some help and some training.

6

Then he went out while he was doing the

7

contracting -- because he has a big advantage, he knows

8

repairs, I don't -- and he killed some deals, made some

9

money.

And then one day Brian -- I go to ask the

10

manager's permission, because he works for CrestCore,

11

he's a subcontractor.

12

do some stuff with Brian?

13

respect relationships.

14

AUDIENCE:

15

MR. SHEMIN:

I says, is it okay to, you know,
I always ask permission,

Got it?

Um-hum.
Anyway, Brian calls me up a few

16

weeks later after his training and said, Robert, I got

17

the deal of the century, man.

18

I asked permission, and I said, man, it's a good deal.

19

Not a deal of the century, but I bought a little duplex

20

from him.

21

You want to buy it?

And

He wholesaled it, made a few bucks, happy.

And then a few weeks later, Brian come and he

22

goes, Robert, I got the deal of the century.

23

of you-all heard that?

24

six months, and, man, check this deal out.

25

King's Court, Memphis.

How many

Now, he was enrolled for like
This is

I do by the door, by the month.
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We are going to go very fast.

2

All right.

Who did this beautiful presentation

3

with pictures, aerial pictures of the property, drone

4

pictures?

5

doors?

It's 150 doors -- write that down.

6

AUDIENCE:

7

MR. SHEMIN:

How many

150.
82 two-bedroom of 44-3.

8

the price and the rent.

9

There's the rent per square feet.

There's

There are the employers.
They did all the

10

research.

11

to do this unbelievable 18-page, detailed report on

12

everything, comps, rents, neighborhood, employers.

13

Free.

Guess what the management company charged me

Why would they do it for free?

14

AUDIENCE:

15

MR. SHEMIN:

16

got it.

(Inaudible).

Got it?

17

AUDIENCE:

18

MR. SHEMIN:

19

They want the business, and they

Got it.
They did everything.

What did

they do?

20

AUDIENCE:

21

MR. SHEMIN:

Everything.
Everything.

Now let me go real

22

fast here.

23

contract from a bank that had foreclosed on it and had

24

been sitting empty for eight or nine years.

25

loaned $3.6 million on it.

It's 150 doors.

Brian got it under

The bank

They foreclosed on it.

A

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 225

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 227 of 504

226

Rules of Renovation Workshop - Day Two

Zurixx

7/20/2019

1

lot of people do this.

2

violation.

3

building.

4

They collect all the rent and don't fix anything for a

5

year or two.

I'm shocked.

They find an apartment building or house or
We only want to put money in their pocket.

You ever heard of that happening?

6

AUDIENCE:

7

MR. SHEMIN:

Yeah.
They violate the building.

8

it's a violation, and they leave.

9

to this building.

10

shape.

I call it a

To me

That's what happened

Some of the units were in good

Some were trashed.

11

AUDIENCE:

12

MR. SHEMIN:

Got it?

Um-hum.
People walked in there, a lot of

13

investors walked through this building, and said, oh,

14

my God, this is a nightmare, and they didn't buy it.

15

It sat there for eight years and got worse and worse

16

and worse, and the bank got more motivated and more

17

motivated and more motivated.

18

Brian got it under contract for $100,000.

19

AUDIENCE:

20

MR. SHEMIN:

Oh, my word.
He told me that, and I didn't

21

believe him.

22

for, like, less than a thousand dollars a door.

23

insane.

24

Verified.

25

I went, no, you didn't get that building
That's

He said, let me show you the contract.
What do you do?

AUDIENCE:

Verify.
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7/20/2019

I said, Brian, what do you want to

2

do?

3

and the other group to do this, and we'll do it

4

together.

5

How many numbers?

6

AUDIENCE:

7

MR. SHEMIN:

He goes, I want part of this building.

I want you

I said, okay, Brian, we need three numbers.

Three.
It was a duplex, land, shopping

8

center, crackhouse, trailer.

9

He went to his mentor.

What's it worth fixed up?

Now, he went to loop.net,

10

L O O P.net, Loop, largest commercial/retail site in

11

the world, loop, L O O P.net.

12

that's not a good place to find deals, but it's a good

13

place to find brokers, buyers, managers, and retail

14

buyers.

15

Loop, L O O P.net.

Now,

He went into Memphis and found a commercial

16

broker that does apartment buildings in this area on

17

these streets.

18

property under contract.

19

it?

20

mind comping it out for me?

21

said?

22

buildings over there in about the last year, and I know

23

what they're worth.

24

26,000 a door.

25

$3 million plus.

He called them and said, I've got a
Would you help me maybe sell

What did the broker say?

Of course.

Of course.

Would you

Guess what the broker

He goes, I sold three apartment

He said, they're worth 24,000 to

$25,000 a door times 150 doors is about
Got it?
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And he said, show it to me.

2

Educate me.

3

commercial broker did?

Show me the comps.

4

AUDIENCE:

5

MR. SHEMIN:

7/20/2019

Prove it to me.

And guess what the

Gave him the comps.
Sent him the comps, sent him

6

leases, sent him rents.

7

would they do that?

8

AUDIENCE:

9

MR. SHEMIN:

That's what they do.

Why

Because they want -They want his business.

They know

10

they don't get every deal.

11

double verify.

12

manager besides CrestCore and got the comps, the rents,

13

and they're both coming in at over $3 million.

14

what's this building worth?

Then Brian was taught to

He called in another broker, another

15

AUDIENCE:

16

MR. SHEMIN:

So

$3 million.
And one of the brokers said,

17

listen, I know that building we know he wants to buy

18

because it needs a lot of work, but if you fix it up,

19

I've got a buyer right now that will give you an offer

20

at 3.2.

21

People are lazy.

We actually got an offer at 3.2 fixed up.
People are what?

22

AUDIENCE:

23

MR. SHEMIN:

24

It's a lot of work.

25

seven years ago, with Robert Field (phonetic), and I

Lazy.
They don't want to do the work.
I looked at this building eight,
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1

went in this building, and guess what Robert and I

2

decided seven, eight years ago, six years ago?

3

remember exactly.

4

6 1/2, seven years ago.

I can't

I actually went in this building

5

AUDIENCE:

6

MR. SHEMIN:

And you said no.
Ooh.

Too much work, don't feel

7

like it.

8

beginner.

9

unit with his video camera, pictures with his

This is an eight-month project, not for a
Brian's a contractor.

He went through every

10

assistant, and they wrote a detailed bid for every

11

unit.

12

needed some little, and some needed a complete rehab.

13

On average, the repairs were about $800,000.

14

added a hundred.

15

I'm going to say he's buying it for a thousand dollars

16

a door, and it's 6,000 of repairs.

17

by the month.

18

$50,000 wholesale fee.

Some units needed a couple grand work, some

What did I do?

So I

Added a hundred, and

We go by the door,

One thousand to buy, and we gave Brian a

19

AUDIENCE:

20

MR. SHEMIN:

How much?

50,000.
100 plus 50 is 150, that's the

21

price, right there at 150, $6,000 a door to fix it,

22

which is more than he gave us, because I put a cushion

23

in.

I put a what?

24

AUDIENCE:

25

MR. SHEMIN:

A cushion in.
One plus six is seven.

If you
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1

borrow $7,000 from somebody for 25 years at 5, 6, 7, 8,

2

percent, how many of you-all did a loan amortization

3

program last night?

4

good.

5

guessing it's about 68 bucks a month.

6

About half of you?

Maybe more,

You can run the actual numbers better.

I'm

The average rents on these are 650 to 750.

I

7

told my manager, take 30 percent off.

8

conservative.

9

go to my investors and money partners and tell them the

I'm super

How many of you-all are conservative?

10

absolute worst case scenario.

11

do?

12

AUDIENCE:

13

MR. SHEMIN:

I

What do most investors

The best case.
Go with the best case and go, gee,

14

we didn't make it.

15

of them, I go to my investors (inaudible) and say, I'm

16

sorry we messed up.

17

they're 650, here's an extra ten grand.

On 90 percent of my deals, not all

18

AUDIENCE:

19

MR. SHEMIN:

We told you we'd rent for 500,

That's good.
I was talking to my mentor.

20

Underpromise, overdeliver.

21

that?

22

AUDIENCE:

23

MR. SHEMIN:

How many of you-all like

Yes.
Now, this is for you, not me.

24

Most of you will force a deal.

25

thin, the rents are too thin, the product is too thin,

The margins are too
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1

but you will get emotionally attached, and you will try

2

to force it.

3

Don't force a deal.

4

your time.

5

deserve it.

6

Write this down:

Don't force a deal.

Don't force a relationship.

Take

There's a right one out there for you.

You

Got it?

So Brian has it under contract.

We're under

7

contract with Brian.

8

we did due diligence.

9

close, which is common on commercial, and 90 days to

Then when we got under contract,
Now, Brian had 180 days to

10

inspect.

11

he went right to the bank.

12

money down, because nobody had made an offer on this

13

thing in years.

14

rents, we checked with managers, we ran test ads -- we

15

ran what?

What's the risk?

The bank was so desperate,
We didn't put any earnest

So when we did that, we checked with

16

AUDIENCE:

17

MR. SHEMIN:

Test ads.
(Inaudible) there's an 88-unit

18

property, almost a quarter of this went across the

19

street, my assistant called them, called the

20

neighbors -- right that down, called the who --

21

AUDIENCE:

22

MR. SHEMIN:

The neighbors.
-- who know those streets.

23

(Inaudible) important.

24

said, hey, we're thinking about buying and fixing up

25

that King's Court next-door.

And (inaudible) called and

Guess what the manager
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Thank God.

7/20/2019

There's

It's vacant.

And she goes, how's the neighborhood?

He goes,

4

great, getting better.

5

a mile and a half, where there will be lots of jobs,

6

things are getting better, and I'm full, I have been

7

full for a year and a half we have about a 40 person

8

waiting list for our units which are priced at 650,

9

750, and when you get your units fixed up I'll send you

10

Nike's putting a factory about

some renters over there because I'm full.

11

Most people in real estate, not all, they're

12

nice, not all but most.

13

getting 12 to 20 emails.

14

one-bedroom, two-bedroom, and three-bedroom.

15

had 65 potential renters before he enclosed on this

16

place.

17

had to check with another contractor.

18

love and trust Brian, we follow a system.

19

what?

We were

We ran a retest ad for
We almost

Now, this is about an eight-month rehab.

20

AUDIENCE:

21

MR. SHEMIN:

22

in and bid the job.

23

Brian's bid.

24

bed?

25

We ran test ads.

We

Even though we
We follow

System.
We had a third-party contractor go
He came in at about 80 percent of

So what does that tell us about Brian's

AUDIENCE:

(Inaudible).
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Now, we know Brian's got a 20

2

percent profit margin in there, right?

3

how about you don't charge us your profit on the deal,

4

and we'll give you 10 percent ownership of the

5

building?

6

That saves us cash up front.

7

We said, Brian,

Brian said, that's exactly what I wanted.

Now, this is really weird.

I want to show you

8

how much crazy information is out there.

9

bunch of Israeli, Middle Eastern students who follow

We had a

10

this system, who do deals from 8000 miles away.

11

you're open to (inaudible).

12

this guy named Davee.

13

joined us about three or four years ago, signed up for

14

our advanced training for a diamond, for about 40 grand

15

or something, and he disappeared, just disappeared,

16

went away.

17

or something, somebody said he went on a (inaudible),

18

he did a meditation, he went around, and a year later

19

he came back.

20

If

One of these students,

Davee is a real character.

He

I don't know where he went, back in India

Hey, Bryce, you ever heard of people just

21

disappearing for six months and then coming back and

22

taking classes?

23

Write this down.

24

you-all want to go slow?

25

go fast?

Right?

It happens all the time.

Go at your own pace.

How many of

How many of you-all want to

We're not going anywhere, folks.

Go at your
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1

own pace.

2

did nothing.

3

rehabs down in Cape Coral, made 30, 40, 50, 60 grand,

4

loves us, happy, made all his investment back.

5

We're here.

Davee went slow.

He got training.

(Inaudible)

He did one or two

Then he started doing apartment buildings in

6

Memphis, Jackson, and St. Louis, and killed it, 200

7

units, 300 units, 80 units.

8

a community.

9

some great financings, I'm a U.S. citizen, on your

Hey, Davee, it's Robert.

10

apartment buildings.

11

deal.

12

So I called Davee,

I hear you got

He goes, Robert, tell me about

Who's ever done deals in the Middle East?

13

Who's ever done business in the Middle East?

14

different, isn't it?

15

AUDIENCE:

16

MR. SHEMIN:

17

we're

different.

A little

Yeah.
I love it.

Every culture is

They're tough.

18

AUDIENCE:

19

MR. SHEMIN:

20

I said, Davee, you know, you're a buddy.

They are.
They love to negotiate, right?
We

21

know each other a little bit, friendly, great guy, he's

22

a lot of successful projects.

23

you know, we're looking for some financing for this

24

beat-up apartment building.

25

numbers.

I said, Davee, I mean,

He goes, Robert, tell me

We all speak the same language.
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He says, what's it worth and why?

2

million.

3

He goes, yeah, I know Memphis.

4

like that, yeah.

5

told him what Brian's bid was.

6

sounds about right.

7

contract for?

8

you, Robert.

9

He goes, that's an incredible deal.

10

Have the comps?

Good.

7/20/2019

About 3.2

Well, how many doors?

That's right on.

What are the repairs?

I

You know, I

He goes, yeah, that

So what do you have it under

150 with Brian's fee.
You're lying.

I don't believe

No, I'm not faking, Davee.

What does that tell you when another

11

super-investor tells you that's a great deal, after

12

you've done all your research anyway?

13

tell you?

14

AUDIENCE:

15

MR. SHEMIN:

What does that

It's good.
It's a great deal, and Davee went

16

crazy.

17

apartment now.

I'm, like, Davee, I'm not calling to

18

sell it to you.

We're calling to see if we can get

19

some financing.

Robert, you're a good negotiator.

20

Stop tricking me.

21

400 grand.

22

He screamed at me on the phone.

I buy

I know you want to sell.

I buy.

No, Davee, we're not selling.

Robert, you're too good.

I know your tricks of

23

negotiation are world class.

24

Davee, we're not selling.

25

referral for financing for some financing.

I can do 1 million.

We're calling to get a
Robert,
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you're amazing.

2

negotiation.

3

7/20/2019

Stop distracting me from the

It was like 30 minutes.

I'm like -- he

4

wouldn't listen to me, kept raising the price.

5

like, Davee, we're not selling, but he was offering,

6

and he's a real buyer.

7

I go?

8

AUDIENCE:

9

MR. SHEMIN:

I go to real buyers.

I'm,

Where do

Real buyers.
Here's the deal, Davee whose

10

English is pretty good, says, Robert, I will get you

11

loan, because you are part of family.

12

Davee, thank you, after that 30 minutes of whatever.

13

He said, Department of Agriculture.

14

goes, you will get Department of Agriculture loan.

15

said, Davee, I know your interest is good.

16

Department of Agriculture.

17

the Department of Agriculture helps you grow wheat and

18

soybeans, helps with cows, and gave us some catfish

19

once for our little pond.

20

Memphis is not a farm.

21

right?

22

I said, great,

I went, what?

He
I

I know the

I grew up on a farm, and

They don't loan Memphis --

It's an urban area, 36 Mafia,

He goes, Department of Agriculture.

What are

23

the chances of this?

24

Aviv, Israel, and he refers a lender to me in Boca

25

Raton, 35 miles from where I live, who does loans on

I'm in Miami Beach.

He's in Tel
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1

apartment buildings, now, I'm trying to finance

2

apartment buildings.

3

Linked, L I N K E D, does a lot of commercial lending.

4

Linked, with their commercial apartment/hotel

5

financing.

6

How many heard of Linked.

7

We do, our lenders do of course.

Real funds go there, real lenders, Linked.
Real business.

This guy, we call him.

He goes, I got Davee

8

two Department of Agriculture loans, man, so let me

9

give you one, 30 years or 25 years, excuse me, at 3.8

10

percent, nonrecourse.

11

They only get the building.

12

they cannot come to you, cannot mark your credit.

13

first mentor, Mr. Biggan, did over 300 properties

14

(inaudible), he'd never gotten a bank loan, never

15

personally guaranteed a loan.

16

don't you get bank loans, personally guaranteed loans?

17

He said, why should I?

18

all you have?

19

AUDIENCE:

20

MR. SHEMIN:

You know what nonrecourse means?
If the market crashes,
My

I said, Mr. Biggan, why

I have a choice -- guess what

Choice.
Most hard money loans are

21

nonrecourse.

22

number two, the banks take too long and they're slow.

23

So I do owner financing, money partners, taking over

24

loans, and some hard money loans.

25

and much quicker, even though they cost you a few bucks

They just loan on the property.

He said,

They are much easier
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more, they get them done.

2

right or wrong choices?

3

AUDIENCE:

4

MR. SHEMIN:

5

That was his choice.

7/20/2019
Any

No.
No.

How many of you-all know you

have choices?

6

So the Department of Agriculture gave us an 85

7

or 90 percent loan on this thing, nonrecourse, and we

8

had to go to a money partner and get together, like,

9

180, plus a reserve, and now here's a question on this

10

building.

11

to wholesale it?

12

immediately for probably about two or three hundred

13

grand?

Number one, how many of you-all would like
Could you rewholesale this building

14

AUDIENCE:

15

MR. SHEMIN:

16

Could you buy it, fix it, rent, and then sell

Oh, sure.
Absolutely.

17

it for 3.2 million, you've already got a buyer lined

18

up, and make about 1 1/2 to 2 million dollars in net

19

profit in about eight months to a year?

20

AUDIENCE:

21

MR. SHEMIN:

22

Sure.
This is about a eight-month or a

year project.

23

How many of you-all want to rent it and

24

cash-flow it?

25

to 800.

Okay.

The rule of rents on this are 650

I'm going to put 500.

Let's do the rental
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1

analysis real quick.

2

times 150 units -- and I've already taken 30 percent

3

off -- is 75,000 -- is that right?

4

AUDIENCE:

5

MR. SHEMIN:

6

AUDIENCE:

7

MR. SHEMIN:

Write these numbers down.

500

Seventy-five thousand.
How much?

Seventy-five thousand.
Seventy-five thousand a month.

8

Now I'm going to take -- I've already taken off 30

9

percent off the rent because I'm super conservative but

10

I'm going to take another 40 percent off for vacancy,

11

repair, and management, which is kind of high, got it,

12

for a brand new building with warranties, because

13

everything's brand new, but I'll make forty percent.

14

Forty percent of 75 is about 26,000, so we're

15

down to about $49,000.

16

dollars, which is about what you'll have in this

17

property with everything, reserves, buying it, correct?

18

AUDIENCE:

19

MR. SHEMIN:

If you borrow a million

Uh-huh.
Repairs, six, seven thousand a

20

unit.

21

calculator at 25 years at 4 percent, I'm guessing your

22

payment's about six, seven, eight thousand a month, and

23

the principal, interest, tax, and insurance -- you must

24

know your local costs -- in Memphis, taxes and

25

insurance are very cheap.

If you borrow a million dollars and put it in a

So we're going to add about
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30 to 40 dollars a unit.

2

three grand.

3

dollars a month.

4

7/20/2019

That's another couple or

So we're in about 10 or 11 thousand

So net-net that, you're making about

5

40-something a month net, plus 10,000 for your cost of

6

capital, maybe 12.

7

after taking 30 percent off the rent, which you don't

8

have to, I've taken 40 percent off for vacancy and

9

repairs, principal and interest, tax and insurance.

10

This thing throws off net-net-net,

Everybody follow me?

11

AUDIENCE:

12

MR. SHEMIN:

Uh-huh.
And I'm going fast.

Just run your

13

numbers.

14

coming in.

15

repairs, and vacancies.

16

know my taxes, insurance, and mortgage are about 11,000

17

a month.

18

in for between 30 and 45 thousand dollars a month

19

tax-free.

20

write-offs -- you write off the interest, you write off

21

the expenses, you write off the depreciation, right?

22

How many of you-all could become financially

23

free -- most people would never do a deal like this,

24

got it?

25

could become financially free on 30 to 40 thousand

What comes in?

What goes out?

The rent's

I'm taking 40 percent off for maintenance,
Where I that down.

Write that down.

Then I

Net-net-net, this thing's

Check your own accountants, because the

It's not for a beginner.

How many of you-all
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dollars a month and most of it might be tax-free?

2

AUDIENCE:

3

MR. SHEMIN:

Whew.
How many of you-all would like to

4

get a regular job and put 30 grand a month in your

5

pocket?

6

Now, can anyone give me any reason not to do

7

this deal here?

8

loan, we had a money partner.

9

We triple-verified it.

We had a Department of Agriculture

We have buyers lined up,

10

renters lined up.

11

why you wouldn't do this deal?

12
13

It's worth a lot more.

It's a big job.

Now, here's the weird part.

Any -- any reason

Brian found two

other apartment buildings better than this one.

14

AUDIENCE:

No.

15

AUDIENCE:

How did he find them?

16

MR. SHEMIN:

17

He used our system.

18

contractor.

I just told you how he found them.
He called small banks.

He's a

He's a what?

19

AUDIENCE:

20

MR. SHEMIN:

Contractor.
He talked to five contractors.

21

Guess who they know?

22

(inaudible), property managers.

23

take action.

24

knows someone who needs to sell a property.

25

you know knows someone who's got financial problems.

Banks, foreclosures, realtors,
We talk to people.

We don't do research.

We

Everyone you know
Everyone
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1

Everyone you know knows somebody's who's getting

2

divorce and has to sell a property.

3

knows someone who's apartment needs work, and everybody

4

you know knows someone who's moving out of state or out

5

of city or having financial problems.

Everyone you know

6

Who's going to get those deals?

7

AUDIENCE:

8

MR. SHEMIN:

9

AUDIENCE:

(Inaudible).

10

AUDIENCE:

Us.

11

MR. SHEMIN:

12

(Inaudible).
Huh?

You.

But you gotta do something.

You gotta what?

13

AUDIENCE:

Do something.

14

AUDIENCE:

Gotta make the call.

15

MR. SHEMIN:

16

and you got to take action.

17

Who do we talk to?

18

AUDIENCE:

19

MR. SHEMIN:

You got to know what you're doing
And we talk to everybody.

Everybody.
Contractors, property managers,

20

hard money lenders, small banks, for-rent tags,

21

wholesalers, Craigslist, MyHouseDeals.

22

apartment buildings?

23

buildings?

24

come from sending mail and direct mail and phone calls

25

to property managers.

Who wants to do

Who wants to do bigger apartment

Raise your hand.

Eighty percent of ours

To who?

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 242

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 244 of 504

243

Rules of Renovation Workshop - Day Two

Zurixx
1

AUDIENCE:

2

MR. SHEMIN:

3

One more real quick one.
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Property managers.
Property managers.
Here's a 91-unit that

4

Michael Fitzgerald and I just did in Oklahoma City.

5

It's really ugly.

6

AUDIENCE:

7

MR. SHEMIN:

It's really what?
Ugly.
It's a little seventies design.

8

It's -- we got it under contract for 2.8.

9

million dollars of renovation work.

He's done a

$5 million.

10

triple verified the numbers long distance.

11

by sending ten packages to the ten big property

12

managers in Oklahoma and said, are any of your

13

landlords tired or any apartments need work?

14

make a cash offer.

Got it?

15

AUDIENCE:

16

MR. SHEMIN:

We

We got them

We'll

Say "got it."

Got it.
Three responded.

We got three

17

deals.

18

and sell it ourselves, but I'm working on the biggest

19

deal of my life, the largest silica mine in the world

20

in Marco, Idaho (phonetic).

21

week.

22

an apartment building and an Air BnB in medical dean,

23

Columbia, plus I'm doing a hotel there, plus I'm doing

24

three rehabs in Annapolis, plus four rehabs in Atlanta,

25

plus doing eight new constructions in Nashville.

This is one of them.

We were going to fix it

We're closing on it this

We finally got financing on it, plus I'm doing

I'm
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I'm on what?

2

AUDIENCE:

3

MR. SHEMIN:

Tilt.
I love it.

Michael has done five

4

apartment buildings in two months, plus he wholesales

5

ten deals a month.

6

were going to this (inaudible).

7

love this deal.

8

for the repairs and (inaudible), be great, and another

9

investor offered us $190,000 wholesale fee for each of

We had a contractor lined up.
I was too busy.

us above that, so we just wholesaled it.

11

change.

12

AUDIENCE:

13

MR. SHEMIN:
is.

I

We were going to make it look pretty

10

14

We

Things

Um-hum.
Finding the deal is where the gold

Where is the gold?

15

AUDIENCE:

16

MR. SHEMIN:

Finding the deal.
If you find the deal, the money

17

will come, probably.

18

partners, money -- owner term, owner financing, credit

19

cards, the financing thing, correct?

Hard money lenders, hard money

20

Always raise money.

21

AUDIENCE:

22

MR. SHEMIN:

23
24
25

Right?

Always what?

Raise money.
Always, because there's more deals

than money.
Any questions on apartment buildings?
very quick.

I threw the numbers at you.

I went

Any quick
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1

questions on that?

2

to analyze them, and different ways to fund them, and

3

everybody's different.

4

question some of you-all are liking this?

(Inaudible) how to find them, how

5

AUDIENCE:

6

MR. SHEMIN:

7

AUDIENCE:

8

MR. SHEMIN:

9

Any questions on that?

Any

Yes.
Does it help?

Yes.
So what I want to do for about 20

minutes -- and then we will take lunch, believe it or

10

not -- I am going to try to go very quick, do the best

11

I can.

12

like to do is tell all of you, step by step, how all of

13

you can find a deal and finance it and get back to the

14

very basics.

We're kind of a little short on time.

Would that be okay?

15

AUDIENCE:

16

MR. SHEMIN:

Okay.

Yes, please.

Some of that stuff's a little

17

advanced.

18

Let's go back to basics.

19

What I'd

If you got some of it, you're doing great.

What I want to do for a few minutes is tell you

20

how I got started in real estate, not to impress

21

anybody, but to show you step by step how my mentor

22

found deals and how he funded them.

23

methods to find them and two methods to fund them.

24

you need to do is copy/paste.

25

AUDIENCE:

He only used two
All

You-all ready?

Yep.
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MR. SHEMIN:

So I am going to go very fast.

2

Write your questions down.

3

for a minute, a little background.

4

This is a little personal

Hey, is that Taylor?

Hey, you made it.

5

you been all over the country.

6

friend.

TAYLOR:

8

MR. SHEMIN:
man.

Thank you so much for coming out,

Give a big hand here.
(Applause.)

11

MR. SHEMIN:

Did you get any sleep last night,

my friend?

13

TAYLOR:

14

MR. SHEMIN:

15

TAYLOR:

16

MR. SHEMIN:

17

hours at the hotel?

18
19

Good to see you, my

Doing well.

10

12

Man,

How you been?

7

9

7/20/2019

TAYLOR:

You know I -- I'm sorry?
Did you get any sleep?

A little bit.
Two hours in the airport or three

I'm from Virginia, so it's good to be

home.

20

MR. SHEMIN:

21

You're from Hamp --

22

TAYLOR:

23

MR. SHEMIN:

24

questions.

25

about 1:10.

Oh, yeah.

You're from Virginia.

Alexandria.
Alexandria.

There you go.

Oh, CIA, no more

We're going to do lunch

Is that okay, Bryce?

What's that?

I'll
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1

do it real quick here, do an hour in 15 minutes.

2

What's that?

3

BRYCE:

4

MR. SHEMIN:

(Inaudible) lunch.
Okay, you got it.

(Inaudible)

5

show them a video about that software before lunch, so

6

here we go.

7

So my father -- and I'm hoping you'll learn --

8

he always said, Robert, you should be rail thin.

9

like, why is that, dad?

I'm,

He said, all you do is jump to

10

conclusions.

11

somebody, just make assumptions about them?

12

get personal for a minute and then we will get right

13

back to the deals and the in three minutes.

14

How many of you-all, when you meet
So let's

When I walked in here yesterday, all of you-all

15

wanted to meet my suite, speaker, and everybody thinks

16

stuff, correct?

17

thought.

18

as I mentioned.

19

a lung infection.

20

My dad sold Fruit of the Loom underwear for 37 years --

21

no, 47 years, excuse me.

22

Here's some things you might not have

Number one, I was born in Memphis, Tennessee,
When I was born, I was born dead, had
My parents had very little money.

How many of you-all work hard?

Right?

You got

23

to make a change (inaudible), but my parents worked

24

super hard.

25

probably going to live five days.

Anyway, my dad -- the doctor said he's
That was me.
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1

There's one doctor in New York, maybe, who works on

2

these kind of lung infections.

3

fly him down.

4

parents pretty much bankrupted themselves to fly the

5

doctor down.

6

for five minutes, goes, "Nothing I can do, bye-bye."

7

So they, like, wasted all that money.

8
9

We don't know.

It's $50,000 to get him here.

We can

My

They told me he flew down, looked at me

Anyway, I lived.

I know you-all are shocked,

but I had a bunch of problems.

I couldn't walk, I had

10

big braces on my legs, and I couldn't speak.

11

the first six, seven, eight years of my life, I really

12

didn't go to school, didn't get out much, didn't play

13

sports.

14

So for

I had no friends.
Who in the room has been around a little bit of

15

negativity in their life, you know, people bring you

16

down, and some of you will understand this, some of you

17

won't, but I hope it helps everybody.

18

everybody.

19

because of my grandmother.

20

was the only person I remember who was always positive.

21

She said, Robert, don't listen to them.

22

you want.

23

her.

24

alive.

25

I'm here to help

There's only one reason I'm alive today,
Her name was Nanny.

She

Do whatever

I always spent as much time as possible with

Without her, there is no way I would ever be

Anyway, how many of you-all had someone who was
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1

positive for you?

2

school.

3

no friends.

4

wrong with him?

5

Anyway, when I was about seven or eight, I got my

6

braces off my legs.

7

could go to school, and I pretty much had a really bad

8

time because I had a bad speech impediment.

9

kind of how I talked for the first eight, nine years of

10

Correct?

So anyway, I don't go to

I'm laying in the house most of the time, have
I was around a lot of negativity.
He can't do this.

What's

He can't do that.

I couldn't play sports, but I

Here's

my life.

11

(Inaudible) like that.

And kids can be really

12

cruel.

13

beautiful woman named Ms. Pam, when I was about ten,

14

spent a year with me, and she was a speech pathologist,

15

and she taught me how to speak.

16

regrets it now, probably because I won't shut up.

17

I cannot tell you -- I've hired private investigators,

18

I've looked through the Memphis City Schools, the

19

Speech Pathologists Association, trying to find this

20

woman to thank her, and we can't, but without

21

gratitude, there is no wealth.

22

life and a lot of other people's lives.

23

that help others, we have teachers in the room and

24

nurses and healers and doctors and whatever you do in

25

your own life, you have no idea the impact you have.

I was around a lot of negative.

And this

My family kind of
And

That woman changed my
Those of you
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So thank you for what you do, a lot of you.

2

Anyway, so now I'm speaking better, and my

3

parents -- people say, hey, it's going to be smooth

4

sailing from here on out, and I pretty much flunked

5

every class.

6

I did get a college degree, which was kind of amazing.

7

When I was 18, I never got a high school diploma,

8

the -- Vanderbilt University heard about me, and they

9

did a brain study on me and realized I had a rare form

I never got a high school diploma.

10

of dyslexia that no one figured out until after I

11

flunked out of high school.

12

There are a lot of things you do that are very

13

simple that my brain just doesn't do so well.

14

I have no spatial abilities.

15

the room.

16

And I don't use computers very much.

17

believe it helps to read a map if you're in real

18

estate?

19

Anyway,

I have someone walk me in

I get lost down here.

I can't read a map.
How of you-all

One of the reasons I live in South Florida, if

20

you get to the ocean, you've gone too far.

21

it, okay?

22

my mentor that I met never used a computer.

23

tell you this?

24

Don't overthink it.

25

Later

People say Google map it.

Think about

It's a map.

Ah,

Why do I

A lot of you overcomplicate this.

AUDIENCE:

Just do it.

Just what?

Just do it.
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2

overthinking a bit?

3

money is simple.

4
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How many of you-all are
Right?

A lot of the ways you make

So anyway, as I mentioned, I did work at Ruby

5

Tuesdays.

6

I took a job at an insurance company called Southeast

7

Financial Group.

8

money, can't pay my rent.

I made really bad decisions.

9

I was a homeless teenager.

I moved out when I was 15.

I was going nowhere, and a few years later,

I'm working in restaurants, making no

10

Everyone in this room has got a story.

11

when I was 15, maybe 14 1/2.

12

about a year and a couple months.

13

bad.

14

that was with me on a dollar a day, and we actually

15

made it.

16

So nothing really bad happened, but I was a homeless

17

teenager.

18

I moved out

I was on the streets
I never had it that

For many weeks I'd live and my friend would live

It was kind of fun.

We took it as a game.

Anyway, so I know what it's like not to have

19

any money.

20

something comes out, I get excited.

21

you-all remember those days when nothing would come

22

out, right?

23

To this day, when I go to the ATM and
How many of

So, anyway, everyone has a story.

I try to be

24

positive about my story, but it's actually very

25

negative, and we're almost back to the real estate
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Why would a 15-year-old

Didn't have a good home.
Huh?

Good answer.

Don't know.

I had the best family ever.

6

They were always very interested in what I was doing.

7

Did I say anything bad about my family?

8

will.

9

passed.

10

Nope.

I never

And I was very close to my family until they
Everyone in this room has a choice.

Has a

what?

11

AUDIENCE:

12

MR. SHEMIN:

13

do?

14

good stuff?

A choice.
What's your story?

What could happen?

What you can

All the bad stuff?

All the

Correct?

15

AUDIENCE:

16

MR. SHEMIN:

Um-hum.
So, anyway, I'm now about

17

20-something years old, 26, 27, 28.

18

I have no money.

19

was, I was with the Southeast Financial Group, and we

20

worked on commission only.

21

wealthy people and do this high-end insurance and

22

estate and pension planning.

23

to do it, and if they closed the case, I would get a

24

big commission.

25

the first year?

I'm broke.

I'm going nowhere.

And what happened to me

So we go to these super

I'd bring in the experts

Well, guess how many cases I closed

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 252

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 254 of 504

253

Zurixx

Rules of Renovation Workshop - Day Two

1
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2
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None.
None.

And who in this room has

3

ever had a moment where you're at work and you're,

4

like, I got to do something else.

5

Have you-all ever had a moment?

6

my moment?

7

I don't like this.

Can I tell you about

So right before Thanksgiving one year, my

8

family had a small reunion on Friday.

9

Thanksgiving and Friday off, right?

Everybody gets

And I went to my

10

boss, and I'm not going to mention his name -- Bill

11

Gruber (phonetic).

12

boss they can't stand?

Anybody else in this room have a

13

AUDIENCE:

14

MR. SHEMIN:

15

And I went to Bill and said, Bill, you know, my

Yeah.
They've just never liked?

16

family's having a Thanksgiving reunion on Friday.

17

Everybody gets Thanksgiving Friday off, and I haven't

18

had a day off in about a year, and I just wanted to

19

make sure I get Friday off (inaudible).

You know what

20

Bill Gruber did?

When your kids

21

ask for something, don't answer.

22

He just stared at me.

Just stare at them.

And I remember I said, Bill, Bill, can I get

23

Friday off?

Just checking.

24

said to me?

He goes, ah, Shemin, where are your

25

priorities?

I went, what?

You know what he finally

He said, obviously your
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1

priorities are not with this company or your career.

2

I'm like, what career?

3

got to work for myself.

4

stranger -- it's humiliating for me to ask a stranger

5

for a day off.

6

tells you how much you make.

7

that's weird?

8
9

And I had a moment.

I said, I

I am not going to ask a

I thought that's weird.

And a stranger

How many of you-all think

When you run your own business in real estate,
you determine how much you make.

I don't want to do

10

much this month?

11

coming in on the rentals and stuff, but I can say I'm

12

taking a month off.

13

month or do some more deals or make this (indicating),

14

set a goal and execute.

I'll take the month off.

15

AUDIENCE:

16

MR. SHEMIN:

I am going to go pump it up next

Set a what?

Goal.
You're in complete control, folks.

17

How many of you-all are in control?

18

say this right now.

19

really do this?

20

year.

21

you-all agree with that?

22

Money keeps

Now, I'm going to

(Inaudible) for you, too, if you

To me that's worth a million bucks a

That's a good return on investment.

How many of

Who has elderly parents or grandparents?

Who's

23

going through that?

24

had brain cancer.

25

day with them, went to every PET scan, every surgery.

My mom had early dementia.

My dad

I took eight months off, spent every
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We had the best conversations.

2

My sister was a preschool teacher, went to her

3

boss, said my dad's getting surgery this week, he's in

4

cancer treatments, can I get some extra time off?

5

Thirty years at the same school.

6

rules and gave her five extra sick days.

7

AUDIENCE:

8

MR. SHEMIN:

9

salary.

Yep.

time, folks.

11

how many?
AUDIENCE:

13

MR. SHEMIN:
three.

She wouldn't take it.

It's not the money.

12

14

I offered to pay my sister's

She's proud.

10

Her boss bent the

It's

Do three deals.

Do

Three.
Get three.

Make it a priority.

15

AUDIENCE:

16

MR. SHEMIN:

Find a way to get

Make it a what?

Priority.
Anyway, here's what happened to

17

me.

18

miserable.

19

Government, my parents, the schools, my dyslexia, and I

20

was not a happy camper, and when you're unhappy, you

21

want other people to be unhappy, and when you're happy,

22

guess what you probably want?

I was 27, 28 years old, going nowhere.
I blamed everybody.

23

AUDIENCE:

24

MR. SHEMIN:

25

I was

I blamed the

People to be happy.
I'll be simple, folks.

Happy

people like to make other people happy, and I'm happy
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when I'm making other people happy.

2

you-all think that?

3

AUDIENCE:

4

MR. SHEMIN:
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How many of

Yes.
Broke people like to be there when

5

you're broke, and rich people, most of them -- not

6

all -- like to make other people rich.

7

AUDIENCE:

8

MR. SHEMIN:

9

Rich.
Now, I was brought up with this.

Rich people are rich.

We're not.

Some of our cousins

10

were and uncles and aunts, but not us.

11

you put in it.

12

You have got to be super smart if you want to be a

13

lawyer or a doctor or a CEO or all that stuff.

14

many of you-all were brought up that way?

15

true?

It's about what

You have to have money to make money.

16

AUDIENCE:

17

MR. SHEMIN:

How

Is that

No.
Not really.

I thought it was.

So

18

one day when I was about 28, 29 years old, I'm going

19

nowhere.

20

legal or semilegal, so I can be my own boss, and I was

21

referred to this gentleman named Ray Biggan, Southern

22

Home Improvements, Nashville, Madison, Tennessee.

23

was supposed to be worth 50 to 80 million dollars for

24

this insurance company.

25

spent three grand for that was worth 800, (inaudible),

I said, I got to do something (inaudible),

He

I got my beatup Camero that I
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1

barely ran, couldn't pay my rent, had a roommate.

2

rent was $800.

3

and I drove out of this guy's office.

4

(inaudible) to Southeast Financial Company in a year.

5

I'm sick of it.

6

going to be a big one.

7

guy, made money.

8

company and I'll make some cash, pay some bills.

9

it?

10

I was always late.

My

I was stressed out,
Now, I made no

And I go out there hoping that this is
It was a good referral, a good

Maybe he'll do something with my
Got

And I drive out there, and I'm from the south,

11

completely disappointing.

12

with a gutter hanging off the roof.

Where are my

13

rehab -- rehab or contractor folks?

Come on, raise

14

your hand.

15

25-year-old big dent in the side, and guess what I'm

16

thinking?

There's a beatup (inaudible)

There's an old pickup truck, got about a

17

AUDIENCE:

18

MR. SHEMIN:

Huh-oh.
Wrong address.

There's no 50, 80

19

million dollar man here.

20

I'm in my little suit, all cocky with a bad attitude,

21

and things get worse.

22

to learn about real estate and money.

23

And I banged on the door.

And if you're open, you're about
Here we go.

He came to the door, and I said, I'm looking

24

for the owner, because I thought he was a homeless

25

plumber, overalls, paint chips all over him.

You know
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what I'm talking about.

2

AUDIENCE:

3

MR. SHEMIN:

Yeah.
And he said, well, son, I'm it,

4

Ray Biggan, nice to meet you, owner of Southern Home

5

Improvements.

6

to look for signs of wealth around the office.

7

none.

8

around, busted, rusty tools.

9

five or ten minutes.

And I went, oh, brother.

We were taught
He had

Broken paint buckets, doors, windows, junk lying
And I talked to him about

His wife was there, real nice

10

people.

11

here, man.

12

Remember that?

13

many of you-all have computer to use?

14

you-all have computer use?

How many of you-all have

15

(inaudible) in your purse?

He didn't, never did.

16
17

And I got so frustrated, I said, I'm out of
What a waste of time.

He had no computer in his office.

How

How many of

Did he need a computer to be successful in real
estate?

18

AUDIENCE:

19

MR. SHEMIN:

20

No computer.

No.
Nope.

Don't overcomplicate it.

All of you-all can do this if you want.

21

Anyway, I leave his office, get in my car, and

22

stop.

23

lucky.

24

effort, and suffering.

25

to work.

I want to change your life right now and get
I was taught that success comes from hard work,
Now, to be successful, you got

You got to what?
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AUDIENCE:

2

MR. SHEMIN:

3

it?

7/20/2019

Work.
You got to put effort into it, got

But do you have to suffer?

4

AUDIENCE:

5

MR. SHEMIN:

No.
There's people in Richmond right

6

now and Virginia making a billion dollars a year, and

7

most of you are making 40 to 150 grand.

8

difference?

9
10

What's the

They're working what?

AUDIENCE:

Smarter.

MR. SHEMIN:

Smarter, not harder.

Now we got

11

the same 30-day (inaudible).

12

doubling up, tripling up, take the lead?

13

you can if you want to, if you really want to.

14

So here's what happened to me.

Why not you?

Why not you

If they can,

I'm going to

15

prove to you that your success comes in quantum seconds

16

when you make a decision.

17

deep breath.

18

want you to think -- you don't have to tell me what it

19

is -- of a moment where your life changed.

20

somebody, heard about a job, heard about a school, or

21

heard about a new city, a new country.

22

said, hey, let's go here or let's date him, let's go to

23

that person, let's go to that thing this weekend or go

24

over here, try that school or that job or that

25

military, and you make a decision.

Exhale.

Everybody relax.

Take a

Forget about real estate.

I

You met

And somebody
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You look back, maybe you're married to that

2

person now, but because that decision, that meeting,

3

that job, that school, that decision you made, your

4

whole lifetime has changed.

5

of one of those moments?

6

didn't debate it.

7

people.

8
9

Home of you-all can think

You didn't analyze it.

You

You didn't go get advice from 30

You just did it.

Correct?

All of you-all have done amazing things.
talked to most of you.

I've

Some of you-all have gone to

10

different countries, learned a different language.

11

That's not easy.

12

easy.

13

correct?

14

crying, take it back.

Who's ever had a child?

That's not

There's no seminar on that, but you did it,
You didn't return the baby.

I'm tired, he's

15

Some of you-all built businesses, did amazing

16

jobs, military, sports, music, social stuff, friends,

17

helped the homeless, social work.

18

done amazing things.

19

new.

20

you've done to be successful at that and apply it to

21

real estate for a while, and guess what will probably

22

happen?

I know this real estate stuff's

All you got to do is take 10 percent of what

23

AUDIENCE:

24

MR. SHEMIN:

25

All of you-all have

You'll be successful.
You have already been successful.

You have already had some success in your life.

We
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1

also have some challenges.

2

do that and dig in there and get it and make it happen.

3

So all you've got to do is

So here's what happened to me.

I was driving

4

away in this car, and I (inaudible), and I'll tell what

5

happened.

6

know, energy?

7

to this guy's office, and I don't normally say this

8

(inaudible) frisky here in the south, and, being in

9

Virginia.

An accident, hand of God, fate, I don't
I stopped my broken Camero, drove back

I don't normally say it.

It's not in any

10

book or course I've ever reported.

11

his office, and I banged on the door.

12

And I went back to

And Mr. Biggan came out and said, hey, son, I

13

thought you left.

14

what I never tell people.

15

heard this.

16

bad mood.

17

everybody should have a bad time.

18

camper.

19

question.

20

do for a living amongst all this junk?

21

nice.

Why did you come back?

And here's

I don't think Bryce ever

He said, why'd you come back?

I was in a

I was having a bad time, and I thought
I was not a happy

And I said, Mr. Biggan, I forgot to ask you a
He goes, what's that?

I said, what do you
That's not

How many of you-all agree with that?

22

AUDIENCE:

23

MR. SHEMIN:

That's not nice.
And Mr. Biggan is a tough old

24

country bird.

25

great guy, salt of the earth, but tough.

You know what I'm talking about?

A

I don't
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1

normally tell this part of the story.

2

did you say?

3

junk?

4

grabbed me by the back of the neck and goes, come here,

5

boy.

He goes, what

I said, what are you doing with all this

It's all -- it looks like a junkyard.

He

I'm going to show you something.

6

And I go, what?

He started dragging me by

7

(inaudible), and his wife, come here, honey, watch

8

this, and he's grabbing me, going (inaudible) show this

9

boy something.

And I'm going, oh, my God, I'm going to

10

be a TV movie, man.

11

basement, with some sexual perversion.

12

go, please, Mr. Biggan, don't take me back to your

13

office.

(Inaudible).

14

Aaaaah.

And he stops and he grabs an accounting book.

15

I was, like, oh, thank God.

The walls are going to come up, a
(Inaudible).

Come here, honey.

I was, like,

16

And remember those old accounting books with

17

all the lines and (inaudible), and I'll never get --

18

how many of you-all have been in a car wreck or had a

19

baby or an amazing experience you remember like a

20

movie?

21

AUDIENCE:

22

MR. SHEMIN:

I

Yeah.
I remember this like a movie,

23

every word that was said that morning.

24

happened was, he said, son, I'm not smart like you,

25

with that suit on.

I'm going, what?

And what

And he goes -- he
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1

goes, about 25 years ago, I was working at Sears making

2

no money.

3

selling pots or something or tractor tire, I don't know

4

what (inaudible), making no money.

5

woman up the street from us had a house.

6

divorced.

7

way, are there any divorces in Virginia?

8

are ways to find deals, folks, not a story.

9

it.

He used to, like, work in the garden center,

And he goes, a
She got

She went from two incomes to one -- by the
Huh?

These

This is

You just got to find it.

10

He said, the lady said, Roy, I can't make --

11

Ray, I can't make my payment on the house, and would

12

you mind helping me out?

13

idea and had her sign the house over to me.

14

(Inaudible) stop.

15

wrote a deed.

16

who owns the house now?

17

two different things.

And he goes, I got the genius

He wrote a deed -- his lawyer or he

She signed the house over to him.

18

AUDIENCE:

19

MR. SHEMIN:

He does.

So

A deed and debt are

Remember this.

Right.

20

ownership.

21

it, gave him a key.

Debt has nothing to do with

She transferred the house to him, deeded

22

AUDIENCE:

23

MR. SHEMIN:

Who owns the house now?

He does.
But he goes, there's a bank loan.

24

It's about a $28,000 loan.

25

35 grand, he thought.

The house was worth about

This was back in Nashville in,
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1

like, 1970-something.

2

thing can happen.

3

over, to start making the payments on a house note?

And, you know, that sort of

Is that illegal, to take a house

4

AUDIENCE:

5

MR. SHEMIN:

6

AUDIENCE:

7

MR. SHEMIN:

No.
Is it a crime?

No.
Nope.

They had been holding it

8

since 1987.

9

if you sell or transfer the house, the bank can call

I said, do you want sale clause?

It says

10

the loan due, not in 20 years or 15 years, whatever the

11

loan's for.

12

one of the terms in the loan documents.

13

Do they ever do that?

14

They can call this acceleration clause,
We call it in.

Almost never.

Now, I don't want to get into this because it's

15

technical, but -- and since 1994, he did over 300 of

16

these.

17

the payments, whether it's your own or somebody else.

18

If you don't make the payment on the loan, what

19

happens?

20

the house.

21

her name.

22

question is is trust.

23

how does she know he sent it in?

24

payment to her, how does she know he sent it in and

25

they can take the house back?

I probably did about 90.

Write this down.
Got it?

Now, you have to make

Bad things.

The bank takes

But it's not in his name.

Her credit would be affected.

It's in

But the

If he sends the bank payment in,
And if he sends the

So he's a third party.
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He's a what?

2

AUDIENCE:

3

MR. SHEMIN:

Third party.
Escrow.com.

Escrow.com.

E S C R

4

O W.

5

internet, in the world.

6

first month, you send them $300 in an escrow account.

7

They send a check to the mortgage company or bank, and

8

they send a copy to the lady, a copy to you, copy your

9

accountant.

10

There's a lot of third-party payers on the
Third-party payer.

Now, if you don't get that email on the

first of the month, what should you be doing?

11

AUDIENCE:

12

MR. SHEMIN:

(Inaudible).
Hey, Robert, where's that payment?

13

Hey, Mr. Biggan, where's the payment?

14

going to make it.

15

back, because you violated the agreement.

16

On the

If not, I'm

Per our agreement, I get the house

Now, the Sixth Court Circuit of Appeals, and I

17

do not -- I have the law case summary somewhere

18

(inaudible) I can dig it up, I guess, it would take an

19

hour, but they actually did a test case.

20

what a test case is?

21

AUDIENCE:

22

MR. SHEMIN:

Do you know

Um-hum.
Test cases force a lawsuit.

Civil

23

rights and women's rights were basically enacted

24

legally in this country by test cases, thank God.

25

would put someone on a bus or in a restaurant, and they

They
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1

would have them arrested, and they would show the

2

courts how stupid the laws were.

3

AUDIENCE:

4

MR. SHEMIN:

Got it?

Yeah.
A lot of people don't know this.

5

Nashville is one of the hotbeds in civil rights law and

6

movement.

7

friends, look it up.

8

women's rights, women's pay, minority, (inaudible), all

9

that stupid stuff.

I love this stuff.

And ask your lawyer

They bring test cases, say with

They fixed it with how?

10

force a lawsuit.

11

was and change the law.

12

cases now?

Got it?

13

AUDIENCE:

14

MR. SHEMIN:

They would

And show how stupid the law

Everybody got what are test

Um-hum.
A guy that I know a little bit

15

took over a loan at Bank of America, had the lady sign

16

the house over, like my mentor did, started making the

17

payments, and him and his lawyer went into a test case.

18

A what?

19

AUDIENCE:

20

MR. SHEMIN:

A test case.
And they went to Bank of America

21

and said, hey, we took this own over.

22

loan.

23

eight certified letters and like ten phone calls.

24

Guess what Bank of America did?

25

like, we're sorry, we get a payment from somebody, we

We're not on the

You should do the due-on-sale clause.

Nothing.

They sent

They're,
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1

really don't care.

2

letters, so many letters, Bank of America said, you're

3

kind of harassing us.

4

wanted to force a case.

5

Circuit of Appeals, one of the highest courts in the

6

land, not the Supreme Court, and on appeal, the judge

7

said immaterial.

8

We're not going to enforce it.

9

The house is okay.

10

is being paid.

11

something?

So then after they sent so many

We're going to file.

They

It went to the Sixth Court

Yes, you have a joint sale clause.
There's been no damage.

The loan's being paid.

Insurance

How many of you-all just learned

12

AUDIENCE:

13

MR. SHEMIN:

Yeah.
A lot of the stuff we worry about

14

never happens.

15

different.

16

up, sell them; take them over, fix them up, rent them;

17

refinance them.

18

hundred, 200 deals he did?

19

the bank?

They know test results can be

My mentor would take them over, fix them

So how did he finance the first

20

AUDIENCE:

21

MR. SHEMIN:

22

AUDIENCE:

23

MR. SHEMIN:

24

AUDIENCE:

25

MR. SHEMIN:

No.

Did he get a new loan from

He just took over the --

Did he get a hard money loan?

No.

He just took over --

Did he use money partners?

Nope.
He just started making the
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payments.

2

AUDIENCE:

3

MR. SHEMIN:

4

AUDIENCE:

5

MR. SHEMIN:

Yeah.
He just started what?

Making the payment.
Making the payments.

Owner

6

financing.

7

has no loan on it.

8

percent, to be exact.

Probably CNN, Fox, would not let

9

me say it on the news.

I've personally had the head of

Fifty percent of the real estate in America
Write that down.

Forty-eight

10

programming at CNN News and Fox News.

11

ever say what I told you on the news, we will never

12

have you back.

13

last crash or this month and say 47 percent of the real

14

estate before the crash, during the crash, after the

15

crash had no loan on it, no mortgage, no debt?

16

won't they let me say that?

17
18
19

Robert, if you

Why can't I go on the news during the

AUDIENCE:

Why

Anybody?

Because then the crash won't be as

bad as they -MR. SHEMIN:

(Inaudible) Democrats or

20

Republicans.

21

TV show except American public television?

What sort of person do they show or any

22

AUDIENCE:

23

MR. SHEMIN:

24

AUDIENCE:

25

MR. SHEMIN:

(Inaudible).
Say it again?

Sponsors.
Sponsors.

Which pay?
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Advertising.
Advertising.

That's it.

They go

3

beep, beep, beep on the TV, and they sell more ads,

4

guess (inaudible).

5

folks.

Beep, beep, beep.

It's a business.

6

AUDIENCE:

7

MR. SHEMIN:

Life's simple,

It's a what?

Business.
(Inaudible) we are so restricted

8

on what we can say and can't say (inaudible), because

9

that's what people like now I guess.

10

it's not, you idiot.

11

speak from personal experience.

12

AUDIENCE:

13

MR. SHEMIN:

That's nice.

Not you, but me.

Got it?

No,

Always

From what?

Personal experience.
You always learn something.

What

14

does that do for you?

15

65, 70 million households have no -- have no debt on

16

them.

17

have debt, can you do like Mr. Biggan did?

18

them sign the house over.

19

do that.

20

got it?

Half of the real estate, 60 to

You can do more returns.

And on the ones that
Just have

Well, they are not going to

Why don't you fix it, sell it, refinance it,

21

AUDIENCE:

22

MR. SHEMIN:

Uh-huh.
So let's get into real estate.

23

I know this guy.

24

rentals, not as rehabs.

25

dollars a year, taking six months' vacation.

So

He had 121 houses paid for just as
He was making almost a million
This all
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1

happened within about seven minutes when he looked at

2

his accounting book and me talking to him, and I had a

3

revelation.

How many of you-all ever had a moment?

4

AUDIENCE:

5

MR. SHEMIN:

Sure.
And I'm looking at this guy, and

6

my brain's spinning.

7

doesn't have a rich family.

8

money.

9

a computer.

He's not sophisticated.

He started with almost no

He never finished high school.

He doesn't have

He lives in a junkyard or his office is a

10

junkyard.

11

if he can do this, I got a chance.

12

He

They're not sophisticated, rich people.

And

And the thing that got me wasn't the money.

13

never thought I'd money in real estate.

14

what I just said?

15

AUDIENCE:

16

MR. SHEMIN:

I

Did you hear

Um-hum.
Most of you don't believe what you

17

hear until you do it.

18

vacations.

19

Friday or Saturday night, Sunday, came back Friday

20

night, said he'd be back on the weekends, didn't make

21

it back until Saturday, with all the stress, screaming

22

at his boss, and his screaming at him on the phone, and

23

my dad didn't take vacations much, and I felt bad for

24

him.

25

You got to do it.

But he took

And I thought of my dad who left on a

My family didn't have much vacation.
And I'm going to admit, if I just get two or
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1

three weeks vacation in this real estate business, I'll

2

be the happiest camper ever.

3

like he did.

4

consciousness.

5

said Mr. Biggan.

6

I might get six months

That's impossible.

It wasn't in my

It's not in your consciousness.

So I

How many of you-all sometimes come up with a

7

great idea, real smart, and love your idea?

8

I come up with great ideas.

9

up with great ideas?

How many of you-all come

Come on.

I love being right.

10

used to love being right.

11

being right.

12

many of you-all like to be right?

13

right.

14

Sometimes

Now, I don't care about

I just want to be rich and happy.

How

I used to love to be

I hated being wrong.
So, anyway, I said, Mr. Biggan, you got to get

15

me into this real estate stuff.

16

I'm desperate.

17

like that.

18

Raise your hand.

19

idea.

20

you're a rich real estate investor.

21

do real estate investing -- hey, Bryce, you'll love

22

this one.

23

I

I'll do anything now.

Guess what Mr. Biggan said?

You seem hungry.

He goes, I

I said, man, (inaudible).

I said, Mr. Biggan, I got a great

He goes, what's that, Bobby?

I got a great idea.

I said, listen,
You show me how to

I said, Mr. Biggan, you

24

show me how to do real estate investing.

25

money and you know how to do it.

Now, you got

I learn to work hard.
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1

I'll bring you the deals.

2

I'll split them with you and pay you for the education

3

out of the deals we do.

4

that's a genius idea?

5

AUDIENCE:

6

MR. SHEMIN:

And when I do the deals,

How many of you-all think

Yes.
Come on, raise your hands.

7

thought it was genius.

8

hard-core old bird, a tough guy, got it?

9

you like people who tell it like it is.

I

Now, Mr. Biggan's an old,
How many of

10

AUDIENCE:

11

MR. SHEMIN:

12

guess what he said?

13

stupidest thing I've ever heard.

Oh, why is that?

14

Because I thought it was genius.

He said, Bobby, in

15

the beginning, I've had friends and relatives that want

16

to do that, and they never did any deals.

17

you imagine a university, (inaudible) university, pay

18

all the bills, pay all your professors, teach me

19

everything, and if I do something later, I'll give you

20

some money.

Yeah.

AUDIENCE:

22

MR. SHEMIN:

23

AUDIENCE:

24

MR. SHEMIN:
game, man.

Well, Mr. Biggan,

He goes, Bobby, that's the

Would any university do that?

21

25

I love that.

He goes, can

Why not?

They wouldn't get any money.
They got no skin in the game.

Right.
He said, Bobby, I need skin in the

I need you to committed, and one of the
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1

ways we show commitment is money.

2

Mr. Biggan, I got a Beanie Baby collection -- that was

3

my investment strategy at that point -- and some

4

8-tracks, all those 8-tracks will be valuable some day.

5

Who ever heard of 8-tracks?

6

AUDIENCE:

7

MR. SHEMIN:

I said, okay,

Oh, yeah.
What are they worth?

Nothing,

8

nothing, and nothing.

9

and I'll teach you real estate, and I'll guarantee you

He said, Bobby, it's 40 grand,

10

success.

11

or two years, you don't make your money back, I'll put

12

it in writing, I'm good for it, I'll give you your

13

money back, if you do what I say.

I go, what?

14

AUDIENCE:

15

MR. SHEMIN:

16

no risk?

He goes, if in a year and a half

What's the risk?

Wow.
How many of you-all think there's

Let me see your hands up.

17

AUDIENCE:

18

MR. SHEMIN:

It's all on you.
But there's risk.

He said you

19

either make your money back or I'll give you the money

20

back if you do what I say.

21

do that if there's no risk?

22

Awesome.

23

How many of you-all would
Let me see your hands up.

We'll test that letter.

So here's what happened to me.

I go,

24

Mr. Biggan, there's no way I can come up with 40 grand.

25

My parents sold everything, including my brother and
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1

sister and their house.

2

goes, well, then you're not doing real estate.

3

average student makes 40 grand on a rehab.

4

average American make on their rehab?

5

That's average.

6

deal, return on investment.

I can afford half of that.

He

An

What's the

Sixty-six grand.

Half are less, half are more, one

7

Anyway, to make a long story short, I called

8

him Cousin Kenny, who's the famous lawyer who's very

9

wealthy, and I'm going to go very fast.

I borrowed

10

five grand from him a year and a half earlier, swore

11

I'd pay him back in six months.

12

AUDIENCE:

13

MR. SHEMIN:

One small detail --

You never paid him back.
-- never paid him back.

Cuz,

14

what's up?

15

a scammer, where's my five grand?

16

He's very positive.

17

Rose Law Firm.

18

we're still like this, talk almost every day.

19

again, on the call, he cussed me out, the first time

20

he's ever done that since, we've done a lot of stuff,

21

and, again, he told me he would give me the 40 grand

22

under one condition, you never ask me for money again.

23

I'm sick of you, Robert.

24

ask me for money you never pay me back, you're a loser.

25

He yelled at me, called me a loser, a liar,
We're very close.

He's one of Clinton's attorneys,

Look him up, he's amazing.

Great guy,
And,

All you do you call me and

He wrote a three-year note at 40 grand at 10
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1

percent.

2

Someday we'll pay him back, and I'll just flush the

3

money down the toilet.

4

agreement, it said I would never ask him for money for

5

the rest of our lives.

6

somewhere.

7

The payment's about 700 bucks a month.

And he wrote one-page legal

I still have the paper

So now I'm about 50, 60 thousand dollars in

8

debt.

9

what I did for the first year?

My mentor showed me exactly what to do.

10

AUDIENCE:

11

MR. SHEMIN:

Guess

(Inaudible).
Researched, debated, analyzed,

12

hypothesized, skepticized.

13

guys, we're almost done here -- I did the hardest thing

14

for anyone in this room to do, because we have got a

15

lot of smart people in this room, a lot of successful

16

people.

17

for a smart person.

18

but I wasn't.

19

After a year or two --

What's the hardest thing to do?

Let go.

I wasn't smart.

Especially

I thought I was,

Get out of your head.

I've watched

20

some of you.

21

paying attention.

22

stuff I say you agree with.

23

it you won't do.

24

I was committed, but I didn't do everything my mentor

25

said.

You're on your phones.

You're not really

You're in your heads.

Some of the

Some you don't.

Some, you will.

Correct?

Most of
I thought

I debated him, I argued with him, I didn't like
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1

some of the stuff he said.

2

on your face when you don't like some of the stuff that

3

I said.

4

I've seen some of the looks

That's okay.
But they were doing deals every week.

Our

5

mentors are doing deals.

6

Hilary's doing deals.

7

you going to listen to?

8

year?

9

My mom and dad said it's stupid, what's wrong with you,

10

Our students are doing deals.

I'm doing deals.

And who are

Who did I listen to the first

Myself and my friends who said it won't work.

you borrow money from your cousin, and don't do it.

11

And then I did the hardest thing I ever had to

12

do.

13

week.

14

first thing my mentor said is I want more than anything

15

for you to make a five-year commitment.

I said, you know what, they're doing deals every
Maybe I should just do what he says.

16

AUDIENCE:

17

MR. SHEMIN:

18

Now, the

How long?

Five.
Three or four minutes and we're

done.

19

Number two, the first three deals he did, he

20

didn't want to take any money.

21

was doing.

22

almost a year into, and I said, wow, that's amazing.

23

He said, Robert, it doesn't matter.

24

system.

25

He didn't know what he

On the fourth deal, he did make $18,000

We figured out the

We figured out the what?
AUDIENCE:

The system.
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System.
How to (inaudible), how to do the

3

repairs, how to sell them right, and he goes, after

4

that, it was wash, rinse, repeat.

5

AUDIENCE:

6

MR. SHEMIN:

What is it?

Wash, rinse, repeat.
Now, my problem was I had no money

7

and no credit.

8

that an advantage?

9

to show you three ways and five deals and two ways to

I think that's a big advantage.
We're almost done here.

10

finance them and we're doing lunch.

11

any money a big advantage?

12

AUDIENCE:

13

MR. SHEMIN:

14

AUDIENCE:

15

MR. SHEMIN:

Why is

I'm going

Why is not having

(Inaudible).

(Inaudible).
What's that?

(Inaudible).
Charles, I got a new book for

16

that.

17

people say, well, if you have nothing, you got nothing

18

to lose, and that's not true, because if you're with a

19

homeless person like I was, and they've got a sandwich,

20

and you're trying to get that sandwich from them, guess

21

what they'll probably do, because I know what I would

22

do if I was homeless.

23

whatever you have, you don't want to lose it.

24
25

You're the only one that ever gets that.

I would (inaudible).

Most

Because

Now, if somebody rolls into the parking lot
tonight, says give me your watch and your wallet, guess
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Hey, got

You want them?

You are going to give him all those

credit cards?

6

MR. SHEMIN:

7

(inaudible).

8

care.

9

don't want to lose.

I'll give him all the credit cards

I'll give them to you right now.

I'm not liable, right?

I don't

Whatever you have, we

If we have nothing, you hold on to

10

it nothing.

11

or 50 grand, you hold onto what's your lifeline.

12

How do I know this?

If you have ten grand

So, anyway, I had to learn (inaudible).

If I

13

would have had 200 grand in the bank, like some people

14

do, I would have bought my first duplex for 45 grand

15

for cash.

16

second and third duplex?

17

four duplexes.

18

(Inaudible) bank account, five or ten (inaudible),

19

depending on Fannie Mae's guidelines, and after five or

20

ten loans, guess what the bank would say?

21

What do you think I would have done with the
Bought it for cash and have

Guess what?

(Inaudible) should stop.

You're done.

But I had no money, so my mentor said -- the

22

first thing he says, write this down.

23

you are going to use money partners.

24

AUDIENCE:

25

MR. SHEMIN:

He goes, Bobby,
Use who?

Money partners.
He said, I want you to write down
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1

five people you know -- don't filter, don't filter --

2

that are successful that have good credit or money.

3

And guess what I said at the time?

4

AUDIENCE:

5

MR. SHEMIN:

I don't know five people.
Well, I know my cousin.

6

tapped him out.

7

he said and I'll say to you.

8

her down.

9

owns a car repair place?

I don't know anybody.

Write him down.

I already

And here's what

Who's your doctor?

Who fixes your car?

Write
Who

Write him down, her down.

10

Who owns your beauty salon where you get your hair

11

done?

12

legal or illegal?

13

right?

14

boss?

15

someone you read about in the paper that's been

16

successful?

17

estate?

18

Don't filter.

19

Write her or him down.

Who's your drug dealer,

Write them down.

They got money,

Who's your landlord or landlady?

Who's your

Who's one of your favorite professors?

Who's

Who do you know who's done some real

Who do you know that might have some credit?
Write them down.

Write them down.

Go get a real or a potential deal, do a

20

worksheet, and ask for their opinion.

21

what?

22

AUDIENCE:

23

MR. SHEMIN:

Ask for their

Opinion.
I found a deal.

Six weeks later,

24

put it under contract, (inaudible), 85 grand, got it

25

from HUD, H-U-D.

That's another way to find deals,
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1

HUD.gov.

2

wanted to prove my mentor wrong, because I wanted to be

3

right, said I can't get a loan.

4

ten people.

5

bank, got a loan.

6

financed 125 properties for me the first six years.

7

would get a bank loan.

8

agreement, his title lawyer, that he got 50 percent of

9

the rent profit, I got 50 percent.

10

HUD.gov.

HUD.gov.

I

He said, go talk to

The third guy I talked to went to the
That was Robert John snow.

He
He

His lawyer would draw up an

How much of my

money was in it?

11

AUDIENCE:

12

MR. SHEMIN:

13

Because I had none.

14

percent is better than zero?

15

125 deals.

16

goes up.

17

Put it under contract.

(Inaudible).
How much of my credit was in it?
How many of you-all think 50
That's how I did my first

Then once you do one deal, your confidence

You talk to more money partners.

Now, the last thing.

My mentor only found

18

deals two ways basically.

19

work, fire, flood, storm damage.

20

network of contractors and insurance adjusters.

21

(Inaudible) house (inaudible) five and got a big check,

22

and he would get huge discounts under contract.

23

he'd get his contractor who would go in not with the

24

insurance company, but a real contractor, and say I can

25

fix the smoke damage for 50 grand, not 200, like the

Number one, he did insurance
We developed a

Then
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1

insurance company said, and he did tons of deals that

2

way.

3

Number two, he ran an ad.

4

AUDIENCE:

5

MR. SHEMIN:

He ran a what?

An ad.
Tonight, you could run this ad.

6

His son now runs this ad for the last few years after

7

Mr. Biggan passed away, and Mr. Biggan still gets deals

8

or his family does with this ad.

9

(inaudible) everywhere.

Here's the first part of the

10

ad.

"House need work?"

"Behind on

11

your payments?"

"Behind on your payments?"

"Divorce?"

12

We've talked about that.

13

"Estate sale?"

14

Divorce?

15

died.

16

this, and here's the answer.

17

house.

18

are cash (inaudible) another bag of bills.

19

for your house, can close in seven days.

20

seven days.

21

number works the best?

22

days.

23

Call, text, email.

"House need work?"

I run into it

"Estate sale?"

"Tired landlord?"

Estate sale?

Probate?

Behind on your payments?

Got it?

House needs work?
That means somebody

He triple blind tested

Cash offer for your

Cash offer for your house, because all offers
Cash offer

Can close in

He tested three, five (inaudible), which
Seven.

Can close in seven

Can close...in seven days.

Call, text, email.

Run that ad everywhere.

24

AUDIENCE:

25

MR. SHEMIN:

Where?

Everywhere.
Refresh it.

Change it up.

Move

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 281

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 283 of 504

282

Rules of Renovation Workshop - Day Two

Zurixx
1

7/20/2019

it around.

2

Now, I want to show you a couple more ways to

3

find deals.

4

we'll do lunch for real, and he runs that ad, but you

5

better have somebody answer the phone like pat live.

6

Like what?

I'm going to show you a video, and then

7

AUDIENCE:

8

MR. SHEMIN:

9

Pat live.
Like pat live.

the wrong button again, of course.

Uh-oh, I just hit
I'm going to pull

10

the thing.

11

you a quick video about some software very quick, then

12

I'm going to show you some more ways to find deals, and

13

then we will take lunch.

14

We have some great questions today.

I know we're coming -- I do want to show

15

AUDIENCE:

16

MR. SHEMIN:

17

Sorry we're a minute late.
We had some what?

Great questions.
Great questions.

Are you-all

learning some stuff?

18

AUDIENCE:

19

MR. SHEMIN:

Yes, sir.
Yeah?

I hit the wrong button, so

20

let me see if I can pull this up real fast, okay?

21

Uh-oh.

22

you, okay?

23

saved up, and, of course, I hit the wrong button.

One second.

I've got a video I want to show

One second.

24

AUDIENCE:

25

MR. SHEMIN:

I hit the wrong -- I had it

It's all good.

Take your time.

So let me just take just a second
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here.

2

Going to get a little sound here.

3

I think I just found it.

coming up?

5

do fine.

Sorry we're a few minutes late, but we'll

Are you-all learning some stuff?

6

AUDIENCE:

Yes.

7

AUDIENCE:

Yeah.

8

MR. SHEMIN:

AUDIENCE:

11

MR. SHEMIN:

Just took over the mortgage.
Just took over the loan.

AUDIENCE:

14

MR. SHEMIN:

15

AUDIENCE:

16

MR. SHEMIN:

17

AUDIENCE:

18

MR. SHEMIN:

19

AUDIENCE:

20

MR. SHEMIN:

Sure.
Is it illegal?

Oh, illegal.
Is it a crime?

No.
No.

(Inaudible)?

No.
But you got to make the payments.

How was I taught to finance all my deals?

22

AUDIENCE:

(Inaudible).

23

AUDIENCE:

Other people's money.

24

MR. SHEMIN:

25

Is it

illegal?

13

21

How did my mentor finance all

those deals first couple years?

10

12

Awesome.

So any question while my internet is slowly

4

9

I did.

7/20/2019

How about write some names down,

don't filter, correct?

That's how you find them, but
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you've got to have a real potential deal.

2

AUDIENCE:

3

MR. SHEMIN:

4

ways to find deals?

Got it?

Got it.

5

AUDIENCE:

6

MR. SHEMIN:

7

7/20/2019

How about are there some other

Yeah.
Well, let's do a couple more.

You-all ready?

8

AUDIENCE:

9

MR. SHEMIN:

Yes.
Now, all of you -- Bryce, they got

10

access to the Property Finder/Cash Buyers list,

11

correct?

12

BRYCE:

13

MR. SHEMIN:

Yep.
So the company gave you an amazing

14

gift.

15

joining us here, they gave you access -- you have an

16

access code -- talk to one of them, because I'm not a

17

technical person, or call the customer service

18

number -- to cash buyers all over the United States in

19

every city, pretty much.

20

go find multiple cash buyers, it's a database, and

21

there are some of your buyers.

We have some proprietary software, and for

So if you want to wholesale,

It's a great resource.

22

The company spends a fortune every day, every

23

hour, to get access to those cash buyers, updated all

24

the time with data feeds.

25

that everybody got.

That's a really nice gift

Who got it?
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AUDIENCE:

2

MR. SHEMIN:

Everybody.
How many of you-all remember that

3

from the first meeting?

4

buyers.

5

right?

6

7/20/2019

If you don't, you got it, cash

You have it for, like, a year or something,
Yep.
Now, that software does a whole lot of other

7

stuff.

8

going to show you a quick video.

9

can teach you how to do everything old school, how to

What does it do?

I'm almost done here.

I'm

This software -- I

10

analyze a deal, how to run the comps, how to find

11

repairs.

12

about that?

How many of you-all realize we been talking

13

AUDIENCE:

14

MR. SHEMIN:

Um-hum.
Now, what I want to do is show you

15

our software.

16

almost done, a few minutes, and sorry again that it's

17

late, hang with me, give me five minutes, maybe six,

18

and here we go.

19

Now, before we talk about it -- we're

So I'm showing everyone how to do this old

20

school, that's how I was taught, but how many of

21

you-all would like, instead of riding a buggy or a

22

horse, how many of you-all would like a private jet or

23

a lamb bore begin any to get where you want to go?

24

me see your hands up.

25

Let

I'm about to show you some proprietary
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1

software.

2

buy it anywhere, and we do not sell it separately.

3

It's included with our advanced packages, which I'm

4

going to talk about at the end of the day for 15

5

minutes.

6

to use this as a selling -- a teaching tool to show you

7

how to find deals.

We don't sell it, as far as somebody can't

I'm talking about it right now.

Is that okay?

8

AUDIENCE:

Sure.

9

AUDIENCE:

Um-hum.

10
11

I am going

MR. SHEMIN:

I'm here to teach you.

I'm here

what?

12

AUDIENCE:

13

MR. SHEMIN:

To teach.
To go over some more ways to find

14

deals.

15

anywhere else.

16

huge investment.

17

it, go and buy it separately.

18

sell it.

19

included.

It's called a PropFinder.

I don't need it

The company pays a fortune, makes a
All of you are going to want to buy

Write that down.

You can't.

We don't

We don't sell it.

It's

It's what?

20

AUDIENCE:

21

MR. SHEMIN:

Included.
In our advance training packages.

22

Check this out, and if you're open, you'll learn a lot

23

of stuff, for four or five minutes.

24

(Video played.)

25

PropFinder provides comprehensive real estate
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1

information on over 160 million properties throughout

2

the United States with its unmatched access to

3

nationwide recordings in MLS systems, PropFinder

4

provides you the inside track on every property, giving

5

you the edge in real estate investing.

6

its research through nationwide recordings for any of

7

the following property types and statuses.

8
9

PropFinder does

MLS properties, preforeclosure listings,
auctions, foreclosures, vacant properties, involuntary

10

liens, which include tax liens, HOA liens, mechanic's

11

liens, and so on, high equity properties, cash buyers,

12

free and clear properties, bankruptcy and --

13

(Video paused.)

14

MR. SHEMIN:

Stop.

You can take a picture of

15

this.

16

for you to find deals regardless of what you do.

17

thought you had to be a realtor to get access to

18

Multiple Listing Service.

19

that?

20

legally, and we have access to MLS.

21

for your business?

22

listings.

23

preforeclosures, auctions, foreclosures, vacant

24

properties, involuntary liens -- that means lawsuits --

25

Tax liens, we covered(inaudible), HOA liens, one of my

We've covered some of these.

Here are more ways
I

How many of you-all thought

Well, the company pays somebody a fortune

It runs comps.

What will that do
You have the

The same as a realtor pretty much.

Those
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1

favorite ways to get great condos, (inaudible) below

2

market, mechanic's liens.

3

equity properties.

4

it, like a $10,000 loan, and divorce filings.

5

highly motivated.

6

Everybody has a different way to find deals.

7

or two.

My favorite also is high

That's (inaudible) with no loan on
They are

Those are my favorite ways.
Pick one

Pick how many?

8

AUDIENCE:

9

MR. SHEMIN:

One or two.
This program will do it for you,

10

click, click, click, and I've also showed you the old

11

school.

12

(Video continued.)

13

You can serve a specific area by typing in the

14

city or zip or by simply drawing the search area on the

15

map.

16

available properties within that area and quickly

17

categorize them by type.

18

you to quickly filter your results by developing

19

document type, including MLS listings, vacant

20

properties, and (inaudible).

PropFinder will automatically search for all

21

The save search area allows

You can also search for properties that meet

22

your exact investing criteria by utilizing the more

23

button.

24

using any combination of fields for property statuses.

25

For example, if you're looking for vacant properties

This area allows you to search for properties
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1

that have out-of-state owners, simply select the

2

appropriate fields, and the results are instantly

3

updated.

4

target homeowners with a few clicks and the help of the

5

(inaudible) section.

6

You can instantly generate market lists and

To save a marketing list, simply select the

7

properties and add them to new or existing marketing

8

lists.

9

criteria, including equity, putting the most relevant

10
11

You can also sort your results by any number of

results for you first.
PropFinder also allows you to fully vet and

12

qualify each property return, with hundreds of fields

13

of information, as well as our exclusive property

14

dashboard.

15

snapshot of the property condition, as well as cost,

16

average rent, occupancy status, outstanding liens,

17

rehab costs, and much more.

18

The property dashboard gives you an instant

In the first area, you can view current and

19

historical property (inaudible) as well as the

20

property's current occupancy status.

21

allows you to view the value trend of the property that

22

you're looking at.

23

into the cost, what they sell for, and how long they

24

sat on the market.

25

gives you the financial scheme of each property.

Area number two

Area number three gives you insight

Finally, the opportunity section
How
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1

much equity is in the property?

2

on the open market?

3

property?

4

This includes tax liens, HOA liens, mechanic's liens,

5

and more.

6

What would it rent for

How much does the owner owe on the

And, finally, are there any liens on it.

In addition, the rehab calculator let's you

7

quickly determine what certain improvements and

8

upgrades will cost for that specific comp.

9

(Video paused.)

10

MR. SHEMIN:

Wait a minute.

I asked the

11

owners, how does it know the rehab cost for that house.

12

How many of you-all think that's kind of crazy?

13

AUDIENCE:

14

MR. SHEMIN:

(Inaudible).
How does it do it?

Well, I asked

15

them, and they said they have an artificial

16

intelligence algorithms that take that house, that

17

neighborhood, local costs, local this, and they have

18

all kinds of databases they transcend or whatever and

19

come up pretty accurate with a rehab cost for that

20

house.

How about that's pretty interesting?

21

AUDIENCE:

22

MR. SHEMIN:

Um-hum.
And actually that one-sheet for

23

your lenders and yourself, old school, click a

24

button --

25

(Video continued.)
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7/20/2019

PropFinder's

2

built-in analysis wizard allows you to quickly

3

determine the expenses, fees, and potential income

4

associated with purchasing and/or reselling the

5

property.

6

simply select the appropriate tab at the bottom.

7

tabs are dynamic and change depending on the property's

8

status.

9

To get the full details on each property,
These

For example, a property that has a lien on it

10

will have a lien tab with the relevant lien

11

information.

12

record information on that property, including previous

13

sales and current HOA dues.

The property details tab provides all the

14

(Video paused.)

15

MR. SHEMIN:

Imagine while you're talking to

16

someone, you know, what they bought it for, what it's

17

worth, what repairs are, what the costs are to close

18

it, what the liens are, while you're talking to them?

19

How many of you think that might help your business?

20

Correct?

And it's all current.

21

(Video continued.)

22

The MLS tab gives you the most recent listing

23

information, including the listing price, days on

24

market, agent's description, and agent's contact

25

information.
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1

The comps and nearby listing tab allows you to

2

pull your own costs for the property based on your own

3

criteria, including drawing a new geographic area.

4

addition, you can also quickly access nearby listings,

5

neighbors, foreclosures, and so on within a certain

6

radius of the property.

7

In

The tax tab gives you the current and

8

historical property taxes and assessed values.

9

transactions history tab shows you current mortgages

10
11

The

and all recording transfers on the property.
Finally, a full presentation of comparative

12

market analysis is provided for each property by simply

13

clicking on the green button.

14

you everything you need to know about the property and

15

the neighborhood in which it's located.

This (inaudible) gives

16

(Video paused.)

17

MR. SHEMIN:

18

(Video continued.)

19

Once you've selected the properties that match

There's your one-sheet.

20

your requirements, you can save them into the My

21

Properties section.

22

actively monitor your saved properties and let you know

23

whenever changes occur.

24

filters up top, you can quickly determine which

25

properties need your attention and which can be

The My Properties section will

By simply clicking on the
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discarded.

2

choose to export these properties into a list.

3

7/20/2019

There's even an export button should you

Once you've searched for and saved your

4

properties, the final step is to market to them.

5

Propose finder's built-in marketing (inaudible) allow

6

you to quickly generate investor-ready leads.

7

target your list with built-in email systems, website

8

creator, and a postcard editor.

9

you print and mail the postcards directly from within

You can

PropFinder even lets

10

the application.

11

templates or simply upload your own postcard with your

12

message already on it.

13

they're sitting the comfort of their home?

14

PropFinder's built-in online advertising feature allows

15

you to market your message or service directly to your

16

target audience all through their internet browser, and

17

there's much more.

18

You can utilize one of the built-in

Want to target a prospect while

PropFinder's robust application allows you to

19

become an instant expert on any area and any property.

20

Neighborhood statistics give you insight into local

21

markets, from average days on market to average rents

22

per bedroom.

23

data, (inaudible) search features, and robust marketing

24

tools, PropFinder's an essential tool for every real

25

estate investor that's serious about making money.

With its comprehensive and up-to-date
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(End of video.)

2

MR. SHEMIN:

3

lamborghini.

4

What do you think?

7/20/2019

It's a

It's a what?

How (inaudible) postcards, does it all for you,

5

click, click, click.

6

computers?

7

click, click.

8

just sell this for 20 or 30 grand, because all the

9

investors would buy it, because you get one deal, you

Who here, like me, does not love

It's super easy to use.

It's just click,

(Inaudible) and ask them, why don't you

10

make your money back, your return on investment, and

11

the owners told me that when people join us for

12

advanced programs, which we're going to talk about at

13

the end of the day for a few minutes, that we want to

14

give them every tool to get that investment back

15

quickly and get lots and lots of deals.

16

Bryce and I have looked at tons of software

17

programs, I know Taylor has, too, and I've spent a lot

18

of money on them.

19

to this one.

20

us.

21

It's included.

22
23

I've never seen one that comes close

Again, it's proprietary.

We don't sell it.

It's only for

You can't buy it separately.

So, we have a few minutes extra.

Did you-all

learn some stuff this morning?

24

AUDIENCE:

Yes, sir.

25

AUDIENCE:

Yeah.
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2

MR. SHEMIN:

7/20/2019

Well, after lunch, we want to make

an offer on a real deal --

3

AUDIENCE:

4

MR. SHEMIN:

Yes.
-- teach some more stuff, call on

5

some of your deals, the deals you put on the back

6

stability.

7

Taylor, would it be now?

8

If somebody has a meeting with Bryce or

BRYCE:

Yeah, now around lunch.

Just if it's

9

first 20 minutes of lunch, it's going to be right now.

10

If it says (inaudible), it will just be in 20 minutes,

11

and the last 20 minutes will be in 40 minutes.

12

MR. SHEMIN:

Great.

So we probably went a

13

little extra, but it's okay.

14

lunch?

How long?

15

BRYCE:

16

MR. SHEMIN:

17

AUDIENCE:

18

MR. SHEMIN:

Yeah.

19

very important.

20

Bryce, thank you.

21

yourselves a hand.

What time?

2:35.

If you have a meeting, it's

Taylor, welcome, great to see you.
All of you, this is a lot.

(Applause.)

23

MR. SHEMIN:

25

So back at 2:35.

2:35.

22

24

We're getting an hour for

Give

You-all are awesome, great.

I will be back a few minutes early

if you have any questions.

Enjoy.

(Whereupon, a lunch recess was taken.)
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1

7/20/2019

AFTERNOON SESSION

2

MR. SHEMIN:

3

back.

4

lunch?

Okay.

So, everybody, welcome

We're right on time.

5

AUDIENCE:

6

MR. SHEMIN:

Is that correct?

It was great.
Good.

How was

How was your lunch?

Good, good, good.

I didn't

7

have any, but I did some work stuff, but I love this,

8

so there you go.

9
10
11

AUDIENCE:

There you go.

MR. SHEMIN:

It was great.

How's everybody

else feeling?

12

AUDIENCE:

13

MR. SHEMIN:

Good.

14

call, correct?

15

BRYCE:

16

MR. SHEMIN:

17

BRYCE:

18

MR. SHEMIN:

19

BRYCE:

20

MR. SHEMIN:

Hey, Bryce, at 3:45 we have that

Yes.
So I'm wondering --

(Inaudible.)
Should we do our deal real quick?

Yeah.
How about we'll do five minutes --

21

I'm trying to get the time here, and -- 3:45.

22

For Bryce, because there's time, I'm wondering maybe

23

we'll just call in some deals for a little bit, maybe

24

the deal tomorrow morning.

25

BRYCE:

Wow.

Yeah, that sounds good.
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1

MR. SHEMIN:

2

BRYCE:

3

MR. SHEMIN:

7/20/2019

Does that sound good?

Yep.
We're doing my open real deal

4

tomorrow morning first thing, so we have more time to

5

call on deals today.

Would that be okay?

6

AUDIENCE:

Yeah.

7

AUDIENCE:

Sure.

8

MR. SHEMIN:

9

Great.

And so what I want to do

right now is when I was in school, one thing I was

10

really good at was movie time.

11

would like to watch movies just for like six minutes

12

before we get to the real estate stuff?

13

you some more ways to find deals, and then we're going

14

to call on some deals.

15

motivated seller ad -- please circle the number to

16

call, and put the things on the back table, and we'll

17

call in just a little bit on some deals.

18

AUDIENCE:

19

MR. SHEMIN:

How many of you all

That will give

So if you have a deal a

Sound good?

Yes.
And I'll prep you out for exactly

20

what to do, what the script is and we'll do it and

21

we'll talk about it so you'll learn how to do it.

22

But right now, what I want to do is something

23

that's fun, just right after lunch, I hope you all had

24

a nice lunch, and what I want to do is -- give me just

25

a second here, just playing around on my computer.
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Whatever I'm doing.

2
3

7/20/2019

Oh, boy.

I would like to just show you a couple of
videos if that's okay.

4

AUDIENCE:

5

MR. SHEMIN:

Sure.
And I'll tell you what these

6

videos are.

7

be very clear about this.

8

AUDIENCE:

Okay.

9

AUDIENCE:

Yep.

10

They're very unprofessional.

MR. SHEMIN:

I'm going to

Got it?

They're some random videos that I

11

took, and that's why I know they're unprofessional.

12

Oh, by the way, there's no way to get my thing on so I

13

have to take the batteries out.

14

okay?

So can you all hear me

Is the sound on?

15

AUDIENCE:

16

MR. SHEMIN:

Yeah.
Great.

So I'm going to go slow

17

here, give people a chance to get back.

18

point, how's everybody feeling?

19

AUDIENCE:

Good.

20

AUDIENCE:

Good.

21

MR. SHEMIN:

Good.

But at this

So at this point, the calls

22

may be one or two people in the room, I know when I was

23

a beginner, I was like, can I really do this?

24

real?

25

all can do it.

You know, how can I make it happen?

Is it

All of you
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1

So let's be 100 percent forthcoming.

2

always had worries.

3

excitement.

4

7/20/2019
I've

I don't call it fear, I call it

Who here is still a little bit like, okay, I

5

know I can do this, but I'm still thinking can I really

6

do this?

7

people.

8
9

Let me see your hands up?

A couple of

Thanks for your honesty, all right?
Now, what I want to do is show you a couple of

videos that I believe, if you'll look at it with an

10

open mind, it will take all your fears and worries away

11

about real estate investing.

12

AUDIENCE:

13

MR. SHEMIN:

14

AUDIENCE:

15

MR. SHEMIN:

Is that fair?

Sure.
Is that fair?

Yep.
And some of these videos are

16

different people and I'm going to show you some that I

17

use in different parts what we teach or what we do or

18

different programs.

19

I went around random and I got hundreds of these with a

20

video and said, hey, what do you think?

21

on?

22

And they're very unprofessional.

What's going

How's it going, correct?
And I just want to show you a couple of

23

different investors that have been very successful

24

using these things we teach, that has learned them and

25

they're doing them, correct?

And see what you think.
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7/20/2019

Now, the last one I'm going to show you is a

2

very special woman, I know Bryce knows her.

3

like in love with this woman.

4

like, lady, but she doesn't really have much to do with

5

me, but we're friendly.

6

about her in a minute.

I'm just

I want her to be my new,

She's amazing.

I'll tell you

7

So I want to show you a couple of different

8

videos of different people doing deals, to take all

9

your worries and fears away.

10

AUDIENCE:

11

MR. SHEMIN:

Is that okay?

All right.
And I want you to listen to how

12

they're doing them, how they're finding the deals, how

13

they find the money, and what are they making.

14

one deal worth.

15

What's

Is that fair?

So my first one is a very special lady.

Who

16

here makes nicknames up for people?

17

called her amazing Tina.

18

folding clothes in a boutique.

19

we ask everybody, you know, why do you want to do real

20

estate?

21

of your time?

22

Anybody?

So I

Before real estate, she was

You want to travel?

And I asked her, like

You want to be in charge

And she said -- she has three daughters -- and

23

she goes, I want to show my daughters that I, as a

24

lady, a woman, don't have to take a second-rate job,

25

that I can be successful and make money to be an
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7/20/2019

1

example for them.

2

And also show my community.

3

She goes, well -- here's what I love about Tina.

4

doesn't speak or hear.

5

about 25 deals.

6

She makes between 20 and 50 grand a deal.

7

And I want to be really successful.
I'm like, what community?

She's deaf mute.

She

She's done

Mainly buy, fix and sell, and rentals.

And when she joined, I said, well, you know, do

8

you need a translator?

9

hear, so I can't just call.

And Tina is one of those

10

people that's always happy.

Always what?

11

AUDIENCE:

12

MR. SHEMIN:

Because you don't speak or

Happy.
Always -- never complains, just a

13

happy person.

14

need a translator.

15

training, I always hire a sign language translator.

16

Anybody here know sign language?

17

little bit?

18

She says, no, I can do email.

I don't

Now, when she comes to a meeting or

A little bit?

A

So I keep asking her, how did you find the

19

deal?

20

thank you, I love this.

21

you, it's fun.

22

very noisy and I'll translate for you just for a minute

23

or two to show this video.

24

her first deals or two.

25

Tell me about the deal.

And she keeps saying,

Thank you, I love this.

She doesn't answer the question.

Thank
It's

This is when she did one of

By the way, that's her husband over there, he
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1

also is deaf mute, and she has done just a lot of

2

deals.

3

she's really changed my life.

4

excuses.

5

don't have enough money, I don't have this, I don't

6

have background.

7

She's always happy.

What I love about Tina,
She takes away all my

Everyone in this room has got excuses.

I

And every time I see her, she is super

8

inspirational, and she never focuses on what she

9

doesn't have.

And I said, Tina, let's get real, you

10

know?

11

a little speech impediment, it's nothing compared to

12

you.

13

or like think about that?

14

You don't speak or hear.

But, you know, do you ever like feel down or weak

And guess what she said?

15

speak or hear.

16

It's actually not.

17

strengths.

She said, I'm focused on my

What does she focus on?

AUDIENCE:

19

MR. SHEMIN:

20

AUDIENCE:

21

MR. SHEMIN:

22

what you can't do.

23

doesn't work.

25

She said, no, I don't

Some people think it's a disadvantage.

18

24

You know, when I hear

Strengths.
What do you all need to do?

Focus on our strengths.
Focus on what you can do, not on
Focus on what works, not what

I said, Tina, what do you mean by that?

She

goes, listen, I don't speak or hear, some people think
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1

that's a disadvantage, but it's actually not.

2

goes, because I don't speak or hear, my vision is much

3

better than most people.

4

can tell and feel people when I'm communicating with

5

them.

6

and not what I can't.

7

All those things.

She

My intuition is better.

I

So I focus on what I can do

She's never complained about anything, always

8

happy, just rocking along doing deals.

9

Hold on.

So here she is.

Uh-oh.

10

AUDIENCE:

11

MR. SHEMIN:

Does she read lips?
The question is do we read lips.

12

For some reason, the sound thing is off.

13

had that happen.

14

sound not work.

15

sound -- the volume is on.

Let me try this.

I've never

I've never had the

We're having a fun weekend here.

My

Anybody have that happen?

16

AUDIENCE:

Gosh, no.

17

AUDIENCE:

Go to the right --

18

MR. SHEMIN:

I've never had that come up.

See,

19

look, there's the -- oh, you know what?

20

her on Facetime, I'll bet you have to turn that off,

21

right?

22

I just played

I'll bet you that.
There's another video.

We've got tons of

23

these.

24

on Facetime, because we're going to talk to another

25

investor here in a little bit.

Give me one second.

I think I was playing her

That's really strange.
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1

The volume is up.

2

AUDIENCE:

3

MR. SHEMIN:

Is there a mute button?
Nope.

4

this the right cord?

5

cord?

6

this video before.

7

7/20/2019

Interesting.

This is plugged in.

Is

Maybe I just pulled the wrong
Never had this happen.

I've seen

My apologies.

Well, we can watch the videos a little later.

8

Let me try one more time.

9

AUDIENCE:

Close it and open it back up.

10

AUDIENCE:

Yeah.

11

MR. SHEMIN:

12

AUDIENCE:

13

MR. SHEMIN:

What's that?

Close it and open it back up.

14

do.

15

Let's try it again.

That's exactly what I am going to

I'm going to get rid of this thing, Facetime.
Let's close it.

16

AUDIENCE:

When all else fails, start it over.

17

AUDIENCE:

Yep.

18

MR. SHEMIN:

19

AUDIENCE:

20

What's that?

When all else fails, start over.

Go

back to the beginning and move it.

21

MR. SHEMIN:

22

AUDIENCE:

23

MR. SHEMIN:

24

AUDIENCE:

25

MR. SHEMIN:

Wait, I see it.

You didn't close it.
How do I close it?

Go up there to Quick Time and close.
Quick Time.

Quick Time Player.
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1

AUDIENCE:

2

MR. SHEMIN:

3

AUDIENCE:

What you just hit.

4

AUDIENCE:

"Force quit."

5

MR. SHEMIN:

Yeah, close it.
Hello, help.

"Force quit."

How do I close it?

I've done that

6

before.

7

more time and if not, we'll just move on.

Okay?

Everything is closed.

8

AUDIENCE:

9

MR. SHEMIN:

10
11

Let's try it one
Sound good?

Sounds great.
Nope.

AUDIENCE:

Yeah, see, it's showing that it's no

AUDIENCE:

Yeah, it does say "no sound" right

sound.

12
13

7/20/2019

there at the bottom.

14

MR. SHEMIN:

15

AUDIENCE:

16

MR. SHEMIN:

17

How about this?

18

reopen it?

No what?

"No sound," down it at the bottom.
I've never had that happen before.

How about I shut my computer down and

19

AUDIENCE:

20

MR. SHEMIN:

Well, that will fix it, I bet.
That will fix a lot of stuff.

21

wow, that's never happened before either.

22

pretty.

Oh,

That's

What's that?

23

AUDIENCE:

24

MR. SHEMIN:

25

AUDIENCE:

I don't know.
Wow.

Should we duck?
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1

MR. SHEMIN:

2

AUDIENCE:

Do we need to duck?

3

AUDIENCE:

It's restarting.

4

MR. SHEMIN:

5

AUDIENCE:

6

MR. SHEMIN:

7

AUDIENCE:

8
9

7/20/2019

Huh?

Oh, it is?

No, it's weird.
I've never had that happen.

Well, it went blank up here and now

it's restarting.
AUDIENCE:

Oh, that is weird.

10

MR. SHEMIN:

11

AUDIENCE:

Uh-oh.

12

AUDIENCE:

Don't say uh-oh.

13

AUDIENCE:

Now hold the power button down until

14

it turns off.

15

AUDIENCE:

16

MR. SHEMIN:

17

AUDIENCE:

18
19

That's pretty.

Until it disappears.
There you go.

You all are hired.

Now hit the power button and turn it

back on.
MR. SHEMIN:

So real quick, what I'm going to

20

do, since I don't have my slides and the video is

21

broken, I'm going to use your time wisely.

22

is very valuable.

23

couple of more ways to find deals.

Your time

What I'm going to do is give you a

24

AUDIENCE:

25

MR. SHEMIN:

Okay.
While we're doing that, we'll prep
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1

a call on deals and maybe see some videos, great; if

2

not, we won't, we'll do them later.

3

AUDIENCE:

4

MR. SHEMIN:

Sounds great.
I'll make good use of the time.

5

How is everybody feeling?

6

AUDIENCE:

Excellent.

7

AUDIENCE:

Good.

8

MR. SHEMIN:

9

Sound good?

Good deal.

So, we clap, one, two,

three, let's clap.

10

(Applause.)

11

MR. SHEMIN:

(Inaudible) -- a bit later.

I

12

don't have one.

13

Reloading.

14

if the video plays, great; if not, we'll move on and do

15

it later.

Open book.

So here it comes up.

I'll give it a second to reload.

Sound good?

16

AUDIENCE:

17

MR. SHEMIN:

Sure.
So here we go.

18

Facetime.

19

deaf mute, doesn't hear or speak.

20

deals in three years.

21

20 and 50 grand.

22

guess what?

I was planning on

So this is Tina, it's very noisy, she is
She's done about 30

On each deal, she makes between

And, by the way, if she can do this,

23

AUDIENCE:

24

MR. SHEMIN:

25

We'll see

Anyone can do it.
You've got a chance.

Correct?

All right, we also had a sightless student.
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1

AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Good suggestions.
I didn't see the houses, and

3

they've got a good sense of humor, the guy goes, we

4

don't.

5

how they met.

6

into each other, fell down and got all tangled up.

7

joke.

8
9

He and his wife are blind.

One day I asked him

He goes, we were at blind school, bumped
No

Got to have a sense of humor, but it's true.
Anyway, the blind people, they've done about 14

rentals and a couple of rehabs.

They go, we don't see

10

the houses.

11

(inaudible) -- because we go in the house and we feel

12

it.

13

and abilities, focus on what you can do, not on what?

We have a contractor go along --

The point of all this is all you all have skills

14

AUDIENCE:

15

MR. SHEMIN:

What you can't do.
Some of this is very hard --

16

(inaudible) -- it's really noisy, bad video.

17

filming it, pretty obvious I need some help, and it's

18

just bad.

19

better, I'll just interpret.

So there are some other videos that are

20

AUDIENCE:

21

MR. SHEMIN:

22

AUDIENCE:

23

I'm

What just happened?

(Inaudible.)
What's that?

It worked when you were unplugged

over there.

24

AUDIENCE:

25

MR. SHEMIN:

Interesting.
That's crazy.
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1

(Video playing.)

2

MR. SHEMIN:

3

That's weird, when I plug this, it

ruins the sound.

4

AUDIENCE:

Oh, that's different.

5

AUDIENCE:

So we can listen to it.

6

(Video playing.)

7

MR. SHEMIN:

So she found a house in Atlanta,

8

Georgia.

9

contract for $70,000.

10
11

She's from Tel Aviv, Israel.
Write that down.

13

MR. SHEMIN:

16
17

Got it?

That's about 78, she sold it for 110 or 130.
(Video playing.)

15

She put in a

Then she says it needs 8,000 in repairs.

12

14

7/20/2019

So she went to Atlanta once in a

year.
AUDIENCE:

Do you have a connector for the

audio in your -- in your projector?
MR. SHEMIN:

I don't know.

Maybe.
I don't know.

18

That's weird that it was working so beautiful before.

19

We watched the video this morning.

20

AUDIENCE:

21

MR. SHEMIN:

He said there's a mute button.

22

you so much, man.

23

AUDIENCE:

24

MR. SHEMIN:

25

Where's the mute button?

Thank

He's a techy.
Thank you.

Any questions before

we try to get these videos going?

Thank you so much.
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1

7/20/2019

Charles, you're hired.

2

Any questions about anything?

3

mind at lunch?

4

wondering about?

5

in using time wisely.

6

Anything you're thinking about,

AUDIENCE:

Yes, and I'll repeat it.

I believe

I don't want to waste your time.

You said put it in somebody else's

7

name or get an LLC.

8

go to get an LLC?

9

Anything on your

MR. SHEMIN:

Do you recommend like a place to

Yes.

Tomorrow we talk about asset

10

protection and Sunday we will have a section at the end

11

of the day.

12

bit early, about 1:30, quarter to 2:00, give or take a

13

few minutes.

Tomorrow is a working lunch, we will end a

14

How did you do that?

15

AUDIENCE:

16

(Applause.)

17

AUDIENCE:

18

MR. SHEMIN:

19

it.

20

we're going.

21

gentleman.

Yay.

Hit sound, then you go out and -Are you a computer person?

Thank you so much.

Right?

I love

Put him on the road,

Thank you again, Charles, you're a

You already have a book, right?

22

CHARLES:

23

MR. SHEMIN:

24

CHARLES:

25

MR. SHEMIN:

Yes, I do.

Thank you much.

So I can't give you two.

Nope, we're good.
Thank you so much.
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1

So most investors, according to attorneys, our

2

attorneys, and we'll talk about that at the end of the

3

day, at the end of tomorrow.

4

attorneys do it.

5

investors do not buy in their name.

6

is very simple.

7

You can have our

You need an attorney to do it.

Most

Asset protection

We'll do this tomorrow.

If everything is in your name and the IRS says

8

you owe them more money, maybe you don't.

9

get in a car wreck, maybe your kids that are under 18

10

get you in a lawsuit.

11

your name.

12

So that's not very smart.

13

Maybe you

They'll attach everything in

Whether they're guilty or innocent, right?

So most investors, including myself, use

14

corporations, LLCs and trusts to get it out of their

15

name.

16

go through that tomorrow.

17

a lot of insurance, but it's highly recommended.

18

it?

A corporation is a different person.

AUDIENCE:

20

MR. SHEMIN:

22

You don't have to.

Got

I have a question.
Another quick question and then

we'll get back into these videos.
AUDIENCE:

What do you do when you run across

23

an investment that needs special historical

24

preservation?

25

We have

And we'll go through that step by step tomorrow.

19

21

So we'll

MR. SHEMIN:

Special historical preservation.
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1

A lot of towns like Richmond and Nashville and Memphis

2

and Atlanta and Charleston, have what I call

3

hysterical -- I mean, excuse me, historical provisions.

4

It's just rules.

5

to buy and fix this house, you have to do this, or you

6

have to keep the front, or you can't tear it down.

7

your contractor and your realtor and yourself should

8

know that stuff.

9
10

AUDIENCE:

They're going to say if you're going

You get an expert.

So

You get a what?

Expert.

MR. SHEMIN:

I've done over 400 historical

11

renovations in Nashville.

12

AUDIENCE:

13

MR. SHEMIN:

Were you -Hold on a second.

Where

14

hysterical -- historical commission comes out and says,

15

you have to leave the front the same.

16

the front off.

17

historical properties -- what kind of contractor?

You can't tear

So us, the contractor who works with

18

AUDIENCE:

19

MR. SHEMIN:

20

AUDIENCE:

21

MR. SHEMIN:

Historical properties.
What kind of realtor?

Expert.
Karen Hoff, who only do historical

22

things in Nashville.

23

mean historical commission.

24

off, we have to do this, we can't do that.

25

just some rules.

Due to hysterical commission -- I
We didn't tear the front
There are
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AUDIENCE:

7/20/2019

We were going to purchase a house

2

once and they told us that we had to put back the

3

original terra-cotta roof and everything.

4

MR. SHEMIN:

Yeah, and it's a number.

So if

5

the number is too big, don't do it as an investor.

6

the number works for you, do it.

7

anything.

8

follow the what?

9
10

It's just like

You have to follow the rules.

AUDIENCE:

If

You have to

Rules.

MR. SHEMIN:

Yep.

But I love historical

11

renovations, but it's the numbers.

12

don't work for you or if you don't want to do, don't do

13

it.

14

dirty answer?

Got it?

If the numbers

So how's that for a kind of down and

15

AUDIENCE:

16

MR. SHEMIN:

17

AUDIENCE:

18

MR. SHEMIN:

That was down and dirty cool.
Fair?

Yeah.
But it's highly specialized.

You

19

know, if you need a contractor, don't get a contractor

20

who has never done historical stuff, he will mess it

21

up, the historical commission will come out and say you

22

did it wrong, you've got to do it again, the roof is

23

wrong, the wire is wrong.

24

what you're doing.

25

AUDIENCE:

You know, you've got to know

Make sense?
Um-hmm.
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1

MR. SHEMIN:

And I do a lot of that.

2

all south beach is art deco.

3

rules.

7/20/2019
In Miami,

You've got to know the

It's like anything, once you do it, guess what?

4

AUDIENCE:

5

MR. SHEMIN:

You know how to do it.
The contractor says -- and by the

6

way, Nashville in most cases is very simple.

7

to take it back to its original, you have to leave the

8

front the same and you have to use the original type

9

material.

You can't just bulldoze it or, you know,

10

tear the rooms out.

11

they will tell you what they are.

12

guideline.

13

You have

You have to follow the rules, and
They'll send you a

The same with Section 8 housing.

The

14

government pays the rent.

15

They have to inspect the property, it has to be up to

16

codes.

17

you do one, guess what?

18

easy, if you like Section 8.

19

it.

They set their own rules.

You get the rules, you and your contractor once
Or the property manager.

If you don't, don't do

20

Did I answer your question?

21

AUDIENCE:

22

MR. SHEMIN:

23

Very

Yep.

programs out here.

Very good.

There's so many

So here's Tina, we'll go forward.

24

(Video playing.)

25

MR. SHEMIN:

Look at the smile on her face.
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She's always happy.

2

She'll say, thank you, I love this.

3

this.

4

you a couple of people.

5

so we'll go real quick.

You can learn a lot from her.

7

MR. SHEMIN:
summit.

10

Hey, we're here at the Vegas

Say your name and where you're from.
KELLY:

Kelly Presence [phonetic], metro

Detroit, Michigan.

11

MR. SHEMIN:

12

KELLY:

13

MR. SHEMIN:

14

I want to show

I can show you these all day,

(Video playing as follows:)

9

Thank you, I love

We're here at the Vegas Summit.

6

8

7/20/2019

What do you do for a living?

I'm an artist.
Woo, I like artists.

What do you

think of the Vegas Summit?

15

KELLY:

16

MR. SHEMIN:

17

KELLY:

This is fantastic.
Yeah?

It's more than I -- I didn't know what

18

to expect, and it's answering questions I didn't know I

19

had.

You don't know what you don't know.

20

MR. SHEMIN:

21

KELLY:

Yeah.

And I'm just so grateful to be here,

22

the right time at the right place, covering my assets,

23

getting good advice, getting assets.

24

MR. SHEMIN:

25

KELLY:

I hear you bought a house.

I set up a separate 401(k) and my LLC.
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MR. SHEMIN:

2

KELLY:

3

7/20/2019

Congratulations.

My husband and I.

And then I got some

property in Pontiac, Michigan.

4

MR. SHEMIN:

5

KELLY:

6

MR. SHEMIN:

7

KELLY:

That's good.

Yeah.

Cash deal?

Twelve percent.

Awesome.

Thank you.

Congratulations.

Yeah.

And then, yeah, we

8

have homes in Florida, too, that we get, so we have to

9

follow where it takes us.

10

(Pause Video.)

11

MR. SHEMIN:

With all the land at the Vegas

12

Summit to do new construction, and on new construction,

13

what a lot of us do is make 20, 30, 40 percent.

14

new construction.

15

house than rehab a very old one.

16

interested in that.

17

lot of areas works very well.

18

doing.

Sometimes it's easier to build a new
And I'll be

Right now, new construction in a
So that's what she's

19

(Video playing as follows:)

20

MR. SHEMIN:

What would you tell people that

21

aren't coming to this?

22

KELLY:

23

I do

Do it.

Seize the day.

Change your

life.

24

MR. SHEMIN:

25

KELLY:

Wow.

Thanks so much.

Thank you.
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MR. SHEMIN:
Vegas Summit.
DON:

Hey, Don Shaman [phonetic] from northwest

Montana, Stevensville.
MR. SHEMIN:

6

BONNIE:

7

MR. SHEMIN:

8

before real estate?
BONNIE:

11

BONNIE:

12

MR. SHEMIN:

BONNIE:

15

DON:

16

BONNIE:

19

And I work for a financial advisor.

How's it going?

And we're learning so much.

It's

awesome.
MR. SHEMIN:

And you got your first deal under

contract.

21

MR. SHEMIN:

22

DON:

25

Now, let me ask you this.

Fantastic.

BONNIE:

24

Great.

We're having such a great time.

20

23

And you are?

What do you think about the summit?

14

18

Now, what was your regular job

He's a contractor.

MR. SHEMIN:

17

And?

Bonnie Shaman.

10

13

Hey, it's Robert, I'm here at the

Say your name and where you're from.

5

9

7/20/2019

We did.
And what's it worth?

Fixed up?

Fixed up, it's doing ARV of approximately

$300,000.
MR. SHEMIN:

After repair value 300, loans,

realtors, all that stuff, repairs are about 50,000.
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1

BONNIE:

2

MR. SHEMIN:

3

7/20/2019

Yes.
And you have a contractor, you

know that, he checked it out.

4

(Video paused.)

5

MR. SHEMIN:

Okay, let's do an exercise.

This

6

is about you folks, not about us.

7

value -- oh, my pen's dead, let me get another one --

8

is $300,000.

9

folks, before we do your deals.

10

Write that down.

The after repair

This is real estate,
This is a good

exercise.

11

After repair value, it's $300,000.

Now, they

12

did training and all that, they looked at comps, they

13

looked at real sales, maybe they ran some test ads,

14

they talked to realtors.

15

AUDIENCE:

16

MR. SHEMIN:

Remember we covered that?

Right.
Now, he's a contractor, bit of an

17

advantage, and he says repairs are $50,000, and he

18

knows it, he double checked it.

19

your local closing costs.

20

they know they'll sell it in about 20 to 30 days, fixed

21

up.

So you've got to know

So if it's worth 300 and

They do the repairs, they get it fixed up for 350.

22

What would be your maximum allowable offer?

23

you're in control of what you make or don't make in

24

real estate.

25

You'll find what you're looking for.

So

You can do the deals you want to do.
If you're looking
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7/20/2019

1

for what works, you'll find it; if you're looking for

2

what doesn't work, you'll find it.

3

Whatever.

So if it's 300 minus 50 plus closing costs,

4

we'll say that's 240.

5

allowable offer?

6

into a deal.

7

what would be your maximum to make some money?

What would be a good maximum

You need to know that before you go

Of course, you can get it for less, but

8

AUDIENCE:

180.

9

AUDIENCE:

200.

10

MR. SHEMIN:

I like that, 180, okay.

So if you

11

bought it for 180, about, and spent 50 on it, that

12

would be 230, sell it for 300, you would probably net

13

about 50 grand.

14

For some investors, that would be pretty nice.

15

Or 200.

16

it, that's 250, and a little bit of closing costs,

17

holding costs, sell it for 300, that's 50 grand.

18

You're getting a little tight there, you know, but not

19

bad.

20

That's about a 20-some percent return.
Or 180.

If you bought it for 200 and spent 50 to fix

So you better know your numbers, right?

Only

21

two mistakes you can make in real estate, the value is

22

wrong or your repairs are wrong.

23

getting started is the biggest mistake, putting it off.

24
25

Of course, not

So anybody else got a maximum allowable offer?
My mentor was Draconian, Mr. Biggan [phonetic], he
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7/20/2019

1

would work on 40 percent.

2

plus 40 percent, say how do you make 40 percent profit

3

on it?

4

take 40 percent of profit off 250, that would be 20,

5

that would be 80, that would be 100,000.

6

offer 150.

I don't want to take any risk.

AUDIENCE:

8

MR. SHEMIN:
Everybody's what?

10

AUDIENCE:

11

MR. SHEMIN:

Everybody's different.

Different.
So did you all just learn

Just run the numbers.

13

AUDIENCE:

14

MR. SHEMIN:

15

Just run the what?

The numbers.
Real estate is fifth grade math.

Let's see what they got it for, okay?

16

(Video playing as follows:)

17

MR. SHEMIN:

18

So what are you buying it for?

What's the contract for?

19

BONNIE:

20

MR. SHEMIN:

21

AUDIENCE:

22

(Video paused.)

23

MR. SHEMIN:

24
25

So he would

Yeah.

9

something?

So he would

Got it?

7

12

He would take the cost off,

153.
153.

There you go.

So what are they going to make on

this deal?
AUDIENCE:

They could make about 80,000.
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MR. SHEMIN:

2

300.

3

deal?
AUDIENCE:

5

MR. SHEMIN:

6

153 plus 50, 203, sell for about

Eighty, 90, 100,000.

4

How about that's okay for a

Sure.
Is that a good return on

investment for them?

7

AUDIENCE:

8

MR. SHEMIN:

9

(Video playing as follows:)

10
11

Sure.

MR. SHEMIN:

Yep.

153 plus about 50, that's about

200.

12

BONNIE:

13

MR. SHEMIN:

14

Right.
And a few costs, you're going to

sell it for 300?

15

BONNIE:

16

MR. SHEMIN:

17

DON:

18

(Video paused.)

19

MR. SHEMIN:

At least.
Wow, that's a good attitude.

We haven't even gone there yet.

Eighty, 90, 100 grand?

20

they have.

21

have.

22

they sold it for 318.

They haven't gone there yet.

Correct?

That's a great thing.
I remember.

23

(Video playing as follows:)

24

MR. SHEMIN:

25

7/20/2019

Oh, yes,

Oh, yes, they

By the way,

Pretty close.

Hi, it's Robert Shemin here in Tel

Aviv, Israel with Mareet.

How are you?
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MAREET:

2

MR. SHEMIN:

3

(Inaudible.)
That's right.

MAREET:

5

MR. SHEMIN:

6

real estate with us, about?

That's right.

7

MAREET:

8

MR. SHEMIN:

And how long have you been doing

A year and a half.
Yeah, how many deals have you

done?

10

MAREET:

11

(Video paused.)

12

MR. SHEMIN:

13

months.

Fifteen deals.

That's one-five.

Fifteen.

In 18

That's about a deal a month.

14

AUDIENCE:

15

(Video playing as follows:)

16

MAREET:

17

(Video paused.)

18

MR. SHEMIN:

19

And you just got

back from your trip to Memphis, Tennessee.

4

9

7/20/2019

Yeah.

I've got one that's 26 units.

She's got a 26-unit apartment

building.

20

(Video playing as follows:)

21

MR. SHEMIN:

And after you fix it up, which is

22

going good, how much cash flow a month do you think?

23

In Memphis.

24

MAREET:

25

MR. SHEMIN:

It should rent for $500 each.
$500 times how many units?
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2

MAREET:

Let's see, 25, because one room is

laundry.

3

MR. SHEMIN:

Yeah, so it's like $12,000 a

4

month.

5

after all the expenses?

6

MAREET:

7

MR. SHEMIN:

8

MAREET:

9

MR. SHEMIN:

10

7/20/2019

You will make a couple of thousand a month

That's right.
And you're using a money partner?

That's right.
So you don't have too much of your

own money in it?

11

MAREET:

12

MR. SHEMIN:

I didn't put any money in it.
Great.

And right now we're

13

talking that you have four more deals, correct?

14

going to sell, key, trade, collect.

15

MAREET:

Having fun?

I'm having so much fun.

16

been the best years of life.

17

know, bringing me to the next level.

18

enjoy doing this.

19

(Video paused.)

20

MR. SHEMIN:

You're

I think it's

This was really, you
I really, really

By the way, they're 8,000 miles

21

away, they do it all long distance, English is their

22

second language.

23

can't get a bank loan.

24

really, because they're not U.S. citizens.

They have

25

to get hard money loans or money partners.

How are

Got it?

Pretty good English.

They

You know, a regular bank loan,
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folks financing the deals?

2

AUDIENCE:

3

MR. SHEMIN:

Money partners.
Money partners.

And they pay

4

their money partners between 10 and 12 percent, or 30

5

to 40 percent of the deal.

6

Now, the next lady is really interesting.

7

name is Dosi [phonetic], her last name is Near

8

[phonetic].

9

what's interesting is she's so excited, she can't

This is when they first joined us.

Her

Now,

10

remember her numbers.

11

the rental, get a money partner.

12

puts all the money -- remember wholesale it yourself?

13

They put a fee for $5,000 in up front, so right away

14

they made $5,000.

15

deal 55 to 60 for the investor and 40 percent for them.

16

But who's putting up all the money?

So they do rentals, they find
The money partner

Write that down.

17

AUDIENCE:

18

MR. SHEMIN:

And they split the

Investor.
The investor is getting cash flow,

19

tax savings, and they're getting this, so how much on

20

40, 50 percent of a bunch of houses?

21

manage them with a manager and they're killing it.

22

on their rehabs, they make 30 to 50 grand.

23

what she's making.

24

(Video playing as follows:)

25

MR. SHEMIN:

And they help
But

Listen to

Well, thank you, now I'll do deals
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1

with you.

2

how many more deals do you think you'll do in the next

3

five years?

4
5

So it's a win-win.

DOSI:

Congratulations.

Next five years, wow, we don't have

anything set for new goals for the next goal.

6

(Video paused.)

7

MR. SHEMIN:

Remember my friends from Greece?

8

Remember Greece?

9

Barcelona and Greece.

She now has a fund, they do deals in
She's making millions.

10

doing that, there's some other places.

11

very international crowd here.

12

(Video playing as follows:)

13

DOSI:

14

MR. SHEMIN:

15

17

MR. SHEMIN:

Ten.

DOSI:

20

MR. SHEMIN:

And how many deals have you

And I have another two available.
Are you buying, fixing and

Both.
Wow.

And where are you buying and

fixing?

22

DOSI:

23

MR. SHEMIN:

25

Okay.

selling, or renting?

19

24

So we have a

closed down?
DOSI:

21

Besides

Goals are already set.

16

18

And

Jacks, Florida.
And you made some money on the

deals?
DOSI:

Yes.
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Give me a range of what you made

on each deal, after everything is settled.
DOSI:

For a rental, it's five, $5,000, and if

4

we flip the houses, divide the profits 55 for the

5

investor, for my buyer, and 45 percent for us.

6

MR. SHEMIN:

7

DOSI:

8

MR. SHEMIN:

9

DOSI:

10
11

And what do you run a deal, about?

On a rental?
No, on the buyers.

Around $30 to $40,000.

MR. SHEMIN:

Wow.

And you're doing it long

distance?

12

DOSI:

13

MR. SHEMIN:

14

DOSI:

15

MR. SHEMIN:

16

DOSI:

17

MR. SHEMIN:

18

DOSI:

19

MR. SHEMIN:

20

DOSI:

21

(Video paused.)

22

MR. SHEMIN:

Yes.
You're here in Israel?

Yes.
And the properties are in?

Jacksonville, Florida.
You've done 10 deals in how long?

Less than six months.
That's crazy.

That's amazing.

We love it.

Okay, hold on.

That was about two

23

years ago.

24

Jacksonville and Panama City, including a $7 million

25

apartment building in Orlando and a $5 million condo

She has now done over 60 deals in
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development in Panama City.

2

By the way, a lot of condo deals are bad news.

3

Her investor, one of her investors backed out three

4

days before closing.

5

too.

6

lining up the down payment.

7

community.

I'd like to have that problem,

Who thinks that could be a problem?

Let alone

And they went out to the

They went out to who?

8

AUDIENCE:

9

MR. SHEMIN:

The community.
They called everybody.

Our

10

mentors, us, they went with us to the advanced

11

training, and I was really touched.

12

friends of theirs, I was involved with it, raised

13

$640,000 in 48 hours.

14

AUDIENCE:

15

MR. SHEMIN:

The group of

Wow.
I didn't get a real nice return.

16

They just needed the money for a short period of time,

17

but it was a $7 million deal.

18

AUDIENCE:

19

MR. SHEMIN:

20

profit margin.

21

retirement?

22

But still.
They're working on a 30 percent

Do the math.

What do you all need for

Now, the next lady, I hope you all have a good

23

sense of humor, okay?

24

I don't think she loves me.

25

next woman is a saint, angel, no joke.

I'm in love with this lady.
But she's amazing.

But

This

She has never
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1

had a job.

How many of you all at least had a job of

2

some sort?

No business background.

3

missionary in Africa for 30 or 40 years.

4

salary, no pension, she just went around saving

5

people's lives, nursing them, feeding them.

6

know what she did, amazing.

7

realized, you know, I think she's about 20 or 30 now,

8

she realized, I've got no money, no pension, no

9

business, I've got to do something.

10

She was a
She had no

I don't

Then all of the sudden she

She joined us with

her sister and she's doing a lot of deals.

11

What I like to see is not what people say, it's

12

how they be.

13

these folks who have actually made the commitment and

14

started doing deals?

Have you noticed how they all look, all

15

AUDIENCE:

16

MR. SHEMIN:

17

AUDIENCE:

18

MR. SHEMIN:

How do they look?

Happy.
What's on their face?

Smiles.
That's what I'm talking about.

19

you don't like something, please do something else.

20

love real estate.

21

renting them.

22

folks, can you tell by the look on their face, they

23

like it?

24

five grand, doesn't matter.

25

this.

I love fixing houses.

I love doing deals.

If
I

I love

And these other

Whether you make 10 grand or 100 grand or
Love what you do.

I love

I think you'll love it, too, once you actually
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get started to do it.

2
3

Here's my new girlfriend, she doesn't know
about it.

4

(Video playing as follows:)

5

MR. SHEMIN:

6

RETHA:

8

MR. SHEMIN:
Summit.

Yes.

RETHA:

11

MR. SHEMIN:
estate?

I'm good.

RETHA:

14

MR. SHEMIN:

And when did you start real

Yeah, I started when I was 70.
And you're just that and a few

months, correct?

16

RETHA:

17

MR. SHEMIN:

18

RETHA:

19

MR. SHEMIN:

20

RETHA:

21

one yesterday.

Yes.
How's it going?

It's going great.
Yeah, you've done how many deals?

Great.

22

MR. SHEMIN:

23

RETHA:

24

lots of deals.

25

Good.

You started real young, right?

13

15

And we're here at the Vegas

How are you this morning?

10

12

Hi, I'm here with a young lady,

Retha [phonetic], from Portland, correct?

7

9

7/20/2019

In Oregon, where there's no deals?

Yeah.

MR. SHEMIN:

Yeah, I just bought my fourth

There's no deals there.

There's

Tell us about the deals, what did
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you make on it?

About?

2

RETHA:

3

MR. SHEMIN:

4

RETHA:

About 53,000.
Wow.

The first one -- this is the big story.

5

The first one, I made 30 and I paid all of the

6

education expenses.

7

MR. SHEMIN:

8

RETHA:

10

MR. SHEMIN:

13

MR. SHEMIN:

14

RETHA:

15

MR. SHEMIN:
$50,000 profit.

168,000.
And you fixed it?

For 75.
For 75, and then you sold it for a

That's great.

17

RETHA:

18

MR. SHEMIN:

19

RETHA:

20

MR. SHEMIN:

Yes.
Do you like it?

Oh, I'm having a blast.
Good deal.

What would you

recommend for folks?

22

RETHA:

23

MR. SHEMIN:

24

RETHA:

25

What did you buy it for, about, do

you remember?
RETHA:

21

And then the last

Yes.

12

16

That's great.

one you made about 50,000 plus?

9

11

7/20/2019

Stick to it.
There you go.

That's a big thing is how you stick to

it.
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(Video paused.)

2

MR. SHEMIN:

3

AUDIENCE:

4

MR. SHEMIN:

7/20/2019

What do you think?

Well, I think she's -Can you imagine never making

5

money, never having a job, and bringing down 30, 50

6

grand on a deal?

7
8

How would that feel?

AUDIENCE:

What's the estimated total on

education expenses before you get to that point?

9

MR. SHEMIN:

I mentioned the other day, we only

10

have our program, I'll do it at the end of the day, 25

11

to 55 grand.

12

that's all right.

13

fair?

I'll do it the last 15 minutes today if
We'll go over it real fast.

14

AUDIENCE:

15

MR. SHEMIN:

16

Is that okay?

17

for 15 minutes.

Yeah, I was just wondering.

Sound good?

AUDIENCE:

19

MR. SHEMIN:

21

Well, I've got some great news.

I'll do that before the end of the day

18

20

Is that

Um-hmm.
So I'm sorry my slides are moving

around a little bit, but I appreciate your flexibility.
Right now, we're going to do something

22

completely different.

23

slide, which doesn't matter, because I don't really

24

need it.

25

How many of you like great news?

If I could bring in my right

And I have some great news for everybody.
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AUDIENCE:

2
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3

through the system.

7/20/2019

I love great news.

4

AUDIENCE:

5

MR. SHEMIN:

Yep?

So we're actually going

Have you noticed?

Yes.
And I'm going to give you some

6

more ways to find deals in just a minute, but right

7

now, the seminar is over.

8

Some of you are like, oh, thank God, my head is

9

spinning anyway.

10

(Laughter.)

11

MR. SHEMIN:

The conference is done.

We need some Jell-O shots.

12

it's not really over.

13

few minutes.

14

just going to do everything we talked about.

We're not teaching for the next

We're not answering questions.

15

AUDIENCE:

16

MR. SHEMIN:

Well,

We're
Got it?

Got it.
We're going to call in some of

17

your deals as a sample.

18

back table?

19

AUDIENCE:

20

MR. SHEMIN:

Did you all put them on the

Yes.
Yep.

And this is a sample.

So a

21

couple of things before we start calling.

22

nobody likes when 27 people are listening in on the

23

call, so please be very quiet.

24

AUDIENCE:

Yes.

25

AUDIENCE:

Okay.

Number one,

Is that fair?
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2

MR. SHEMIN:

Yep.

7/20/2019

And this is a sample.

So if

we get to yours great, if not -- (inaudible) --

3

AUDIENCE:

4

MR. SHEMIN:

Sure.
Okay?

(Inaudible.)

Thank you.

5

Just raise your hand.

6

you're catching up on your wrist or on your iPad or

7

something, just raise your hand.

8

AUDIENCE:

9

MR. SHEMIN:

You know, we all know that

Is that fair?

Yes.
So you'll be able to say, hey,

10

we've got some deals on your desk.

11

more deals?

12

a deal.

Last call.

AUDIENCE:

14

MR. SHEMIN:

16

Thank you so much.

A deal is

Your name is on here?

13

15

Have you got some

write it.

Yes.
Okay, we all can read it.

And why don't we just call on some deals.

Now, I have a Miami number, so if we're calling

17

on Virginia, people are like, what?

18

a couple of thing, nobody knows what I'm doing.

19

Just

I want you to know

Now, my mentor taught me a couple of things

20

that I'm going to pass on to you and save you a whole

21

bunch of time and money.

22

paper out and write everything down.

23

AUDIENCE:

24

MR. SHEMIN:

25

Number one, get a piece of
Write what down?

Everything.
If you don't, you'll regret it.

I'm calling for you and if it's not your deal, get in
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2

AUDIENCE:

3

MR. SHEMIN:

7/20/2019

Habit of what?

Success.
When I'm calling on a deal, I have

4

a manila folder, I write everything down.

5

write down?

6

AUDIENCE:

7

MR. SHEMIN:

What do I

Everything.
I'm going to always say it one

8

more time.

9

You're going to think that some things I'm saying are

If you don't do it, you will regret it.

10

jokes.

11

and I'll explain after we call.

12

They're not.

Everything I say is for a reason,

If you have a question or comment, write it

13

down, and after we're done calling, we'll answer your

14

questions the best we can.

15

AUDIENCE:

16

MR. SHEMIN:

Does that sound fair?

Yes.
Now, I want to triple your rate of

17

success before the end of the second day.

18

a business and the consultant came to you -- and say

19

I'm going to triple your rate of success, triple your

20

revenue, triple your income, what would you pay that

21

consultant?

22

have it the rest of your business life.

23

years, 20 years.

24

triple your income?

25

If you have

Because once you get that information, you
Five years, 10

What if you could pay a consultant to
Triple their results?

I see people back there going -- a lot.

Right?
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1

So here's a gift.

2

motivated sellers, right?

3

says, listen, I don't have any other property for sale,

4

I never will and I will never know of any property, I'm

5

never going to sell anything for the next thousand

6

million years.

7

stuff.

8

have nothing to sell.

9

sell.

Number one, we're calling for
Let's say one of the sellers

Don't re-invent stuff, don't make up

What do you do?

They're not selling.

They

They don't know anyone who will

10

AUDIENCE:

Ask for a referral?

11

AUDIENCE:

Hang up.

12

MR. SHEMIN:

13

AUDIENCE:

14

MR. SHEMIN:

Hang up?

No, ask for a referral.
No, they don't know anyone that

15

will ever sell.

16

Again, over and over, they don't know anyone, they

17

never will.

18
19
20
21

But I like the way you're thinking.

AUDIENCE:

Thank them and ask if you can touch

base with them.
MR. SHEMIN:
Again --

22

AUDIENCE:

23

MR. SHEMIN:

24

will never -- when?

25

Touch base again for what?

AUDIENCE:

You never know.
I love your enthusiasm, but they

Never.
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MR. SHEMIN:

2

AUDIENCE:

3

MR. SHEMIN:

4

Ever -- when?

Never.
Never, ever know of anyone ever.

When?

5

AUDIENCE:

6

MR. SHEMIN:

7

crazy, but it could happen.

8

me.

9
10

7/20/2019

AUDIENCE:

Never.
Sell.

This is -- it's kind of
It's actually happened to

All right.

MR. SHEMIN:

Most of you said move on.

11

much money will you make off them?

12

three lists.

How

You're building

How many lists?

13

AUDIENCE:

14

MR. SHEMIN:

Three.
You're building a seller's list,

15

they definitely don't go on that.

16

buyers list and a money list.

17

money list.

18

computers, Apples, legal cannabis, you need providers

19

of the service so you can resell it or grow it.

20

need buyers of real estate, you need money to keep your

21

business going, whatever business it is.

22

You're building a

Seller list, buyer list,

I don't care what business you're in,

You

So the next day we would be going, hey, since

23

you don't have anything to sell, sometimes we find some

24

deals below market, do you know anyone?

25

anyone that might want to buy some property below

Do you know
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1

market?

2

duplexes, my brother buys apartment buildings, my

3

sister buys shopping centers, and where do they go?

4

your --

And guess what she might say?

5

AUDIENCE:

6

MR. SHEMIN:

7

On

Buyers list.
Buyers list.

They are your

buyers.

8
9

Oh, I buy

The next question is this:

Sometimes we find

deals below market, don't let the banks make all the

10

money.

11

banks make all the money.

12

know anyone that might want to make above market

13

return?

Remember that from yesterday?

14

return?

Above -- here's the script again -- market

15

return, secured by real estate.

16

because be careful about raising money, you don't want

17

to get into the securities laws.

18

return.

19

Sound familiar from yesterday?

Don't let the

Do you know anyone?

Do you

Above market

Those are exact words,

We didn't say what

Don't guarantee anything.
Above market return secured by real estate, she

20

goes, well, you know what?

21

I've got 800 grand sitting in my checking account, can

22

you help me?

23

percent, have you got anything better?

24

have?

25

anybody?

I just sold a business,

Or I've got money in a CD making 1
What do you

You're building a sellers list -- do you know
Money list, buyers list, buyers list, money
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list.

2
3

Let me triple your rate of success again before
the end of the second day.

4

Would that be worthwhile?

So you call them and they don't pick up, which

5

is going to happen, unfortunately.

6

Get their voicemail, what do you do?

7

AUDIENCE:

8

MR. SHEMIN:

9

7/20/2019

What do you do?

Leave a message.
Good.

Leave a voicemail.

many of you all get these voicemails?

How

Hey, it's

10

Robert, call me -- (inaudible.)

11

get those voicemails you can't understand the phone

12

number?

13

checklist three times.

They drive me nuts.

14

AUDIENCE:

15

MR. SHEMIN:

How many of you all

Go slow.

Say the number

How many times?

Three times.
There's an old radio trick -- when

16

you're on the radio selling books or whatever -- write

17

the numbers as you say it so you go slow.

18

them a reason to call you back.

Be honest.

19

looking into three deals today.

I'd like to close on

20

one in the next 20 days.

21

cash buyer.

AUDIENCE:

23

MR. SHEMIN:

24

everything's great.

25

do?

Hey, I'm

Give me a call back.

Here's my number.

22

Then give

I'm a

Say it how many times?

Three times.
Then what do you do?

Hang up,

It's next Wednesday, what do you

You can't do that.

You text them.

You text them.
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You text them.

7/20/2019

What do you do?

2

AUDIENCE:

3

MR. SHEMIN:

Text them.
Hey, I'd like to make an offer on

4

your property.

5

what do you do?

6

text, email.

7

buyers, sellers, renters, lovers, husbands, wives.

8

Call them, text them, email them.

9

It's Mary Ann, give me a buzz.
Email them.

Email them.

System, checklist.

Then

Call them,

Winners, losers,

Now, don't do it every 10 minutes, that's

10

called cyber stalking.

11

How often?

12

We do it every business day.

I don't wait on anybody.

Now, watch this, let's do a very life

13

scientific study.

14

school, just call me, let's talk, I give good phone?

15

Who likes to talk on the phone?

16

folks over 18, except for you.

17

Who here prefers text?

Who in the room, like me, is old

18

millenniums, right, 18 to 27.

19

phone.

20

There we go.

All the

Right?
Come on.

All the

They don't talk on the

My son has a girlfriend, he's 26, I'm very

21

concerned about the future of the human race.

22

cannot reproduce texting.

23

to each other, they just text.

24

dates.

25

system, you're missing out on 98 percent of millenniums

Kind of weird.

You

I don't think they ever talk
Correct them at dinner

If you don't have a text
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1

and a couple of other cool people in the room.

2
3

7/20/2019

Who here likes email?

Got it?

Computer fellows, you

like a record of it, you like to email?

4

AUDIENCE:

5

MR. SHEMIN:

I like to email.
Right.

So if you don't email,

6

you're missing out on all the high-tech people, the

7

computer people, the cool people, whatever.

8

So how long does it take to call, text, email?

9

long?

10

AUDIENCE:

11

MR. SHEMIN:

12

response rate?

13

that?

Got it?
How

Seconds.
Seconds.

Goes way up.

14

AUDIENCE:

15

MR. SHEMIN:

What happens to your
How many of you all like

Yes.
Now.

Next thing is we're going to

16

call.

17

our time.

18

will be real easy.

19

the back, thank you.

20

Thank you for volunteering.

21

(Applause.)

22

MR. SHEMIN:

23

need to track your results.

24

that?

25

actually doing.

Let's set our intentions.

We're going to track

I need somebody to help me track time.
You've got to track results.

It
In

Let's give our volunteer a hand.

I'll make it so easy for you.
Track your time.

You

Remember

So everything we're talking about, we're
So all you had to do the minute when I
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7/20/2019

1

start calling, that first call thing, just say, Robert

2

started calling about 3:12.

3

You don't need to track each call.

4

looking for results.

5

AUDIENCE:

6

MR. SHEMIN:

He made one call, zero.
Got it?

We're

What are we tracking?

Results.
So after a few minutes, I'll say,

7

stop, we're going to take a break.

8

zero; three calls, got a hold of somebody.

9

Robert made calls for about 15 minutes, he called four

10

people and got ahold of one.

11

three.

12

time of the call.

13

You're amazing.

14

He made two calls,
She'll say

Didn't get ahold of

You don't need to time each call.
Is that pretty clear?

So track your results.

Just the
Thank you.

Now, put your pens

15

down, put your feet on the floor, relax.

16

this myself about an hour and a half a week.

17

going to do it for about 20 minutes, take a break, then

18

we'll do some more.

19

calling in in -- just a little bit.

20

to call.

21

back and make more calls.

22

AUDIENCE:

23

MR. SHEMIN:

I actually do
We're

We have a surprise investor
We have some time

Then we'll take a little break and then come

24

on me.

25

close tonight.

Sound good?

Yes.
And again, please don't freak out

It's Saturday afternoon.

Nothing is going to

It's Saturday night.

But write that
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7/20/2019

1

down.

2

we're going to email or text in your emails, they can

3

see the comps, please text them your email.

4

back.

What's the next step?

So if we tell somebody

Welcome

Great hat.

5

AUDIENCE:

6

MR. SHEMIN:

Thank you.
Right?

We're about to call on

7

deals.

8

that's the most important thing.

9

It's a what?

So please, what's the next step?

10

AUDIENCE:

11

MR. SHEMIN:

You know,

This is a process.

Process.
You know, using these next two or

12

three calls, you get rid of everybody.

13

yourself, relax, enjoy the process.

So go easy on

14

The next thing is that what's our goal?

15

say we call someone, they're a wholesaler and they say,

16

listen, it's worth 300, you buy it for 200.

17

take a grand to work, you make 80, 90 grand, here are

18

the comps, I've got the repairs.

19

AUDIENCE:

20

MR. SHEMIN:

Let's

It will

What's your goal?

Contract.
Get it under contract.

So you'll

21

hear me say, hey, sir, Mr., ma'am, whatever, do you

22

have a contract you'd like to use?

23

realtor or broker, they have to use their

24

state-approved contract.

25

said 200, thirty days to close.

If they're a

Fill it out.

You know, we

Just fill it out, send
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1

7/20/2019

it over.

2

If they say, you know what, I'm a wholesaler,

3

I'm kind of lazy, I don't like to fill contracts out.

4

Say, okay, I'll get one filled out, but my attorneys

5

are off on Saturday night, maybe yours work on the

6

weekends, mine don't.

7

say, listen, I know they'll do it Monday or Tuesday,

8

I'm going to tell him Wednesday.

9

work filled out on Wednesday and get it over to you.

10

Is that okay?

11
12

Right?

It's real estate.

fun.

I'll have my title

No, yeah, maybe, whatever.

Work with an end in mind.

I'll

Great.

Be yourself.

Have

Got it?

13

Now, the next thing is, so truly a way to

14

success if we were buyers, sellers and money, write

15

everything down, but don't steal deals, and we're going

16

to call, text, email, and I'm going to do that every

17

time, because we're in a seminar, and we make it very

18

clear.

19

in fast start three-day, there's lots more time, not 30

20

minutes, to call, or 40, I would probably spend an hour

21

on the phone with some of these sellers.

Now, if I was not in this seminar and we were

22

AUDIENCE:

23

MR. SHEMIN:

24
25

How long?

An hour.
What else you got?

Relationship.

Remember, it's not about the deal, it's about the -AUDIENCE:

Relationship.
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1

MR. SHEMIN:

And it's a process.

7/20/2019

So sometimes

2

I'll say, listen, I'm at a party, can you call back

3

Monday?

It's a process.

4

AUDIENCE:

5

MR. SHEMIN:

6

Got it?

Got it.
Now, set your intention on every

meeting, every call.

7

AUDIENCE:

8

MR. SHEMIN:

9

Enjoy the process.

Right?

Yes.
So let me give you an example that

I want you to apply.

I took over a charity --

10

(inaudible) -- had 12 homeless kids and six

11

missionaries who had a flood, the mission crashed, the

12

church had stopped funding them, and I ran into them

13

one day in Columbia, it's an amazing charity, and I

14

started funding them.

15

meeting.

16
17

And they invited me to a board

Anybody ever been to a board meeting?

Do you

know why they call them board meetings?

18

AUDIENCE:

19

MR. SHEMIN:

They're boring.
They're very boring.

And they're

20

good people.

21

time, had been not funded, and they had like 20 clients

22

or something, whatever.

23

meeting.

24

Good people, but just boring.

25

So the charity was very small at that

And we had a four-hour board

I wanted to slit my wrists.

It was horrible.

How many of you know board meetings go on?
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7/20/2019

1

They didn't set their attention or time limit.

2

we have over 380 full-time people, we have about

3

another 400 volunteers, we have over 10,000 kids we're

4

helping.

5

grown.

6

run it.

7

board of directors head or whatever you call them.

8
9

We have like 42 buildings now.

It's giant.

So now

It's really

I'm on the board of directors, I

There's a full-time director, but I'm the

I sit at board meetings.

Guess how long it

lasted?

10

AUDIENCE:

Ten minutes.

11

AUDIENCE:

Twenty minutes.

12

MR. SHEMIN:

I'm not that good, but thank you

13

for the vote.

14

got 15 minutes; accounting, you've got 12 minutes;

15

government relations, you've got 14 minutes.

16

People fill the time you give them.

17

and time limit.

An hour.

I said social services, you've

Got it?

Set your intention

Sound good?

18

AUDIENCE:

19

MR. SHEMIN:

Yes.
So our intention is to get a

20

contract, right?

21

My mentor made me do this every time I called.

22

you will love it, some of you will not.

23

meeting and call, get in the right state of mind.

24

like to be happy and relaxed.

25

AUDIENCE:

Now let's really set our intention.
Some of

Before every
I

How do you like to be?

Happy and relaxed.
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MR. SHEMIN:

7/20/2019

So put your pens down, in honor of

2

my mentor, Mr. Biggan, I do this every time before I

3

call and you're going to do it with me.

4

your pens down, put your feet on the floor, take a deep

5

breath.

6

estate is fun.

Relax.

And repeat after me.

7

AUDIENCE:

8

MR. SHEMIN:

9

AUDIENCE:

I like calling on deals.

I like calling on deals.

MR. SHEMIN:

11

AUDIENCE:

12

MR. SHEMIN:

13

AUDIENCE:

14

MR. SHEMIN:

15

AUDIENCE:

16

MR. SHEMIN:

17

AUDIENCE:

18

MR. SHEMIN:

19

AUDIENCE:

20

MR. SHEMIN:

It's easy to find great deals.

It's easy to find great deals.
It's easy to find buyers.

It's easy to find buyers.
It's easy to find money.

It's easy to find money.
I like real estate investing.

I like real estate investing.
I like calling.

I like calling.
I believe most of you.

21

pretty good.

22

grab some of these.

23

they are, I don't care.

25

Calling on real

Calling on real estate is fun.

10

24

Not yet, put

That's

So right now, I'm just going to randomly
I don't know where they are, who

Now, you're going to hear me talk, say hey, how
are you, what's going on.

Be yourself.

Nobody cares
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about me.

2

generally.

3

investor?

4

Do you have any other deals?

5

are the repairs?

6

those three numbers?

They don't ask where I am or what I'm doing
I'm asking about them.
Are you a wholesaler?

AUDIENCE:

8

MR. SHEMIN:

10
11
12
13
14

won't.

What have you got?

What's it worth?

What

Remember

Um-hmm.
Some will give it to me, some

And I might ask the risk.
AUDIENCE:

Are you an

What can I get it for?

7

9

7/20/2019

Just real quick.

When you call, and you announce who

you are and who you represent?
MR. SHEMIN:

I'm Robert, I'm an investor, yes,

of course.
AUDIENCE:

Because that's one of the most

15

irritating things in the world when people call and

16

start talking and --

17
18
19

MR. SHEMIN:
up front, simple.

I don't do that.

I'm just right

I keep it simple.

Hey, what's the deal with my technology today?

20

Just hold on a quick second.

21

Hold on one second.

22

AUDIENCE:

23

MR. SHEMIN:

Oh, hold on one second.

We're eastern time, right?

Yes.
Great.

We'll take a break and

24

then have a -- (inaudible) -- grab one here, write

25

everything down.

I'm not writing anything down.

This
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1

is from Latasha?

2

LATASHA:

3

MR. SHEMIN:

4

LATASHA:

5

MR. SHEMIN:

6

when in doubt call.

7

I think they're in doubt, I just call.

Yes.

AUDIENCE:

9

MR. SHEMIN:

And how do you find these?

Craig's List.

Owner financing --

How long does it take to call?

If

What do I do?

Call.
Is it ok to call for you, because

it's your deal, not mine.

11
12

Great.

Craig's List.

8

10

7/20/2019

Is it okay?

Yep?

And -- (inaudible) -- I don't care, it says
owner financing.

Great.

That makes it simple.

13

(Call proceeded as follows:)

14

VOICEMAIL:

Yes, you've got the right number.

15

I won't answer your calls -- (inaudible) -- verify --

16

(inaudible) -- please leave a short message for me

17

and -- (inaudible) -- and I'll get back to you.

18

(Inaudible) -- again, leave a short message, your name

19

and number.

20

(End of call.)

21

MR. SHEMIN:

And they may be selling to home

22

owners, but that's a good person, an investor.

23

buy, they're creditor financed, so normally what would

24

we do?

25

AUDIENCE:

They

Leave a message.
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1

MR. SHEMIN:

2

AUDIENCE:

3

MR. SHEMIN:

4

AUDIENCE:

5

MR. SHEMIN:

Then?

Text.
Text.

Send an email.

bedroom, something quick.

7

good?

8

AUDIENCE:

9

MR. SHEMIN:

Quick sell, four

Let's just call it.

Sound

Good.
Right?

How long does it take to

make a phone call?

11

AUDIENCE:

12

MR. SHEMIN:

13

Then?

Send an email.

6

10

7/20/2019

Seconds.
Seconds.

I forgot to mention

this, what's the hardest part of real estate investing?

14

AUDIENCE:

15

MR. SHEMIN:

Picking up the phone.
No.

If you don't want to, get

16

someone else to call, get ahold of people.

17

lazy.

18

crime.

They're

They need someone to answer the phone.

19

(Call proceeded as follows:)

20

PHONE VOICE:

21

MR. SHEMIN:

It's a

Hello?
Hey, my name's Robert, we're

22

calling on your house for sale located at 5615 Silver

23

Brick Lane.

24
25

How are you today?

PHONE VOICE:

We already found a buyer, thank

you.
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2

MR. SHEMIN:
investor.

Man, story of my life, I'm an

Have you got any other deals?

3

PHONE VOICE:

4

MR. SHEMIN:

5

PHONE VOICE:

6

(End of call.)

7

MR. SHEMIN:

8

Every minute counts, right?

9

Too late.

10

Nope, sorry.
Have a great day.
You, too.

Bye.

Gotta be quick.
Story of my life.

Darn it.

Now, normally, if I wasn't in a seminar, I

11

would say, what did you sell?

12

the details were.

13

not in a rush.

14
15

7/20/2019

Just curious as to what

And then ask you why, what?

He's

There's your buyers.

So let's do another one.

This is Zack.

These

are all 804, is that right here in Richmond?

16

AUDIENCE:

17

MR. SHEMIN:

Yes.
I'm not so good at -- whatever.

18

This is really hard work, folks, because I'm exhausted.

19

I mean, I've been calling for like three minutes now.

20

Right?

21

Right vibes.

22

This is our third call, got ahold of one.

This says owner financing.

You want owner

23

financing, right?

24

(phone ringing) -- for a home owner -- (inaudible)

25

(phone ringing) -- they're investors, they might be

You go, girl.

Now -- (inaudible)
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1

buyers for other deals, so these are great ads.

2

doing fine.

3

(Call proceeded as follows:)

4

RECORDED VOICE:

7/20/2019
You're

Hello, this is Zach with Land

5

America.

6

about a property that you saw for sale, please leave us

7

your name and your phone number and we'll call you

8

back.

9

Thanks for calling in.

If you're calling in

(End of call.)

10

MR. SHEMIN:

Okay, listen, I'm not going to go

11

into this right now, I think I know who they are, that

12

is a goldmine.

13

largest wholesalers in North America.

14

goldmine.

15

they will eventually call you back.

That's Land America, they're one of the

They don't work on the weekends so much, but

16

AUDIENCE:

17

MR. SHEMIN:

18

That's a

from Chester?

Sound good?

Um-hmm.
Hey, here's a handyman special

Did I say the name right?

19

CHESTER:

20

MR. SHEMIN:

Yep.
And handyman special, maybe

21

selling -- (inaudible) -- more information, show

22

instructions.

23

what?

When in doubt, call.

24

AUDIENCE:

25

MR. SHEMIN:

When in doubt,

Call.
Now, these are all good ads,
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really good.

2

favorites?

I like calling wholesalers.

3

AUDIENCE:

4

MR. SHEMIN:

7/20/2019

Who are my

Wholesalers.
So hopefully in a minute we'll

5

call a wholesaler, and watch the difference.

6

are great ads.

7

sure.

You're doing great.

But these

A pluses.

For

757, that's --

8

AUDIENCE:

9

(Call proceeded as follows:)

Virginia.

10

RECORDED VOICE:

11

MR. SHEMIN:

Hi, Carlita.

Hey, Carlita, my name is Robert,

12

I'm here with my associate Chester.

13

investors, calling on a handyman special for sale.

14
15

CARLITA:

MR. SHEMIN:

CARLITA:

19

MR. SHEMIN:

20

CARLITA:

22

You saw the

Yep, we sure did.

How are you

today?

18

21

Perfect.

Craigslist ad?

16
17

Oh, okay.

We are real estate

Good, and yourself?
Tell me your name again.

My name is Carlita, my husband's name

is Mark.
MR. SHEMIN:

Carlita and Mark.

Now, are you

23

all home owners or realtors or investors?

24

all like to do?

25

CARLITA:

What do you

Well, give me one second, I'm going
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to pass the phone to Mark.

2

MR. SHEMIN:

3

CARLITA:

Uh-oh.

Yeah, you're fine.

4

about that particular home.

5

MR. SHEMIN:

6

CARLITA:

7

MR. SHEMIN:

He knows more

Which company are you with?

Howard Hanna [phonetic].
I have heard of them.

That's

8

nice.

9

we buy, fix and sell and buy and rent and stuff.

10
11
12
13

Yeah, we're not realtors, we're just investors,

CARLITA:

Right, that's what my husband does.

But he handles that portion of our business.
MR. SHEMIN:

Well, y'all are a really great

team, you've got the realtor and the investor.

14

CARLITA:

15

MR. SHEMIN:

Right.

That's how we feel.

You know, we buy a house and fix

16

it and sell it, we relist it with you and let you get

17

double commissions.

18

CARLITA:

19

MR. SHEMIN:

20

CARLITA:

Is that okay?

Makes sense to me.
There you go.

All right.

Well, I can tell you

21

this, I have more information pertaining to that home.

22

Do you want me to forward it to you in email?

23
24
25

MR. SHEMIN:

Yeah, what's our best email, or

should we text our email?
CARLITA:

What would be best for you?

I have my email open right now.

Go
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ahead and tell me.

2

CHESTER:

3

CARLITA:

, number

4

CHESTER:

.

5

MR. SHEMIN:

6

CARLITA:

7

CHESTER:

8

MR. SHEMIN:

9

CARLITA:

10
11

--

.
.
.

Okay.

MR. SHEMIN:

And do you got any other deals for

sale, because we close on a couple at a time.
CARLITA:

13

have this one currently.

14

No, we don't have -- yeah, we only

MR. SHEMIN:

15

do?

16

wholesale?

Okay.

And what do you all like to

Do y'all like to buy, fix and sell or rent or
What do y'all like to do?

17

MARK:

18

MR. SHEMIN:

She just gave me the phone.

So --

Hey, Mark, it's Robert and

Chester.

20

MARK:

21

MR. SHEMIN:

22

MARK:

23

.

.

12

19

7/20/2019

How you doing, Rob.
Great.

So this particular house, we are

wholesaling it.

24

MR. SHEMIN:

25

MARK:

Great.

So, you know, we've got the purchase
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1

agreement on it and we're about to sell the purchase

2

agreement.

3
4

MR. SHEMIN:
contract.

5

So you're going to sign the

We love it.

MARK:

Exactly.

And this particular deal, it

6

was a package deal where he thinks the other one is

7

smaller, a little bit better than this, but this one

8

would be a great flip.

9

MR. SHEMIN:

We love flipping.

So what do you

10

think it's worth to fix it up and I'll run the comps?

11

What are you coming up with?

12
13

MARK:

I think -- I think that if you pull just

under 300, possibly over 300.

14

MR. SHEMIN:

Say like 300, 290, and we want to

15

make sure you get paid.

16

price to you, or are you -- like we want you to get

17

paid.

18

MARK:

19

MR. SHEMIN:

20

MARK:

21

MR. SHEMIN:

So is your fee included in the

It is.
Good.

The fee is included in that price.
We want to make sure you get paid.

22

We'll do a lot of deals with you.

23

have something else to sell later.

24
25

MARK:

Absolutely.

Because maybe you'll

And -- well, and really let

me verify your email address.
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CARLITA:

2

MR. SHEMIN:

3

CHESTER:

4

MR. SHEMIN:

5

CHESTER:

6

MR. SHEMIN:

7

CHESTER:

8

MR. SHEMIN:

9

MARK:

7/20/2019

I think I did the email wrong.
One more time.

Real slow.

.
.
.
.
.
.

like

10

MR. SHEMIN:

11

MARK:

12

MR. SHEMIN:

?
like

.

.

.
Yeah.

I'll have him text over his

13

email to you in a little bit, just in case, but how

14

many --

15

MARK:

16

MR. SHEMIN:

Yeah, that would be great.
How many -- if we can do this

17

deal, let me ask you, how long have you been in real

18

estate, Mark?

19

MARK:

20

MR. SHEMIN:

21
22
23

Do you like it?
How do I like real estate?
Yeah.

How long have you been

doing it?
MARK:

Oh, how long have I been doing it?

I've

been doing it for four years.

24

MR. SHEMIN:

25

MARK:

Yeah.

Nice.
A good amount of the time I was

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 356

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 358 of 504

357

Rules of Renovation Workshop - Day Two

Zurixx

7/20/2019

1

working with my best friend in the business.

2

know if you know him, his name is Chris Jefferson.

3
4

MR. SHEMIN:

You know what?

I don't

It's funny, I've

heard that name before.

5

MARK:

6

MR. SHEMIN:

Yes.
I'm friends with Mark Merhige

7

[phonetic], who is a big investor over there and I

8

think they've done some deals together.

9

Mark?

10

MARK:

Yes.

I do.

Do you know

I don't -- I know his name.

11

I think we're friends on Facebook, but I don't know

12

him.

13

MR. SHEMIN:

And I'm really good friends with

14

Jeffrey Taylor, Mr. Landlord over there.

15

ton of rental properties.

16

MARK:

He's got a

He owns a lot of lots, too.

Okay, yeah, that sounds familiar.

17

yeah, so, you know, I've worked with him.

18

acquisition manager for years.

19
20
21

MR. SHEMIN:

But

I was his

Oh, wow, so you know how to find

those deals.
MARK:

Yes.

Yeah.

So I'm completely on my own

22

with my wife now, and, you know, I've still got --

23

(inaudible) --

24
25

MR. SHEMIN:

Sure.

Well, let me ask you this:

We can do more than one deal at a time.

About how many

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 357

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 359 of 504

358

Rules of Renovation Workshop - Day Two

Zurixx

7/20/2019

1

deals a month do you find?

2

you have other buyers, but I'm just curious, how's it

3

going?

4

month or two?

5

MARK:

6

How many deals a month do you come across every

We have a couple.

We don't have as

great a deals as this.

7

MR. SHEMIN:

8

MARK:

9

I mean, you know, I know

Okay.

This was a really good one in a good

area.

10

MR. SHEMIN:

So let me ask you, what are you

11

asking for it to make sure we get the property and you

12

get paid?

What would you like for it?

13

MARK:

14

MR. SHEMIN:

15

MARK:

And let me guess, about 80,

(Inaudible) less than that, but I think

you might be -- are you in Richmond?

18
19

115.

90,000 repairs?

16
17

So the asking price for it is 115.

MR. SHEMIN:

I'm actually in Richmond right

now, downtown at the Hilton.

20

MARK:

21

MR. SHEMIN:

How long are you going to be?
Til Monday, maybe late Sunday

22

night.

23

we have a team on the ground.

24
25

I'm over here.

But I have a team here, so whatever you need,

MARK:

Oh, that's great.

So what I would like

for you to do is we're going to give you the
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4

7/20/2019

MR. SHEMIN:

Great.

Yeah, I'll respond right

away.
MARK:

But included in that email, either

5

you -- either you or your team should check it out

6

tomorrow, because we're having a couple of people check

7

it out tomorrow.

8

MR. SHEMIN:

9

MARK:

Oh, we need to move quick.

Yeah.

10

MR. SHEMIN:

11

are, like 80 or 90?

12

own contractor, but if you have a bid on it or

13

something, or some pictures?

14
15

MARK:

Yeah.

MR. SHEMIN:

17

MARK:

18

out tomorrow.
MR. SHEMIN:

20

MARK:

21

MR. SHEMIN:

24
25

Well, we're sending you some

repairs at?

Got it.

But we still would like you to check it

19

23

What are you coming -- we have our

pictures with a video walkthrough.

16

22

So, what do you think the repairs

Of course.

Or your team, if you could.
What are you guesstimating the

We'll double check our own.

MARK:

Just curious.

I think -- I'm not exactly sure and I --

I don't like to -MR. SHEMIN:

I understand.
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I think the biggest thing I usually say

2

in these moments is, yeah, I like to rehab here or

3

there, I'm not a contractor.

4

MR. SHEMIN:

5

MARK:

6

MR. SHEMIN:

Got it.

I'm more -- (inaudible.)
So if we're in between 70 and 90,

7

that should be a decent deal for sure.

8

somewhere in there.

9

MARK:

10

Yes.

MR. SHEMIN:

Great.

11

own thing.

12

long do you have to close?

13

time.

14

So it might be

So great.

All right, we'll do our

And let me ask you this, how
We don't want to waste your

But how do you like your paperwork?
MARK:

It's a 30-day close, I think -- what day

15

are we on, the 4th?

16

MR. SHEMIN:

Yep.

Okay.

And let me ask you

17

this, do you have a title company, a wholesale friend

18

that you like to use?

19

MARK:

20

MR. SHEMIN:

21

Yes.

Cambridge Escrow & Title.
I know Cambridge.

They are super

investor friendly.

22

MARK:

23

MR. SHEMIN:

24

MARK:

25

You probably do.

You know what's funny?
Yep?

Tammy is the owner and Tammy lives in

this very same neighborhood.
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Two Cambridge.

7/20/2019
That's

2

great.

3

question.

4

ever know anybody that needs any money for some of the

5

deals?

Good deal.

Hey, let me ask you another

We're hard money lenders sometimes.

6

MARK:

7

MR. SHEMIN:

Do you

We do sometimes.
Nice.

Good, good, good.

Yep,

8

because we get along, we're pretty competitive.

Do you

9

have some lenders right now that you work with?

Or

10

like --

11
12

MARK:
friend.

13
14

So far, I've just been using my best

MR. SHEMIN:
lending company.

15

MARK:

Yeah.

16

friend.

17

long ago, but --

18

I love that, my best friend hard

I've just been using my best

Actually, I funded one of his deals not too

MR. SHEMIN:

Is he a pretty active hard money

19

lender or, you know, does he like to do deals or just

20

pretty -- just one or two?

21

MARK:

22

everything.

23

everything.

24
25

He does everything.

He does new builds, apartments, like

MR. SHEMIN:
do you know?

He literally does

Okay.

What are his rates, about,

You know, range?

I'm just curious,
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because maybe his financing is better than ours.

2

MARK:

3

MR. SHEMIN:

He's usually around 12 percent.
Yeah, we're right between 10 and

4

13.

5

That's pretty typical?

6

7/20/2019

One, two, three points, it depends on the deal.

MARK:

Yeah, it's pretty typical.

You know,

7

sometimes I like to rub his back and he will come down

8

a point or two.

9

MR. SHEMIN:

I like that.

10

you email us all these details.

11

showing over there?

12

MARK:

13

MR. SHEMIN:

14

So, good deal.

So

What time is the

It's from 2:30 to 4:00.
Okay.

And do you have any other

good deals for us?

15

MARK:

16

one is not locked up.

We have another deal -- well, no, that

17

MR. SHEMIN:

18

MARK:

19

CARLITA:

20

MARK:

21

MR. SHEMIN:

So no.

You got one maybe coming?

Well, I think -We're still working on it.

Yeah, we're still working on it.
And then, again, since your wife

22

is a realtor, if we do a rehab for you, you know, we

23

like to work, we're long-term, and if we fix it up and

24

she wants to, we'll relist it with her so you all get

25

paid on the way out, too, if that's okay.

Double
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commission.

2

CARLITA:

3

MARK:

4

7/20/2019

Yes.

That sounds great.

We're -- yeah,

what's the name of your business?

5

MR. SHEMIN:

It's just Robert Shemin.

Robert

6

Shemin Worldwide, and I'm here with Chester, one of my

7

associates, and, you know, we're just -- we just do

8

about three to four deals a month.

9

fix and sell and rent.

10
11

MARK:

So say it one more time so I

can write that down.

12
13

Awesome.

You know, we buy,

MR. SHEMIN:
Worldwide, LLC.

Robert Shemin, S H E M I N,

That's one of my companies.

14

MARK:

15

MR. SHEMIN:

16

MARK:

17

MR. SHEMIN:

How do you spell Shemin?
S H E M I N.

M I N.
Yep.

And let me ask you this, we

18

also do some apartment buildings sometimes, some bigger

19

stuff.

Do you ever come across that?

20

MARK:

21

MR. SHEMIN:

22

MARK:

23

MR. SHEMIN:

24

MARK:

25

MR. SHEMIN:

I haven't delved into that yet.
Just curious.

I'm definitely interested.
Yeah.

But no, I haven't delved into that yet.
Now, let me ask you a strange
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1

question.

2

do, we're on overload or whatever, do you ever call

3

wholesale stuff?

4

and like it, have you got a pretty good buyers list?

Sometimes we find some deals that we can't

If we find a deal, and you look at it

5

MARK:

6

MR. SHEMIN:

Oh, J.D., absolutely.
Nice.

Yeah, because you've been

7

doing it a while, seems like you've got a pretty good

8

buyers is list.

9
10

MARK:

We really don't.

Yeah.

about the -- (inaudible.)

11

MR. SHEMIN:

12

MARK:

13

She -- my wife was mad at me

Why is she mad at you?

Because the phone is ringing off the

hook.

14

MR. SHEMIN:

15

you get a lot of like hits?

16

MARK:

17

CARLITA:

18

Because when you send stuff out,

Yeah.
Yes.

I was very upset at him.

I

wasn't able to eat my breakfast.

19

MR. SHEMIN:

20

have.

21

buyers will come.

Well, that's a great problem to

You know, I tell people, if you find a deal, the
Do you agree?

22

MARK:

23

MR. SHEMIN:

Absolutely.
The money is out there, you've

24

just got to find those deals.

25

Robert, my associate's name is Chester, we'll send you

Well, listen, my name is
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7/20/2019

What's the best way you like to

What's your favorite way?

3

CARLITA:

4

(Laughter.)

5

MR. SHEMIN:

Through me.

I love that.

I love that.

You

6

know the number one way in terms of a successful man,

7

don't you, Mark?

8

MARK:

9

MR. SHEMIN:

Absolutely.

10

MARK:

11

MR. SHEMIN:

12

MARK:

13

CARLITA:

14
15

The woman behind it.

The woman who's behind it.
Or in front, wherever she is.

She's everywhere.
Is this your -- is this your contact

number?
MR. SHEMIN:

Yeah, and I'm going to have

16

Chester send you his, if it's okay, we'll send it --

17

we'll email or text.

18

email, text, phone, what do you like?

19
20
21
22

CARLITA:

Either way is fine.

Email is easier

to come home and take anywhere.
MR. SHEMIN:

Yeah, Chester is a computer

genius, he loves that email stuff, too.

23

CARLITA:

24

MR. SHEMIN:

25

What's your favorite way to do,

in touch.

Good.

Sometimes.

Good.

All right.

Well, listen, we'll be

Give us a business day or so, we'll get that
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1

email from you and we'll try to get back to you pretty

2

quick, and if we miss this one, we'll get the next one,

3

but we'll try to move pretty fast.

4

CARLITA:

5

MARK:

Sound good?

Okay.

Okay.

Either way, have you or one of

6

your teammates is able to check it out tomorrow

7

morning.

8
9

MR. SHEMIN:
Sunday.

I'm going to see what's going on

You know, some folks are on vacation and some

10

folks are in conference and we're going to do the best

11

we can, but we also are super pros, so let's do some

12

deals.

13

MARK:

14

MR. SHEMIN:

15

MARK:

16

MR. SHEMIN:

17

Absolutely.
Sound good?

Sounds good.
Thanks for your time.

evening.

18

MARK:

19

(End of call.)

20

(Applause.)

21

MR. SHEMIN:

22

Have a good

of wiped out.

All right, bye.

That was hard work.

Man, I'm kind

I'm stressing out over here.

23

Sandra -- (inaudible) -- is that you?

24

AUDIENCE:

25

MR. SHEMIN:

That's me.
I'm sorry, you write so pretty.
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We'll write down the next step.

2

computers?

3

Williams, East Worth Avenue [phonetic].

4

find this ad?

Me neither.

SANDRA:

6

MR. SHEMIN:
motivation?

8

still calling.

9
10

SANDRA:

Where did you

What was the sign of

It doesn't matter, I'm

(inaudible.)

SANDRA:

13

MR. SHEMIN:

So -- (inaudible.)

Um-hmm.
I can't remember.

ago.

It was too long

.

15

SANDRA:

16

MR. SHEMIN:

Um-hmm.
Thank you.

It says needs work or

something?

18

SANDRA:

19

MR. SHEMIN:

It's not complete.
Oh, yeah, needs to be completed.

What's the hardest part of real estate?

21

AUDIENCE:

22

MR. SHEMIN:

23

This is Mike

It basically said, needs work --

12

20

Craigslist?

Just curious.

MR. SHEMIN:

17

So I misspoke.

Craigslist.

11

14

You don't like

Nice ad.

5

7

7/20/2019

fun.

Getting people on the phone.
Just calling on some deals.

It's

What do you all think so far?

24

(Call proceeded as follows:)

25

PHONE VOICE:

Hi, this is Mike with M&M
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I'm sorry I'm not able to able to take --

2

(End of call.)

3

MR. SHEMIN:

4

AUDIENCE:

5

MR. SHEMIN:

What do we normally do?

Leave a message.
Here's another one.

Charming

6

ranch style, three-bedroom, wholesale price, signed

7

motivation, cons, flip, 20 percent.

8

days on market:

9

that Ali -- whose is this?

10

47.

Appraise:

Needs some cosmetics.

170;

But is

This is from Alice.

Is

that correct?

11

ALICE:

12

MR. SHEMIN:

13

ALICE:

14

MR. SHEMIN:

15

ALICE:

16

MR. SHEMIN:

Yeah.
So this is yours?

Um-hmm.
Can I make the call for you?

Yeah.

17

That's

18

Everything's good.

Great.

And it's Eileen B. Honest.

, that's an LA number.

That's good.

What's good?

19

AUDIENCE:

20

MR. SHEMIN:

Everything.
Everything.

Why -- (inaudible.)

21

Although I'm going to need help with the number here.

22

Hold on.

I think I've got it.

23

ALICE:

24

MR. SHEMIN:

25

ALICE:

.

That's the way they wrote it down.
Yeah.

And this is in what city?

(Inaudible.)
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2

MR. SHEMIN:

Newport News.

7/20/2019

Okay, so I like it.

is an LA number, right?

3

ALICE:

4

MR. SHEMIN:

5

(Call proceeded as follows:)

6

RECORDED VOICE:

Yeah, I don't know.
Right Randy, flip for flip.

Hi, you have reached Ali at

7

Hillstone Michelin.

8

my desk.

Please leave your name, number and a brief

9

message.

Thank you.

10
11

MR. SHEMIN:

I am either on a call or away from

Is that 804?

804 is your area

code?

12

ALICE:

13

(Call proceeded as follows:)

14

MR. SHEMIN:

Um-hmm.

Hey, Ali, my name is Rob, I'm here

15

with my associate Alice, we're investors and we would

16

like to make an offer on your fix/flip right over there

17

in Newport News.

18

time.

We could do more than one deal at a

The best number to reach us at is Alice at

19

.

We're seven days a week, 24 hours a day,

20

closed for Christmas, call any time.

21

Give us a call.

22

with you.

.

Looking forward to doing some deals

23

(End of call.)

24

MR. SHEMIN:

25

AUDIENCE:

Let's do one more.

That number was Florida.

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 369

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 371 of 504

370

Rules of Renovation Workshop - Day Two

Zurixx
1

MR. SHEMIN:

2

AUDIENCE:

3

MR. SHEMIN:

4

You've got a Florida number?

No, that number was Florida.
Oh,

?

That's weird, I don't

know why, I literally thought it was LA.

5

Give me a second, I'm hitting all the wrong

6

buttons.

Okay, here's another one.

7

calling.

What do you think?

8

AUDIENCE:

9

MR. SHEMIN:

10
11

BRITTANY:

Let's just keep

Yes.
This is from Brittany.

Oh, that's mine.

Brittany?

I just wrote that

today.

12

MR. SHEMIN:

13

BRITTANY:

14

MR. SHEMIN:

15

BRITTANY:

16

MR. SHEMIN:

17

7/20/2019

Oh.

(Inaudible.)
Okay.

So where did you get these?

Craigslist.
Let's just call.

-- is it a

good time to call?

18

AUDIENCE:

19

MR. SHEMIN:

Three minutes.
We have three minutes.

I'll make

20

one quick call.

21

surprise for everybody, another investor we're going to

22

call.

Thank you.

Sound good?

23

AUDIENCE:

24

MR. SHEMIN:

25

Also we have a little

Yes.
And some investor friends of Bryce

and I, who are quite amazing, so we're going to call
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7/20/2019

one of our investors.

2

(Call proceeded as follows:)

3

RECORDED VOICE:

Hello.

Please state your name

4

after the tone and Google Voice will try to connect

5

you.

6

MR. SHEMIN:

7

(End of call.)

8

MR. SHEMIN:

9

job.

Robert, real estate investor.

Okay, good call.

You're doing the business.

10

Everybody, good

You got started.

To me it's a crime that these people don't pick

11

up on Saturday.

12

get in real estate, Sunday being the 1st, Monday being

13

the 3rd.

That's the second biggest problem you

We call every day.

14

AUDIENCE:

15

MR. SHEMIN:

Which day?

Every day.
Between 8:00 in the morning and

16

8:00 at night.

17

people before 8:00, it's rude, and don't call them

18

after 8:00 at night.

My mother always said, don't call

19

AUDIENCE:

20

MR. SHEMIN:

So what do we normally do?

Leave a message, text.
So real quick, before we -- we're

21

going to call some more, we're just getting warmed up

22

here.

Sound good?

23

AUDIENCE:

24

MR. SHEMIN:

25

minute.

Yes.

Please.

We're going to call in just a

Any quick questions on that?

That was how
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long?

2

Is that right, Suzanne?

3
4

I guess about 12 minutes.

SUZANNE:

Fourteen minutes?

last call -- (inaudible.)
MR. SHEMIN:

6

minutes of calling?

7

SUZANNE:

8

MR. SHEMIN:

10

We made five calls.

We started at 3:24 and we ended the

5

9

7/20/2019

Yeah, but how long was that, 14

Eighteen minutes.
Oh, I'm sorry, 18 minutes.

was 18 -- thank you, Suzanne.

Good job.

That

We made five,

six calls, something like that?

11

SUZANNE:

12

MR. SHEMIN:

Seven.
Seven.

Oh, a little more.

13

got ahold of, what, two to three people?

14

Three?

15

AUDIENCE:

16

MR. SHEMIN:

17

did we call, three?

And we

Got two?

You only had two conversations.

18

AUDIENCE:

19

MR. SHEMIN:

Yeah, whoever we talked to.

What

Two.
No, just I don't remember.

I'm

20

not perfect.

21

know, something like that.

22

Whatever.

23

minutes?

24

that for two hours a week or three hours a week for 20

25

weeks, what do you think would happen?

Two.

So that's about 20 percent, you
A little more maybe.

That's not right.

That was, what, 18

How do I work full-time?

What if you did
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AUDIENCE:

2

MR. SHEMIN:

3

WARREN:

4

MR. SHEMIN:

You'd get some deals.
Say it again, Warren.

Get rich.
I like what he said, get rich.

5

Correct?

6

18 minutes.

7

What did we get out of 18 minutes?

8

potential deal at 80 to 90,000.

9

Right, that's yours.

10

7/20/2019

I'm going to call one minute.

Now, that was

Real quick, we're going to keep calling.
Number one,

Write that down.

Good job.

Number two, he gave us a title company that

11

works with investors.

12

lender who loans hard money, which we have our own, it

13

could be ours, but there's a hard money lender.

Number three, he gave us a

14

What else did that guy have?

15

AUDIENCE:

16

MR. SHEMIN:

Another deal coming.
Yeah, another deal coming.

He

17

didn't want to guess at the contract.

18

realtor, so she might be able to run some comps for

19

you.

20

a realtor.

21

love to joint venture a wholesale deal with you if you

22

can find a good one.

PropertyFinder will do that, too, but you'll have
And they've got a buyers list, and he would

23

AUDIENCE:

24

MR. SHEMIN:

25

His wife's a

They can make money.
That's why I love wholesalers.

I

love who?

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 373

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 375 of 504

374

Rules of Renovation Workshop - Day Two

Zurixx
1

AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Wholesalers.
They understand the game, you've

3

got the numbers, he knows the repair numbers, and then

4

he's got more than one deal.

5

minutes.

Right?

And that was 18

Correct?

6

AUDIENCE:

7

MR. SHEMIN:

That's right.
I want you to think about that.

8

Now, what I'm going to attempt to do, which is give you

9

a little craziness here, is I'm going to try to make

10

this quick call.

11

you want to hear from someone who is like you.

12

been in real estate for a while.

13

his own right.

14

We have an investor, who, how many of
I've

Bryce is amazing in

Thank you.

I want to hear from someone who was sitting in

15

your chair not too long ago to see what this deal is

16

right.

Is that fair?

17

AUDIENCE:

18

MR. SHEMIN:

19

AUDIENCE:

20

MR. SHEMIN:

21

your deals.

Sure.
How about I try that for a minute.

Yes.
And then we'll call some more of

Sound fair?

22

AUDIENCE:

23

MR. SHEMIN:

Yes.
So I'm going to Facetime these

24

folks, and I hope it works, and I have not done this in

25

a long time.

Can you all hear it?
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AUDIENCE:

2

(Call proceeded as follows:)

3

MR. SHEMIN:

4

Yes.

I hope they've got clothes on.

That's actually really funny.

5

CHRIS:

6

MR. SHEMIN:

7

CHRIS:

8

MR. SHEMIN:

9

7/20/2019

Wow.

Hey.
Hey, remember me?

I do, how are you, buddy?
All right.

I'm going to try to

make you a little bigger on my computer here, if I can,

10

which, of course, I can't, because I don't know which

11

button to press.

How are you all doing?

12

CHRIS:

13

MR. SHEMIN:

14

We're doing amazing.

Have you ever been here?

15

CHRIS:

16

MR. SHEMIN:

17

and Patty.

I don't believe I have, actually.
Please, everyone, say hi to Chris

Welcome them.

18

(Applause.)

19

MR. SHEMIN:

20

Now, I'm in Richmond, Virginia.

Can you see everybody?

Do you

remember Bryce?

21

CHRIS:

Oh, yeah.

22

BRYCE:

Great.

23

MR. SHEMIN:

How you doing, buddy?

Great.

24

this?

25

you all see everybody?

So, Bryce, how should I do

Should I set it on the table here and see -- can
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CHRIS:

2

MR. SHEMIN:

3

here.

Yeah.

CHRIS:

5

MR. SHEMIN:

6

CHRIS:

7

MR. SHEMIN:

9
10

all.

Great.

And I'm going to get over

Can you see me?

4

8

7/20/2019

Yeah.
Great.

Looking good, buddy.
Yeah.

Really?

It's been a little while.
PATTY:

It's good see you

How are you feeling?

Pretty good.

MR. SHEMIN:

Good.

You look good.

Now, tell

11

us, if you don't mind, where you are right now, because

12

you're far away from us, the other side of the country.

13
14
15

CHRIS:

Yeah, we're in Eugene, Oregon, which is

about two hours south of Portland.
MR. SHEMIN:

Oh, wow.

I just showed them our

16

lady friend who used to be a missionary, she's doing

17

deals up in Eugene, from the Vegas Summit.

18

CHRIS:

19

MR. SHEMIN:

20

Oh, cool.
Yeah.

There are some good deals

up there, right?

21

CHRIS:

22

MR. SHEMIN:

Oh, yeah.

The market is good.

And I'm going to be close to you,

23

I'm going to be in Vancouver, Canada next week.

24

it up there.

25

Very nice place.

I love

It's one of the best cities in the world.
Have you all been up there?

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 376

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 378 of 504

377

Rules of Renovation Workshop - Day Two

Zurixx
1

CHRIS:

2

MR. SHEMIN:

3

CHRIS:

4

MR. SHEMIN:

5

Yeah.

7/20/2019

Where in Canada are you going?

Vancouver.

Oh, yeah, beautiful city.
Yeah, there are some deals there.

Man, I had one that was like $1.4 million.

6

CHRIS:

7

MR. SHEMIN:

Oh, whoa, whoa.
Yeah.

So if you don't mind

8

telling me, what did you all do before real estate

9

investing, and what are you all doing these days?

10

CHRIS:

Well, I was a standup comic for 30

11

years, driving the country telling jokes.

12

I've been in Canada so much.

13
14
15
16

MR. SHEMIN:

People have a sense of humor up

there?
CHRIS:

They do, if you don't act like an

arrogant American.

17

(Laughter.)

18

MR. SHEMIN:

19

That's why

Right?

How long were you a

standup comic, about?

20

CHRIS:

21

MR. SHEMIN:

22

CHRIS:

Thirty years.
Wow, did you love it?

Oh, I loved it completely, and I never

23

could believe there would be a day where I would retire

24

from it, and then this came along.

25

MR. SHEMIN:

And tell me what you did before
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7/20/2019

real estate investing, Patty.

2

PATTY:

I was just an office worker, basic, you

3

know, basic office worker in a flooring company.

4

flooring company.

So, yeah.

5

MR. SHEMIN:

6

CHRIS:

7

MR. SHEMIN:

Did you like it?

We work for us now.
That's fun.

8

get into the real estate stuff?

9

went from comedy to real estate.

10

CHRIS:

A

And how did you all
What happened?

Health had to do with it.

You

My mom got

11

really, really sick and I had to go off the road and

12

take care of her, and then Patty got really, really

13

sick, and she couldn't work anymore, and I couldn't go

14

on the road anymore.

15

there last summer with no income whatsoever.

16

kind of scary.

17

MR. SHEMIN:

18

PATTY:

19

MR. SHEMIN:

And actually, we were sitting
It was

No income?

No.
Wow.

Now, some of us, I was just

20

talking to this lady in the back, you know, we've been

21

through the parents with cancers and dementia and

22

stuff.

23

with your parents and then with Patty, right?

24
25

Man, it's tough.

CHRIS:

Yeah.

And then you went through it

Patty's -- Patty has a

reasonably bad disease.
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PATTY:

Yeah.

7/20/2019

I have what's called idiopathic

2

pulmonary fibrosis.

3

it's a fatal lung disease, and the only cure for the

4

disease is to be able to hopefully get a double lung

5

transplant.

6

work anymore, housework.

It's scaring of the lungs, which

So I can't -- I can't do a lot of physical
I let him do it.

7

Yeah.

8

CHRIS:

But it's a pretty minor one, to say the

PATTY:

Yeah.

9
10

So there are some advantages,

least.
It does. It sucks but yeah.

So

11

I quit work and we were told that with my disease that

12

it was going to cost $200,000 to get on the transplant

13

list, and so we were like, oh, my gosh, what are we

14

going to do, because we had no money coming in.

15

was -- you know, $200,000 is a lot of money.

16

This

Luckily for us, I had got a house up north from

17

us a little ways and I had to put it on the market and

18

sell it.

19

We needed to, you know, to eat.

CHRIS:

And we did it all wrong, because we

20

didn't know anything about real estate, you know?

21

so she couldn't work, I couldn't go on the road, she

22

was sick, mom was sick.

23

life at that point.

24
25

And

It wasn't our favorite time in

And so we did, we sold her house, we had a
little bit of stash left from that, it was dripping
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7/20/2019

away, because there was no income coming in.

2

MR. SHEMIN:

3

CHRIS:

Wow.

And we got a couple of free tickets

4

through the mail to go to some real estate seminar,

5

which we didn't have a whole lot of interest in, but it

6

was a date night for us was the way we looked at it.

7

Because I'm a romantic, and I wanted to take my honey

8

to a real estate seminar, show her a good time, you

9

know?

10

PATTY:

But I think they were serving good

11

sandwiches or something, so it was.

12

night for us.

13

CHRIS:

So we went to that.

It was a good date

We went to that,

14

and they started talking about things that kind of

15

caught our attention, you know, big money, and fast

16

money and steady money.

17

making money.

18

Money, they were talking about

And so it caught our attention.

And so we decided to spend a little bit of

19

money and move forward in the program, and we bought

20

ourselves into the class that you guys are in, and oh,

21

man, it was the most eye-opening incredible experience.

22

They were telling us about things that we had no idea

23

was even happening around us.

24

came pouring in.

25

up.

And the information just

It was fantastic.

And we soaked it

It was incredible.

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 380

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 382 of 504

381

Rules of Renovation Workshop - Day Two

Zurixx
1

7/20/2019

And then they told us how much it was going to

2

be to move forward, and that's when I put myself on the

3

heart transplant list so we could get a buddy team

4

deal, you know, and we -- and that scared us pretty

5

good.

6

And we had a lot of fear at that point, you

7

know?

8

over our hands.

9

class you guys are in right now, mom passed away.

You know, it was -- we had the 200 grand hanging
In between the free class and the
We

10

didn't know much about Patty's health, we didn't know

11

much about the company, we didn't know if we were going

12

to be able to do this.

13

and not a lot of answers.

14

fear for us.

15
16
17

There were a lot of questions
And that unknown was the

But, you know --

PATTY:

I kind of think that's the fear for

everybody.
CHRIS:

Yeah.

We didn't know.

So we really

18

debated this, and we came to the conclusion that this

19

stuff made so much sense and penciled out so much that

20

we would be foolish to not move forward with the

21

program.

22

lifestyle change.

23

couldn't work anymore, we had to come up with something

24

that was going to make income for us.

25

showed up, and it's incredible, the timing.

And, you know, again, we had to make a major
I couldn't work anymore, she

And then this
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So we decided we were going to go ahead and

2

pull the trigger and move forward.

3

were going to go all-in on it, because we didn't want

4

to leave anything on the table that might help us down

5

the road, you know what I mean?

6

that we had to make some changes in our lives, in our

7

mindsets, because to me, this program was like an

8

instruction manual on how to make money, and that meant

9

follow it step by step by step, which meant following

10

directions, which we all know is so hard for women to

11

do.

12

We also decided we

And we also recognized

So it was a really difficult -- okay, it was

13

difficult for me, because I had been a standup comic.

14

Nobody told me what to do or how to do it, and so for

15

me to take direction was a difficult thing.

16

For Patty, she had been an office worker, not

17

an entrepreneur, and that mindset is completely

18

different, you know?

19

hours a week and here's your paycheck and budgeting and

20

all those weird things you day job people do, and she

21

had to make that change over to being an entrepreneur.

22

So we both had to make major changes, but that's what

23

we decided we were going to do and we moved forward.

24
25

She had the security of the 40

The next class after this one was the Fast
Track class, and it was every bit as incredible as the
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1

one you guys are in.

2

but it was completely different.

3

field with the instructor and walked properties and

4

started working on our NAOs and estimating repair costs

5

and it was incredible.

6

Again, incredible information,
We went out in the

And by the time we got done with that class, we

7

were on fire.

8

with this and we're driving -- our classes were in

9

Portland, we're driving back from Portland, I'm already

We were so excited about moving forward

10

on the phone, man.

11

realtors, and setting up viewings, and we're putting

12

our buyers list together and our team together and

13

we're seeing signs and writing down the numbers.

14

mean, we're just excited.

15

I'm calling people up, calling

I

We get home and we start blocking properties

16

with realtors and putting in bids and they're rolling

17

their eyes at us.

18

doing everything it's supposed to do, we're doing

19

everything we're supposed to do, we got all these bids

20

out.

21

It was great.

And the company is

And then the summit rolled around, and we went

22

down to summit.

23

experience, man.

24

there must have been 800, 900 people in there.

25

had all been through the program, they all had the same

And that was the most awesome
We walked into that banquet room,
They
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1

mindset.

2

waiting on our first deal, you know?

3

the networking and the speakers were fantastic.

4

just a great three days.

5

Some of them were already doing deals.

We're

The bonding and
It was

And when we got back from there, we hit on

6

three deals, bam, bam, bam.

7

we were the most scared, right, because now, we had

8

three and we had never gotten one, you know?

9

of the things I had said earlier is we didn't want to

And that's probably when

But one

10

leave anything on the table that would help us down the

11

road, right?

12

And we got the mentor, and the mentor was

13

fantastic.

14

properties and he suggested that we wholesale out the

15

first one and take some of the pressure off of our

16

plate, you know?

17

lot of pressure off.

18

which was really, really cool.

19

check off of that, and that was helpful.

20

And we talked about all these three

And we did that, and that did take a
More importantly, we got a check,
And we got a $5,000

And then we went ahead and we flipped the

21

second property, put that thing on the market, it sold

22

for full price.

23

on that one for $47,000, and that's when we knew we had

24

definitely made the right decision.

25

And at the end of that, we got a check

It was so cool.

And the day that we did the third property, put
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1

that one on the market, it sold for full price, and at

2

the end of that one, we got a check for $91,000.

3

been off to the races ever since.

4

MR. SHEMIN:

5

CHRIS:

6

(Applause.)

7

MR. SHEMIN:

We've

Wow.

It was fantastic.

How do you find the deals?

8

calling on some deals for them right now.

9

still like to find some of your deals?

10

CHRIS:

11

MR. SHEMIN:

12

CHRIS:

We're

How do you

How do we find them now?
Yeah.

A bunch of different ways.

In fact,

13

the first three properties were all different.

14

them came off the MLS, one of them was an estate sale,

15

and one of them was just a contact with a realtor that

16

had a pocket listing and we got it that way.

17

One of

And so what we do is we use a lot of different

18

realtors, and you're going to hear this from realtors

19

all the time.

20

We all get the same analyzed listings.

21

the MLS listings that we're after.

22

private contacts, their pocket listings, and the more

23

realtors we have in the mix the wider our net is, you

24

know what I mean?

25

They'll always say, you only need one.
But it isn't

We're after their

And so that helps us.

We drive neighborhoods.

I love driving
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1

neighborhoods.

2

overgrown or stickers on the window or whatever, and

3

we'll follow up on those and try and find out who the

4

owners are that way.

5

we can't, but it's also fun to do.

6

You know, we see a lawn that's

And sometimes we can, sometimes

And what we've come to realize is there are so

7

many properties in our market, which is 200,000, that

8

we don't even have to work outside of our market.

9

stay busy right here.

We

We are just over two years in,

10

we've done 10 projects, and we cracked half a million,

11

and overall, it's just changed everything.

12

MR. SHEMIN:

I haven't seen you in a while

13

(inaudible) all those deals, that's great.

14

Congratulations.

15

CHRIS:

Oh, it's amazing.

And we've had

16

some -- we buy wholesale from other people and flip

17

those.

18

important things for us, because of Patty's health

19

situation, is the freedom that it's given us to be able

20

to focus on that, because to us, this is a part-time

21

job.

22

people to do the work, because I'm in my thirties now,

23

I'm not going to be hanging sheetrock.

It's been incredible.

But one of the most

You know, we don't do the work, we hire other

24

(Laughter.)

25

CHRIS:

I'm telling you.

And the reality of it
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1

is, though, that we keep other people working so that

2

we can be looking for other properties and the next job

3

and then continue to work on, you know?

4

So what we have is we have to go to Seattle a

5

lot for Patty's health issues.

6

drive on a good day, a nine-hour drive on a bad traffic

7

day.

8

testing or retesting.

9

surgery.

That's a five-hour

And we're up there once a month, it seems, for
She's had pre-transplant

And what this has done for us is given us the

10

freedom to be able to do that and not worry about work

11

and without worrying about calling in an offer or

12

whatever, because we can still run everything from the

13

road, from Seattle.

14

And that's going to have to happen, because

15

when she gets her transplant, we to have to stay at the

16

hospital for three to six months over there.

17

be able to flip our properties down here because we've

18

got a team in place, you know?

19

us.

20

And we'll

And they can do it for

And our main realtor is my sister, and, you

21

know, she keeps an eye on stuff for us and is always

22

sending us properties to look at even if we're not here

23

in town.

24
25

So it's been a blessing not only financially,
but more importantly, freedom to focus on what we need
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1

to focus on, which is Patty's health, which is our why

2

for getting into this in the first place.

3
4

MR. SHEMIN:

That's the most important thing,

why and health and family.

5

CHRIS:

6

MR. SHEMIN:

Yep.

Absolutely.
I know you're real busy.

Would

7

you maybe take one or two quick questions if somebody

8

had something on their mind?

9

CHRIS:

10

Oh, happily.

MR. SHEMIN:

Thanks.

Happily.
Anybody got a quick

11

question for them about anything?

12

do, what they're doing?

13

questions?

14

(No response.)

15

AUDIENCE:

16

MR. SHEMIN:

17
18
19
20

Real estate, what we

Anybody got any quick

What?
Quick question.

Repeat it.

Go

ahead.
AUDIENCE:
their buyers?

How do they find their sellers?

Excuse me.

MR. SHEMIN:

They find the property --

How do you find your buyers?

21

you're fixing the houses and selling them retail,

22

correct?

23

you like to find your buyers?

24

realtor when you fix those houses up?

25

Or you sell them through the realtor.

CHRIS:

Oh, yeah.

Or

So

How do

Are you using a good

Yeah.

You know, you put it
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1

on the market, you put it on MLS, you have your

2

realtors do all the things.

3

them -- we've got realtors who will do some light

4

staging.

5

sometimes we do, depending on the value of the

6

property.

7

to, but if it's a really nice place, then we just

8

might.

9

They'll stage -- some of

We don't generally stage properties, but

If it's an -- entry level we're not going

I think going on the MLS might be the open

10

houses and all the, you know, stuff they do, because

11

they want to get the house sold as quick as possible,

12

too, because they get paid.

13

about.

That's what it's all

14

PATTY:

It's all about money.

15

CHRIS:

So it's all marketing.

16

MR. SHEMIN:

Another quick question in the

17

back, two quick ones and I'm going to let you go.

18

Nay-sayers, negative people, in your life, of course,

19

when I did it, I was the most negative person, but how

20

do you deal with nay-sayers?

21

question about fear, because I think everybody has a

22

little fear.

23

I have one more quick

How do you get over that?

CHRIS:

That's actually a funny story for us.

24

When we finished up the Fast Start class, I have two

25

sisters, one of them is a mortgage broker, one of them
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1

is a realtor, right?

2

remember mom had just passed away, and so I think they

3

thought we were going to be talking about that, but we

4

get them together, we're having lunch, and we start

5

laying out what we think we've learned in the program.

6

We're so excited about it, you know, we're fired up.

And we got them together and

7

And my mortgage broker sister got all fired up

8

with us, and my real estate agent sister looked at me,

9

rolled her eyes and went, oh, no, you didn't.

And she

10

didn't want to hear anything else we had to say.

11

those first three deals, we used a different realtor.

12

(Laughter.)

13

CHRIS:

So on

And then we took that $47,000 check and

14

we went to her house and are like [nanny-nanny-nanny],

15

and she's been our realtor ever since.

16

again, we do use the other realtors because they all

17

have their own private listings, but my sister is our

18

main realtor now, and she's made a lot of money off of

19

us selling properties, and she gets it now.

20

really important to get a realtor that gets it,

21

understands the flipping aspect of it and what goes

22

into it, not just selling a house.

23

the relationship that we have with our realtors, we

24

have realtors that understand investors and flipping

25

and that's important.

And, you know,

And it's

And so when we have
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But the nay-sayers are going to be nay-sayers

2

because people that don't understand about stuff are

3

the ones that are the first to start ripping it down

4

when they see somebody else is going to have a chance

5

to be successful.

6

PATTY:

And they don't take the education, the

7

classes, and have the education, so they don't know,

8

until you show them the money.

9

the money, it's like, oh, wow, it worked, okay.

10

And you know what?

And once you show them

We don't care about it

11

anymore either, because we know what we're doing and we

12

know we're making money and you know what, it's like

13

over our heads anymore.

14

CHRIS:

We love it.

Yeah, yeah.

And I know the line that

15

I've had forever, and that is how do you explain to

16

somebody who doesn't get it that the problem is that

17

they don't get it?

18

don't have the education that we have, and it's a

19

continuing education, haven't had the mentor, all of

20

these things that are ours now, that we've bought and

21

paid for, how can they nay-say anything when they don't

22

know anything.

23

MR. SHEMIN:

And it's real.

And the people that

That's a very good point.

And,

24

you know, I had a lot of fears, a couple of people in

25

the room have fear.

How did you get over that fear?
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1

Because I mean, like you said, it's a jungle, you know,

2

any good, quick tidbits on that before I let you go?

3

CHRIS:

You want to take that?

4

PATTY:

Well, I'd love to say something about

5

it.

6

fearful, because I knew I couldn't work, I couldn't

7

really participate.

8

to work.

You know what, I'm probably the one that was more

9

I was afraid that it wasn't going

My health, you know, we didn't have any answers

10

to some of the questions.

11

fearful because, you know, things happen in life.

12

mean, it just does.

13

with it when it happens, but yeah, it was scary.

14

And, you know, I still get
I

And you have to get up and deal

But then again, I look back and think, you know

15

what, if I had not taken that leap of faith and that

16

chance and made that change in our lives, where would

17

we be, you know?

18

going to get out of it what you put into it.

19

going to make it work, because that's your money.

20

We borrowed money.

21

pay it back.

22

scary.

23

I mean, the system works, but you're

That was scary.

That was scary.

So you're

We had to

You know, it's all

But it was the unknown.
They're teaching you, they have the tools right

24

there, you're not going to be left alone, you've got

25

friends out there now, and it's just a big happy family
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circle now once you get in.

2

CHRIS:

Yeah, it's really cool.

And we can use

3

Patty's disease as our excuse to not go forward, but

4

instead we used it as the reason to go forward, and

5

looking back, our fear was from the unknown.

6

know -- they wanted $200,000 to put her on the

7

transplant list.

8

was like getting a check, by the way.

9

We didn't

That's been negotiated away.

That

But we didn't know if the company was going to

10

follow up, and the company not only has, but they've

11

become family and friends with us.

12

if we were going to be able to do this.

13

can.

14

understand that.

15

that we didn't know about.

16

And we didn't know
And yes, we

And we didn't know about the financing and now we
All our fear came from the things

But like she said, we took that leap of faith,

17

but to me, it really wasn't such a leap of faith,

18

because it all penciled out and it was an instruction

19

based on not having any money and all we had to do was

20

just follow the steps and it works.

21

And for us, it's been a blessing without a doubt, an

22

absolute blessing.

23

MR. SHEMIN:

Thank you.

It just works.

And if you don't mind

24

me saying, just quickly, it's so good to see you all,

25

and I know you're happy and making money, but you look
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And I mean to support you guys.
And as we say, you are an inspiration to me.

I

3

know you've seen me up on that stage speaking and

4

stuff, but to go through what you're going through and

5

to have such a great attitude and I know you've helped

6

some others and inspired others.

7

it.

8

inspiring.

9

life, and have made it into a -- taken those lemons and

I really appreciate

I just really think both of you all are very
How you deal with a real big challenge in

10

made lemonade and keep smiling and moving forward.

11

I wish you all health, of course, and a lot of

12

happiness, and I look forward to seeing you again.

13

CHRIS:

And

Well, it's a pleasure to talk to you.

14

For us, if you're still back here, tell everybody who

15

likes the area.

16
17

MR. SHEMIN:

family reunion, you know?

18

CHRIS:

19

MR. SHEMIN:

20

CHRIS:

21

MR. SHEMIN:

22

We'll see you all, it's like a

Same for us.
Absolutely.

I'm sorry, you're breaking up here.
It's great to see the family

again, to see you all again.

23

CHRIS:

24

MR. SHEMIN:

25

CHRIS:

It really is.
We appreciate it.

Well, thank you for calling.
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MR. SHEMIN:

2

What do you all think, everybody?

3

(Applause.)

4

CHRIS:

5

MR. SHEMIN:

6

Yep.

Thank you.

Thank you.
Thanks for visiting.

Thank you so

much.

7

CHRIS:

8

MR. SHEMIN:

9

(End of call.)

10
11

7/20/2019

Take care, buddy.

MR. SHEMIN:

We'll see you soon.

Whoops.

What did you all think,

folks?

12

AUDIENCE:

13

MR. SHEMIN:

Yeah.
The point is, we'll take a quick

14

4.2 minute after-lunch break, and again, Bryce is back

15

there, I'll be here.

We'll come back and call on

16

another deal or two.

Sound good?

17

enjoyed that.

I hope you all

I sure did.

18

AUDIENCE:

19

MR. SHEMIN:

Yes.
We'll have a four or five-minute

20

after-lunch break, shake it off, go to the back, give

21

us a couple more deals.

22

(Break.)

23

(General conversation.)

24

TAYLOR:

25

MR. WRIGHT:

We haven't met.

I'm Taylor.

Hey, how you doing?
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TAYLOR:

2

MR. WRIGHT:

3

TAYLOR:

4

MR. WRIGHT:

5

TAYLOR:

6

MR. WRIGHT:

7

TAYLOR:

8
9
10
11

Good to meet you.
I'm sorry?

Oh, yeah, that's right.

Yeah.

I missed yesterday.

Oh, right, right, right.

Probably, like, who are you, man?

Yeah, I just -- I live in Arizona.
MR. WRIGHT:
TAYLOR:

Oh, okay.

So I went to the class about four

years ago.
MR. WRIGHT:

13

TAYLOR:

14

MR. WRIGHT:

16

I just got here.

I just flew in.

12

15

7/20/2019

Oh, really?

They invite us to come back, help out.
So you actually went to this

whole -TAYLOR:

Yeah, yeah, yeah.

Yeah, yeah, got the

17

same training, and it's -- yeah, it's good stuff, man.

18

It's the -- you know, the phone calls he made, that's

19

really -- that's really all it is, just having that

20

confidence and --

21

MR. WRIGHT:

22

TAYLOR:

23

Right, right.

-- kind of just having the -- you

know, the right team around you.

24

MR. WRIGHT:

25

TAYLOR:

Yeah.

That's what it's all about, so...
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1
2

MR. WRIGHT:

TAYLOR:

4

MR. WRIGHT:

5

TAYLOR:

6

MR. WRIGHT:

7

TAYLOR:

8

MR. WRIGHT:

9

TAYLOR:

Yeah, I grew up in Alexandria.
Oh, that's pretty neat.

Yeah.
So you live in Arizona --

(Inaudible).
Oh, yeah?

Yeah.

I'll talk to you in a little

bit, though.

11

MR. WRIGHT:

12

TAYLOR:

13

MR. SHEMIN:

14

So you said you're from

Alexandria?

3

10

ready?

Yeah, yeah.

Yeah.
Okay, let's get started.

You-all

One, two, three, let's clap.

15

(Applause.)

16

MR. SHEMIN:

(Inaudible), and then I'll answer

17

some questions.

18

you-all meet that nice couple?

I hope you-all enjoyed that.

19

AUDIENCE:

20

MR. SHEMIN:

Weren't they great?

forgot I had met them many times.

22

something in wealth class?

23

BRYCE:

24

at the summit.

Did

They are so nice.

21

25

7/20/2019

And, Bryce, I

Did they do

That was the first time I met them, was

MR. SHEMIN:

Yeah.
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BRYCE:

7/20/2019

And I heard their story, and I heard

2

Pattie and their reasons for doing this.

3

can take it casually, but their reasons were life and

4

death.

5

MR. SHEMIN:

6

AUDIENCE:

7

BRYCE:

I mean, you

Yes.

Yeah.

And I'm not saying that each of you

8

have that same situation.

9

situation, but if you take it as seriously as they did,

10

guess where you could be?

11

AUDIENCE:

12

BRYCE:

13

MR. SHEMIN:

14

BRYCE:

15

We don't all have that same

Yep.

I mean, you have to take it serious.
(Inaudible) got any details of it.

When they told me their situation and

why --

16

MR. SHEMIN:

17

BRYCE:

18

MR. SHEMIN:

19

second, third deal, 90,000.

I just love their attitude.

The excuses are gone.
Yeah.

And I love their, you know,
That's a game-changer.

20

AUDIENCE:

Yeah.

21

AUDIENCE:

Yeah, that's --

22

MR. SHEMIN:

Ah, let's do the game-changers.

23

Everybody, let's get focused again.

24

everything down, take a couple notes here.

25

to (inaudible) timekeeper, Suzanne, and she goes, oh,

Please write
I am going
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my God, it's like (inaudible).

2

It's a number.

7/20/2019

And I'm, like, really?

It's a what?

3

AUDIENCE:

It's a number.

4

AUDIENCE:

It's a number.

5

MR. SHEMIN:

It's the same system.

Let's find

6

the deal.

7

block some time, call some motivated sellers, run the

8

numbers, put it under contract?

9

through the system.

Remember the system?

contract, then we get excited.

11

wholesale it?

12

and rent it?

13

One thing at a time.

14

down.

16

We're just going

Then once we get it under

10

15

Remember the goal,

Do you want to

Do you want to buy, fix, and sell?
We haven't done selling yet.

How much?

One thing at a time.

So relax.
Write that

Don't jump ahead.

So this is a wholesale.
this?

Buy

Where did you find

It's a nice ad.

17

AUDIENCE:

18

MR. SHEMIN:

MyHouseDeals.
MyHouseDeals.

Will Smith -- see,

19

I didn't realize the actor is also a wholesaler, right?

20

I wonder if Jada's going to answer the phone.

21

AUDIENCE:

22

MR. SHEMIN:

23

"Operator:

24
25

working number.

Correct?

Yep.
973 -The number you dialed is not a

Please try the number and dial again."

MR. SHEMIN:

Uh-oh.
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(Operator:

Operator in Spanish.)

2

MR. SHEMIN:

I dialed the number,

3

-- (inaudible)

4

number there.

5

-- what's

Let me try one more way.

AUDIENCE:

7

MR. SHEMIN:

8

AUDIENCE:

9

MR. SHEMIN:

11

working number.

12

again.

14

That's New Jersey,

.

Jersey?

Bodabing-bodaboo.
The number you've dialed is not a

Please check the number and dial

Operator in Spanish.)
MR. SHEMIN:

Is this the same number of both

these deals, Suzanne?

15

.

16

AUDIENCE:

17

from the website.

18

Maybe it's me.

That's New Jersey.

(Operator:

13

That's the

?

6

10

.

7/20/2019

I only see one phone number,

Yeah, that was copy and pasted right

MR. SHEMIN:

Oh, well.

This is a numbers game.

19

Sorry about that, but I don't see another number on

20

here.

21
22

Let's call one or two more real quick.
good?

23

AUDIENCE:

24

MR. SHEMIN:

25

Sound

here.

Yes.
I'm just randomly pulling some

This is from Alice again.

How many did you put
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1

in here?

2

AUDIENCE:

3

MR. SHEMIN:

4

Four.
Four.

(Inaudible).

So this one

is for -- is it from MyHouseDeals?

5

AUDIENCE:

6

MR. SHEMIN:

No, they're from Craigslist.
Craigslist.

7

Agents and wholesalers.

8

His name is Greg up there.

9

number?

Detached home.

Whatever, let's just call.
Is that the name and the

So I'm going to call.

If you get the right

10

number, Suzanne, I'll be glad to call again.

11

know if that's -- I tried it twice.

12

AUDIENCE:

13

MR. SHEMIN:

14

7/20/2019

(Inaudible).

everywhere, folks.
AUDIENCE:

16

MR. SHEMIN:
big ones.

18

noticed that?

No worries.

There's deals

Got it?

15

17

I don't

Um-hum.
Deals everywhere.

There's no lack of deals.

19

AUDIENCE:

Yeah.

20

(Operator:

Hi.

Little ones,

Have you all

You've reached Craig's

21

voicemail.

22

your name and phone number after the tone and I'll get

23

back to you as soon as I can.

24
25

Sorry I missed your call.

MR. SHEMIN:

Please leave

Thanks and (inaudible).)

Okay, this guy has a lot of deals.

He did the comps for you.

I like that.

He looks like
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7/20/2019

1

a wholesaler/realtor friend.

2

down in here and call another one so that we can make

3

two more quick calls.

4

AUDIENCE:

5

MR. SHEMIN:

I'm just going to dig

Sound good?

Yes.
Let's try another one.

What's the

6

hardest part of real estate investing?

7

Investor Special."

8

but why not?

9

around the neighborhood -- and this says, "Attention,

10

"Attention,

This is from Alice.

That's crazy,

"Courtney, call or text, 757" -- that's

Investor Special."

You found this on Craigslist?

11

AUDIENCE:

12

MR. SHEMIN:

13

Just call them.

14

Sound good?

Um-hum.
Yep.

There's deals everywhere.

I don't think.

15

AUDIENCE:

16

(Operator:

I just call them.

Yes.
Hello.

Please state your name

17

after the tone and Google Voice will try to connect

18

you.)

19

MR. SHEMIN:

20

She's a licensed broker and also a wholesaler,

21

that's fine.

22

from.

23

200 fixed up.

Robert, real estate investor.

It doesn't matter where the deal comes

They're asking 34, and they say it's worth over
Just numbers.

24

AUDIENCE:

25

MR. SHEMIN:

Just what?

Just numbers.
(Inaudible) close.

No
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1

(inaudible).

2

Operator:

3

missed your call.

4

with you as soon as I can.

Hi, this is Courtney.

Thanks."

MR. SHEMIN:

6

AUDIENCE:

7

MR. SHEMIN:

8

So here's another one.

Okay.

What do we normally do?

Leave a message.

Text.

Email.

You got it.
This is from Warren --

Warren?

10

AUDIENCE:

11

MR. SHEMIN:

Warren.
Oh, I'm sorry, Warren.

12

trouble reading your handwriting.

13

definitely be successful.

14

Richmond,

.

AUDIENCE:

16

MR. SHEMIN:

17

common.

18

numbers.

This is in

Let's just what?

Call.
Is that

Is that

or

19

AUDIENCE:

.

20

MR. SHEMIN:
either.

I'm having

That means you'll

MyHouseDeals.

Let's just call.

15

21

Sorry I

Leave me a message and I'll get back

5

9

7/20/2019

?

?

We have a lot in

I can't read those

I can't read my own handwriting

Is that -- help me out, is that 4497 or 77?

22

AUDIENCE:

23

MR. SHEMIN:

24

This is over there on Patmoor (phonetic), great

25

investment.

I need my glasses.
(Inaudible).

They're beautiful.

Is that 6695 they're asking?

What's the
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risk of calling them?

2

AUDIENCE:

3

MR. SHEMIN:

4

Zero.
What's the worst that can happen?

Nothing.

5

AUDIENCE:

6

MR. SHEMIN:

7

AUDIENCE:

8

MR. SHEMIN:

9

Can't go back to waiting tables.

10

Nothing.
You mess it up, call back.

I don't know.
They need you.

Can't mess it up.
Well, this

person doesn't even have a voicemail.

11
12

7/20/2019

AUDIENCE:

Doesn't even have a voicemail,

that's crazy.

13

MR. SHEMIN:

I don't know how people do

14

business like that, realtors, wholesalers, run ads, no

15

voicemail, won't pick the phone up.

16

one.

17

AUDIENCE:

18

MR. SHEMIN:

Let's call another

Yes.
MyHouseDeals,

19

doing, Bryce?

20

here real quick.

21

Is that 2 -- hold on one second --

-- how you

You are going to have to help me out
I just can't read the handwriting.

22

AUDIENCE:

23

MR. SHEMIN:

24

AUDIENCE:

25

MR. SHEMIN:

--

.
Uh-huh.
.
.

Great investment.

We might
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1

not talk to anybody.

2

AUDIENCE:

3

MR. SHEMIN:

4

AUDIENCE:

5

MR. SHEMIN:

6

AUDIENCE:

7

toward Lake Anna.

8

AUDIENCE:

9

MR. SHEMIN:

Bumpass?

And it's past Fredricksburg over

North of here.

11

MR. SHEMIN:

13

What's it called?

Bumpass.

AUDIENCE:

here.

Where is Bumpass, Virginia?

Oh, that's here.

10

12

Let's (inaudible) those.

It's close.

1 -- man, you got to help me out

AUDIENCE:

15

MR. SHEMIN:

16

AUDIENCE:

.

17

MR. SHEMIN:

--

18

AUDIENCE:

19

MR. SHEMIN:
numbers.

This one is

--

14

20

--

It's close.

There's a 4 somewhere in there.

, with a

7/20/2019

.
All right.

--

.

Whoops.
That was my bad.

I hit too many

Operator didn't believe in dyslexia, did she?

21

?

22

AUDIENCE:

23

MR. SHEMIN:

Yes.
Okay.

Sometimes I have people

24

dial numbers for me, sometimes I don't do so well, but

25

I'm getting better.

Whoo, hard work here.
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7/20/2019

You notice everybody does it differently.

2

(Inaudible) army of realtors looking for deals for

3

them.

Is it working?

4

AUDIENCE:

5

MR. SHEMIN:

Yeah.
Write that down.

6

realtors looking for deals for you.

7

expired listings.

8

AUDIENCE:

9

MR. SHEMIN:

Expired listings.
That's right.

offer on it.

11

and not somewhere else?
AUDIENCE:

13

MR. SHEMIN:

16
17

Nobody made an

Might they be motivated after six months

12

Do you like that?

15

My favorite's

What's my favorite?

10

14

Get a bunch of

Yep.
They shoot out a lot of offers.

So let's call one more here.

(Operator:

You have reached the voicemailbox

of) -MR. SHEMIN:

Here we go.

This is from

18

somebody.

19

you find this?

20

value of 250, they want 105 and 60 to fix it, 90

21

(inaudible).

22

on one deal, just like the (inaudible).

Hold on.

You guys -- (inaudible), where did

It looks nice.

It's an after-repair

That's a nice juicy deal, right?

23

?

24

AUDIENCE:

25

MR. SHEMIN:

90,000

Is that

That's your number?
(Inaudible).
Oh, thank you.

I was calling you.
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7/20/2019

1

I wonder if you'll pick up.

2

yet?

3

Maryland.

4

Hagerstown and Frederick, a lot.

One of our students,

5

Michael Fitzgerald, look him up.

He does 200 deals a

6

year commercial.

7

(inaudible) Building.

8

him.

9
10

Great, and this is

Got any houses for sale
.

Where is this?

Well, well, well, I do a lot of deals in

AUDIENCE:

Look him up, Michael Fitzgerald,
He's one of ours.

Bless you.

MR. SHEMIN:

11

with Jasmine.

12

THEO:

13

MR. SHEMIN:

Hi, my name's Robert.

Hello, are you there?
Yeah.

How you doing today?

name's Robert.

15

on your wholesale deal for sale.

17
18

THEO:

I'm here

We're calling on your house for sale.

14

16

We trained

My

My associate Jasmine and I are calling

Okay.

Sure, Robert.

Which property are

you looking at?
MR. SHEMIN:

19

deals you got?

20

wholesaler.

Well, man, I like you.

How many

You sound like a professional

We love you.

21

THEO:

22

MR. SHEMIN:

Yeah.

Where are you located?
Well, I do a lot of deals in

23

Hagerstown and Frederick, Maryland, some are in D.C.,

24

but right now I'm in Richmond, Virginia, but we have a

25

team up there.

I'm probably doing 15, 20 deals there
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1

in the last year or two, Hagerstown and Frederick, over

2

the West Virginia side, and my associate Jasmine here

3

found a great deal over there in the -- after-repair

4

value 250.

It's zip code 20622.

5

THEO:

6

MR. SHEMIN:

7

THEO:

Okay.
Is this Theo?

Yeah, this is Theo.

Where's 20622?

8

not aware of that one just off the top of my head.

9

What's the city?

10
11

MR. SHEMIN:

What city's that?

I'm

It's something

Hall, Maryland, Char --

12

THEO:

13

MR. SHEMIN:

14

THEO:

Oh, Charlotte Hall?
Charlotte Hall.

Yeah, I got a place down there.

I got

15

one in -- we bought it to flip, but it turns out it's a

16

tear-down, so we're going to --

17

MR. SHEMIN:

18

new house.

19

numbers pretty good?

20

So we can tear down and build a

We've done that quite a bit.

THEO:

Sure.

Are the

The numbers are okay.

I mean,

21

there's some solid new construction comps down there in

22

the high fives, 600K range.

23

MR. SHEMIN:

24

THEO:

25

the place.

Yeah.

Yep, 550, 600.
I'm only looking to get 95 out of

We bought it good.
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1

MR. SHEMIN:

2

NEW SPEAKER:

Yep.
We just -- I've got 23 houses

3

under construction right now.

4

crew down there.

5

it, I'm happy with that.

6

7/20/2019

We're not going to get a

If I make a little bit to get out of

MR. SHEMIN:

So let me ask you, you know, I

7

have not built in that particular city.

What do you

8

think would be a square foot to build?

What would you

9

build, a 2000-square-foot house, 2400?

What do you

10

think --

11

THEO:

You know, that's a great question.

12

There is a -- just a huge range of what people are

13

building, but there is -- I mean, there's -- people are

14

building some huge, huge houses down there.

15

MR. SHEMIN:

16

THEO:

Like 4500, 6000 square foot?

Oh, yeah, exactly.

17

those, and they're solid, too.

18

what I would do.

19

MR. SHEMIN:

We were building

I don't think that's

What do you think the best -- what

20

do you think the best plan would be to make some money

21

quick?

22

You know, we can build -THEO:

I mean, yeah.

I would stick with

23

something, you know, spend somewhere around 200, maybe

24

a little more than that --

25

MR. SHEMIN:

What, like, 1800 square feet,
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1600, something like that.
THEO:

Yeah, I think you would be fine there.

3

You know, maybe closer to it.

4

thing is on -- if I remember,(inaudible).

5

that's Dubois Road.

6

MR. SHEMIN:

7

THEO:

And, you know, that
I think

Is that Dubois Road?
I think so, right.

Is that where it's at?

8

think that's all I'm supposed to have.

9

I don't remember.

Yeah.

So I

It's an acre.

I've never actually seen the exact

10

location, but I saw the pictures of somebody doing a

11

house right across the street.

12

sold a couple of years ago.

13

down there.

14

MR. SHEMIN:

Nice house.

And it

So there's some action

Do you have any recent homes?

So

15

you're saying you'll give me about 93, that pays you,

16

you'll get your money, spend about 200 to build a new

17

house, that's about 300 all-in.

18

would sell for, about?

19
20

THEO:
around 500.

What do you think it

We'll run our own comps.

(Inaudible.)

I think you're going to be

Could be more.

21

MR. SHEMIN:

22

THEO:

Yeah.

Well, that would be a good month.
Yeah.

No, there's good return

23

down there.

24

just got to go and spread out maybe to like a three or

25

five-mile radius, and there are some very recent comps

There are some more good comps, you've
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1

that sold in the 550 range.

2

MR. SHEMIN:

Okay.

Now, let me ask you this,

3

where are you building right now?

4

building those other 20-some houses?

5

THEO:

7/20/2019

Where are you

Yeah, we're mainly in -- although we do

6

some stuff down there in Southern Maryland, we're

7

mainly Anne Arundel County.

8

MR. SHEMIN:

9

THEO:

Yep.

Annapolis is where we're based.

10

MR. SHEMIN:

11

THEO:

Annapolis is great.

I've got a project going in Severna

12

Park, Glen Burnie.

13

Anne Arundel County.

14

Annapolis, but --

15
16

So yeah, we're mainly right now

MR. SHEMIN:
do new construction?

17

THEO:

They're all working out of

Do you buy, fix and sell or maybe
What do you like to do?

So it's a mix.

You know, we wholesale

18

some, we fix and flip some, and then, you know, we buy

19

and hold.

That's sort of our main --

20

MR. SHEMIN:

21

THEO:

Love it.

You know, we're building mostly when it

22

makes sense, as long as the cash flow fear factors

23

aren't too crazy -- (inaudible) -- for rentals, but --

24
25

MR. SHEMIN:
for us?

Do you have any other good deals

Because we'll do a couple at a time.

We're
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1

serious.

2

month that you wholesale?

3

7/20/2019

Or how many deals, about, have you got a

THEO:

Yeah, I mean, this wholesaling thing.

4

We're just starting ramp it back up.

5

we've been keeping everything and wholesaling before we

6

decided to -- you know, we wholesaled probably about

7

100, and then we've kind of turned it off for the last

8

year or two, and so now we're turning it back on.

9

We've probably got like six, seven deals right now that

I mean, honestly,

10

I would -- you know, I would wholesale.

11

of -- I mean, look, here's the way it works --

12

(inaudible) -- costs to do something with, but if the

13

deal makes sense as a wholesale, then we're happy to

14

move it.

15

MR. SHEMIN:

They're sort

So you have six or seven.

Hey,

16

let me ask you a question, you know my good friend,

17

he's actually a student of mine, Brad Chandler, Express

18

Home Buyers.

Do you ever run into Brad?

19

THEO:

20

MR. SHEMIN:

21

THEO:

22
23
24
25

Of course, yeah.
Yeah?

I mean, I don't know him personally, but

I do know of him, absolutely.
MR. SHEMIN:
year now, 500.
THEO:

I've heard of him.

Yeah, he does about 800 deals a

Crazy.
Yeah.
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1

MR. SHEMIN:

Yeah?

7/20/2019

Have you ever run into

2

another good buddy of mine, Michael Fitzgerald?

3

out of Hagerstown, but does some work out in your area.

4
5

THEO:

Does he?

He's

That sounds a little familiar,

but I don't think I know him, no.

6

MR. SHEMIN:

Doesn't matter.

You know, it's a

7

big place.

8

people walking down through there, from D.C. up to

9

Maryland.

You know, you've got, what, six million

10

THEO:

11

MR. SHEMIN:

Yeah.
And it's booming, man.

It's the

12

new Amazon stuff and the corridor and the jobs.

13

happening.

14

deals, new construction, that's something I might be

15

interested in.

16

other -- when would be the best way to take a look at

17

them?

18
19

22
23
24
25

So let me ask you this, you've got six

THEO:

What else have you got for us?

Yeah.

Check out my site.

You got

Go to Phoenix

Property Developers.

20
21

It's

MR. SHEMIN:

Phoenix Property Developers.

Yeah.
THEO:

Yeah.

P H O E N I X, property

developers.com.
MR. SHEMIN:

Are your wholesale deals there,

too, the other good ones?
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Yeah.

7/20/2019

If you click on -- I think I've

2

got most of them up right now.

3

stuff that hasn't hit yet, but it will be hitting soon.

4

But yeah, there's some stuff on there you can see.

5

There's one you'd probably like, an Annapolis house.

6

That one is -- I'm blanking on it, but it's the second

7

one you'll see on there.

8

MR. SHEMIN:

9

THEO:

There's some other

Yep.

But yeah, there's some other Southern

10

Maryland stuff.

11

to get hot, so we've been picking up everything we can

12

down there.

13

I mean, Southern Maryland is starting

We have some wholesale deals moving quick.

MR. SHEMIN:

So let me ask you this, we're

14

interested, what would be the next step?

15

an assignment of contract you like to use or -- how do

16

you like to move forward?

17

THEO:

Yeah.

Absolutely.

18

contract.

19

could send it to you?

We've got a

It's there in a contact.

20

MR. SHEMIN:

21

THEO:

22

MR. SHEMIN:

Do you have

Is there a way I

Yeah.

What would be the best way?

23

Is that okay?

24

THEO:

25

MR. SHEMIN:

We'll send you our text or email.

Yep?
Perfect.
Do you like text okay?
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1

THEO:

2

MR. SHEMIN:

3

THEO:

4

MR. SHEMIN:

5

THEO:

Yeah, text is fine.

Great.

.
MR. SHEMIN:

8
9

Text or email.

Shoot me an email.

6
7

7/20/2019

.

And we'll also text it to you, too.

You know, it's Saturday night, so give us a half a

10

business day.

11

take a look and get back to you.

12

next step, call you, text you, email, say let's put it

13

under contract, let's close it?

14

THEO:

It will be Jack or myself, and we'll

I like it.

15

you said developer.

16

end, just for the email.

17

MR. SHEMIN:

18

THEO:

19

So what would be the

I like it.

It sounded like

It's developers, with an S at the
Make sure you got that right.

Developers.

So I got Jasmine's name.

What's your

name again?

20

MR. SHEMIN:

21

THEO:

22

MR. SHEMIN:

23

THEO:

24

MR. SHEMIN:

25

THEO:

Robert Shemin.

R O B E R T -Robert Shemin.

Robert Shemin?
Yep.

Got it.
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1

MR. SHEMIN:

Yep.

7/20/2019

And one last thing, we do

2

apartment buildings, too.

3

apartment buildings or, you know, groups of rental

4

units?

Do you ever run across any

We like to do rental units, too.

5

THEO:

So we don't have -- so all I have is in

6

the multi-unit realm, I've got some duplexes, some

7

four-flexes in the Baltimore area.

8

MR. SHEMIN:

9

THEO:

Yeah.

But I don't have anything

10

wholesale-wise.

11

actually, that might be the next venture.

12

I'm interested in that myself, too,

MR. SHEMIN:

So --

Now, let me ask you this, do you

13

have a title company or a lawyer you like to close with

14

that's wholesale friendly?

15

THEO:

16

MR. SHEMIN:

17

them.

18

about them.

Yeah, we use, New World Title.
New World Title.

I've never used them.

19

THEO:

I've heard good things

Yeah, they're solid.

20

They know the deal.

21

MR. SHEMIN:

Yep, heard of

There you go.

They're good.

Well, any questions

22

for us?

23

our email and follow up the next business day or so.

24

Any questions for us?

25

THEO:

We'll take a look at your website, send you

No, I don't have any questions, Robert.
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1

I look forward to hearing from you again.

2

can put something together.

3

MR. SHEMIN:

7/20/2019

Hopefully we

I have one last question, what do

4

you do for fun on Saturday night, anything besides

5

working?

6

THEO:

Yeah, man.

No, I'm going to pick up the

7

family and we're headed down to Ocean City to spend the

8

weekend down there.

9

MR. SHEMIN:

Oh, nice.

Is it okay to give you

10

a buzz on Sunday or should we wait until Monday and let

11

you enjoy the beach?

12

THEO:

Do you work on Sundays?

Yeah, give me -- this week hit me on

13

Monday, but I'm always available if something you need

14

to talk about, you can hit me, but Monday, and

15

hopefully we'll get something started, okay?

16

MR. SHEMIN:

Well, thanks for the time, and

17

enjoy the family and the beach.

18

up there.

19

THEO:

20

MR. SHEMIN:

21

THEO:

22

(End of call.)

23

(Applause.)

24

AUDIENCE:

25

MR. SHEMIN:

Hope it's good weather

I appreciate it, Robert.

Take care.

Thanks.

Bye.

Good job.
So, yeah.

What was that, about 40
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minutes of calling?

2

SUZANNE:

3

MR. SHEMIN:

Sixteen.
Sixteen.

4

It was like 30 minutes.

5

at math sometimes.

6

AUDIENCE:

7

MR. SHEMIN:

8

your ads.

9
10

Is that right?

AUDIENCE:

12

MR. SHEMIN:

14

investors.

MR. SHEMIN:

19

MR. SHEMIN:

Oh, it's real hard to build a

Yeah.
Yep.

What did you think?

Your

Those were yours.

What did you think?

Thumb's

22

AUDIENCE:

Yes.

23

AUDIENCE:

That was very good.

24

MR. SHEMIN:

25

He's a

Right?
AUDIENCE:

up?

He's a builder.

Yeah.

18

21

Yep.

You think he knows good contractors?

16

calls.

How many deals did that guy have?

He gave us a title company that works with

AUDIENCE:

20

What's the next step?

A ton.

15

team.

That was

Good job, everybody.

Send him your email.

buyer.

I'm not good

Thirty-four minutes.

Now, write this down.

13

Plus 4 before, or 18.

Thirty-four.

11

17

7/20/2019

That was 30, 40 minutes.

going to challenge all of you all.

And I'm

What do you think
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7/20/2019

1

would happen if I or somebody more talented than me

2

came to you at your house or your area and did that for

3

two or three days solid?

4

happen?

That was 30, 40 minutes or something.

5

AUDIENCE:

6

MR. SHEMIN:

7

What do you think would

You would have a good few deals.
You would have a few deals?

How

about doing some deals?

8

AUDIENCE:

9

MR. SHEMIN:

Yeah.
And that's what they do.

That's

10

what they're talking about, about the two-day,

11

one-on-one mentor, the three-day Fast Start.

12

this weekend, we've got to educate you and do all is

13

this stuff and then actually do it.

14

getting some deals, folks.

15

You know,

It's all about

And I want to talk to you about some stuff.

I

16

mean, let's talk about those calls for a minute.

17

did you learn from that?

18

I do, I've been trained, I've been doing it for a long

19

time.

20

What did you learn?

21

No filter.

What did you learn?

What

Because

I'm curious, you know, if you learned new lines.
What did you think?

Real quick.

Please.

22

AUDIENCE:

23

questions that you asked.

I watched to see the pattern of

24

MR. SHEMIN:

25

AUDIENCE:

Say that again.

I watched the pattern of the
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questions you asked.

2

MR. SHEMIN:

Yeah.

Yeah.

What are you doing,

3

do you have any others?

4

Thank you very much for noticing that.

5

AUDIENCE:

6

MR. SHEMIN:

7

7/20/2019

We've been going over it.
Thank you.

You have to build a relationship.
Yeah.

So just being myself.

Just

being my what?

8

AUDIENCE:

9

MR. SHEMIN:

Yourself.
Just like you said.

Be up front.

10

You know, make sure, hey, I'm an investor, I'm here

11

with Jasmine, we're looking for this, we're looking for

12

that.

13

who I am?

14

Miami number, and he goes, are you in Maryland or D.C.?

15

I don't remember what he asked.

16

I'm in Richmond, Virginia, but I'm up in Maryland a

17

lot.

Real simple.

And did anybody ever really ask

That one guy said, well, hey, he's got a

Doesn't matter.

18

AUDIENCE:

19

MR. SHEMIN:

Doesn't care.

Did he care?

No.
Nope.

And I kind of like that.

20

But thank you for noticing that.

21

learn from that?

22

AUDIENCE:

23

MR. SHEMIN:

24

AUDIENCE:

25

But I said, no, man,

What else did you

Ask questions.
Ask questions, right?

More business opportunity --

(inaudible.)
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MR. SHEMIN:

That's right.

2

that deal.

3

two or three, had what?

It's never about

Every one of them that we talked to, the

4

AUDIENCE:

5

MR. SHEMIN:

More.
Oh, I've got a better deal coming

6

next week.

7

So that ad doesn't matter, right?

8

Appreciate that.

9

7/20/2019

Oh, I've got that one, I've got that one.
Thank you.

One more?

AUDIENCE:

Yes.

10

MR. SHEMIN:

11

AUDIENCE:

Two more?

I really liked the fact that you

12

went out of business and you became very personal, what

13

are you doing this Saturday night.

14

MR. SHEMIN:

I loved.

Yeah, all business is personal.

15

They're people.

16

you don't have to, but that's how I was brought up.

And, you know, if you don't like that,

17

AUDIENCE:

18

MR. SHEMIN:

That's how to build relationships.
That's right.

19

you know?

20

family beach time, you know?

21

fun.

22

out and worried, that was no fun.

23

I want you to have fun, too.

24

that.

25

They're a person,

And then next time, say, hey, how was your

I like to enjoy life.

Because I like to have
I used to be all stressed
And, you know, hey,

So thanks for noticing

Appreciate it.
Yes, and I'll come right up here.
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AUDIENCE:

7/20/2019

You actually gathered information

2

from that particular person you talked to about other

3

businesses.

4

MR. SHEMIN:

5

AUDIENCE:

6

MR. SHEMIN:

Yeah.

So, you know, you don't -New construction.

That guy, if I

7

wanted to -- if we were at a Fast Start Bootcamp, like

8

hopefully you all will be, it's coming in a few weeks.

9

I'll give you those dates, if you've got them.

10

You know, we'd be on the phone for like an

11

hour, because he will take on new construction, I know,

12

you know, did you notice?

13

I said, what would it cost to build about a 2,000

14

square foot?

15

business.

16

do business.

17

It's $120 a foot to build.

And he gave me the number.

He knows the

And most people are very nice.

They want to

So thanks for noticing that.

Okay, now, a couple of things.

18

all think I'm pretty good on the phone?

19

why?

20

AUDIENCE:

21

MR. SHEMIN:

How many of you
Anybody know

Practice.
Because I've done it.

How much

22

better are you at your job today than you were the

23

first week?

24

It's okay to, you know, fudge on that one.

25

Please raise your hand if you're not.

AUDIENCE:

Why?

You got comfortable.
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MR. SHEMIN:

2

I've been trained.

3

good.

You got comfortable.

7/20/2019

And also

So I want to make all you all feel

Can I make you all feel good?

4

AUDIENCE:

5

MR. SHEMIN:

Please.
Now, some of you are going to say,

6

Robert, you know, I'm not going to call people like

7

that.

8

phone.

9

estate?

I'm not like that.

I don't like to talk on the

I'm not as outgoing as you.

10

AUDIENCE:

Yep.

11

AUDIENCE:

Sure.

12

MR. SHEMIN:

Can they do real

Who is kind of like that?

Saying,

13

you know, I don't have time, I don't want to call.

14

Thank you.

15

So let me talk to Constance for just a minute.

16

Is that fair?

17

members or friends that are kind of like outgoing and

18

talk to people, kind of obvious sometimes, even talk

19

too much?

20

Constance, have you got any family

Yep?

Well, great.

You're going to put them on your

21

payroll.

22

too much, or friend, you're going to spend an hour or

23

two calling on these Craigslist in my house deals ads,

24

and if you get a deal and if I close on it, I'll give

25

you 500 bucks or 1,000, whatever works for you.

You're going to say, hey, cousin that talks

Got
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it?

2

you a team.

3

hours a week.

7/20/2019

Then we might get her some social workers, build
Or some bartenders calling a couple of
Who's going to have the real business?

4

AUDIENCE:

5

MR. SHEMIN:

We are.
Who's going to have the better

6

business if I'm calling two or three hours myself and

7

I'm pretty darn good?

8

she be?

9

AUDIENCE:

10

You will.

Because where could

On the beach.

MR. SHEMIN:

On the beach, on the golf course,

11

on the sailboat, hanging out with family, friends,

12

whatever you're into.

13

AUDIENCE:

14

MR. SHEMIN:

That's a real business.

Got it?

Got it.
That was just for you, not for

15

them.

16

minute and then we will move on to some more real

17

estate stuff.

18

1994, when I hired my mentor, he said, Bobby, we're

19

starting on Saturday, 12:00, one-hour training, don't

20

be late.

21

Now, let me make you all feel better in just a

I want to make you all feel good.

I was so excited, man.

So in

Borrowed 40 grand from

22

my cousin.

23

at like 11:00, I'm an hour early, my first real estate

24

training session with my mentor, Mr. Biggan.

25

anyway, I show up, no joke, here's kind of how it went.

That was stressful.

I went -- I got there

And
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7/20/2019

Pretty close.

2

He said, Bobby, welcome, we're going start your

3

training.

4

and paper ready to go.

5

Bobby, we're looking for motivated sellers.

6

of sellers?

I said, yes, sir, Mr. Biggan.

7

AUDIENCE:

8

MR. SHEMIN:

9

going to call some.

I'm so excited.

I had my pen
He said,
What kind

Motivated.
Motivated.

He said, Bobby, we're

Now, what you want to do is have

10

that goal.

11

you want to do is just be yourself, Bobby, hello, how

12

you doing, your people.

13

We want a contract.

Now, the first thing

Remember that?

So now, Bobby, we'll get down to business.

14

Say, okay, why are you selling?

15

wholesaler?

16

are the repairs and why?

17

why?

18

rents.

19

exchange -- (inaudible) -- our names.

20

doing?

21

We'll talk about the why.

22

Great.

Are you a realtor or

What's the property worth and why?

What

What can you get it for and

And if it's a rental property, ask about the
What comes in, what goes out.

Why are you selling?

We're going to
How are you

What are the repairs?

How do you know?

Why?

And all of the sudden, Mr. Biggan goes, Bobby,

23

give me a minute.

24

borrowed 40 grand from my cousin, gave this guy a bunch

25

of money, I've been in his house like six minutes or

I'm like, wait a minute.

I just
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1

something, and he turns his back to me in his little

2

swivel chair.

3

And I go, Mr. Biggan, what are you doing?

He

4

goes, Bobby, shhh.

5

shooshed.

6

also in a bad mood back then, so my mood turned pretty

7

bad.

8

five, six minutes, then he turns his back to me,

9

shuffles some papers.

And I don't know but, I hate to be

I'm not four years old.

But maybe I was

I went, what's this guy doing, man?

10

It's like

And I'm going to teach you, another way to get

11

great deals is this:

12

you ever seen those magazines, Thrifty Nickel, Trader's

13

Post, Divorcio, Boca Raton land, cars for sale.

14

many of you all have seen those magazines?

15

all.

16

houses, duplexes, trailers.

17

there.

18

don't know the Internet exists yet.

19

motivated sellers there.

20

do you do?

Go to the grocery store.

Habits of success.

Have

How

Grab them

Go to the back, there's land,
All kinds of stuff in

Those people are too cheap to run a real ad or

21

AUDIENCE:

22

MR. SHEMIN:

There are some

Circle them and call.

What

Circle them and call.
Don't think, don't wonder.

23

Mr. Biggan had a bunch of those magazines.

24

have the Internet really back then, it was dialup.

25

Remember dialup?

We didn't

[Bing, bing, boing.]
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1

Anyway, he grabs all these magazines and those

2

newspapers, and he turns to me and he says -- and he's

3

doing stuff and he gets this old rotary phone, he

4

didn't have a cell phone back then.

5

dialing some numbers.

6

worried, I met him in his office, getting trained for

7

my real estate, and he's picking up and calling his

8

friend or something.

9

And he starts

I go, man, this guy is so

And all of the sudden, Mr. Biggan turned around

10

and said, Bobby?

11

talking.

12

somebody on the other end of the phone going, hello,

13

hello, anybody there?

And I'm going, what?

14

Bobby, start talking.

And I'm going, Mr. Biggan, what

15

do I say?

16

I said, yes, sir?

And I go, excuse me?

He goes, start

And I could hear

He goes,

He goes, Bobby, I just told you.

And here's kind of how my first call went, to

17

make you feel better.

18

and the guy goes, hello, anybody there?

19

[huh-huh-huh].

20

[huh]?

21

[eh-eh], my name's Robert.

22

he goes, what?

23

[eh-eh-eh].

24

he goes, who, what?

25

selling? And hung up.

I picked the phone up to my hear

And he goes, hello?

And I'm like,

And I'm like,

And he goes, hello, who's this?

And I'm like,

He goes, who?

And I'm like, what?

Robert.

And

And I'm like,

And I read my notes, and I go, [ah].

And

And I'm like, [eh], what are you
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7/20/2019

That was kind of how my

2

first call went.

3

he's looking at me going, what?

4

always positive, he goes, Bobby, at least you said

5

something.

And guess what Mr. Biggan went -And he goes -- he was

And guess what he did?

6

AUDIENCE:

7

MR. SHEMIN:

Dialed another number.
Turned around, dialed some more

8

numbers, got ahold of someone, said Bobby, start

9

talking.

10

And guess what happened on about the third or

fourth Saturday?

Not the first one.

11

AUDIENCE:

12

MR. SHEMIN:

You talked.
Huh?

I stopped sounding like a

13

Beavis & Butthead episode.

14

talking a little bit.

15

you think I would have ever called anybody if he hadn't

16

sat there and shoved that phone in my face and coached

17

me how to do it and better and not to go, [eh-eh-eh],

18

and say some things.

19

AUDIENCE:

20

MR. SHEMIN:

[Eh-eh-eh.]

And I got better.

And I start
How many of

Correct?

Yeah.
I would have never called anybody.

21

I was scared to death.

22

about it, I want to make you all feel better.

23

don't like to call, build your team.

24

would like to build a team to do it?

25

AUDIENCE:

Got it?

And, you know, I think
If you

How many of you

Sure.

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 428

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 430 of 504

429

Rules of Renovation Workshop - Day Two

Zurixx
1

MR. SHEMIN:

Correct.

7/20/2019

Now, I'm kind of weird.

2

I don't know why, but I kind of like to call.

3

questions on those deals?

4

next step?

Write this down.

So any

What's the

What's the what?

5

AUDIENCE:

6

MR. SHEMIN:

Next step.
Integrity.

If we said we're going

7

to send them a text or email, you've got to send it to

8

them.

9

Make sense?
AUDIENCE:

10

Yes.

MR. SHEMIN:

Then the next step is, you know,

11

let's -- you know, I'll be here early in the morning or

12

late in the afternoon -- late today, whatever you want,

13

and, you know, what's the next step?

14

to do?

15
16

Quick questions on those deals?
AUDIENCE:

A quick question.

MR. SHEMIN:

18

AUDIENCE:
clarify something.

21

AUDIENCE:

24
25

Anything, ask away.

I totally understood what you said.

MR. SHEMIN:

23

Actually, it was

And I just wanted to -- I wanted to

20

22

Yes?

from that phone call.

17

19

What do we need

Just ask the question.

He said something about pocket

listings.
MR. SHEMIN:

Pocket listing, that's a realtor

who doesn't list on the MLS, they have it in their -AUDIENCE:

Pocket.
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MR. SHEMIN:

Pocket.

It's an industry thing.

2

They haven't advertised it yet.

3

they go on the MLS.

4

AUDIENCE:

5

MR. SHEMIN:

7/20/2019

They get it before

Kind of like the special deal.

Okay.
Right?

We've all done that.

You

6

have a friend in the store or a restaurant or a bar or

7

a church, like come on, we've got this special thing.

8

Or I don't know, come on over here, we're in the VIP

9

section, let me sneak you in.

10

here.

Got it?

Let me get you over

That's all it is.

11

AUDIENCE:

12

MR. SHEMIN:

13

AUDIENCE:

14

MR. SHEMIN:

Okay.
Like it?

Yep.
Yep.

There you go.

That was

15

easy.

16

realtor hasn't listed it yet.

17

nice relationship, they've treated them well.

18

Vocabulary.

Pocket listing.

That means the

That means I've got a

And if you notice, he said we talk to a lot of

19

realtors, but we were getting the deal done, and who

20

was the most negative realtor that he knew?

21

AUDIENCE:

22

MR. SHEMIN:

23

His sister.
His sister.

And then what

happened after they closed some deals?

24

AUDIENCE:

25

MR. SHEMIN:

She helped him.
That's what you've got to do.
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Write this down.

2

believe it.

I need to close a deal, then I'll

Do you like that?

3

AUDIENCE:

4

MR. SHEMIN:

Yeah.
Yeah?

And I thought they were

5

just so real.

6

interesting?

7

estate investing, and she's waiting on a lung

8

transplant.

9

I mean, you know what to me was really
They were talking about fear of real

AUDIENCE:

Yeah.

10

MR. SHEMIN:

11

AUDIENCE:

12

MR. SHEMIN:

13

away.

14

investing?

15

getting training.

16

7/20/2019

I know what I'd be more afraid of.

Yeah.
Huh?

Yeah, for real.
Eventually all my fears go

I'm like, wait a minute, what's the fear of
The real fear should be not doing it.

Not

Not making the money.

And if you also noticed something, when they

17

were not working, that 200 grand was like a black cloud

18

hanging over, just to register.

19

negotiated and got a deal, but did you notice as soon

20

as they started doing deals for 30, 50, 90, whatever

21

they did, the 200 grand was kind of like a joke.

22

AUDIENCE:

23

MR. SHEMIN:

Now, he said they

Yeah.
I look back and look at that 40

24

grand that I gave my mentor that I had to borrow.

25

That's a joke.

I made that back on my first or second
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deal, correct?

2

three ago.

3

couple of weeks.

4

got to get started.

7/20/2019

I made that on a deal a week or two or

I'll make multiple of that in the next
Once you start doing deals -- you've

5

AUDIENCE:

6

MR. SHEMIN:

You've got to what?

Get started.
The money becomes a joke.

Now,

7

when I was broke, it wasn't a joke.

8

was working at restaurants or struggling or whatever,

9

it wasn't a joke, because I didn't have any.

10

You know, when I

But now I

just think in terms of deals.

11

If my charity needs 80 grand, that's one rehab

12

or maybe two small ones.

13

deals.

14

apartment building, right?

That's how you've got to

15

start thinking of things.

Working with your numbers.

16

Working with?

Got it?

Or if they need X, that's one

17

AUDIENCE:

18

MR. SHEMIN:

19

first day?

20

pretty full?

21

nice sample?

Maybe that's four wholesale

With your numbers.
How many knew that one on the

So, anyway, how many of your heads are
Did you all like calling on deals as a

22

AUDIENCE:

23

MR. SHEMIN:

Yeah.

24

the followup.

25

have multiple deals.

And the most important thing is

What's the next step?

All those people

By the way, people have already
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1

started texting you back for the ones we left a message

2

on or called, so tomorrow morning, if you come a little

3

early, I'll see whose those are.

4

ours.

Those are yours, not

Make sense?

5

One or two of you have got some goldmines.

6

People who have five to seven deals a month.

7

you left a message for one of the largest wholesalers

8

in the country.

9

a week.

10

One of

They have like 100 to 200 to 300 deals

How many deals do you need to do to make a lot

of money?

11

AUDIENCE:

12

MR. SHEMIN:

One.
What were some of the profits on

13

those deals that you found, return on investment?

14

anybody write the numbers down?

15

AUDIENCE:

16

MR. SHEMIN:

17

90,000.

AUDIENCE:

19

MR. SHEMIN:

20

AUDIENCE:

21

MR. SHEMIN:

22

AUDIENCE:

23

MR. SHEMIN:

25

90,000.

Not bad.

Did you write

some numbers down?

18

24

Did

correct?

Yeah, the first one was 5,000.
5,000, a little wholesale deal.

The second one was 47.
Oh she's good.

The third, 91.
Ninety-one.

Not mine, yours.

AUDIENCE:

47.

Those were yours,

What do you think?

No, those were for the couple.
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MR. SHEMIN:

7/20/2019

Oh, that was for the people.

But

2

the last deal that guy had, he said, well, you'll make

3

at least 100 grand on the new construction, you'll make

4

on a rehab that Marilyn give us was I think about 90

5

grand.

6

have to write it down.

7

confused.

8
9
10

Is that possible?

And again, that's why you

Thank you.

Stop getting

Correct?

I did that two and a half hours last week, just
on my computer.

It's full of deals.

Guess what's

going to happen to you if you really do this?

11

AUDIENCE:

12

MR. SHEMIN:

Got it?

Yeah.
So let's talk for a minute.

I was

13

trained, as all these other students were, and I'm just

14

going to challenge you all and we're going to switch

15

gears for just a minute and then get back to the real

16

estate stuff.

17

Get started.

Don't put it off.

And let me

18

tell you why.

19

you.

20

started, and in the first year I did absolutely

21

nothing.

22

him, debated him, made no offers.

23

first offer and got my first deal.

24

one deal a year for 15 years.

25

You have no idea where this will take

And I use my own sales as a sad example.

I got

My mentor told me what to do, I questioned
I finally made my
My plan was to do

Remember that?

And the first year I didn't do anything.

My

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 434

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 436 of 504

435

Rules of Renovation Workshop - Day Two

Zurixx

7/20/2019

1

fault.

2

year and two months, I was in worse shape.

3

60 grand in debt.

4

borrowed against my cousin.

5

negativity.

6

folks are making money doing deals, the system works,

7

I'm just going to do what they tell me to do.

8

question, not debate, not when you like -- not argue,

9

not nitpick.

10

My responsibility.

Got it?

And then after a
I was about

My family was going crazy.

I let go.

I

I was around massive

I said, you know what, these

And guess what happened?

11

doing that, mental shift.

12

about today.

13

guess what happened?

14

guess what will happen?

And not

Within six weeks of

Got my first deal I told you

Then after I closed that first deal,

15

AUDIENCE:

16

MR. SHEMIN:

Your confidence, your abilities,

Go right up.
Yep.

How do you repay a mentor

17

that changed your life, your mom's life, your dad's

18

life, your brother's life, your sister's life, your

19

charity's life, your friend's life, and your son didn't

20

exist at that time's life.

21

me?

22

me a way how to break a generational pattern of

23

poverty, scarcity, working for the man.

See what my mentor did for

He didn't show me just how to do deals, he showed

24

AUDIENCE:

25

MR. SHEMIN:

Exactly.
Or getting time free.

Freedom.
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1

Do you know what that company said?

2

whether you made 200 grand or 500 grand or whatever

3

they said.

4

10 grand on a deal or 93 or 40, but all of the sudden

5

your confidence goes up.

6

the sudden you can take time off and do what you want

7

to do, and take care of your health and your family.

8

Most people, and you know this better than I

9

It's irrelevant

It's irrelevant whether next week you make

You get time freedom.

All of

do, Doctor, they spend their whole life trying to make

10

money, and sacrifice their health and their family.

11

Then they spend a couple of years and a lot of money

12

towards the end trying to get their health back and

13

their family back.

14

AUDIENCE:

15

MR. SHEMIN:

Yep.
Well, guess what?

Guess when I

16

think you should have your health, your family and your

17

freedom?

This year.

When?

18

AUDIENCE:

This year.

19

AUDIENCE:

Now.

20

MR. SHEMIN:

Now, let's get prepped for this

21

event.

22

a deal a year, and well, I've been knocking stuff

23

around here a little bit, and let me fix this little

24

computer up.

25

When I got in real estate, I just wanted to do

Anyway, we're not going to do that test.

About the fourth year in real estate, I was
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1

doing a lot of deals, making a lot of money.

2

friends said, show me how to do it.

3

I wrote a little book report, because I didn't have

4

time to tell him, I was busy or whatever, and somebody

5

said, I need your book.

6

have dyslexia, I don't type, I don't know how to write

7

a book.

8
9
10

My

And I said, well,

I'm like what?

So I actually record my books.

My book?

I

So I actually

hand wrote the first two, it took me two years.

Now I

record them, and I do three books a year.

11

Who here has other interests, hobbies, fun

12

things, travel, things you like to do?

13

this down.

14

started new businesses.

15

stuff.

16

Well, write

With real estate, funds fund your stuff.

I

Books, this and that, charity

The real estate funds all that.
Write this down.

One deal, two deals, three

17

deals will get you some financial freedom and fund all

18

of that other stuff, whatever it is you like to do.

19

How many of you all like that?

20

AUDIENCE:

21

MR. SHEMIN:

Yes.
I know all you all got other

22

things you like to do.

23

Anyway, that's my book, and it's number two in the

24

world.

25

Times for like 30 minutes, cost me like 100 grand or

Let the real estate fund it.

Crown Publishing put that thing in the New York
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something to put it up there.

2

But can I tell you why I do real estate?

3

Because I don't want to talk about you why.

4

just tell you why I do real estate?

5

AUDIENCE:

6

MR. SHEMIN:

But can I

Sure.
And Bryce back there, he's met my

7

son, and I've met most of your kids, and you've got an

8

amazing family.

9

thought he went to Kmart and got one of those little

The first one I saw a picture of, I

10

pictures they put in the thing and I said, oh, he's too

11

good-looking, but they're real.

12

BRYCE:

13

MR. SHEMIN:

14

BRYCE:

15

(Inaudible.)
What's that?

It's a good thing they followed after

my wife.

16

MR. SHEMIN:

Yeah.

I think a person's true

17

wealth is, of course, their self, what they do is their

18

family.

19

I've met all of them, I've met his wife, she's

20

beautiful and amazing, inside and out.

21

been all over the world doing mission trips and helping

22

people.

23

You know, and you've got a great family, man.

His kids have

It's good people.
And, by the way, I just love hanging around

24

with good people like those gentlemen back there.

25

Whatever you do in life or with us, please make sure
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you're around good, positive people.

2

short.

3

plus.

7/20/2019

Life is too

To me that's worth a million dollars a year
Got it?

4

AUDIENCE:

5

MR. SHEMIN:

Yeah.
Single dad.

How many of you all

6

have children or think you have children?

7

you know, my dad and my parents were great parents.

8

They worked really hard.

9

Saturday -- Sunday morning sometimes, sometimes he

And,

And my dad would leave

10

would leave Monday.

11

night for dinner.

12

country selling underwear.

13

stressed, but a great dad.

14

Right?

He would try to come back Friday

He would travel around the whole
And he was always a bit

Sometimes he would come back for dinner on

15

Friday night, a lot of times he didn't make it back

16

until after dinner.

17

because his office was in my bedroom, we had a very

18

small house, I would wake up at 8:00 a.m. on Saturday,

19

him and his boss were just screaming at each other, for

20

like an hour.

21

And every Saturday morning,

It was horrible.

And my dad was stressed.

I feel bad for him.

22

And he did a really good job, he did the best he could.

23

We would hang out on Saturday sometimes, Sunday a

24

little bit, and then he would go back to work.

25

you know, he would come home, my mom was a bit

And,
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1

stressed, my dad, my grandparents, money was a big

2

problem.

3

And I don't know, but I just felt there was

4

something different out there.

5

ever felt there's something different?

6

want to do that.

7

doesn't seem like a lot of fun.

8

any of you have said this, I said, if I ever the

9

blessing of a child, I'm going to figure out a way to

How many of you have

I mean, they're great people, but it
And I don't know if

10

spend time with them.

11

going to figure out a way to do it.

12

all think that's a pretty good idea?

13

I said, I don't

It may not be easy, but I'm
How many of you

Well, here's what I'm most proud of, it's not

14

the money or the condos or the travel or this, it's

15

every day when my son was in elementary, junior high

16

and high school, pretty much every day, 95 percent, I'm

17

not perfect, not 100.

18

at 2:00, 2:30.

19

school, I did that because of real estate.

20

what?

I would go pick him up every day

Every day.

21

AUDIENCE:

22

MR. SHEMIN:

And in junior high and high
Because of

Real estate.
Because I don't have a job.

I'm

23

an investor.

24

(inaudible) -- want to do it, you're here, you have

25

your reasons to do it.

Guess -- what all of you are

So say it, I'm an investor.
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AUDIENCE:

2

MR. SHEMIN:

I'm an investor.
That's it.

You're an investor

3

now.

4

right, get the training, get started, correct?

5

support.

6

deal, guess how you'll feel?

Now all you've got to do is do some deals, do it

And do it.

7

AUDIENCE:

8

MR. SHEMIN:

9

in the room?

Great.

Right?

Beginners.

11

love that.

Your first deal.

And guess how you'll feel?

AUDIENCE:

15

MR. SHEMIN:

Great.
And after your first deal, guess

what we'll get you focused on?

17

AUDIENCE:

18

MR. SHEMIN:

19

want to do.

20

Good.

21

matter.

22

She's over there right now, I

Guess what we've got to get you focused on?

14

16

How many are beginners

We've got to get you your first

deal, and do it quick.

12

Get the

And then once you do your first

10

13

7/20/2019

Second deal.
Second deal.

Go with the pace you

How many of you all want to go fast?

I went kind of slow.

It's okay.

It doesn't

Anyway, every day I picked my son up with his

23

three best friends, who are still his best friends,

24

Peter, Spencer and Gorilla, and we would go do the

25

sports thing, we would do the after school stuff.

And
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every day for years, all of his friends would come out.

2

Now grant you, there's about 90 cars and me

3

parked across from the school.

4

school last year?

5

But most of his friends were in aftercare, right?

6

didn't leave at 2:00 or 2:30.

7

And pretty much it was me and like 92 moms picking the

8

kids up from school.

9

another dad there.

10

Anybody have kids in

You know what I'm talking about?
They

Some left, some didn't.

Every once in a while I would see

Now, all the kids said, man, every day for

11

years, man, I wish my dad, my mom was picking me up.

12

wish my dad could come get me.

13

could come get me.

14

us.

15

bad.

I wish my mom and dad

All of the kids wanted to come with

It was really cool for me.

16

But I felt kind of

How come the other moms or dads, most of them

17

weren't picking their kids up from school at 2:30 or

18

2:00?

19

AUDIENCE:

20

MR. SHEMIN:

They were at work.
They work.

21

has got to make money.

22

fund, which I didn't have.

23

make money.

24
25

I

You know, everybody

Unless you've got some trust
Everybody's got to work to

Got it?

So I'm going to ask again, let's get real.

How

come some of the other parents weren't there to pick
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1

their kids up?

2

what's the real reason?

Sure, they wanted to be.

3

AUDIENCE:

4

MR. SHEMIN:

Everybody works.

I've got to make money.

6

the real reason?

7

AUDIENCE:

8

MR. SHEMIN:

I've got to pay bills.

What's

Everybody's got the same amount of

time during the week.
AUDIENCE:

11

MR. SHEMIN:
to do so.

I make money.

They didn't have time freedom.

10

12

Anybody,

They were at work.

5

9

7/20/2019

What's the real reason?

Choice.
They didn't make themselves free

You're getting close.

13

AUDIENCE:

14

MR. SHEMIN:

Somebody else controlled their time.
No, we all control our time, man.

15

If we let somebody else control it, then we're

16

controlling it.

17

AUDIENCE:

18

MR. SHEMIN:

19

AUDIENCE:

20

MR. SHEMIN:

Choice.
Say it again.

Choice.
Thank you.

It's called priority.

21

A choice or a priority.

22

life that you've ever chosen to do, you did.

23

priority you've ever made a real priority, you did it.

24

Some of you have done beyond, you know, normal stuff,

25

and amazing things.

Everything you like in your
Every

If they would have said, I'm going
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1

figure out a way, I don't care how long it takes, may

2

not be easy, may not be just real estate, guess what

3

they probably would have done?

4

AUDIENCE:

5

MR. SHEMIN:

6

folks.

7

Correct?

They would have done it.
There's other ways to do it, too,

Thank God I had somebody to show me the way.
Is it worth it?

8

AUDIENCE:

9

MR. SHEMIN:

Yes.

10

AUDIENCE:

11

MR. SHEMIN:

Is it worth it?

Oh, obviously.
I think so.

Now, here let's get a

12

little deeper.

13

good neighborhoods, and thank God, because of real

14

estate, I live in very nice areas now.

15

I've been in every kind of neighborhood you can

16

imagine.

17

I've grown up in bad neighborhoods and

And by the way,

Last week, I worked with the homeless

18

population in Columbia.

19

I was -- (inaudible.)

20

sexual exploitation, drug dealers, gang members, and

21

we're there helping the kids.

22

every possible neighborhood from low to high you could

23

ever be in.

24
25

A few of you know, here's what

I'm in the worst areas, with

So, please, I've been to

Got it?

Anyway, my son was blessed with growing up in
great neighborhoods.

Gated communities.

Condos.

With
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1

stars and CEOs and anesthesiologists.

2

best friends in tenth grade got on drugs, and OD'd and

3

died.

And one of his

He had great parents.

4

Another one of his friends, a guy named Philip,

5

he got on drugs right out of high school, never got off

6

of them.

And you know my son, he never got in any

7

trouble.

If you ask my son, yeah, you went to some --

8

you know, you've been to some interesting places, met

9

some interesting people.

10

trouble?

11

My dad was there.

12

AUDIENCE:

13

MR. SHEMIN:

Big trouble?

How come you never got in

Guess what my son always said?

What's that worth?
Everything.
Priceless.

And I just miss

14

hanging out.

15

16 and a half started his own business.

16

to wholesale real estate from one of our mentors, and

17

he did wholesale some houses, then he bought and fixed

18

some, then he rented some, at 16 and 17.

19

dad, you know, I like real estate, but I don't like it

20

as much as you.

21

called 305 Kicks.

22

You know, we still hang out.

My son at

He learned how

And he said,

He said, dad, I've got a new business
I like Nikes.

I like what?

He went wholesale with Nikes.

Nikes.

Look him up.

23

305 Kicks.

24

Instagram, 305 Kicks, for $100 more.

25

not all, he would make $10,000 a day, 16, 17, 18.

Look at him under contractor 300, go on his
And some days,
Then
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he did some more real estate.

2

Go look at his Facebook, Alex Shemin.

Go see a

3

picture of him at the beach or the pool, spending

4

another day at the office.

5

days a week.

6

his real estate, his businesses, correct?

7

Sometimes he works three

Right now he makes more than a CEO, from

And why didn't he go to school and go get a job

8

at Starbuck's or an accounting firm like a lot of his

9

friends?

10

AUDIENCE:

11

MR. SHEMIN:

(Inaudible.)
Well, no, I'm his dad, but I'm his

12

dad, he doesn't listen to me.

13

you all understand?

14

I'm his dad.

15

along and we're very close.

16

half the year.

17

But you know what I'm talking about.

18

to me.

I'm not his mentor.

Do

I've never really mentored him.

He doesn't listen to me.

I mean, we get

We actually live together

We're like this, we talk every day.
He doesn't listen

He will listen to other mentors.

19

AUDIENCE:

20

MR. SHEMIN:

So he had a mentor.
Right.

And a list of the other

21

folks that he's been around and investing and

22

entrepreneurship and that's what he was exposed to and

23

that's what he's doing.

24

I can't wait for him to have some kids and see what

25

those grandkids end up doing.

What's that worth?

Huh?

And

Right?
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But here's the point, that's what I'm most

2

proud of?

3

stuff, but I know a lot of you all like to give back.

4

That's really why I do real estate now.

I'm not going to get into all the charity

5

I've retired three times.

6

AUDIENCE:

7

MR. SHEMIN:

How many times?

Three.
Three.

The first time I was about

8

31.

9

from the rentals and I took a year off.

I had like four to seven grand a month coming in

10

great.

11

tenants.

12

key, if it works.

13

Man, it was

Went to the gym, went traveling, had about 30
Had really nothing to do.

And that's the

It works with 50 or 100.

And then I built up about 300 properties, and I

14

retired again in my late 30s.

15

traveling.

16

Took a year off and went

And then about right before the crash, my

17

mentor, Mr. Biggan, took me to lunch, because I paid

18

him once.

I paid him how many times?

19

AUDIENCE:

20

MR. SHEMIN:

Once.
Once.

I owed 40 grand to my

21

cousin.

22

three, about, some months maybe not, until he passed

23

away about three and a half, four years ago.

24

to him 10 days before he passed.

25

good return on investment?

And I talked to him almost every week, two or

I talked

How about that's a

He gave me the best advice

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 447

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 449 of 504

448

Rules of Renovation Workshop - Day Two

Zurixx
1

ever.

2

personally, became friends.

3

about?

Changed my life.

4

AUDIENCE:

5

MR. SHEMIN:

6

Not only business, but
Relationship.

What's it

Relationship.
See that couple on the screen?

What do they keep talking about?

7

AUDIENCE:

8

MR. SHEMIN:

9

7/20/2019

Their relationship.
Community.

We're not a big company, folks.

10

Right?

11

each other.

12

the point.

13

Family.

Relationship.

We know everybody.

And we all talk to each other.

We all like

And we all help each other.

But here's

Anyway, it's about relationship.

Right before the crash, about six months

14

before, my mentor took me to lunch, the Wagon Wheel in

15

Nashville, the cheapest darn place, you can eat for

16

$5.95.

17

he said, he goes, Bobby, I'm not a smart man.

18

went, really?

They have okay food.

And here's exactly what
And I

And he goes --

19

You know, by the way, when he passed away, the

20

National Business Journal said he had about $250, $300

21

million.

22

was very quiet, never talked to anybody.

23

His nickname was "The Legend."

Because he

See, I built credibility when I started doing

24

real estate, and one guy was mean to me, Mr. Bob Miller

25

[phonetic], he didn't want to loan me money, he gave me
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1

a hard time when he did loan me money, but he was not

2

nice.

3

me kind of snobbish.

4

deals.

Tough old businessman, very wealthy.

5

He treated

I didn't like him, but he did my

And on the third deal, he opened up a little

6

bit.

7

know?

8

how you got into real estate.

9

nice to me, he was kind of treating me cold and, you

10

You know, people kind of warm up to you, you
And he said, you know, Robert, I never asked you

know, like lower than him.

He wasn't being very

I didn't like that.

11

And I said, well, you know, about a year ago,

12

year and a half ago or so, two years ago, whatever it

13

was, I met this guy named Ray Biggan.

14

Biggan, the legend?

15

goes, why didn't you say so?

16

AUDIENCE:

17

MR. SHEMIN:

He goes, Ray

I go, yeah, he's my mentor.

He

Oh, no.
I go, what do you mean?

He goes,

18

everybody knows who Mr. Biggan is.

19

that goes through all my deals.

20

approves them.

21

and he watches all my contracts and, you know, helps me

22

with all the deals.

23

goes, oh, my God.

24

to him?

25

him.

Well, he's the one

He's the one that

He's the one that told me how to call

I was just with him yesterday.

He

He goes, could you ever introduce me

I've heard about him, everybody wants to meet

I said, sure, let's go and have lunch with him.
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2

So if you don't have credibility, guess who
might?

Your team.

3

AUDIENCE:

4

MR. SHEMIN:

Yeah.
Your associates.

5

you can't put a pricetag on.

6

about that?

That's something

How do you all think

Correct?

7

AUDIENCE:

8

MR. SHEMIN:

9

7/20/2019

Yeah.
So, anyway -- many, many years ago

I retired again, and I went back to Mr. Biggan, I took

10

him to lunch.

11

smart man, but he goes, I've seen these waitresses in

12

Vegas buying five houses on a home equity line, and he

13

goes, I would never tell you what to do, but you've

14

done very well.

15

percent of your portfolio.

16

market, we do not do markets, I'm not into big markets.

17

But he said, we're now at the bottom of the market.

18

And at that time, if my mentor said, go to the 24th

19

floor and jump, guess what I would have done?

Trust.

20

When you trust yourself, you'll trust others.

If you

21

don't trust yourself, you trust no one.

He said, you know, Bobby, I'm not a

He goes, I recommend you sell 80

22

AUDIENCE:

23

MR. SHEMIN:

I don't really talk the

Correct?

Correct.
So here we go.

24

of my portfolio.

25

five months later in some markets?

I sold 80 percent

And guess what happened about four or
Not all.
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2
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7/20/2019

Big loss.
Big crash.

Now, my properties

3

weren't affected that much, but man, what would you do

4

if you had money that was not an object and you could

5

do whatever you wanted to do?

6

Anybody?

7

Money spoke and you fixed it.

8

anymore.

9
10

It's back to you, Robert.

Money is not an issue

Would you please repeat your

question.
MR. SHEMIN:

What would you do?

What would you

too?

13

AUDIENCE:

14

MR. SHEMIN:

15

AUDIENCE:

16

MR. SHEMIN:

17

AUDIENCE:

18

MR. SHEMIN:

19

AUDIENCE:

20

MR. SHEMIN:

21

AUDIENCE:

22

What would you do?

You don't have to work.

AUDIENCE:

11
12

What would you do?

With my money?
What would you do with your time?

Travel.
Travel.

I would write a book.
Write a book.

Travel.
Travel.

And go around to the puppy mills in

America and --

23

MR. SHEMIN:

24

AUDIENCE:

Puppy mills.

25

AUDIENCE:

Puppy mills.

Happy what?

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 451

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 453 of 504

452

Rules of Renovation Workshop - Day Two

Zurixx
1
2

MR. SHEMIN:

Oh, puppy mills.

AUDIENCE:

4

MR. SHEMIN:

Right.
Love it.

5

meals.

6

didn't hear you right.
AUDIENCE:

8

MR. SHEMIN:

9

love the pets, too.
do?

I'm sorry, I just

Puppy mills, and save the pets.

Yes.
I love that.

I save the kids, I

Anyway, what else would you all

If you can't imagine, you can't do it.

11

AUDIENCE:

12

MR. SHEMIN:

13

AUDIENCE:
clinic.

Set up a large holistic clinic.
What's that?

Set up basically a large holistic

That's what I do.

15

MR. SHEMIN:

16

AUDIENCE:

17

MR. SHEMIN:

18

helping and healing people.

19

how I would use it.

20

I thought you said happy

I'm like -- (inaudible.)

7

14

I'm sorry, save

all the pets.

3

10

7/20/2019

A large what?

Holistic clinic.
Oh, holistic clinic and continue
I love that.

So that's

I think most of the people, I say most, because

21

it's not all, find different charities that are very

22

effective and I like stray kids and homeless kids that

23

are more innocent than the adults, in my opinion, and

24

help them.

25

Finance League.

And we train them businesses, I do Student
We went from zero clients three years
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1

ago to over 60,000 kids in America we teach businesses

2

to.

3

Diana Thompson.

4

I'm very proud of that.

I have a director named

And I do the open arms foundation.

Whatever you want to do.

Go back to your why.

5

What's going to motivate you to really do?

6

if you answered yes to these four questions, you could

7

be a successful real estate investor.

8
9

How many are into getting the education?
You're here, so guess what that tells me?

10

AUDIENCE:

11

MR. SHEMIN:

12
13

So, anyway,

hands up.

Yes?

Yes.
How many say yes?

Let me see your

Awesome.

Number two, I'm a very open, positive person.

14

Let me be clear about that.

15

positive, but just don't be negative.

16

the fun sponge, always waiting for a problem or a

17

discrepancy.

18

I don't mean like
Don't be like

Just look for what works.

And, by the way, we get to work with who we

19

want to work with.

20

table, I don't want to work with any fun sponges.

21

many of you know what a fun sponge is?

And, Bryce, I don't know about your

22

AUDIENCE:

I know.

23

AUDIENCE:

It's a Debbie-Downer.

24

MR. SHEMIN:

25

How

No matter what you say or do, they

look for a problem or the negative part.

They're just
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not fun to be around.

2

right?

3

around all that negativity.

4

I was growing up.

5

AUDIENCE:

6

MR. SHEMIN:

7

7/20/2019

You know, they're good people,

I don't judge anybody, but I don't want to be
I had enough of that when

Debbie-Downer.
Debbie-Downer.

Fun sponge.

What's the another one?

8

AUDIENCE:

9

MR. SHEMIN:

Party-pooper.
Party-pooper.

All of that.

So

10

how many of you all are fairly open, fairly positive?

11

Please raise your hand.

12

Got it?

All right?

Now, this is the big one.

Can you make a

13

decision?

14

listen, I could never decide to put a contract on these

15

deals you told me about, I need like a month or two or

16

three, I've got to talk to my ex-wife and my husband

17

and my kid.

Can you tell those people on the phone, oh,

What's that wholesaler going to say?

18

AUDIENCE:

19

MR. SHEMIN:

20
21

said that.

Bye.
Bye-bye.

Bye.

Bye.

They're going to go, are you kidding?

22

you going to do business that way?

23

make a decision.

24
25

I love the way you

How are

How many of you can

Let me see your hands up.

Anybody see any risk when you put a place under
contract?

No, because you get a way out.

Got it?
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AUDIENCE:

2
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Yeah.
Nothing's happened til close.

And

3

the last one is, which I'm not, and maybe one of you

4

aren't so much, but we'll still work with you if you're

5

good people.

6

How many of you are somewhat trainable and

7

coachable?

8

the last couple, Patty just said, listen, we just

9

follow the system, we just do what they told us to do

10
11

Right?

And did you notice that it said,

because the system works.

Got it?

Now, the number one franchise in America most

12

years is Subway.

13

couple of years ago, Fred DeLuca.

14

subway franchise costs?

The owner, the founder passed away a

15

AUDIENCE:

16

MR. SHEMIN:

17

AUDIENCE:

18
19

Anybody know what a

Or Dunkin Donuts?

Anybody?

40,000?
To buy one?

I was actually approved for a few in

New Jersey.
MR. SHEMIN:

Yeah, how much was each store?

20

Because I heard like 150.

21

AUDIENCE:

22

MR. SHEMIN:

23

AUDIENCE:

24

MR. SHEMIN:

25

AUDIENCE:

Modestly low, but yeah.
What's the investment cost?

Investment is all together $50,000.
To buy a Subway sandwich shop?

Yeah.
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MR. SHEMIN:

2

AUDIENCE:

3

MR. SHEMIN:

4

AUDIENCE:

5

MR. SHEMIN:

6

I didn't know -- is that -- huh?

Leased.
Oh, lease, not buying?

Not buying.
Got it.

But to buy one is like

150 to 300.

7

AUDIENCE:

8

MR. SHEMIN:

9

7/20/2019

Yes.
Thank you.

What's the average

Subway owner make the first year?

10

AUDIENCE:

11

MR. SHEMIN:

About?

Average?

Probably 33,000 or something.
But there's things --

12

(inaudible) -- because they don't work there full time.

13

They have to go out there.

14

AUDIENCE:

15

MR. SHEMIN:

16

You have people on the payroll.
You've got 10, 12 teenagers

putting sandwiches together.

17

AUDIENCE:

18

MR. SHEMIN:

Yes.
Right?

It's a lot of work.

What

19

you learn in real estate, where could you do it from?

20

Anywhere.

21

investing 150 to 300 to buy a store, correct?

22

a month on a lease.

23

getting all the profits.

And you're not -- you know, you're not

24

AUDIENCE:

25

MR. SHEMIN:

It's not a franchise.

Or 4,000

You're

You get what?

All the profits.
All the profits.

Now, why do I
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1

mention that?

2

our students, correct, invest a lot less than that and

3

they get a lot more than that on one deal.

4

year, on one deal.

5

investment.

6

it?

7

And I'll tell you why.

Because a lot of

Not in a

That's a much better return on

Plus you're not stuck in one location, got

But here's the point.

If you spent two or

8

three hundred grand to become a subway franchise

9

meeting or whatever the Dunkin Donuts costs, how would

10

you treat these three days?

11

be here?

12

different?

13

days and they're showing you how to make money, would

14

you treat it differently?

15

AUDIENCE:

No.

16

AUDIENCE:

I'd make 300 first.

17

MR. SHEMIN:

If you spent 300 grand to

How would you treat it?

Would you treat it

If you spent 300 grand to be here for three

Yes.

You wouldn't question

18

anything.

19

do it, here's the system.

20

say, hey, I've got a better idea, let's use some

21

different bread on those sandwiches.

22

is how you do it, guess what you would do?

You would write everything down, you'd just

23

AUDIENCE:

24

MR. SHEMIN:

25

AUDIENCE:

You don't go to Subway and

If they say, this

Do it like that.
If you spent 300 grand.

Yeah.
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MR. SHEMIN:

7/20/2019

But you didn't spend that to be

2

here, so some of you are only going to do some of this

3

stuff, or you want to change it or debate, correct?

4

I want to give you an idea.

5

300, 400 grand to get the real estate investment make

6

money meeting.

7

yes?
AUDIENCE:

9

MR. SHEMIN:
AUDIENCE:

11

MR. SHEMIN:

I love your enthusiasm.

I believe

you.
AUDIENCE:

14

MR. SHEMIN:

16

You would treat it the same?

Yes.

13

15

Yes or

No.

10

12

Act like you spent 200,

Would you treat it differently?

8

So

I've got my notes.
You've got it.

So if you answered

yes, you can make money in real estate.
Now, what I want to do is I love this guy,

17

General George Patton.

18

General Patton?

19

AUDIENCE:

20

MR. SHEMIN:

How many of you all like

Yes.
This is great advice for whatever

21

you do in life or business, up here, everybody.

22

is "a good plan (inaudible) executed right now is far

23

better than a perfect plan next week."

24

AUDIENCE:

25

MR. SHEMIN:

That

Yes.
Now, let's talk about the excuses
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1

why people don't real estate -- don't do real estate.

2

Well, I'm going to put it off for a month or two until

3

after summer, until school starts back, til I'm in the

4

wedding, all of that.

5

AUDIENCE:

6

MR. SHEMIN:

Guess when that stuff ends?

Never.
Never.

Number two, I hear this a

7

lot, Bryce and Taylor, well, I'm going to go out and do

8

a deal on my own and in a month or two or three or six,

9

I'll come back when I make the money from that deal and

10

then I'll do the training.

11

AUDIENCE:

12

MR. SHEMIN:

Does that make any sense?

No.
Well, I'll tell you what, I'm

13

going to go do medical surgery, a couple of them, and

14

then come back and go to medical school.

15

make any sense?

16

Does that

And, Bryce, let's talk about reality.

I've

17

heard about five or six people in the last two or three

18

years myself say that.

19

Be real.

20

Zero.

21

You've heard of a couple more?

How many have actually come back and done it?

Life comes in.
I'll prove it.

What you put off doesn't happen.
Who here last year put some

22

things off?

23

done.

24

you're here, you want to, just do it.

25

sense?

When did you get them done?

Don't put it off.

Still not

If you want to do this,
Does that make
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AUDIENCE:

2

MR. SHEMIN:

7/20/2019

Yes.
Every time I put something off, it

3

never happened.

4

execute next week is never the perfect time.

5

So the best plan is the one that we

By the way, I wish you all had done real estate

6

20 years ago.

7

wish you had done it five years ago.

8

done it last year.

9

I wish you had done it 10 years ago.
I wish you had

That, one call.

You know, I was exaggerating a bit, but not

10

really.

11

just sold.

Why?

12

yesterday.

We should have called last week.

I called, and what did the guy say?

Sorry,

Because we should have called

13

AUDIENCE:

14

MR. SHEMIN:

Correct?

Yes.
This is so important.

Whatever

15

you do in life.

16

not doing it.

17

or you don't, it's costing me and my family and my

18

charity a lot of money.

19

that?

20

I

Everything has a cost for doing it and

Every week I don't do a real estate deal

So here we go.

How many of you all agree with

I mentioned the other day --

21

I'll take about 15 minutes and go over the advanced

22

training.

23

minute we're going to hand some sheets out.

24

to do it once.

25

Hopefully some of you looked at this course description

Here it is.

Now, what I could do, in just a
I'm going

I'm going to do it very quick.
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1

book last night or this morning, because I'm going to

2

go very fast.

3

How many of you all had a minute to look

4

through this book?

5

explain it.

6

Anybody?

Because that will help

Now, Property Finder works like an eight-minute

7

video or something.

8

than that.

9

Finder from today right before lunch?

Property Finder has a lot more

How many of you all remember Property

10

AUDIENCE:

11

MR. SHEMIN:

Certainly.
Right?

What does it do?

What

12

does Property Finder do?

13

different ways, helps you bargain through them, does

14

the comps, does the neighborhood, does analysis, sets

15

you up with websites, social media.

16

your business on steroids.

17

makes a huge investment to get those data feeds from

18

pretty much every city in America.

19

Finds deals about 15

It's like putting

And again, the company

Am I going to do a deal in another city?

And

20

let me see your hands up.

21

attention up here.

22

in another city?

23

you've got comps, you've got market, you've got

24

neighborhood trends, you've got buyers, you've got

25

sellers, you've got the 10-year history.

You all have to pay

How many of you all might do a deal

Right.

Where you press a button,

We get --
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1

(inaudible) -- in a second, after you've got Property

2

Finder.

3

advanced training packages.

4

We don't sell it, it's included in all of the

How many of you all know that will help your

5

business?

6

look at that sheet in just a minute.

7

Let me see your hands up.

So here we go.

Please.

We'll

Now, how many of you all think

8

or know that you might have some questions about real

9

estate investing in the next year?

10

started.

11

change?

Right?

As you get

How many of you all know your questions will
Beginner ones, more advanced, correct?

12

AUDIENCE:

13

MR. SHEMIN:

Yeah.
Well, pretty much any question you

14

have is on the online resource center.

15

in all the training packages and it's awesome.

16

Let me tell you why.

That's included

Because pretty much any

17

question you have now or in the next year or in the

18

next five years, you get it for life.

19

For how long?

20

AUDIENCE:

21

MR. SHEMIN:

Write that down.

Life.
Life.

And it's updated all the

22

time.

23

Big Seven, which was Michael Jackson's film crew.

24

Remember that, Bryce?

25

so often, to all the mentors, including me and Hillary

And you know this.

I know we used to hire The

And they would come out, every
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and the top students and say, what's working?

2

new?

3

What's the new development?

4

the online resource center.

5

What's going on?

7/20/2019
What's

How do people get started?
And they send that out on

J.J., our number one top asset protection/tax

6

reduction person.

7

something in the eight minutes we talked about

8

depreciation, debt, getting structure on your

9

properties for like eight, 10 minutes?

How many of you all learned

How many of you

10

all learned something?

11

write that down.

Forty hours of asset protection/tax

12

reduction stuff.

Dont' listen to it all at once,

13

you'll go crazy, but that's beginner, intermediate,

14

advanced.

15

Well, they just put 40 hours --

They do the seven Cs of real estate.

There's

16

videos, there's checklists and there's scripts.

17

super easy to use.

18

put it under contract.

19

How to find a contractor.

It's

How to

How to close it.

Who here would like to do a wholesale deal?

20

Let me see your hands up.

21

deals, we'll go over some tomorrow.

22

resource center that you will get, it has a 45-day

23

step-by-step plan.

24

than that.

25

hours a week.

We've gone over a couple of
On the online

Now, you can do it a little faster

That's for someone like working like two
So if you like the wholesale deal, it's
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on there.

2

They have the best deal evaluation tools

3

besides Property Finder.

4

center.

5

they walk you through deals step by step.

6

click, click, you have the script.

7

checklist.

8

the time.

9

That's on the online resource

You've got spreadsheets, case studies, and
Click,

You have the

They're all on there and they update it all

You'll have defined the find, fix and flip

10

process of real-life deals.

11

resource center.

12

That's on the online

Now, they also have a super intermediate

13

advanced funding on the online resource center.

14

recognize flippable deals.

15

the changing market.

16

some new legislation and they interviewed the mentors

17

and put it on the online resource center.

18

How to

Current information updated

A year or two ago, they passed

How many of you all realize real estate is

19

going to change in the next five years?

20

done some real estate in the last year or two?

21

Anybody?

22

year than I did two or three years ago.

23

changed.

24

get started with us, they'll be on the online resource

25

center.

And who has

I'm doing deals completely different this
Things have

And guess what those changes are?

When you
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Equity deals or short deals, seven steps to

2

fast funding any deal.

3

for a fraction of value -- how to locate good funding

4

sources.

5

How to invest in real estate --

Also, self-directed IRA investing,

6

self-directed pension plan investing is all in there.

7

Who here besides me has a self-directed IRA or pension

8

plan?

9

for your funders, great for taxes.

10

Get one.

A great one to fund deals, a great one
That's on there.

Now, we did a little bit of motivational stuff,

11

how to manage your business, time management.

12

of you all like that a little bit?

13

you all like that kind of stuff?

How many

Well, how many of

14

What I love about the company, and the rules

15

and regulations of it, is when you get signed up for

16

the on-demand courses, they get the best of the best.

17

So they have people to just teach you how to acquire

18

people skills.

19

negotiate.

20

Remember, don't offer, ask, ask for their opinion.

21

How to increase your ability to

We spent a few minutes on that today.

How do you all like that?

There's hours of it

22

on there.

23

your goals.

How to prioritize and cultivate self

24

discipline.

How to increase your focus.

25

all need that.

How to take action to cultivate or achieve

I think we

Determination to succeed, how to
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1

tackle -- (inaudible) -- set yourself up for success.

2

That's one of the only gentleman in the world licensed

3

by -- (inaudible) -- Think and Grow Rich Foundation.

4

That is the bible, the original pretty much self-help

5

stuff.

6

a fortune and they show for an hour.

7

People love him.

8

right there got their return on investment.

9

of the ideas and flipping and fixing from the online

10
11

I know personally the corporation has paid him
They got him.

A lot of our investors say, this
Just some

resource center.
Now, there's the Investor Summit.

How many of

12

you all would like a legal, ethical, unfair but fair

13

advantage?

14

but I'll make some statements.

15

ceremonies for pretty much every Investor Summit,

16

except one or two, for the last seven years, Bryce?

17

that about right?

Anybody?

Now, I can't promise anything,
I've been the master of

Is

Eight?

18

BRYCE:

19

MR. SHEMIN:

Um-hmm.
And Bryce back there has been one

20

of the directors of the Investor Summit for almost all

21

of them, and we just did one a couple of months ago.

22

And I can only speak for reality.

23

So everybody relax.

The last Investor Summit, Bryce, tell me if I

24

get my numbers wrong.

25

something like that?

We had about 288 people there,
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BRYCE:

2
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About 350.
About 350?

I don't remember

3

exactly.

4

think they closed about 70 deals, 68, 70 deals, right

5

there.

6

houses, some small commercial stuff.

7

tax liens and deeds.

8

deals?

9

I don't know those exact numbers.

Below market, cash flow.

And I

Land, duplexes,
Sometimes some

Who here would like to do some

Let me see your hands up.
Well, at the Vegas Summit, which as the couple

10

mentioned, you have an international and national

11

network of buyers, sellers, deals, below market.

12

the half of the room that did get a deal that weekend,

13

they learned how to find it, how to find the best

14

markets, where the best markets are, because return on

15

rentals, which has done over 1,500 closed deals for our

16

company, told you how they do it.

17

curtain back.

18

For

They pulled the

How many of you think it could be helpful to

19

hang out with, you know, for a weekend or a couple or

20

three days with Hillary, her attorneys, her funders,

21

her property purchasers, get to know them, ask them

22

questions.

23

meet with you, answer your questions.

24

think that could be helpful?

25

The asset protection people talk to you,
How many of you

Let me see your hands up.

And they do it every couple of months.

So they
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1

get a couple of times a year, and they fill up, and get

2

to it.

3

once you've been trained and gone through the Fast

4

Start, because at that level, you're mixing with very

5

intermediate and a lot of very advanced investors and

6

funders.

7

developers are there.

8

is there.

9

alone, that's worth the investment.

10

Now that's kind of for more advanced students,

The funders are there.

The software

The owners are there.

Hillary

And I'm telling you that just the networking

We don't network at this level, because it's

11

the blind leading the blind.

12

that level, we actually network the first 15 or 30

13

minutes, and people do deals together.

14

sellers, developers, lenders, all there.

15

It's dangerous.

But at

Buyers,

And I'm the master of ceremonies.

We VIP

16

everybody.

17

hope you do, and you come to Vegas, which I hope you

18

do, with you and your business partner, walk in there,

19

you'll see me and Bryce around up at the front, walk up

20

and look me in the eye and here's all you've got to

21

say:

22

But I know you.

So if you join us, which I

Richmond.
Now, I have a seal on the top of my head, I had

23

an accident, so walk right in front and say Richmond,

24

and I'll be like, [yeah].

25

time with Hillary, you need some extra team with the

Okay?

You need some extra
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1

funders, you need the VIP, you need to get some coffee

2

with me.

3

they answer all your questions.

4

reunion.

5

It's like a big family

And a lot of us come over and over and over

6

again.

7

awesome.

8
9

The mentors are there, the coaches are there,

Why?

Because there's deals there and it's

Plus the training.

So you've got a bit of the advantage with the
asset protection, six hours.

Most of the students say,

10

well worth the price of admission.

11

just from the structuring, just from the asset

12

protection, just from the tax info.

13

there, personal development.

14

investment.

I got my money back

The funders are

It's all about return on

What's it about?

15

AUDIENCE:

16

MR. SHEMIN:

Return on investment.
You have a national/international

17

network of buyers, sellers, funders, deals, and it's

18

for life.

19

Summit, you have the return on rentals and deals all

20

the time.

21

funders' number, you meet them.

22

better.

23
24
25

The relationship is not just for Vegas

You have their numbers, you have the
There's nothing

Now, in a couple of weeks -- and, Bryce, do we
have those dates?
BRYCE:

Yeah, it's August 15th through the
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17th.

2

MR. SHEMIN:

Write this down.

3

through the 17th.

4

going to be right here in Richmond?

August 15th

August 15th through the 17th.

5

BRYCE:

6

MR. SHEMIN:

It's

Yeah, it will be in this area.
It will be right around Richmond.

7

And, by the way, relax.

8

make that or the next summit, there will be another

9

one.

Write this down:

10

AUDIENCE:

11

MR. SHEMIN:

If for some reason you can't

Long term.

Write what down?

Long term.
We're going to take all your

12

excuses away, folks.

13

don't worry, we'll do it another weekend somewhere

14

else.

15

that pretty fair, Bryce?

16

If you're busy that weekend,

So we'll concierge you until you show up.

Now, there's the Fast Start Bootcamp.

Is

What

17

they do at that is exactly what that couple said.

18

help you get deals, walk through houses, make offers

19

and close.

20

the next 60, 90, 100 days?

They

How many of you all want to close a deal in

21

AUDIENCE:

22

MR. SHEMIN:

Oh, yeah.
A lot of the folks who I know who

23

go to the Fast Start, get one, two or three deals under

24

contract, and if they follow up, do what they're told,

25

they'll close deals.

Here's a little video about it.
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(Video playing.)

2

RECORDED VOICE:

7/20/2019

This looks really cool.

It's

3

us in your turf.

4

We'll be on the phone with you, we'll talk, we'll prep

5

everything up, get ready, then we get the deals on the

6

ground training.

7

We will prep before we get out there.

We are in fast and furious.

We're kind of the Navy Seals, if you will, and

8

we're going to hit it and hit hard.

9

the spear and we're going to make it happen for you.

We're the tip of

10

(Inaudible.)

11

just pick out.

12

connections to get that money to make that.

13

connected to get financing money?

14

do I have the money to do the rehab work?

15

Am I in a financial position that I can
If I'm not in that position, do I have
Am I then

And if that's yes,

It's just a huge opportunity for multiple

16

investment opportunities across the nation.

17

happen to be yours.

18

bedroom, two bath purple house, I'll go find it.

19

It doesn't

You tell me you want a three

So what I teach in the three-day is exactly

20

that.

21

run numbers, how to figure your rehab costs.

22

you out in the field and actually walk through multiple

23

properties.

24

them.

25

Then we'll take you down into the hows.

How to

We'll get

We'll line them up, three, four, five of

We'll get your confidence level up.
We'll run the numbers, then we'll talk to you
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1

about how to submit your contracts, how to write it,

2

how to work with your power team to write those

3

contracts, how to submit the offer.

4

We'll go wherever you want the deals to match the --

5

goals you're after.

6

It doesn't matter.

We have financing lined up for you, we'll show

7

you how to get that yourself, we'll show you how to get

8

the buyers, we'll put together a team with you.

9

want to teach you how not to need us, but always want

10

We

you to be around us because -- (inaudible.)

11

(End of video.)

12

MR. SHEMIN:

There you go.

Nobody says, that's

13

a true consultant, true mentor, true coach time.

14

want to teach you how to want to always be around us,

15

because we're good people, but we also want to teach

16

you how not -- you won't have to need us.

17

true mark of a guru, somebody who says we're going to

18

teach you, but you won't have to be around us unless

19

you want to.

20

just throw some fish at you, show you how to fish.

21

We

That's the

We're going to show you how to fish, not

Now, what I'm going to do is I go through the

22

different things here.

23

Bootcamp, which will be here those days I just gave

24

you, they come here, for three days.

25

your local power team.

The three-day Fast Start

They will build

They will walk through deals
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1

with you.

2

the selling, the buy.

3

They will show you how to find, fix and flip.

4

will walk you through real properties, your properties,

5

and analyze them with real numbers, cost them out.

6

here's the big deal, they will push you and pull you to

7

actually fund them, whether it's hard money, our

8

lenders, private money, other people's money, and they

9

get your deals going, and you have that relationship.

10

They will go through cash buyers lists for
They will do a wholesale deal.
They

And

How many of you all know three days of actually

11

calling looking at deals, we did about 30, 40 minutes

12

today, how about you do three days of it?

13

your hands up.

14

Let me see

Then you want to be at the Fast Start Bootcamp.

15

But here's something even better.

16

one-on-one mentorship.

17

should get maybe three, four, five people, that will

18

come to the table with Bryce and I, when we do things,

19

we just go all-in.

20

the money fast, let's go VIP.

21

They have a

Now, in a room like this, we

Let's get a deal done, let's get

How many of you all, kind of when you do

22

something, I know you want to do the real estate and

23

you're here, kind of want to go VIP, get the turbo

24

charge, go fast, just get it done, and kind of be on

25

the top level.

You know, it's not for everybody.
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There's an investment involved, it's called the

2

one-on-one.

3

Let me see your hands up.

4

see your hands up high.

5

7/20/2019

How many of you all kind of like that?
Or kind of like -- let me

You want to be diamond.

Write that down.

6

Those of you with your hands up, you want to be

7

diamond.

8

let me explain.

9

awesome, and then you get a one-on-one mentorship.

What's a diamond?

You get two mentorships --

You get the Fast Start, which is

10

Where you want it, when you want it, matched with the

11

best mentor for what you want to do.

12

So you say I want to do apartment buildings in

13

Texas, they'll find the best mentor that works a small

14

company.

15

investors.

16

They're busy.

They're super successful

So Bryce, tomorrow morning at 10:00 a.m., has

17

to call the company, there's about five other teams out

18

doing this, and let them know how many people are

19

coming to the Vegas Summit and reserve the spots, how

20

many are coming to Fast Start, and who needs a

21

one-on-one mentor.

22

you want to go, they match and make sure it's a match

23

for the best one for you.

24
25

They go quick.

So they go where

Does that make sense?

How many of you all know having a one-on-one
for you or your business partner, where you want to go,
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1

when you want to go, is going to put you on kind of the

2

super fast track?

3

AUDIENCE:

4

MR. SHEMIN:

That's where you want to be.
Yes.
Call it diamond.

They call you,

5

they email you, they prep you out, then they come out

6

for two days where you want and push you and pull you

7

to do deals and then help you follow up to get those

8

deals closed.

9

You have that relationship.

AUDIENCE:

That what?

Relationship.

10

MR. SHEMIN:

11

AUDIENCE:

12

MR. SHEMIN:

For how long?

Forever.
Pretty much forever, right?

And

13

we're family.

14

by, you'll see me, you'll have their contact, you'll

15

have our contact.

16

You'll see me at the Vegas Summits, walk

That's the one-on-one.

Now, don't say I can't afford it.

Ask

17

yourself, I want to do this, how can I make it happen

18

and find a way?

19

this, there's probably a way.

We believe if you really want to do

20

AUDIENCE:

21

MR. SHEMIN:

Is that fair?

Um-hmm.
And there's always a way.

We just

22

talked about this, here's my favorite.

23

of the top franchises in the world.

24

franchise.

25

but you have to have a relationship and a community.

You get the dealers.

These are some

We're not a

They're your money,
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Here's my favorite.

Dunkin Donuts.

7/20/2019
To buy a

2

Dunkin Donuts, average franchise, is $1.4 million.

3

many donuts do you have to sell to get that back?

4

AUDIENCE:

5

MR. SHEMIN:

Wow.
It's called return on investment.

6

There's the average -- not to lease, to purchase

7

Subway, is 213.

8

7-Elevens are 83,000.

9

of fries and shakes, correct?

10

How

That used to be the average.
McDonald's, $1.6.

That's a lot

You saw the students on our video, you talked

11

to them on Facetime, making their investment back, most

12

of them, on which deal?

13

AUDIENCE:

14

MR. SHEMIN:

15
16
17

The first one.
The first one.

Some the second.

Got it?
Who here has a kid or somebody in a private
university?

What's it go for a year now?

18

AUDIENCE:

19

MR. SHEMIN:

60K.
Holy camoly.

20

you don't mind me asking?

21

AUDIENCE:

Sarasota.

22

AUDIENCE:

Sarasota.

23

MR. SHEMIN:

24

AUDIENCE:

25

MR. SHEMIN:

Where are they, if

Oh, Sarasota?

Yeah.
Which school?
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AUDIENCE:

2

MR. SHEMIN:

7/20/2019

(Inaudible.)
Oh, that's a great school.

3

unique.

4

that's 60 grand a year.

You should be very proud.

5

AUDIENCE:

6

MR. SHEMIN:

For real.

Very

But

A year?

A year.
That's a quarter of a million

7

dollars.

8

year?

9

my niece, I was at the American University graduation

And what kind of salary do they get the first

Now, I was talking to your lovely son yesterday,

10

last year, and my niece just graduated there.

11

American University is a great law school, you should

12

be very proud, he is an amazing, intelligent guy.

13

anyway, my niece went there, and it was like 20, 30, 40

14

grand a year, something like that.

15

right?

16

AUDIENCE:

17

MR. SHEMIN:

18

Now,

And

Is that about

How much?
Twenty or 30 grand a year?

American University?

19

AUDIENCE:

20

MR. SHEMIN:

21

AUDIENCE:

22

MR. SHEMIN:

Oh, more.

It's 54.

Fifty?

Fifty.
Anyway, my niece graduated number

23

two.

24

job, and she's so happy.

25

makes 60 grand a year.

And got her international degree.

And she got a

She's doing immigration.

She

Half of her class didn't get a
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job.

Forty percent.

2

AUDIENCE:

3

MR. SHEMIN:

7/20/2019

Did you know that?

No.
Look at it.

That's what she told

4

me.

5

Got it?

6

went to undergrad four years, and then graduate school

7

for three.

8

now, but it was a big problem.

9
10
11

I can't verify it, but that's what she told me.
Thirty, 40 percent did not get a job.

They

Now hopefully maybe they found a job by

So there you go.

Correct?

I don't have a job, I'm an

investor.
Here's one of my favorite ladies.

12

she's one of our most successful students.

13

a competition, folks.

14

about the lifestyle.

15

AUDIENCE:

16

MR. SHEMIN:

I think
This is not

It's not about the money, it's
It's about what?

Lifestyle.
So she told me to tell you, her

17

name is Melissa, she's from Spokane, and she had no

18

experience, she got all these materials --

19

(inaudible) -- teach you how to find deals, you're

20

going to get a bunch more tomorrow.

21

auction and hard money method.

22

upper for 127, put 26 in in repairs, and -- I'm sorry,

23

put her repairs in it, and put $26,000 in her pocket.

24

Paid for pretty much all of her training on her first

25

deal, without using a penny of her own money.

She used the

She bought a fixer

This is

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

3-Day Workshop - Richmond, VA
Day 2 - July 20, 2019

EX 23, p. 478

Case 2:19-cv-00713-DAK-EJF Document 12-21 Filed 09/30/19 Page 480 of 504

479

Rules of Renovation Workshop - Day Two

Zurixx
1

fun.

7/20/2019

What's the key three words there?

2

AUDIENCE:

This is fun.

3

AUDIENCE:

None of my money.

4

MR. SHEMIN:

She told me to tell you, she was a

5

supervisor of a commercial cleaning company.

6

seven or 12 foreigners who would clean office buildings

7

in the middle of the night.

8

up, guess what she had to do as the manager?

9

AUDIENCE:

Clean.

10

AUDIENCE:

Go clean.

11

MR. SHEMIN:

She had

And when one didn't show

She told me she was working her

12

tail off between 50 to 70 grand a year with bonus and

13

overtime, and what was her life?

14

daughter who was like 14, 15, mom wasn't around, single

15

mom, and the daughter was starting to get in some

16

trouble, and she was getting really worried.

17

your reason is is fine.

18

different.

19

her third deal.

She now is one of the happiest people

20

I've ever seen.

She went from being a stress ball like

21

I was when I got into real estate, in the beginning,

22

before I knew my deals, and she was always happy.

23

does three deals a year.

She had a teenage

Whatever

She had to do something

She had her first deal, her second deal and

24

AUDIENCE:

25

MR. SHEMIN:

She

How many?

Three.
That's it.

She says she works
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1

about 80 to 150 hours a year, maybe 200.

2

Remember tracking your time?

3

beach in Negril, Jamaica.

4

with her daughter, she home schools.

5

Jamaica on the beach.

6

three rehabs a year.

7

year, give or take a few bucks.

8

attorney.

9

Spokane to see family and check on some of her rehabs

10
11
12

Got it?

She bought a house on the

She flies back to Spokane
They hang out in

She doesn't work.

She manages

Makes about 120 to 200 grand a
I'm not her tax

And she goes back and forth to

every once in a while.
How many of you all wouldn't mind and think
that's pretty nice that she's living by the beach?

13

AUDIENCE:

14

MR. SHEMIN:

15

Got it?

That's great.
Right?

What does she do all day?

She told me to tell you, not much.

16

AUDIENCE:

17

MR. SHEMIN:

Whatever she wants.
And whatever you want to do.

I

18

mean, some people want to do this, some people want to

19

do that.

20

would be here all day, but I want you to get those

21

sheets out and they give you the investment.

22

you to fill it out once.

23

I might give a little recommendation, we

I want

Now, I would like to give you some advice.

24

you're first on a real estate deal or second, you

25

usually get rewarded with the deal.

If

Is that how the
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1

world works?

2

somebody waits until tomorrow, like after 10:00 or

3

11:00 or 12:00 and says I want to do this, they're kind

4

of wishy-washy, if it's okay with you, I would prefer

5

that don't let them do it.

6

you need to make a decision.

7

commitment.

8
9

Is that fair?

So why -- (inaudible.)

If

That's my opinion because
You need to make a

Is that fair?

Now, I'm not going to rush you or anything, but
I don't try to have people wait until the last minute.

10

I'm here to help you.

11

tomorrow, all day, going I want to do it, but I'm not

12

sure, I'm not sure, but I want to do it, I'm not sure,

13

you're not going to pay attention.

14

you.

15

is a key training day.

If you're sitting in class

I'm doing this for

I want you to pay attention tomorrow.

16

Hey, everybody, relax.

Tomorrow

Tomorrow, we are going

17

to start right at 9:00, I'll be here at 8:30.

18

time?

19

AUDIENCE:

20

MR. SHEMIN:

What

8:30.
I'll answer any questions you have

21

about a deal or anything.

22

teach you all and I want everyone to be successful.

23

9:00, we're going right in pretty quick to tax liens,

24

tax deeds and foreclosures.

25

offer on a real deal.

I'm here to help you and
At

We're going to make an

We got a little sidetracked with
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1

some questions today, so I'm going to put it to you

2

tomorrow.

3

It's okay.

Then we're going to do buy, fix and sell.

4

We're going to do a best selling section.

5

with contractors, how to rehab.

How to deal

It's a full day.

6

Did you all learn some stuff today?

7

AUDIENCE:

8

MR. SHEMIN:

9

Yes.
Tomorrow is going to be twice,

three times as much.

Don't miss it.

They're bringing

10

everybody a bunch of gifts tomorrow.

11

some other handouts and some really cool stuff and

12

resources.

13

the best selling section, the best fixing, lease

14

options, zero interest loans.

15

you here, focused.

16

asset protection, corporations, trusts, LLCs.

17

people asked about that today.

18

Bring what?

19

The funders and

Then towards the end of the day, I'll do

It's a lot.

So I need

At the end of the day, we'll do

But it's okay, Bryce.

Some

Bring a working lunch.

I'll let you make a

20

decision in the morning and let you know what they like

21

to do.

22

key training day.

23

that's really key stuff.

24
25

So when you're sitting here tomorrow, it's a
I need you to pay attention, because
Is that fair?

And tomorrow is going to be awesome.

We're

teaching all day, til about 1:30, quarter to 2:00.

We
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I also want to help you

A couple of questions.

Does

Absolutely.

Now, I have seen, and Bryce has seen a lot of

5

this.

6

programs, because I'm the MC and I've done the wealth

7

classes, and now this isn't scientific, but here's what

8

I've seen.

I've actually seen the surveys on almost all the

9

So I'm here to teach you.

10

questions.

11

better?

12

that's a good idea?

13

Ask them.

How was it?

Survey your real

Is there anything I can do
Right?

How many of you all think

Survey.

We'll tell you stuff.

We survey all of you

14

that actually go to the three-day Fast Start, the

15

one-on-one, the two-day, the wealth class, marketing

16

class, the find the money camp, and the Vegas Summit.

17

Since I'm the master of ceremonies at the Vegas Summit,

18

Bryce, correct me if I'm incorrect, 1 is bad, 5 is

19

perfect.

20

Now, let's get real.

Nobody gets straight 5s.

21

Is that fair?

22

the curve a little bit.

23

would 4.5 or 4.7 be pretty darn good?

There's also some nay-sayer who ruins

24

AUDIENCE:

25

MR. SHEMIN:

So at a restaurant or movie,
Yeah?

Yes, yes?

Yes.
Bryce, of all the Vegas Summit
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1

surveys I've seen are between 4.8 and 5 pretty much

2

across the board.

3

BRYCE:

4

MR. SHEMIN:

Yeah.
Yep.

All of the wealth class

5

surveys that I have seen are almost straight 5s, 4.9s.

6

All the one-on-one and Fast Starts are right in there

7

between 4.6, 4.7, 4.8, and most of them are 4.9s and

8

5s.

So what does that tell you about those classes?

9

AUDIENCE:

You're doing good.

10

MR. SHEMIN:

11

AUDIENCE:

12

MR. SHEMIN:

13

All of it.

What does it tell you?

People liked it.
People like them.

Well, a little

more than that.

14

AUDIENCE:

15

MR. SHEMIN:

They're learning something.
They're learning something, but a

16

little more than that.

17

and give somebody a 4.8 if I just liked it or having

18

fun.

I need results.

I want to make an investment

What do I need?

19

AUDIENCE:

Results.

20

AUDIENCE:

Success.

21

MR. SHEMIN:

22

results.

23

want.

24

fair?

25

It works.

They're getting

Because they want to get the result they

They could give it a 2.2 or 1.6 or 3.3.

AUDIENCE:

Is that

Yeah.
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So all you've got to decide

2

is what you want to do.

3

want to do.

4

better, so will we.

5

something we do that will make everybody feel great.

6

That's it.

And how much you

And get your first deal done.

You'll feel

And at this point, I'll give you

So here's the diamond.

You get two advanced

7

trainings, two advanced mentorships, you get the

8

one-on-one, where you want it, pretty much when you

9

want it, for what type of real estate you want to do

10

with the best of the best.

11

Everyone who does it loves it.

12

amazing.

13

That is the best way to go.
The results are

And then you get a second one, the three-day

14

Fast Start Bootcamp that's here.

15

you can't make that, there will be another one.

16

you get the three-day Investor Summit.

17

If for some reason
And

Now, Bryce, I can't do this all the time.

I

18

talk to a lot of groups, I'm pretty busy, but this is a

19

smaller size group than we usually see, and I don't do

20

this a lot.

21

card here, it's a metal card, it's my card, and it has

22

my cell phone number on it.

23

usually within minutes or hours, always within one

24

business day.

25

So what I'm going to do is, I've got a

I return all phone calls,

Now, when I hired my mentor, I would call him
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1

up at night and on the weekends just to see if he was

2

still there.

3

And he would always call me back the next morning and

4

go, what are you calling about, Robert?

5

want to make sure you're still there.

6

here.

Whoo.

Because I was worrying if it was real.

I said, I just

He goes, I'm

Got it?

7

Those of you who go diamond, if it's okay with

8

you, Bryce and Taylor, I'm going to give them my card.

9

You'll have our contact.

This has all the great

10

mentors, I'm not lying, the Fast Start, the

11

one-on-ones, the online resource center.

12

to use a backup.

13

So you have

You will be in the diamond club.

How many of you all might think that could be a

14

benefit to have my knowledge, my experience and my

15

connections, you know, when you need it as a backup to

16

help you out a little bit?

17

that might be helpful?

18

AUDIENCE:

19

MR. SHEMIN:

How many of you all think

Let me see your hands up.

Sure.
So we're going to take care of the

20

investment, tonight or in the morning, and get it taken

21

care of, you'll get my card.

22

that do join us, because people in real estate are

23

rewarded, Bryce, if it's okay with you, I've got seven

24

courses.

25

grand.

Also, the first people

They're a retail value of about 15 or 20

They're very big.

Real estate one, two and
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1

three, advanced wholesaling, advanced place options,

2

advanced landlording, business plans.

3

By the way, everybody at the Vegas summit gets

4

business plans completed by one of our mentors.

5

worth 50 or 100 grand.

6

the folks that really get signed up and take care of it

7

and really want to do it, if they get it taken care of

8

by the morning, I'll give them all of my courses

9

electronically.

That's

Bryce, if it's okay with you,

It's a lot.

It's like seven or eight

10

full courses.

11

the (inaudible) association voted best property

12

management course in North America, for renters, buy

13

fix and sell.

14

There's a landlord course in there that

So that's just a little bonus.

So you get two mentorships, the one-on-one, the

15

Fast Start, three-day Investor Summit in Vegas, and,

16

Bryce, they still let the diamonds come as often as

17

they want?

18
19
20

BRYCE:

Yeah, diamonds do have unlimited --

(inaudible.)
MR. SHEMIN:

Yeah, most come three, four, five

21

times, you get unlimited.

22

Investor Summit.

23

Finder that will help you do deals quickly.

24

two, you'll get all the online sources, finding

25

personal success, and you get free bonus camps.

Write that down, unlimited

You'll get the software, the Property
Number
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Now, we don't talk about these enough, I'm

2

going to go very fast.

3

been to two of them.

4

and advanced negotiation, advanced funding, advanced

5

deals.

6

It's a very small group, very exclusive, very elite.

7

The investors I went with said that alone it was worth

8

the return on investment.

9

just from ideas there.

The wealth camp.

I've actually

That's advanced deal structuring

It's unbelievable.

It's like an inner circle.

They made their money back

It's one to two days.

They

10

roll around in Salt Lake City, Park City, they do it

11

every couple of months and they invite you until you

12

come.

13

That same week, they do the find-the-money

14

camp, which is a day or two, the funders are there, the

15

commercial credit is there, and they also do the well

16

strategies marketing find money camp.

17

camps, you can go to all of it once, or go to them when

18

you want to.

19

days.

20

At the marketing

They're kind of together during five

Some do it all at once or some break it up.
The marketing camp actually helps you build a

21

website there, help you do videos, help you get your

22

social media.

23

stuff I learned in marketing camp, doing deals just off

24

Instagram.

25

I'm going to tell you tomorrow about

No realtors, no commission.

Blew my mind.

People who went to other online marketing
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1

camps, and 40, 50, 100 grand for these -- big

2

companies -- said that marketing camp is better --

3

people that are in the business.

4

three advanced camps and the online resource center.

5

So you get those

As I mentioned yesterday, your investment,

6

because you're here, is between 25 and 55 grand, but

7

here's the deal.

8

Gives you a what?

9

AUDIENCE:

10

The company gives you a discount.

Discount.

MR. SHEMIN:

Because you're here.

They give

11

you credit for what you've already invested.

12

full retail price, please write this down, is $75,973,

13

but that's not your investment, because you're here and

14

you've already invested, they give you a pretty nice

15

discount and a credit.

16

So the

They give it to you for you, and I did this on

17

my own.

18

all himself, by himself.

19

themselves.

20

partner.

21

if you're here with your sister, your husband, or wife,

22

or significant partner, that's for both of you.

23

you're here by yourself, that's for you, it's great,

24

that's how I did it.

25

of about $34,676.

I did my training by myself.

My son did it

A lot of people do it by

But that's for you and a real business

Not somebody you met out in the hallway.

That's $41,297.

So

If

That's a savings
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That's where you want to

2

be.

3

the one-on-one and the Fast Track, and unlimited Vegas

4

Summit, and you're a VIP.

5

made that back on one or two deals.

6

the diamond.

You get two super advanced supports, mentorships,

AUDIENCE:

8

MR. SHEMIN:
want to be.

Got it?

That's

Everybody got it?

7

9

A lot of our students have

Yeah.
There you go.

That's where you

The next one is the platinum.

You get one

10

mentorship, the three-day Fast Start Bootcamp.

11

don't get the one-on-one.

12

Investor Summit in Las Vegas.

13

You

You get the three-day
You get the software.

You get the on demand funding in advance --

14

(inaudible) -- any of the three bonus camps, which are

15

amazing.

16

sometimes Vegas, and they keep inviting you until you

17

come.

18

you read about.

19

hook it with social media, show you how to do it.

20

saw students actually getting deals there in their

21

email at the marketing camp with buyers and sellers.

22

They roll around Salt Lake, Park City,

They concierge you.

Well strategies camp, which

The marketing camp.

Find-the-money camp.

Again, you'll
I

That's where the funders

23

teach you.

24

$100 to $500,000 of business credit.

25

personal credit?

A lot of the students that go there get

Business.

Did I say

That's a D&B/S&P number.
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How would you all

And a lot of students who

The full retail price is $46,997.

Because

5

you're here, and you take care of it tonight or in the

6

morning, your investment will be $26,297.

7

savings of about $20,700.

8

including myself, make that on one or two little

9

wholesale deals.

That's a

I've seen some students,

Half a rehab.

Correct?

And

10

remember, you're in this for the long term.

11

long?

12

AUDIENCE:

13

MR. SHEMIN:

14

AUDIENCE:

15

MR. SHEMIN:

Long term.
Long term.

Got it?

Got it.
That's the platinum.

16

is the gold.

17

Las Vegas, that's going to be awesome.

18

that networking.

19

funders there.

20

For how

The next one

You get the three-day Investor Summit in
You get all

There's deals there, buyers there,

You get the software, the property finder, the

21

on-demand funding and finance course, the online

22

personal success course.

23

three bonus camps, wealth, marketing and find-the-money

24

camp.

25

All those.

You get all the

All the online courses.
The full price on that, please write it, for
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1

the gold, is $37,972.

2

tonight or in the morning when you sign up and get it

3

taken care of and get started, will be $21,297.

4

a savings of about $16,675.

5

The actual investment in this

Now, in just a minute, I'm going to give you my

6

favorite part of the presentation.

7

minute.

8

subsidize their real estate education?

9

let me see your hands up.

10

Not yet, but in a

So who here would like the government to help
Moving forward,

Hold them up high.

If you

understand that, great; if not, don't worry.

11

So some people pay cash, write a check, take it

12

out of their retirement account.

13

money.

14

cousin.

15

matter, correct?

16

That's

Some people use a loan.

Some make their
I borrowed it from a

Some people use a credit card.

It doesn't

It's about return on investment.

So let me ask you a question.

17

generally tax deductible?

18

AUDIENCE:

19

MR. SHEMIN:

Is education

Yes.
It depends.

If you go to

20

university and pay for your kid, it's not tax

21

deductible, it's too general.

22

or a real estate person and you go take a specialized

23

course, can you write that off?

24

AUDIENCE:

25

MR. SHEMIN:

But if you're a doctor

Yeah.
Yeah.

Now, never do something
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1

just for writeoffs, but wealthy, successful people,

2

like a lot of you are, and a lot of you will become

3

quickly, if you let us help you only thing about

4

after-tax dollars.

5

Can I throw this away for you?

I use myself as a poor example.

6

AUDIENCE:

7

MR. SHEMIN:

8

from my cousin.

9

him.

Yeah.
Okay.

Anyway, I borrowed 40 grand

I paid $700 a month in interest to

The first year, about, I did nothing.

Write that

10

down.

11

$10,000, because I borrowed from my cousin, and made

12

nothing.

13

700 times 12 months.

I spent $8,400, maybe

It was very stressful.

Then shortly after, I did a couple of deals,

14

and I paid my cousin back from a couple of the deals.

15

I made almost 40 grand on the first deal, I did on the

16

second one for sure, from equity and different things.

17

And anyway, I paid him back.

18

So I got a $40,000 tax writeoff because I got

19

some education from one mentor.

20

and softwares and support that you're going to get out

21

of one guy.

22

No software.

Not all these classes

Got it?

So I wrote off 40 grand.

I got back taxes, I

23

paid back the last three years, because you go

24

backwards three years and forward three years.

25

many of you all know that?

How
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So I'm like, I'm liking this real estate stuff,

2

I'm getting back the taxes I paid in the last year

3

because I got a $40,000 writeoff, but who pays for

4

that -- who paid for the training, or who paid my

5

cousin back?

6

you borrow money it's your money, but I did it from a

7

deal.

8

from the deal, but I only spent about 12, 14 months at

9

$700.

10

I did, it was my money, of course, when

So I got $40,000 on a writeoff, I paid it back

So that's about 10, 12 grand, but I got a

$40,000 writeoff.

11

How many of you all kind of understand that?

12

Because I borrowed the money.

13

I didn't have, I got a $40,000 line for $40,000 cash I

14

spent, but I used somebody else's money.

15

AUDIENCE:

16

MR. SHEMIN:

That was my cash, which

Whose money?

Somebody else's.
So let's say you borrowed from

17

your cousin like I did, or you put it on your credit

18

card.

19

month.

20

you can make more than $400 or $500 a month?

21

see your hands up.

About $25,000, at 10 percent a month, is $208 a
How do you all think with all this support that
Let me

22

So if you put it on a credit card from a bank

23

loan or borrow it from your cousin like I did, what's

24

your payment?

25

And anyway, you pay it back from a deal and then what

Mine was about $700 or $800 a month.
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1

did your training really cost you?

2

writeoff, and you paid for the training off the deal,

3

which is like most of our students.

4

You got a tax

Not all, but most.

How many of you all like that?

How many

5

understand that?

6

you keep.

7

my cousin, that was my lender.

8

your credit card or yourself, whatever.

9

$40,000 writeoff, and I got deals and I got support for

10

life.

It's not what you spend, it's what

I spend about 10 or 12 grand in payments to
Could be your bank or
I got a

Got it?

11

AUDIENCE:

12

MR. SHEMIN:

Got it.
And then at Fast Start training,

13

it's just Fast Start training, right?

14

Summit, they're just training and doing all that stuff.

15

It's quite amazing.

16

know, that's something that you'll think about as

17

after-tax dollars.

18

Retirement.

At that Vegas

That's very important.

So, you

We talked about that yesterday.

19

What do you need to retire comfortably, besides $140

20

million?

21

Well, in order to invest $100,000 per year and

22

retire at 67, you must have access to Social Security

23

benefits and that means $3 to $4 million socked away.

24

Some of you might be there, some of you might not, how

25

are you going to get there?
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Zurixx
1

7/20/2019

Here's my favorite part of the presentation.

2

We're almost done.

3

your hands up, with 100 percent participation, yes or

4

no, it's okay.

5

all your fear was taken away and you knew pretty much

6

that you were going to be successful?

7

all would join us and get all the help, training, and

8

support?

9

Right?

10

How many of you all, I want to see

How many of you all would do this if

Let me see your hands up.

How many of you

Hold them up high.

Well, here's my favorite part of the

11

presentation.

12

over 12 years, maybe 15.

13

debt-free company.

14

you go.

15

with somebody, a real partner, I love this part.

16

I've known the owners of the company for
So have you, Bryce.

We're not going anywhere.

It's a
And here

Besides getting to bring a guest, if you're

When you make the commitment, we make the

17

commitment, and the company makes the commitment, and

18

they deliver.

19

contract, and it's written up, but it's legally

20

binding.

21

you that move forward, you'll get this, and it's

22

legally binding.

23

written service -- to all our advance training

24

students.

25

commitment is simple.

This is a very basic, very simple

And I'm going to read it to you.

So those of

And here's what it says, we offer

That's platinum, diamond and gold.

Our

We will work with you until you
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Zurixx
1

succeed.

7/20/2019

Until when?

2

AUDIENCE:

3

MR. SHEMIN:

Until you succeed.
Go at your own pace.

What just

4

happened to pretty much I believe all the fear and

5

risk?

6

What happened?

It just went away.

Let me explain.

It's written right here.

If

7

after completing the course -- (inaudible) -- Fast

8

Start, watch the online courses and read the home study

9

materials, and turning on the software, and attending

10

advanced training sessions, and following the

11

recommendations of your mentor, if you have not done

12

one or more real estate transactions with a net

13

profit -- net -- equal to your investment or purchase

14

price of your advanced training package, we will

15

continue to help you.

16

their resource hotline, until you've earned 100 percent

17

of your investment back.

18

They will work with you, through

Now, you have that relationship anyway, but

19

they've made a written commitment, they will work with

20

you and support you until what?

21

AUDIENCE:

22

MR. SHEMIN:

23

believe.

Until you get all your money back.
What just happened to the risk?

I

What just happened?

24

AUDIENCE:

25

MR. SHEMIN:

No risk.
It went away.

You make the
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Zurixx

Rules of Renovation Workshop - Day Two

1

commitment, the company commits.

2

like that?

3

7/20/2019

How many of you all

Let me see your hands up, right?

Think about it.

What's to worry about?

They

4

just took the worry away.

5

makes Bryce feel great, makes Taylor feel great, and

6

should make you what?

7

AUDIENCE:

8

MR. SHEMIN:

9
10

That makes me feel great,

Feel great.
That gives me a lot of confidence.

It's in writing and legally binding.
So here we go.

How many of you all know that

11

you would like help, you would like support, and I'm

12

going to say this, because those of you who move

13

forward, we're going to be together a very long time.

14

It's a community.

15

AUDIENCE:

16

MR. SHEMIN:

It's a what?
Community.
Good communities take good care of

17

each other.

18

you would like to do, you really want to do real

19

estate, you have your why, you would like help,

20

support, you like those mentorships, you like all the

21

advanced trainings, you like to be part of a community

22

that will be there to answer your questions, help you

23

and support you?

24

know that's what you want to do and how you're going to

25

take care of it.

How many of you all know this is something

Let me see your hands up.

And you

Let me see your hands up.
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1

7/20/2019

Those of you with your hands up, please stand

2

up right now.

3

who have their hands up, please stand up right now.

4

Please stand up.

5

minute.

6

just a second.

7

This is very important.

Those of you

I've got to talk to you for just a

Everybody else, I'm going to talk to you in
Please stand up.

I want to say congratulations to you.

If you

8

really want to do this, what you do, we're going to

9

take great care of you.

You're part of a community, of

10

a family that's long term, you will have unbelievable

11

support, it will be better than you think, and I want

12

all of you right now -- I'll be back for everybody else

13

in just a second -- please come back with me.

14

Right now, come back, this is very important,

15

because in a minute, everyone is going to be back

16

there.

17

the folks that are starting now, so make sure we know

18

who they are, make sure they get all the forms filled

19

out.

20

it's -- (inaudible) -- what you like to do, what you're

21

interested in, and for those of you moving forward,

22

we'll get all your contact information.

23

Please come back with me right now.

These are

Come back, let them know where you want, whether

And there's another group of people in here --

24

I'll be back there in just a minute, congratulations.

25

There's a group here who say, I kind of want to do it,
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Zurixx

Rules of Renovation Workshop - Day Two

7/20/2019

1

I'm interested, but I have some questions or concerns.

2

I'm going to challenge you, in a minute, just go back,

3

let them know what your questions and concerns are

4

about the training, get your concerns answered.

5

the risk?

6

AUDIENCE:

7

MR. SHEMIN:

No risk.
But don't think about it, don't

8

worry about it, just ask.

9

them, get your concerns or questions answered.

10
11

do that.

What's

Make an appointment with
Please

They're going to be very busy, let them know.

And everybody else, if this is not something

12

you're interested in, the training, we want everyone to

13

be successful.

Who?

14

AUDIENCE:

15

MR. SHEMIN:

Everyone.
Everyone.

We would like to meet

16

with you, they would, one-on-one tomorrow, and give

17

everyone a personalized success plan.

18

AUDIENCE:

19

MR. SHEMIN:

Got it?

Got it.
So in just a minute, go back there

20

and say, hey, I want to meet with you, I'm interested

21

in the training, or I have a question, or it's not for

22

me, but I want to meet with you and get my personalized

23

success plan.

We want everyone to be successful.

24

AUDIENCE:

25

MR. SHEMIN:

Who?

Everyone.
Everyone.
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Zurixx
1

So did you all enjoy today?

2

AUDIENCE:

3

MR. SHEMIN:

7/20/2019

Yes.
Tomorrow is going to be much

4

better.

5

deeds, I'll be here at 8:30, we're starting right at

6

9:00, we're going to do a working lunch.

7

have a question or concern about the training or

8

anything, please come back, make sure you let them know

9

that you would like an appointment card, because

We're hitting the ground hard on tax liens and

But if you

10

they're going to fill up fast, and let us know how we

11

can help you in any way.

12

AUDIENCE:

13

MR. SHEMIN:

Sound good?

Sounds great.
You all are awesome.

Good job

14

today.

15

make sure you get all the courses and stuff.

16

take care of you in a second.

17

back, turn a little music on and I'll come right back.

18

Give me just a second.

19

some questions, or you need anything.

20

Congratulations.

All of you in the back, we'll

I'm going to go in the

And we'll hang now, if you have

Also, it's Saturday night.

21

not too much.

22

going to be awesome.

Have some fun, but

We've got a big day tomorrow.

23

AUDIENCE:

24

MR. SHEMIN:

25

(Exiting.)

They'll

It's

Tequila.
I like that.
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Zurixx
1

Rules of Renovation Workshop - Day Two

MR. WRIGHT:

My name is Darren Wright.

7/20/2019
I am an

2

investigator at the Federal Trade Commission.

3

attended day two of the Rules of Renovation three-day

4

workshop.

5

time is 6:12 p.m.

6

I just

Today's date is July 20th, 2019, and the

(End of recording.)

7
8
9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
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DECLARATION OF JESSICA ANDERSON
PURSUANT TO 28 U.S.C. § 1746
I, Jessica Anderson, hereby declare as follows:
1.

My name is Jessica Anderson. I live in California and I am in my thirties. I am employed
as a Senior Tax Representative for the California Department of Tax and Fee
Administration. I have personal knowledge of the facts stated in this declaration and, if
called as a witness, I could and would competently testify to these same facts.

2. In June 2014, I received a postcard in the mail from Success Path offering a
complimentary MP3 player for attending a free event about flipping houses. The postcard
had a picture of Tarek and Christina El Moussa from HGTV’s Flip or Flop. Although I
had no previous experience investing in real estate, I had been thinking about getting into
flipping houses, and this free event seemed to be just what I needed to get started. A
friend of mine was also interested in attending, so we went together.
3. The free Success Path event took place in Buena Park, California at the Radisson Hotel
on June 11, 2014. There were about 40 attendees. There was a main speaker with an
assistant, and two other men at a table in the back, who were there to answer questions
and register attendees for the 3-day workshop the main speaker pitched at the free event.
At this time, I do not remember the names of the speakers or the two men at the back
table.
4. I do not remember the specific words used by the main speaker, but in general, he said
that the free event was about making money and investing in our futures. He indicated
that real estate in our area was an untapped market and that Success Path had the tools
and resources to help us move beyond competitors in the area.
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5. The main speaker spent a lot of time discussing a 3-day workshop offered by Success
Path. He said that by attending the 3-day workshop we would get access to funding
offered by the company and would not have to use our own money for real estate
investments. He explained that the financing did not depend on having good credit
scores. He also promised a list of real estate investors who would be willing to finance
property purchases by, or purchase properties from, to those who attended the 3-day
workshop. This promise of financing without using our own money was important to my
friend and me because we did not have a lot of extra cash, and my friend does not have
great credit.
6. The main speaker said that Success Path had a company that provided financing, and I
understood this to mean that the financing company was connected to Success Path. The
speaker also said that at the 3-day workshop, we would get the information and tools we
needed to buy houses and that Success Path could provide websites that would help us
flip houses and invest in real estate. I understood this to mean that if we attended the 3day workshop we would receive information about how to find houses and how to make
profitable financial deals. At the free event, we received some written material, which I
no longer have.
7. During the free event, I asked questions about the promised financing such as what
criteria would have to be met to obtain it. The response was vague and all I can
remember about the answer was there was “nothing to worry about” with the financing.
8. During the free event, the main speaker referred to his assistant and the two men at the
back tables as examples of success. The speaker explained that they had once been
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students, that they became successful by using the training and tools the company
provides, and that they were so successful they now work for Success Path.
9. After some discussion, my friend and I signed up for the 3-day workshop. It cost
$1,997.00 and I made the check out to Premium Financial Training. A true and correct
copy of my check, which has been redacted, is Attachment A.
10. My friend and I attended the 3-day workshop, which took place at the Renaissance Hotel
in Long Beach, California on or around June 20-22, 2014. I remember there were about
50-60 attendees at the workshop.
11. On the first day of workshop, the main speaker, whose name I do not now recall, spoke
only in generalizations about the program, never providing any specific information
about how to flip houses that I had been led to believe, from what had been said at the
free event, we would learn. For example, he did not provide the names and contact
information for the investors that had repeatedly been mentioned at the free event, or the
financing or access to websites that had been described at the free event as helpful tools.
Instead, the speaker gave us “homework” and directed us to contact our banks and
request an increase in the credit limits for our current cards, and to obtain new credit
cards from other banks. We were even given scripts to use in asking for higher credit
limits and new cards. I understood at the time that the speaker was asking us to increase
our credit and obtain new credit cards to help finance flipping houses.
12. That evening, I reached out to several credit card companies using the script that I was
given. I was able to get credit cards from Chase, Barclays, and Capital One. I also was
able to increase my limit on my existing credit card with Citibank.
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13. During the second day of the workshop, as my friend and I sat at the table and listened to
the main speaker, a man who described himself as a consultant tapped us on the shoulder.
We followed him to an area that had been set up with bistro-style tables. The man (whose
name I do not recall at this time) asked who was able to raise their credit limit and by
how much. I said I was able to obtain some new cards and I received a higher limit on
the one card I already had. The consultant asked what the limits were on the new cards
and how much of an increase I obtained on my existing card. The man also told me that
if I paid his company around $10,000, the company could get me more credit. I do not
remember specifics about the deal, I just that I thought it was strange that I would have to
pay so much money to obtain an increase in my credit limit.
14. It became apparent that Success Path had asked us to obtain new credit cards and increase
our credit limits to pay for the next level of training rather than to buy houses to flip. The
rest of the day seemed to focus on the additional training in Las Vegas.
15. During the second day, we did not receive specific and useful information on how to flip
houses. We did not learn how to find houses to flip, the techniques to identify a good
deal, how to use the Success Path’s lenders, or what kind of a deal would make a
successful flip, all of which had been promised at the free event.
16. The workshop speaker did give some information about how to get financing through the
company. However, for the first time, the speaker explained that one would have to flip a
certain number of houses and make a certain amount of money before the company
would offer financing. At the free event, the speaker had told us that we would be able to
get financing without using our own money and that it did not matter what our credit
score was. He said that all that was of interest to lenders was that the property could
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make money. I had even asked questions at the free event trying to find out more details
about the financing. There was never any mention at the free event of a requirement of
flipping a certain number of houses, or making a certain profit on houses before obtaining
company financial help.
17. The idea of not having to use my own money to flip houses was part of the reason I paid
$1,997 for the 3-day workshop. I was upset to hear that I would have to flip a certain
number of houses and make a certain amount of money in a given period before I could
have access to this financing, especially in light my disappointment with the overall
quality of the content of the 3-day workshop. We were already on the second day of this
training and I had not learned anything that would place me ahead of other house flippers
or real estate investors, like the speaker at the free event had promised. I left the 3-day
workshop very unsatisfied.
18. I would not have paid $1,997 to attend the 3-day workshop if I had known that the
company would use it to pitch additional training packages, costing tens of thousands of
dollars.
19. I was unaware there was anything I could do about my experience until I came across an
online article about the training by Tarek and Christina El Moussa. The article identified
Zurixx as the company that put on the free event and 3-day workshop, and it provided
information about how a person could file a complaint.
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DECLARATION OF WILLIAM EBERHARD
PURSUANT TO 28 U.S.C. § 1746
I William Eberhard, hereby declare as follows:
1.

My name is William Eberhard. I live in Cleveland, Ohio and I am 66 years of age. I have
personal knowledge of the facts stated in this declaration, and if called as a witness, I could and
would competently testify to these same facts.

2.

Between December 2015 and February 2016, I spent more than $30,000 on services sold by
Advanced Real Estate Education.

3.

On July 7, 2016, I signed a Settlement Agreement and Mutual Release to resolve any claims I had
against Advanced Real Estate Education.

4.

That Settlement Agreement and Mutual Release contains a provision that prohibits me from filing
or pursuing a complaint with any state or federal governmental agency, including, but not limited
to, state Attorneys General and the Federal Trade Commission.

5.

In 2018, an attorney from the Federal Trade Commission contacted me and asked about my
experience with Advanced Real Estate Education. I told the attorney that I could not talk with
him.

6.

Had I not signed the Settlement Agreement and Mutual Release with Advanced Real Estate
Education, I would have been willing to speak with Federal Trade Commission staff about my
experience with the company.

I state under penalty of perjury that the foregoing statement is true and correct.
Executed on November 5, 2018

_________________________________
William Eberhard
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Declaration of David Elliot
California
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DECLARATION OF DAVID ELLIOTT
PURSUANT TO 28 U.S.C. § 1746
I, David Elliott, hereby declare as follows:
1. My name is David Elliott. I live in Westlake Village, California, and I am sixty-four
years of age. I have personal knowledge of the facts stated in this declaration, and, if
called as a witness, I could and would competently testify to these same facts.
2. In or around September 2015 I heard a radio advertisement for a free event called the
Flipping Formula that was going to be held a week later. At this point, I do not recall
exactly what the advertisement said, but it related to flipping houses.
3. I work as a naturopathic practitioner, and I had no prior experience in the real-estate
industry when I heard the radio ad. But I was interested in learning more about investing
in real estate, so I decided to attend the Flipping Formula free event.
4. I ended up attending the Flipping Formula free event twice in the span of a month. On
the first occasion, the event took place at a hotel in the San Fernando Valley. I was one
of approximately 25 attendees.
5. The Flipping Formula presenter gave a high-level overview about buying houses either to
flip or to hold as rental properties. During the presentation, he said that for around
$2,000, we could sign up for a three-day workshop at which we would learn all that we
needed to succeed as real-estate investors.
6. The Flipping Formula presenter also said that those who attended the three-day workshop
would learn how to use other people’s money to invest in real estate, rather than needing
to rely on their own credit. The presenter led us to believe that the company conducting
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the three-day workshop would introduce attendees to people who provide short-term
funding to real-estate investors.
7. I walked out of the first Flipping Formula event when the presenter told the audience that
those who were interested in the three-day workshop should proceed to the back of the
room to sign up. I was not ready to commit to paying $2,000 at that point. In addition, I
do not use credit cards, and I did not have $2,000 with me.
8. I remained intrigued by the possibility of earning additional income by investing in real
estate, so I attended a second Flipping Formula event a few weeks later in Agoura Hills at
a hotel off the 101 Freeway. Attachment A is a true and correct copy of the
“Complimentary VIP Tickets” that I received in connection with the Agoura Hills free
event. Although the tickets were complimentary, they show a face value of $147 each.
9. At the second free event in Agoura Hills, the audience again contained around 25 people.
As with the first Flipping Formula event, the presenter led the audience to believe that the
$2,000, three-day workshop would provide attendees with all the tools they needed to
invest in real estate, regardless of their credit history and without needing to use their
own funds.
10. This time, I decided to sign up for the three-day workshop. I told the Flipping Formula
staff that I would bring a cashier’s check to the workshop, because I did not have the
funds with me, and I needed to wait until I had received my next paycheck. The staff told
me to have the $1,997 cashier’s check made out to Advanced Real Estate Education.
11. I attended the three-day Advanced Real Estate Education workshop in September 2015.
It was held at an Embassy Suites hotel in Oxnard, California on a Friday, Saturday, and
Elliot Declaration
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Sunday, and it ran from around 8:00 a.m. until around 4:00 p.m. each day. I was one of
approximately 30 people who attended the three-day workshop.
12. The main speaker at the three-day workshop was named Jason Kennedy. One of the stars
of Flipping Boston, a cable-television show, appeared by telephone to give the attendees
a pep talk on either Friday or Saturday. The two stars of Flipping Boston had been
featured in the promotional materials for the Flipping Formula free event. My impression
was that the audience at the three-day workshop, like the audience at the free events, was
composed of many fans of house-flipping television shows, and few, if any, experienced
real-estate professionals.
13. On the first day of the three-day workshop, the audience was told that our lunch
assignment was to contact our credit-card companies and ask them to raise our credit
limits and lower our interest rates. We were told to do this because we would need
capital to fund our real-estate-investing businesses.
14. I was surprised and angered by this request, because part of the pitch for the Advanced
Real Estate Education workshop, and a big reason that I paid $1,997 to attend, was
learning how to invest in real estate using other people’s money, and without needing to
rely on my personal credit. I was tempted to walk out of the workshop.
15. Although I thought about leaving, I spoke with an Advanced Real Estate Education staff
member, who encouraged me to stay. The staff member told me that by Sunday
afternoon, my “support agent” would have a plan of action for me to succeed as a realestate investor. I ended up staying the rest of the day on Friday and attending on
Saturday and Sunday as well.
Elliot Declaration
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16. During the three-day workshop, Jason Kennedy discussed “wholesaling” and “rehab-andremodel” as two avenues for earning money by flipping properties. He said that with
wholesaling, which involved selling to investors, we could earn $5,000 to $10,000 per
deal. We would only need to work about six hours per week to succeed as wholesalers,
and we could close our first deal within four-to-six weeks of the workshop. If instead we
purchased and remodeled a house before re-selling it, we could earn approximately
$50,000 when selling a property for between $300,000 and $400,000; approximately
$60,000 when selling a property for between $400,000 and $500,000; and approximately
$70,000 when selling a property for between $500,000 and $600,000. Attachment B
contains excerpts from a true and correct copy of the handwritten notes I took on these
points during the three-day workshop.
17. On either the Saturday afternoon or Sunday morning of the three-day workshop, Jason
Kennedy told the audience that if we really wanted to succeed as real-estate investors, we
should purchase an advanced training package. He said that these packages included a
seminar in Las Vegas, along with coaching services from experienced investors.
18. At that point, I became angry again. To the best of my recollection, the price range for
these advanced training packages was between $20,000 and $30,000. I could not believe
that Advanced Real Estate Education was telling me that I would need to spend tens of
thousands of dollars to learn things that I was supposed to learn at the three-day
workshop.
19. I never would have paid $1,997 to attend the three-day workshop if I had known I would
not learn what I needed to succeed as a real-estate investor during that workshop. Nor
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would I have paid to attend the three-day workshop if I had known that Advanced Real
Estate Education would use it to sell expensive seminars· and coaching services.
20. I do not feel that Advanced Real Estate Education's three-day workshop taught me all
that I needed to know to invest in real estate using other people's money. In fact, I found
it to be a complete waste of time and money with no valuable information conveyed.
Several of the other attendees also were dissatisfied.
21. I called Advanced Real Estate Education on the Monday after the three-day workshop to
ask the company to refund my $1,997 payment. The employee I spoke with could not
find me in the company's database because I had paid by cashier's check rather than by
credit card.
22. I called Advanced Real Estate Education a second time two or three days later, and I
again asked the company for a refund. The employee I spoke with told me that I was not
entitled to a refund because I had already attended the three-day workshop.
23. I told the employee that I intended to file a complaint with the Better Business Bureau
and the Federal Trade Commission, and he told me to go ahead and do that.
24. In October 2015, I filed a complaint against Advanced Real Estate Education with the
Better Business Bureau.

I state under penalty of perjury that the foregoing is true and correct.
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EXHIBIT 31
Declaration of Kathleen Ertmer
Wisconsin
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DECL ARAT ION OF KATH LEEN ERTM ER
PURS UANT TO 28 U.S.C. § 1746
I, Kathleen Ertmer, hereb y decla re as follows:
1. My name is Kathleen Ertmer. I live in Winneconne, Wisconsin
and I am 60 years of
age. I have perso nal knowl edge of the facts stated in this declar
ation, and ~ called
as a witne ss, I could and would comp etentl y testify to these same
facts.
2. Between July 2015 and Decem ber 2015, I spent more than
$80,0 00 on services sold
by Advan ced Real Estate Education.
3. In Janua ry 2016, I signe d a Settle ment Agree ment and Mutua
l Release to resolve
any claims I had again st Advan ced Real Estate Education.
4. That Settle ment Agree ment and Mutual Relea se contains
a provision that prohibits
me from filing or pursuing a comp laint with any state or federa
l gover nmen tal
agency, including, but not limited to, state Attorn eys Gene ral and
the Federal Trade
Commission.
5. In 2018, a paralegal from the Federal Trade Comm ission conta
cted me and asked
about my exper ience with Advan ced Real Estate Education. I
told the paralegal that
I could not talk with her.
6. Had I not signed the Settle ment Agree ment and Mutual Relea
se with Advan ced Real
Estate Education, I wou"ld have been willing to speak with Feder
al Trade
Commission staff about my exper ience with the comp any.

I state under penal ty of perjur y that the foregoing is true and correc
t.
Executed on

AriJ ,;g;

ef

~~

, 2019

Kathleen Ertme r
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EXHIBIT 33
Declaration of Richard John
California
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DECLARATION OF RICHARD JOHN
Pursuant to 28 U.S.C. § 1746
I, Richard John, being duly sworn and upon oath, state as follows:
1.

I am over eighteen years of age. I am competent to testify to the matters contained in this
declaration, and have personal knowledge of the facts contained in it. If called upon to
testify, I would testify to these facts.

2.

I live in Vallejo, California. I work as a high school teacher. Before my involvement
with Zurixx, I had never operated a real estate investment business.

3.

In 2016, I received a mail card promoting “Flipping Formula,” which I now understand
is an affiliate of a company called Zurixx.

4.

The promotional materials I read invited me to a free seminar. The seminar was to last
two-hours. I understood from the materials that I would learn how to flip-homes for a
profit.

5.

I contacted “Flipping Formula” and made a reservation for my wife and I to attend the
free seminar.

6.

At the free seminar, the presenters spoke for about an hour on how to flip homes for a
profit. During the second hour of the seminar, the presenters told us about an additional
three-day training course that would help us identify homes to flip without overpaying.
My wife and I decided to sign-up for the three-day training because we were interested in
purchasing a fixer-upper home for our daughter that we could later sell for a profit.

7.

My wife and I paid about $1,997 to “Flipping Formula” for the three-day training.

8.

The training was held in 2016, at a Hilton hotel in Stockton, California. My wife and I
attended each day of the training.
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9. The three-day presentation was conducted by presenter, Scott Lamb from “Flipping
Formula.” I now understand that “Flipping Formula” is affiliated with Zurixx.
10. At the three-day training, the presenters provided students with handouts and discussed
topics such as contracts and the process of flipping-homes. However, I later discovered
that much of the handouts and information I was provided was not applicable to California
law.
11. At the end of the three-day training, the presenters told my wife and I that if we really
wanted to succeed at flipping-homes we would benefit from an additional training course
referred to by the presenters as a “boot camp.” The “boot camp” cost $21,297.
12. My wife and I decided to pay the $21,297 to “Flipping Formula” using credit cards. The
presenters encouraged us to use credit cards to fund the training and told us we would earn
more than the cost of the training.
13. The real estate “boot camp” with Gary Russell was held in Stockton, California and lasted
approximately 4 and a half days. During this training my wife and I with the others in the
class investigated investment properties. The presenters took the students using our own
cars for a “field trip.” We drove around Stockton looking at potential properties to
purchase. The properties we viewed were not suitable for purchase as these homes were in
terrible condition and in very undesirable locations of Stockton. Once again, as in the
three-day training, the forms and info we received in the “boot camp” were not applicable
to California law. Also, one thing I found odd was that the presenters discouraged students
from exchanging contact information with each other.
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14. Following the "boot camp," we worked on our own with a California licensed Real Estate

agent and became discouaged. Michael Clasen called to ask how things we progressing.
He offered a mentorship program from "Flipping Fo1mula" for extra help for another
$25,500 to be charged immediately on a credit card. We wanted to wait until after the new
year, but he said it was a one time offer. A copy of the emollment agreement is attached as
Exhibit 1.
15. The mentorship program was to provide us with 12 months of unlimited access to

"coaches" as well as provide 18 one-on-one "coaching sessions." Our coach was adve1iised
as being an expe1i in real estate investing.
16. My wife and I were assigned a coach who was a Realtor in Utah. We worked with our

assigned coach over the phone and via email each week for about three months. Our coach
instructed us to look for homes that fit into the "three-two" model, meaning three bedrooms
and two bathrooms. The investment strategy presented by our coach was to find a fixerupper home with three bedrooms and one bathroom. We were told to invest
$40,000 to $50,000 into these homes by adding an additional bathroom and updating the
home. We were told the "three-two" model was ideal for flipping homes.
17 . The problem was that our coach was a Utah Realtor that did not understand the California

real estate market. The insti11ctions we received did not work for the California market. My
wife and I spent a significant amount of time searching for a home that fit the "three-two"
model but we were unable to find any investment prope1iies. After about three months of
searching for an investment prope1iy my wife and I became ve1y aggravated by the
situation and stopped working with our assigned coach.
18. I took the following actions to tiy to become a real estate investor:

a. I attended the free seminar;
b. I purchased and attended the three-day training program;
John Declaration
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c. I purchased and attended the four and a half day “boot camp” program;
d. I purchased the mentorship program and worked with my assigned “coach” for
three-months.
e. I spent a significant amount of time searching for an investment property;
19. Despite these efforts, I did not make more money from my training than I paid for the
training. I paid over $50,000 to Zurixx. As a result, I lost money. I am 74 years old and
currently unable to retire due to the debt I have incurred from the Zurixx training and
mentorship programs. I am still paying-off the debt I incurred from these training
programs.
20. Zurixx presentations left me with the following impressions:
a. At each stage (the free seminar, the first paid training, the second paid training,
and mentorship program), if I paid the money, took the training and tried to put
the principles into practice, I would earn more than the cost of the training;
b. Zurixx would provide me with all the tools I needed to be successful as a real
estate investor;
c. If I had questions or needed help, Zurixx would provide me with a mentor or
other experienced helpers to give me the individual assistance I needed to be
successful;
d. It would be safe to finance the cost of the training using credit cards because I
would earn more from my training and the business I would establish than the
cost of the training, including the interest I would be charged.
21. Zurixx failed to make good on the representations it made to me.
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a.

Although I took the steps Zurixx directed me to take, I did not earn more than the
cost of the training;

b. Zurixx did not provide me with the tools I needed to be a successful real estate
investor.
c. Zurixx provided me with an inadequate mentor that was not knowledgeable on the
California real estate market.
d. I am left with credit card debt and currently unable to retire as a result of my
transactions with Zurixx.
22. My wife and I requested a refund from Zurixx. Copies of our letters to Zurixx are
attached as Exhibit 2. We entered into a confidential settlement agreement with Zurixx
for a partial refund. As part of the settlement agreement I signed a non-disparagement
provision.
I declare under penalty of perjury that the foregoing is true and correct.
Dated this 19th day of April, 2019

_______
Richard John
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DocuSign Envelope ID: 5EED7031-2~545919153

Enrollment Confirmation and Authorization Agreement
By electronically signing below, the undersigned (hereinafter
1.

I am enrolling in the Flipping Formula Coaching Program (the "Program") which consists of the following
components:

a.
b.
c.
d.

2.

•n acknowledges and agrees as follows:

Minimum 12 months unlimited access to the coaches
18 1:1 Coaching Sessions
Real Estate Evaluation Software (Prop Stream)
Inside Edge Camp

I am purchasing enrollment into an educational program. No one has promised me any type of financial
success or guaranteed any other result(s). I acknowledge that any level of success (if any) is dependent upon
a variety of factors, including such things as: my level of commitment to the program, whether or not I am
personally able to implement what I learn, my own initiative, and general market factors to name just a few.
How and when I use and implement what I learn is up to me.

ID~\

~
3.

4.

A portion of a Utah law reads: "In addition to any right to otherwise revoke an offer, you the purchaser
may cancel this sale up to midnight of the third business day after the receipt of the merchandise or
premium, whichever is later." By signing and initialing below, I acknowledge my understanding that to
exercise this 3-day-right to cancel, I must provide written notice to Advanced Real Estate Education, at
2750 E. Cottonwood Parkway Suite 200, S.LC, Utah 84121 or fax my written request to (801) 606-7264
within three business days after today. I may also call (800) 680-0036. I understand that Saturday is
considered a business day, and further understand that after this cancellation period has ended, my
enrollment in the Program will be considered final and no refunds will be issued-whether or not I
participate/attend. After completing all of your commitments and working the program thoroughly, if you
are not 100% completely satisfied with your progress, we will continue to work with you proactively,
providing our products and services at no additional cost, until you are.

My total enrollment cost today is $25,500.00 which I am paying via:
[x) Credit Card

Last 4 Digits: 7961

'"~a=J
Amount: $25,500.00

I hereby authorize you to process my payment as indicated above using the information previously provided.

rvu.
~
~

DATED: this 14th day of October, 2016.

Vallejo, CA 94591
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-

-

January 9, 2017
To Michael Clasen
Richard and I have had 5 training sessions with our training person, Deborah
Price. She has given us nothing to benefit our trial and error attempt to secure
any property! Most information is not usable in California.
Deborah Price also tells us to pay a legal fee or realtor fee or inspection fee.
(Should not be much-??How much? Money ,we do not have!) We have ZERO
money left after our investment with Flipping Formula!
We feel cheated by the $25,500. we put on credit cards to pay for this helpful
information. The websites are not up to date and many times property is not on
the market, anymore. California laws are different than other states and different
specifics are required.
We found a house, went to the realtor to write the contract for the house to take
to the bank and were told that could not be done. Discouraging!
Why we have been targeted for this program is only for your financial benefit!
Your company knows nothing about our life and why should you care about
scamming Senior Citizens? Everyone deserves to believe in a better life but not at
the risk of losing a big chunk of their retirement. How do you live with your
conscience?
We also feel cheated. We are seniors (72) that just wanted to add some income,
not be in debt for $50,500.00. Money we will have a hard time paying off. We
have been sold a bill of goods that is NOT going to yield us $50,500 this year!
In 5 months we have had NO success. Please refund our money so we can be free
of the stress of trying to pay off this DEBT. Please believe us when we say this is a
financial hardship because we believed your slick talk. We are appealing to your
sense of right and wrong and this whole process targeting people for "your profit"
is shameful!
Dianne and Richard John
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January 16, 2017
Dear Michael,
We have not received our refund check of $25,500.00 from your
company.
We are sure this must be an oversite on your part but we really
need our refund ASAP.
Our car must be turned in today because we cannot pay the
$13,000.00 to pay it off thanks to your company taking too much
of our money!
I must return my cell phone because we cannot pay the fees and ,
cost of a business cell phone!
We also cannot set up our business LLC because we do not have
the $800.00 for the start up payment to continue.
Basically Flipping Formula personnel have crippled our budget
and there is no money to work with. Does this scenario make
your company happy that seniors are used in this manner to
boost your personal gain and profit! It shouldn't!
Again We ASK nicely to refund our $25,500.00 so we can limp
aiong paying the first $25,000.00 that we used to sign up in the
first place.
Thank you
Dianne and Richard John
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January 24, 2017

Another week gone and we have NOT received our credit of $25,500.00
on our account!
Please refund immediately.
Another disappointing week looking for property.
One house, vacant for 4 years, took bids sold for over the asking price
by $40,000.00 and still needs $60,000.00 worth of work bringing the
price to $520,000.00.
It is very difficult to gain a property to whole sale because our bids are
low and we will make only $1,000.00 per property. At that rate we
would have to have bids on a house every week to pay off our debt
with your company!
Back in October, while we were taking our classes CSH Property One
LLC came into Vallejo, CA and purchased 100 homes at full asking price.
It is very difficult to find property when we are the underdog and have
little money to work with for property.
The whole reason we wanted to join was to find a property for our
daughter and son in law so they could purchase their first house. We
never planned on being so much in debt! We would never have put so
much debt on a credit card for their down payment so why did we do it
for your company! Oh yes, Michael Clasen is a smooth talker and I did
not want to give another $25,500.00 to the company but my husband
believed it would be helpful. IT IS NOT ! The only benefit is the money
to your company ,we will be in debt until we die !
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Michael Clasen misrepresented his intentions to help us! We talked,
wouldn't we like a coach to help, etc. only to find out at the end of the
phone call that the cost would be $25,500.00 more.
Another 6 weeks has gone by and we are no closer to making any
money to pay off this debt.
PLEASE RECONSIDER GIVING A CREDIT TO OUR ACCOUNT BEFORE WE
LOSE ANY MORE MONEY TO YOUR FLIPPING FORMULA!

Dianne John
Richard John
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DECLARATION OF KATHY JOHNSON
PURSUANT TO 28 U.S.C. § 1746
I, Kathy Johnson, hereby declare as follows:
1.

My name is Kathy Johnson. I have personal knowledge of the facts stated in this
declaration and, if called as a witness, I could and would competently testify to the facts
below.

2.

I am 59 years old. I am married to Tim Johnson. My husband and I live in Kentucky.
Currently, I have a part-time job driving a school bus. At the time of the events I
describe below, 2013-2014, I worked part-time as a home health aide. I was looking for
some endeavor that would allow me to contribute to the family finances.

3.

In July 2013, I heard ads on a Louisville radio station for a free event to learn how to
make money fixing up and flipping houses in our area by using other people’s money. I
was interested in the possibility of real estate investing as a way to earn some income.
As the event was free, my husband and I decided to attend. I called the telephone number
in the radio ad and made a reservation for me and my husband.

4.

On July 11, 2013, my husband and I went to the free event, which was held in a
conference room at the Kentucky Fairgrounds in Louisville. There were two different
presentations: one was about flipping houses to make what was said to be an easy profit
using what they called “Other People’s Money” or OPM. The other presentation was
about buying tax liens, as an easy way to get properties. There were about 25 people at
the free event. The event lasted about two hours.

5.

The first presentation was about why flipping houses was so easy and we could do the
real estate investing on a part-time basis. At the beginning of the flipping presentation,
the speaker showed a video featuring two smiling men, who had a television show about
making money by flipping houses. They said we would learn their formula for making
money flipping houses by using other people’s money. We also received a 4-page
pamphlet with the pictures of two smiling men, David Seymour and Peter Souhleris. A
true and correct copy of this pamphlet is Attachment A. The copyright mark is “2013
Advanced Financial Training.”

6.

After the video, the speaker (whose name at this time I do not recall) began telling us
how great real estate investing was. I recall at one point the speaker said we would only
have to spend about a few hours a week to make a profit once we got started. The
speaker also said we would not have to use our own money to finance the properties we
bought to flip. He repeatedly stated that we would not have to use our own money
because we could use OPM.
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7.

During the first presentation at the free event, we did not learn how to flip houses using
other people’s money as promised in the radio ad. Rather, the speaker spoke in
generalities about how easy it was to make money investing in real estate by flipping rundown homes or homes that had been foreclosed upon by the banks, without using our
own money. But he did not explain how to flip houses without using our own funds.
Instead, the speaker focused almost exclusively on the value of a 3-day training that the
company was offering. The training was called “Faststart Three-day Bootcamp.”

8.

According to the speaker at the free event, the 3-day Bootcamp would teach us how to
make money by flipping properties in our area using OPM. Over and over the speaker
said we could do real estate transactions without using any of our own money. The
speaker told the audience that we needed the 3-day Bootcamp to learn investment
techniques. He also repeatedly said that the 3-day Bootcamp was all we would need to
start buying, renovating, and reselling houses. He stated that we would receive tuition
guarantees that would ensure we receive our tuition back if we were not successful, but
he did not cover any details or conditions of the guarantees. The tuition guarantees made
it seem like we could not lose money.

9.

The speaker also said numerous times that the Louisville area was a prime area for
flipping houses because there were alot of vacant homes or homes that had been
foreclosed upon. During the presentation, the speaker used slides with graphs and
financial information to support his money-making statements.

10.

After getting us excited about making money by flipping houses, the speaker said that if
we bought the Bootcamp today, the company had a special deal and we would pay a price
of $1,997, which was discounted from a much higher price.

11.

My husband and I were interested because, according to the speaker, we would not have
to invest any of our own money and because we were told flipping houses in our area was
easy and profitable and did not take much time, although we were willing to spend more
than the few hours each week that the speaker mentioned. These reasons (not having to
use our money, flipping houses in our area was easy and profitable, it would not take
much time), and the money-back guarantees, were important to us. Tim and I thought
that real estate investing would allow me to return to the workforce and start contributing
financially to our family.

12.

During the second presentation, a different speaker (whose name I do not recall at this
time) described the financial benefits of buying tax liens. This program was also being
sold at a discounted price, which was $997 if we bought the tax lien program that day.

13.

On July 11, 2013, at the end of the free seminar, I wrote checks to Flipping Formula for
$1,997 for the 3-day Faststart Bootcamp and $997 to Flipping Formula for the tax lien
program. Both checks were deposited into the account of a company by the name of
Zurixx, LLC. A true and correct copy of the checks is Attachment B.
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14.

Before we left the free event, and after we paid the $1,997 to attend the 3-day Bootcamp,
we received The Flipping Formula Admission Certificate for the 3-day workshop. At the
bottom of the Admission Certificate were the words “Advanced Financial Training, 6465
South 3000 East, Suite 201, Salt Lake City, UT 84121.” A copy of the Admission
Certificate is Attachment C.

15.

On July 26-28, 2013, Tim and I attended the 3-day Bootcamp in Louisville, Kentucky.
There were about 20 people in the audience. From a show of hands, most of the
participants had no experience in real estate investing. We attended all three days. There
were several speakers. I do not at this time recall the names of any of the speakers. The
speakers used slides and graphs during their presentations.

16.

During the 3-day Bootcamp, one of the speakers (whose name I do not remember at this
time) spoke quickly and asked questions such as “wouldn’t you like to make money
without much effort and using other people’s money?” He covered some of the material
in a spiral-bound workbook we had received, but mostly he just told us to read what we
had been given.

17.

For someone new to real estate investing, the 3-day Bootcamp was overwhelming. The
speaker repeated what we heard at the free event--that we would not need any of our own
money based on what the company would teach us. He said the company had a list of
investor-lenders who could provide the financing. He said we would use OPM. He said
you can flip homes or wholesale homes without any money from your pocket. He said
that we would spend only about 6 hours of work over a 4-6 week period for wholesaling
deals.

18.

On the first or second day of the 3-day workshop the speaker also told us we needed to
contact our credit card companies to obtain an increase in our credit limits and a decrease
in any interest we would have to pay, and to contact new banks to obtain credit cards that
would be in the name of our real estate LLC once it was set up. He told us to tell the
credit card companies and banks that I have a new business venture, and I expect to make
$250,000 through real estate investing. At the time, I was making about $11,000 as a
part-time home health aide. That my projected annual income from real estate investing
would be $250,000, even if unrealistic, led me to believe the representations the speaker
was making about the money I would make from real estate investing were accurate. The
speaker said that if the banks were not cooperative, to ask to speak with the customer
retention department. He explained that the purpose of increasing our credit limit and
getting new credit cards was to show the investor-lenders that we were creditworthy.

19.

At one point during the 3-day workshop, the speaker said we should identify properties
that we could flip within 28 days so we would not have to pay the high finance charge on
a loan from an investor-lender or the credit card company. Throughout the three days,
the speakers used slides to show how much money one could make by buying,
renovating, and reselling houses. There were examples showing before and after
rehabilitation, and the amount of money the seller made flipping the house. The speaker
said the money made by the sellers was typical for the Louisville area.
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20.

The real emphasis of the 3-day workshop, however, was to convince us that we needed to
buy into the company’s “continuing education” program in order to be successful in real
estate investing. I recall the speaker stating repeatedly that we needed to sign up for
continuing education to make certain we could succeed in flipping houses. The cost of
the continuing education programs (Diamond, Platinum, Gold) would be discounted if we
bought the package on the third day. The full price of the Diamond package was $72,973
discounted to $32,000; the full price of the Platinum package was $44,951 discounted to
$24,997; and the full price of the Gold package was $34,972 discounted to $19,997. A
true and correct copy of the one-page handout describing the three programs is
Attachment D.

21.

I was surprised and angry because the speaker at the free event had told us that the 3-day
workshop was all the training we would need to be successful at flipping houses and
making a profit using OPM. The statement at the free event that the 3-day workshop was
all the training we would need to make a profit in real estate investing was not accurate as
the company was now telling us the workshop was not enough—and we needed to pay
for additional training.

22.

We did not buy the continuing education. We just did not have the funds. I feel that a
major purpose of the 3-day training workshop, for which we paid $1,997, was to get us to
pay for more training.

23.

After the 3-day workshop, Tim and I looked at several properties in our area as potential
houses to buy and then flip. Most were so expensive that we could not have made a
profit even if we had been able to flip them. Others were in such disrepair that we would
not have been able to repair and then resell them within the 28-day time frame the
speaker mentioned.

24.

At one point, we did make an offer, sometime in late July or early August, 2013. On
August 2, I reached out to a lender recommended by the Flipping Formula,
realestatecashsource. However, I quickly learned that this lender and others
recommended by Flipping Formula charged very high interest rates—much higher than a
conventional bank. On August 6, 2013, I sent an email to that particular lender notifying
it that the deal on the house had fallen through.

25.

I received an email dated August 12, 2013, from Genny Hayward at Flippingformula.com
asking for my Success Profile, which I completed and sent to her on August 13. As I
recall now, I spoke twice in August with Genny Hayward. I do not, at this time, recall
what specific questions I asked Ms. Hayward. I also do not now have a copy of my
Success Profile.

26.

Also during August, 2013, I received several calls from the Flipping Formula trying to
convince us to pay for the continuing education. At this time I do not recall the names of
the persons who called me or the dates I was called. However, each time the Flipping
Formula called, the cost of the continuing education was cheaper.
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27.

On or about September 18, 2013, a Mike from Flipping Formula called me. Mike said
that if we bought the continuing education for $8500, he would guarantee to find us two
properties in our area within two weeks that we would then be able to flip within another
30 days so that we would have our $8500 plus more back within at most a 60-day period.
Mike said that as part of the $8,500 we would also receive 18 coaching sessions that were
webinar-type classes where we could watch and listen to the webinar on our computer,
have access to an online resource center with forms and other documents and
information, and access to the Property Stream Real Estate database that would show us
houses for sale in our area. Mike guaranteed he would find us the two properties in our
area that we could flip within at most 60 days and get back our payment of $8500 plus
more. Mike’s guarantee to find us two properties to flip within two weeks of our
payment of the $8,500 and his promise that we would get our money back were the key
factors in our decision to pay the $8,500 for the continuing education. So, I decided to
sign up the additional training.

28.

On September 18, 2013, I electronically signed an Enrollment Confirmation and
Authorization Agreement. The email with the Enrollment Confirmation Agreement came
from Premier Mentoring Customer Service. The Enrollment Confirmation states that the
Flipping Formula Coaching Program includes the following components: 18 Coaching
Sessions – 12 months Resource coaching, access to an online resource center, and access
to Prop Stream software. I electronically signed the Enrollment Confirmation. A true
and correct copy of the Enrollment Confirmation is Attachment E.

29.

I charged the $8500 to my Chase card. The billing descriptor on the credit card statement
is “Advanced Financial Tr Salt Lake City UT.” A true and correct copy of a redacted
version of the credit card statement is Attachment F.

30.

On September 19, 2013, I received an email from an Amber Smith at
premiermentoring.com welcoming me to “the Flipping Formula Coaching Program.” It
stated that the date of the first weekly coaching session was September 23 with a Bret
Ehlers. A true and correct copy of the Welcome email is part of Attachment G.

31.

On September 23, I attended the webinar program. I watched and listened to the webinar
on my computer and if any one attending wanted to ask a question, they could ask the
question by using a telephone. As I recall, this webinar and the others I attended lasted
about an hour.

32.

I continued to attend webinars as they were scheduled in October, November, December,
and January, trying my very best to understand the ins and outs of flipping houses to
make a profit.

33.

Beginning in late September through October, 2013, I reached out to the investor-lenders
recommended by the Flipping Formula. For instance, I reached out to
realestatecashsource.com, Horizon Trust, Commonwealth Trust, Global Equity Alliance,
First Fidelity Mortgage, FundThisWholesaler, and PrivateMoney Exchange. At the time,
I did not want to make offers on any properties until I understood the investor-lenders’
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criteria for financing (how much money, what length of time for the loan, what interest
rate). I asked about the funding criteria when I communicated with the investor-lenders
recommended by Flipping Formula.
34.

On October 7, 2013, I sent an email to Genny Haywood, with whom I had spoken in
August, stating we had heard nothing from Mike about the two properties he promised to
find us in our area and asking her to check into what was happening. Neither Genny,
Mike, nor anyone else at Flipping Formula got back to us.

35.

While we were waiting for Mike to find us our two properties, we accessed the
PropStream software. However, after the first month, we could no longer access the
software. I telephoned Flipping Formula and someone told me that I had to pay a
monthly fee to continue to access Property Stream. I was completely surprised as neither
Mike nor the Enrollment Confirmation and Authorization Agreement I signed indicated
that only the first month access to the Property Stream software was free.

36.

On October 14, 2013, I attended a webinar hosted by Bret Ehlers. On that same day, I
sent Mr. Ehlers an email asking several questions. I also told him that one of the
investor-lenders (RE Cash Source) only made loans up to 65% of the purchase price,
which meant we would have to use our own funds for the balance of the purchase price. I
was surprised because at the free event and the 3-day workshop, the speakers kept
repeating that there would be no out-of-pocket money from us because we would be
using OPM. I wrote Mr. Ehlers that I had not been told that the lenders had limits on the
amount they would lend. I also asked if I was supposed to get access to Property Stream
because by this time, I was not able to access Property Stream. Mr. Ehlers responded.
He did not answer my question about the lender providing only 65% of the purchase
price or my question about access to Property Stream after the first month (which
supposedly began on September 18, 2013, when I signed the Enrollment and
Confirmation Agreement).

37.

On October 16, 2013, I send an email to Bret Ehlers again asking if we were supposed to
get access to Property Stream. Mr. Ehlers responded by telling me to contact customer
service or to visit Property Stream’s website. That was not a useful response. I called
Property Stream and confirmed there was a monthly fee to access the database. I do not
recall at this time what the monthly fee was—I just knew that I had not been told of the
monthly fee and I could not afford to pay it.

38.

On November 25, 2013, I received an email from Dixie Davis, Customer Service,
Flipping Formula, stating that they needed to schedule me for Module 2 classes.
According to the Module 2 classes listed in the email, the classes were to be taught by
Timothy Bell, Carter Brown, or Bret Ehlers.

39.

On November 26, 2013,I responded to the email from Dixie Davis that I wanted to speak
with someone regarding the program because I was having some negative feelings about
the program, which was costing me a lot of money that I did not have. Dixie Davis
responded by telling me to speak with a coach.
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40.

On or about December 2, 2013, I received an email from Emily Sorensen at the Flipping
Formula welcoming me to the Flipping Formula Coaching Program where I was to learn
how to use the same Flipping Formula Peter and Dave use to make their fortunes in real
estate. The email stated that Tim Bell would be my coach.

41.

On or about December 3, 2013, I received an email from Timothy Bell reminding
recipients of an upcoming webinar on December 3.

42.

On or about December 17, 2013, I received an email from Bret Ehlers regarding webinars
scheduled that day (December 17). The title of the webinar is “Festival of Dangerous
Ideas!” I am not sure if I attended this webinar.

43.

On or about January 27, 2014, I received an email from Bret Ehlers regarding a webinar
at different times on the Dodd-Frank legislation. I do not remember if I attended this
webinar.

44.

We waited but we heard nothing from Mike or anyone else at Flipping Formula regarding
the promised two properties. In the meantime, I was attending all the webinars and trying
to understand the different documents and approaches to making money in real estate.
At some point in late 2013, I called the customer service number for Flipping Formula to
request a refund. The so-called Flipping Formula (and I am not even sure what the
formula was) was not working for me notwithstanding all the effort I was putting into
understanding how to make money flipping houses. I was referred to a person with the
email address of hsmith@flippingformula.com. We sent numerous emails to this person
but never received a response from her or anyone else about my request for a refund.

45.

Neither Mike nor anyone else at Flipping Formula found us two properties as promised. I
paid the $8500 only on the basis of Mike’s promise to find us two houses in our area to
flip in order to get back our $8500 plus more. At this point, we had paid this company
$11,494: $1,997 for the 3-day workshop, $997 for the tax lien buyers club, and $8500 for
the coaching and to get the two houses we could purchase, fix up, and then flip.

46.

We did everything the company wanted us to do. For instance, we were told to speak
with someone Flipping Formula recommended about getting corporate credit for a real
estate business. That person wanted $4,500 to get us corporate credit. We could not
afford this. We had already bought business cards and paid to get a business license.
None of these extra expenses were ever mentioned during the free event or 3-day
workshop. In addition, there were other charges that no one mentioned at the free event
or even during the 3-day workshop. For instance, no one told us there was a monthly
charge to use the online database Property Source after the first month. At this point, we
felt that neither the flipping houses nor the tax lien program was working for us.

47.

On March 14, 2014, I sent an email to hsmith at the Flipping Formula email address
summarizing why we wanted a refund. This was our second request for a refund—the
first request had gone unanswered. We stated that it took more than the 3-5 hours a week
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From:
To:
Subject:
Date:
Attachments:

K Johnson
Fw: YOU THREW AWAY HOW MUCH MONEY?
Thursday, July 12, 2018 7:52:35 PM
PROFIT BY ACCOUNTABILITY.docx

Kathy R Johnson
(502) 773-0446
----- Forwarded Message ----From: Bret Ehlers <
>
To: "
"<
Sent: Monday, September 30, 2013 01:27:30 PM EDT
Subject: YOU THREW AWAY HOW MUCH MONEY?

>

Good Morning To You:
PFA investing will take you out as an investor.
You need to know how to be safe with the numbers and use Peter and
David’s Flipping Formula.  
How do I get the money from my transactions?
Today in class you will receive resources for the ARV and the Maximum
Offer. All who attend the class will be given special resources and
information.
Your class begins today at 7:00 PM Mountain Time.
REMEMBER the following steps to attend class.
1. Be ready 15 minutes before your class begins.
2. Access your class through your website
www.flippingformulatraining.com
3. Enter your class at the Member Center Tab
4. TROUBLE with the technology? 800-277-4350 will reach Customer
Service.
5. Customer Services is your private concierge to help you:
a. Schedule appointment in my calendar to help you Monday
thru Friday
b. Access Peter and David’s entire coaching team
Johnson Declaration
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c. Information about your curriculum and services
d. Help with the www.flippingformulatraining.com website
e. Getting into class on time.
Quantum Physics proves that when you miss a class you will take three
weeks longer to acquire your first profitable property.
I look forward to helping you in class today.
It is a terrific real estate day!
Bret
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DECLARATION OF KARL KING
Pursuant to 28 USC § 1746
I, Karl King, hereby declare as follows.
1. My name is Karl King. I am 72 years old and reside in Ferndale, Washington. I have
personal knowledge of the facts stated in this declaration and, if called as a witness, I
could and would competently testify to these same facts.
2. I was involved with Zurixx through its Success Path and Flipping Formula programs
from May 2015 until January 2016. During this time, I attended three of the events that
the company offered through Success Path. These events included a Success Path free
event, Success Path’s 3-Day Real Estate Investment Accelerator Workshop, and the
Investor Summit in Las Vegas. Later on, I attended another free event hosted by Flipping
Formula. I spent approximately $23,596 over the course of my involvement with
Zurixx’s real estate programs. I did not have any formal experience investing in real
estate before enrolling in Zurixx’s programs.
3. In April 2015, I received a postcard from Success Path Education, inviting me to attend
one of the free events that the program would be hosting in my area. This postcard
featured Tarek and Christina El Moussa, the stars of HGTV’s Flip or Flop, and gave me
the impression that the El Moussas would be present at the event to teach us their
strategies for investing in real estate. My then-wife, Mary Harris, and I decided to attend
Success Path’s free event, believing that we might be able to supplement our retirement
income through real estate investing.
4. On May 5, 2015, we attended Success Path’s free event at the Hampton Inn at
Bellingham Airport. Tarek and Christina did not attend this event, but the Success Path
1
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representatives at the event played a prerecorded video where the El Moussas apologized
for not making it. In this video, the Tarek and Christina claimed to have trained all of
Success Path’s coaches. Throughout this event, the presenters talked about Tarek and
Christina as if they maintained a close working relationship.
5. Success Path’s main speaker spent a large portion of the presentation promoting the
company’s 3-Day Real Estate Investment Accelerator Workshop. The speaker told the
audience that spending three hours at that day’s free event was not enough to learn how
to invest in real estate but, if we attended the 3-Day Workshop, we would learn
everything we needed to know to start flipping houses. The speaker said that tickets to
the workshop had a discounted price of $1,997 if purchased at the free event that day.
6. I paid $1,997 for Success Path’s 3-Day Workshop using my Hilton Honors credit card.
The description that appears on my account summary for this purchase is “ADVANCED
REAL ESTATE EDUCATION SALT LAKE CITUT”. Attachment A, which has been
redacted to remove personal information, is a true and correct copy of my Hilton Honors
credit card statement for May 2015. Advanced Real Estate Education (AREE), I was
told, was the company that managed the Success Path program.
7. From May 15 through May 17, 2015, Mary and I attended Success Path’s 3-Day
Workshop, which was held at a hotel in downtown Seattle. There were five sales
representatives from Success Path at the workshop, including Alan Swails, the main
speaker. I estimate that there were 60-70 attendees.
8. Tarek and Christina El Moussa were not at this workshop either, but there were multiple
images of them in the main speaker’s PowerPoint slides, on posters around the room, and
2
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in Success Path’s workshop materials. During his introduction, Mr. Swails played
another prerecorded video where the couple apologized for not being able to attend the
workshop and again claimed they had personally taught the speakers the real estate
strategies that made them successful.
9. Throughout the workshop, Mr. Swails talked about former customers who had achieved
success by following Success Path’s system. According to him, many of Success Path’s
customers were able to retire from their jobs and live off their real estate business while
only working a few hours a week. Based on these claims, and on the real estate
calculation examples that Mr. Swails gave us for homes in our area, I got the impression
that I could make between $20,000-$40,000 on average for one house flip. There was no
mention that any of the examples were unique, unusual, or in any way atypical of what
we could receive.
10. When Mr. Swails discussed hard-money lenders, he mentioned that USA Private Money,
one of their preferred lending partners, would provide Success Path’s customers with a
“proof of funds letter” for up to $500,000. This proof of funds letter was a document that
we could show to sellers in order to make offers on properties if we did not have the cash
available to place a deposit.
11. Throughout the workshop, Mr. Swails claimed that everyone who attended the 3-Day
Workshop would have access to 100% funding for their investments, regardless of their
credit rating. He said this was because Success Path’s lending partners evaluated loans
applications based solely on the projected returns on a real estate deal. According to Mr.

3
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Swails, our credit scores would not factor into the decision whether to lend us money or
how much to lend us.
12. Despite Mr. Swails’ claims that we would receive 100% funding from Success Path and
their lending partners, he asked the audience to contact to our credit card companies,
either to take out new credit cards or to ask them to extend our existing credit limits. Mr.
Swails told the audience that these credit cards would be used for business purposes.
13. At one point during the first day of the workshop, Success Path’s representatives asked
participants to pull their credit report from a website called CreditNav.com. Based on the
results that Mary and I got from this site, one of these representatives told me that we
each qualified for an additional $150,000 in credit, but did not provide any further details
about this money.
14. On the second day of the workshop, Mr. Swails talked about three advanced packages
that Success Path offered, promoting them as necessary tools for launching our real estate
investing business. To the best of my recollection, the prices for these packages ranged
from $20,000 through $40,000. These packages seemed very expensive, but Mr. Swails
told us that we would recoup the money that we spent on these packages when we closed
our first real estate deal.
15. Mr. Swails told us that purchasing any of Success Path’s three advanced packages would
guarantee audience members access to the Investor Summit, an event that the company
held twice a year at Las Vegas. At this event, Success Path customers would have the
opportunity to network with other investors, as well as with Success Path’s business
affiliates.
4
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16. One of the affiliate businesses mentioned during this presentation was Return on Rentals,
a company that sold turnkey rental properties that were supposedly very lucrative.
According to Mr. Swails, all of the properties that Return on Rentals would be selling at
the Investor Summit were vetted by Success Path’s experts and were ready to begin
housing tenants immediately.
17. On the third day of the workshop, I decided to purchase Success Path’s lowest-priced
advanced package, called the “Gold” package, for $21,297. To the best of my
recollection, the Gold package included access to the Investor Summit, admission to three
events, the Property Farm software, access to Success Path’s Online Resource Center,
and the creation of one business entity for my real estate business. The main reason I
made this purchase was to get access to the Investor Summit, which Mr. Swails claimed
was the most important networking event that the company offered.
18. In order to pay the $21,297, Mary withdrew 10,000 from her 401K and I wrote a check
for the remaining amount, just as Mr. Swails had suggested during a segment on finding
potential money sources. According to what he and the other representatives said during
the workshop, this was “the cost of doing business” and I genuinely believed I would
recoup this money once I closed my first real estate deal.
19. The next Investor Summit did not take place until August 2015. During the months
between the 3-Day Workshop and the Investor Summit, representatives from Success
Path called my home multiple times trying to convince me to purchase a series of one-onone coaching sessions with their trainers for $7,000.

5
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20. In June 2015, I contacted Success Path to set up a business entity. Since the description
of the Gold package included one LLC, I assumed that one of Success Path’s
representatives would provide this service at no extra cost. Instead, they referred me to a
company in Nevada called “Your Entity Solution, LLC.”
21. On June 25, 2015, I paid Your Entity Solutions an additional $302 to create an LLC using
my Wyndham Rewards credit card. Attachment B, which has been redacted to remove
personal information, is a true and correct copy of my credit card account summary for
June 2015. Neither the Your Entity Solution representatives nor the Success Path
representatives explained how the two companies were related.
22. I attended the Las Vegas Investor Summit in August 2015. This event lasted three days
and hosted approximately 250 attendees.
23. I had originally expected the Investor Summit to relate exclusively to Success Path
customers. However, there were attendees, speakers, and celebrities from other real
estate investment programs at the event, including Peter Souhleris and Dave Seymour,
the stars of the A&E television show Flipping Boston. Robert Shemin, who claimed to
be a well-published real estate expert, was one of the main speakers at the event.
24. I travelled to Las Vegas with the intention of buying a turnkey rental unit from Return on
Rentals, and using a proof of funds letter from USA Private Money to place a bid on a
rental property. However, USA Private Money denied my request for a proof of funds
letter. I was not able to purchase one of these turnkey properties because did not have the
means to secure a loan on such a short notice, and I did not have any liquidity after
purchasing the Gold mentorship package. I was discouraged and disappointed.
6
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25. I do not remember what reason USA Private Money’s representatives gave me when they
rejected my request for a proof of funds letter. At the time, I did not believe this rejection
was related to my credit because Robert Shemin stated that the company’s lending
partners did not consider customers’ credit scores when evaluating loan applications.
26. When I returned from the Las Vegas Investor Summit, I began to look for houses that I
could flip in Ferndale using the Property Farm software. Although I ran multiple
searches and applied broad search criteria, the Property Farm program did not show any
real estate data for my area.
27. Around August or September 2015, I tried to place offers on two homes that I wanted to
buy for wholesale flips, expecting to receive a transactional funding loan from USA
Private Money, as Mr. Swails had recommended during the 3-Day Workshop. When I
reached out to USA Private Money, the lender only offered me $80,000 for one of the
two deals. This loan was subject to a $2,500 application fee and a $4,500 backend fee
that I needed to pay in full before I could receive any money. Moreover, Mary was told
she did not qualify for a loan at all because of a poor credit rating.
28. I tried to place an $80,000 bid on the house that USA Private Money had approved for
the loan, but the seller’s asking price was $126,000. Because I had invested so much in
Success Path’s Gold mentorship package, I could not afford to increase my bid using my
own money. The property eventually went to a different buyer who paid $123,000 for
the house.
29. Around September or October 2015, I began to see newspaper ads promoting another
free, three-hour event for a program called Flipping Formula. I immediately recognized
7
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the program as one of Success Path’s affiliates because the announcements had images of
Dave Seymour and Peter Souhleris, two of the celebrities that spoke at the Investor
Summit. I decided to attend one of these free events to see if one of their representatives
could tell me how to approach AREE to request a refund.
30. In October 2015, I attended a free event that Flipping Formula hosted at the Lakeway
Inn. Peter Souhleris and Dave Seymour were not at this event, but Flipping Formula’s
representatives played a prerecorded video where they addressed the audience to
introduce the speaker.
31. To my surprise, this event was very similar to the free event that I attended in May 2015.
The structure of the workshop, and the real estate strategies that the speakers described
during the Flipping Formula presentation were almost the same as what I remembered
from Success Path’s free event. The speakers also made many of the same promises to
try to convince attendees to purchase Flipping Formula’s version of the 3-Day Real
Estate Investment Accelerator Workshop. These promises included claims that the
program would teach us how to close real estate deals without using any of our own
money and claims that participants would be able to profit using Flipping Formula’s
system.
32. While at Flipping Formula’s free workshop, I spoke to a representative about my
disappointing experience with Success Path. This representative told me to contact
Shane Andrus at Zurixx, the parent company for Success Path Education, Flipping
Formula, and Advanced Real Estate Education.

8
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33. Later in October 2015, I called Shane Andrus using the contact information that I
received at the Flipping Formula event. In response to my complaint, Mr. Andrus offered
me a set of complimentary one-on-one coaching sessions with a coach named Bret
Ehlers.
34. Mary and I considered Mr. Andrus’s offer, and participated in one coaching session with
Bret Ehlers. During this coaching session, Mr. Ehlers sent us numerous handouts with
advice on where to find property listings, and suggestions for online articles that we
should read. We found these materials vague and unhelpful.
35. On October 20, 2015, I reached out to AREE to ask about the issues that I had been
having acquiring funding, which Mr. Ehlers did not address during our coaching session.
During this call, I spoke to a representative named Lance Phillips, who told us he would
start an application for us to receive funding through AREE for an apartment that we
were considering for a wholesale deal. When he explained how the application process
would work, Mr. Phillips clarified that the amount that we qualified for was based
exclusively on our credit scores and had nothing to do with the projected returns on the
investment. This information contradicted everything that Alan Swails and other
program representatives had told us about the loan application process up to that point.
36. On October 21, 2015, I called Mr. Phillips again to cancel my loan application and sent
Mr. Andrus a certified letter requesting a $19,600 refund. I reached this amount by
subtracting the $1,700 that I estimated the company had spent on our airfare and hotel
stay for the Investor Summit from $21,300, the approximate amount that I paid for the
Gold package.
9
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37. Around this same time, I filed a complaint against Success Path Education with the
Washington Attorney General’s office, which reached out to Zurixx independently.
38. Shane Andrus responded to our letter with an email on November 3, 2015. In his email,
Shane expressed how disappointed he was that we had chosen to file a complaint with the
Attorney General’s office and said that he would only offer me $6,000 as a courtesy
because he believed that the company had fulfilled its contractual obligation when I
attended the Investor Summit. I replied to this email with a counter offer to settle for
$15,000, but did not receive a response.
39. On November 11, 2015, I wrote Shane Andrus a follow-up letter withdrawing my offer to
settle for $15,000, and asking for a $19,600 refund. I also requested that he respond to
the email and the letter I had sent him on November 3, 2015.
40. Shane Andrus did not respond to my November 11, 2015 letter directly, but addressed my
request for refund in an email to the Attorney General’s office. In this message, he
claimed that I was not eligible to receive a refund because the contract that I signed when
I purchased the Gold package contained a provision that stated customers could only
request a cancelation up to three days after a purchase. He also said that his offer for free
coaching sessions with Brett Ehlers was still available.
41. I believe that the terms of Zurixx’s refund policy were unreasonable because I would not
have been able to participate in any of Success Path’s events or make use of the services
included in the Gold package within that three-day period.
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42. I replied to Shane Andrus' email to the Washington Attorney General's office with
another letter on or around December 31, 2015. In this letter, I informed Mr. Andrus that
I would accept the $6,000 refund.
43. I received the $6,000 reimbursement from Zurixx in January 2016. This was the last
interaction that I had with the company and any of its individual subsidiaries.

I declare under penalty of perjury, that the foregoing is true and correct.
Executed on July

Z]// , 2019
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Account Summary
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date
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Description
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-

Fees charged
Totil fees charged In this bllllng period

Interest charged
Total Interest charged In this billing period

I

2015 totals year-to-date
Total fees charged In 2015
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Total Interest charged In 2015

Interest charge calculation

Days in billing cycle: 32

__Your _Annual Ptrcenta41e _Rat•_(APR ) Is _the annua l_lnterest_rate on your_account. ....... .•...................

Balance type

Annual percentage Balenc, subject
rate (APR ) to Interest rate

Interest charge
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PURCH AS ES
Standard Purch

15.24% (V )

ADVANCES
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Standard Adv

25.24 % ( V)

Your Annual Percentage Rate (APR) is the annual inte est rate on your account. APRs followe d
by (V) vary with the market based on t he Prime Rate. Balances followed by (D) are determined
by the daily balance method (including curre nt transactions}.

Account messages
You may pay all or part of your accoun t balance at any time. However, you
must pay, by the payment due date, at least thP- minimum payment due.
Please be sure to pay on time. If you submit your payment by mail, we suggest
you mail it no later than 06/14/2015 to allow or enough time for regu lar mail
to reach us.
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DECLARATION OF TZACHI LITOV
PURSUANT TO 28 U.S.C. § 1746

I Tzachi Litov, hereby declare as follows:
I.

My name is Tzachj Litov. I live in Bellevue, Washington and I am 55 years of age. I

have personal knowledge of the facts stated in this declaration, and if called as a witness,
I could and would competently testify to these same facts.
2.

Between August 2017 and May 2018, I spent over $43,000 on services sold by Doug

Hopkins Real Estate Formula, aka Zurixx, LLC.
3.

On June 11, 2018, I signed a Settlement Agreement and Mutual Release to resolve any
claims I had against Dough Hopkins Real Estate Formula.

4.

That Settlement Agreement and Mutual Release contains a provision that prohibits me

from filing or pursuing a complaint with any state or federal governmental agency,
including, but not limited to, state Attorneys General and the Federal Trade Commission.

5.

h November 2018, a paralegal from the Federal Trade Commission contacted me and
asked about my experience with Dough Hopkins Real Estate Formula. I told tlie

paralegal that I could not discuss certain aspects of my experience with her.

6. Had I not signed the Settlement Agreement and Mutual Release with I)oug Hopkins Real
Estate Formula, I would have been willing to speak with Federal Trade Commission staff
about my experience with the company.

I state under penalty of per].ury that the foregoing statement is true and correct.

Executedon

1

2019
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DECLARATION OF NORMA MARTINEZ
Pursuant to 28 USC § 1746
I, Norma Martinez, hereby declare as follows:
1. I have personal knowledge of the facts stated in this declaration. If called as a witness, I
could and would competently testify to these same facts.
2. I am 36 years old, and I live in Yakima, Washington. I am a single mother of three
children.
3. I was involved with Zurixx’s Flipping Formula program from December 2014 to May
2015. I work as a therapist, and before enrolling in the Flipping Formula program, I had
no experience investing in real estate.
4. On or around December 6, 2014, I began to see Facebook ads promoting a real estate
training program presented by Peter Souhleris and Dave Seymour called Flipping
Formula. The ads said that Flipping Formula would be hosting a series of free events in
my area where the audience would learn the same techniques that these celebrities
employed on their A&E house flipping show, Flipping Boston. At the time, I had been
considering renovating my house and this seemed like a good way to fund the project
while learning more about real estate from two expert investors. I decided to register for
the event that same day. Attachment A, which has been redacted to remove personal
information, is a true and correct copy of the confirmation email that I received when I
signed up for the free event.
5. On December 17, 2014, I attended one of Flipping Formula’s free events at the Red Lion
Hotel in Yakima. Peter Souhleris and Dave Seymour did not attend the event, but the
speaker who led the presentation played a brief, prerecorded video where the celebrities
1
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apologized for not being present. Throughout the Flipping Formula presentation, the
speaker talked about these two individuals as if they had founded the company and
maintained a close working relationship with all of the representatives at the event.
6. At the free event, the speaker pitched a 3-Day Workshop that Flipping Formula was
planning to host in Yakima in January 2015. He said that workshop attendees would
learn how to flip houses, invest in real estate using little to none of their own money, save
for retirement, and become financially independent. The speaker also told the audience
that the company would provide its clients with up to $500,000 in funding to complete
their first real estate deal.
7. During his pitch, the speaker told the audience that the real estate market in Yakima was
booming and that it was the most profitable time to flip houses in five years. At this
time, I do not remember the specific amount of money that the speaker told the audience
we could make if we followed the Flipping Formula program. However, based on the
notes that I took at this event, I believe that he said we could make approximately $5,00010,000 on a deal involving an assignment of contract, $10,000-20,000 on a wholesale
deal, and anywhere from $20,000-100,000 on a fix-and-flip, while only working 10-12
hours a week over a period of three months. Attachment B is a true and correct copy of
my handwritten notes from the free event.
8. The speaker said that the retail cost of the 3-Day Workshop was $5,995, but that audience
members who signed up for the workshop during the free event, would receive a discount
that lowered the price to $1,997. Attachment C, which has been redacted to remove
personal information, is a true and correct copy of the receipt that I received for this
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purchase, followed by a digital invoice confirming that the company processed my
payment on December 17, 2014. The digital invoice lists the merchant’s name as
“Premium Financial Training.”
9. After I paid, the Flipping Formula salesperson handed me a folder containing documents
related to the upcoming workshop. Attachment D is a true and correct copy of the
“Tuition Guarantee Certificate” for the Flipping Formula program. The first paragraph of
this certificate identifies Premium Financial Training as the company offering the
“Flipping Formula Real Estate Workshop.” Attachment E is a true and correct copy of
the company’s “Triple Your Investment Guarantee” certificate. Attachment F is a true
and correct copy of the “Admission Certificate” that I received for the 3-Day Workshop.
The receipt identified in Attachment C and all of the certificates mentioned in this
paragraph have a copyright that reads “©2014 Premium Financial Training” and lists
6465 South 3000 East, Suite 201 Salt Lake City, Utah 84121 as the company’s address.
10. Attachment G, which has been redacted to remove personal information, is a true and
correct copy of a confirmation email that I received on December 18, 2014 regarding the
3-Day Workshop. This message was signed “Dave and Pete, The Flipping Formula” and
contained a link to a video where David Seymour and Peter Souhleris discussed the
workshop.
11. From January 2 to January 4, 2015, I attended The Flipping Formula’s 3-Day Workshop
at the Yakima Valley Hotel. There was one main speaker at this event. Other Flipping
Formula representatives were at the event and met with customers individually
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throughout the weekend to discuss the possibility of purchasing Flipping Formula’s
advanced packages.
12. During the first day of the 3-Day Workshop, the main Flipping Formula speaker talked
about the importance of using credit cards in our real estate businesses. He said that all
of the Flipping Formula representatives who were present, and many other successful real
estate investors, used credit cards to pay for business expenses that they could not cover
with a traditional loan. He also told us that by using credit cards, we would be creating
“constructive debt,” and that if we increased the credit limit on our cards while
maintaining a certain debt ratio, our credit scores would increase. After this discussion,
the speaker told us to take out new credit cards or contact our credit card company to ask
them to increase our credit limits. Attachment H is a true and correct copy of the Credit
Card Negotiations script that I received as a handout.
13. On the second day of the 3-Day Workshop, the main Flipping Formula speaker discussed
three additional real estate course packages that the Flipping Formula program offered.
The speaker said that audience members would receive a special discount if we
purchased a package during the 3-Day Workshop. Attachment I is a true and correct
copy of the pricing sheet that I received, which shows a breakdown of the items included
in each package, and what we were told was each package’s retail price and discounted
price.
14. Throughout the 3-Day Workshop, the Flipping Formula speaker showed us sample
wholesale and fix-and-flip transactions for properties in my area, and the costs and profits
associated with them. The profits that the speaker calculated in these examples were
4
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consistent with the amounts reflected in my notes from the free event. This speaker told
us that, if we followed the program precisely, we could expect to make similar returns on
our flips. When I considered purchasing Flipping Formula’s different packages, I was
under the impression that the amounts shown in those examples were typical of what I
could expect to make on real estate deals in my area.
15. On the final day of the 3-Day Workshop, I met with a Flipping Formula representative
named Ross to discuss what steps I should take to launch my real estate investment
business. During this meeting, Ross recommended that I purchase the Diamond Package.
He said that I would make back the money I spent on this purchase once I completed my
first real estate deal. Attachment J is a true and correct copy of the “Four Week Action
Plan” that Ross gave me during this session, which outlines the steps I needed to take to
launch my real estate business over the weeks leading up to the Fast Start Boot Camp,
which was part of the Diamond Package.
16. That same day, I purchased the company’s Diamond Package, for $40,297. I had to use
every credit card that I held at the time to pay for the Diamond Package so I could avoid
maxing them out. I understood from what the Flipping Formula representatives said at
the workshop that I was receiving a substantial discount from the package’s normal retail
price of $73,973. Attachment K, which has been redacted to remove personal
information, is a true and correct copy of the receipt that I received for this purchase.
17. Attachment L is a true and correct copy of the “Investor Education Commitment”
certificate that I received when I paid for the Diamond Package.
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18. Attachment M, which has been redacted to remove personal information, is a true and
correct copy of a confirmation email that I received from Erika Rebentisch on January 6,
2015 welcoming me to the Flipping Formula Elite Training Program. This email
contained a brief description of each item included in the Diamond Elite Training
Package that I purchased at the 3-Day Workshop. In her email signature, Ms. Rebentisch
listed the name of the company behind the Flipping Formula program as “Premium
Financial Training.”
19. I participated in Flipping Formula’s Fast Start Boot Camp from January 22 through
January 24, 2015. There were 10 to 15 attendees at the Boot Camp.
20. As part of the Boot Camp, a realtor named Lance King was supposed to teach us new
concepts that we needed to know in order to evaluate a property for a flip. We would
later apply what we learned from Mr. King at the open house on the second day, and
review the takeaways from the event on the third day. After the Boot Camp concluded, I
still did not feel that I had received enough information from the Flipping Formula to
launch my own business and make profitable investments in real estate.
21. On or around January 27, 2015, I received a call from Premium Financial Training.
During this call, a representative named Chad offered to sell me an additional real estate
program called the Inner Circle. This offer included a year’s worth of coaching and
access to real estate investment courses that were not in the Diamond Package I
purchased at the 3-Day Workshop.
22. Chad told me I could choose between two tiers of course packages available for the Inner
Circle program. The lower-tier package cost $23,500 and was designed for new investors
6
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who wanted to be more cautious with their real estate deals. The higher-tier option cost
$38,500, included more courses, and was designed for more “aggressive investors.”
Chad claimed that, if I purchased the more expensive package, I would recoup my
investment faster.
23. Chad told me that, in order to help me pay for the Inner Circle program, Premium
Financial Training would allow me to trade the two-day one-on-one mentoring session
from the Diamond package for a credit against the cost of the Inner Circle package.
Attachment N is a true and correct copy of the Enrollment Confirmation and
Authorization Agreement that I signed electronically when I purchased the Inner Circle
package on February 3, 2015. The first paragraph of this agreement describes the Inner
Circle program as “the Premium Financial Training, Flipping Formula, Coaching
Program.”
24. Attachment O, which has been redacted to remove personal information, is a true and
correct copy of some of the February 2015 monthly statements for the credit cards that I
used to cover this purchase.
25. Attachment P, which has been redacted to remove personal information, is a true and
correct copy of a confirmation email that I received from a Premium Financial Training
representative named Yvonne Colvin on February 3, 2015. This email contained an
attachment entitled “Welcome Letter”, which is included in Attachment P.
26. Between February 6, 2015 and May 1, 2015, I participated in a number of one-on-one
sessions with coaches Erin Higbee, Bret Ehlers, and Randy Cochrane. Attachment Q is
a true and correct copy of the login page for Flipping Formula’s online members center.
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27. Around the middle of February 2015, I began working with a local realtor named
Alejandro Haro. Mr. Haro told me that Yakima had a slow housing market where it took
longer to sell properties. Because this would likely increase my estimated holding costs,
Mr. Haro believed that the conditions in the Yakima housing market were unfavorable for
fix-and-flip and wholesale projects. Mr. Haro’s recommendations contradicted the
information that I received at the Flipping Formula events I had attended.
28. Attachment R, which has been redacted to remove personal information, is a true and
correct copy of a message that the “Advanced Camps Team” sent to my email address
regarding the Inner Circle Camp on March 7, 2015. This was the first time I noticed that
Premium Financial Training had begun to refer to itself as “Advanced Real Estate
Education.” I did not attend this event.
29. Attachment S is a true and correct copy of the agenda for the Las Vegas Investor
Summit I attended from April 16 through April 18, 2015 with my sister, Selerina. This
event consisted of presentations from AREE representatives and Q&A sessions with
different house flipping celebrities like Peter Souhleris and Dave Seymour from A&E’s
“Flipping Boston,” Christina and Tarek El Moussa from HGTV’s “Flip or Flop,” and
Doug Hopkins from Discovery Channel’s “Property Wars.” There were also various
presentations from AREE’s affiliates where sales representatives tried to pitch their
respective companies’ services to attendees.
30. During the Investor Summit, I met with representatives from a company called Seed
Capital. Representatives at the event told me that Seed Capital helped entrepreneurs
obtain business credit for their investments and that they would be a good source of
8
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funding for my real estate projects. The way the representatives at the event discussed
the relationship between Flipping Formula and Seed Capital gave me the impression that
both companies were part of Advanced Real Estate Education.
31. Seed Capital claimed that the company could get its clients a minimum of $50,000, free
of risk with a 0% interest rate for 6-18 months. The company also claimed that I would
qualify for a $50,000 line of credit if I purchased a $3,000 consulting package and paid
the company a $495 credit review fee. Attachment T is a true and correct copy of the
documents that I received from Seed Capital.
32. During the last day of Investor Summit, Selerina and I began to work with an AREE
Business Development Advisor named Lance Phillips to initiate the loan application
process for Seed Capital. During our discussions, Lance asked me to forward my Seed
Capital application, along with other financial information. This gave me the impression
that enrolling in the AREE Business Builder program was necessary to obtain a line of
credit through Seed Capital.
33. On or around May 11, 2015, I paid Advanced Real Estate Education $2,495 to enroll in
their AREE Business Builder program. Attachment U is a true and correct copy of the
digital contract that my sister and I received for this purchase with Selerina’s electronic
signature.
34. On or around May 14, 2015, I received my account information for
PremiumFinancialFunding.com, the website through which AREE provided the Business
Builder mentoring sessions. Once I began reviewing this information, I learned that this
program was not related to Seed Capital’s loan application process. This was also when I
9
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realized that Seed Capital’s loan program focused on obtaining credit cards, not a line of
credit, as I originally believed. Attachment V is a true and correct copy of the email that
I received from AREE on May 14, 2015.
35. On May 19, 2015, I received an email from Erin Thomas at Seed Capital saying that the
company estimated I would be approved for “$80,000-$100,000+ in revolving credit card
lines.” I forwarded this email to Lance Phillips at AREE to ask him about Seed Capital’s
relationship to AREE and about the fees that we were charged. Attachment W is a true
and correct copy of the email that I sent Lance Phillips on May 19, 2015.
36. I was running out of money to sustain my business and I did not know how to proceed. I
did not feel like I was in a position to take out additional loans and I could not afford to
pay down the debt that I had accumulated from participating in the Flipping Formula
program. I stopped working with AREE and its affiliates after May 2015 and did not
request a refund through the company because I believed they would sell me additional
real estate courses instead of honoring their Investor Commitment guarantee.
37. By the end of May 2015, I had paid AREE over $50,000. Attachment X is a true and
correct copy of an email that I received on November 19, 2015from an AREE
representative named Makayla Tuft with an itemized list of products I had purchased
from the company.
38. In or around November 2015, I began to submit claims disputing the charges that AREE
made to my six credit cards. HAPO Community Credit Union, Bank of America, and
American Express rejected my claims because the payments that I made with these credit
cards were outside of the three-month window for chargeback requests. US Bank
10
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Your Password is:
You login at:
http://Member.PremiumFinancialFunding.com
Once you login, you will find a very comprehensive step-by-step program that explains in detail everything that must be
completed and we are here to support you through every step.
Here are websites to help you complete Step #1, Lender Compliance.
To set up a business virtual office:

www.davincivirtualoffice.com

www.regus.com

To get a business phone number:
www.ringcentral.com

www.grasshopper.com

List the phone number with the 411 directory:

www.listyourself.net
Please let me know if you have any questions throughout the software.
Best Regards,

Melissa Miller
Business Credit Coach
6465 South 3000 East
Salt Lake City, UT 84121
801-432-8565 EXT 731
mmiller@advancedree.com
ADVANCED REAL ESTATE EDUCATION
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Bazan, Maria
From:
Sent:
To:
Subject:
Attachments:

Norma Martinez
Monday, April 15, 2019 9:33 PM
Bazan, Maria
Fwd: seed capital contracts
Seed Capital application.pdf; Seed_Capital_Consulting_Agreement_4_NS_Z.pdf

Follow Up Flag:
Flag Status:

Follow up
Flagged

-----Original Message----From: Norma
To: lphillips <lphillips@advancedree.com>
Sent: Tue, May 19, 2015 3:49 pm
Subject: seed capital contracts
Hello Lance,

My sister and i spoke to Aaron separately and we both feel that the information about obtaining a financial
loan was understood when we spoke last week with you. The information you provided us with did not
match with the information that is being provided by Aaron at seed Capital.
When we talked, it was mentioned that part of the package was a fee of $2,500 for an entity and a
business mentor that would support the business in building its own credit and it would help both of the
businesses (my sister and my business) when seeking mentoring information.
When I talked with Aaron, she explained that the mentoring was not part of their offer but it was through
premium financial. As per our conversation, it was stated in a way to make it seem as it was a
requirement to be able to proceed with obtaining the credit line. The information was not given in a way
where we could opt out from mentoring services and only consider obtaining a loan from seed capital.
- We also discussed the financing component and we asked if this financing was a credit line that we can
use when needed. You clarified that there would be a 1x fee of 3,495 that would automatically withdrawn
out of the loan when we decided to use it and made it sound like it would be a fee for the three loans
(Selerina, Juan and Norma). As per the conversation with Aaron, she states that each loan would cost a
total of 3,495 for each loan. My sister understood that the financing is inform of credit cards and not one
credit line and that once approved we would have to start paying on the loan.
We would appreciate a call from you to clarify all of our misunderstandings. We are feeling frustrated with
the process and feel like information was not clear and its making us feel like we can trust the process.
Please schedule a time with us to speak.
Sincerely
Norma Martinez

Begin forwarded message:
From: Erin Thomas <erin@seedcapital.com>
Date: May 19, 2015 at 10:20:12 AM PDT
To: "
"<
>
Subject: seed capital contracts
Reply-To: Erin Thomas <erin@seedcapital.com>
1

Martinez Declaration

Attachment W - 1

EX 39, p. 83

Case 2:19-cv-00713-DAK-EJF Document 12-37 Filed 09/30/19 Page 85 of 87
After reviewing your credit report you qualify for our $50,000 Guarantee package. Your
estimated approval amounts will be $80,000 -$100,000+ in revolving credit card
lines. your only conditions is your inquiries and 26k in paydowns.
Please review all this information and get back to me with any questions by next week.

This is the link to get to the two contract links and support paperwork
Then if you have any questions to let me know a good time to call you to go over with you
any questions about our program. The charges that appear within the contracts are as
follows:

1. $495.00 credit review fee: this is typically due when all notarized contracts
and support paperwork have been returned to us via scan, email or
fax. However, due to your relationship with Premium Financial this fee is initially
waived and charged only after funding is in place. This puts you under contract
and allows us to start working on your behalf to begin acquiring funding.

2. $3,000.00, Credit Establishment Fee: this is due once we have started
the application process and you have achieved at least $50,000 in approved
credit lines. That said, we will definitely not stop at $50,000 in approvals will get
you as many approvals as your credit profile will allow from our database of 100+
lenders.

3. $3,000.00 Consulting Fee (Optional): this is typically charged 7 days
after the Application fee has been charged. However this WILL NOT be charged
unless you have given your express permission to move forward. Please view
the following link to receive a detailed description of what our consulting will
provide: http://www.seedcapitalcorp.com/forms/Consulting Description NS.pdf

4. $100.00 Miscellaneous Fees: this $100.00 budget will cover the fees
associated with freezing a credit bureau to keep banks from pulling more
inquiries then they should, in order to protect your credit as much as
possible. The bureaus charge $5-10 per bureau lock (fees vary from state to
state). Typically we will have to initiate no more than 2 or 3 locks. It is very rare
that the bureau freezes result in more than $30-40 total.

5. $29.95 per month for Credit Nav: our underwriting team will need access
to this site for approximately 60 days in order to monitor inquiries and bank
approvals. Once we are done with the application process we encourage you to
keep this membership active as it is a very valuable tool to monitor your
credit. However, after 60 days you are welcome to cancel at anytime if you so
desire.
This link will give you an overview of how our process works and the time frames you can
expect: http://www.seedcapitalcorp.com/forms/Seed Capital Process.pdf
This link provides a welcome letter and in depth description of our company and
process: http://www.seedcapitalcorp.com/forms/client welcome letter.pdf
This explains why credit cards are the absolute best financial tool possible for a small
business: http://www.seedcapitalcorp.com/forms/Financial Tools for Small Businesses
.pdf

Sincerely,
Erin Thomas
2
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Seed Capital, LLC
PH: 866.988.7333 Ext. 107
Local Tel #: 702-436-4147
Fax # 1: 702-446-8008 Fax # 2: 866-713-6206
My Assistant is Lucas Yount at ext 106 if you need immediate assistance.

3
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DECLARATION OF JERRY DOUGLAS PURCELL, JR.
PURSUANT TO 28 U.S.C. § 1746

I, Jerry Douglas Purcell, Jr., hereby declare as follows:
1. My name is Jerry Douglas Purcell, Jr. I have personal knowledge of the facts stated in
this declaration and, if called as a witness, I could and would competently testify to the
facts below.
2. I am 46 years old and am a resident of Florida. I am currently employed as
bartender/server at a brewery and a nautical crew member for a private charter boat
company.
3. Between January 2013 and January 2019, I was licensed as a real estate broker and
general contractor in Colorado. At the time of the events I describe below, I was earning
money remodeling residential properties as a self-employed contractor in Colorado.
4. Sometime around March 2016, I received a postcard in the mail advertising a free real
estate event in Westminster, Colorado. The event was sponsored by a company called
Success Path (“Success Path” or “AREE”) and featured Tarek and Christina El Moussa
from the popular Flip or Flop show on HGTV that I used to watch. The postcard
indicated that Tarek and Christina would teach us how to get access to preapproved
funding for real estate investments and make fortunes flipping real estate.
5. My ex-wife, Tera, and I decided to register for the free real estate event. In addition to
meeting Christina and Tarek in person, I was excited to learn about how I could obtain
funding to invest in real estate. As a general contractor, I had substantial remodeling
experience so I knew I could handle the “fixing” part. I merely lacked the finances to
start investing in real estate.
6. I cannot recall at this time whether I registered for the free event by phone or online.
Upon registering, I received an email from Success Path/AREE confirming my
registration. A true and correct copy of this email is Attachment A. The email indicated
that at the free event, we would obtain “insider access to private pre-auction real estate
inventories” and receive “up to $500,000 in pre-approved real estate funding,” among
other things.
7. On March 23, 2016, Tera and I attended the free real estate event, which was held at a
conference room at the Noah’s Event Venue in Westminster, Colorado. There were
approximately 30 to 50 people in attendance. The entire event lasted about two hours.
There were three presenters, whose names I do not recall at this time. They all spoke in
general about how easy it was to achieve financial freedom in real estate using Success
Path’s “system.” I understood that Success Path was selling a “system” that would give
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us access to hard-money lenders and a short-term loan process, which would help us start
investing in real estate. The presenters claimed that we could buy and sell property while
sitting at home without using any of our own money. Not having to use our own funds to
start investing in real estate was important to me.
8. The presenters spent most of the two hours focusing on a three-day workshop that the
company was offering. One presenter indicated that we would learn everything we
needed to know about investing in real estate at the three-day workshop, including
gaining access to investors who would fund our investments so we would not have to use
our own money. The main reason I signed up for the free real estate event was to get
access to those investors. I was willing to do all the leg work to find and rehab the
properties. I just needed a funder who would be willing to finance the deals. I would not
have purchased the three-day workshop if I had known that Success Path would sell
additional workshops and education to us at the workshop.
9. At some point, one of the presenters showed us a video of a testimonial from a retired
police officer who was successful in purchasing and flipping real estate properties using
Success Path’s system. The retired officer had a remarkable story about how he teamed
up with his mentor at Success Path who helped him finance a property that he purchased
and flipped. From that one investment, he earned enough to pay back the mentor, cover
the amount he paid for the Success Path training, and move forward to do more
investments. He eventually made so much money that he retired from the police force
and is now a millionaire. The retired officer’s testimonial convinced me to move forward
with the three-day workshop and that Success Path would connect me with the investors
that I needed to get started investing in real estate.
10. One of the presenters said that if we purchased the three-day workshop that day, Success
Path had a special deal and we would pay a price of $1997, which was discounted from a
much higher price. I do not recall the higher price at this time. We purchased the threeday workshop, and charged the $1997 on my credit card that day. On March 29, 2016, I
received an email confirming my registration for the three-day workshop. A true and
correct copy of the March 29, 2016 email is Attachment B. The email promised that we
would “gain insider access to private pre-auction real estate inventories,” have access to
“government-guaranteed real estate programs,” and “be introduced to the tools that can
completely change your financial future” at the three-day workshop.
11. On April 1-3, 2016, Tera and I attended the three-day workshop, which was held in a
conference room at the Westin Denver International Airport in Denver, Colorado. There
were approximately 200 people in attendance.
12. We attended all three days of the three-day workshop. There were several presenters, but
I recall the name of only one of the presenters who identified himself as Robert Shemin.
Shemin claimed that he became “filthy” rich investing in real estate himself. Shemin
stated that we would not need to use any of our own money to buy investment real estate
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with Success Path’s system. He indicated that Success Path had a list of investor-lenders
who were ready to provide us with the financing to get started. He also showed us a
video that played testimonials of people who made a lot of money flipping houses using
Success Path’s system.
13. At some point during the three-day workshop, the presenters told us to contact our credit
card companies to increase our credit card limits. They instructed us to tell the credit
card companies that we were each making $110,000 to $120,000 even if we were earning
less. At the time, Tera and I were making a combined income of $85,000. I called
several credit card companies and told them that I was making $110,000 to $120,000 as
instructed by the presenters. I was successful in increasing one of my credit card limits to
about $29,000.
14. The presenters spent a lot of time describing three advanced real estate training packages
offered by Success Path. They indicated that the Diamond package, which was the most
expensive package, was the only package that would provide one-on-one mentoring, and
the three-day Fast Start Bootcamp, among other things. The police officer, whose
testimonial I had heard earlier, had indicated that his one-on-one mentor helped him
finance his first real estate investment so it made sense to me to go with the Diamond
package.
15. The presenters promised that the Diamond package would give us access to investor
lenders who would finance 100% of our real estate investments, which is what I needed.
I signed up for the Diamond Package, which cost approximately $40,000. I do not recall
how much the other packages cost at this time. I could not afford to purchase the
package at once. I charged most of it on my credit cards at the three-day workshop and
charged the remaining $8,000 on another credit card a couple weeks later. A copy of the
email confirming the $8000 payment is Attachment C.
16. Soon after the three-day workshop, I signed up for the Fast Start Bootcamp, which was
part of my Diamond package. I received an email on April 19, 2016 confirming my
registration. A true and correct copy of the email I received is Attachment D. The email
indicated that there would be real estate investors at the Bootcamp who will share actual
experiences and success stories that apply in the real estate markets, and will work “in the
trenches” with us to secure our financial future.
17. On April 21–23, 2016, Tera and I attended the Fast Start Bootcamp, which was held at
the Hampton Inn & Suites Denver Littleton in Denver, Colorado. We attended all three
days. I recall one of the presenters identified himself as Jess Havemann. Havemann
indicated that he successfully flipped approximately 23 properties in Salt Lake City using
Success Path’s system. He also claimed that Success Path gave him access to investors
who funded his real estate purchases.
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18. There were several other speakers at the Bootcamp, but I do not recall the names of the
other speakers at this time. The main reason I attended the Bootcamp was to find
investors who would fund my investments, but I was never connected with them, as had
been promised at the free event and the three-day workshop The presentations were on
how to locate properties that were dilapidated, calculate square footage to rehabilitate
residential properties, and negotiate deals, which was information that I already knew as
an experienced contractor.
19. At some point after I attended the Bootcamp, Al Philip –Neri was assigned to me as my
mentor. In May 2016, Tera and I spent three to five hours a day for three days with him
driving around various neighborhoods in the Denver, Colorado area. He drove us in his
Range Rover to look at approximately twenty real estate listings that I had found on my
own. Al made some comments about how much it would cost to rehabilitate the homes
based on the square footage. Again, this was information that I already knew as a general
contractor. He did not provide us information I did not already know.
20. We eventually found three properties that I could potentially flip. The offering price for
each of the properties was around $175,000 to $200,000. I decided that it would cost
approximately $25,000 to rehab the properties. I estimated that I could sell each property
for $325,000 to $350,000 after fixing them. When I contacted Al, he told me to contact
Jack Daniels at Success Path about receiving the necessary investment funding. When I
contacted Jack, he informed me that I would need to bring approximately $98,000 of my
own money to invest in the three properties. This really upset me. The entire reason I
had invested over $43,000 in Success Path/AREE’s “system” was to find investors who
would fund the real estate purchase so I would not need to use any of my own money.
During the entire process, I was promised that I would not need to use any of my own
money to invest.
21. On May 23, 2016, I sent an email to Robert Shemin, the speaker at the three-day
workshop, and reported that the system taught by Success Path was useless. I cc’d all the
mentors that were identified at Success Path. I complained that I have been unable to
find properties that I could “fix and flip” because the market is completely saturated with
cash investors who would purchase the properties on the spot. With the few properties
that were available, I said that the investors suggested by Success Path refused to provide
me with the funding that I was promised. A true and correct copy of the email I sent
Robert Shemin on May 23, 2016 is Attachment E. Robert Shemin never responded to
the email.
22. Sometime in June 2016, I signed up for the Las Vegas Investor Summit, which was also
included in the Diamond package. On June 6, 2016, I received an email confirming my
registration for the Investor Summit. A true and correct copy of the email I received is
Attachment F. The following day, on June 7, I received an email describing the Investor
Summit. It also provided instructions on how to obtain a credit report, and indicated that
upon review of my credit report, the “funding” team would provide a “detailed outline of
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[our] funding options” at the Summit. A true and correct copy of the email I received
from AREE on June 7, 2016 is Attachment G.
23. Tera and I attended the Investor Summit in Las Vegas, Nevada from August 11 to August
13, 2016. It was held in a conference room at the Mirage Resort and Casino. There were
approximately 200 people in attendance. There were six to eight speakers at the event
including celebrities who I recognized from various TV shows associated with flipping
homes. I do not recall their specific names nor the specific TV shows at this time.
24. I do not recall specific details about the Investor Summit other than that I did not learn
anything new. For three days, the speakers spoke generally about how easy and little
time it would take to earn a lot of money investing in real estate if we used the system
taught by Success Path. They did not provide me with details about funding options as
promised.
25. Sometime in late December 2016, I contacted my mentor, Al Philip-Neri, regarding a
property that I found to “assign.” Assigning was one of the investing techniques covered
at the various training sessions I attended. When I contacted Al, he indicated that I could
not “assign” properties because I had a real estate broker license. I was really upset
because this was the first time I learned that I could not “assign” properties as a real
estate broker. He knew that I was a licensed real estate broker all along and never
mentioned that I could not “assign” properties. He gave me $5800 for “finding” the
property. He found an investor who purchased the property from the original seller, and
did not include me in the purchase agreement.
26. At this point, I realized that Success Path/AREE was a scam. Tera and I did everything
the company asked us to do, including attending all the training that was included in the
Diamond package, but was not able to close on a single property using its system. I paid
them over $43,000 and did not learn anything.
27. On January 5, 2017, I sent an email to AREE, and demanded a refund. I stated that I was
unable to close on a single property using the system taught by Success Path/AREE, and
indicated that I intended to file a legal suit against Success Path/AREE. A true and
correct copy of the email I sent to AREE on January 5, 2017 is Attachment E. An AREE
representative, Ashlie Barnett, replied to my email indicating that she would forward my
email to the customer service department, but no one responded.
28. That same day, I filed a complaint with the Better Business Bureau and contacted
ripoffreport.com to lodge a complaint against Success Path. I cc’d Success Path on the
complaint. AREE/Success Path contacted me immediately and offered to settle with me
for $20,648.50, which was less than half what I paid them. I was desperate to get money
to pay off the credit card debt that I incurred from Success Path so I decided to accept the
offer.
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29. The company agreed to settle for $20,648.50 on the condition that I sign a settlement
agreement The Settlement and Mutual Release Agreement required me to agree not to
"file or pursue any other claim or action pertaining to Customer' s interactions with
AREE, its clients ... including but not limited to administrative complaints, complaints
with the Better Business Bureau, civil litigation, internet postings or biogs, magazine,
newspaper or other such published articles, complaints with any state or federal
government agency, including but not limited to Attorneys' General or FTC, or credit
card/merchant chargeback/refund transaction(s)." I signed the Settlement Agreement on
January 10, 2017. A true and correct copy of the Settlement Agreement I signed is
Attachment H.
30. In December 2018, an attorney from the Federal Trade Commission contacted me
regarding the complaint I filed with the BBB and asked me about my experience with
Success Path/AREE. I agreed to provide a written declaration regarding my experience.
31. I paid Success Path/AREE more than $43,000 and did not get anything in return. I
recently filed for bankruptcy because I could no longer afford to pay $1500 - $3000 per
month for the credit card debt I incurred from Success Path. I have also accumulated
over $10,000 in interest from the credit card debt that I incurred from Success Path. My
credit score is in the low 400s, which is the lowest it has ever been.
I state under penalty of perjury, that the foregoing is true and correct.

.

Executed on O ~

, 2019
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_ L _ _ _ _ _ _ _ _ _ _ _ __
From:
Sent:
To:
Subject:

Doug
Thursday, November 29, 2018 4:37 PM
Fwd: Event Confirmation

Begin forwarded message:
From: "Success Path" <gettotheevent@advancedree.com>
Date: March 5, 2016 at 10:12:58 AM MST
To:
Subject: Event Confirmation
Reply-To: gettotheevent@advancedree.com

PROGRAM CONFIRMATION
Dear Doug,
Congratulations! You have made the right choice by registering to attend our exclusive
and FREE Real Estate event in Westminster! Get ready to learn real ways to make
money in your market right now! We have teamed up with local sponsors and personal
contacts to provide you with a truly once-in-a-lifetime opportunity.
At this event you will see how to:





Gain insider access to private pre-auction real estate inventories
Get up to $500,000 in pre-approved real estate funding
Access government-guaranteed real estate programs
Use our cutting edge strategies in your market

The details of your reservation are listed below:
Event Date and Time: Wednesday, March 23, 2016 at 12:00PM.
We recommend that you arrive a few minutes early to obtain a good seat and get settled
in for an exciting program!
Venue and Location:
Noah's Event Venue
11885 North Bradburn Boulevard
Westminster, CO 80031
Confirmation Number: MGT603030

Purcell Declaration
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We are excited to have you on board. This is going to be a life-changing event that you
will never forget!
To YOUR success,
Tarek and Christina El Moussa's Success Path Team

8+ in w
This email was sent to

by gettotheevent@advancedree.com

UNSUBSCRIBE | MGT603030-01
Advanced Real Estate Education | 6465 S 3000 E | Suite 201 | SLC | UT | 84121
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-------------------From:

Doug ~
>
Thursday, November 29, 2018 4:38 PM

Sent:
To:
Subject:

Fwd : Success Path 3-Day Real Estate Accelerator Information

Begin fo1w arded message:

From: Success Path <gettotheevent@advan cedree.com>
Date: March 29, 201 6 at 11 :20: 5 1 AM MDT
To:
Subject: Success Path 3-Day Real Estate Accelerator Information
Reply-To: gettotheevent@advancedree.com

~ SuccessPath

Congratu lations and
we lcome to the Success
Path team!

p

,r!,-'-..~'";~...,,••

Dear Doug,

Congratulations on becoming part of the
Success Path team!
We have confirmed your attendance at Tarek and
Christina's exclusive 3-day Real Estate Investment
Accelerator.
Details of the event are as follows:

April 1,2,3
The Westin Denver International Airport
8300 Pena Boulevard
Denver, CO 80249
Registration for the Real Estate Accelerator will be
at 8:30am, the program starts at 9:00am each day.
Recording of any presentation is strictly
prohibited. No recording devices please.

Please come prepared to:
•

•

•
As you know , knowledge by itself is just
information, but when you combine knowledge with
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proven applications you have power. At this
event you will be introduced to the tools that can
completely change your financial future.

•

And much more...

We look forward to helping you make the most of
this 3-day Real Estate Investment Accelerator.
Dedicated to your success,
Tarek and Christina
Success Path
Copyright 2016 Advanced Real Estate Education. All rights reserved .

Success Path, 6465 South 3000 East, Suite 201, Salt Lake City, UT 84101
SafeUnsu bscri be™

Forward this email I About our service proyjder
Sent by gettotheevent@advancedree.com in collaboration with
-

-

..

,_.,,

Try it free today
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---------------From:
Sent:
To:
Subject:

Doug <
>
Thursday, November 29, 2018 4:38 PM
Fwd: Purchase Receipt

Begin forwarded message:
From: Jeff havemann <lakecitycashflow@gmail.com>
Date: April 29, 2016 at 12:14:18 PM MDT
To: Doug Purcell <
>
Subject: Fwd: Purchase Receipt
Here is one for $8000
---------- Forwarded message ---------From: Jeff havemann <lakecitycashflow@gmail.com>
Date: Mon, Apr 4, 2016 at 11:18 AM
Subject: Fwd: Purchase Receipt
To: Liz Sharpe <mecollections@zurixx.com>
Collection
MGT603030
SPWK11218
$8000
---------- Forwarded message ---------From: <customerservice@advancedree.com>
Date: Mon, Apr 4, 2016 at 10:16 AM
Subject: Purchase Receipt
To: lakecityCASHflow@gmail.com

Your card has been charged by Advanced Real Estate Education. Below is
your receipt of payment.
Transaction Details
----------------------Merchant: Advanced Real Estate Education
Type:
Credit Card Sale
Invoice #: SPWK11218
Amount:
8,000.00
Description: MGT603030 Denver
Card Holder: Jerry D Purcell
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Card Number: xxxxxxxxxxxxxx

v8.1-ue-vt-c
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-------------------From:

Doug ~
>
Thursday, November 29, 2018 4:19 PM

Sent:
To:
Subject:

Fwd: Fast Start Bootcamp Information

Begin fo1warded message :

From: "Advanced Real Estate Education" <elitecustomerservice@advancedree.com>
D a t ~43 :32 PM MDT
To:Subject: Fast Start Bootcamp Information
Reply-To: elitecustomerservice@advancedree.com

B

SuccessPath
Your Fast Start Bootcamp Agenda

Dear Doug Purcell,
We are very excited you have committed to your future by adding the Three-Day Fast Start
Bootcamp to your success program. As a reminder, this is an intensive, hands-on event
designed t o produce incredible results. Participation is a must for your long term success...
please come prepared to listen, ask lots of questions, get out into the field and learn!
Your instructors are experienced Real Estate Investors and will share not only book formulas,
but actual experiences and success stories that apply in today's rapidly-evolving real estate
markets.
Your event will be at the following location on these dates and t imes: (location was chosen to
be central for ALL participants and to minimize parking fees)
Hampton Inn & Suites Denver Littleton
7611 Shaffer Pkwy
Littleton, CO 80127

April 21st-23rd (Thursday - Saturday)
9:00am - 4:30pm each day
Click HERE for a printable agenda
Items to bring:

Purcell Declaration

1

Attachment D - 1

EX 41, p. 13

Case 2:19-cv-00713-DAK-EJF Document 12-39 Filed 09/30/19 Page 15 of 26

•
•
•
•

Laptop, iPad or tablet for class participation
Calculator
Clip board
Flash light

We are so excited to get out and work " in the trenches" w ith you to secure your financial
future. This is a very important step and we congratulate you on taking charge of your
success!
See you at the Event !
Sincerely,
Your Elite Student Services Team
Phone: 800-203-1273
ADVANCED REAL ESTATE EDUCATION
Copyright © 2016 Advanced Rea l Estate Education. All Rights Reserved.
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---------------From:
Sent:
To:
Subject:

Doug <
>
Thursday, November 29, 2018 4:17 PM

Fwd: CONCERNED!!! Success Path Real Estate Education

Begin forwarded message:
From: DOUG <
>
Date: January 5, 2017 at 4:40:18 PM MST
To: Ashlie Barnett <abarnett@advancedree.com>
Cc: lakecitycashflow@gmail.com, karenpft@gmail.com,
xenia4realestate@gmail.com, michele24realestate@gmail.com,
lesthill@gmail.com, richardteam1@gmail.com, Clawson@advancetree.com
Subject: Re: CONCERNED!!!
I HAVE NOW BEEN INFORMED BY MY LOCAL MENTOR THAT I CANNOT ASSIGN
PROPERTIES, BECAUSE I AM A LICENSED REAL ESTATE BROKER. THEREFORE
AND ONCE AGAIN.... I CANNOT GET CAPITOL FOR A HARD MONEY LOAN
BECAUSE I GAVE YOU GUYS ALL MY MONEY AND NOW I CAN'T ASSIGN
PROPERTIES. THEREFORE, EVERY BIT OF THE INFORMATION THAT I HAVE PAID
$43,000.00 HAS BEEN DEEMED USELESS. I HAVE PAID OVER $3000.00 IN
INTEREST CHARGES SINCE THE CLASS AND HAVEN'T CLOSED A SINGLE
PROPERTY. I SPOKE WITH A "PROFESSIONAL" MENTOR TODAY THROUGH THE
HELP LINE AND HE TOLD ME TO THINK OUTSIDE THE BOX, WHICH I QUICKLY
REMINDED HIM, THAT IS WHY I PAID YOU GUYS $43,000.00... HE REPLIED "I WILL
NOT HAVE YOU YELL AT ME", AND THEN HUNG UP ON ME. I AM FEELING
COMPELLED TO REACH OUT TO EVERY BLOG, EVERY SOCIAL MEDIA PLATFORM,
EVERY NORMAL MEDIA PLATFORM, THE BBB, TLC THE NETWORK THAT FLIP OR
FLOP IS ON AND START SPREADING THE STORY OF THE WORST FINANCIAL
DECISION THAT I HAVE EVER MADE IN MY ENTIRE LIFE. YOU GUYS RIPPED ME
OFF. I AM ALSO GOING TO START RESEARCHING LEGAL ASSISTANCE IN THE
PURSUIT TO GET MY MONEY BACK. I HAVEN'T GOTTEN AN OUNCE OF HELP
FROM ANYONE WITHIN YOUR ORGANIZATION. THIS IS ABSOLUTELY
REDICULOUS, AND IF I DO NOT GET SOME IMMEDIATE ATTENTION I WILL
BANKRUPT MYSELF IF I MUST IN ORDER TO MAKE SURE THAT YOU NEVER DO
THIS TO ANYONE AGAIN. I WILL ALSO TRACK EVERY PERSON THAT HAS EVER
TAKEN YOU CLASS AND IF THEY ARE IN THE SLIGHTEST BIT A SIMILAR
SITUATION THAT I AM IN, I WILL START A CLASS ACTION LAWSUIT.

From: "Ashlie Barnett" <abarnett@advancedree.com>
To: "Doug Purcell" <
>
Sent: Thursday, June 9, 2016 1:27:26 PM
Subject: RE: CONCERNED!!!
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Doug,

Thank you for this email. I will look into this for you  !! I am sorry you have been getting the run
around. Tony and I will do our best to see what we can do for you with the funding process.

Hope you have a great day, Just get the reports to me when you get the chance.

Thank you again Doug

Ashlie Barnett
2750 East Cottonwood Parkway Suite 200
Cottonwood Heights, UT 84121
(801) 432-8565 EXT 707

abarnett@advancedree.com
Advanced Real Estate Education

From: Doug Purcell [
]
Sent: Thursday, June 09, 2016 12:55 PM
To: Ashlie Barnett <abarnett@advancedree.com>
Subject: Fwd: CONCERNED!!!

Ashley,
This is the email I sent to ALL of the mentors from the 3 day accelerator. One out of
about 10 actually responded, and it wasn't Shemin. I can't access creditnav with my
phone because it won't run chrome. I'll get it to you asap.
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Thank you
Doug
Sent from my iPhone

Begin forwarded message:
From: Doug Purcell <
>
Date: May 23, 2016 at 5:13:23 PM MDT
To: robert@sheminwealth.com
Cc: Jeff H <lakecitycashflow@gmail.com>, karenpft@gmail.com,
xenia4realestate@gmail.com, michele24realestate@gmail.com,
lesthill@gmail.com, richardteam1@gmail.com,
Clawson@advancetree.com
Subject: CONCERNED!!!
Hello,
I took the three day accelerator in Denver April 1st, 2nd and 3rd. Since
then, I have been unable to procure any prelisted, wholesale worthy
properties utilizing the methods taught in the class. The market is
completely saturated with wholesalers and cash investors are buying
properties with no contingencies… I MEAN NONE! No inspection, no
financing, none what-so-ever. Nearly every property in the Denver area
goes under contract within hours or days, no matter the condition. Fix and
flippers are settling for 15-20% of there over all investment return. I can’t
compete with that if I am paying 10-15% in hard money loans even if I can
get a property under contract. I just spent day one with Al Philip-Nieri, we
found 3 properties that are worthy off flipping, so he instructed me to
contact success path about the next step for funding. I spoke with Jack
Daniels and he informed me of something rather alarming…. I have to
bring $98,000.00 of my own money to the table partly enlarge to my poor
credit score! Any one in this email know why my credit score is so
bad?….. because of the $45,000.00 I have put into Success Path on my
credit cards. Les said apply for as many credit cards as you can it will
help your credit! My credit score was 710 it is now 580. I was even told
now Tony Dixon may not be able to help me because my credit score is
too bad. I already knew a lot about the real estate business through
contracting, remodeling and being a real estate agent, I did learn some
things in the the accelerator, but not $43,000.00 worth of knowledge in
exchange for every bit of capitol and leverage I had. I am now in a worse
position now than I was before. I am not rich by any means, I am back at
building decks and other construction projects trying to stay afloat, and
just hoping that some kind of emergency doesn’t come up, because if I
even just get sick or injured on the job and start falling behind on any of
my contracts I will be forced to file bankruptcy, all in part the the financial
hole I’ve been put into by my decision to “partner up” with success path. It
does not feel like a partnership at all by the way. You guys talked me into
this mess now please help me get out of it.
Severely Concerned,
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Doug Purcell
“Elite” Member
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-------------------From:

Doug ~
>
Thursday, November 29, 2018 4:40 PM

Sent:
To:
Subject:

Fwd: Las Vegas Investor Summit, August 11th, 12th and 13th

Begin fo1warded message :
From: "Advanced Real Estate Education" <advancedcamps@advancedree.com>
Date: June 6, 2016 at 1:54:56 PM MDT
To:
Subject: Las Vegas Investor Summit, August 11th, 12th and 13th
Reply-To: advan cedcamps@advan cedree.com

Upcoming Investor Summit
Dear Doug Purcell,
We wanted to remind you of the upcoming Investor Summit. This is a crucial part of your
training that you don't want to m iss! It is our top rated event and will help you get on the
right track in your real estate career.
The event is filling up fast, so secure your spot as soon as possible ! The event dates are
August 11th, 12th and 13th. Your package includes 2 round trip airfare t ickets and one hotel
room. We will be flying you to Las Vegas on Wednesday and fly you home after the
conference ends, Saturday evening. You do have the option to stay Saturday night, and we
are happy to fly you home Sunday any t ime. However, you will be responsible for the cost of
your hotel room on Saturday evening. We are staying at the Mirage Resort and Casino which
is also where the event is being held, the room rate is $150.00 for Saturday night.
In order to attend the event, please click the button below to submit your travel information.
Once that is completed, you will receive a confirmation email within 3 business days.

August 11th, 12th and 13th
If you have questions, please contact one of your Advanced Camps Coordinators at 800-2031273.
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We are excited to get you booked for the event, and see you at the Las Vegas Investor
Summit.
Thanks!
Sincerely,
Your Advanced Camps Coordinators
Phone: 800-203-1273
ADVANCED REAL ESTATE EDUCATION
Copyright © 2016 Advanced Rea l Estate Education. All Rights Reserved.
This email was sent to
UNSUBSCRIBE

by advancedcamps@advancedree.com

I 1S7-0606

Advanced Real Estate Education
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---------------From:
Sent:
To:
Subject:

Doug
Thursday, November 29, 2018 4:40 PM

Fwd: Homework for Corporate Credit Class

Begin forwarded message:
From: Ashlie Barnett <abarnett@advancedree.com>
Date: June 7, 2016 at 5:13:15 PM MDT
To: "
Cc: "tholderman@hotmail.com" <tholderman@hotmail.com>
Subject: Homework for Corporate Credit Class

Homework for Corporate Credit Class
This class will teach and show you, the student, how to eliminate all business related debts from your
personal credit cards and keep your personal credit separate from the business as well as having access
to funding for you real estate related purchases. Please email your credit report to me as soon as
possible.

Here is some information to help you get your reports to me before our next appointment.
The follow is information to help us effectively obtain a credit report so we can pre‐qualify you for
business funding. . I’m confident you will find the information regarding corporate credit greatly beneficial
as you move forward in this exciting phase in your life as a new business owner. Being a business owner
myself, I completely understand the discomfort that expenses bring at the birth of your entrepreneurial
pursuits. The challenges of being a new business owner can be daunting, but we must continuously
maintain the perspective and excitement that initially made us make the push towards financial freedom.
Below is a link to a video clip which will help you grasp the fundamental concept and objectives of
corporate credit. Please watch it and write down any questions that you have so that we can go over
them when we speak 6/8/2016 @ 12:00PM. After watching the movie please follow the steps to obtain a
free credit report and forward a copy to me. I look forward to working with you!
To Your Success,

Link to Corporate Credit Video

http://www.businessfinancecoach.com/bizcreditvideo.htm

Complete the following steps to obtain a credit report:
Directions for sending your credit report:
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1. CLICK HERE TO AQUIRE A COPY OF YOUR CREDIT REPORT (www.creditnav.com)
2. Click on “GET MY FREE CREDIT REPORT” in the upper right hand corner
3. Fill out the appropriate information for a free copy of your report
4. All individuals who want funding should send a separate report

5. Once you have created a username and password, (write these down so you will remember them) log
back in to see your scores.
6. Click the tab on the navigation bar titled “Reports and disputes” to pull up the full report. Once the
report is fully uploaded (this may take a minute) click the print button along the right side.
7. Save the report as a PDF to your computer
8. Send a PDF copy to abarnett@advancedree.com (you can CC yourself if you would like as well)

Once I receive your reports I will have them reviewed by our funding team which takes 24 hours. When
we speak during our next session we set up, I will have a detailed outline of your funding options! Until
then, best of luck!

Ashlie Barnett
2750 East Cottonwood Parkway Suite 200
Cottonwood Heights, UT 84121
(801) 432-8565 EXT 707

abarnett@advancedree.com
Advanced Real Estate Education
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SETTLEMENT AND MUTUAL RELEASE AGREEMENT
This Settlement and Mutual Release Agreement (the “Agreement”) is entered into as of
the Effective Date set forth below, and is by and between ADVANCED REAL ESTATE
EDUCATION (hereinafter “AREE”), and the “Customer” identified below (hereinafter
“Customer”) and is made with reference to the following facts:
A. Customer has previously purchased one or more of the educational programs offered by
AREE. Since Customer’s purchase, differences have arisen between Customer and
AREE.
B. The parties now desire to resolve those differences according to the specific terms of this
Agreement
NOW THEREFORE, in exchange for the mutual terms and conditions hereof, and other
good and valuable consideration, the receipt and sufficiency of which is hereby acknowledged,
AREE and Customer hereby agree as follows:
1.

Upon execution of this Agreement by all parties, AREE shall cause to be issued to
Customer the $20,648.50 forth below, which shall be paid as indicated:

REFUND in the amount of $20,648.50 to VISA ending in

ALL SERVICES TO BE CANCELLED.

-

.

BEFORE ANY REFUND IS ISSUED STUDENT MUST REMOVE ANY
NEGATIVE REVIEWS FROM RIP OFF REPORT AS WELL AS CLOSE ANY
COMPLAINTS WITH THE BBB AS SATISFACTORY. MUST ALSO CHANGE
THE NEGATIVE REVIEW ON BBB TO A POSITIVE REVIEW.

2.

Customer hereby agrees to accept the Refund Amount as payment in full of a
specifically negotiated and agreed upon sum and in full and complete satisfaction and
resolution of any and all claims, disputes, or differences which Customer has or may
have against AREE, whether known or unknown, arising from or in any way related to
Customer’s purchase of and/or participation in any of the previously mentioned
programs.

3.

In addition to the foregoing, each Party does hereby specifically release, waive, and
forever discharge the other from any and all past, present, and future claims, demands,
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actions, liabilities, and causes of action, of every kind and character, whether asserted
or unasserted or known or unknown, in law or in equity, for or by reason of any
matter, cause or thing whatsoever, including but not limited to any claims arising out
of or in any way related Customer’s purchase of or participation in any of the goods
and/or services offered for sale by AREE. The Parties specifically agree that the
waiver and release as set forth in this Paragraph is intended to and shall be broadly
and liberally construed so as to effectuate the mutually intended purpose of this
Agreement--which is for both Parties to forever waive and resolve any and all claims,
demands, actions, liabilities, and causes of action, of every kind and character, which
either may have against the other, whether such claims are asserted or unasserted or
known or unknown.
4.

The Parties further specifically agree that the release and waiver between the Parties
shall specifically include Premium Financial Training its clients, officers, directors,
affiliates, members, owners, employees, agents, spouses, partners, heirs, successors
and assigns.

5.

Against the backdrop of the foregoing, Customer agrees that it shall not file or pursue
any other claim or action pertaining to Customer’s interactions with AREE, its clients,
officers, directors, affiliates, members, owners, employees, agents, spouses, partners,
heirs, successors and assigns, including but not limited to administrative complaints,
complaints with the Better Business Bureau, civil litigation, internet postings or blogs,
magazine, newspaper or other such published articles, complaints with any state or
federal governmental agency, including but not limited to Attorneys’ General or FTC,
or credit card/merchant chargeback/refund transaction(s). To the extent any such
complaints or actions have already been initiated, Customer hereby agrees to
immediately withdraw such complaints/actions and to report its dealings with AREE
as “satisfactorily resolved.” To the extent such complaints exist, AREE shall also
have the right to utilize and circulate a copy of this Agreement as it deems appropriate
and/or necessary in order to itself respond to or resolve such complaint(s). Neither
party shall defame, demean or otherwise disparate the other.

6.

The Parties agree that this Agreement, and all of its terms and conditions, shall be and
remain confidential. Should Customer breach an of the obligations set forth in
Paragraph 5 or 6, AREE shall be entitled to immediate reimbursement of the Refund
Amount in addition to any other damages as may be awarded by a court of competent
jurisdiction. Unless specifically authorized by the terms of this Agreement, neither
Party will discuss or reveal the terms of this Agreement with any third-party without
first obtaining the prior written approval of the other. Neither Party shall have any
obligation to obtain a written release to reveal or discuss the terms of this Agreement
with their respective legal and/or tax advisors.

7.

By signing below, each Party does hereby acknowledge and agree that each has been
given an opportunity to review this Agreement with its/his/her own legal counsel and
has either done so or has voluntarily waived the right to do so, and further
acknowledges that each is signing this Agreement of its/his/her own free will and
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accord. Accordingly, this Agreement shall not be constrned against either paiiy by
reason of drafting or prepai·ation thereof.
8.

This Agreement shall be binding upon and inme to the benefit of the Patties and their
respective heirs, legal representatives, executors, successors and assigns.

9.

This Agreement shall be governed by and constrned according to the laws of the State
of Utah without regard or reference to the laws of any other state. Any dispute or
action pertaining to this Agreement shall be brought and maintained in the state and/or
federal com1s of the state of Utah. The parties hereby agree and consent to such
jmisdiction and venue.

Effective as of this 10th Day of Jaimary, 2016
"AREE"
ADVANCED REAL ESTATE EDUCATION

By: Amanda Nielson
Title: Account Specialist

Doug Purcell
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DECLARATION OF SUSAN ROWE
PURSUANT TO 28 U.S.C. § 1746

I, Susan Rowe, hereby declare as follows:
1. My name is Susan Rowe. I have personal knowledge of the facts stated in this declaration
and, if called as a witness, I could and would competently testify to the facts below.
2. I am 59 years old and a Florida resident. I am currently employed as a postal carrier. At
the time of the events I describe below, I was unemployed and raising my 15-year-old
son. My husband had passed away two years earlier, and I was living on social security
survivor benefits. I was looking to earn some income to support myself and my son.
3. Sometime in October 2015, my friend forwarded an ad that was posted on Facebook for a
free real estate event that would teach people how to make money flipping real estate
without spending any of their own money. The free event was sponsored by a company
called Success Path. The ad included a picture of Tarek and Christina El Moussa from a
HGTV show that I watch, suggesting that they would be hosting the event. My friend
and I decided to register for the event because it was free and we wanted to meet Tarek
and Christina El Moussa in person. I registered us online.
4. Upon registering for the free real estate event, I received a confirmation email from
Christina El Moussa. A true and correct copy of this email is Attachment A. The email
said that we would learn how “to be successful in TODAY’s real estate market, with little
or no money, in the Punta Gorda area.”
5. On October 27, 2015, my friend and I attended the free real estate event together. It was
held in a conference room at the Charlotte Harbor Event and Conference Center in Punta
Gorda, Florida. There were approximately 100 people in attendance. The free event
lasted approximately three hours. My friend and I had never sold real estate prior to
attending this event. Based on our conversations with other attendees, it appeared that
most of the audience had not sold real estate either.
6. There was one presenter at the event, whose name I do not recall at this time. He began
the presentation by instructing us not to use cell phones, record anything, or take
photographs during the free event. He then played a video that featured Tarek and
Christina El Moussa, who apologized that they could not attend in person, but indicated
that we made the right decision to attend.
7. The presenter spoke in general about how easy it is to make tens of thousands of dollars
flipping homes. He said that we could make more money depending on how much time
we spent on the “program.” I later learned that the “program” consisted of additional
expensive training packages that I could not afford to purchase.
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8. The presenter spent most of the time focusing on a three-day workshop that the company
was offering. He indicated that if we attended the workshop, we would learn everything
we needed to know to flip a house. He said that the real estate market in the Punta Gorda
area is “hot” and that we would not have to use any of our own money to purchase the
properties. In addition to connecting us with lenders who would provide us with money
to purchase the properties, he said that we would learn everything we needed to know
about investing in real estate at the three-day workshop.
9. The cost of the three-day workshop was $1,997, which the presenter said was discounted
from a much higher price of $5995. The presenter guaranteed that we would get our
money back if we did not flip a house within six months. I decided to purchase the threeday workshop because I thought I had nothing to lose since it was backed by a guarantee.
A true and correct copy of the written guarantee is Attachment B.
10. I registered for the three-day workshop that day to take advantage of the discounted price.
I was also told that I could bring a friend at no additional charge if I signed up that day. I
paid for the workshop by charging $1,997 on my credit card. A true and correct copy of
the receipt for the three-day workshop is Attachment C. I would not have purchased the
three-day workshop if I had known that Success Path would try to sell additional
workshops and education to us at the workshop.
11. On November 4, 2015, I received an email from Christina and Tarek El Moussa
confirming my registration for the three-day workshop. A true and correct copy of the
email is Attachment D. The email said that at the workshop, the experts “will introduce
[us] to the tools and strategies to start creating wealth right away,” and that we would
“gain insider access to private pre-auction real estate inventories,” among other things.
12. On November 6-8, 2015, my friend and I attended the three-day workshop, which was
held in a conference room at the Marriott Suites Hotel in Clearwater Beach, Florida.
Clearwater Beach is approximately 85 miles away from my residence. Since it would
have been a long distance to drive every day, we got a hotel room for all three nights,
which cost me $183.04. A true and correct copy of the receipt for the hotel room is
Attachment E.
13. We attended all three days of the workshop. There were approximately 60 people in
attendance and approximately 5-6 presenters, whose names I do not recall at this time. In
addition to the presenters, there were several people standing around behind tables to
answer questions.
14. Throughout the three-day workshop, the presenters talked about how easy it would be to
make tens of thousands of dollars flipping homes. One of the presenters put several
figures on the board. He said that if we found a home that was listed for $100,000, we
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would spend approximately $20,000 to “fix” the home, and then flip it for $170,000. The
presenter was talking really fast, and it was difficult for me to follow. However, he kept
insisting that it would not take much time or effort and we would make at least tens of
thousands of dollars per flip.
15. One of the presenters was a young man who appeared to be in his twenties. He claimed
that he became a millionaire by using their “program.” He indicated that he had never
sold real estate prior to using the program, and was able to start investing in real estate
because Success Path gave him access to lenders who funded his purchases. I was
impressed because he became a millionaire at a young age.
16. On the first day of the three-day workshop, the presenters instructed us to contact our
credit card companies to increase our credit limits. They told us to tell the credit card
companies that we were business owners and that we were earning $50,000 more than
what we were currently making because that is how much we would earn at the very least
from flipping homes. At the time, I was living on social security survivor benefits and
was not earning any income. However, I contacted two credit card companies and told
them that I was a business owner and making $65,000 to $75,000 per year as the
presenters instructed me. I was successful in raising the limit for one of my credit cards
from $6,000 to $10,000. I was also able to obtain a new credit card for a credit limit of
$10,000.
17. At the end of the second day of the workshop, one of the presenters pulled me out of
class and pitched three different advanced training packages. The presenter indicated that
the advanced training packages would teach me everything I needed to know to flip a
house and that mentors would walk me through the entire process. He said that the
advanced training package would cost approximately $44,000, which was discounted
from a much higher price. I do not recall that higher price nor the costs of the other two
packages at this time. When I told him that I could not afford to purchase the program,
he told me that I could purchase it with my credit cards or take out a home equity line of
credit. I told him “no,” because I was not willing to pay that kind of money for any
program.
18. At some point after the three-day workshop, my friend and I decided to look around for
homes that we could “flip.” At the three-day workshop, the presenters had given us the
name of the lender who would “fund” our real estate purchases. I found two houses that
were listed for $99,000 and $119,000 that I could potentially “flip.” When I returned
home, I went online to the lender’s website that Success Path had provided at the threeday workshop. I do not recall the specific name of the lender or the online site I visited at
this time. I put in all the information about the two houses I found, including the amount
of the listed price, location, and other information. The website said that I would need to
pay $30,000 to $40,000 upfront for each house. I was surprised that I would have to pay
anything. During both the free event and three-day workshop, the Success Path
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DECLARATION OF JOHN SAKEVICH
PURSUANT TO 28 U.S.C. § 1746
I, John Sakevich, hereby declare as follows:
1. My name is John Sakevich. I live in New Jersey and I am in my early fifties. I have personal
knowledge of the facts stated in this declaration and, if called as a witness, I could and would
competently testify to these same facts.
2. Years ago, I worked as a real estate agent for 3 years with Century 21 and then worked for a period
for a builder selling homes. At the time of the events described below, I was working as a project
manager for a fire alarm and security company.
3. In February or March 2016, I received in the mail a “pre-market SPECIAL INVITATION” from
Peter Souhleris and Dave Seymour, who were listed as the “Stars of A&E’s Hit Real Estate Reality
Show Flipping Boston.” The invitation was to attend “an exclusive WEALTH BUILDING
EVENT!” promising that the event would show attendees “how you can create MASSIVE
WEALTH for yourself and your family for generations.” The invitation also promised that
attendees would “see how YOU CAN: * Do a wholesale deal in 60-90 days and put immediate
cash in your pocket!; * Find unlisted properties that are way below market value!; * Create cash
flow this year that surpasses your monthly income!’ *Get pre-approved financing up to $500,000
without utilizing your credit!” Finally, the Special Invitation promised that attendees would
receive a FREE MP3 player and a FREE behind-the-scenes DVD on how to evaluate properties “in
under 20 minutes.” The Special Invitation included two “VIP Tickets” with a face value of
$147.00 each. A true and correct copy of the Special Invitation, with a copyright mark of “2016
Advanced Real Estate Education,” is Attachment A. A true and correct copy of the Flipping
Formula tickets is Attachment B.
4. On April 26, 2016, I attended the free event at The Edison Hotel and Conference Center in Edison,
New Jersey. There appeared to be more than 70 people in the room for the event. The free event
was divided into two parts. The first was about making money in real estate investing; the second
part was about making money by buying tax liens.
5. Peter Souhleris and Dave Seymour were present for the free event and they spoke for a few
minutes in order to get people excited about their real estate investing system. What stood out the
1
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most during the free event were the statements by Souhleris and Seymour, and repeated several
times by the main speaker (whose name I do not recall at this time), that the program could help
participants get financing for the real estate deals using other people’s money, and that there would
be no money out of my own pocket.
6. The main speaker emphasized that The Flipping Formula’s system was proven to work. For
instance, the speaker talked about how the program had been around for a while and was proven to
help people learn how to make money investing in real estate. Later, when the speaker told us
about a 3-day training workshop the company was offering, he stressed how that workshop would
give us the information and tools to be successful investing in real estate and flipping houses using
other people’s money. Based on what the speaker said at the free event about making money in
real estate using other people’s money and the success of the company’s program, I purchased a 3day training package for $1,997.
7. When I paid for the 3-day training, I received a spiral-bound booklet titled “THREE DAY Real
Estate Investment Accelerator.” A true and correct copy of the spiral booklet, with my
handwritten notes in blue, is Attachment C. The copyright symbol is “2016 Advanced Real Estate
Education.”
8. On September 23-25, 2016, I attended the 3-day Real Estate Investment Accelerator workshop at
the Edison Hotel and Conference Center in Edison, New Jersey. On the first day of workshop, I
estimate that there were 50-60 people present. The main speaker was Marc Hrisko, and he had a
couple of assistants present.
9. On the first day of the workshop, I received a 29-page handout entitled pamphlet titled “Secrets To
Funding All of Your Real Estate Deals.” The 2016 copyright is for Advanced Real Estate
Education. According to the pamphlet, it tells you “How to find all the money you need to do your
deals.” The information in this handout was never discussed at the training. A true and correct
copy of the “Secrets To Funding” handout is Attachment D.
10. Mr. Hrisko used sections of the “THREE DAY Real Estate Investment Accelerator” booklet,
which I had received at the free seminar, to discuss different types of income a person could
receive. I took notes on the margins of the Investment Accelerator booklet as Mr. Hrisko was
speaking. At one point, Mr. Hrisko’s assistant told the room that he did not have to work for
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anyone else and that he was his own boss. This remark stuck out to me because I was looking to
start my own business for extra income and investment that I could use once I retired.
11. Also on that first day of the workshop, Mr. Hrisko talked about how many credit cards he had and
how he used them to finance his real estate deals. He held up a stack of what appeared to be around
50 credit cards and told the participants that part of our success in real estate would depend on our
ability to get as many credit cards as we could over time.
12. At the end of the first day of the Accelerator workshop, our homework assignment was to get new
credit cards and raise the credit limit on our existing credit cards. Mr. Hrisko told us to use the
script on p. 57 of the Investment Accelerator booklet. We were also provided a list of credit card
companies to contact. The list of credit card companies is Attachment E, with my handwritten
note on the yellow stickie on the first page. I called my credit card companies but was unable to
extend my credit line. I tried but was not able to obtain new credit cards.
13. On the second day of the Accelerator workshop, there were fewer people attending the training. I
cannot recall exactly what was said during each of the three days, but the general overall point that
was emphasized repeatedly at the workshop was that we could make money in real estate, but that
additional training was important to make money. I remember that Mr. Hrisko mentioned that we
could not lose with the additional training because there was a tuition guarantee—although he
discussed the guarantee in only the vaguest of terms. Mr. Hrisko also distributed a 1-page list of
five testimonials from Cecil, Harr, Arlethra, Eric & Robyn, and Maggie. A true and correct copy
of the list of the testimonials “from our past students” is Attachment F. The copyright mark on the
list of testimonials is Advanced Real Estate Education.
14. As the second day continued, Mr. Hrisko distributed a Success Path handout, each page of which
described additional trainings. Mr. Hrisko explained the different training packages, what each
had to offer and went into detail about the training events. I was surprised because I had
understood from the statements at the free event that the 3-day Accelerator workshop was all I
would need to be successful if I followed the program. A true and correct copy of the Success
Path handout describing the different training packages, with my handwritten notes, is Attachment
G.
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15. I was particularly interested in Mr. Hrisko’s description of the FastStart 3-day Bootcamp, located
on page 7 of the Success Path handout. According to the description, “our experts come to your
area and teach you to succeed!” The handout stated that attendees at the FastStart Bootcamp would
teach me to “Build Your Local Power Team At the Bootcamp” and “Build Your Buyers List At the
Bootcamp.” In addition, Marc said there was to be training about how to set up one’s business,
getting private money, presenting offers, and creating a plan of action. The Bootcamp promised to
“teach you time-tested successful real estate principles” that work for “your specific market.” The
description also stated that the Bootcamp would teach “how to locate fast-cash properties and
utilize strategies and techniques to profit from a good deal quickly.”
16. At some point during the third day of the workshop, I met with someone who was identified as a
consultant. She handed me a one-page document entitled “Success Path CONTINUING
EDUCATION.” The document listed the components of three advanced training packages, which
were named Diamond, Platinum, and Gold. The document listed the full price of the Diamond
package as $73,973, said that but if I bought it that day, I would receive a discount of $32,676,
which led to the price of $41,297. The Platinum package’s full price was listed as $45,997 but
would be discounted to $26,297 if I bought it that day, and the Gold package would be discounted
from$35,972 to $21,297 if I bought it that day. The one-page Success Path CONTINUING
EDUCATION document the consultant used to discuss the three packages is Attachment H.
17. On the third day of the workshop, after listening to Mr. Hrisko emphasize the need for additional
training to be successful, and speaking with my girlfriend, I felt I had to purchase another training
package. I decided that if I was serious about real estate investing, I needed to buy the package that
would be the most beneficial to me. This also happened to be the most expensive package, which
was the Diamond package. It included a 2-day one-on-one mentorship with an expert who would
work with me, which the other two packages did not offer. I paid the $41,297 purchase price by
charging $13,500 to one credit card, $15,000 to second card, and writing a check for $12,797. A
true and correct copy of my receipt for the Diamond training package “is Attachment I.
18. When I paid for the Diamond package, I also received several handouts, one of which was the
“Investor Education Commitment,” a true and correct copy of which is Attachment J. The
copyright mark is “2016 Advanced Real Estate Education.” There was also a “3-WEEK ACTION
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PLAN” with a list of specific steps to follow each week. A true and correct copy of the Action
Plan, with my handwritten notes, is Attachment K. I was instructed to have my action plan
completed prior to attending the 3-day Bootcamp and I did begin working on the action plan prior
to the Bootcamp
19. In October 2016, I attended the FastStart 3-day Bootcamp, one of the components of the Diamond
package. It was held in Monroe, New Jersey. I estimate that around 20-25 people attended this
training. I was excited about the FastStart training because of the course description on page 7 of
the Success Path handout I received when I attended Accelerator workshop. This was supposed to
be the workshop that help create a local power team, build a buyers list, a road trip to see
properties in the area with the local expert and hands on rehabbing.
20. On the first day of the FastStart Bootcamp, the speaker, whose name I do not recall, was
unorganized and unprofessional. He began by stating he was “throwing the book out the window.”
This was unsettling, as I had understood we were going to learn a proven system, yet he
disregarded the curriculum.

During the first day of the FastStart Bootcamp, the speaker did not

explain the terms or the formulas he used. It was as if he expected us to have a baseline of
knowledge about real estate investing, financing and real estate terms that I thought was going to
be taught at the 3-day FastStart Bootcamp. He was not explaining how to build a power team or a
buyers list, get private money, present offers and create actions plans. Since the speaker stated he
was “throwing the book out the window”, we were not taught time-tested real estate principles for
my local market or how to utilize strategies and techniques to profit from a good deal as promised
by the speakers at the Accelerator workshop or in the Success Path handout, I received at the
Accelerator workshop.
21. The second day of the FastStart Bootcamp was not any better. The speaker taught in the same
disorganized manner. Again, he did not explain any of the terms or concepts he was using. At one
point, the speaker asked one of the attendees to go online and find a potential investment property.
Once the attendee had completed the search, the speaker identified a couple of properties for the
class to visit. Another attendee who was a real estate agent arranged for the Bootcamp attendees to
visit the properties.

5
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22. What happened at the FastStart Bootcamp did not match the description of the Bootcamp included
in the Success Path handout or as described by the speakers at the Accelerator workshop. The
description of the Bootcamp in the Success Path handout indicated that we would have an
opportunity to talk with realtors and receive a list of current properties for sale. We would learn
the ins and outs of the properties and strategize on what could work for our specific local market.
Then we were supposed to get a hands-on experience of going to a house to apply the principles
we had learned during the class session. That is not what happened. We did not learn about
building power teams with local realtors. We did not learn how to market to different groups of
buyers, or how to locate fast cash properties. The road trip that we took did take did not match
what the speaker at the 3-day workshop described. Yes, we visited a property but that was the
only similarity. The speaker had a student locate the property and show us the property. We did not
learn what made the property a good investment or how to market the property. The description in
the Success Path handout describing the different trainings stated that on the first day we would get
a list of local properties that were investment prospects and speak with realtors on the first day.
This did not happen. We were told the speaker would walk us through a property and talk about
strategies to buy, renovate, and then market the property-- but this is not what happened. The
speaker did not provide the promised guidance on the property we did view.
23. On the third day of the FastStart Bootcamp, the presentation was rushed. The speaker repeatedly
said he needed to catch his flight. I do not remember specifically the material he covered other
than it was a repetition of what he had said during the first two days. Generally, it was
complicated information with formulas that were not well explained. It was hard for me to follow
even though I had some real estate experience. During the three days, there was no explanation of
how to build a power team or how to create a buyers list—items that were supposed to be covered
according to the description of the Diamond package I discussed with the consultant during the
Accelerator workshop.
24. Shortly after FastStart Bootcamp, I contacted Success Path to cancel my participation in the
program and ask for my money back. The reason for the cancelation was that I was not being
taught what I had been promised even though I had spent a lot of money for someone to teach me
how to make money in real estate.
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25. On November 3, 2016, I received an email from Shane Andrus, the “Director of Customer Service
for the Flipping Formula.” Mr. Andrus stated he wanted to speak with me. I subsequently sent
several emails to Mr. Andrus providing dates and times when I was available to speak with him.
During one of these calls, Mr. Andrus offered a partial refund of $10,000, which I accepted with
reluctance because I was seeking a full refund. The partial refund was paid by check.
26. At some point in December 2016, I again spoke with Mr. Andrus and asked for the rest of the
$41,297 I had spent on the Diamond package. Mr. Andrus asked that I stay in the program
because he promised the program would get better. He also stated that I could not get an
additional refund because I had not cancelled in a timely manner after signing up for the Diamond
package. Mr. Andrus just kept saying to stay the course because the program would get better. I
told him I was not interested in using more of his trainings and services, I just wanted my money
back.
27. Eventually Shane Andrus talked me into staying with the program and it was decided that Success
Path would provide a mentor for my one-on-one training that was included in the Diamond
package. The mentor was to be RG Williams and he was to arrive on January 21, 2017, for the
one-on-one mentor training. I agreed to continue because I wanted to give the company the benefit
of the doubt. I sent Mr. Andrus an email on December 23, 2016, stating that I was looking to
flip/rehab homes with little or no money of my own and that if I was not satisfied with what I
heard from the mentor, I was expecting a full refund. A true and correct copy of my December 23
email is Attachment L.
28. In anticipation of the one-on-one mentoring session with RG Williams, I put together a list of
properties that I was looking to buy, so that I could have Mr. Williams help me make a decision on
the properties. When Mr. Williams arrived, I showed the properties to him and we talked about
how to bid on them. I made the offers after he left but none of the offers was accepted.
29. I stayed in contact with Mr. Williams by phone and email for only a couple of days after his
weekend visit. When we were in contact after the one-on-one mentoring, I asked him what I
should do as my offers had been rejected. His response was always the same: keep making more
offers. I did not find this advice helpful in any meaningful way. I thought he would be able to help
me find more properties or construct my offers differently. I did not expect him to state simply to
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DECLARATION OF TONY TO_
PURSUANT TO 28 U.S.C. § 1746
I, Tony To, hereby declare as follows:
1. My name is Tony To. I live in Everett, Washington, and I am in my 30s. I have personal
knowledge of the facts stated in this declaration, and if called as a witness, I could and
would competently testify to these same facts.
2. In or around October 2014, I received a postcard in the mail about a real estate training
program called Flipping Formula that would be holding a free event in my town. This
postcard had images of Dave Seymour and Peter Souhleris, the cast of a reality television
show I used to watch called “Flipping Boston.” When I received the postcard, I did not
have any experience investing in real estate.
3. On October 30, 2014, I attended Flipping Formula’s free event, which featured two
presentations. The first presentation, by a Flipping Formula representative, was about
making money by investing in real estate. The second presentation was about making
money by investing in tax liens.
4. During the Flipping Formula presentation, the speaker showed us success stories from
customers who had made substantial profits by following their program. Many of these
customers said they had been able to reach their financial goals by taking advantage of
their real estate market and, in some cases, retired using the earnings from their real
estate investments. Later, the Flipping Formula speaker told the audience that the
company would be hosting a 3-Day Workshop from November 7 through November 9,
2014 where we would learn everything that we needed to know about how to flip houses
and close on wholesale deals.
1
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5. According to the speaker, the price for one admission ticket to the 3-Day Workshop was
normally $5,995, but Flipping Formula was offering a limited-time discount that lowered
the price to $1,997 if the ticket was purchased during the free event. This offer, the
speaker said, also allowed purchasers to bring a guest to the workshop at no additional
cost.
6. At first, I was hesitant about buying a ticket, but the speaker told us that the presenters at
the 3-Day Workshop would provide information that was tailored specifically to the
Seattle area. The speaker also claimed that the company offered a risk-free, money-back
guarantee for customers who were not 100% satisfied with their results. This promise of
a money-back guarantee heavily influenced my decision to purchase a ticket for the 3Day Workshop.
7. After Flipping Formula’s presentation, there was a short break where audience members
were encouraged to go to the back of the room to talk to the company’s sales
representatives about the upcoming 3-Day Workshop. During this break, I told one of the
representatives that I was interested in attending the workshop, but that I would not be
able to go to their Seattle event in November 2014. The sales representative told me that
my ticket would be good for one year and that I could use it to register for any of
Flipping Formula’s 3-Day Workshops.
8. On October 30, 2014, I purchased an open-ended ticket for Flipping Formula’s 3-Day
Workshop using one of my credit cards. Attachment A, which has been redacted to
remove personal information, is a true and correct copy of the receipt that I received for
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this purchase. The receipt has a copyright for “©2014 Premium Financial Training, 6465
South 3000 East, Suite 201, Salt Lake City, UT 84121.”
9. When I signed up for the 3-Day Workshop, the salesperson I spoke to gave me a set of
documents. Attachment B is a true and correct copy of Flipping Formula’s “Triple Your
Investment Certificate,” which was included among these documents.
10. In or around May 2015, I called the telephone number on the back of my receipt to
register for the 3-Day Workshop. The representative that I spoke to told me that the
Flipping Formula program was not available in my area at the time, but I could use my
ticket to go to a similar three-day-long event, called the “3-Day Investment Accelerator
Workshop,” being presented by another program called “Success Path.”
11. I attended Success Path’s 3-Day Investment Accelerator Workshop from May 15 through
May 17, 2015. I estimate that there were about 40 people in the audience.
12. At the Investment Accelerator Workshop, the main speaker talked about how real estate
investors fund their deals. The speaker suggested that it was a standard practice for
investors to use credit cards to pay for their business expenses, and he gave us homework
where we had to call our credit card companies to negotiate an increase for our credit
limits. To increase the odds that our credit card companies would extend our credit
limits, we were told to say that we expected our income to double over the next year
because of the profits that we would make from our business.
13. Shortly after the main speaker discussed credit cards, another Success Path representative
passed around a questionnaire that asked us to list all of our assets with their respective
values and to provide our credit scores. This document had questions about our level of
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experience investing in real estate and our financial goals. Success Path’s representatives
said they would keep this questionnaire to help them create an individualized plan for
attendees who wanted to launch their real estate business after the Investment Accelerator
Workshop.
14. On the second day of the Investment Accelerator Workshop, the main speaker began to
promote three advanced packages that the Success Path program offered called the Gold,
Platinum, and Diamond packages. The speaker said that, during that weekend, Success
Path was offering attendees discounts on these packages if we signed up before leaving.
Attachment C is a true and correct copy of the “Continuing Education” pricing sheet that
I received at the Investment Accelerator Workshop.
15. To help us decide which of these packages was best for us, Success Path sales
representatives passed around a booklet that included descriptions of each of the
advanced courses and testimonials from prior customers. Attachment D is a true and
correct copy of the course description booklet.
16. Whenever the speaker talked about Success Path’s advanced courses, he emphasized that
customers who bought these packages were more successful and recouped their money
faster than people who launched their real estate investment business after only attending
the Investment Accelerator Workshop. He also noted that the company would work with
us if we were not satisfied with our results. At the time, I took this to mean that the
company would reimburse us for the amount that we spent on the advanced packages.
17. Throughout the second day of the Investment Accelerator Workshop, Success Path’s
representatives met with people individually to talk about our level of experience
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investing in real estate. The sales representative I spoke to talked to me about my
financial goals and asked whether I had been able to extend the credit limits on the
accounts I reported in the questionnaire.
18. On the third day of the Investment Accelerator Workshop, I had another one-on-one
meeting with the same sales representative to discuss whether I would purchase one of
Success Path’s advanced packages and to go over my recommended “3-Week Action
Plan.” At this meeting, we discussed which packages I could afford based on the assets I
reported on the questionnaire from the first day and the amount of credit I was able to
secure after contacting my credit card company. Based on my responses, this sales
representative suggested that I buy Success Path’s Diamond package.
19. I explained to the sales representative that I could not afford any of the course packages
that Success Path promoted. After I said this, he told me I could buy a less expensive
package that none of the Success Path representatives had brought up during the previous
two days. This package included admission to the Fast Start Boot Camp, access to the
company’s Property Farm software, two online courses, and access to the company’s
Online Resource Center. Attachment E is a true and correct copy of the “3-Week
Action Plan” handout that I received at this meeting.
20. Later that day, I decided to buy the package that I discussed with the sales representative
at my second one-on-one session. I paid Success Path $15,297 for this purchase.
21. Attachment F, which has been redacted to remove my personal information, is a true
and correct copy of the receipt that I received when I bought this package. This receipt
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had a copyright at the bottom of each page for “©2015 Advanced Real Estate Education,
6465 South 3000 East, Suite 201, Salt Lake City, Utah 84121.”
22. Attachment G is a true and correct copy of the Investor Commitment Certificate that I
received when I paid for Success Path’s advanced courses.
23. After the Investor Accelerator Workshop concluded, I tried to follow my 3-Week Action
Plan as closely as possible. In the weeks leading up to the Fast Start Boot Camp, I
reviewed all of the online materials included in my package, looked up potential
properties to use for deals, and even connected with local realtors to try to build a
network in my area.
24. I attended the Fast Start Boot Camp in or around June 2015. At this event, a Success
Path representative reviewed some of the concepts that we needed to know in order to
evaluate a property for a flip, then took us to an open house to test the concepts he
discussed. The information that I received at this event was vague and did not add
anything to what I had learned at the Investment Accelerator Workshop.
25. After the Fast Start Boot Camp I did not take any of the additional courses the company
offers. However, I began to place bids on homes to fix and flip using the “maximum
allowable offer” formula that the speaker taught us during the Investment Accelerator
Workshop. Very few of these bids were accepted.
26. Success Path’s formula relies on the assumption that the buyer will place very low bids
on the property that he or she is looking to purchase in order to have money left over to
cover the costs of rehabbing the property and still make a profit. The problem I
encountered was that the maximum amounts I could offer for properties in my area were
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much lower than what other buyers were willing to pay and increasing my bids would not
have been profitable. I eventually reached a point where very few real estate brokers in
my area were willing to work with me because they thought my offers were too low.
27. Another issue I encountered was that I could not get funding from lenders outside of
Success Path’s affiliate network. Throughout the three events that I attended, the
speakers made it seem like partnering with a traditional lender would be easy and quick,
but they did not teach us anything about the process of applying for commercial loans.
The Success Path speakers only told us to contact the company whenever we landed a
deal so that they could refer us to their lending partners, but these lenders charged very
high interest rates. As a result, it was difficult to factor in the time that it would take to
secure funding and the cost of interest fees. I ended up losing my deposits on the few
successful offers I made for this same reason.
28. I gave Success Path the benefit of the doubt and kept trying to close deals for over a year
and a half before I called their customer service hotline to request a refund in or around
early spring 2017. The representative I spoke to told me the company could not give me
a refund, despite their money-back guarantee, and tried to sell me a one-on-one
mentoring package that cost thousands of dollars. I rejected this offer because I did not
trust the company and I did not want to spend more money on another package that
would not work.
29. In or around June 2017, I filed complaints against Success Path with the Better Business
Bureau and the Washington Attorney General’s office. The Attorney General’s office

7
To Declaration

EX 44, p. 7

Case 2:19-cv-00713-DAK-EJF Document 12-42 Filed 09/30/19 Page 9 of 35

attempted to mediate on my behalf, but I was not able to resolve my dispute with the
company.

I state under penalty of perjury that the foregoing is true and correct.

Executed on

Tony To
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under guidance of the resource lme tilefp,_pesk associates who will document your strateg1es,and progress.

i

The Flipping Formula's Premiurn Financial Training Tearn ·'(the "Company") understands that you may not be able to
fully utilize the materials, services and tr~inings you h~·¥e' pur9(~se,d today until after your 3-Day Real Estat~ Training ·
-<1'.-~d.-·.1-•~ .- ~.
.,
Workshop. We also understand that your bottom lin~ wWq~1iJ:~~~ 9€?.,,it!" So, the Company_guarantees .that if you take
'. action and follow the steps necessary to buy anq/oc~,e.~~~A'a-nd;;;-5_~Ji i~~t ;e.~Jate as detajled in you r Workshop and you do
NOT make a minimum of THREE TIMES t ~E:! ,arr:1owrt) 1.6u paid fo'r~ &i..i-~-~5R.~ Workshop ~raining, will give your money
back. This Tuition Guarantee is subject toth~ Jolk:"J Jhg cooditions: ?<,.;;,i,._y . ::;~
·
:·,
-. .
·
. ~.../ ~:r.-~~:-· . r
·,~~ ;t·:··--~~~l~-.;~;.
·
- _
.
1. You m·ust attend all three days of the 3-Q~Y l[t~,1 E~tate Traini~g Workshop. t:>1,,1ringttJ~ si¥i.n1on,t.bs folJowing,the purchase c;,f yo.u r Workshop,

FORMULA-·

FL.·IPPING ·

THE
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CONTINUING EDUCATION

( .

Full Price ·.

5, )

Diamond Enrollment : ?~:-:

·;3;:.c~ ~-0 -i ncl~(le~-;~:,- ~·-·- ···

.

,+·

included. ;· - ....• .

o...'

1.,,

. · ., . · ·. _ .. ·

3-0ay Onsite Fast Start Boofcamp·
. Real Estate Experts Come to Your Area to Train You

1

3-Day Investor ~ummit Las ~egas ( p °'(

\

\ /

.

·~ ~

. ·

•. _ · .- . . •

Marketing Mastery

·.• ·: ·•·

mcluded-· ·.

Held quarterly inPark City, UT, Phoenix, AZ, or Southern CA

.

,.

Wealth Strategies

included

.

·

1
l-~ , .,.._I
_ _ __ • · · .

___.____-r · •

0

\A "\
QC)''" J /·
_

'- _

4-A~'-')
.

.

.

. ·.),,.__ ·

l 9, ,- ....,....o...~ - (.v

included . · (

Held quarterly inPark City, UT, Phoenix, AZ, or Southern CA

A,

~~

1·~ \U..,-- _

.. __.---,,.

Find the Money

I

-i,Q.,

c.,v./·

•.·f. -'-

. ·.-::

)

- •· ·• ·· -···-- -- - - - --· ..

'f:l oC.:."."\ ~.·; )Qcluded ·_ ·.. ~'. ,

~ uip\L k-o

Th~ qpportumty to Buy Discounted Turnkey Properties
T@mrng_fromTopRealEstateExperts

ItI.: 71;, J1 3 I~ 11, ~-,1:i I Illfl

__

$(2.:~;rEst~e'16~;rc~~e9a~o;A~a~n~~~o~hi_p ------ - - -~- ·-·- • -

ONSITE INVESTMENT

Discount

-

r(\

-· ·

Held quarterly inPark City, UT, Phoenix, AZ, or Southern CA

Online Resource Center: with 2 On-Demand Trainings

included

Funding and Financing &Personal Success Courses

Real Estate Evaluation Software: 6 Months Free Access

included

The latest technology in real estate software that assists you in evaluating
deals, making offers, and increasing your profit

-,!(Asset Protection: 3LLC's +Consultation

included

I ~ 41/1°'-7 It\ (", ,.,o o

Platinum Enrollment
AQ3-Day Onsite Fast Start Boot Camp

included

3-Day Investor Summit Las Vegas

included

rt,.

·

Real Estate Experts Come to Your Area to Train You

The Opportunity to Buy Discounted Turnkey Properties
Training from Top Real Estate Experts

included

Marketing Mastery
Held quarterly in Park City, UT, Phoenix, AZ, or Southern CA

included

Find the Money
Held quarterly in Park City, UT, Phoenix, AZ, or Southern CA

Wealth Strategies

included

Online Resource Center: with 2 On-Demand Trainings

included

Held quarterly in Park City, UT, Phoenix, AZ, or Southern CA
Funding and Financing &Personal Success Courses

Real Estate Evaluation Software: 6 Months Free Access

included

The latest technology in real estatesoftware that assists you inevaluating
deals, making offers, and increasing your profit •

included

Asset Protection: lLLC+Consultalion

i35),, 7- ,~rt, ens

Gold Enrollment
3-Day Investor Summit Las Vegas
The Opportunity to Buy Discounted Turnkey Properti~s
Training from Top Real Estate Experts
Held quarterly rn Park City, UT, Phoenix, AZ, or Southern CA

Find the Money

3+
f•i.tj

included

-

&...r

Marketing Mastery ·
·1,..

b1

A.

~ e.. ('" \ o ....-(1.-

included

>

included

~p

included

J ....

.

Held quarterly in Park City, UT, Phoenix, AZ, or Southern CA

~ ·; . ""')
O

') Wealth Strategies
Held quarterly inPark City, UT, Phoenix, AZ, or Southern CA

( Online Resource Center: with 2 On-Demand Trainings

included

Funding and Financing &Personal Success Courses .

Real Estate Evaluation Software: 6 Months Free Access
Thelatest technology inreal estate software that assists you in evaluating
deals, making offers, and increasingyour profit

Asset Protection: lLLC+Consultation
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CECIL
"I got a letter in the mail. .. about a c;nference about fl ipping. I have a few properties now
and that's something that I wanted to get in to. They started talking about things that
interested me ... things that I hadn't heard about."
"There are so many other avenues in real estate make money. I was just doing the same
thing over and over and they've opened my eyes into a lot of other avenues. This is
d.efinitely real. It's related to what's going on right now. There is a lot of information.
The forms... examples .. real people. You're talking to m illionaires. Being around 'like'
people. All that is good stuff. You rea lly want to learn from the people that have done it.
and are still doing it."

HARRY
"I kno0 it's a good investment. Real estate's been here forever. I think it's a very big
opportunity. I've done everything, and even though I enjoy what I do ... I'm a student,
I love knowledge. I'm a dentist by trade, and a professor. I practiced for 16 years. then
went into education. I enjoyed that because I liked mentoring and t eaching. Now I work
mostly as a consultant in my own bus'iness."
"Education takes you to another level in anything you do. I just find that these are
really true people that want you to succeed, and want to be a mentor. If you have the
opportunity to do that... I don't see why people wouldn't."

ARLETHRA
"I've been in real-estate since 2003, done some amazing deals and I want to get back
into the game. My first deal I made 106,000 dollars on. And the shortest deal I ever
made was I bought it in 6 weeks, turned it around, I can't remember exactly but it was
a little less than 19,000 in six weeks. I've done about 12 deals."
''I've picked up some things and what I rea lly came to this seminar to do was to be able
to tap into the network that you have to pick up properties before they hit the market.
So that I would have an easier and a better chance of picking up properties that I can
rehab and flip. I made the decision just like that to go ahead and spend the m oney,
come here, because I really wanna get back in the game and I know there's money to
made in real estate."

ERIC & ROBYN
"The information we've received has been so massive it's almost overwhelming.
I had no idea there are so many ways you can make money in real estate. Ways
that I've never heard of, and I'm not a real estcite guy, but I've never heard anybody
ever talk about a lot of these methods. Nobody teaches it!"
"Oh. it's real. Without a doubt. I dealt in the real estate and the money industry in
Florida for 20 years and I've seen just about everything that's not real. This is real
and worthwhile. No matter what you need to do to get you and your family ahead
and make this happen for you and your family, and your fam ily's family."

MAGGIE
"I think everybody has an open mind and they're eager to receive everything that the
instructors had to tell us because the information is invaluable. I've learned a lot in just
those short days, I take a lot of notes. And my profession is a paralegal so I can do
research very well. "
''I'd like to leave a legacy for my children, and grandchildren, be sort of a philanthropist"
"For me being here for t he first time, the information t hat I rece ived, I feel is very
invaluable. And they gave enough information ... I have and the notes that I have... And I
can take that information and apply it in my life.
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The education center is a platform that delivers training (videos, biogs, articles, etc.) from Tarek &
Christina, and their coaches. [hi.s--i~OlJtnation is broken out into several main categories.

1 FAST TRACK:

q \t,,1.vt

~

cUP-,-\ 5

Tarek & Christina know t hat for many students. the
fastest path to making money with real estate is
through a wholesale deal. They also know t hat for
many people, the first deal'is the most difficult... so
they've combined the two into a 45-day Fast Start
program . For 45 days, Tarek & Christina will walk
you through a critical step to making money with
wholesaling. Each day, you'll get another piece of the
wholesale puzzle. They'll explain what needs to be
done and how to do it. It's almost like working with
Tarek & Christina one-on-one.

2 TOOLS:
EvaluatQr: Tarek & Chr istina have spent years
perfecting the math behind a deal. .. and if the math
doesn't work out. they don't do the deal. It's that
simple. Now, for _the fi rst time, they are sharing their
deal evaluator w ith the world, but it's only in the
Success Pat h Education Center.
Cash Flow (Coming Soon): Not every deal is a flip.
Sometimes you'll find a deal so good that it w ill cash
flow and you'll want to keep it in your portfol io. That's
why you'll want to evaluate properties from a cash
flow perspective.

3 CASE STUDIES:
This is one of the best ways to see the Success Path
formula in action. Tarek & Christina. and their coaches
walk through student deals. You'll discover how each
student found their deal, how they negotiated it, what
they did to repair it. how they marketed it, how they
found their buyer. and finally what it sold for. It's like
being in the trenches with them. You get to experience
the deal - first hand. and take giant nuggets of
information you can use in your own deals.

4 VIDEO BLOG (COMING SOON):
Each week Tarek & Christina. or one of thier coaches
will walk you through a key step o r frequently asked
question. They'll talk about things they're facing in
their own business to help you with yours.

5 O N DEMAND CAMP CREATIVE FUNDING & FINANCE
One of the most important aspects of real estate
investing, is how to fund your investments.
After the Funding and Financing On-Demand Training,
you will be fully r
find funding or financing for

To Declaration

any deal you encounter. Never again will you have to pass
a golden deal because of a lack of funding or financing.

Current Ideas • The Fund ing and Financing OnDemand Training has been designed to teach you
p ractical ideas of how to fund real estate investments
today. This is not a theory course nor is it a course
fi lled with ideas that worked in t he past. The
techniques and methods taught are real-world funding
methods that are utilized by successful investors in the
market today. The techniques are designed to address
today's financing challenges.
Many novice real estate investors become frustrated
because of new requirements among trad itional
lenders. This course will teach you practical ideas and .
techniques in dealing with traditional lenders and
w ill also focus on obtaining private money resou rces.
Good real estate investors know and util ize several real
est ate strategies depending on the situation. Funding
and financing is no different and having multiple
methods to obtain funding broadens your scope as a
real estate investor.
\-~- k;
--(i?

-{ !±-4o·-,1

6 ON DEMAND CAMP PERSONAL BUSINESS SUCCESS
Your Secret Weapon to Real Estate Success
Have you spent time learning rea l estate terminology,
concepts, strategies, and funding techniques but sti ll
feel like you are m issing what you need to succeed?
Real estate investing requires not only knowledge
but many important intangibles t hat are needed to
maximize your potential as a real estate investor.
The Personal Business Success On-Demand Training
will help you acquire the skills necessary to deal with
people and maximize your potentia l. Personal Business
Success is taught by a New York Times best-selling
author who has personally mentored several of the
most successful entrepreneurs and CEOs in the nation.
This expertise and experience is passed o n to you as
you become a successfu l rea l estate investor.

7 · PLUS MORE ... we're working on an
accountability tool that should be in t he education
center in the next month or two. It helps break down
the videos into action steps, and the student then
creates an outline of what they need to do, rates the
items· importance, and then dedicates time to getting
it done. A ll in all, it's going to be a great addition. We
are also looking to add in a property identification tool
( like Online Resource Center: Funding and Financing &
Personal Success Courses). This will continue to be a
work in process for t he next few years.
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The education center is a platform that delivers training (videos, biogs, articles, etc.) from Tarek &
Christina, and their coaches.
ation is broken out into several main categories.
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1 FAST TRACK:
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Tarek & Christina know that for many students. the
fastest path to making money with real estate is
through a wholesale deal. They also know that for
many people, the first deal'is the most difficult... so
they've combined the two into a 45-day Fast Start
program. For 45 days, Tarek & Christina will walk
you through a critical step to making money with
wholesaling. Each day, you'll get another piece of the
wholesale puzzle. They'll explain what needs to be
done and how to do it. It's almost like working with
Tarek & Christina one-on-one.

2 TOOLS:
Evaluator: Tarek & Christina have spent years
perfecting the math behind a deal ... and if the math
doesn't work out, they don't do the deal. It's that
simple. Now, for the first time, they are sharing their
deal evaluator with the world, but it's only in the
Success Path Education Center.
Cash Flow (Coming Soon): Not every deal is a flip.
Sometimes you'll find a deal so good that it will cash
flow and you'll want to keep it in your portfolio. That's
why you'll want to evaluate properties from a cash
flow perspective.

3 CASE STUDIES:
This is one of the best ways to see the Success Path
formula in action. Tarek & Christina, and their coaches
walk through student deals. You'll discover how each
student found their deal, how they negotiated it, what
they did to repair it, how they marketed it. how they
found their buyer, and finally what it sold for. It's like
being in the trenches with them. You get to experience
the deal -first hand, and take giant nuggets of
information you can use in your own deals.

4 VIDEO BLOG (COMING SOON):
Each week Tarek & Christina, or one of thier coaches
will walk you through a key step or frequently asked
question. They'll talk about things they're faci ng in
their own business to help you with yours.

5 ON DEMAND CAMP CREATIVE FUNDING & FINAN CE
One of the most important aspects of real estate
investing, is how to fund your investments.
After the Funding and Financing On-Demand Training,
you will be fully r
find funding or financing for
J ~
/ -,::.c;'f\.(A

any deal you encounter. Never again will you have to pass
a golden deal because of a lack of funding or financing.

Current Ideas • The Funding and Financing OnDemand Training has been designed to teach you
practical ideas of how to fund real estate investments
today. This is not a theory course nor is it a course
filled with ideas that worked in the past. The
techniques and methods taught are real-world funding
methods that are uti lized by successful investors in the
ma rket today. The techniques are designed to address
today's financ ing cha llenges.
Many novice real estate investors become frustrated
because of new requirements among traditional
lenders. This course will teach you practical ideas and
techniques in dealing with traditional lenders and
will also focus on obtaining private money resources.
Good real estate investors know and utilize several rea l
estate strategies depending on the situation. Funding
and financing is no different and having multiple
methods to obtain funding broadens your scope as a
real estate investor.
~~

6 ON DEMAND CAMP PERSONAL BUSI NESS SUCCESS
Your Secret Weapon to Real Estate Success
Have you spent time learning rea l estate terminology,
concepts, strategies, and funding techniques but still
feel like you are missing what you need to succeed?
Real estate investing requ ires not only knowledge
but many important intangibles that are needed to
maximize your potential as a real estate investor.
Th e Personal Business Success On-Demand Tra ining
will help you acquire the skills necessary to deal with
people and maximize your potential. Personal Business
Success is taught by a New York Times best-selling
author who has personally mentored several of the
most successful entrepreneurs and CEOs in the nation.
This expertise and experience is passed on to you as
you become a successful rea l estate investor.

T PLUS MORE ...

we're working on an
accountability tool that should be in the education
center in the next month or two. It helps break down
the videos into action steps, and the student then
creates an outline of what th ey need to do, rates the
items' importance, and then dedicates time to getting
it done. A ll in al l, it's going to be a great addition. We
are also looking to add in a property identification tool
(like Online Resource Center: Funding and Financing &
Personal Success Courses). This wi ll continue to be a
work in process for the next few years.
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PropertyFarm.com is the most advanced property identification and research tool available in the real estate
industry for Investors.

Adding PropertyFarm.com· gives you insider information into your next deal.
Using "Big Data" and powerful, proprietary, industry focused information. PropertyFarm.com searches millions of
records and delivers the results you need at your fingertips to grab the right deals before your competitors do.

'

CHECK OUT THESE BENEFITS OF PROPERTY FARM.COM
··············· ···················································· ······ ·········· ····· ···· ········ ···· ······· ···· ············•.

Identify the target properties that are most likely to
become your next investment opportunity.
' ...... .............................. .. .......... ...... .
... ....,,·.... ... ... .......... .. ...... ......................... ....... .. .....

Lead categories that optimize the opportunities
available in your area . No other software has the
power of PropertyFarm.com.

PropertyFarm.com delivers a rich database of:
*Estate Sales, Lease By Owner, Foreclosure, Divorce
Filings, Mortgage Defaults, Property Ta x Defaults,
FSBO's, Probate Filings and Recent Property Sales.
*Not all data is available in all counties.

•

-ft• -

•

You'll also see sales comps, a 10 year history, and
the full assessors data of each and every property.

The most powerful filtering system to drill down
and narrow your target property down to bedroom
and bath counts, lot size, property type, and
building size.
· · ··· •· ··· ·· ··· · ··· · · ····· · ··· ·· ····· ···· ·· ·· ···· ···· ··· ·· ····· ····· · ······· ·· · ·· ····· · · ···· ········· ···· ·· ··· · ·· ··· ·· · · ····· · ·

One-c lick access to any available phone numbers
on the p roperty you are t argeting, allowing yo u
direct contact with your potential seller.

© 2015 Advanced Real Estate Education
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YOUR SECRET WEAPON TO REAL ESTATE SUCCESS
Have you spent tim e learning real estate terminology, concept s, strat egies, and funding techniques but stil l feel
like you are missing what you need to succeed? Real estate investing requ ires not on ly knowledge but many
important intangibles that are needed to maximize your potential as a real estate investor.
The Personal Business Success On-Demand Training will help you acqu ire the skills necessary to dea l w ith people
and maximize your potentia l. Personal Business Success is taught by a New York Times best-selling author who
has personally mentored several of the most successful entrepreneurs and CEOs in the nation. This expertise and
exper ience is passed on to you as you b ecome a successful rea l estate investor.

During Personal Business Success you w ill:

DEVELOP INTERPERSONAL SKILLS
·"

Without a doubt real estate is a people business. From building your power team to negotiating with buyers and
sellers, you interact with people during almost every step of the real estate process. By ful ly developing your
interpersonal skills, you will also' increase your ability to negotiate better deals and achieve greater resu lt s.

BENEFIT FROM PROVEN TECHNIQUES TO ACHIEVE
YOUR GOALS FASTER
Each one of us have goals and objectives we want to achieve in life. Persistence and dedication will help us eventually
reach our goals. The techniques taught at Personal Business Success will help you get there a whole lot faster.

HOW TO SET PRIORITIES, DEVELOP SELF-DISCIPLINE AND TAKE
CONTROL OF YOUR LIFE
Each real estate investor has seven days a week and 24 hours in a day to work w ith. However, not every real
estate investor has an equal amount of time avai lable to devote to studying and applying what they are learning.
However, you likely have far more t ime available than you think. Learning to prioritize your life and acquiring selfdiscipline can often be the d istinguishing at tributes that help you maximize the time you have to work with.

HOW TO CONQUER THE PERSONAL HURDLES
ALL ENTREPRENEURS GO THROUGH
As you journey down the investing path there is one constant that all investors must face...t he pitfalls and hurdles
you will inevitably face. Far too many potential investors fa il to mentally equip themselves for these obstacles and
instead of rising to the moment, fail at t he challenges they face. Personal Business Success w ill help prepare you
for these situations by acquiring the necessary skills and learning techniques so that no obstacle w ill be too much
to overcome.
While you are undoubtedly excited to learn the strategies t hat you will use in your real estate career, be sure to
take the time to acquire the skills and personal attributes that wi ll maximize your ability as a real estate investor.

· ····· ·· · · ··· · ······················· ·· ·· ··· ····· •·· ···· ·· ······ ·•··· ·· ···· ···•··· · ·· ··· · ·· ·· ·· · ······ ···-·· · ··· ·· ·· ·· · ··· ·•··· ·· ·•·· · ·· · ·· · ··· ····· · ··· ···· ·········

Personal Business Success has been described by
many students as the refining course to their
real estate investing career.
························· ·········· ················· · ·············· ·········· ····· · ·· ·····•···· ····· ·· •············ ······· ··············· .. ..... ......
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One of the most important aspects of real estate investing, is how to fund
your investments.
After the Funding and Financing On-Demand Training, you will be fully prepared to find fund ing or f inancing for
any deal you encounter. Never again will you have to pass a gu
eal because of a lack of funding or financing.

fvr-A4

CUR.RENT IDEAS

C{'eA~ I/L
The Funding and Financing On-Demand Training has been designed to teach you practical ideas of how to fund
real estate investments today. This is not a theory course nor is it a course filled with ideas that worked in the
past. The techniques and methods taught are real-world funding methods that are utilized by successful investors
in the market today. The techniques are designed to address today's financing challenges.

Many novice real estate investors become frustrated because of new requirements among traditional lenders.
This course will teach you practical ideas and techniques in dealing with traditional lenders and w ill also focus
on obtaining private money resources. Good real estate investors know and utilize several rea l estate strategies
depending on the situation. Funding and financing is no different and having mu lt iple methods to obtain fund ing
broadens your scope as a real estate investor.

EXPERTISE
The Funding and Financing On-Demand Training is taught by one of the top private money expert s in the nation.
This is not an academic course. It is a real-world application course taught by a private money expert that is out
there applying this knowledge on a daily basis. As new funding techniques become available, t hey w ill be updated
in the course.

RECOGNIZE FUNDABLE DEALS
The Funding and Financing On-Demand Training experts will teach you to determine which deals can be funded
before you even make an offer on the deal. This type of training is extremely valuable. It helps save you t ime and
energy and helps you develop an eye to find real estate deals that can actually be funded depending on your
financial situation.

ON-DEMAND FORMAT
Each individual learns at a different speed and pace. The Funding and Financing On-Demand Training can be
taken as slow or as fast as you would like. It is a perfect fit for those individuals who want to learn a tremendous
amount of information at a pace they feel comfortable with.
In addition to the practical knowledge in recogn izing deals, this On-Demand Training will teach you:
•
•
•
•
•

7 steps to fast funding every time
What makes a safe fundable deal (things to look for)
Equity deals vs. short sales- when to use each
Self-directed IRA investing: putting your retirement funds to work
How to invest in real estate for a fraction of the value

For many, funding deals is the most important aspect of rea l estate investing. Take the time to learn about this
critical area and never have to deal with the frustration of finding a fantastic deal just to have to let it pass by
because you couldn't find the funding for it. The Funding and F inancing On-Demand Training will make sure that
never happens.

PAST STUDENT QUOTES
~{~ si t M.J... (hf
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-Everett Buchler
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The FastStart™ Three-Day Bootcamp has been designed to teach you time-tested successful real estate principles that are
working in your specific market today. There are many successful real estate strategies and techniques that may not be
optimal for your market conditions. The experts t hat will guide y~u through your market during the FastStart™ Three-Day
Bootcamp have analyzedyour market to determine the steps you should follow and the strat egies that are working today
in your area. This invaluable insight into your specific market makes the FastStart™ Three-Day Bootcamp truly uniq ue.

BUILD YOUR LOCAL POWER TEAM AT THE BOOTCAMP
The power team you develop is one of the most important t hings you w ill do as a real estate invest o r, as it is
critical to the long-term success and growth of your rea l estate investment b usiness. Each com petent and
professional member you add simplifies the real estate equation. Finding and assembling your power team
becomes one of your top priorities as a rea l estate investor. At the FastStart™ Three-Day Bootcamp, you wi ll
begin contacting members of your power team live from day o ne. By contacting local Realtors live, you will get
invaluable property 1ists to work with and you will start your local networking process.

BUILD YOUR BUYERS LIST AT THE BOOTCAMP
Regardless of the real estate strategy you use, there will eventually be a buyer on the other end of the deal. At
the FastStart™Three-Day Bootcamp, you will learn about ret ail and wholesale buyers and how to market to each
of these groups. Most important ly, you w ill beg in to build your buyers list at the event and start contacting these
potential buyers right from day one!

FAST CASH TECHNIQUES
Each real est ate investor has different financial objectives and resources to work with. You may find it desirable at
t imes to quickly turn over a property for fast cash. At the FastStart™ Three-Day Bootcamp, you will be t aught how
to locate fast cash properties and utilize strategies and techniques that allow you to profit from a good deal quickly.

TH E FASTSTART THREE- DAY BOOTCAMP ROAD TRIP

·

At the heart of the FastStart™ Three-Day Bootcamp event is the live viewing of propert ies with your expert Mentor.
You will talk wit h Realtors on day one who will give you a current propert y list. The instructor will walk you through
the ins and outs of these properties and analyze the potential strategies that could work today in your market. You
will v iew the properties live and gain valuable hands-on experience in t he valuation process. The FastStart™ThreeDay Bootcamp road trip is an experience you will never forget and w ill be a g uiding force in the weeks and mo nths
t hat follow this event.

HANDS ON THROUGH REHABBING
Rehabbing has increased in popu larit y through the years as it is an extremely successful strategy in almost any
market condition. The FastStart™Three-Day Bootcamp takes its hands-on approach to education with a tour o f a home improvement store and a look at the actual pro ducts that can maxim ize your profit in rehabbing. Lea rn
t he must haves and must avoids of rehabb ing tools and the essentials to maximizing your time and ret urn on
investment t hrough rehabbing.

At the FastStart Three- Day Bootcamp you will also get hands on training about:
•
•
•
•
•
•
•

Overcoming Fear
Goal Setting
The Investor Mind-set
How to Set Up Your Business
Specific Real Estate St rategies App licab le to Yo ur Market
Market Analysis
Learn How to Expand Nat ionally

•
•
•
•
•
•

Hard Money
Private Money
Tran sact ional Money
Contracts
Presenting Offers
Creating a Plan of Action

······ ··· ········ ········· ······ ···· ······· ······ ················ ··················· ··· ········· ······ ······· ··········· ·· ······ ··········· ········ ····· ············· ······ ···· ···········

The FastStart Three-Day Bootcamp is truly a hands on ground-breaking event.
All three days involve live interaction with expert instructors,
power team members, and potential buyers.

The education will be practical, useful knowledge that
you can start applying today.
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SUCCESS IS THE RESULT
OF TAKING ACTION

There are two very important components to your success as a real
estate investor; education & action! As a Success Pat h student. you
are receiving the highest qual ity real estate investment education in
the industry. When you leave the training room, it's up to you to apply
that action and turn it into the results you desire. But knowing which
actions will produce the most consistent and reliable resu lts is j ust as
important. Our expert instructors will show you step by step how t o
define your action plan to include only those items that create the most
wealth in the shortest period of t ime. ,A
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TURN SUCCESS INTO MORE SUCCESS
If you're like most investors, when you start to have some immediat e
success from your investment efforts, you might not have a rea l
strategy for turning those profits into additional profits again and aga in.
In the Wealth Strategies, we bring expert trainers in to teach you how
to parlay one success into another. Learn how to create momentum in
your investment activities and t hen you'l l find yourself doing only the
things that matter most.

RUN YOUR INVESTMENT LI KE A BUSINESS
This advanced camp teaches you to run your business in such a way
t hat lets you maximize your potential for tax deductions and increased
income. You'll learn advanced strategies not taught in any other camp
to generate additional wealth in a myriad of ways. You'll have access to
some of the best minds in the business to develop your own p lan to generate and grow your wealth. You will also
be able to develop strategies specifically designed for both short and long term cash f low and appreciation.

FIND MONEY YOU DIDN'T KNOW YOU HAD
Learn strategies to leverage retirement accounts, insurance, ongoing expenses and OPM to create significant
sources of revenue. Learn to manage your finances in alignment with your goals. Find ways to generate
additional income from the same efforts that created your initial success. Find additional tax deductions and
corporate strateg ies that can save and make you additional income.

JOIN US IN WORLD FAMOUS PARK CITY, UTAH
The Wealth Strategies Camp is held in Park City, Utah 3 t imes a year, and one add it iona l t ime in Las Vegas.
Student responsible for own travel and lodging. Discounted room rates may be ava ilable by working with our
office. Please call for details.
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Education + Action = Results!

Learn The Secrets Of Dynamic Wealth Creation
At The Success Path Wealth Strategies Camp
,

........ .................. .... ........ ............ ........... .......... .. . ··········· ·········· ·· ····· ··· ···· ········· ············ ··· ········· ······· ······
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MONEY MATTERS
As a real est ate investor, few things matter as much as having t he
funds to do the deals you want to do. As you move through your
training, you'l l learn the strategies to find a nearly unlimited amount
of p otential deals just waiting for you to capitalize on them. The o nly
thing that will hold you back is whether or not' you have the f unds
ready to take action.
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BUT IT DOESN'T HAVE TO BE YOUR
MONEY
Many people believe t hat they are restricted to t he number of deals
they can do by the amount of money they have. When you learn
to be a prolific money ra ising real estate investment machine, you'll
never have a lack of money to do your deals. At the Find The Money
Camp, we'll teach you to look outside t he box and find sources of
money that will give you ample new oppo rtunities and confidence in
your investment efforts. Imagine knowing, in advance t hat any deal
you find, assuming its profitable.

USE MONEY LIKE THE PRO'S DO~
For the p ro's who have been investing in real estate for decades,
being a money raiser is just as important as finding good deals. In some ways, even more important. If you find
a good deal, but can't act on it because you're money is tied up elsewhere, you're stuck. The Pro's use money
as a tool, and build systems and strategies to make sure that they never run out of f unds when an o pport un ity
presents itself.

THERE REALLY ARE INSIDER SECRETS TO MONEY RAISING
Secret might not be the right word to describe t he 'shift' in thinking when people attend the Find The Money
camp. It's a change in perspective, and a new way of looking at your business and prioriti es. Come fo r yours elf
and find out why.
Find The Money is held several t im es a year, in Park City, Ut ah; Scottsdale, Arizona; and Newport Beach,
Cal ifornia. Ca ll to get reg istered. Space is limited in these very popu lar event. You are respo nsible for yo ur o wn
airfare and hotel expense. Please call your Elite Student Services team to confirm you r registration. W ithout
·
this conformation, w e can't guarantee space w ill be available when you arrive .

.··· ········ ····· ·············· ···· ············· ··········· ····· ·······•,•············· ········· ··········· ···············

Find The Money & The Deals
Find Out How The Pro's Find Sources Of Money
To Do Every Deal They W ant
·· -· ······ ··············••·············· ·· ··· ·· ·· ·········· ··· ······· ·· ············ ··············· ·········· ······ ····· ·
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WELCOME TO REAL ESTATE IN THE 21ST CENTURY
Lets face it. real estate investment has moved online. If you want to achieve lasting success you have to have a
marketing strategy that includes the use of social media, targeted lead generating websites, and have a thorough
understanding of the myriad of on line options available to you when you being to expand and promote your
business.

IMAGINE YOUR INBOX FULL OF MOTIVATED
BUYER AND SELLER LEADS
In the 2 Day Marketing Mastery Camp, you'll learn the simple and easy shortcuts that the pro's use to expand
their network, generate motivated buyer and seller leads, and drive their business to the next level. No matter
what your focus is as a real estate investor, you can generate quality leads to work yourself or w holesale/assign to
other investors. Success as a real estate investor begins with having plenty of opportunities.

YOUR ONLINE FOOTPRINT & VISIBILITY
When you attend the Marketing Mastery 2 Day Camp, what once might have seemed daunting and intimidating
will be 2nd nature. Creating an online footprint for your real estate investment efforts is simple and easy, if you
know the steps. You want to be easy to find, easy to contact and inspire trust and confidence.

COME TO FABULOUS PARK CITY, UTAH OR LAS VEGAS, NEVADA
The Marketing & Mastery Camp is held approximately four times per year, three times in fabulous Park City,
Utah, and once in Las Vegas Nevada. Call our office to get scheduled and plan to attend. Student responsible
for own travel and lodging. Discounted room rates may be available by working with our office. Please call for
details.
This is an event you don't want to miss. Marketing is one of the things that can separate you from everyone else in
your market. Even if you're just getting started you can be viewed as the expert in real estate investment in your
local marketplace. This event is a vital part of your education, so get scheduled now.

Find O ut How To Flood Your lnbox

With Qualified Buyer & Seller Leads At
The Marketing Mastery Camp

© 2015 Advanced Real Estate Education
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IT'S ALL ABOUT YOU
In the weeks or months following your 3 Day Fast Start Bootcamp, you' ll have
the chance to have a highly qualified, well trained mentor come directly to
you and work with you in the market of you r choice, using the strategies you
plan to implement in your own business for 2 power packed days. This is a
one on one training that his high ly personalized to your, individua l investment
goals and objectives.

OUR MENTORS ARE THE 'REAL DEAL'
Our Mentors are each highly successful real estate investors in their own r ight.
They are talented trainers and effective consultants. In each case, they have
the ability to assist you in identifying any missing elements in your business
plan. and executing the strategies you choose.

IN THE FIELD, ON THE GROUND
There is nothing like working, in the trenches with a real pro. When you first sit
down with your On Site Mentor, you'll discuss your plans, goals and strategy.
Then, your Mentor will work with you to achieve your goals and get you on t he
r ight path. If there is one part of the business that is creating apprehension or
difficulty for you, you can rest assured that your On Site Mentor will assist you
in getting comfortable and overcoming that obstacle. Maybe you are missing a
key member of your power team, or maybe you are having t rouble f inding the
great deals in your own backyard. When you work with one of our Mentors,
overcoming that obstacle will be much easier. You'll quickly develop the
confidence to put into practice everything you've learned.

IT'S YOUR TRAINING - YOU SET THE STAGE
Remember that when you have a personal One Site Mentor visit you and
work with you one on one, it will put the rest of your training to practice. Use
your trainings before the On Site Mentor arrives to get familiar with the basic
strategies and then your time w ith the One Site Mentor w ill be much more
effective. It's fast paced, in depth and highly effective training that will take
your efforts to a whole new level.

YOUR CITY, YOUR STATE, OR ANYPLACE YOU CHOOSE
You might live in an area that is not conducive to the type of real estate investing you want to do. Imag ine having
an experienced Mentor meet you in the market of your choosing, helping you acclimate to the market, build a
·
power team and get the ball rolling all in just a few days. With our Mentors, you can work anywhere you want. We
come to you!
Schedule your One on One Mentorship after your Fast Start Bootcamp to achieve the best resu lts and be
prepared for the best training days of your career.

The One-On-One Mentor Is About You .
Your Market - Your Strategy - Your Goals!
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Held in Las Vegas, Nevada, this incredible jam packed 3-day event is
the type of signature event that can change your life. You will seldom in
life have the opportunity to learn the incredible amount of informat ion,
acquire knowledge that can alter your destiny, network with investors
from around the country, and even find real estate deals right there at
the Investors Summit.
One of the true treats of the Investors Summit a re the live appearances
and interactions with Tarek & Ch ristina El Moussa, the stars of HGTV's
hit show Flip or Flop. Tarek & Christina will be there to pass on their
experience and help new and experienced real estate investors alike.
Tarek & Christina will be far from the only star power there, as they are
bringing in nationally recognized E;xperts in the following areas.

DISCOUNTED CASH FLOW DEALS
The highlight for many who attend the Investors Summit, is the discounted "turnkey" real estate deals made
available to Investors Summit attendees. Some of the attributes of these properties are:
•
•
•
•
•

Rehabbed properties, fully vetted with pictures and independent inspection.
Established property management in place.
Current renter in place and cash flowing, including government guaranteed Section 8 properties.
Properties return better than national and regional averages.
Properties in positive cash flow position with significant return on investment.

There are Single Family, Duplex's and even Multi Family properties available for you to purchase right there at the
Summit. For many, they walk into the event a student, and leave a successful investor.
This is our opportunity to reward all of the hard work you have put into your real estate education. We want to do
everything we can to ensure everyone involved in our advanced program attains success. Allowing you to cherry
pick properties from our own portfolio, is a can't-miss opportunity for success.

TRAVEL AND ACCOMMODATIONS
Air travel and hotel accommodations are included with your Investors Summit purchase. While the fun you
will have in Las Vegas will be world-class, make no mistake that the knowledge and experience you acquire
from the event can pay for itself over and over again.

REAL ESTATE INVESTING
Experts will d iscuss cutting-edge strategies that are working today nationwide and teach simple, yet effective
techniques that you can start applying today.

REAL ESTATE FUNDING
Experts in funding get to the heart of what is the central question for many investors today. Learn where you can
get funding in today's economic climate for your deals.

ASSET PROTECTION
You spend a lifetime earning your money. Asset protection experts at the Investors Summit will help teach you
how to keep it. For many investors, asset protection is an intimidating topic. Our experts are world class asset
protection focused attorneys, and will make it simple to understand and easy to start imp lementing in your life so
you can protect your assets.

PERSONAL DEVELOPMENT
Acquiring the personal skills necessary to succeed is an often overlooked area by real estate investors. You w ill
leave with a clear path designed to assist you in being successful.

Call 807-285-9253 for dates/times and venue.

······ ········· ·· ········ ·• ·········································· ············ ··· ······· ······· ······ ··· ······ ······ ····· ······· ····· ··········· ··························· ··········

Come rub shoulders with Tarek & Christina and the Success Path Team.
········ ··· ··· ···· ·· ··· ········· ····· ·· ············· ········· ······················ ···· ····· ········· ···············••······ ············ ···· ············· ······················· ·········
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THE INVESTORS SUMMIT EXPERIENCE
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Rehabbing properties is a lucrative real estate strategy that has stood the test of time. Learn from the expert how many real
estate investors bring in a sizable return-on-investment each and every t ime rehabbing properties.
Tarek & Christina El Moussa, and their hand-picked experts will help guide you to these sizable returns during his live class.

INNER CIRCLE COACHING
18 Personali zed Coaching Sessions over a 6-8 month period

CLASS HELD IN CALIFORNIA, PHOENIX, AND OTHER LOCATIONS (TBD)
The team of experts takes their years of experience and t eaches you in the best classroom available - an actual
rehabbing project. Student responsible for own t ravel and lodging. Discounted room rates may be ava ilable by
working with our office. Please call for details.

SEE ACTUAL COMPLETED DEALS
See actual deals that Tarek & Christina have done as you are walked through each step of the process t hat led
to the successful rehab projec;t:

LEARN TO INSPECT PROPERTIES FOR NEEDED REPAIRS & UPGRADES
You will be taught the secrets to becoming knowledgeable in inspecting propert ies to determine t he needed
repairs and/or upgrades that will be required to bring the p roperty up to date.

LEARN HOW TO ORGANIZE YOUR REHAB PROJECT
After this class, you will become an efficient machine in knowing the step-by-step process of how to approach
each rehab project from start to finish.

LEARN THE ART OF DESIGN
Details can make a huge difference in the bottom line of each project. These experienced experts will teach you
the art of design and how you can use it to quickly move your rehabbed properties.

LEARN TO CASH FLOW YOUR REHABBED PROPERTIES
Generating cash flow is perhaps the biggest secret to building wealth. While flipping properties can provide
immediate needed capital, creating cash flow with properties you own can truly set the stages for creating true
wealth in your life. Those that successfully learn to generate cash flow on their properties not only are on the road
to wealth but also to the freedom that accompanies generating passive income.

············ ···· ········· ························ ······· ·································· ····························· ········· ····· ··············· ························ ·· ··· ······ ······

The Inner Circle Advanced-Training leaves students f ully prepared to enter the worl d of rehabbing.
The knowledge imparted can take real estate investors years to acquire on their own.

Come kick start your rehabbing ~areer at this incredible event.
········ ·· ·············· ···························· ······ ··············· ··················· ·· ········ ································ ··· ······ ·················· ····· ·· ····· ·············· ··

a

The Inner Circle 3-Day Experience is by Invitation Only

11

Available to Diamond & Platinum Members Only
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TOM & MINDY
"We already knew the information that we were looking for, its been very helpful, it's
been very educational, ot course I didn't real ly know what I didn't know. And. I have a
better grasp of what I don't know. So it just provides and educational building block."
"B§lcause they come from the same background and you don't have to have that
higher level of education within real estate or the numbers or anything and you can
still do it:·
"What would you do if you weren't afraid? And that was a big statement for me.
You're gonna have to do something or things will not change."

JON & GINA
"Every book that I have read in rea l estate always tells you to find a formula that is
actually proven to work. I've learned how important it is to adapt and have multiple
streams of income."
"The trainers have been very inspirational. They were in my shoes. They were in
these same chairs that we are in right now. There is nothing like hearing it and
seeing someone do that. That's priceless really. It really is!"
"The d ifference is... you can see results a lot quicker depending on how committed
you are and how dedicated. W ith this ... you'll see results a lot quicker if you just
stick to the formula and ... don't reinvent the wheel."

DAVID & HEATHER
'Tm a general contractor and I major in custom homes... there's money to be made in
real estate. The training has been very good. It's very intense, have t o keep on alert to
take it in. It's very d iversified. It's got a lot of information. It 's been great actually."
"I've been impressed with the integrity of the people that we've been in contact with.
They make it seem attainable and seem to be supportive on seeing through to see
you carry out your goals."
"In all industry there is an education cost. You don't get something for nothing.
You've got to be w illing to invest. It's well worth every penny!"

LOU & JACKIE
"It's been a dream to get in to something better. I've done the nine to five and
been self employed. I'll be honest and tell you that I was very skeptical. A lmost
embarrassed to te ll him about it... but truly, from the beginning, I've felt like they
were authentic, and no BS ... j ust straight shooting, and that it's really something t hat
we could do. "
"The mentorship is a huge deal for me. Knowing that they are on our side, and they
have our backs. At first I was intimidated that I might hot have the background, in
real estate or investments or money or numbers ... but they spoke from the heart.
I'm a no frills kind of person and I believed what they were saying."

RICHARD
The bubble burst. I used to build high rise condominiums. The old philosophy it takes money
to make money and here you show us that's not true. You don't have to have the money, you
don't have to have t he good credit. You can network and do other things and they're showing
us the ways and means to go about it... taking advantage of this down sized economy.
You think "I can do it" but he actually showed us how to, to make it real simple. Different ways
to find properties and search them out.
A lot of people in the first seminar wi ll cringe when they hear "the price". We were gonna buy
a car but we figured this could be more beneficial than buying a car. It's now or never.
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WEEK 1: SETTING UP BUSINESS & GENERATING LEADS
Step 1: Setting Up Shop
• Create your business name (Keep it simple)
o If you have the Asset Protection included w/ LLC set-up they will assist you.
• Set-up P.O. Box at UPS Store, not the United Postal Service.
• Print your business cards
o Put Bird Dog Referral Fee Information on back of the card.
Step 2: Access the Rea l Estate Evaluation Software
• Review the tutorials on How to Use the Software.
• Get familiar with finding and analyzing properties.
Step 3: Build Your Cash Buyer List:
• Market to Cash Buyers:
o Post Gold Mine Ad in Craigslist, Local Online RE Classified Ads:
• Gold Mine Ad : 3-Bed/2-Bath, Needs WORK, Must Sell 555-1234
o Reverse Marketing:
- Call on Ads "I Buy Houses Cash"
- Call on "Fort Rent Ads" (Avoid Property Management Posted Ads)
Ask if they are interested in more income properties?
· Ask if they buy, fix and flip?
· If none of the above, ask if they have properties for sale?
o Network: Whom do you know, that knows a potential cash buyer? Six degrees of separation.
- Construction Trade: plumbers, electricians, roofers, finish carpenters etc.
- Real Estate Professionals: Mortgage Brokers, Realtors, RE Attorneys, Probate Attorneys
o Foreclosure Auctions:
- Auctions are NOT for beginners, attend just to network and hand out your
business cards
Step 4: Marketing & Finding Motivated Sellers:
• FSBOs (For Sale By Owner)
o Contact 5 FSBOs:
- Craigslist: Search Real Estate For Sale Section, refine search to "For Sale By Owner"
- Local Classified Ads
- Sign in the Yard
o Practice talking to people about their FSBO properties
- Why are you selling?
How did you come up with that price?
- What condition is the property in?
- How long have you been trying to sell it?
- Have you listed it with a realtor in the past?
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Enlist Your. Bird Dogs: Qualities to· lo9k for in a bird dog:
o . Wa-n ts (Not Needs-) to earn extra money_.
.- _
.
.
_
_o A go-getter & budding ent_
r epreneur tt')at will work hard for y~u:· '' · _
·o -Someone that knows a lot of people, or is exposed to a large network of people ·
.
o · Someone that drives-around a lot for their job .
Bird- Dog Lead~ Crit'~ria:
_
. o Address of Property w/Photo~ _.,
_
o Name; Addres's & Phone number of owner
Market "I. Buy Houses Cash-Any Condition Call: 555:.1234" ,
· · o Post Ad in Craigslist, Local Online RE <;:las~ified _A ds etc.
o Bandit Signs
.
.
_
~
~ .
-,. . _,
- I Buy Houses E:?tsh,
Any
Condition
Cail
555-1234
.(Keep
it-Simple) , '.
•
•
•
I
•
· DIY: Yellow Poster Board, Extra Wide. Black Marker, Sign Stakes·& Staple Gu_n '
:
'
.
o Car Door Magnet
- I Buy Houses Cash, Any Condition Call 555-i234.(Keep it Simple? '
o Bulletin Boards:
Laundromat: ·
- Supermarket
~

WEEI<
HANDS-ON, PRACTICE YOUR NEW
. ·. :: 2:
.
. .SKILLS:·
.
. .
'

'

1

,

•

~

l

t

I

· Step, l: Find a Real Estate Agent (Not someone.that you currently know)
.
, :'· -• Calryour local RE:Br.oker Offices such as Remax, Century 21, etc: and speak w/ repeptionist ·
.. .. ,1.
_· .o . Ask:_·,~who !n your.office wo~ks. with RE Investors,
invest_s in RE?''. -- . . _.. _ ,,-,.· . o . Ask for their cont~ct info; or if they are in th·e office; .to ·connect you.
.
. .- .
Conversation w/ Realtor: Tell the Realtor you are· looking 'tor properties in the area that you·
could buy, fix and sell and-ma·ke $35,000 or more profit after rehab. Have them send you
-listings_based on tt:1e.-following c.r.iteria .. ,
. .
'
. .. "'!f'.,
• · The.Top· 4 ·criteria-for Listicigs·~ •'": .:'.
.
.
: .· ,
''.As Is;'; This indicate's ,_
t hat th'ere: is something wrong with the property a·n d a s~ll~r--- ·. _:: . ..
. .
.
d"
.
/
'/_ .
1s motivate ., - ,_.·
. }... __
.,_
At least 1 pric;e reduction. lfthe ·_
s eller is motivated you will see a_history·of price.,reductions-. 1 is-good'b.u t2 -or more even better!
.
., .
·
·•,{ ..._,
60-DaY? over·t_h e,1verage days.on_market. You-can see the days on market .listed · , \ -- "
pn the MLS, ·askthe,realtor what the average days on the market is for that
·'
area. ·v ou want to see
least .6 0 ~a·y s ·over that time frame ... this could indicate ·.. ,
motivation.
:. __ _
., ,··,,.
- Vacant. A vacant'property could mean a ·1ot of things ... REO, vacant rental, issues
- with the· property, absentee h~·rneowner, probate etc. Typically the motivation will
.be higher to sell. - ·· ::.
,.;:- '
/
• Additional Criteria:
--. Look for- the average, starter home. Don't discount a 3/1 it can be converted· to a
: 3/2 or more._
· ·
• '·
•
·
1

-~r

,S

I

at

~

u

~

f'

Look for at least 1,000. square feet and above
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· . ,, ,f•;·•
'}"• Step
.2: Have Realtor
send you,.,the' listings:,
review •and compare.
Select·
S·properties. , that
'
.
t,:k;:;. ,,
• ..
..,
,
' . ·. .
• '
•_
. ·. ' ,
· '>"\[ Y,oµ··watittolookat.
..

~-:<'..--:'
·
~:,~:::~:,}(~\~~Ji\~;;~/·' ''.':_-': . \' :~:,:-,/ ~- :; ';, ', ' ,,
'

,
' '

•I

·

,'

·

· -·

,.,< ;.~/ WEEK\~: .MARKET ANALYSIS & PROFIT.JEAM . - .
:~.:~~:-.f~~.~-_:-'>f·~l :.,:·•f~ ~~t't~:i · ., .\ -;_-_ · ~,-~ \ ~· ~ ·.:··. · · : .,· . · .· _
., - ~ -· . ' ·• · . . ·:
.- ,·...r-. , , · Step 1: C<>litinue Prosp,ecting by calling 5 FSBO's,: For Ren~ Ads and Classified Ads per day.
<;f,e_,f sgfdt01:f~bl.~ 'with ,psking questi9ns and'h_av[ng coni.:ersations:' · · '; .. ·. . . . . .
.
-ft,_ ,::-••:•.-~fN-''~.;•,•: ';,!_ :·:i,:~~~ :,~I."' • ;
• • ' \ • ' ::.
•, • . '
:}
.•· •
~~ .-t ,' •, .• -:-, •
1~ ·

·<·}/·~.~

n

•

•

•

.;

•

•

•

• ,•

~/ .;... ~~'r,P;2f Meet wi_thJ~~al Estate A~ent an_d .see the 5 ~r«?pertie_s ~ou selected
"
·. ·' , .. • • Use the "lnvestm·ent Property Inspection, Report'.: as a guide of what to look for
·,. j . 0 Report i~;located on CD ROM in ·,:Wholesali~g'.'. Folder · .
. ', . .. . . . ·' '·, , . ·. ·.
' • .· This exerds·e i-s .rrieant ~ get Y,OU out
o'f your comfot:t zone, talking to realtors., lo'oking at
~
.. ~p~operties .etc.- <.
~··:•.·• ..
"
..
, •
.~~
• ' select one or two pro~erties that l9ok like· a deal, a_
sk t~e realtor for comps_ on those .
t
:
. ·,·
.• .
properties
..
•
.;:
•
·
i
,
·
·
·
',
·
• .
.
.
I
.
.
• . Put a property under. contract, only if y_ou have a cash buyer. or exit
plan
in place!
.
\
•

•

'

•

•
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,

'

'

Same building 1')1i3terials:.
. ,..
o Stick built compare with stick built
' : _' ·
... 1 _ -;_ ._
. >· 1.
_ ..
o. CBS compare-with .CBS *Cement block can.be 15%, higher in.value tha·n stick built ; , .
Basements: if the subject house has a basement, then-the· corrips mu,st have basements:,~
Garag~: If the subject house has a gar9 ge, the comps _m'i:ist have a garage- · · i ,,_·__
•
Notes: If there are no comps, first adjust the radfus and go 1 m ile out. If you_are still not .
finding comps then adjust the sold date out to 6-9. months.
·
·
· ··
,.,

,-~
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• ·
•
• ·
• .

'WEBSITE .RESOURCES
• :,_4
•
•
•

•

•
•
•

'·

WEBSITES FOR RE INVESTORS~
•

www.craigslist.org

•

www.fsbo.com

•

www.to'rsalebyowner.com

•

www.trulia.com

•

www.hotpads.com

•

w_ww.city-data.com

•

www.Fanniemae.com

•

www.Freddiemac.com

•

www.Hometownlocator.com ·

•

www.biggerpockets.com

•

www.postlets.com

• • www.banditsigns.com
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EXHIBIT 45
Declaration of Audra Turner
Oregon
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DECLARATION OF AUDRA TURNER
PURSUANT TO 28 U.S.C. § 1746
I Audra Turner, hereby declare as follows:
1.

My name is Audra Turner. I live in Portland, Oregon, I am a licensed real estate agent
and I am 47 years old. I have personal knowledge of the facts stated in this declaration,
and if called as a witness, I could and would competently testify to these same facts.

2. In or around early March 2018, I spent over $27,000 on services sold by Rules of
Renovation, aka Zurixx, LLC.
3. In July 2018, I signed a Settlement Agreement and Mutual Release to resolve any claims
I had against Rules of Renovation.
4. That Settlement Agreement and Mutual Release contains a provision that prohibits me
from filing or pursuing a complaint with any state or federal governmental agency,
including, but not limited to, state Attorneys General and the Federal Trade Commission.
5. In February 2019, a paralegal from the Federal Trade Commission contacted me and
asked about my experience with Rules of Renovation. I told the paralegal that I did not
feel comfortable discussing certain aspects of my experience with her.
6. Had I not signed the Settlement Agreement and Mutual Release with Zurixx, LLC, I
would have been willing to speak with Federal Trade Commission staff about my
experience with the company.

I state under penalty of perjury that the foregoing statement is true and correct.

Executed on

a- 9- t9
j

, 2019

Audra Turner
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EXHIBIT 46
Declaration of Carolyn Vilela
New York
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DECLARATION OF CAROLYN VILELA
PURSUANT TO 28 U.S.C. § 1746
I, Carolyn Vilela, hereby declare as follows:
1.

My name is Carolyn Vilela. I have personal knowledge of the facts stated in this
declaration and, if called as a witness, I could and would competently testify to the facts
below.

2.

I am 50 years old. At the time of the events described below, I was 47 and I was
employed part-time at a non profit in Long Island. I have been a real estate agent since
March 2017.

3.

Sometime in February, 2016, my sister and I attended a free event about making money
in real estate investing on Long Island. I heard about the free event through social media.
At the free event, the speaker promised that if we signed up for a 3-day workshop we
would learn how to make a profit on real estate investing using other people’s money.
He said real estate investing was easy and we needed to spend only a few hours each
week to be successful and make a profit. The presenter said we would learn everything
we needed to know about how to make a profit in real estate investing at the 3-day
workshop. The workshop was available at a discounted price of $1,997.

4.

My sister and I were new to real estate investing. We saw real estate as an opportunity to
live the American dream.

5.

In February, 2016, my sister and I paid for, and we attended, the 3-day workshop. The
speaker at the workshop told the audience how lucrative was real estate investing, we
would make lots of money using their system. There were stories about very successful
investors, including the speaker, and lots of motivational-type speeches. Much of the
time was spent telling us we needed to sign up for additional training if we wanted to be
successful. This seemed odd to me as the speaker at the free event said we would learn
all we needed to know at the 3-day workshop. Nevertheless, we were serious about
learning how to make money in real estate so we decided to sign up for one of the three
advanced packages.

6.

On or about February 28, 2016, we purchased a Platinum Real Estate Mentoring package
for $26,297. I still have not seen any results from having purchased the Platinum
package. In my current business as a real estate agent I am not using anything that came
from the 3-day workshop.

7.

About a month later, we received a telephone call from one of the company
representatives. We told him that we had not yet had any success with the Platinum
package we had purchased in February. He said we really needed a personal coach who

Declaration of Carolyn Vilela
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would make certain we could find, make offers on, and buy properties. I told the
representative that my sister was available only on weekends and never during the week
as she has full time job. The representative told us that the coach would always be
available on weekends. The representative also said there would be "hand holding"
training with the coaching program if we purchased it. We stressed that we had to be
able to have the coaching sessions on the weekends and the representative said that the
coaches would be available on the weekends.
8.

On or about March 29, 2016, we purchased the Success Path real estate coaching
program for $25,500. We quickly discovered that the coaching sessions did not occur on
weekends and the coaches were not available on weekends. We also discovered that
there was no hand holding.

9.

We asked for a refund of the $25,500 but the company refused to give it to us because we
had not cancelled within a three-day period. When we paid for the real estate coaching
program nobody told us that we only had three days to cancel.

10.

We did not seek a refund of the $1,997 or of the $26, 297 because we thought we would
not get it as we had purchased the 3-day workshop and the Platinum package several
months earlier.

I declare under penalty of perjury, that the foregoing is true and corre t

Executed

oJf/r}

0

...3 , 2019 in Huntington, New York

Declaration of Carolyn Vilela
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EXHIBIT 47
Declaration of Andrew Ziebro
Washington
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DECLARATION OF ANDREW ZIEBRO
PURSUANT TO 28 U.S.C. § 1746
I, Andrew Ziebro, hereby declare as follows:
1.

My name is Andrew Ziebro. I live in Ohio and I am forty-eight years old. I have personal
knowledge of the facts stated in this declaration and, if called as a witness, I could and
would competently testify to these same facts.

2. I currently own a company called JMJ North Coast Investments, through which I buy and
sell real estate. However, when the events described below took place, my primary
source of income was working at a restaurant.
3.

In October 2016, a friend told me about a free event at a local hotel regarding the
Flipping Boston HGTV program. As I was looking to start buying multiple-family
properties, I decided to attend.

4. I attended the free event at the Double Tree Hotel in Independence, Ohio at the beginning
of October 2016. There were about 20 people at the free event. At the event, the speaker
for The Flipping Formula pitched a 3-day training program to learn: 1) how to flip houses
using none of your own money, and 2) how to access various funding options and
foreclosed properties. I was excited to learn how to finance real estate investments
without using any of my own funds. I signed up for the 3-day training workshop, which
was called the “3-Day Real Estate Investment Accelerator.” The program cost a little less
than $2,000. I paid by credit card.

Ziebro Declaration
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5. When I paid for the 3-day Investment Accelerator workshop, I received: 1) an
Admission Certificate to the training program; 2) a Tuition Guarantee Certificate from
the company, which was identified as Advanced Real Estate Education (“AREE”): 3) a
“Triple Your Investment” Guarantee Certificate from AREE”; and 4) an “Investor
Education Commitment.” A copyright mark “2016 Flipping Formula 2750 East
Cottonwood Parkway, Suite 200, Cottonwood Heights, UT 84121” is on the Admission
Certificate. A copyright mark “2016 Advanced Real Estate Education” is on the other
three documents. A true and correct copy of these documents is Attachment A-D. I also
received some written material required for the upcoming 3-day program.
6. On October 14 -16, 2016, I attended the 3-day Investment Accelerator workshop at the
Hilton Garden Inn in Cleveland, Ohio. The main speaker was Matt Williams and he had
two assistants, whom he identified as Garth Satiu and Darin Knowles. There were about
20 people present for the Accelerator program.
7. On the first day of the workshop, Matt Williams told us about his history with real estate.
How he had been extremely successful until the real estate market crashed, and he was
ruined. He said The Flipping Formula program is what helped him build back up.
8. At one point during the first day of the workshop, we were divided into two breakout
sessions. I was in the breakout session led by Mr. Satiu. During the session, Mr. Satiu’s
presentation seemed to be designed to pump us up about real estate investing.
9. On the second day of the workshop, we continued to use the material that was provided at
the free event when I made the purchase. The speaker covered information about

Ziebro Declaration

2

EX 47, p. 2

Case 2:19-cv-00713-DAK-EJF Document 12-45 Filed 09/30/19 Page 4 of 20

investing in real estate. There was also another breakout session where we received a
script to follow in asking our credit card companies to increase our credit limits to the
maximum amount. My understanding was that we would be using our credit cards to
help finance the purchase of properties.
10. On the third day of the workshop, Matt Williams talked about additional training that was
important to be successful in real estate investing. He explained that Flipping Formula
offered three additional training packages, Gold, Platinum, and Diamond, each with
different components and prices. The pitch was aggressive. Mr. Williams said the three
packages included Bootcamps, workshops, national trainings events, and access to
software and online resources. He stated that the additional training was necessary for
success in real estate investing. This was contrary to what I had been led to believe at the
free event.
11. Mr. Williams explained that during the 3-day Fast Start Bootcamp, which was part of the
Platinum and Diamond packages, we would have the chance to 1) talk with local real
estate experts who would take us to see properties in the area, 2) discuss with us what to
look for in a potential real estate investments, and 3) explain how to make a fast profit.
Mr. Williams also explained that we would be introduced to local attorneys, CPAs, real
estate agents, and contractors. Mr. Williams told us that we would get into a deal to buy
one of the houses shown at the Bootcamp. If we were not able to reach a deal at the
Bootcamp, the company would get us into a deal the following week to buy a house. I

Ziebro Declaration
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became very excited about the prospect of having local connections and guidance by a
real estate expert while going through a purchase at or just after the Bootcamp.
12. Mr. Williams emphasized that the company would greatly reduce the price of the
advanced training packages, but only if we signed up that day. While Mr. Williams
stressed that, the best chance of success in real estate investing was to sign up for the
Diamond package, the most expensive of the three. I decided to sign up for the Platinum
package, which was the middle-level package. I paid $26,297 for that package, which
Mr. Williams said was discounted from its normal retail price of $45,997. I had to use
several credit cards to pay for it. A true and correct copy of the redacted receipt, entitled
“The Flipping Formula Advanced Education Private Three-Day Workshop” is
Attachment E.
13. In early November 2016, I attended the 3-day Fast Start Bootcamp, which was held in
Beachwood, Ohio. There were about 10 attendees at the Bootcamp. The trainer was
Karen Barrett, who was from Charleston South Carolina. Ms. Barrett was not prepared to
teach this Bootcamp because she was not familiar with the Cleveland market. She was
not able to provide the local connections promised at the 3-day Investment Accelerator
workshop.

In fact, on the first day of the Bootcamp, Karen asked us for the names of

local realtors to contact and she asked where the good areas were for properties to
inspect. Clearly, although Mr. Williams had promised an expert familiar with the local
real estate contacts and properties, Karen was not that expert.

Ziebro Declaration
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14. Around mid-November 2016, shortly after the 3-day Bootcamp, I received a call from
someone named Chris Young with AREE, pitching a year’s worth of one-on-one real
estate coaching. He asked how motivated I was to achieve financial success and
suggested that if I was really motivated and really wanted to be successful, I should sign
up for the additional one-on-one coaching. We did not discuss much else in this first call
but did schedule a follow-up call.
15. During the follow-up call on November 15, 2016, Chris Young stated that the yearlong
program was one-on-one coaching by telephone. I would also have access to national
events and seminars related to real estate investing. He said that the normal retail price of
the coaching was $86,432, but I could pay a discounted price of $44,500. He stated that
the program also involved rehabilitating 12 houses and doing 10 wholesale deals a year,
earning roughly $500,000 per year. He explained that if I was making that amount of
money then the additional cost for the one-on-one telephone coaching with Flipping
Formula and AREE still left around $450,000 in profit. He said AREE would work with
my wife and me until we got to that level of sales, even if it took longer than the one year
that the program lasted.
16. Chris Young said that he conferred with his team and that we could start by paying
$25,500 now and when I paid the balance of $19,000, I would be able to access the
additional components of the yearlong program. I agreed to pay $14,000 via one credit
card and $4,000 via a second credit card. I agreed to an ACH transfer for $7,500. At
that time, I paid $25,500 for the one-on-one coaching. The balance was to be paid at a
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later unspecified date. I provided my account information and I then received the
Enrollment Confirmation and Authorization Agreement stating that I was enrolling in the
Flipping Formula Coaching Program. A true and correct copy of the Enrollment
Confirmation and Authorization Agreement is Attachment F.
17. After I signed the Confirmation and Authorization Agreement electronically on
November 15, Chris Young told me to speak with Chad Olson, the program’s director, if
I had any questions.
18. After I paid the $25,500, I started with my one-on-one telephone sessions with my coach.
After two weeks, my initial coach, whose name I do not remember at this time, told me
he was leaving the coaching program. I was then referred to another coach, Dan
Christiansen. I had five sessions with Mr. Christiansen, the last one of which was
January 9, 2017. One of the most helpful pieces advice from the one-on-one coaching
sessions was to join a local real estate group. With respect to the promised national
seminars and events, no dates were ever set. In total, I received seven weeks of personal
coaching which included a 30 to 45-minute phone call once a week with a coach and
access to text, email and phone consultations on specific questions during the rest of the
week. I also had access to various online resources in the form of live and archived
webinars, video training modules on a variety of topics, scripts, documents, and form
contracts.
19. At the end of December 2016, I was no longer working at the restaurant that had been my
primary income, and we were expecting a baby in February. The $53,794 I paid for the
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3-day seminar ($1,997), the Platinum package ($26,297), and the one-on-one Flipping
Formula Coaching Program ($25,500) completely tapped out all our savings and maxed
out our credit cards, leaving us almost nothing to pay bills. It also had the effect of
lowering my credit score from a 780 to a 670, and negatively affected my ability to
obtain credit to run my new real estate business. Roughly, three months into this program
and I had not made any money. There were a few things that I had placed but they would
not create an income for several more months.
20. On or about January 10, 2017, I telephoned AREE and spoke with someone named Kevin
York. I asked to leave the program and obtain a refund of the more than $40,000 I had
paid for the one-on-one coaching and the Platinum package. Mr. York would not give me
even a partial refund. He said it was not the company’s fault that my income was
different now from what it had been when I signed up for the various trainings. He also
stated that I had used the company’s services. The conversation ended. Two days later,
I received a call with an offer of a $10,000 refund. After some negotiation, AREE made
a final offer of $20,000. I asked whether I could think about it and talk with my wife, and
AREE allowed me to do so.
21. After talking about the refund with my wife, I decided to file a dispute with the credit
card company, contesting the over $14,000 charge I made on with multiple credit cards,
which was part of the payment for the one-on-one coaching program. I also complained
to the Attorney General for Ohio, Attorney General of Utah, the Better Business Bureau
and Bob Griffen with Legal Shield.
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From:
To:
Subject:
Date:
Attachments:

Shane Andrus
Johnathan Ward
RE: 882362 Andrew Ziebro
Thursday, January 26, 2017 5:38:17 PM
Ziebro BE.pdf
Ziebro-FFWK25508.pdf

Mr. Ward,
Thank you for passing this on. I look forward to working amicably working out a satisfactory resolution with Mr.
Ziebro.
In response to his complaint I would like to add the following:
Mr. Ziebro originally paid $1,997 to attend a 3 Day Real Estate workshop. At the workshop on 10/16/16, he
purchased a Platinum Real Estate Mentoring package in the amount of $26,297. Mr. Ziebro’s package included
the following:
·
·
·
·
·
·
·
·
·

Fast Start 3 Day Bootcamp
Investor Summit
Marketing Camp
Find the Money Camp
Wealth Strategies Camp
Online Courses
Online Resource Center
Real Estate Evaluation Software
Business Entity

At the time of purchase Mr. Ziebro signed a contract, which I’ve attached, agreeing to the cancelation/refund
policy. Mr. Ziebro never attempted to cancel per the agreed upon terms. In addition to his failure to cancel, Mr.
Ziebro utilized some of the services. The services rendered were as follows:
·
·
·
·

Fast Start 3 Day Bootcamp
Online Courses
Online Resource Center
Real Estate Evaluation Software

Mr. Ziebro then purchased an additional Real Estate Coaching package for $44,500 by putting a payment $25,500
down. Again, at the time of purchase, Mr. Ziebro signed a contract agreeing to all of the terms which I’ve
attached as well. Again, Mr. Ziebro never attempted to cancel and also utilized the services.
Mr. Ziebro called our office on 1/10/17 requesting a refund due to losing his job and having a new born. At no
time did he mention any dissatisfaction with the program. It was then explained to him that he had signed
contracts and utilized the services, thus making him ineligible for a refund. We did however, offer Mr. Ziebro a
partial refund of $20,000 and to waive the balance owed on his Coaching package. Mr. Ziebro stated that he
needed to think it over and get back to us.
Rather than him getting back to us, Mr. Ziebro chose to file a credit card dispute in the amount of $14,000. As we
had already offered Mr. Ziebro a partial refund, we chose to accept the dispute, thus granting his $14,000 back to
him.
We have yet to hear back from Mr. Ziebro as to his acceptance of our offer of a partial refund.
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In addition to the $14,000 already granted to Mr. Ziebro, I am willing to offer him an additional $15,000 to settle
this matter.
We would like to settle this as much as Mr. Ziebro but wish to do so with a fair and reasonable outcome.
Please let me know your thoughts and how you feel we should proceed.
Thanks for your time and attention in this matter.

Shane Andrus
Director of Customer Service
Advanced Real Estate Education
sandrus@advancedree.com
800-277-4350 Ext. 755

From: info successpatheducation
Sent: Monday, January 23, 2017 11:55 AM
To: Helen Smith <hsmith@advancedree.com>; Shane Andrus <sandrus@advancedree.com>
Subject: FW: 882362 Andrew Ziebro

From: Johnathan Ward [mailto:johnathan.ward@ohioattorneygeneral.gov]
Sent: Monday, January 23, 2017 9:06 AM
To: info successpatheducation <info@successpatheducation.com>; Shane Andrus <sandrus@advancedree.com>
Subject: 882362 Andrew Ziebro

January 23, 2017
Success Path Advanced Real Estate Education
2750 E COTTONWOOD PKWY
Suite 200
COTTONWOOD HEIGHTS, UT 84121-7284
Re: Andrew Ziebro
Complaint #: 882362
Dear Sir/Madam:
The Ohio Attorney General's Office has received the enclosed complaint regarding your company. In an
effort to protect consumers, we are sending you this complaint in hopes the parties may resolve this issue
through our Office’s dispute resolution program.
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Dispute resolution is a process which can prove beneficial for all parties. It can often save parties both
time and money by eliminating costs incurred by formal legal actions. Additionally, it allows parties to
engage in dialogue to reach an agreed upon resolution.
We request that you provide your written reply within 10 days (electronic communication is preferred). In
the event this complaint has already been resolved by the parties, please advise our office of the terms of
the resolution so we can confirm with the consumer and close the complaint.
Thank you for your prompt attention to this matter.
Very respectfully yours,
MIKE DEWINE
Attorney General of Ohio
Johnathan Ward
Consumer Complaint Specialist
(614) 466-7820 (Fax) (866) 502-7758
johnathan.ward@ohioattorneygeneral.gov
Enclosure
* Please note that your response and all related documents are public records under Ohio’s public records
law.
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DECLARATION OF CHRISTINE BARKER
Pursuant to 28 U.S.C. § 1746
I, Christine Barker, hereby declare as follows:
1. I am over the age of 18 and employed as an investigator in the Federal Trade
Commission's ("FTC") Division of Marketing Practices. My work address is 600
Pennsylvania Ave., NW, Washington, DC 20580. I have personal knowledge of the facts
stated in this declaration and, if called as a witness, I would testify to the facts set forth
below.
2. As an FTC investigator, my duties include monitoring and investigating entities that are
suspected of engaging in unfair or deceptive acts or practices in violation of statutes and
rules enforced by the FTC.
3. I have worked on the FTC's nonpublic investigation of Zurixx, LLC and related entities.
4. The attachments to this declaration, and the exhibits discussed below, have been redacted
in order to protect information that would reveal undercover identities and accounts used
by the FTC. Moreover, material that would reveal personally identifiable information has
been redacted.
Undercover Shops
5. As part of my role in the FTC's investigation, I was authorized to pose as a consumer
unaffiliated with the FTC and record a free event and a 3-day workshop that Zurixx
conducted under its "Real Estate Elevated" brand name.
6. I registered for the free event on or around December 4, 2018 by visiting
reelevatedevents.com. Soon thereafter, my undercover email account began receiving
emails that were presented as coming from Tarek El Moussa and Christina El Moussa,
1
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and used reelevatedevents.com email addresses. Attachment A contains true and correct
copies of three of those emails from Tarek El Moussa, dated December 8, December 11,
and December 13, 2018. One of the emails described a couple from Virginia who had
purchased a property for $15,000, incurred $3,000 in expenses, and sold the property for
$67,500, realizing a profit of $49,500. The others described "[fl]ipping houses for 5 to 6
figures of profit"; "a list of hard money lenders who want to lend our graduates 100% of
the money they need to invest"; and completing wholesale deals in "5 to at most 10 hours
per month," and earning "9,000 to potentially $15,000" on each such deal.
7. The Real Estate Elevated free event that I attended was held at noon on December 12,
2018, at the Hilton Atlanta Northeast, 5993 Peachtree Industrial Boulevard, Norcross,
Georgia. The audience contained approximately 30 people.
8. I recorded the free event, and I then had that recording transcribed by an FTC contractor
called For the Record. Exhibit 4 is a true and correct transcript of my recording.
9. After listening to presentations by both Real Estate Elevated and a company called Tax
Lien Buyers Club I went to the tables at the back of the conference room to ask about
registering for a 3-day workshop that Real Estate Elevated would be conducting. I hoped
to lock in what the audience had been told was a discounted price of $1,997 for the
workshop, without having to charge that amount to an undercover credit card that day.
The Real Estate Elevated representative asked me to sign an invoice for the 3-day
workshop with the understanding that the company could later add my credit-card
information later for billing purposes. Attachment B is a true and correct copy of the
invoice that I signed using an undercover identity.

2
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10. In addition to the invoice, the Zurixx representative gave me two guarantee certificates,
among other documents. Attachment C is a true and correct copy of the "Performance
Incentive Certificate" from that folder, and Attachment D is a true and correct copy of
the '"Triple Your Investment' Guarantee Certificate."
11. Other documents that I received, but have not attached, included an "Admission
Certificate"; a four-page booklet describing the 3-day workshop; a two-page welcome
letter from Tarek and Christina El Moussa; a 12-page "Quick Start Guide"; a "Customer
Bill of Rights"; a document containing a temporary access code to "PropFinder Lite";
and a "Notice of Cancellation" form.
12. On or around February 1, 2019, I contacted Real Estate Elevated and paid $1,997 using
an undercover credit card to attend the Private 3-Day Workshop scheduled for February
8-10, 2019 in Fort Myers, Florida.
13. I attended all three days of that workshop, which took place at the Elks Club, Fort Myers
Lodge #1288, 1900 Park Meadows Drive, Fort Myers, Florida 33907. I counted 24
people in the audience. Throughout the three days of the workshop, the oral presentation
by Robert Shemin, the main Real Estate Elevated speaker, was accompanied by
PowerPoint slides that were displayed on a large screen in the hotel conference
room. The information shown on these slides followed the order of Mr. Shemin's oral
presentation.
14. I recorded all three days of the workshop, and then I had those recordings transcribed by
an FTC contractor called For the Record. Exhibits 11, 12, and 13 are true and correct
transcripts of my recordings.
3
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DECLARATION OF MARIA BAZAN
Pursuant to 28 U.S.C. § 1746
I, Maria Bazan, hereby declare as follows:
1. I am over the age of 18 and employed as a paralegal in the Federal Trade Commission’s
(“FTC”) Division of Marketing Practices (“Division”). My work address is 600
Pennsylvania Ave., NW, Washington, DC 20580. I have personal knowledge of the facts
stated in this declaration and, if called as a witness, I would testify to the facts set forth
below.
2. As an FTC Paralegal, my duties include monitoring and investigating entities that are
suspected of engaging in unfair or deceptive acts or practices in violation of statutes and
rules enforced by the FTC.
3. I have worked on the Division’s nonpublic investigation of Zurixx, LLC and related
entities.
Zurixx D/B/A and Brand Names
4. Over the course of this investigation, I identified various d/b/a and brand names under
which Zurixx, LLC has sold products and services related to real estate investing. Each
of these brands is associated with celebrities from different home-renovation and
property-flipping television shows.
5. My investigation shows that Zurixx has used Tarek and Christina El Moussa, the stars of
HGTV’s Flip or Flop, to promote a number of real estate products and services starting
around 2014. These products and services include those sold under the “Flip Advantage”
brand name, which was active from 2014 until 2015; the “Success Path Education” d/b/a
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name, which was active from 2015 until 2017; and the “Real Estate Elevated” brand
name, which has been active since at least 2018.
6. My investigation shows that Zurixx used Dave Seymour and Peter Souhleris, the stars of
A&E’s Flipping Boston, to promote products and services sold under the “Flipping
Formula” d/b/a name from at least 2013 until 2016.
7. My investigation shows that Zurixx has used Doug Hopkins, the star of Discovery’s
Property Wars, to promote products and services sold under different brand names since
at least 2013. These brands include “Winning the Property War,” which was active from
2013 until 2017, and “Doug Hopkins Real Estate Formula,” which has been active since
2018.
8. My investigation shows that Zurixx has used Hilary Farr, the star of HGTV’s Love it or
List It, to promote products and services sold under the “Rules of Renovation” d/b/a
name since 2018.
9. My investigation shows that Zurixx started using Karen Laine and Mina Hawk, the stars
of HGTV’s Good Bones, to promote products and services sold under the “Flip it
Forward” brand name in 2019.
10. My investigation shows that Zurixx has used Clint Robertson and Luke Caldwell, the
stars of HGTV’s Boise Boys to promote products and services sold under the “Flippin’ on
the Side” brand name since at least 2017.
11. My investigation shows that Zurixx used real estate author Greg Herlean and Mike Baird,
the star of Spike TV’s Flip Men, to promote products and services sold under the
“Property Bank” brand name from 2014 until 2016.
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12. My investigation shows that Zurixx used Todd Hill, the star of HGTV’s Flip It to Win It,
to promote products and services sold under the “Flipping Big” brand name in 2014.
Undercover Shops
13. As part of my role in this investigation, I was authorized to pose as a consumer
unaffiliated with the FTC and record a free event and a 3-day workshop that Zurixx
conducted under its Real Estate Elevated brand name.
14. I attended and recorded a free event that Real Estate Elevated (“REE”) held at noon on
April 11, 2018. This event took place at the Sheraton Pentagon City Hotel, located at 900
South Orme Street, Arlington, Virginia. I then had that recording transcribed by an FTC
contractor called For the Record. Exhibit 2, which has been redacted to protect
undercover identities used by the FTC and other personally identifiable information, is a
true and correct transcript of this recording.
15. I attended and recorded all three days of a Private 3-Day Workshop that REE held from
April 20 through April 22, 2018. This workshop took place at the Washington Dulles
Airport Marriott, located at 45020 Aviation Drive, Dulles, Virginia 20166. I then had
those recordings transcribed by an FTC contractor called For the Record. Exhibits 5, 6,
and 7, which have been redacted to protect undercover identities used by the FTC and
other personally identifiable information, are true and correct transcripts of these
recordings.
16. The attachments to this declaration have been redacted in order to protect information
that would reveal the undercover identities and accounts used by the FTC. Moreover,
material that would reveal personally identifiable information has been redacted.
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The Free Event
17. On or about April 2, 2018, I visited the website REElevatedEvents.com and registered for
a free event REE would be hosting at the Sheraton Pentagon City Hotel on April 11,
2018.
18. Over the days leading up to the free event, REE sent promotional emails and text
messages to my undercover email account. The emails were presented as coming from
Tarek El Moussa or Christina El Moussa, and used @reelevatedevents.com email
addresses. Some of the emails described individuals who had made specific amounts of
profit flipping houses. Others described “[f]lipping houses for 5 to 6 figures of profit”;
“students who have made money with our training all around America,” including “fast
money from wholesale deals, [and] big, six figure money from flipping homes, . . .”;
“find[ing] real estate deals at 40 to 50 cents on the dollar”; “a list of hard money lenders
who want to lend our graduates 100% of the money they need to invest”; and completing
wholesale deals in “5 to at most 10 hours per month,” and earning “9,000 to potentially
$15,000” on each such deal. Attachment A is a true and correct copy of some of the
emails that I received at my undercover account between April 3 and April 10, 2018.
19. On April 11, 2018, I attended REE’s free event with another FTC paralegal named
Amber Howe, who also registered using an undercover identity.
20. At the registration table, Amber and I met two REE representatives: Steve, the main
speaker for this free event, and Rich Davis. After I filled out the registration form, Mr.
Davis provided me the Customer Bill of Rights, a true and correct copy of which is
Attachment B.
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21. REE’s presentation went on from around 12:00 P.M. until approximately 1:30 P.M. To
the best of my recollection, approximately 40-45 consumers attended that presentation,
which was followed by a break, and then a second presentation about a company called
the Tax Lien Buyers Club.
22. During the break after Steve’s presentation, Amber and I told Rich Davis that we were
interested in attending a workshop. Attachment C is a true and correct copy of the 4page promotional brochure that Mr. Davis gave me when we discussed the Private 3-Day
Workshop.
23. I signed up and paid for the Private 3-Day Workshop scheduled for April 20 through
April 22, 2018, at the Dulles Airport Marriott. I charged $1,997 to my undercover credit
card. At that time, Mr. Davis gave me a black folder that contained the receipt for the
workshop, which shows the retail price of $5,995 and the $1,997 amount I paid
(Attachment D). This folder also contained an Admission Certificate entitled “Tarek El
Moussa & Christina El Moussa present 3-day Real Estate Workshop” (Attachment E), a
“Performance Incentive Certificate” (Attachment F), a “Triple Your Investment
Guarantee Certificate” (Attachment G), and a “Notice of Cancellation” (Attachment
H). The receipt and all three certificates had a copyright of 2018 Real Estate Elevated
Events, 9550 S. Eastern Ave., Suite 253, Las Vegas, Nevada 89123. Attachments D-H
are true and correct copies of these documents. I later searched for the Las Vegas address
online and determined that it is associated with Intelligent Office, a company that rents
out shared office spaces and mail drops for virtual offices.
24. After the break, about 12 people stayed for the presentation by the Tax Lien Buyers Club.
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25. On our way out of the free event, Rich Davis handed me some written material for the
upcoming workshop. I received a 311-page paperback book entitled “Real Estate
Elevated The Fast Track Formula for Building Your Real Estate Business,” excepts of
which are included in Attachment I. I also received a CD titled Real Estate Forms, the
cover of which is attached (Attachment J), a handout with the links to two eBooks
(Attachment K), and a card with a temporary access code for the PropFinderLite
software (Attachment L). Attachments I, K, and L are true and correct copies of the
above documents, and Attachment J is a true and correct copy of the cover of the CD.
26. When I returned to the office, I opened the links on the CD and printed copies of the two
eBooks. One eBook was titled 24 Ways to Profit on Real Estate in 2018 (Attachment
M) and the other eBook is titled 50 Ways to Find Your Next Flip… Without Flopping
(Attachment N). Attachments M and N are true and correct copies of the two eBooks.
27. On April 15, 2018, I received a statement from the undercover credit card that I used to
charge $1,997 for the workshop. The statement showed that the undercover credit card
had been charged $1,997 on April 11, 2018. The billing descriptor for this charge was
“Advanced Education 800-203-1274 UT.” I compared the information from this billing
descriptor with the company contact information that appears in documents that
consumers sent the FTC. I subsequently determined that Zurixx has used this (800)
number for Flip Advantage and Success Path Education, two earlier iterations of the REE
brand. Attachment O is a true and correct redacted copy of the credit card statement.
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The 3-Day Workshop
28. I attended all three days of the workshop, which was held April 20 through April 22,
2018, at the Washington Dulles Airport Marriott Hotel. The first two days went from
about 9 AM to about 5 PM, with a lunch and a few other breaks. The third day went
from about 9 AM to about 4:30 PM.
29. When I signed in on the first day of the workshop, I received a spiral-bound, 80-page
workbook titled 3-Day Real Estate Workshop. Attachment P is a true and correct copy
of this workbook.
30. Trey Stinnett was the principal speaker at the workshop. Throughout the three days of
the workshop, Mr. Stinnett’s oral presentation was accompanied by PowerPoint slides
that were displayed on a large screen in the hotel conference room. The information
shown on these slides followed the order of Mr. Stinnnet’s oral presentation and
complemented many of the materials and exercises included in Attachment P.
31. Three other REE sales representatives, whose names were Amber Guzman, Derrick, and
Kyle, met with audience members for one-on-one consultations throughout the weekend.
There were two additional representatives at the event who appeared to have been
responsible for administrative matters and did not take part in the presentations.
32. After introducing himself and the other REE representatives at the workshop, Trey
Stinnett asked us to sign a single-page “Customer Bill of Rights,” a true and correct copy
of which is Attachment Q.
33. At one point, Mr. Stinnett stated that REE does not offer tax, accounting, financial, or
legal advice, as reflected in the transcript that is Ex. 5 at page 137. However, a few
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minutes later, he told a story in which he suggested that, if there was a conflict between
the advice that we received from one of these professionals and what was said at the
workshop, we should seek a second opinion, as reflected in Ex. 5 at pages 139-140.
34. Later in the morning session of the first day, REE representatives discussed different
funding sources that we could use to launch our real estate businesses. The
representatives handed out a document entitled “Strategic Funding Residential Loan
Programs.” Attachment R is a true and correct copy of this document. The REE
representatives also gave us a list of alternative funding sources titled Raising Seed
Capital and a handout titled Road to Success that listed the “12 Steps Towards Doing
Your First Deal.” Attachments S and T are true and correct copies of these documents.
35. Toward the end of the first day, REE’s representatives also asked the audience to
complete an exercise that they referred to as the “Find Your Why” exercise and read a
book called Who Moved My Cheese? Attachment U is a true and correct copy of the
“Find Your Why” exercise. The discussion of the Who Moved My Cheese? book was
based on an exercise found on page 62 of the workbook that is Attachment P.
36. On the second day of the workshop, before the main session began, I met with Amber
Guzman from REE for my first one-on-one consultation. Attachment V is a true and
correct copy of the notes that Ms. Guzman wrote and then gave to me during our
meeting. The transcript of my consultation with Ms. Guzman is at pages 8-42 of Ex. 6.
37. In the afternoon of the second day, Trey Stinnett described the company’s “Continuing
Education” program, which consisted of three different packages, called the Gold,
Platinum, and Diamond packages. He said that the company was offering a limited-time
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discount for customers who purchased one of these three packages during the workshop.
According to what Mr. Stinnett told us, the Diamond package retailed for $73,973 but
had a discounted price of $41,297; the Platinum package retailed for $45,997, but had a
discounted price of $26,297; and the Gold package retailed for $35,972, but had a
discounted price of $21,297. Attachment W is a true and correct copy of the one-page
document listing the components of each package, with my handwritten notes reflecting
what Mr. Stinnett said were the full and discount prices.
38. At the same time, REE representatives distributed a 16-page brochure entitled “Real
Estate Elevated Introduction-Course Description,” which Mr. Stinnett said described the
components of the three packages in detail. Attachment X is a true and correct copy of
the Course Description handout.
39. Later during the second day’s session, Mr. Stinnett distributed an “Assignment of
Contract For Purchase and Sale,” a true and correct copy of which is Attachment Y
40. Mr. Stinnett also distributed a single page listing the eleven types of individuals that
should be part of a “Power Team.” Attachment Z is a true and correct copy of the
Power Team handout.
41. At some point in the afternoon of the third day, around 4:00 pm, Amber Guzman met
with me for our second one-on-one consultation, which lasted less than 20 minutes.
During this meeting, Ms. Guzman gave me several documents, including a 47-page list of
banks titled “Confidential Troubled Bank List” (Attachment AA), a multi-page booklet
titled “Secrets to Funding All of Your Real Estate Deals” (Attachment BB), and a 4page handout titled “3-Week Action Plan” (Attachment CC). While Amber Guzman
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Disclaimer: We provide real estate education and training. We do not sell a business opportunity. We make no
earnings or return on investment claims. As with most education, it is difﬁcult to track and ascertain those who
implement the training provided. Students who attend our weekend workshops have rated their education
experience an average of 4.56 out of 5. For advanced education success rates and student satisfaction ratings,
please visit: www.realestateelevated.com. Additionally, we do not offer tax, accounting, ﬁnancial or legal advice.
Prior to undertaking any real estate transaction, we encourage you to consult your own accounting, legal and tax
advisors to evaluate the risks, consequences and suitability of that transaction.
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Becoming a Real Estate Investor
Are you ready to become a real estate investor? Do you have what it takes to
become successful? Investing in real estate has created more wealth for people
than any other industry. Now is the time to deﬁne your action plan to include the
items that create the most wealth for your investments.
Investing in real estate is a lucrative business that allows you to maximize your
proﬁts with each new transaction. Understand your motivation and why you want
to be a successful real estate investor. Getting the right education can give you
access to some of the best minds in the business to develop your own plan to
generate and grow wealth.
Investing in real estate also comes with risks. Research is a critical component to
your investments and your business. As an investor you will be evaluated based
upon results, having the correct information for your transactions can guarantee
positive outcomes.
Finding the right deal is the key element to becoming a successful real estate
investor. Becoming an investor means working with a team of people. Everyone you
meet is an opportunity. You don’t have to be wealthy to get started as an investor.
Become familiar with the various ﬁnancing options that are available to you.
Instead of theory, you can obtain the information, tools, and strategies that work
to become a successful real estate investor. You do not have to navigate the real
estate world alone. The opportunities and information is available to you, are you
ready to become a successful real estate investor?
What 2 things can you do to becoming successful in real estate?
1. Obtain the education and skillset needed
2. Follow the advice of others who have previously blazed a successful trail
Most real estate investors do start out on their own. Of course they make
mistakes along the way. The process can be complicated and getting the right
information to pave your way to success is not always easy.
Receiving the right education and putting your information to action is crucial to
becoming successful as a real estate investor. Proper training grants you access
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to a wealth of knowledge and guidance to avoid common mistakes and failures.
The time to take action towards becoming a successful real estate investor is
now, are you ready?
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What’s Out There for 2018?
The “Great Recession” of the last decade left few untouched. The easy money
world facilitated by alternative loans and loose lending standards gave many the
opportunity to make a quick proﬁt. Anyone could qualify for a home loan and home
ownership hit record levels. The demand for real estate drove values up so quickly,
that some found they could buy a home and sell it 1-2 months later, and make a
sizable proﬁt. Soon however the music stopped and the bad news began and we’re
just now recovering.
The result of falling prices and high unemployment meant banks were forced to
foreclose on homes. New terms entered the marketplace such as, “short sales”
and “loan mods.” These were a direct result of the housing crisis. The crisis also
created opportunities for real estate investors to buy undervalued properties
and rehabilitate them to sell for a proﬁt. That is the most visible method of real
estate investing, but there are other ways to proﬁt from real estate. Some of these
strategies are simply unknown to the general public.

Tax Lien Certiﬁcates. Perhaps the most unheard of, yet proﬁtable real estate
investment vehicle comes in the form of tax lien certiﬁcates. When property
owners fall behind on their property taxes, the local taxing authority collects the
delinquent amounts by holding a tax lien auction. At the auction, investors can
pay the taxes on behalf of the property owner and receive double digit returns, all
secured by real estate.

Tax Deeds. Similar to tax lien certiﬁcates, a property tax deed pays the county
the back property tax, but the investor also buys the property and takes ownership
of the real estate from the taxing authority that foreclosed on the property due to
the delinquent taxes owed.

Wholesaling. Private individuals can make an offer on a house with or without
an earnest money deposit, then turn and sell that same property to a third party.
The seller pockets the difference between the initial offering price and the price the
third party paid.

Flips. This is the most common form of real estate investing and surely gets
the most attention. Even cable television shows dedicate programs to buying
distressed real estate, ﬁxing it, and then selling it for a proﬁt. Yet, this also requires
a signiﬁcant amount of research, patience, and teamwork.
© 2018 Real Estate Elevated Events
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Bird Dogs. Some proﬁt from real estate investing simply by ﬁnding deals for
other investors. A bird dog “sniffs around” for potential properties that ﬁt the
investment proﬁle of other investors and gets paid either by the transaction or a
percentage of the proﬁts when the property is ultimately sold.

Landlords. Buying rental property and holding it for long term appreciation as
well as monthly cash ﬂow is by far the most common method of acquiring wealth.
Properly positioned, the rent each month covers the cost of the mortgage, taxes,
and insurance as well as required maintenance on the property.

Owner Financing. Real estate investors routinely provide short term ﬁnancing
for buyers on properties they own. They charge higher than market interest while
the buyers arrange for traditional ﬁnancing. These and other real estate investment
opportunities await you in 2018. We will cover these opportunities in other
chapters. Whichever approach you choose, by applying our techniques, 2018 could
be the key to your ﬁnancial future.
These and other real estate investment opportunities await you in 2018. We will
cover these opportunities in other chapters. Whichever approach you choose, by
applying our techniques, 2018 could be the key to your ﬁnancial future.
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Practice Makes Perfect
Perhaps the most well-known and successful investors is Warren Buffet and his
company, Berkshire Hathaway. His success investing over the years has led many
to simply, “buy what Warren buys.” There are websites dedicated to Berkshire
Hathaway’s holdings. Berkshire shareholders are invited to an annual event where
Mr. Buffet himself lays out his investment strategies and plans for the future. His
investment advice is considered pure gold by many.
The most important advice Mr. Buffet provides the individual investor doesn’t involve
a speciﬁc stock or investment, but rather his strategy. Many ﬁnancial experts tell
investors to diversify their portfolio to protect it against the mood swings of the
market. One of Mr. Buffet’s most famous quotes is, “diversiﬁcation is protection
against ignorance.” In other words, if something is proﬁtable and you’re good at it, do
more of it, not less. Become more aware of your investments and strategy to protect
yourself from negative actions.
During this journey you may fall into a familiar path. As you do the same thing over
and over, learning along the way and making necessary corrections, you will soon be
able to make improvements before a mistake even happens. The repetition is a key
element to your future success as a real estate investor.
Investing in real estate doesn’t protect you from Buffet’s warning against ignorance.
You cannot go into it without being fully prepared and knowing the expected
outcome in advance. Many investors lost millions that way during the housing crisis
of the past decade. Buffett said, “Never invest in a business you can’t understand.”
Simply put, if you do not understand it, it is not a good idea to invest in it. During the
dot-com boom that began in the late 1990’s, Buffet was criticized because he didn’t
pour millions into the next dot-com business. He said he didn’t really understand it
fully so he stayed on the sidelines. Was he right? You bet he was, the dot-com bubble
burst with a fury, causing investors to lose billions in the dot-com game.
Enough of Mr. Buffet and any other investor for that matter. The salient point is to
know before you go. You may ﬁnd that downtown condos are your ﬂare. Soon, you’ll
be known as “the condo person” and buyers, sellers, and other investors will seek you
out. Finding your niche doesn’t mean avoiding new opportunities. It means selecting
a successful strategy should be duplicated whenever possible. Do more of it, not less.
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Dodd-Frank and You
The housing crisis created opportunities for investors everywhere. Yet, during the
heat of the melt-down, the federal government did whatever it could to make sure
nothing like that would ever happen again. With the stroke of a pen and a bit of
congressional haggling, the Dodd-Frank Wall Street Reform and consumer Protection
Act was signed into law on July 21, 2010. This is without a doubt the most sweeping
ﬁnancial legislation since the Great Depression. This Act made changes that affected
the entire spectrum of the ﬁnancial community from mortgages, stocks, credit cards,
and beyond. In fact, the law was implemented giving unprecedented authority to
regulate credit.
The Act granted the formation of the Federal Housing Finance Agency, or FHFA.
The FHFA is responsible for, among other things, regulating the Federal National
Mortgage Association (FNMA) and the Federal Home Loan Mortgage Corporation
(FHLMC). These 2 agencies provide the bulk of ﬁnancing for those who wish to
purchase and ﬁnance investment properties long term, as well as traditional, owneroccupied homes. For real estate investors who intend to purchase, ﬁnance, and hold
rental properties for the long haul, it is FHFA that ultimately determines lending
guidelines as well as down payment requirements.
Another result of the Dodd-Frank bill is the creation of the Consumer Financial
Protection Bureau, or CFPB. This division regulates all types of credit, and with
regard to mortgages has established guidelines that all lenders must follow when
evaluating a mortgage application and prohibits earlier types of home loans.
One of the new provisions is the “Ability to Repay” requirement, or ATR. All lenders
must determine the borrower has the ability to repay the mortgage during the loan
approval process. While this may seem a bit silly at ﬁrst glance, the ATR requires the
borrower’s monthly debt not to exceed 43 percent of gross monthly income. If you
ﬁnance an investment property with a traditional mortgage, you may not use the
rental income from the property to help offset the new mortgage payment if the
property is your ﬁrst rental property purchase.
Dodd-Frank may also require you to obtain a mortgage license in certain instances
when you ﬁnance a property for a buyer. We will cover this in more detail in Chapter
XVI, but if you owner ﬁnance more than 3 properties per year, you may be required
to obtain a mortgage loan originators’ license before you can accept an application
© 2018 Real Estate Elevated Events
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from a buyer to ﬁnance a property you own. The CFPB also requires that an ownerﬁnanced loan be fully amortizing and has a ﬁxed rate or at least ﬁxed for the ﬁrst
5 years of the loan and the property you ﬁnance may not be considered new
construction. A rehabilitated property is not considered “new,” but existing.
If you, the investor, intend to owner ﬁnance more than 3 properties per year, you
may be required to become a licensed loan originator. This license requires a 20-hour
pre-licensing course as well as passing a national and state course where you plan
to ﬁnance real estate. Overall, unless you intend to owner-ﬁnance multiple properties
throughout the year, the Dodd-Frank bill will have little impact.
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The Shadow Foreclosure Market
Real estate investors know about foreclosures. For many, it’s the bread and butter of
their portfolio. When homeowners cannot afford the mortgage payments any longer,
the mortgage lender can foreclose on the property, take the property back, then
sell it at an auction or use the services of a real estate agent. While the number of
foreclosures is in the millions, lenders are still required to follow speciﬁc federal and
state guidelines when foreclosing on a home.
There are variances in the procedure that lenders follow, but part of the process
is how the property owners are notiﬁed about a pending foreclosure. When a
homeowner misses the payment at the ﬁrst of the month, the lender doesn’t really
take much of a notice. When the payment misses the 15th of the month, the lender
assesses a late fee, equal to 5.00 percent of the amount past due. When the owner
misses the next payment, now 2 in a row, the lender gets nervous. The lender adds to
the “shadow inventory” of homes.
When an owner misses 2 payments in a row, the mortgage lender is required to send
by way of certiﬁed mail, a Notice of Default. This letter, which is ﬁled in the public
record, notiﬁes the owner of a potential foreclosure ﬁling if the subsequent payment
is not made and how much is due in order to bring the loan current. At this stage,
the home is not yet legally in foreclosure but a pre-foreclosure status. This is shadow
inventory and provides a unique opportunity to acquire real estate below market
value before other investors are made aware of the foreclosure.
Now that the notice of default is a public record, investors can research these public
records that include the name of the property owner, the address, and the lender
involved. Contacting the property owner before a foreclosure notice is ﬁled gives an
investor at least a 30 day head start before the foreclosure notice is ﬁled.

Shadow Inventory. Shadow inventory also includes homes that a bank has
foreclosed upon but has yet to hit the market and entered into the local multiple
listing service (MLS). Homes that are held by a bank and not posted for sale provide
an investor with the opportunity to make an offer on a foreclosed property directly to
the bank before the property is listed. Buying directly from the lender in his manner
eliminates competitive bidding while simultaneously removing a non-performing
asset (the foreclosed home) from a bank’s inventory.
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Shadow inventory can also be located in states where the foreclosure notice has
been ﬁled but not yet adjudicated. In states where foreclosures must go before
a judge, called “judicial” foreclosures, a foreclosure ﬁling can be recorded but the
owner still resides in the property and can still sell the home before a court hearing.
Getting skilled at identifying the shadow market means more proﬁts for investors,
simply by removing bids from other investors. Investors who wait until a foreclosure
notice has been ﬁled or completely foreclosed upon, often ﬁnd that they have lost
out to a previous bidder who knew where to look for the shadow opportunities.
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How to Anticipate Real Estate Trends
The real estate investor should constantly be provided with investment leads. Either
by individual effort or as a result of referrals from agents, associates, and marketing
efforts. Finding a prospective investment on a consistent basis is critical to a successful
real estate investment career. That said, the way to ﬁnd more leads is to research areas
that can produce more than an average share of leads. How do you go about ﬁnding
areas that can produce proﬁtable investments? Look for these 4 factors.

Local Economy. In order to cash ﬂow on real estate investments, the key is indeed
cash. You need a tenant in place at all times in order to make the cash ﬂow paradigm
ﬁt, right? That means investing in areas with stable economic growth and prospects
for a sustained low unemployment rate compared to other areas of the country.
People, especially renters who do not have to sell a home in order to move, are
attracted to employment possibilities. Research the local economy and contact the
Chamber of Commerce to spot current and future employment trends.

Price History. Take a look back at recent property values compared to the current
market. Compare the values from 5 to ten years ago to what homes are selling for
today. Stable areas with consistent property value gains are always worth a look as
housing bubbles rarely, if ever appear. If values today are below historic averages
and the existing inventory is approaching 6 months or less, it could be time. Housing
inventory is typically described by how long it takes to deplete current listings.
6 months’ worth of inventory means it would take 6 months to sell all existing
homes on the market. 6 months is usually considered a balanced market. Anything
approaching 3 months means it is a seller’s market and prices are driven higher by
demand. Anything longer than 6 months indicates a buyer’s market.

Rental Demand. As an economy grows and housing demand increases, the
demand for rentals naturally rises. Especially in today’s current mortgage approval
standards, where it is more difﬁcult to qualify for a home loan compared to a few
years ago. When demand for rentals goes up, rent goes up right along with it.
Employ the services of a real estate agent to compare the current market rent for the
area and property types you’re interested in.

Desirable Property Type. Make sure the properties you select are both desirable
in terms of features, as well as being near the average home price for the area. Single
family homes in good school districts that are selling near the area’s average price will
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command higher rents along with a signiﬁcantly better resale value compared to other,
less desirable properties.
When investing avoid areas with a history of boom and bust cycles. Different areas can
encourage or discourage development with local tax incentives and many times it is
hard to gauge how long housing demands will actually last until it’s too late. You can
track new housing permits for a particular area to get a gauge on future demand and
compare new permits with existing days on market data. If an area shows anything less
than a 6 month supply of homes and there are few new houses on the horizon, using
the above listed metrics, housing prices as well as rents should rise as well.
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HOA Liens
One of the most recent introductions in the real estate investing world involves
homeowner’s association, or HOA liens. In order to take advantage of the opportunity, it
is important to fully understand how HOA liens apply to a property owner.
An HOA can be formed in most developments, they are typically relegated to a new
development as the project moves forward. The HOA is a governing board organized to
enforce community ordinances and in many cases take care and maintain the common
areas of a development. The rules are designed to preserve the community’s integrity
and property values. Rules vary by associations, but are generally strictly enforced.
There is really nothing that an HOA cannot enforce as long as it is not discriminatory.
For instance, a homeowner lets the grass grow a little too tall and needs mowing. If the
lawn gets too out of hand, the HOA may have the authority to both issue a ﬁne, mow the
lawn, and send the bill to the owner.
Common area maintenance may include a security service, a municipal park and pool,
as well as sidewalks and a community center. These amenities are paid for from HOA
fees that each property owner is required to pay each year. According to certain HOA
guidelines, some HOA dues are collected monthly or can be assessed and collected
annually.
When these HOA dues go unpaid and become delinquent, the HOA has options to
collect the outstanding amounts. The ﬁrst option is to attempt to collect directly from
the owner. The next could be sending the item to a collection agency. Some HOAs sell
an HOA lien to a successful bidder who then is awarded a legal interest in the property,
evidenced by a recorded property lien in the amount of the outstanding lien, plus
interest and penalties.
This process can work in states where an HOA lien is considered “superior,” compared
to any existing liens. A superior lien means that it is paid off ﬁrst. If the property sells
any additional liens are paid off from the remaining proceeds. The superior lienholder,
with the legal interest in hand, can decide to rent the property back to owner, collect
the amounts owed on the HOA lien plus interest from the owner, or negotiate with the
current mortgage holder to have the lien plus interest paid.
The HOA lien does not remove certain liens such as a mortgage, liens ﬁled for delinquent
income taxes, child support or alimony and property tax liens. These liens must be
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satisﬁed at some point if the mortgage company decides to foreclose, or the property
sold to satisfy previous income or property tax obligations.
HOA lien investing varies greatly by state so it is important to fully understand local
regulations. When you identify an area that allows HOA lien investing, it is time to pick
up the telephone or send an email to the HOA about when the next HOA lien auction
will be held.
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Wholesaling Real Estate
The concept of wholesaling real estate is similar to most other sales transactions. A
wholesale price on any product is one that is below market value, which is less than
what a consumer would pay in a non-distressed environment. It’s hard to think of any
product produced today that does not follow a wholesale/retail pattern. With regard
to wholesale and real estate, the process is the same.
A wholesaler ﬁnds a property listed below market and approaches the seller with
an offer. The subject property can be found in any variety of ways, from researching
public records to a bank’s REO department. The method of identifying a prospective
purchase is not what is important, ﬁnding one is.
Say a seller has a property just listed for $150,000 that you know could sell for
$195,000, based upon current market conditions. You would approach the owner
and make the offer, and in addition to your name on the contract, enter the phrase,
“Or any successors or assigns.” This phrase on the contract allows you to transfer the
contract to a third party without negating the contract.
Your next move is to contact an investor who will buy the property at or near the
current market value. To expedite, “sell” the property to another investor below the
market value. Next, you negotiate the new price, sign an agreement with the investor,
and the original seller now sells to your investor. The sales price is $185,000, you paid
$150,000 and the difference is yours, less closing costs, of $35,000.
Wholesaling is the quickest way to become a successful real estate investor. It does
take some dedication and preparation, but when you ﬁnd the right deal it is a win. It
may take some time to build your list of investors. As a wholesaler, your goldmine is
your database of investors. You should always be on the lookout for new potential
investors and make notes of the types of properties they might interested in. Keep
track of the price range and if they prefer to pay cash or obtain ﬁnancing. The more
cash investors you have, the better chance you have of obtaining an initial wholesale
contract—a quick close is worth thousands to a distressed homeowner. We will
discuss marketing tips in more detail in Chapter XI.
When you add “Or any successors or assigns” to your contract, the seller needs to
know that you may in fact assign the contract to a third party. Having your signature
along with the sellers’ and your assignment language means the seller cannot
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back out of the deal without a lawsuit. You will need to place an earnest money
deposit to be held by a third party, typically the escrow agent or closing attorney.
The deposit amount is completely up to you and the seller. Some wholesalers like
to put up as little as possible, that way if a wholesaler cannot be found before the
contract expiration date, it is no big deal to lose a $10 deposit. Other wholesalers like
to put down a standard deposit in an effort to secure a contract from the seller, yet
regardless of the amount, any deposit will be refunded to you at the settlement table.
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2018 Tax Advantages for Real Estate Investors
At this stage, you understand how someone else can pay the mortgage for you. For
instance, you buy a single family home that produces $1,800 per month in gross rent.
You purchased the property for $200,000, put twenty percent down, and ﬁnanced
the remainder. The principal and interest payment using a thirty year ﬁxed rate of
5.00 percent is $858 per month. The annual property tax is $2,000 and the property
insurance is $1,000 per year. You ﬁgure $2,000 for maintenance. On a monthly basis,
that adds another $417 per month, for a total payment of $1,275.
Your tenants pay enough to cover the $1,275 expense plus you pocket $525. That is
the beauty of investment real estate. There are countless amounts of considerable
income tax advantages associated with rental properties. This is not considered
income tax advice, please seek a tax professional for qualiﬁed information. What
we are offering, are some general, common deductions available to you as a rental
property owner.

Interest Expense. When you ﬁnance a rental property, the interest paid to the
lender is considered tax deductible in the same manner as interest paid for a primary
residence.

Depreciation. For residential properties, you can factor depreciation based upon
the cost of the property over 27.5 years. Using the same $200,000 property, the
deduction each year is $200,000 divided by twenty seven and a half, equaling
$7,272.

Operating Expenses. Do you pay the utilities for your unit? Did you have
to replace a hot water heater? What about lawn maintenance, or homeowner
association fees? All associated expenses owning and maintaining a property are tax
deductible.

Property Taxes. When you invest in real estate you are required to pay taxes on
the properties you own, the good news is, this expense is tax deductible.

Management Fees. If you use a property management ﬁrm to assist with your
rentals, the fees paid may be a tax deductible item.

Travel. Travel expenses to and from your rental property are also considered tax
deductible.
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Investing in real estate comes with many perks, now you also have income tax
deductions that other types of investments simply do not have. Everyone’s income
situation will be a different according to income tax brackets and whether you
own a property in a trust or an LLC. It is important to work with a tax professional
experienced in investment real estate, both residential as well as commercial. A
tax professional will not only provide you with available deductions, but also help
steer your business with tax implications in mind. Now you can see why real estate
investors who start out with just one rental property soon see the advantages of
owning multiple units. The proﬁt, equity appreciation, and income tax advantages are
too hard to resist.
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The Notice of Default: Getting a Head Start
Real estate investors everywhere scour foreclosure lists for properties. An investor
can ﬁnd this information at their local county recorder’s ofﬁce. This information is a
matter of public record, hire someone to make the journey or subscribe to a service
that provides foreclosure ﬁlings in speciﬁc counties or across the country. A bank or
mortgage company will often have a special website showing their foreclosed real
estate in an attempt to sell them as quickly as they can. Savvy real estate investors
don’t stop there, we are going to tell you how to get a head start.
In the mortgage industry there are ‘servicers.’ Servicers are the ones who collect
the monthly payments on behalf of the owner of the mortgage. Most conventional
loans are owned by ‘Fannie Mae’ and ‘Freddie Mac,’ but the monthly payments are
still sent to the bank. The bank makes money collecting the money on the foreclosed
properties. When the payments become delinquent, the servicer can start foreclosure
proceedings on behalf of the mortgage owner but they must follow speciﬁc rules.
During the foreclosure wave, mortgage lenders were overwhelmed with the number
of foreclosures. They were underprepared and understaffed. The companies would
cut corners and violated speciﬁc foreclosure rules. When lenders do foreclose, they
are required to follow 2 steps before the foreclosure process becomes valid. The
borrower misses 2 payments in a row, the bank sends a certiﬁed letter containing a
Notice of Default, also referred to as the NOD. This notice is ﬁled in the public record.
The NOD includes speciﬁc language, including how much it will take to avoid a
foreclosure and if the next payment is missed. If 2 payments are missed a foreclosure
ﬁling will occur. This is the moment most real estate investors wait for.
The NOD is ﬁled at least thirty days before the foreclosure ﬁling. If the property
owner just makes one payment to the lender instead of 2, the foreclosure notice will
not be ﬁled because the property owner will then only be 2 payments behind. The
owner knows that missing 2 in a row is bad news, but keeping 2 payments behind will
avoid a foreclosure ﬁling.
Investors who routinely research NOD ﬁlings have at least a thirty day head start
against other foreclosure hunters. Investors who only visit the public record for a
foreclosure ﬁling may never know that there are property owners out there that
are one payment away from being foreclosed upon. By concentrating on the NOD
instead of the foreclosure ﬁling, you will eliminate the competition as well as be
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the ﬁrst to contact the property owner about buying their home and keeping the
foreclosure ﬁling at bay.
It is a little more work and property owners can routinely stave off a foreclosure ﬁling
by constantly being 2 payments behind. However, at some point the owner may no
longer be able to afford the property. By watching the property you will be the one
who has been in front of the owner before anyone else even knows.
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Networking: The Lifeblood of Your Business
As a beginning real estate investor, you will realize that no one is exactly beating
down your door with leads for you to track down. You do not have a name in the
industry yet and no one knows about your services except for you and a few friends
and colleagues. That means you need to get out there and promote your business to
others in the industry. What are some of the most cost efﬁcient, productive ways to
market your company?

Real Estate Clubs. Real estate professionals attend real estate meetings and clubs
on a regular basis. Real estate clubs are meetings real estate investors come together
to listen to an industry expert, attend a real estate tour that highlights recent listings,
and exchange business information. Real estate agents are not the only ones who
attend these meetings. You will ﬁnd other real estate investors, banks, title agents,
insurance agents, contractors, and anyone remotely connected to the real estate
industry. To get referrals, go where other professionals go.

Cards and Tags. Creating a name tag and business card is an easy and quick
way to give someone your information. It is brand awareness and connects you
directly to the people around you. When you attend a professional or networking
event and someone sees your tag or reads your business card they will know
exactly who you are and what you are looking for. Today, many people think
business cards are old-fashioned and think they end up in the wastebasket. The
impact of a business card may be long-standing, but it for that exactly reason we
keep them around. When introducing yourself, ask for the persons’ business card
and read it. This lets the person know that you are really interested in who they are
and not just collecting cards.

Bandit Signs. The most cost effective of all marketing and networking strategies
are bandit signs. You have probably seen bandit signs as you pull up to an
intersection or along a service road. They are small, handwritten signs that say, “I
Pay Cash for Houses,” or “Avoid Foreclosure!” along with a telephone number at the
bottom. These signs are cheap, effective, and noticed by those who may need to get
out from under their real estate in a hurry.

Social Media. The power of social media is one of the most beneﬁcial tools you
have. Social media is everywhere, using this tool to your advantage can immediately
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double your business. Be sure to utilize tools such as, Facebook, Twitter, Instagram,
and LinkedIn etc. A consistent social presence keeps your business in front of
hundreds or thousands of people. Use this service to get your business noticed and
make sure everyone knows what you do. Research which outlets will work better for
you and begin to market and network online today!
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Property Tax Lien Investing
Property tax lien investing is not well known to the public. The entities that sell
property tax liens do not tend to have a marketing company telling the world what
they do and how private individuals can make signiﬁcant, safe returns with as little
as few hundred dollars. For those who do know about tax lien investing, they know
you can invest in as little or as much as you like. The process of tax lien investing can
seem daunting, but if you know the steps, you will be able to make returns on your
investments with ease.
In local counties or parishes they issue property tax assessments once or twice per
year, depending upon the area. The notice entails the appraised value determined by
the county and the amount of property tax due based upon local tax rates and the
value of the real estate. The property owner forwards the property tax due and waits
for the bill next year. Sometimes the property owner cannot pay the tax, and instead
of expensive and time consuming collection efforts, the county can hold a property
tax lien certiﬁcate auction. These auctions can occur as often as the county deems
necessary, sometimes they happens as much as once or twice per month.
At the auction, an investor bids against others for the property tax lien certiﬁcate.
The successful bidder pays the property tax on behalf of the delinquent borrower
and receives a property lien in the amount of the taxes plus interest and any
penalties. The lien is considered “superior” to existing liens on the property and
cannot be released until the lien amount is satisﬁed.
The interest and penalties on a tax lien are regulated by local statute but typical
interest rates can be anywhere from ten to thirty percent, or more. All interest rates
are secured by the property. The tax lien investor has a double digit investment with
a lien on the collateral that cannot be removed unless paid.
The property owner has a speciﬁc time frame in which to redeem the tax. The
redemption period will vary based upon the area, but can be anywhere from 6
months to 3 years. If the property owner does not redeem the tax lien, the tax lien
certiﬁcate owner then has the right to foreclose on the property.
Here is a look at some sample numbers. A tax bill becomes delinquent in the
amount of $5,000. The successful bidder wins the tax lien certiﬁcate, pays the
county, then waits for the property owner to redeem the amount within the 12
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month redemption period at an interest rate of eighteen percent. At the end of
twelve months, the property owner pays the investor the $5,000 plus $900 in
interest and the lien is released.
Tax deeds are also available as an investment for the areas that use them instead of
tax lien certiﬁcate. A tax deed auction is attended by investors who bid on property
that is being sold by the county to settle delinquent taxes. With a tax deed, the
property is offered for sale. A tax lien does not sell the property, but grants the
investor an interest in the property with a right to foreclose.
Investing in tax lien certiﬁcates allows you to bid to own properties for back taxes
owed. Many property owners redeem within the speciﬁed time, but if won, the
investment is one of the most proﬁtable, as well as secure of any investment vehicle
available today.
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How Liens Work
Proﬁting from HOA liens and tax liens requires an understanding of how liens are
ﬁled and how they are released. Beyond both types of lien investing is how liens
affect the title, or ownership of a piece of real estate. Any real estate can have a lien
attached to it. Knowing how liens work and how they affect the transfer of a property
is a key component to real estate investing.
A lien is a legal interest in a property placed by third parties who have some right
to the real estate in question. When a real estate investor investigates a potential
purchase, one of the most important documents to evaluate is the title report. The
title report lists all current and previous liens, when they were ﬁled, when they were
released, and if any amounts are tied to them.
When a real estate investor reviews a title report and no liens are found, other than
the mortgage company that is threatening to foreclose, the investor can conclude
only the mortgage needs to be satisﬁed before the property can be transferred
from the owner to the investor. Once the mortgage is paid off and satisﬁed at the
closing table, the lender ﬁles a release of lien. This gives up any rightful interest in the
property. Without the lien being ﬁled, the mortgage company could send the owner
to a collection agency or obtain a judgement, but at this point it could not foreclose.
There are some other types of liens that can legally show up on a title report. One
type of lien that may show up is a mechanic’s lien. When a contractor performs work
on a home, one of the ﬁrst things the contractor will do is ﬁle a mechanic’s lien on the
property, ensuring payment for work completed. If the owner and the contractor get
into a disagreement about the quality of work or the amount charged and the owner
refuses to pay, the mechanic’s lien will not be released until the contractor is satisﬁed.
A lien can also appear if there are any delinquent income taxes or property taxes.
The owner may lose a lawsuit and a lien can be ﬁled. In the instance of alimony or
child support going unpaid another type of lien can show up on a report. In all cases,
unless the lien holder is satisﬁed, the property may not change hands.
The order of liens is, superior lien and a subordinate one. A superior lien is an interest
that supersedes all previous liens regardless of when it was ﬁled and can remain on a
title even when another lien holder forces a foreclosure. Superior liens include HOA,
property taxes, state and federal income taxes, and mortgages. When a superior lien
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ﬁles a foreclosure, the superior lien holder is not required to pay off any existing liens
that are not considered in a superior position.
Ultimately, the legitimacy of a lien will be determined by state law with the aid of an
attorney. One of the primary reasons tax lien and HOA liens are so secure, is the superior
position both liens have, compared to previously ﬁled liens against the property.
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How Banks Review Investment Property Loans
Buying an investment property does require one major component—funding the deal.
Unless you have several thousand dollars cash, it is likely you will need to ﬁnance
the property. In today’s market, the most cost effective loan for rental properties is
one underwritten to Fannie Mae or Freddie Mac guidelines. FHA or VA loans cannot
be used to buy and ﬁnance rental homes. Knowing what the bank will ask for and
reviewing your application in advance, will help ensure a smooth closing. The basics
concern income, down payment, and credit history.

Income. Mortgage lenders are required by law to make sure you can afford the
monthly payments associated with the new loan. Guidelines that took effect in
2018 require a lender to apply the “Ability to Repay” rule when evaluating loan
applications. The statute means your total monthly credit obligations cannot exceed
43 percent of the gross monthly income of all borrowers on the application. Credit
obligations include payments for an auto loan or credit card but do not include items
such as utility payments, food, or entertainment.
Qualifying income includes funds from an employer, veriﬁed with copies of your
two most recent paycheck stubs in addition to your last two W2 forms. If you are
self-employed, lenders use the net income from your business, adding back any
depreciation and depletion, and you must have at least two year’s self-employment
income veriﬁed by ﬁled federal income tax returns. If you have been self-employed
for less than two years, you will have to wait to apply for a loan.

Down Payment. Most lenders will require at least 20 percent down for an
investment property, with many requiring a twenty ﬁve percent minimum down
payment. For a $200,000 property, that will mean $40,000 to $50,000 dollars. In
addition to your down payment, you will need to have proof of enough personal
funds available to you for closing costs as well. A bank can provide a list of estimated
closing costs, but you can expect to pay anywhere from 2 to 3 percent of the sales
price allocated for items such as lender fees, appraisal charges, and other third party
services.
In order to verify you have enough funds available, the mortgage lender will ask
for your most recent bank and investment statements containing the funds for the
transaction. The lender will ﬁrst look at the bottom line then review the statements
to identify deposits going into the account. If you get paid on the 1st and 15th,
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the lender will look for deposits similar to your pay on or about those dates. Any
miscellaneous deposits that cannot be matched up will need documentation of the
source of funds for the lender to make ensure the additional funds are yours and not
borrowed from or given to you by a third party.

Credit. Credit approvals today use credit scores, sometimes referred to as “FICO”
scores to obtain the information they need to approve a loan. A credit score is a 3
digit number ranging from three hundred to eight hundred and ﬁfty. The higher the
number, the better the credit. You will have 3 credit scores, one from each of the
credit agencies, Equifax, TransUnion, and Experian. Each score should have a similar
number. Lenders will use the middle score of the 3, throwing out the highest and
lowest. Most lenders require a minimum score of six hundred and forty to six hundred
and sixty for real estate investments.

© 2018 Real Estate Elevated Events

Bazan Declaration

Attachment M - 30

30
EX 51, p. 104

Case 2:19-cv-00713-DAK-EJF Document 12-49 Filed 09/30/19 Page 5 of 100

XV

Using Rental Income to Qualify
You now know renters can pay for your mortgage and associated expenses. You also
know a mortgage lender can verify that, but there are speciﬁc rules that mortgage
lenders must follow when using or not using rental income to offset the new mortgage
payment associated with the loan. These rules cannot be avoided. Once the income
can be used, it can open up a whole new world of investment possibilities.
In Chapter XIV, we reviewed how mortgage lenders evaluate an application to ﬁnance
a rental property. You need to have sufﬁcient income, assets, and decent credit in order
to qualify.
What does a lender do when the property is rented while you are applying for a loan?
The primary hurdle is dealing with a landlord. Lenders know if you have previously
been a landlord by reviewing recent copies of your federal income tax returns, as well
as a copy of your credit report. Your income taxes, speciﬁcally Schedule E, will show
the income and expenses associated with owning and maintaining a property. If you
do not have a completed Schedule E, the lender may not use that income to qualify
you. This guideline applies to conventional lending underwritten to Fannie and Freddie
rules. Other banks may approve an application, but you may experience higher rates
and more down payment.
Not using the income from the proposed rental property means you must qualify using
your current housing payment, monthly credit obligations, and the new mortgage
payment. This includes property taxes and insurance. That means 2 house payments,
this can seem like a lot at ﬁrst, which leads many investors to start small with their ﬁrst
investment. Keep in mind, after the ﬁrst property, things can change dramatically.
Once you have ﬁled a Schedule E, showing rental income for a property you own, the
lenders can use the rental income from the pending property to offset the mortgage.
Do you remember in Chapter IX when the renter paid all of your expenses, plus you
made a few hundred dollars? When evaluating an application under that scenario for
a subsequent rental property, not only will the lender not count the new mortgage
against you, but also credit you with an additional net income.
The income from the new purchase is calculated using the amount listed on the Market
Rent Survey reported on the property appraisal, along with a copy of an existing lease
agreement showing the amount of rent paid. Most lenders will use the amounts listed
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in the appraisal and some may take it one step further and apply a vacancy factor of
twenty ﬁve percent. If the property rents for $1,000, the lender will use seventy ﬁve
percent of that, or $750 for qualifying purposes.
There is a reason many real estate investors do not own just one rental property.
Qualifying for the subsequent purchase is so easy. As long as the potential borrower
can prove by way of tax returns there is landlord experience, the income from the
potential purchase can be used to offset or eliminate the debt incurred on the
purchase when qualifying the applicant.
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Seller Financing
Owning real estate is a consistently proﬁtable venture, earning returns that a mutual
fund would be jealous of. Seller ﬁnancing real estate, both for the short and long
term, is a proven method to earn consistent returns while helping others buy their
own home.
Why would you consider ﬁnancing a property for a buyer? The returns, for one.
Interest rates for seller ﬁnanced properties will be higher than market and it can
also help move a property when the market may be soft. If thirty year mortgage
rates today are 5.00 percent, you could charge 8.00 or 9.00 percent. If you have
bought and sold real estate you likely have been approached by someone asking
if you would consider ﬁnancing the purchase. If you do, here is what you should be
prepared for.
First, understand the new rules implemented for 2018. If you ﬁnance more than 3
properties in a twelve month period, you will be required to obtain a residential
mortgage originator’s license. This license requires a twenty-hour pre-exam course
and passing a national and state exam. You must keep that license active every year
with 8 hours of continuing mortgage education. Stay up to date with new rules to
avoid making common mistakes.
There are many good candidates for a seller ﬁnanced property. It can be anyone you
choose, but remember that if the buyer fails to make the payments on time, you will
have to foreclose on the property. This can be an expensive and lengthy process.
Regardless of any interest rate you charge, if they do not pay you will be losing
revenue.
When you do decide to ﬁnance a home for a buyer, it is important to think like a
bank. You want to make sure they have sufﬁcient income to cover the new house
payment, taxes, insurance, and maintenance costs. Remember, when you sell, you no
longer own the home, so maintenance is no longer your responsibility. Make sure the
buyers complete a standard mortgage application, you can ﬁnd these online. Run a
credit report and make sure to ask for a substantial down payment. A common down
payment is twenty percent or more.
Usually when someone asks you to ﬁnance a property, it is because they cannot get
traditional ﬁnancing. You do not want someone with poor credit, but someone who
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is just “outside the box” for a standard loan would be acceptable. For example, banks
require a self-employed borrower to have two years income tax returns ﬁled before
accepting the income. If someone is self-employed for say one year but shows good
income, veriﬁed with bank statements, then you have a good candidate.
Loan terms for seller ﬁnanced properties must be fully amortizing and be ﬁxed for at
least the ﬁrst 5 years of the loan. Most seller ﬁnanced transactions contain a balloon
clause, which means the loan comes due in full at the end of a speciﬁc term. This
clause gives the buyer time to address whatever issue is keeping them from getting a
mortgage from a bank and it also doesn’t tie up your equity for the next thirty years.
You want to do this in accordance with local and federal guidelines, which means
having an attorney or settlement agent handle the legal paperwork for you. Seller
ﬁnancing is a solid way to make money in real estate and provides the seller with
above market returns, secured by real estate.
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Hard Money Loans
You may have heard the term “hard money” or “private” money before. Hard money
refers to a type of loan that has more expensive terms than a conventional loan from
a bank. Why would someone use a hard money lender if the rates and fees are high?
Seasoned real estate investors know that having a hard money lender can be vital
to the success of the enterprise. The beneﬁt of using a hard money lender is to get
approval for loans that traditional lenders might not approve.
With conventional ﬁnancing, both the borrower and the property must be approved.
A buyer may have excellent credit and a sizable down payment, but if the property
is not up to standards, the loan cannot be approved. This is often the case when an
investor sees an opportunity that needs rehabilitation. Once the repairs have been
completed, the home is eligible for a conventional loan from a mortgage company.
This process is the bread and butter of many a real estate investors.
For example, there is a property that has been vacant for some time and has been
listed once or twice, but has not sold. The foundation is in need of serious repair and
there is no working heating and air conditioning system. The home needs work. The
property is listed at $75,000 but if the home were in good condition, it could sell for
$175,000. Due to the condition of the property, a traditional lender will not touch it.
The investor invites his contractor partner and a property inspector to make
a thorough evaluation of the property. After the evaluation, they conclude the
structural repairs will cost $15,000. The HVAC system needs replacing for another
$5,000. With new appliances, fresh paint, and some TLC add another $5,000. The
investor needs funds not only to purchase the house, but for the rehabilitation as
well.
The investor contacts his private lender and presents the plan. The private lender
sees that it makes sense and agrees to issue the funds as long as the investor comes
up with a twenty percent down payment. The interest rate is twelve percent and with
four points.
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Here is a breakdown of the costs incurred:
List Price

$75,000

Foundation

$15,000

HVAC

$ 5,000

Remodel

$ 5,000

Total

$100,000

Down Pymt

$ 20,000

Loan Amount

$ 80,000

Sales Price

$175,000

Selling Costs

($ 7,000)

Points

($ 3,200)

Loan

Net Proﬁt

($ 80,000)

$64,800

Now that the home is rehabilitated, anyone can get ﬁnancing and mortgage lenders
will be happy to place a loan. Hard money lenders are valuable to the real estate
marketplace because they facilitate the sale of homes that could otherwise not be
ﬁnanced.
Hard money lenders set their own rules and can evaluate most any real estate
opportunity, residential or commercial, as long as there is a clear exit strategy for the
transaction. Most often the exit strategy is convincing the private lender the property
can be sold in the open market as long as it is repaired. If you do not have access to a
hard money lender in your database, it is time to start networking. Most undervalued
properties will require signiﬁcant repairs that must be made and you can make those
repairs with your own funds or take advantage of a hard money loan.
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The REO
Banks do not make mortgage loans if they know the borrowers cannot afford for the
sole purpose of foreclosing on the home and taking back the property. If a mortgage
lender did that as a practice, they would not be successful at their business. When a
home goes into foreclosure, it usually means something went wrong. The owner lost
a job, divorce, an extended illness, or worse.
When a mortgage company has too many foreclosures, it can affect the cost of
the bank’s own funds as well as increasing its reserves, ultimately putting it out of
business. Remember the thousands of bank closures toward the end of the last
decade?
When a bank forecloses on a home, the property is typically offered at an auction
requiring a minimum bid. If the home is not sold at the auction, it is placed in the
lenders’ Real Estate Owned, or REO department. This department’s job is to manage
and sell the inventory of foreclosed homes. This is where you will ﬁnd the lender’s
foreclosed property. Many casual investors will call a bank branch and ask for the
foreclosure or REO department. The call is transferred and typically there will be
a voicemail. Not getting a response, the individual gives up, moving onto the next
bank. Bank’s REO division can receive an abundance of requests for foreclosed
homes. If you want to work with an REO department, it is vital to establish a personal
relationship with the REO manager.
The bank needs to know you are serious about buying their real estate and you have
the means to do so. Today, many lenders contract with local or national real estate
brokers to market their homes for them or the lender posts their inventory online, but
most often they do both.
You recall “shadow” inventory from Chapter V? You want to know a home is in the
process of being catalogued in the REO department before it is posted for sale. How
can you do that? You do not do it by leaving a voicemail. You make a personal visit
to the REO department and put a face to your business. Take the REO manager out
for lunch. After you have successfully closed one or two properties, ask that you be
notiﬁed about a property before it is listed for sale.
Banks do not want foreclosed homes in their inventory, but they also do not want to
give homes away. A foreclosed property means the lender has already lost thousands
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on the transaction due to lost interest, property taxes, and legal fees. Do not expect
to buy an REO property for pennies on the dollar. Instead, have your ﬁnances in order
and offer to close on a property within 10 days. This means having a preapproved
loan on ﬁle at your mortgage company or proof of funds from your hard money
lender. These two items prove you are able to close quick and efﬁciently.
In order to be successful courting REOs, you need to establish a true business
relationship. Nurture it and keep your business in front of the REO manager’s mind
at all times. An REO department is now a client of yours. Once you ﬁnd it, build on it
and keep it.
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Your Mentor
Have you thought about a mentor and what a mentor can do for your career? Most
people who go into business for themselves do not consider a mentor or a coach when
ﬁrst starting out. If you interview some of the most successful people in the industry,
they will tell you they could not have gotten where they are today without someone
there to help guide them along their path. Wouldn’t it be nice to have someone who
has been there and done all that? A mentor can be essential to your success in real
estate investing.
Athletes start with natural talents, physical assets, and drive that allows them to
succeed at their sport. Athletes do not train alone. They have coaches who know how
to train athletes. They are able to make adjustments that allow an athlete to reach
standards they did not even know were possible. At the same time, a coach points out
mistakes an athlete may not have noticed on their own. By studying a sport over years
a coach not only knows what to do, but also what not to do.
In real estate investing, you need the same sort of coaching. Real estate will make
you a lot of money. It can also cost you a lot in terms of dollars, as well as mental
exhaustion. If you do not approach a prospective investment properly you could easily
fail. Finding a mentor can be a vital step in the real estate investing process.
One way to start looking for a mentor is to do your research. There are various resources
and books that can provide you with step by step instructions on real estate investing.
Find the author you like and contact them. Ask for an interview and pick their brains for
as much sage advice as you can gather. It can be difﬁcult to ﬁnd someone willing to give
up their spare time to teach you, but once you locate an individual who enjoys talking
about the business and sharing secrets, you will have landed yourself a mentor.
Having an expert who has bought and sold real estate investments, tax lien certiﬁcates,
seller ﬁnancing, and the full gamut of real estate proﬁts available to you will help
you make money faster. This relationship is bound to spark innovation as well as
enthusiasm in you for the success of your business. If you are questioning a particular
investment or not sure if the deal will work out as planned, run it by your mentor for
feedback. The value of a mentor or coach cannot be overestimated.
Oh, and when you’re in your retirement years, living comfortably due to your real estate
investments? Pay it forward. Become a mentor to someone else and coach the next real
estate guru.
© 2018 Real Estate Elevated Events

Bazan Declaration

Attachment M - 39

39
EX 51, p. 113

Case 2:19-cv-00713-DAK-EJF Document 12-49 Filed 09/30/19 Page 14 of 100

XX

Track and Adjust
Running a business and being self-employed means you call your own shots. Without
discipline to show up when you are supposed to and work when it is time, your
business will struggle succeeding. You need to have a business plan that aligns with
your goals. Then you must implement that plan and take the necessary measures to
ensure you do not stray away.
If you work at home, try to set a schedule and stick to it. Remember, you are making
your own schedule, the important part is to stick to it. If possible, separate your work
computer from your social one and set aside an area designated as your “ofﬁce” and
treat it as such.
As you work toward your goals, it is important to track your progress. Are you a bit
ahead of your goals already? Then maybe it is time to add to the list. Are you running
behind? If your goals seem to be slipping away, it is time for some serious selfanalysis. Are you goals realistic? Are they attainable? If so, what steps can you take to
correct your course?
When you work for someone else, your time and duties are predetermined. You show
up at a speciﬁc time, do your assigned duties, and then go home when the whistle
blows. Being self-employed means you determine what is and what is not important.
Do not allow yourself to get distracted and keep your eyes on your mission.
You will no doubt ﬁnd yourself off course at times. The milestones you expected to
achieve might not have happened and that is okay. Understand and appreciate the
dynamic and make adjustments when necessary. Just because you have to change a
course does not mean you failed. Try to stay on a course that ends in success and the
necessary adjustments will be made that ultimately achieve your goal.
It is not important that you missed a goal, but what you do about it. Do you rack
a missed opportunity as nothing more than bad luck and something out of your
control? Or do you make a serious assessment as to what happened, why, and how
you can ﬁx it. Running your own real estate investment business means having the
unexpected happen to you at times. You can anticipate problems and take corrective
actions to avoid them but you might be thrown for the occasional loop.
Track your progress by comparing your goals with your projected timeline. Make
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needed adjustments and try not to get discouraged. At various times you might get
down on yourself when things do not go as planned. Instead have the conﬁdence
that you do know how to succeed investing in real estate and keep on working. You
have the plan and the drive—all you need now is the action.
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Building Your Team
In the previous chapter, we discussed how important it is to ﬁnd a coach or a mentor.
Find someone who has successfully blazed the very same trail you are on now. While
a mentor is an important piece to your real estate investment puzzle, you also need
to build a team.
Investing in real estate involves multiple components. The wheels are always moving
and there are professionals who work full time in speciﬁc areas that you can rely on
for your success. Many real estate investors are also licensed real estate agents, but
that does not mean you should act as your own agent. Successful real estate agents
are where they are by being the best they can be. It requires full time effort. A good
real estate agent can tell you how long it might take to sell a particular property for a
speciﬁc amount. They can tell you the length of time it takes to sell a home, directly
affects your bottom line. You can price the property for a quick sale or determine if
you can make more by holding ﬁrm on a price. An agent has access to the multiple
listing service, which is a treasure trove of important data that will help your business
thrive. From market rents, to days on market data, a full time real estate agent is
essential to your team.
Another essential component, is a trusted contractor. A contractor will accompany
you to visit a prospective property and help determine how much it will cost to
repair. They can also tell you how long the repairs will take. Making a mistake on the
rehabilitation costs is a deal killer and a good contractor will tell you if a property is
worth the effort.
A real estate attorney or title agent should also be a key member to include on
your team. When evaluating a property, it is not just the physical condition that is
important, but the condition of the title. Distressed real estate means it is not just
the mortgage company that has issues with the owner. If the owner is behind on
property taxes, a lien will be ﬁled and appear on the title report. Back income taxes,
child support, alimony, etc. can appear on the title and must be addressed before
the home can be sold. Too many liens that must be satisﬁed will eat at your proﬁts,
ultimately making the transaction unworkable.
Finally, you need both a private lender and a traditional mortgage company. The
hard money lender is there to help you quickly close on a distressed properties and a
traditional lender will facilitate a conventional loan. Having an open loan application
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at your lender’s ofﬁce will speed up the approval process and help bolster your offer
when contacting the seller. Having a preapproval letter in your hand is a valuable tool
to negotiate the lowest price possible.
You can add others to your team such as an inspector, an insurance agent or an
appraiser. Whoever you add, make sure the players on your team are an agent,
contractor, attorney, and a lender. A winning team will ultimately aid in your real
estate investing success.
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Finding Your Next Deal
You now have all the tools to successfully invest in real estate and you cannot wait to
ﬁnd your ﬁrst deal. Unless you have been successfully buying and selling real estate
for a few years, do not expect a wheelbarrow full of leads to land at your doorstep or
in this case, inbox. How do you ﬁnd your next deal?
The ﬁrst and best way to acquire a deal is to use a real estate agent. An agent
accesses the multiple listing service each day and is constantly on the lookout for
your next project. When you give the agent your search parameters, they are able to
ﬁnd you deals quick. The way real estate agents are compensated is from the seller of
the property. You do not pay a real estate agent to ﬁnd a property and make an offer
on your behalf. The seller that pays. Since agents do not get paid until a property is
sold, agents will begin bringing you prospective purchases for you to review as soon
as they come in.
You might tell your agent that you are interested in single family homes between
ten and twenty years old in a good public school district selling below market value.
These parameters give your agent the blueprint to work with. In addition to the
multiple listing service, the agent is always attending open houses, real estate tours,
and networking events. Remember, the agent does not get paid until a deal closes.
Your entire team should also always be prospecting for properties. They also get paid
when you buy or sell a property. A lead can stem from anywhere. Networking is key
to getting the word out and letting people know what you are looking for. The larger
your network, the more people will know what you want. Leads will start pouring in
once you notify the right people.
We mentioned bandit signs in Chapter VI. Bandit signs are a cheap and easy way
to network. The signs are more effective if they are handwritten, not printed, and
provide urgency. We encourage slogans such as, “I Pay $$ For Houses” or “Cash
Buyer for Houses.”
One of the most effective ways to market and network real estate is going door to
door. Print your business cards and begin making sales calls in a neighborhood you
are interested in. Do not just leave a card on the front door, make contact with the
homeowner. “Hi, my name is Mary and I am a real estate investor. I am stopping by
to introduce myself and here’s my card. If you know of anyone...” You can bet that
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even if the homeowner already has an agent, their agent has not made a personal
house call.
You can also ﬁnd leads at an attorney’s ofﬁce that specializes in family affairs or
probate. Often, when couples get divorced, they are forced to sell their home quickly
because they cannot afford the mortgage individually. A probate attorney is often
found with real estate that the heirs do not want or need.
There are literally hundreds of books on real estate that can give you different ways
to ﬁnd real estate deals, but by taking advantage of the team around you, along with
traditional marketing approaches, you will soon ﬁnd you have more than your fair
share of prospective investments.
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Goal Setting
Goal setting is one of the most important aspects of life. It directly aids in your daily
success, in life and business. Real estate is no exception to goal setting, it will be your
key to making the most out of your business.
To know where you are going, ﬁrst you must identify a destination. Much like
planning for a trip, ﬁrst you have to decide where to go, how you will get there, and
how much it will cost. If you compare taking a trip with goal setting, it becomes
much easier to both understand and apply.
You decide in 2018 you are going to make $100,000 investing in real estate. How will
you get achieve this? What exactly must you accomplish in order to bank $100,000?
You decide you will close ﬁve single family renovations and average $20,000
net on each one. That is identifying a path, but be even more speciﬁc. Choose a
neighborhood to concentrate on. Establish a team to ﬁnd your properties and so
forth. Achieving goals can be easy if you follow the steps and focus on the outcome.
When you decide what ﬁnancial goal is, be as speciﬁc as possible and most
importantly, write it down. When you write your goals on paper you make a mental
and physical connection with your goal. It becomes an afﬁrmation. As you begin
each day, reinforce your goals by writing them down.
As you write, you begin to track your progress. If your goal is to close ﬁve
transactions in 2018 and it is already mid-year and you have yet to close one, it is
time to buckle down to achieve your goal. You have certainly heard about the power
of positive thinking. That is crucial to any goal setting, but positive thinking alone
does not get you to the top. Your goals need to be something you can work for. They
also need to be realistically possible.
Set attainable goals that you can actually envision. Making $100,000 might be much
more than you are making today, but now you know it is possible. Once you reach
that $100,000 goal, you can set loftier goals with the conﬁdence knowing you have
already reached your ﬁrst goal. Now it is time for the next one. Each time you win a
race or achieve a goal, you know in your heart you can do the next one.
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Deﬁning Your Success
Everyone wants to be successful. Some people appear to be extremely driven and
ambitious. Others hope that somehow success will happen if they are good and/
or lucky enough. Some people are truly content. Some people live in such a state of
complacency or defeat they dare not allow a tiny bubble of hope rise to the surface
of their consciousness. Just because they suppress it does not mean in their heart of
hearts they do not desire it. It is human nature to yearn for your version of success.
Deﬁne what success means to you and set your goals to obtain it. It could be a Lear
jet and a Bentley or a house with a white picket fence. Success could mean a highpowered career and a corner ofﬁce or a mid-level management position to which you
worked your way up. Whatever success means to you, you can achieve it.
There are seven billion people in the world and all have different deﬁnitions of
success. There is no wrong answer to the question, “How do you deﬁne success?”
There is no wrong answer as long as we understand success is just another word for
happiness. The whole point of being successful at anything is the feeling of happiness
that ensues.
Being happy is the bond people all over the world share. It is the essence of the
human spirit.
If you freely and unapologetically pursue your own happiness, you are already on you
way to success. Most of us either do not realize the importance of being happy, or we
do not feel we deserve happiness. We have been programmed to believe achieving
happiness can be selﬁsh or it is noble to sacriﬁce our happiness.
You are not reading these words by accident. This message has been divinely
ordained because it is the perfect time for you to wake up and realize that it is
your right to be happy. The Constitution of the United States of America declares
“We hold these truths to be self-evident, that all men are created equal, that they
are endowed by their Creator with certain unalienable rights that among these are
Life, Liberty and the pursuit of Happiness”. Did you get that last part? If those
words have been hollow for you up until this moment, stop right now and let their
meaning penetrate your being. Let your awareness explode with this new insight.
Let your consciousness be saturated with the profound truth that the right to pursue
happiness has been intentionally bestowed upon you by your Creator.
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XXIV

Your permission to be happy is hereby ofﬁcially granted. You deserve happiness by
virtue that you are alive. You owe it to yourself and everyone in your life to do the
work of identifying anything that is holding you back from experiencing success and
happiness. Only you can determine what is getting in the way of your happiness, and
only you have the power to change it.
Never make your happiness someone else’s responsibility. The most ethical and
healthy action we can take is to be responsible for how we feel. It is the only thing
we actually control. Make time and realize your priorities. Courageously examine
how you are honestly feeling and listen. This is the only real work you have to do.
Call that mentor. Update your resume. Take that baby step today.
You are good enough just as you are. You ARE worthy. We are all works in progress,
and we are all deserving of success and happiness in life. Feel the magic of being
alive. Sense your awesome power. Strive for excellence today.

Now... go be successful!
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00000000000000159
Account Number

Statement Date

Total Amount Due

04/15/2018

Not an Invoice. For your records.

For telephone or address change on travel cards, please place an X in the parentheses and make the
desired changes on the reverse side.( )

CITIBANK CARD
CARD STATEMENT
Previous Balance

Credits

$0.00

New Charges

Total Activity

$1,997.00

$1,997.00

Invoice Date
04/15/2018

FOR CUSTOMER SERVICE CALL 1-800-248-4553 OR WRITE Citibank P.O. Box 6125 Sioux Falls, SD 57117
OUTSIDE THE U.S. AND CANADA CALL COLLECT 904-954-7314

Agency Name:
Accounting Code/Cost Center
Billing Office Id:
Discretionary Code:
Single Purchase Limit:
Sale
Date

Post
Date

Account Number

$0.00
MCC
Code

Agency/Org Id:
Tax Exempt#:
Cycle Purchase Limit:

Reference Number

Description

$0.00
Total Amount

**********************************************************************NOTICE MEMO ITEM(S) LISTED BELOW*******************************************************************
04/11/2018 04/12/2018 8299 24050838101900013766143
1
ADVANCED EDUCATION
800UT
$1,997.00
2031274
************************************************************************TOTAL AMOUNT OF MEMO ITEM(S):
$1,997.00
Citi is committed to the reduction of paper. Within the Commercial Cards business, you can switch to online statements now by registering your card on CitiManager at
https://home.cards.citidirect.com/CommercialCard/Cards.html. Thanks to those who already access statements online, together we are saving 2,170 trees each year through this
initiative alone.
Account management made easier: Online statements & CitiManager Mobile offer 24/7 access, security, and mobility. Log in at www.citimanager.com/login and click Go Paperless
under the Statement tab.
Sign-up for email or text message alerts to know when your statement is ready to view. When on the go, access your account and recent activity through your mobile device at
www.citimanager.com/mobile

Memo Section

Approval Section
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Account Requests
CHANGE OF ADDRESS OR TELEPHONE NUMBER
Street Address

_________________________________________

City, State

_________________________________________

ZIP

_________________________________________

Home Phone

_________________________________________

Business Phone

_________________________________________

Payment Information
• Enclose your check or money order payable in U.S. dollars

•
•

•

to Citibank, N.A. with this payment coupon, but do not staple
or tape them together.
Please do not send cash.
Write your account number on the front of your check
or money order.
Please make sure the entire Citibank address appears
through the window of your remittance envelope.
If we receive your mailed payment in proper form at our
processing facility by 5:00 p.m. Eastern Time, it will be
credited as of that day.
Payments, adjustments, and charges received after
the date indicated on the front as “Statement Date” will
appear on your next statement.

Account Inquiries
In case of error or questions about your bill: If you think
the Billing Statement is incorrect, or if you need more information
about a transaction, write to us on a separate sheet at the address
VSHFL¿HGRQWKHIURQWRIWKLVVWDWHPHQWDVVRRQDVSRVVLEOH3OHDVH
notify us no later than 60 days after the date of the bill on which
WKHHUURURUSUREOHP¿UVWDSSHDUHG'LVSXWHGDPRXQWVPD\EH
deducted from “Total Payments Due” after you notify CITI of
disputed items.
In the letter, please give us the following information:
• Your name and account number. For Centrally Billed
Accounts, please include the Agency name and individual
account number.
• The dollar amount of the suspected error.
• Describe the error and explain the reason for the error; if more
information is needed about an item, please describe it to us.
• Merchant disputes: If the Agency or Cardholder was
unsuccessful in attempting to resolve a problem with a
merchant concerning the quality of goods or services
purchased with the CITI Government card, we may be able to
 KHOSLIZHDUHQRWL¿HGLQZULWLQJZLWKLQGD\VRIWKHGDWHRI
the charge.
• In the letter to us, please explain in detail the dispute and the
results of the attempt to resolve it with the merchant. The letter
must include the amount involved, and must be signed
by the individual Cardholder. We will notify you of the
results of our efforts.
• If you returned merchandise and received a credit slip which
has not yet been posted, please allow 30 days from the date
it was issued. If it has not been posted to the Account by then,
forward a copy of the credit slip to us at the billing dispute
 DGGUHVVVSHFL¿HGRQWKHIURQWRIWKHVWDWHPHQW$ORQJZLWKWKH
copy of the credit slip, please include a letter (signed by the
individual Cardholder) stating that credit was not received.
If a credit slip was not issued, please request one from the
merchant. If the merchant refuses, please write to us and
explain the details.

Bazan Declaration

Mail your payment in the envelope provided,
or send your payment to:
Citibank, N.A.
P.O. Box 78025
Phoenix, AZ 85062-8025
You may send your payment via overnight mail to:
Citibank, N.A.
Attn: Payment Processing Center 78025
1820 E. Sky Harbor Circle South STE 150
Phoenix, AZ 85034

•


•
•

On non-disputed or any other matter shown by CITI not to be
in error, CITI may charge the Agency or Cardholder the fee
VSHFL¿HGLQWKH&DUGKROGHU$FFRXQW$JUHHPHQWIRUHDFK 
copy of any document the Agency or Cardholder requests,
such as duplicated periodic statements, transaction slips,
and the like.
Please save your charge receipt.

Mail billing inquiries to:
Citibank, N.A.
PO Box 6125
Sioux Falls, SD 57117-6125

•
•
•

Telephone inquiries through CITI Customer Service,
24 hours a day, 7 days a week:
Toll-free: 1-800-790-7206
Call Collect: 904-954-7850

Information about your CITI
Government Card Account
Report Lost or Stolen Card Immediately: Our telephone lines
are open every day, 24 hours a day. Call the Customer Service
QXPEHUOLVWHGKHUHRUVSHFL¿HGRQWKHIURQWRIWKHVWDWHPHQW
immediately (day or night). After you notify us, you will not be liable
for any unauthorized use of your Card.
From within the Continental U.S.:
Toll-free: 1-800-790-7206
From outside the Continental U.S.:
Call Collect: 904-954-7850
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DECLARATION OF YASSER DANDASHLY
Pursuant to 28 U.S.C. § 1746
I, Yasser Dandashly, hereby declare as follows:
1. I am over the age of 18 and employed as an investigator in the Federal Trade
Commission’s (“FTC”) Western Regional Office. My work address is 901 Market Street,
Suite 570, San Francisco, California 94103. I have personal knowledge of the facts
stated in this declaration and, if called as a witness, I would testify to the facts set forth
below.
2. As an FTC investigator, my duties include monitoring and investigating entities that are
suspected of engaging in unfair or deceptive acts or practices in violation of statutes and
rules enforced by the FTC.
3. The attachments to this declaration, and the exhibit discussed below, have been redacted
in order to protect information that would reveal the undercover identities and accounts
used by the FTC. Moreover, material that would reveal personally identifiable
information has been redacted.
4. On June 12, 2018, at the request of the FTC’s Division of Marketing Practices, I
registered for a free event presented by Real Estate Elevated. I was authorized to pose as
a consumer unaffiliated with the FTC and record that free event.
5. The free event was held at 6:00 p.m. on June 12, 2018 at the Domain Hotel, 1085 East El
Camino Real, Sunnyvale, California. The audience contained approximately 45 people.
6. I recorded the Real Estate Elevated free event, and I then had my recording transcribed
by an FTC contractor called For the Record. Exhibit 3 is a true and correct transcript of
my recording.
1

EX 52 , p. 1

Case 2:19-cv-00713-DAK-EJF Document 12-54 Filed 09/30/19 Page 3 of 8

7. After Real Estate Elevated’s presentation at the free event (and before a presentation by a
company called Tax Lien Buyers Club), I paid $1,997 using an undercover credit card to
purchase admission to Real Estate Elevated’s 3-day workshop. Attachment A is a true
and correct copy of the invoice that I received in connection with that purchase. As noted
on the invoice, I received an “open ticket,” which meant that rather than signing up for a
specific 3-day workshop, I could attend any workshop the company would be holding the
following year.
8. When I paid to attend the 3-day workshop, a Real Estate Elevated representative gave me
two guarantee certificates, among other documents. Attachment B is a true and correct
copy of the “Performance Incentive Certificate” that I received, and Attachment C is a
true and correct copy of the “‘Triple Your Investment’ Guarantee Certificate.”
9. Real Estate Elevated also gave me materials that I have not attached, including an
“Admission Certificate”; a four-page booklet describing the 3-day workshop; a
“Customer Bill of Rights”; a document containing a temporary access code to
“PropFinder Lite”; a “feedback” postcard; and a document containing information for
accessing a Real Estate Elevated e-book. I also received some snacks and two mini
speakers as a gift from Real Estate Elevated for attending the free event.
10. I did not attend Real Estate Elevated’s 3-day workshop. Instead, on or around September
14, 2018, I called the company and registered for a workshop that was being held in
Dallas, Texas on September 21-23, 2018. I registered using a different undercover
identity than the one I had used at the free event.

2

EX 52 , p. 2

Case 2:19-cv-00713-DAK-EJF Document 12-54 Filed 09/30/19 Page 4 of 8

I state under penalty of perjury that the foregoing is true and correct.

Executed on: _______________
09/25/2019

___________________________
Yasser Dandashly
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EXHIBIT 55
Declaration of FTC Investigator Diana Shiller
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DECLARATION OF DIANA F. SHILLER
PURSUANT TO 28 U.S.C. § 1746
I, Diana F. Shiller, hereby declare as follows:
1.

I am over the age of 18 years old and am employed as an Investigator with the Federal
Trade Commission’s (“FTC”) Division of Marketing Practices. My work address is FTC
Headquarters, 600 Pennsylvania Ave NW, Washington, DC 20580. I have personal
knowledge of the facts stated in this declaration and, if called as a witness, I would testify
to the facts set forth below.

2.

As an FTC investigator, my duties include monitoring and investigating parties who are
suspected of engaging in unfair or deceptive acts or practices in violation statutes and
rules enforced by the FTC.

3.

I have worked on the FTC’s nonpublic investigation of Zurixx, LLC, and related entities.

4.

The attachments to this declaration have been redacted in order to protect information
that would reveal the undercover identities and accounts used by the FTC. Moreover,
material that would reveal personally identifiable information has been redacted.
FTC Consumer Sentinel Database

5.

The FTC maintains a complaint database called the Consumer Sentinel Network
(“Sentinel”). Sentinel contains complaints submitted directly by consumers as well as
complaints submitted by the Better Business Bureau and government agencies.

6.

As of September 20, 2019, the FTC had received 239 consumer complaints relating to the
marketing and sale of real estate investing products and services (“products”) by Zurixx,
LLC and its various brand and d/b/a names. This total does not include the complaints
1
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filed by 24 consumers who have either provided sworn declarations or testified at an
investigational hearing.
Domains and Websites
7.

As part of my work on the Zurixx investigation, I visited www.domaintools.com, which
provides a publicly available database known as the “Whois.” The Whois database
provides information about domains, such as the contact information for the registrant,
admin, and tech.

8.

On September 18, 2019, I searched www.domaintools.com for the Whois records
associated with zurixx.com. Attachment A contains a true and correct copy
zurixx.com’s Whois record. The Whois record shows that the zurixx.com domain is
hosted on IP address 159.203.84.130; 15 other domains are hosted on the same IP
address.

9.

That same day, I logged into my Whois account, and I searched in the Reverse IP Look
Up section for the 16 domains associated with 159.203.84.130, the IP address that hosts
zurixx.com. Attachment B contains a true and correct copy of the Reverse IP Lookup
results for 159.203.84.130.

10.

I visited all 16 domains hosted on IP address 159.203.84.130, to see how many active
websites were associated with the domains. Below is a table showing the website status
for the 16 domains.
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Domain
daymondjohnssuccessformula.com
djxsuccess.com

fixingtoflipevents.com
flipitforward.com
highpointeducation.com
premiumft.com
professionaleducationllc.com
reelevatedevents.com
rhxevents.com
rulesofrenovation.com
sideflips.com
successflip.com
thecommercialedge.com
turnyourprofit.com
willtowinmethod.com
zurixx.com
11.

Website Status?
Active
Redirect to
https://nextlevelsuccessevents.co
m/
Inactive
Active
Active
Active
Active
Active
Active
Active
Active
Active
Active
Active
Active
Active

In addition, I viewed the Whois records for each of the 16 domains hosted on IP address
15.203.84.130 and found that all of the current Whois Records listed a privacy or proxy
service as the registrant, a practice that keeps the identity and contact information of a
domain’s operator from appearing in the public Whois record.

12.

Attachment C contains a true and correct copy of flipitforward.com 2015-03-26 Whois
record.

13.

I went through the historical Whois records for each of the 16 domains. The Whois
record for flipitforward.com dated 2015-03-26, showed that before a privacy or proxy
service was associated with the domain, James Carlson was listed as its registrant, admin,
and tech name, and amy@zurixx.com was listed as the registrant, admin, and tech email.
Attachment C at 4.
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14.

Thereafter, I conducted a Reverse Whois search to identify domains that contain an
@zurixx.com email address in the contact information for the registrant, admin, or tech.
Attachment D contains a true and correct copy of the results of my search. During the
period between June 6, 2013 and August 1, 2019, there were 269 domains that contained
an @zurixx.com email address in their domain contact information.

15.

I visited the 269 domains that contained an @zurixx.com email address and found six
active websites. Out of the 269 domains that contained an @zurixx.com registrant email,
187 were parked for free, meaning that the domain name has been reserved, but does not
have an active website.

16.

Below is a chart of the active websites and products associated with the websites.
Domain
birthtoboardroombranding.com
flipitforward.com
flippingformula.com
flippingformulatickets.com
premiumwealthprotection.com
yourcoachingline.com

17.

Website Status?
Active
Active
Active
Active
Active
Active

Product
Real estate
Real estate
Real estate
Real estate
Non-real estate
Non-real estate

I reviewed the Whois records for the six active websites listed in paragraph 16 and found
that all six identified a privacy or proxy service as the registrant. I went through the
historical Whois records for each domain and found that James Carlson was a registrant
for birthtoboardroombranding.com, flippingformulatickets.com, and flipitforward.com
before a privacy or proxy service was associated with those domains.

4
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18.

On September 18, 2019, I used SnagIt, a tool that facilitates capturing computer screen
shots, to capture the webpages of birthtoboardroombranding.com,
flippingformulatickets.com, and flipitforward.com.

19.

That same day, I logged into my Whois account and saved the
birthtoboardroombranding.com’s Whois record for 2016-05-21. Attachment E contains
a true and correct copy of birthtoboardroombranding.com’s Whois record for 2016-05-21
and an excerpt of a true and correct copy of my capture of the website’s homepage.

20.

On September 24, 2019, I logged into my Whois account and saved
flippingformulatickets.com’s Whois record for 2017-05-02. Attachment F contains a
true and correct copy of flippingformulatickets.com’s Whois record for 2017-05-02 and a
true and correct copy of my capture of the website’s homepage.

21.

On September 18, 2019, I logged into my Whois account and saved the
flipitfoward.com’s Whois record for 2015-03-26. Attachment G contains a true and
correct copy of flipitfoward.com’s Whois record for 2015-03-26 and true and correct
copies of my captures of the website’s homepage.

22.

On the same day, I visited flipitfoward.com and observed that the website promoted real
estate products by using Karen Laine and Mina Starsiak, the stars of HGTV’s “Good
Bones.” The homepage listed 800-218-7173 as the “call to register” telephone number,
which is the telephone number to register for a free real estate event. Attachment G at
7.
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23.

On July 16, 2019, I reviewed a Flip It Forward flyer that the Utah Division of Consumer
Protection received. The flyer advertised free real estate events in the Salt Lake City area
and referred those interested in attending to the website goodflipsre.com/SLC18.

24.

On September 19, 2019, I visited goodflipsre.com, a website associated with a Zurixx
brand called Flip it Forward. On the same date, using SnagIt, I captured
goodflipsre.com’s homepage. Attachment H contains a true and correct copy of
goodflipsre.com’s homepage.

25.

The goodflipsre.com website used the same HGTV personalities, Karen and Mina, and
the same “call to register” telephone number as flipitfoward.com. Also, I observed that
the goodflipsre.com’s homepage is titled Flip It Forward.

26.

On the same date, I searched for the Whois records for goodflipsre.com and the domain
goodflipsre.com is hosted on IP address 162.241.32.254.

27.

That same day, I logged into my account and searched in the Reverse IP Lookup Whois
section for domains hosted on IP 162.241.32.254. Attachment I contains a true and
correct copy of the Reverse IP Lookup results for 162.241.32.254.

28.

I visited the 12 domains hosted on IP address 162.241.32.254 and nine websites were
active. Below is a chart of the nine active websites and products associated with the
websites.

6
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Domain
10xsuccessevents.com
bwsummit.com
doughopkinsformula.com
flippinontheside.com
goodflipsre.com
nextlevelsuccessevents.com
successformularealestate.com
omniwealthbuilding.com
twochickstrainingtools.com
29.

Website Status?
Active
Active
Active
Active
Active
Active
Active
Active
Active

Product
Real estate
Real estate
Real estate
Real estate
Real estate
Non-real estate
Real estate
Non-real estate
Real estate

I viewed the Whois records for the nine active websites listed in the paragraph above and
found that all of the Whois Records identified privacy or proxy services as the registrant.

30.

On September 19, 2019, I visited twochickstrainingtools.com and observed that the
homepage had the same HGTV personalities, Karen and Mina, and the same “call to
register” telephone number as flipitfoward.com and goodflipsre.com. On the same date, I
used SnagIt to capture the homepage. Attachment J contains a true and correct captured
of twochickstrainingtools.com’s homepage.
Financial Records

31.

Attachment K is a true and correct copy of the May 3, 2017 Business Depository
Certificate application for Zurixx, LLC’s bank account ending in x6538 with JP Morgan
Chase.

32.

The application for account x6538 contains the following information:
a.

Account Title: Zurixx, LLC DBA Advanced Financial Training or
Premium Financial Training or USA Loan Processing, or Advanced Real

7
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Estate Education, or Success Path Education, or Flipping Formula
Education, or Financial Education;

33.

b.

Member or Manager: Zurixx Financial LLC; and

c.

Member or Manager: CJ Seminar Holdings.

The signature next to Zurixx Financial LLC appears to be that of James Carlson, who is
identified as the Authorizing Representative. Attachment K at 2.

34.

The signature next to CJ Seminar Holdings appears to be that of Cris Cannon, who is
identified as the Authorizing Representative. Attachment K at 2.

35.

Attachment L is a true and correct copy of the January 30, 2014 Bank Signature Card
application for Zurixx, LLC’s bank account ending in x0147 with Zion First National
Bank.

36.

The bank account application for x0147 contained the following information:
a.

Account Title: Zurixx, LLC; and

b.

Authorized Signers: Christopher A. Cannon and Jeffrey D. Spangler.
YouTube

37.

On July 16, 2019, I visited Zurixx’s YouTube channel and used SnagIt to capture a video
titled “Zurixx Who We Are,” which was published by Zurixx LLC on August 30, 2016.
Within the video, there was an image titled “Who Got Us Started?” which identified Jeff
Spangler as “President: Utah,” James Carlson as CEO, and Cris Cannon as “President:
Puerto Rico.” Attachment M contains an excerpt from a true and correct copy of the
screenshots I captured within the “Zurixx Who We Are” YouTube video.
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Home > Whois Lookup > ZurIxX.com

Whois Record for ZurIxX.com
− Domain Profile
Registrant

Registration Private

Registrant Org

Domains By Proxy, LLC

Registrant Country us
Registrar

GoDaddy.com, LLC
IANA ID: 146
URL: http://www.godaddy.com
Whois Server: whois.godaddy.com
(p)

Registrar Status

clientTransferProhibited, clientUpdateProhibited, clientRenewProhibited,
clientDeleteProhibited

Dates

2,825 days old
Created on 2011-12-24
Expires on 2023-12-24
Updated on 2018-12-25

Name Servers

NS19.DOMAINCONTROL.COM (has 51,328,075 domains)
NS20.DOMAINCONTROL.COM (has 51,328,075 domains)

Tech Contact

Registration Private
Domains By Proxy, LLC
DomainsByProxy.com,
Scottsdale, Arizona, 85260, us
(p)

IP Address

(f)

159.203.84.130 - 15 other sites hosted on this server

IP Location

- New Jersey - Clifton - Digitalocean Llc

ASN

AS14061 DIGITALOCEAN-ASN - DigitalOcean, LLC, US (registered Sep 25, 2012)

Domain Status

Registered And Active Website

IP History

11 changes on 11 unique IP addresses over 7 years

Registrar History

1 registrar

Hosting History

3 changes on 3 unique name servers over 8 years
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− Website
Website Title

Zurixx | The Best People, The Best Brands, The Best Results

Server Type

Apache/2.4.6 (CentOS) OpenSSL/1.0.2k-fips PHP/7.2.20

Response Code

200

Terms

336 (Unique: 174, Linked: 45)

Images

0 (Alt tags missing: 0)

Links

24 (Internal: 16, Outbound: 5)

Whois Record ( last updated on 20190918 )

Validation Required
DomainTools is committed to preventing the abuse of Whois data so we now require a CAPTCHA
to view the full raw domain name record.
Existing user? Please log in.

I'm not a robot
reCAPTCHA
Privacy - Terms

Tools
Hosting History
Monitor Domain Properties
Reverse IP Address Lookup
Network Tools
Buy This Domain
Visit Website

Preview the Full Domain Report
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View Screenshot History

Available TLDs
General TLDs

Country TLDs

The following domains are available through our preferred partners. Select domains below for more
information. (3rd party site)
Taken domain.
Available domain.
Deleted previously owned domain.
ZurIxX.com

View Whois

ZurIxX.net

View Whois

ZurIxX.org

View Whois

ZurIxX.info

View Whois

ZurIxX.biz

Buy Domain

ZurIxX.us

Buy Domain

+
Sitemap

Blog
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Home > Reverse IP Lookup > 159.203.84.130

159.203.84.130 Reverse IP Lookup
Enter an IP address and our patented Reverse IP Lookup tool will show you all of the domains
currently hosted there. Results include all gTLD domains and any known ccTLD domains.

Lookup Connected Domains

Lookup tips ?

zurixx.com
LOOKUP
Example: 65.55.53.233 or 64.233.161.%

Reverse IP Lookup Results — 16 domains hosted on IP address 159.203.84.130
Download 16 results as .CSV

Domain

View Whois Record

1.

daymondjohnssuccessformula.com

2.

djxsuccess.com

3.

fixingtoflipevents.com

4.

flipitforward.com

5.

highpointeducation.com

6.

premiumft.com

7.

professionaleducationllc.com

Show All
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Domain

View Whois Record

8.

reelevatedevents.com

9.

rhxevents.com

10.

rulesofrenovation.com

11.

sideflips.com

12.

successflip.com

13.

thecommercialedge.com

14.

turnyourprofit.com

15.

willtowinmethod.com

16.

zurixx.com

Show All
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Download 16 results as .CSV

Related Tools
Reverse NS Lookup
Discover all the domain names currently hosted on any given name server.
Name Server Monitor
Monitor the daily activity of any name server and receive notification of all new and/or deleted
domains.
Hosting History
View historical IP addresses, name servers, and registrars for any given domain name.
IP Explorer
Explore the range of all IP addresses and discover how any particular IP block is being utilized.
IP Monitor
Passively monitor additions and changes to registered domain names associated with an IP Address.
Bulk Parsed Whois
Submit a list of domain names, and receive a .csv file with parsed Whois records for the domains.

Ŀ
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Blog
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Home > Whois History > Flipitforward.com

Whois History for Flipitforward.com
∠
How does this work?

Lookup Domain Ownership History
flipitforward.com
LOOKUP

ONE-CLICK MONITORING

Create a Domain Monitor to monitor future changes to “flipitforward.com”.
Monitor Flipitforward.com

Enter a term to filter on

Unique Records

collapse all

private

48 historical records found
2019

6 total

2019-07-31

more | screenshot

2019-07-16

more | screenshot
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2019-06-03

more | screenshot

2019-05-01

more | screenshot

2019-04-06

more | screenshot

2019-01-06

more | screenshot



2018

4 total

2018-10-15

more | screenshot

2018-07-09

more | screenshot

2018-06-28

more | screenshot

2018-03-31

more | screenshot

2017

2 total

2017-05-30

more | screenshot

2017-01-22

more | screenshot

2016

3 total

2016-09-12

more | screenshot

2016-04-26

more | screenshot

2016-01-08

more | screenshot

2015

6 total



scroll for more records

Whois Record for 2015-03-26
« Previous (2015-01-06)

Next (2015-06-13) »

Domain:
flipitforward.com

Record Date: 2015-03-26
Registrar:

DOMAINCRITICS LLC

Server:

whois.domaincritics.com

Created:

2015-01-04

Updated:

2015-01-09
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Expires:

2016-01-04

Reverse Whois:
abuse@namebright.com
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Domain Name: FlipItForward.com
Registry Domain ID: 1894042169_DOMAIN_COMVRSN
Registrar WHOIS server: whois.NameBright.com
Registrar URL: http://www.NameBright.com
Updated Date: 20150104T00:00:00.000Z
Creation Date: 20150104T07:00:00.000Z
Registrar Registration Expiration Date: 20160104T00:00:00.000Z
Registrar: DomainCritics LLC
Registrar IANA ID: 1612
Registrar Abuse Contact Email: abuse@NameBright.com
Registrar Abuse Contact Phone: +1.303.893.0547
Domain Status: clientTransferProhibited
Registry Registrant ID:
Registrant Name: James Carlson
Registrant Organization:
Registrant Street: 6465 South 3000 East
Registrant City: Salt Lake City
Registrant State/Province: UT
Registrant Postal Code: 84003
Registrant Country: US
Registrant Phone: +18013183221
Registrant Phone Ext:
Registrant Fax:
Registrant Fax Ext:
Registrant Email: amy@zurixx.com
Registry Admin ID:
Admin Name: James Carlson
Admin Organization:
Admin Street: 6465 South 3000 East
Admin City: Salt Lake City
Admin State/Province: UT
Admin Postal Code: 84003
Admin Country: US
Admin Phone: +18013183221
Admin Phone Ext:
Admin Fax:
Admin Fax Ext:
Admin Email: amy@zurixx.com
Registry Tech ID:
Tech Name: James Carlson
Tech Organization:
Tech Street: 6465 South 3000 East
Tech City: Salt Lake City
Tech State/Province: UT
Tech Postal Code: 84003
Tech Country: US
Tech Phone: +18013183221
Tech Phone Ext:
Tech Fax:
Tech Fax Ext:
Tech Email: amy@zurixx.com
DNSSEC: unsigned
URL of the ICANN WHOIS Data Problem Reporting System:
http://wdprs.internic.net

Shiller Declaration

Attachment C - 4

https://research.domaintools.com/research/whois-history/search/?q=flipitforward.com

EX 55, p. 19
9/18/2019

Flipitforward.com - Whois History - DomainTools
Page 5 of 5
Case 2:19-cv-00713-DAK-EJF Document 12-57 Filed 09/30/19 Page 21 of 83

+
Sitemap

Blog

Terms of Service

Shiller Declaration

Privacy Policy

Contact Us

Domain News

© 2019 DomainTools

Attachment C - 5

https://research.domaintools.com/research/whois-history/search/?q=flipitforward.com

EX 55, p. 20
9/18/2019

Reverse Whois | Domain Ownership Search | DomainTools
Page 1 of 17
Case 2:19-cv-00713-DAK-EJF Document 12-57 Filed 09/30/19 Page 22 of 83

Home > Reverse Whois > My Reports > Report
Save Report as .CSV
Email Address Exactly Matching "@ZURIXX.COM"

Reverse Whois Report Preview

Report Compiled: 9/18/2019

#

Domain

Whois Record

1

ACADEMYDASHBOARD.COM

9/16/2015, 1/3/2016, 4/21/2016

2

ACADEMYEMAIL.CO

6/18/2015, 9/18/2015

3

ACADEMYEMAIL.COM

6/19/2015, 9/20/2015, 1/5/2016,
4/23/2016, 9/6/2016

4

ACADEMYEMAIL.INFO

6/18/2015, 6/19/2015,
9/20/2015, 1/6/2016, 9/6/2016

5

ACADEMYEMAIL.NET

6/17/2015, 6/19/2015,
9/19/2015, 1/5/2016, 4/23/2016,
9/5/2016

6

ACADEMYEMAIL.ORG

6/18/2015, 9/18/2015, 1/3/2016,
9/2/2016

7

ADVANCEDBIZCREDIT.US

7/16/2016, 7/17/2016

8

ADVANCEDREALESTATEEDUCATION.BIZ

2/20/2015, 8/15/2015,
11/27/2015, 7/19/2016

9

ADVANCEDREALESTATEEDUCATION.COM

2/18/2015, 5/16/2015,
8/16/2015, 11/27/2015,
3/14/2016, 7/21/2016

10

ADVANCEDREALESTATEEDUCATION.INFO

2/19/2015, 5/15/2015,
8/15/2015, 11/26/2015,
3/13/2016, 7/19/2016

Shiller Declaration

Attachment D - 1

https://reversewhois.domaintools.com/?r=KyvyvchVKoGIyYQb%2BpsGZQ%3D%3D

EX 55, p. 21
9/18/2019

Reverse Whois | Domain Ownership Search | DomainTools
Page 2 of 17
Case 2:19-cv-00713-DAK-EJF Document 12-57 Filed 09/30/19 Page 23 of 83

#

Domain

Whois Record

11

ADVANCEDREALESTATEEDUCATION.NET

2/18/2015, 5/16/2015,
8/15/2015, 11/27/2015,
3/14/2016, 7/21/2016

12

ADVANCEDREALESTATEEDUCATION.ORG

2/19/2015, 5/15/2015,
8/15/2015, 11/27/2015,
3/14/2016, 7/20/2016

13

ADVANCEDREE.BIZ

2/26/2015, 8/22/2015,
12/5/2015, 7/31/2016

14

ADVANCEDREE.CO

2/26/2015, 5/22/2015,
8/22/2015, 12/5/2015, 7/30/2016

15

ADVANCEDREE.COM

2/24/2015, 5/22/2015,
8/22/2015, 12/5/2015,
3/23/2016, 7/30/2016

16

ADVANCEDREE.INFO

2/25/2015, 5/21/2015,
8/21/2015, 12/4/2015, 7/28/2016

17

ADVANCEDREE.MOBI

2/26/2015, 5/22/2015,
8/22/2015, 12/6/2015, 9/7/2016

18

ADVANCEDREE.NET

2/24/2015, 5/22/2015,
8/22/2015, 12/6/2015,
3/23/2016, 9/5/2016

19

ADVANCEDREE.ORG

2/25/2015, 5/21/2015,
8/21/2015, 12/4/2015,
3/22/2016, 7/29/2016

20

ADVEDUCATION.COM

7/13/2016, 12/16/2016,
7/5/2017, 10/7/2017, 1/6/2018

21

ANTIQUEADDITIONS.US

9/22/2015, 1/9/2016, 4/27/2016,
9/12/2016

22

ASSETPROTECTIONAREE.COM

5/14/2015, 8/16/2015,
11/29/2015, 3/17/2016,
7/24/2016

23

BIRDDOGFORMULA.COM

4/28/2015, 7/28/2015,
11/3/2015, 4/28/2016, 5/2/2016
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24

BIRTHTOBOARDROOMBRANDING.COM

6/10/2015, 6/12/2015,
9/13/2015, 12/30/2015,
5/16/2016

25

BRANDINGDAYMOND.COM

6/10/2015, 6/12/2015,
9/12/2015, 12/29/2015,
4/14/2016

26

BRANDINGDAYMOND.INFO

6/11/2015, 6/12/2015,
9/12/2015, 12/30/2015

27

BRANDINGDAYMOND.NET

6/10/2015, 6/12/2015,
10/15/2015, 1/30/2016, 7/5/2016

28

BRANDINGDAYMOND.ORG

6/11/2015, 9/11/2015,
12/29/2015, 8/27/2016

29

BRANDMAKERDAYMOND.COM

6/10/2015, 6/12/2015,
9/12/2015, 12/30/2015,
4/15/2016

30

BRANDMAKERDAYMOND.INFO

6/11/2015, 6/12/2015,
9/12/2015, 12/29/2015

31

BRANDMAKERDAYMOND.NET

6/10/2015, 6/12/2015,
9/13/2015, 12/30/2015,
4/16/2016

32

BRANDMAKERDAYMOND.ORG

6/11/2015, 9/12/2015,
12/30/2015, 8/27/2016

33

BUILDDESIGNLIVE.US

7/21/2016, 7/22/2016

34

BUILDYOURLIFEDREAM.US

9/8/2016

35

BUILDYOURLIFESDREAM.US

9/8/2016

36

BWSEVENTS.US

3/30/2018, 7/9/2018,
10/16/2018, 1/21/2019,
4/22/2019, 7/18/2019

37

CELEBRITYREWEALTHEXPO.US

10/30/2015, 10/31/2015,
11/17/2016

38

CELEBRITYREWEALTHSUMMIT.US

10/30/2015, 10/31/2015,
11/21/2016
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39

CELEBRITYWEALTHSUMMIT.US

10/30/2015, 10/31/2015,
11/16/2016

40

DAYMONDJOHNBW.US

3/30/2018, 7/8/2018,
10/15/2018, 1/20/2019,
4/21/2019, 7/16/2019

41

DAYMONDJOHNBWS.US

3/30/2018, 7/9/2018,
10/15/2018, 1/21/2019,
4/21/2019, 7/16/2019

42

DAYMONDJOHNEVENTS.COM

6/10/2015, 6/12/2015,
9/13/2015, 12/30/2015,
4/15/2016

43

DAYMONDJOHNEVENTS.INFO

6/11/2015, 6/12/2015,
9/12/2015, 12/29/2015

44

DAYMONDJOHNEVENTS.NET

6/10/2015, 6/12/2015,
9/12/2015, 12/29/2015,
4/14/2016

45

DAYMONDJOHNEVENTS.ORG

6/11/2015, 9/11/2015,
12/28/2015, 8/26/2016

46

DAYMONDJOHNSLAUNCHACADEMY.COM

7/16/2015, 7/18/2015,
10/22/2015, 2/5/2016

47

DAYMONDJOHNSLAUNCHACADEMY.INFO

7/17/2015, 7/18/2015,
10/23/2015, 2/7/2016, 6/1/2016

48

DAYMONDJOHNSLAUNCHACADEMY.NET

7/16/2015, 7/18/2015,
10/23/2015, 2/7/2016

49

DAYMONDJOHNSLAUNCHACADEMY.ORG

7/18/2015, 10/22/2015,
2/6/2016, 5/31/2016

50

DAYMONDJOHNSSUCCESSFORMULAREVIEWS.US

8/27/2016

51

DAYMONDJOHNSSUCESSFORMULAREVIEWS.US

5/14/2018, 8/28/2018,
12/4/2018, 3/5/2019, 5/13/2019,
7/18/2019

52

DAYMONDSLAUNCHACADEMY.COM

7/16/2015, 7/18/2015,
10/24/2015, 2/8/2016
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53

DAYMONDSLAUNCHACADEMY.INFO

7/17/2015, 7/18/2015,
10/22/2015, 2/6/2016, 5/30/2016

54

DAYMONDSLAUNCHACADEMY.NET

7/16/2015, 7/18/2015,
10/24/2015, 2/8/2016

55

DAYMONDSLAUNCHACADEMY.ORG

7/18/2015, 10/22/2015,
2/6/2016, 5/30/2016

56

DIRECTEDBYDAYMONDBRANDS.COM

6/10/2015, 6/12/2015,
9/13/2015, 12/30/2015,
4/16/2016

57

DJBUSINESSSYSTEM.US

5/25/2016, 5/26/2016,
10/25/2016

58

DJBWEVENTS.US

3/30/2018, 7/8/2018,
10/15/2018, 1/20/2019,
4/21/2019, 7/16/2019

59

DJLASALESMARKETING.COM

3/21/2016, 8/1/2016

60

DJLASMA.COM

3/21/2016, 7/31/2016

61

DJLAUNCHACADEMY.COM

7/16/2015, 7/18/2015,
10/23/2015, 1/11/2016,
6/4/2016, 9/13/2016

62

DJLAUNCHACADEMY.INFO

7/17/2015, 7/18/2015,
10/22/2015, 2/6/2016, 5/30/2016

63

DJLAUNCHACADEMY.NET

7/16/2015, 7/18/2015,
10/23/2015, 2/7/2016

64

DJLAUNCHACADEMY.ORG

7/18/2015, 10/23/2015,
2/7/2016, 5/31/2016

65

DJSFREVIEWS.US

8/27/2016

66

DJSHARKACADEMY.COM

6/17/2015, 6/19/2015,
9/19/2015, 1/6/2016, 4/24/2016,
9/6/2016

67

DJSHARKACADEMY.INFO

6/18/2015, 6/19/2015,
9/19/2015, 1/4/2016
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68

DJSHARKACADEMY.NET

6/17/2015, 6/19/2015,
9/20/2015, 1/6/2016, 4/24/2016,
9/6/2016

69

DJSHARKACADEMY.ORG

6/18/2015, 9/18/2015, 1/4/2016,
9/4/2016

70

DOUGHOPKINSFORMULA.CO

4/27/2017, 8/13/2017,
11/11/2017, 2/10/2018,
4/23/2018, 4/26/2018

71

DOUGHOPKINSFORMULA.INFO

4/26/2017, 8/14/2017,
11/11/2017, 4/27/2018

72

DOUGHOPKINSFORMULA.NET

4/25/2017

73

DOUGHOPKINSREALESTATEFORMULA.CO

4/27/2017, 8/13/2017,
11/10/2017, 2/11/2018,
4/22/2018, 4/26/2018

74

DOUGHOPKINSREALESTATEFORMULA.INFO

4/26/2017, 9/5/2017, 9/7/2017,
12/7/2017, 4/27/2018

75

DOUGHOPKINSREALESTATEFORMULA.NET

4/25/2017

76

EDUCATIONEMAIL.COM

8/4/2015, 11/12/2015,
3/30/2016, 8/9/2016

77

EDUCATIONEMAIL.INFO

6/18/2015, 6/19/2015,
9/19/2015, 1/4/2016

78

EDUCATIONEMAIL.NET

6/17/2015, 6/19/2015,
9/19/2015, 1/4/2016, 4/21/2016

79

ENHANCEDREALESTATEEDUCATION.COM

10/19/2016, 10/21/2016

80

ENHANCEDREALESTATEEDUCATION.INFO

10/20/2016, 10/21/2016

81

ENHANCEDREALESTATEEDUCATION.NET

10/19/2016, 10/21/2016

82

ENHANCEDREALESTATEEDUCATION.ORG

10/21/2016

83

ENHANCEDREALESTATETRAINING.COM

10/19/2016, 10/21/2016

84

ENTREPRENEURIALEDUCATION.BIZ

2/3/2016

85

ENTREPRENEURIALEDUCATION.MOBI

2/3/2016, 2/10/2016, 6/5/2016
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86

ENTREPRENEURIALEDUCATION.US

2/2/2016, 10/25/2016

87

EVENTSBYDAYMOND.COM

6/10/2015, 6/12/2015,
9/12/2015, 12/29/2015,
4/14/2016

88

EVENTSBYDAYMOND.INFO

6/11/2015, 6/12/2015,
9/13/2015, 12/30/2015

89

EVENTSBYDAYMOND.NET

6/10/2015, 6/12/2015,
9/12/2015, 12/29/2015,
4/15/2016

90

EVENTSBYDAYMOND.ORG

6/11/2015, 9/12/2015,
12/30/2015, 8/27/2016

91

FIVESTARFLIP.INFO

10/31/2017, 1/30/2018

92

FIVESTARFLIP.NET

10/30/2017

93

FIVESTARFLIP.ORG

11/1/2017, 1/31/2018

94

FIVESTARFLIPS.COM

10/30/2017

95

FIVESTARFLIPS.INFO

10/31/2017, 1/30/2018

96

FIVESTARFLIPS.NET

10/30/2017

97

FIVESTARFLIPS.ORG

11/1/2017, 1/31/2018

98

FLIPANDPROFIT.COM

2/16/2017, 6/23/2017

99

FLIPITANDLISTIT.BIZ

12/7/2016, 8/2/2017, 11/1/2017,
12/3/2017, 12/7/2017, 3/3/2018

100

FLIPITANDLISTIT.CO

12/8/2016, 8/12/2017,
11/9/2017, 12/3/2017, 2/28/2018

101

FLIPITFORWARD.CO

1/3/2015, 6/26/2015, 9/27/2015,
9/13/2016

102

FLIPITFORWARD.COM

3/26/2015, 6/13/2015,
6/23/2015, 9/23/2015, 1/8/2016,
4/26/2016

103

FLIPITFORWARD.INFO

1/4/2015, 3/24/2015, 6/20/2015,
9/20/2015, 1/5/2016
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104

FLIPITFORWARDEVENTS.COM

1/2/2015, 6/21/2015, 9/22/2015,
1/8/2016, 4/26/2016, 9/10/2016

105

FLIPITFORWARDEVENTS.INFO

1/4/2015, 3/24/2015, 6/20/2015,
9/21/2015, 1/6/2016, 9/6/2016

106

FLIPITFORWARDEVENTS.NET

1/2/2015, 6/20/2015, 9/20/2015,
1/5/2016, 4/23/2016, 9/6/2016

107

FLIPITFORWARDEVENTS.ORG

1/3/2015, 1/9/2015, 3/30/2015,
6/27/2015, 9/28/2015,
1/13/2016, 9/16/2016

108

FLIPPINGBIG.BIZ

2/3/2016

109

FLIPPINGBIG.CO

2/2/2016

110

FLIPPINGBIG.COM

12/10/2014, 1/15/2015,
1/29/2015, 3/22/2015,
6/18/2015, 10/22/2015, 2/6/2016

111

FLIPPINGBIGTRAINING.COM

1/8/2015, 1/14/2015, 7/3/2015,
10/5/2015, 1/20/2016, 9/27/2016

112

FLIPPINGBIGTRAINING.INFO

1/10/2015, 3/31/2015,
6/28/2015, 9/30/2015,
1/15/2016, 9/20/2016

113

FLIPPINGBIGTRAINING.NET

1/8/2015, 6/28/2015, 9/29/2015,
1/14/2016, 9/20/2016

114

FLIPPINGBIGTRAINING.ORG

1/9/2015, 3/30/2015, 6/28/2015,
9/29/2015, 1/14/2016, 9/18/2016

115

FLIPPINGFACELIFT.US

11/2/2018, 2/6/2019, 5/9/2019,
8/1/2019

116

FLIPPINGFORMULA.COM

5/12/2015

117

FLIPPINGFORMULABOOK.COM

4/29/2017

118

FLIPPINGFORMULAEDUCATION.CO

1/20/2017, 5/26/2017, 9/5/2017,
12/6/2017, 3/3/2018

119

FLIPPINGFORMULAEDUCATION.COM

6/15/2017
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120

FLIPPINGFORMULAEDUCATION.INFO

1/20/2017, 5/26/2017, 9/5/2017,
12/6/2017

121

FLIPPINGFORMULAEDUCATION.NET

1/18/2017, 5/28/2017

122

FLIPPINGFORMULAEVENTS.COM

5/14/2017

123

FLIPPINGFORMULAEXPOSED.COM

4/30/2017

124

FLIPPINGFORMULAMLS.COM

4/13/2015, 7/12/2015,
10/15/2015, 4/9/2016,
4/12/2016, 4/13/2016

125

FLIPPINGFORMULAPROPERTIES.COM

4/5/2017, 9/9/2017

126

FLIPPINGFORMULASCAM.COM

4/29/2017

127

FLIPPINGFORMULASECRETS.COM

4/30/2017

128

FLIPPINGFORMULASUCCESS.COM

4/29/2017

129

FLIPPINGFORMULASUCKS.COM

4/29/2017

130

FLIPPINGFORMULATICKETS.COM

5/2/2017

131

FLIPPINGITFORWARD.CO

1/3/2015, 6/22/2015, 9/23/2015,
9/11/2016

132

FLIPPINGITFORWARD.COM

3/13/2015, 6/8/2015, 9/8/2015,
12/25/2015, 4/11/2016

133

FLIPPINGITFORWARD.INFO

1/4/2015, 3/24/2015, 6/20/2015,
9/21/2015, 1/6/2016, 9/7/2016

134

FLIPPINGITFORWARD.NET

1/2/2015, 6/22/2015, 9/23/2015,
1/8/2016, 4/26/2016, 9/10/2016

135

FLIPPINGITFORWARD.ORG

1/3/2015, 3/27/2015, 6/24/2015,
9/25/2015, 1/10/2016, 9/13/2016

136

FLIPPINGITFORWARDEVENTS.COM

1/2/2015, 6/21/2015, 9/21/2015,
1/6/2016, 4/24/2016, 9/6/2016

137

FLIPPINGITFORWARDEVENTS.INFO

1/4/2015, 3/24/2015, 6/20/2015,
9/20/2015, 1/6/2016, 9/6/2016
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138

FLIPPINGITFORWARDEVENTS.NET

1/2/2015, 6/20/2015, 9/21/2015,
1/6/2016, 4/24/2016, 9/7/2016

139

FLIPPINGITFORWARDEVENTS.ORG

1/3/2015, 1/8/2015, 3/28/2015,
6/25/2015, 9/26/2015,
1/11/2016, 9/15/2016

140

FLIPPINGYOURLIFE.US

9/2/2016

141

GAMECHANGERBRANDING.COM

6/10/2015, 6/12/2015,
9/12/2015, 12/29/2015,
4/15/2016

142

HATEFULFUCKWADS.COM

9/27/2016

143

HATEFULFUCKWADS.INFO

9/28/2016, 9/29/2016

144

HATEFULFUCKWADS.NET

9/27/2016

145

HATEFULFUCKWADS.ORG

9/29/2016

146

HATEFULFUCKWADS.US

9/28/2016, 9/29/2016

147

LAUNCHACADEME.COM

7/16/2015, 7/18/2015,
10/23/2015, 2/7/2016

148

LAUNCHACADEMYEVENT.COM

10/27/2015, 2/11/2016

149

LAUNCHACADEMYEVENTS.COM

10/27/2015, 2/11/2016

150

LAUNCHACADEMYONLINE.COM

7/16/2015, 7/18/2015,
10/23/2015, 2/7/2016

151

LAUNCHACADEMYONLINE.ORG

7/18/2015, 10/22/2015, 2/5/2016

152

LEMONISMASTERPLAN.COM

11/9/2015, 2/26/2016, 7/1/2016

153

LEMONISMASTERPLAN.US

11/11/2015, 7/1/2016

154

MAILSERVER1292.US

10/15/2017, 10/17/2017,
1/17/2018, 4/14/2018,
7/27/2018, 10/30/2018,
2/4/2019, 5/5/2019, 7/29/2019

155

MARCUSLEMONISMASTERPLAN.COM

11/9/2015, 2/26/2016, 6/30/2016

156

MARCUSLEMONISMASTERPLAN.US

11/11/2015, 6/30/2016
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157

MASTERPLANPROFIT.COM

11/9/2015, 2/26/2016, 7/1/2016

158

MASTERPLANPROFIT.US

11/11/2015, 6/30/2016

159

MASTERPLANPROFITS.US

11/11/2015, 6/30/2016

160

MENTOREDMARKETINGWITHDAYMOND.COM

6/10/2015, 6/12/2015,
9/13/2015, 12/30/2015,
4/16/2016

161

MLMASTERPLAN.COM

11/9/2015, 2/26/2016, 6/30/2016

162

MLMASTERPLAN.US

11/10/2015, 7/1/2016

163

OLDHOMEFLIPS.US

11/4/2015, 11/5/2015,
2/19/2016, 6/20/2016,
11/26/2016

164

OLDHOMEPROFITS.US

11/4/2015, 11/5/2015,
11/26/2016

165

OMNIWEALTHBUILDING.INFO

11/15/2017, 2/15/2018,
5/14/2018

166

OMNIWEALTHBUILDING.ORG

11/16/2017, 2/17/2018,
5/17/2018

167

PARTYSHITSHOWS.COM

7/28/2013, 9/28/2013,
12/1/2013, 7/28/2014

168

PREMIUMWEALTHPROTECTION.COM

8/9/2016, 9/12/2016

169

PROPERTYBANKEDUCATION.COM

4/19/2015, 7/18/2015,
10/22/2015, 1/27/2016,
1/31/2016, 2/6/2016

170

PROPERTYBANKTRAINING.COM

1/8/2015, 6/28/2015, 9/30/2015,
1/15/2016, 9/19/2016

171

PROPERTYBANKTRAINING.INFO

1/10/2015, 3/31/2015,
6/28/2015, 9/30/2015,
1/14/2016, 9/17/2016

172

PROPERTYBANKTRAINING.NET

1/8/2015, 6/28/2015, 9/30/2015,
1/15/2016, 9/19/2016
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173

PROPERTYBANKTRAINING.ORG

1/9/2015, 3/30/2015, 6/27/2015,
9/28/2015, 1/13/2016, 9/17/2016

174

PROPERTYWARSEDUCATION.COM

7/6/2015, 8/13/2015, 8/17/2015

175

REALESTATEONLINE.CO

11/7/2016, 3/22/2017,
9/25/2017, 12/25/2017,
3/22/2018

176

RECASHSOURCE.COM

2/22/2015, 7/28/2016,
8/22/2016, 12/9/2016,
12/16/2016, 12/20/2016

177

RENOVATIONPROFITS.US

11/12/2015, 7/1/2016

178

RENOVATIONREVENUE.COM

10/22/2015, 2/7/2016

179

RENOVATIONREVENUE.US

10/24/2015, 11/1/2016

180

RESTORATIONEDU.COM

10/22/2015, 2/4/2016

181

RESTORATIONEDU.INFO

10/23/2015, 2/6/2016, 5/30/2016

182

RESTORATIONEDU.NET

10/22/2015, 2/8/2016

183

RESTORATIONEDU.ORG

10/23/2015, 2/6/2016, 5/31/2016

184

RESTORATIONEDU.US

10/24/2015, 11/1/2016

185

RESTORATIONREVENUE.COM

10/22/2015, 2/7/2016

186

RESTORATIONREVENUE.INFO

10/23/2015, 2/7/2016, 6/1/2016

187

RESTORATIONREVENUE.NET

10/22/2015, 2/8/2016

188

RESTORATIONREVENUE.ORG

10/23/2015, 2/7/2016, 6/1/2016

189

RESTORATIONREVENUE.US

10/24/2015, 6/2/2016, 11/2/2016

190

RESTORATIONRULES.COM

10/22/2015, 2/9/2016

191

RESTORATIONRULES.INFO

10/23/2015, 2/7/2016, 5/31/2016

192

RESTORATIONRULES.NET

10/22/2015, 2/9/2016

193

RESTORATIONRULES.ORG

10/23/2015, 2/7/2016, 6/1/2016

194

RESTORATIONRULES.US

10/24/2015, 2/7/2016, 11/1/2016
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195

RESTOREANDLOVEEDU.CO

10/23/2015

196

RESTOREANDLOVEEDU.COM

10/22/2015, 2/7/2016

197

RESTOREANDLOVEEDU.NET

10/22/2015, 2/7/2016

198

RESTOREANDLOVEEDU.ORG

10/23/2015, 2/6/2016, 5/30/2016

199

RESTOREANDLOVEEDU.US

10/24/2015, 6/2/2016, 11/1/2016

200

ROGUESHARKBRANDING.COM

6/10/2015, 6/12/2015,
9/13/2015, 12/30/2015,
4/15/2016

201

RULESOFRENOVATIONSCAM.US

12/24/2018, 3/23/2019,
6/20/2019, 9/14/2019

202

RULESOFRESTORATION.COM

10/22/2015, 2/8/2016

203

RULESOFRESTORATION.INFO

10/23/2015, 2/6/2016, 5/31/2016

204

RULESOFRESTORATION.NET

10/22/2015, 2/8/2016

205

RULESOFRESTORATION.ORG

10/23/2015, 2/7/2016, 6/1/2016

206

RULESOFRESTORATION.US

10/24/2015, 11/1/2016

207

SHARKBITEBRANDING.COM

6/10/2015, 6/12/2015,
9/13/2015, 12/30/2015,
4/15/2016

208

SHARKBITEBRANDING.NET

6/10/2015, 6/12/2015,
9/12/2015, 12/29/2015,
4/15/2016

209

SHARKBITEBRANDING.ORG

6/11/2015, 9/11/2015,
12/28/2015, 8/26/2016

210

SHARKBITEBRANDS.COM

6/10/2015, 6/12/2015,
9/12/2015, 12/30/2015,
4/16/2016

211

SHARKBITEBRANDS.NET

6/10/2015, 6/12/2015,
9/12/2015, 12/29/2015,
5/12/2016
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212

SHARKBITEBRANDS.ORG

6/11/2015, 9/11/2015,
12/28/2015, 8/26/2016

213

SHARKIMPRINTBRANDING.COM

6/10/2015, 6/12/2015,
9/12/2015, 12/29/2015,
4/15/2016

214

SHARKIMPRINTBRANDS.COM

6/10/2015, 6/12/2015,
9/12/2015, 12/30/2015,
4/16/2016

215

SHARKMENTOREDMARKETING.COM

6/10/2015, 6/12/2015,
9/13/2015, 12/30/2015,
4/15/2016

216

SHARKSTRATEGYBRANDS.COM

6/10/2015, 6/12/2015,
9/13/2015, 12/30/2015,
4/16/2016

217

SHARKSTRATEGYBRANDS.INFO

6/11/2015, 6/12/2015,
9/12/2015, 12/29/2015

218

SHARKSTRATEGYBRANDS.NET

6/10/2015, 6/12/2015,
9/12/2015, 1/1/2016, 4/18/2016

219

SHARKSTRATEGYBRANDS.ORG

6/11/2015, 9/12/2015,
12/30/2015, 8/28/2016

220

SHARKSTRATEGYBRANDS.US

6/11/2015, 6/12/2015,
9/12/2015, 10/7/2016

221

SNARKYDICKBAGS.COM

9/27/2016, 9/29/2016

222

SNARKYDICKBAGS.INFO

9/28/2016, 9/29/2016

223

SNARKYDICKBAGS.NET

9/27/2016, 9/29/2016

224

SNARKYDICKBAGS.ORG

9/29/2016

225

SNARKYDICKBAGS.US

9/29/2016

226

STUDENTRELATIONS.US

9/3/2016, 9/8/2016

227

SUCCESSPATHBBB.COM

3/22/2016, 8/1/2016

228

SUCCESSPATHREGISTRATION.COM

3/10/2016, 7/18/2016
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229

SUCCESSPATHREGISTRATIONS.COM

3/10/2016, 7/18/2016

230

SUCCESSPATHTICKETS.COM

8/12/2015, 8/14/2015,
11/25/2015, 3/11/2016,
7/17/2016

231

SUCCESSPATHTICKETS.INFO

8/13/2015, 8/14/2015,
11/26/2015, 3/14/2016,
7/20/2016

232

SUCCESSPATHTICKETS.NET

8/12/2015, 8/15/2015,
11/27/2015, 3/14/2016,
7/20/2016

233

SUCCESSPATHTICKETS.ORG

8/13/2015, 11/24/2015,
3/11/2016, 7/17/2016

234

SUCCESSPATHTRAINING.COM

1/8/2015, 6/28/2015, 9/29/2015,
1/14/2016, 9/18/2016

235

SUCCESSPATHTRAINING.INFO

1/10/2015, 3/31/2015,
6/28/2015, 9/30/2015,
1/15/2016, 9/20/2016

236

SUCCESSPATHTRAINING.NET

1/8/2015, 7/31/2015, 11/7/2015,
2/21/2016, 6/23/2016

237

SUCCESSPATHTRAINING.ORG

1/9/2015, 3/30/2015, 6/27/2015,
9/28/2015, 1/13/2016, 9/16/2016

238

THEBRANDWITHIN.NET

6/10/2015, 6/12/2015,
9/13/2015, 12/30/2015,
4/16/2016

239

THEBRANDWITHIN.ORG

6/11/2015, 9/11/2015,
12/28/2015, 8/25/2016

240

THECOMMERCIALEDGE.US

12/30/2018, 3/28/2019,
8/20/2019

241

THEFLIPPINGMACHINE.CO

12/12/2014, 5/23/2015,
8/23/2015, 12/6/2015,
7/31/2016, 12/31/2016,
8/19/2017, 11/16/2017,
2/15/2018, 5/14/2018
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242

THEFLIPPINGMACHINE.INFO

12/13/2014, 3/1/2015,
8/25/2015, 12/9/2015, 8/4/2016,
1/2/2017, 5/6/2017, 8/21/2017,
11/18/2017, 12/9/2017, 3/6/2018

243

THEFLIPPINGMACHINE.NET

12/11/2014, 12/13/2014,
5/24/2015, 8/24/2015,
12/8/2015, 3/25/2016, 8/1/2016,
12/31/2016, 5/3/2017

244

THEFLIPPINGNETWORK.US

11/13/2015, 2/28/2016, 7/3/2016

245

THEPROPELACADEMY.NET

7/16/2015, 7/18/2015,
10/23/2015, 2/6/2016

246

THINKANDGROWWITHDAYMOND.COM

6/10/2015, 6/12/2015,
9/12/2015, 12/30/2015,
4/15/2016

247

WINNINGTHEPROPERTYWAR.BIZ

2/3/2016

248

WINNINGTHEPROPERTYWAR.CO

2/2/2016

249

WINNINGTHEPROPERTYWAR.COM

4/27/2015, 7/27/2015,
11/2/2015, 2/16/2016

250

WINNINGTHEPROPERTYWAR.INFO

2/3/2016, 2/9/2016, 6/4/2016

251

WINNINGTHEPROPERTYWAR.NET

2/1/2016

252

WINNINGTHEPROPERTYWAR.ORG

2/2/2016, 5/26/2016

253

WINNINGTHEPROPERTYWAREDUCATION.COM

1/8/2015, 6/28/2015, 9/29/2015,
1/14/2016, 9/18/2016

254

WINNINGTHEPROPERTYWAREDUCATION.INFO

1/10/2015, 3/31/2015,
6/28/2015, 9/30/2015,
1/14/2016, 9/18/2016

255

WINNINGTHEPROPERTYWAREDUCATION.NET

1/8/2015, 6/27/2015, 9/29/2015,
1/14/2016, 9/18/2016

256

WINNINGTHEPROPERTYWAREDUCATION.ORG

1/9/2015, 3/30/2015, 6/28/2015,
10/1/2015, 1/15/2016, 9/19/2016

257

WINNINGTHEPROPERTYWARTRAINING.COM

1/8/2015, 6/26/2015, 9/27/2015,
1/11/2016, 4/29/2016, 9/14/2016
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258

WINNINGTHEPROPERTYWARTRAINING.INFO

1/10/2015, 3/31/2015,
6/28/2015, 9/29/2015,
1/14/2016, 9/18/2016

259

WINNINGTHEPROPERTYWARTRAINING.NET

1/8/2015, 6/28/2015, 9/30/2015,
1/15/2016, 9/20/2016

260

WINNINGTHEPROPERTYWARTRAINING.ORG

1/9/2015, 3/30/2015, 6/27/2015,
9/28/2015, 1/13/2016, 9/17/2016

261

YOUECONOMYEDUCATION.COM

6/24/2016, 6/27/2016

262

YOUECONOMYEDUCATION.INFO

6/26/2016

263

YOUECONOMYEDUCATION.ORG

6/26/2016

264

YOURCOACHINGLINE.COM

3/15/2017, 3/17/2017

265

YOURCOACHLINE.COM

3/15/2017, 3/17/2017

266

YOURLAUNCHACADEMY.COM

7/16/2015, 7/18/2015,
10/23/2015, 2/7/2016

267

ZURIXXSITES.COM

6/6/2013, 2/13/2014, 4/20/2014,
6/2/2014, 8/15/2014, 11/4/2014,
1/17/2015

268

ZURIXXSPEAKERS.COM

7/8/2015, 10/11/2015, 4/9/2016,
7/26/2016, 8/20/2016,
1/13/2017, 4/9/2017, 4/13/2017

269

ZURIXXSPEAKS.COM

2/4/2015, 7/30/2015, 11/6/2015,
2/20/2016, 9/24/2016
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Home >b Whois History >b Birthtoboardroombranding.com

Whois History for Birthtoboardroombranding.com
Ă
How does this work?

Lookup Domain Ownership History
birthtoboardroombranding.com
LOOKUP

ONE-CLICK MONITORING

Create a Domain Monitor to monitor future changes to “birthtoboardroombranding.com”.
Add a Monitor

Enter a term to filter on

Unique Records

collapse all

bbprivate

15 historical records found
2019

3 total

2019-08-08

more b|b screenshot

2019-05-17

more b|b screenshot
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2019-02-14

more b|b screenshot

2018

4 total

2018-11-11

more b|b screenshot

2018-08-08

more b|b screenshot

2018-04-24

more b|b screenshot

2018-01-27

more b|b screenshot

2017

1 total

2017-03-06

more b|b screenshot

2016

3 total

2016-10-20

more b|b screenshot

ą 2016-05-21

more b|b screenshot

2016-05-16

more b|b screenshot

2015

4 total

2015-12-30

more b|b screenshot

2015-09-13

more b|b screenshot

2015-06-12

more b|b screenshot

2015-06-10

more b|b screenshot

Whois Record for 2016-05-21
« Previous (2016-05-16)

Next (2016-10-20) »

Domain:
birthtoboardroombranding.com

Record Date: 2016-05-21
Registrar:

GODADDY.COM, LLC

Server:

whois.godaddy.com

Created:

2015-06-10

Updated:

2015-06-10

Expires:

2020-06-10

Reverse Whois:
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abuse@godaddy.com 
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Domain Name: BIRTHTOBOARDROOMBRANDING.COM
Registry Domain ID: 1937517616_DOMAIN_COMŞVRSN
Registrar WHOIS Server: whois.godaddy.com
Registrar URL: http://www.godaddy.com
Update Date: 2015Ş06Ş10T21:29:58Z
Creation Date: 2015Ş06Ş10T21:29:58Z
Registrar Registration Expiration Date: 2020Ş06Ş10T21:29:58Z
Registrar: GoDaddy.com, LLC
Registrar IANA ID: 146
Registrar Abuse Contact Email: abuse@godaddy.com
Registrar Abuse Contact Phone: +1.4806242505
Domain Status: clientTransferProhibited http://www.icann.org/epp#clientTransferProhibit
ed
Domain Status: clientUpdateProhibited http://www.icann.org/epp#clientUpdateProhibited
Domain Status: clientRenewProhibited http://www.icann.org/epp#clientRenewProhibited
Domain Status: clientDeleteProhibited http://www.icann.org/epp#clientDeleteProhibited
Registry Registrant ID: Not Available From Registry
Registrant Name: James Carlson
Registrant Organization:
Registrant Street: 6465 South 3000 East
Registrant City: Salt Lake City
Registrant State/Province: Utah
Registrant Postal Code: 84003
Registrant Country: US
Registrant Phone: +1.8013183221
Registrant Phone Ext:
Registrant Fax:
Registrant Fax Ext:
Registrant Email: amy@zurixx.com
Registry Admin ID: Not Available From Registry
Admin Name: James Carlson
Admin Organization:
Admin Street: 6465 South 3000 East
Admin City: Salt Lake City
Admin State/Province: Utah
Admin Postal Code: 84003
Admin Country: US
Admin Phone: +1.8013183221
Admin Phone Ext:
Admin Fax:
Admin Fax Ext:
Admin Email: amy@zurixx.com
Registry Tech ID: Not Available From Registry
Tech Name: James Carlson
Tech Organization:
Tech Street: 6465 South 3000 East
Tech City: Salt Lake City
Tech State/Province: Utah
Tech Postal Code: 84003
Tech Country: US
Tech Phone: +1.8013183221
Tech Phone Ext:
Tech Fax:
Tech Fax Ext:
Tech Email: amy@zurixx.com
Name Server: NS61.DOMAINCONTROL.COM
Name Server: NS62.DOMAINCONTROL.COM
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DNSSEC: unsigned
URL of the ICANN WHOIS Data Problem Reporting System: http://wdprs.internic.net/
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Flipitforward.com - Whois History - DomainTools
Page 1 of 5
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Home >b Whois History >b Flipitforward.com

Whois History for Flipitforward.com
Ă
How does this work?

Lookup Domain Ownership History
flipitforward.com
LOOKUP

ONE-CLICK MONITORING

Create a Domain Monitor to monitor future changes to “flipitforward.com”.
Monitor Flipitforward.com

Enter a term to filter on

Unique Records

collapse all

bbprivate

48 historical records found
2019

6 total

2019-07-31

more b|b screenshot

2019-07-16

more b|b screenshot
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Flipitforward.com - Whois History - DomainTools
Page 2 of 5
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2019-06-03

more b|b screenshot

2019-05-01

more b|b screenshot

2019-04-06

more b|b screenshot

2019-01-06

more b|b screenshot

గ

2018

4 total

2018-10-15

more b|b screenshot

2018-07-09

more b|b screenshot

2018-06-28

more b|b screenshot

2018-03-31

more b|b screenshot

2017

2 total

2017-05-30

more b|b screenshot

2017-01-22

more b|b screenshot

2016

3 total

2016-09-12

more b|b screenshot

2016-04-26

more b|b screenshot

2016-01-08

more b|b screenshot

2015

6 total

ఘ

scroll for more records



Whois Record for 2015-03-26
« Previous (2015-01-06)

Next (2015-06-13) »

Domain:
flipitforward.com

Record Date: 2015-03-26
Registrar:

DOMAINCRITICS LLC

Server:

whois.domaincritics.com

Created:

2015-01-04

Updated:

2015-01-09
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Flipitforward.com - Whois History - DomainTools
Page 3 of 5
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Expires:

2016-01-04

Reverse Whois:
abuse@namebright.com 

Shiller Declaration

amy@zurixx.com 
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Flipitforward.com - Whois History - DomainTools
Page 4 of 5
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Domain Name: FlipItForward.com
Registry Domain ID: 1894042169_DOMAIN_COMŞVRSN
Registrar WHOIS server: whois.NameBright.com
Registrar URL: http://www.NameBright.com
Updated Date: 2015Ş01Ş04T00:00:00.000Z
Creation Date: 2015Ş01Ş04T07:00:00.000Z
Registrar Registration Expiration Date: 2016Ş01Ş04T00:00:00.000Z
Registrar: DomainCritics LLC
Registrar IANA ID: 1612
Registrar Abuse Contact Email: abuse@NameBright.com
Registrar Abuse Contact Phone: +1.303.893.0547
Domain Status: clientTransferProhibited
Registry Registrant ID:
Registrant Name: James Carlson
Registrant Organization:
Registrant Street: 6465 South 3000 East
Registrant City: Salt Lake City
Registrant State/Province: UT
Registrant Postal Code: 84003
Registrant Country: US
Registrant Phone: +1801Ş318Ş3221
Registrant Phone Ext:
Registrant Fax:
Registrant Fax Ext:
Registrant Email: amy@zurixx.com
Registry Admin ID:
Admin Name: James Carlson
Admin Organization:
Admin Street: 6465 South 3000 East
Admin City: Salt Lake City
Admin State/Province: UT
Admin Postal Code: 84003
Admin Country: US
Admin Phone: +1801Ş318Ş3221
Admin Phone Ext:
Admin Fax:
Admin Fax Ext:
Admin Email: amy@zurixx.com
Registry Tech ID:
Tech Name: James Carlson
Tech Organization:
Tech Street: 6465 South 3000 East
Tech City: Salt Lake City
Tech State/Province: UT
Tech Postal Code: 84003
Tech Country: US
Tech Phone: +1801Ş318Ş3221
Tech Phone Ext:
Tech Fax:
Tech Fax Ext:
Tech Email: amy@zurixx.com
DNSSEC: unsigned
URL of the ICANN WHOIS Data Problem Reporting System:
http://wdprs.internic.net
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Flipitforward.com - Whois History - DomainTools
Page 5 of 5
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162.241.32.254 - Reverse IP Lookup - DomainTools
Page 1 of 2
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Home > Reverse IP Lookup > 162.241.32.254

162.241.32.254 Reverse IP Lookup
Enter an IP address and our patented Reverse IP Lookup tool will show you all of the domains
currently hosted there. Results include all gTLD domains and any known ccTLD domains.

Lookup Connected Domains

Lookup tips ?

goodflipsre.com
LOOKUP
Example: 65.55.53.233 or 64.233.161.%

Reverse IP Lookup Results — 12 domains hosted on IP address 162.241.32.254
Download 12 results as .CSV

Domain
1.

10xsuccessevents.com

2.

bwsummit.com

3.

doughopkinsformula.com

4.

flippinontheside.com

5.

goodflipsre.com

6.

nextlevelsuccessevents.com

7.

omniwealthbuilding.com

Show All

View Whois Record
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162.241.32.254 - Reverse IP Lookup - DomainTools
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Domain

View Whois Record

8.

opulententerprise.com

9.

reelevatedevents.info

10.

successformularealestate.com

11.

twochickstrainingandtools.com

12.

twochickstrainingtools.com

Show All



Screenshots

Page 1 of 1

Download 12 results as .CSV

Related Tools
Reverse NS Lookup
Discover all the domain names currently hosted on any given name server.
Name Server Monitor
Monitor the daily activity of any name server and receive notification of all new and/or deleted
domains.
Hosting History
View historical IP addresses, name servers, and registrars for any given domain name.
IP Explorer
Explore the range of all IP addresses and discover how any particular IP block is being utilized.
IP Monitor
Passively monitor additions and changes to registered domain names associated with an IP Address.
Bulk Parsed Whois
Submit a list of domain names, and receive a .csv file with parsed Whois records for the domains.
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State of Utah
DEPARTMENT OF COMMERCE
Division of Corporations & Commercial Code

Business Name Registration / DBA Application
Requested Business Name: RULES OF RENOVATION
Entity Number: 11113212
Application Date: 01/02/2019
Approved Date: 01/02/2019
Expiration Date: 01/02/2022
Filer Electronic Signature: Zurixx LLC
Business Information
Purpose: Other Schools and Instruction
Address: 2750 East Cotttonwood Parkway
Suite 200
Cottonwood Heights, UT 84121
Female Owned: No
Minority Owned: No
Registered Agent
Name: ZURIXX, LLC
Type: Regular
Address: 2750 East Cotttonwood Parkway Suite 200
Suite 200
Cottonwood Heights, UT 84121
Applicant / Owner(s):
Name: ZURIXX, LLC
Entity Number: 8198004-0160
Address: 2750 East Cotttonwood Parkway
Suite 200
Cottonwood Heights, UT 84121

State of Utah
Department of Commerce
Division of Corporations & Commercial Code
This certifies that this registration has been filed and
approved on 02, January 2019 in the office of the
Division and hereby issues this Certification thereof.

Jason Sterzer
Division Director
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Under GRAMA {63-2-201}, all registration information maintained by the Division is classified as public record. For confidentiality purposes, the
business entity physical address may be provided rather than the residential or private address of any individual affiliated with the entity.
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EXHIBIT 90
Ron Ross, individually, and on behalf others similarly situated v.
Zurixx, LLC DBA Advanced Real Estate Education
No. 34-2016-00190874
Superior Court of California, Sacramento
Complaint Filed February 24, 2016.
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Todd M. Friedman (216752)
Adrian R. Bacon (280332)
Law Offices of Todd M. Friedman, P.C.
324 S. Beverly Dr., #725
Beverly Hills, CA 90212
Phone: 877-206-4741
Fax: 866-633-0228
tfriedman@attorneysforconsumers.com
abacon@attorneysforconsumers.com
Attorneys for Plaintiff

7

Attorneys for Plaintiff, Ron Ross, and all others similarly situated

1
2
3
4
5

10

RON ROSS, individually, and on behalf of
others similarly situated,

13
14
15

02/24/2016
jmora
, Deputy
Caati Number:

34-2016-00190874

vs.
ZURIXX, LLC DBA ADVANCED REAL
ESTATE EDUCATION,
Defendant.

Case No.
CLASS ACTION COMPLAINT

Plaintiff,

11
12

Superior Court Df CarBf(knia3

SUPERIOR COURT OF THE STATE OF CALIFORNIA
COUNTY OF SACRAMENTO

8
9

FILED

(1) Violation of Unfair Competition Law
(Cal. Business & Professions Code
§§ \7500etseq.)and
(2) Violation of Unfair Competition Law
(Cal. Business & Professions Code
§§ \7200etseq.)
(3) Violation of Consumer Legal Remedies
Act (Cal. Civ. Code §§ 1750 et seq.)

16
17

Jury Trial Demanded

18
19
20
21
22
23
24
25
26
27
28
CLASS ACTION COMPLAINT
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1
2

Plaintiff Ron Ross ("Plaintiff'), individually and on behalf of all other members ofthe
public similarly situated, allege as follows:

3
4

NATURE OF THE ACTION
1.

Plaintiff brings this class action Complaint against Defendant ZURIXX, LLC

5

DBA ADVANCED REAL ESTATE EDUCATION (hereinafter "Defendant") to stop

6

Defendant's practice of falsely advertising services and to obtain redress for a nationwide class

7

of consumers ("Class Members") who purchased, within the applicable statute of limitations

8

period, one of these services sold by Defendant (hereinafter collectively referred to as the "Class

9

Services").

10
11
12

2.

Defendant is corporation with principal place of business and headquarters in

Salt Lake City Utah and are engaged in sale of real estate education.
3.

Defendant represents that it will provide an in-depth real estate transaction course

13

along with training, course materials, real estate forms, and customer service support when in

14

fact Defendant failed to provide these services and materials. Defendant misrepresented and

15

falsely advertised to Plaintiff and others similarly situated these services and materials.

16

4.

Plaintiff and others similarly situated purchased these services.

17

5.

Defendant's misrepresentations to Plaintiff and others similarly situated caused

18

them to ptirchase these services, which Plaintiff and others similarly situated would iiot have

19

purchased absent these misrepresentations by Defendant and its employees. In so doing,

20

Defendant has violated Califomia consumer protection statutes.

21
22
23
24
25
26
27

NATURE OF THE CASE & COMMON ALLEGATIONS OF FACT
6.

Consumers purchase services advertised to train and teach them what they will

need to do well in the buying and selling of real estate.
7.

Defendant goes to different cities to induce consumers who have an interest in

these services to pay Defendant thousands of dollars each.
8.

Defendant attracts consumers with free seminars where it advertises a course

that consumers could purchase, for thousands of dollars, and learn how to make a profit from

28
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1
2
3
4
5'

real estate transactions.
9.

Defendant provides this information orally and in writing to thousands of

consumers to induce them to purchase Defendant's services.
10.

Consumers rely on the representations and advertisements in order to know

which services to purchase.

6

11.

7

advertised to them.

8

12.

9

When consumers purchase the services they are purchasing the services that are

Defendant profits from the sale of the services. Without the services advertised

as they were, many of the consumers would not have purchased these services.

10

13.

In actual fact, the services were not as Defendant advertised them to be.

11

14.

Defendant provided almost no concrete information on how to profit from real

12

estate transactions.

13

15.

Despite the fact that Defendant does not provide in-depth education on real estate

14

transactions. Defendant nonetheless represents to consumers that it does in order to entice them

15

to give Defendant thousands of dollars.

16

16.

Defendant conceals the true services advertised.

17

17.

Defendant does not present consumers with a written copy of the correct terms

18
19
20
21

of the purchase prior to purchase.
18.

Defendant makes written representations to consumers which contradict the

actual features included with the services.
19.

The aforementioned written and oral representations are objectively false, and

22

constitute a false advertisement under Cal. Bus. & Prof. Code §§ 17500 et. seq., an unlawful,

23

unfair, or deceptive business practices under Cal. Bus. & Prof Code §§ 17200 et. seq., and

24

violations ofthe Cal. Civ. Code §§ 1750 et seq.

25

20.

Defendant's violations of the law include, but are not limited to, the false

26

advertising, marketing, representations, and sale of the invalid Class Services to consumers in

27

Califomia.

28
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1

21.

On behalf of the class, Plaintiff seeks an injunction requiring Defendant to cease

2

advertising and selling the Class Services and an award of damages to the Class Members,

3

together with costs and reasonable attorneys' fees.

4

JURISDICTION AND VENUE

5

22.

All claims in this matter arise exclusively under Califomia law.

6

23.

This matter is properly venued in the Califomia Superior Court of the County of

7

Sacramento, in that Plaintiff purchased the services in Sacramento County and Defendant sold

8

and advertised its services within this county. Plaintiff resides in the county of Sacramento and

9

Defendant does business, inter alia, in the county of Sacramento.

10

THE PARTIES

11
12

24.

Plaintiff Ron Ross is a citizen and resident of the State of Califomia, County of

Sacramento.

13

25.

Defendant ZURIXX, LLC DBA ADVANCED REAL ESTATE EDUCATION

14

is a limited liability company with its principle place of business located and headquartered in

15

Utah.

16

26.

Plaintiff alleges, on information and belief, that Defendant's marketing

17

campaigns, as pertains to this matter, were created by Defendant at its principle place of

18

business in Utah, and were disseminated nationwide, including in Califomia.

19

27.

Plaintiff is informed and believes, and thereon alleges, that at all time relevant,

20

Defendant's sales of products and services are govemed by the controlling law in the state in

21

which they do business and from which the sales or products and services, and the allegedly

22

imlawful acts originated, which is Califomia.

23

28.

Plaintiff is informed and believes, and thereon alleges, that each and all of the

24

acts and omissions alleged herein were performed by, or is attributable to. Defendant and/or its

25

employees, agents, and/or third parties acting on its behalf, each acting as the agent for the other,

26

with legal authority to act on the other's behalf The acts of any and all of Defendant's

27

employees, agents, and/or third parties acting on its behalf, were in accordance with, and

28
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1
2

represent, the official policy of Defendant.
29.

Plaintiff is informed and believes, and thereon alleges, that said Defendant is in

3

some manner intentionally, negligently, or otherwise responsible for the acts, omissions,

4

occurrences, and transactions of each and all its employees, agents, and/or third parties acting

5

on its behalf, in proximately causing the damages herein alleged.

6

30.

At all relevant times. Defendant ratifled each and every act or omission

7

complained of herein. At all relevant times. Defendant, aided and abetted the acts and omissions

8

as alleged herein.

9

PLAINTIFF'S FACTS

10

31.

Prior to August 8,2015 Plaintiff received an advertisement from Defendant.

11

32.

Defendant goes to different cities to induce consumers who have an interest in

12

learning how to make a profit ftom real estate transactions to come to a seminar where they

13

could leam in-depth information about how to obtain these skills.

14
15
16

33.

In the advertisement referenced in Paragraph 31, Defendant advertised a free

seminar in which Plaintiff and those similarly situated to Plaintiff could:
"• Gain insider access to private pre-auction real estate inventories!

17

• Get up to $500,000 in pre-approved real estate ftinding!

18

• Access government-guaranteed real estate programs!

19

• Use our cutting-edge strategies in your market!"

20

You will not want to miss this amazing opportunity! You'll be given the

21

tools, access,ftmdingand knowledge make money in your market today!

22

34.

On or about August 8, 2015, Plaintiff went the free seminar referenced in

23

Paragraph 33 at the Sheraton Grand Sacramento Hotel located at 1230 J. Street, Sacramento,

24

CA 95814.

25

35.

During the Seminar referenced in Paragraph 34, Defendant claimed that it would

26

provide the services referred to in the advertisement referenced in Paragraph 33 in a Real Estate

27

Investment Accelerator Training course. Specifically, Defendant stated that Plaintiff and

28
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1

similarly situated consumers would leam how tofindproperties that were unavailable to the

2

public, get these houses under contract for pennies on the dollar, and how to evaluate properties.

3

In short. Defendant claimed to provide in-depth training on how to buy and then resell real

4

estate properties to eam a profit.

5
6

36.

For the course. Plaintiff paid more than valuable consideration. Plaintiff paid one

thousand nine hundred and ninety seven dollars ($ 1,997) for the three day course.

7

37.

Relying on the assurance that the services offered would be what was provided

8

to him. Plaintiff decided to pay Defendant for these services. Plaintiff purchased the services

9

because of the assurance that Plaintiff would receive the services represented.

10

38.

On August 8,2015, Plaintiff agreed in writing to pay nine hundred and ninety

11

seven dollars for:

12

"3-Day Real Estate Investment Accelerator with Success Path

13

3 Days of Live Training!

14

Master Study Course Materials!

15

1 OO's of Real Estate Forms!

16

6 Months of Customer Service Real Estate Support!"

17
18

39.

Defendant created the seminars and others like it with the specific purpose of

inducing Plaintiff and similariy situated consumers to purchase Defendant's three day course.

19

40.

During the three day course. Defendant provided nothing that was promised and

20

almost no concrete information on how to buy and then resell real estate properties to eam a

21

profit.

22

41.

Instead, Defendant told stories of people who made millions of dollars buying

23

and selling real estate properties, and Defendant had everyone obtain as much liquidity as

24

possible in order to give them the ability to purchase more services from Defendant.
42.

Defendant requested that everyone sign documents requesting them to rollover

their IRA's to Horizon Trust to self-direct their life savings, call all creditors and increase their
credit limit, and get new credit cards.
28
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1

43.

Once everyone had all of their funds liquidated. Defendant informed Plaintiff

2

and other consumers that if they wanted to obtain in-depth real estate training they would need

3

to purchase an extended course for twentyfivethousand dollars ($25,000).

4

44,

Defendant failed to provide the training and materials promised in its written and

5

oral representations and agreements. Defendant induced Plaintiff and similarly situated

6

consumers to give Defendant thousands of dollars for the three-day training session where

7

Defendant merely attempted to systematically take tens of thousands of dollars firom Plaintiff

8

and similarly situated consumers.

9

45.

10

Defendant.

11

46.

12
13
14

Plaintiff forewent purchasing other services, in lieu of the services offered by

Upon learning the tme nature of the services, Plaintiff feltrippedoff and cheated

by Defendant
47.

Such sales tactics rely on falsities and have a tendency to mislead and deceive a

reasonable consumer.

15

48.

16

services offered.

17

49.

18
19
20
21
22
23
24
25
26
27

Defendant expressly represented to Plaintiff, through written statements the

Plaintiff alleges that such representations were part of a common scheme to

mislead consumers and incentivize them to purchase services.
50.

In purchasing the Class Services, Plaintiff relied upon Defj^ndant's

representations of the nature of the services.
51.

Such representations were clearly false because Defendant failed to provide

nearly any concrete information about how to buy and sell real estate properties for a profit.
52.

Plaintiff would not have purchased the services if he knew that the above-

referenced statements made by Defendant were false.
53.

Had Defendant properly marketed, advertised, and represented the Class

Services, Plaintiff would not have purchased the services.
54.

Plaintiff gave his money to Defendant because of the way that the services were

28
Page 6
CLASS ACTION COMPLAINT

EX 90, p. 7

Case 2:19-cv-00713-DAK-EJF Document 12-89 Filed 09/30/19 Page 9 of 29

1

advertised. Defendant benefited from falsely advertising the services. Plaintiff received nothing

2

for giving his money to Defendant for the services. Defendant benefited on the loss to Plaintiff

3

and provided nothing of benefit to Plaintiff in exchange.

4

55.

Had Defendant properly marketed, advertised, and represented the Class

5

Services, no reasonable consumer who ptirchased the services would have believed that it

6

included in-depth real estate training as advertised.

7
8
9
10

CLASS ACTION ALLEGATIONS
56.

and thus, seeks class certification under the Califomia Rules of Civil Procedure.
57.

11

14
15
16
17
18
19
20
21
22
23
24

The class Plaintiff seeks to represent (the "Class") is defined as follows:
All consumers, who, between the applicable statute of limitations
and the present, purchased one or more Class Services in the
United States.

12
13

Plaintiff brings this action, on behalf of herself and all others similarly situated,

58.

As used herein, the term "Class Members" shall mean and refer to the members

of the Class described above.
59.

Excluded from the Class are Defendant, its affiliates, employees, agents, and

attomeys, and the Court.
60.

Plaintiff reserves therightto amend the Class, and to add additional subclasses,

if discovery and further investigation reveals such action is warranted.
61.

Upon information and belief, the proposed class is composed of thousands of

persons. The members of the class are so numerous that joinder of all members would be
unfeasible and impractical.
62.

No violations alleged in this complaint are contingent on any individualized

interaction of any kind between class members and Defendant.
63.

Rather, all claims in this matter arise from the identical, false, affirmative

25
representations of the services, when in fact, such representations were false.
26
64.

There are common questions of law and fact as to the Class Members that

27
predominate over questions affecting only individual members, including but not limited to:
28
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1

(a)

2

Whether Defendant engaged in unlavjrful, unfair, or deceptive business
practices in selling Class Services to Plaintiff and other Class Members;

3

(b)

4

Whether Defendant made misrepresentations with respect to the Class
Services sold to consumers;

5

(c)

6

Whether Defendant profited from both the sale ofthe services and the
advertised green base;

7

(d)

Whether Defendants violated Califomia Bus. & Prof Code § 17200, et

8

seq., Califomia Bus. & Prof Code § 17500, et seq., and Califomia Civ.

9

Code § 1750, e/je?.;

10

(e)

Whether Defendants violated Califomia Bus. & Prof Code § 17200, e/

11

seq., California Bus. & Prof Code § 17500, et seq., and Califomia Civ.

12

Code§ 1750,e/je9.;

13

(f)

14

Whether Plaintiff and Class Members are entitled to equitable and/or
injunctive relief;

15

(g)

16

Whether Deferidant's unlawful, unfair, and/or deceptive practices harmed
Plaintiff and Class Members; and

17

(h)

18

The method of calculation and extent of damages for Plaintiff and Class
Members.

19

65.

Plaintiff is a member of the class he seeks to represent

20

66.

The claims of Plaintiff are not only typical of all class members, they are

21

identical.

22

67.

All claims of Plaintiff and the class are based on the exact same legal theories.

23

68.

Plaintiff has no interest antagonistic to, or in conflict vsdth, the class.

24

69.

Plaintiff is qualified to, and will, fairly and adequately protect the interests of

25

each Class Member, because Plaintiff bought Class Services from Defendant during the Class

26

Period. Defendant's unlawful, unfair and/or fraudulent actions concems the same business

27

practices described herein irrespective of where they occurred or were experiences. Plaintiffs
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1

claims are typical of all Class Members as demonstrated herein.

2
3

70.

retained qualified and competent legal counsel to represent herself and the class.

4
5

Plaintiff will thoroughly and adequately protect the interests of the class, having

71.

Common questions will predominate, and there will be no unusual manageability

issues.

6

FIRST CAUSE OF ACTION

7

Violation of the California False Advertising Act

8

(Cal. Bus. & Prof. Code §§ 17500 et seq.)

9

72.

Plaintiff incorporates by reference each allegation set forth above.

10

73.

Pursuant to Califomia Business and Professions Code section 17500, et seq., it

11

is unlawful to engage in advertising "which is untme or misleading, and which is known, or

12

which by the exercise of reasonable care should be known, to be untme or misleading...or...to

13

so make or disseminate or cause to be so made or disseminated any such statement as part of a

14

plan or scheme v^th the intent not to sell that personal property or those services, professional

15

or otherwise, so advertised at the price stated therein, or as so advertised."

16
17
18

74.

Califomia Business and Professions Code section 17500, et seq.'s prohibition

against false advertising extends to the use of false or misleading written statements.
75.

Defendant misled consumers by making misrepresentations and untme

19

statements about the Class Services, namely. Defendant sold the services advertised as

20

differently than provided, and made false representations to Plaintiff and other putative class

21

members in order to solicit these transactions.

22

76.

Defendant knew that their representations and omissions were untme and

23

misleading, and deliberately made the aforementioned representations and omissions in order

24

to deceive reasonable consumers like Plaintiff and other Class Members.

25

77.

As a direct and proximate result of Defendant's misleading and false advertising,

26

Plaintiff and the other Class Members have suffered injury in fact and have lost money or

27

property. Plaintiff reasonably relied upon Defendant's representations regarding the Class

28
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1

Services. In reasonable reliance on Defendant's false advertisements, Plaintiff and other Class

2

Members purchased the Class Services. In tum Plaintiff and other Class Members ended up

3

vnth services that turned out to actually be different than advertised, and therefore Plaintiff and

4

other Class Members have suffered injury in fact.

5

78.

Plaintiff alleges that these false and misleading written representations made by

6

Defendant constitute a "scheme with the intent not to sell that personal property or those

7

services, professional or otherwise, so advertised at the price stated therein, or as so advertised."

8
9
10

79.

Defendant advertised to Plaintiff and other putative class members, through

written representations and omissions made by Defendant and its employees, that the Class
Services would include a green base of a particular size and with particular capabilities.

11

80.

Defendant knew that the Class Services were not in fact as described.

12

81.

Thus, Defendant knowingly sold Class Services to Plaintiff and other putative

13
14

class members.
82.

The misleading and false advertising described herein presents a continuing

15

threat to Plaintiff and the Class Members in that Defendant persists and continues to engage in

16

these practices, and will not cease doing so unless and until forced to do so by this Court.

17

Defendant's conduct will continue to cause irreparable injury to consumers unless enjoined or

18

restrained.

19

Defendant to cease their false advertising, as well as disgorgement and restitution to Plaintiff

20

and all Class Members Defendant's revenues associated with their false advertising, or such

21

portion of those revenues as the Court may find equitable.

Plaintiff is entitled to preliminary and permanent injunctive relief ordering

22

SECOND CAUSE OF ACTION

23

Violation of Unfair Business Practices Act

24

(Cal. Bus. & Prof. Code §§ 17200 et seq.)

25

83.

Plaintiff incorporates by reference each allegation set forth above.

26

84.

Actions for relief under the unfair competition law may be based on any business

27

act or practice that is within the broad definition of the UCL. Such violations ofthe UCL occur
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1

as a result of unlawful, unfair orfi-audulentbusiness acts and practices. A plaintiff is required

2

to provide evidence of a causal connection between a Defendant's business practices and the

3

alleged harm-that is, evidence that the Defendant's conduct caused or was likely to cause

4

substantial injury. It is insufficient for a plaintiff to show merely that the Defendant's conduct

5

created a risk of harm. Furthermore, the "act or practice" aspect ofthe statutory definition of

6

unfair competition covers any single act of misconduct, as well as ongoing misconduct.

7
8

UNFAIR
85.

Califomia Business & Professions Code § 17200 prohibits any "unfair ...

9

business act or practice." Defendant's acts, omissions, misrepresentations, and practices as

10

alleged herein also constitute "unfair" business acts and practices within the meaning of the

11

UCL in that its conduct is substantially injurious to consumers, offends public policy, and is

12

immoral, imethical, oppressive, and unscrupulous as the gravity of the conduct outweighs any

13

alleged benefits attributable to such conduct. There were reasonably available altematives to

14

further Defendant's legitimate business interests, other than the conduct described herein.

15

Plaintiff reserves the right to allege further conduct which constitutes other unfair business acts

16

or practices. Such conduct is ongoing and continues to this date.

17

86.

In order to satisfy the "unfair" prong of the UCL, a consumer must show that the

18

injury: (1) is substantial; (2) is not outweighed by any countervailing benefits to consumers or

19

competition; and, (3) is not one that consumers themselves could reasonably have avoided.

20

87.

Here, Defendant's conduct has caused and continues to cause substantial injury

21

to Plaintiff and members of the Class. Plaintiff and members of the Class have suffered injury

22

in fact due to Defendant's decision to sell them falsely described services (Class Services).

23

Thus, Defendant's conduct has caused substantial injury to Plaintiff and the members of the

24

Sub-Class.

25

88.

Moreover, Defendant's conduct as alleged herein solely benefits Defendant

26

while providing no benefit of any kind to any consumer. Such deception utilized by Defendant

27

convinced Plaintiff and members ofthe Class that the Class Services included an eight by twelve
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1

peg green base, in order to induce them to spend money on said Class Services. In fact, knowing

2

that Class Services did not include the eight by twelve green base. Defendant unfairiy profited

3

from their sale. Thus, the injury suffered by Plaintiff and the members ofthe Sub-Class is not

4

outweighed by any countervailing benefits to consumers.

5

89.

Finally, the injury suffered by Plaintiff and members of the Sub-Class is not an

6

injury that these consumers could reasonably have avoided.

After Defendant, falsely

7

represented the Class Services, Plaintiff and class members suffered injury in fact due to

8

Defendant's sale of Class Services to them. Defendant failed to take reasonable steps to inform

9

Plaintiff and class members that the Class Services did not include the advertised piece feature.

10

As such. Defendant took advantage of Defendant's position of perceived power in order to

11

deceive Plaintiff and the Class members to purchase services without the described piece.

12

Therefore, the injury suffered by Plaintiff and members of the Class is not an injury which these

13

consumers could reasonably have avoided.

14
15

90.

Business & Professions Code § 17200.

16
17

. Thus, Defendant's conduct has violated the "unfair" prong of Califomia

FRAUDULENT
91.

Califomia Business & Professions Code § 17200 prohibits any "fi-audulent...

18

business act or practice." In order to prevail under the "fraudulent" prong of the UCL, a

19

consumer must allege that the firaudulent business practice was likely to deceive mepibers of

20

the public.

21

92.

The test for "fraud" as contemplated by Califomia Business and Professions

22

Code § 17200 is whether the public is likely to be deceived. Unlike common lawfiraud,a §

23

17200 violation can be established even if no one was actually deceived, relied upon the

24

fraudulent practice, or sustained any damage.

25

93.

Here, not only were Plaintiff and the Class members likely to be deceived, but

26

these consumers were actually deceived by Defendant. Such deception is evidenced by the fact

27

that Plaintiff agreed to purchase Class Services under the basic assumption that they included
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1

the described piece, even though the services contained no such feature. Plaintiffs reliance

2

upon Defendant's deceptive statements is reasonable due to the unequal bargaining powers of

3

Defendant and Plaintiff For the same reason, it is likely that Defendant's fraudulent business

4

practice would deceive other members of the public.

5

94.

As explained above. Defendant deceived Plaintiff and other Class Members by

6

representing the Class Services as including the described piece, falsely represented the Class

7

Services.

8
9

95.

Thus, Defendant's conduct has violated the "fraudulent" prong of Califomia

Business & Professions Code § 17200.

10
11
12
13

UNLAWFUL
96.

Califomia Business and Professions Code Section 17200, et seq. prohibits "any

unlawful...business act or practice."
97.

As explained above. Defendant deceived Plaintiff and other Class Members by

14

representing the Class Services as including the described, falsely representing the features

15

included with the Class Services.

16

98.

Defendant used false advertising, marketing, and misrepresentations to induce

17

Plaintiff and Class Members to purchase the Class Services, in violation of Califomia Business

18

and Professions Code Section 17500, et seq. Had Defendant not falsely advertised, marketed

19

or misrepresented the Class Services, Plaintiff and Class Members would not have pjurchased

20

the Class Services. Defendant's conduct therefore caused and continues to cause economic harm

21

to Plaintiff and Class Members.

22
23
24

99.

These representations by Defendant are therefore an "unlawful" business

practice or act under Business and Professions Code Section 17200 et seq.
100.

Defendant has thus engaged in unlawful, unfair, and fraudulent business acts

25

entitling Plaintiff and Class Members to judgment and equitable relief against Defendant, as set

26

forth in the Prayer for Relief Additionally, pursuant to Business and Professions Code

27

section 17203, Plaintiff and Class Members seek an order requiring Defendant to immediately
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1

cease such acts of unlawful, unfair, and fraudulent business practices and requiring Defendant

2

to correct its actions.

3

THIRD CAUSE OF ACTION

4

Violation of Consumer Legal Remedies Act

5

(Cal. Civ. Code § 1750 et seq.)

6

101. Plaintiffs incorporate by reference each allegation set forth above herein.

7

102.

Defendants' actions as detailed above constitute a violation of the Consumer

8

Legal Remedies Act, Cal. Civ. Code §1770 to the extent that Defendant violated the following

9

provisions of the CLRA:

11
12
13

16
17

a. Representing that goods or services have sponsorship, approval, characteristics,
ingredients, uses, benefits, or quantities which they do not have or that a person
has a sponsorship, approval, status, affiliation, or connection which he or she does
not have. Cal. Civ. Code § 1770(5);
b. Representing that goods or services are of a particular standard, quality, or grade,
or that goods are of a particular style or model, if they are of another. Cal. Civ.
Code § 1770(7);
Advertising goods or services with intent not to sell them as advertised; Cal. Civ.
Co§1770(9);
d. Representing that a transaction confers or involvesrights,remedies, or obligations
which it does not have or involve, or which are prohibited by law; Cal. Ov. Code
§1770(14); and

19
20
21

Representing that the subject of a transaction has been supplied in accordajice with
a previous representation when it has not; Cal. Civ. Code §1770(16);
103. On or about January 14, 2016, through their Counsel of record, using certified

22

mail with a retum receipt requested. Plaintiffs served Defendants with notice of its violations

23

of the CLRA, and asked that Defendants correct, repair, replace or otherwise rectify the goods

24

and services alleged to be in violation of the CLRA; this correspondence advised Defendant

25

that they must take such action within thirty (30) calendar days, and pointed Defendant to the

26

provisions of the CLRA that Plaintiffs believe to have been violated by Defendant. Defendant

27

has not replied to this notice letter with a letter dated November 2, 2016, and thus refxised to
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1

adequately correct, repair, replace or otherwise rectify the issues raised therein.

2
3

MISCELLANEOUS
104.

Plaintiff and Class Members allege that they have fully complied with all

4

contractual and other legal obligations and fully complied with all conditions precedent to

5

bringing this action or all such obligations or conditions are excused.

6
7

REQUEST FOR JURY TRIAL
105.

Plaintiff requests a trial by jury as to all claims so triable.

8
9
10

PRAYER FOR RELIEF
106.

Plaintiff, on behalf of herself and the Class, requests the following relief
(a)

11

An order certifying the Class and appointing Plaintiff as Representative
ofthe Class;

12

(b)

An order certifying the undersigned counsel as Class Counsel;

13

(c)

An order requiring ZURIXX, LLC DBA ADVANCED REAL ESTATE

14

EDUCATION, at its own cost, to notify all Class Members of the

15

unlawful and deceptive conduct herein;

16

(d)

An order requiring ZURIXX, LLC DBA ADVANCED REAL ESTATE

17

EDUCATION to engage in corrective advertising and/or product recalls

18

regarding the conduct discussed above;

19

(e)

Actual damages suffered by Plaintiff and Class Members as applicable or

20

full restitution of all funds acquired from Plaintiff and Class Members

21

from the sale of misbranded Class Services during the relevant class

22

period;

23

(f)

24

Punitive damages, as allowable, in an amount determined by the Court or
jury;

25

(g)

Any and all statutory enhanced damages;

26

(h)

All reasonable and necessary attomeys' fees and costs provided by

27

statute, common law or the Court's inherent power;
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1

(i)

Pre- and post-judgment interest; and

2

(j)

All other relief, general or special, legal and equitable, to which Plaintiff

3

and Class Members may be justly entitled as deemed by the Court.

4
5
6

Dated: Febmary 24, 2016

Respectfully submitted,
LAW OFFICES O^ODD M. FRIEDMAN, PC

7
8
9

By:__
TODD M. FRIEDMAN, ESQ.
Attomey for Plaintiff Ron Ross

10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
26
27
28
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EVENT DATE: 10/27/2017

EVENT TIME:

02:00:00 PM

DEPT.: 35

JUDICIAL OFFICER:

CASE NO.:

34-2016-00190874-CU-PO-GDS

CASE TITLE: ROSS VS. ZURIXX LLC
CASE CATEGORY: Civil - Unlimited

CASE TYPE: PI/PD/WD - Other

EVENT TYPE: Motion for Final Approval of Class Action Settlement - Complex
CAUSAL DOCUMENT/DATE FILED:
The Court issues the following tentative ruling for the final fairness hearing on October 27, 2017, at 2:00
p.m. on plaintiff Ron Ross', individually and on behalf of all others similarly situated (collectively,
"Plaintiffs"), motion for final approval of class action settlement and motion for attorney's fees, costs, and
incentive award.
The Court's ruling tentatively indicates that it will give its final approval to the class action settlement
conditioned upon further arguments to be made during the final fairness hearing. Thus, while the Court
anticipates that neither Plaintiffs nor Defendant will request oral argument, and while no class member
has indicated any intent to appear at the hearing, this does not relieve the parties from appearing at the
final fairness hearing or otherwise render the instant ruling final in the event oral argument is not
requested. The Court will not render a final ruling until it holds the final fairness hearing.
NOTICE:
Parties requesting services of a court reporter shall advise the Court at (916) 874-7885 no later than 4:00
p.m. the court day before the hearing. Please be advised there is a $30.00 fee for court reporting
services, which must be paid at the time of the hearing, for each civil proceeding lasting less than one
hour. (Govt. Code § 68086(a)(1)(A).)
The court reporter will not report any proceeding unless a request is made and the requisite fees are paid
in advance of the hearing.
Motion for Final Approval of Class Action Settlement and Motion for Attorney's Fees, Costs, and
Incentive Award
On June 7, 2017, the Court entered an Order Granting Preliminary Approval of Class Action Settlement
(the "Order"), thereby preliminarily approving the terms of the settlement, certifying the class for
purposes of settlement only, appointing Plaintiff as class representative, and appointing Plaintiffs'
counsel from the Law Offices of Todd M. Friedman, P.C. as class counsel for purposes of settlement
only. The Court also preliminarily approved Kurtzman Carson Consultants LLC ("KCC") as the
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settlement administrator, and approved the class notice and directed its mailing to class members.
Plaintiffs now seek final approval of: (1) the gross settlement amount of $450,000; (2) an award of
attorneys' fees in the amount of $135,000 (30% of the gross settlement amount); (2) reimbursement of
costs of up to $10,000; (3) a service award to Plaintiff of $12,500; and (4) claims administration costs of
up to $25,000.
This is a consumer protection action involving allegations of false advertising brought by Plaintiffs on
behalf of approximately 738 purported class members. Plaintiffs' claims are based on Defendant's
alleged false advertisements regarding a three-day real estate investment course. Plaintiff alleges
generally that Defendant falsely advertised its real estate educational seminars by exaggerating the
skills to be taught at the courses. Plaintiff attended a free seminar, during which he alleges he was told
that by attending a three day Real Estate Investment Accelerator Course, he could learn in-depth
training on how to buy and resell real estate properties to earn a profit. Plaintiff and other class members
paid $1,997 for the three day course. Plaintiff alleges during the three day course, Defendant did not
provide the training and materials promised in its written and oral representations and agreements.
Defendant denies these allegations, denies it has engaged in any wrongdoing, denies that any proposed
class member was ever deceived, and claims plaintiff and the proposed class members all received
exactly what was advertised and paid for.
Before final approval of a class action settlement, notice must be given to the class. (See CRC, Rule
3.769(e), (f).) Consistent with the Court's Order, notice of the settlement was provided to the 738 class
members through the KCC on July 7, 2017. (Declaration of Rachel Christman re: Dissemination of
Notice ("Christman Decl.") at ¶ 4.) 57 notices were returned with undeliverable addresses, but KCC
located 45 updated addresses and promptly re-mailed the notices. (Christman Decl. at ¶ 5.) Accordingly,
only 12 of the notices were undeliverable. (Ibid.) The Court tentatively finds the class notices fairly and
adequately advised potential class members of their rights and the distribution of the class notices
comported with potential class members' due process rights. To date, no class member has objected to
the settlement. (Christman Decl. at ¶ 8.) Only six class members have requested exclusion. (Christman
Decl. at ¶ 7.)
The net settlement amount is $450,000 minus all payments of the class counsel attorney's fees and
costs, the incentive award to Plaintiff, and the claims administration costs. (Settlement Agreement at §
4.1-4.2.) The net settlement amount will be distributed among the settlement class members who do not
timely opt out. (Settlement Agreement at § 1.10, 5.1). Each participating class member's individual
settlement payment will be in an equal amount, made on a pro rata basis to each participating class
member. (Settlement Agreement at § 4.2.) The estimated amount to be distributed to each participating
class member is approximately $357.24. (Declaration of Todd M. Friedman ("Friedman Decl.") at ¶ 30.)
If any settlement check is uncashed within 180 days, KCC will void the check and the funds will be
distributed to the participating class members in equal portions in a second distribution by KCC.
(Settlement Agreement at § 7.5.)
Before approving a class action settlement, the Court must find that the settlement is "fair, adequate,
and reasonable." (Wershba v. Apple Computer (2001) 91 Cal. App. 4th 224, 244-245.) "[A] presumption
of fairness exists where: (1) the settlement is reached through arm's-length bargaining; (2) investigation
and discovery are sufficient to allow counsel and the court to act intelligently; (3) counsel is experienced
in similar litigation; and (4) the percentage of objectors is small." (Dunk v. Ford Motor Company (1996)
48 Cal. App. 4th 1794, 1802.) The Court considers such factors as "the strength of plaintiffs' case, the
risk, expense, complexity and likely duration of further litigation, the risk of maintaining class action
status through trial, the amount offered in settlement, the extent of discovery completed and the stage of
TENTATIVE RULINGS
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the proceedings, the experience and views of counsel, the presence of a governmental participant, and
the reaction of class members to the proposed settlement." (Id. at 1801.)
The Court tentatively finds, subject to arguments to be made at the final fairness hearing, that the
proposed settlement is entitled to a presumption of fairness and that all relevant factors support final
approval. The settlement provides significant benefits to the class members in the form of timely
monetary compensation. Given the sorts of relief sought in the complaint, the Court finds the settlement
provides significant value to the class members as it provides them with relief in a manner approximately
commensurate with the potential value of their individual claims in light of the risks of continued litigation.
The moving papers demonstrate the settlement was the product of extensive arms-length bargaining
between the parties. Specifically, the parties attended a mediation session before agreeing to the terms
of the proposed settlement and prior to that, engaged in sufficient investigation, the exchange of
documents, and formal written discovery. (Friedman Decl. at ¶¶ 7-11, 13.) Class counsel is also
experienced in this type of class action litigation and views the settlement as favorable to the class.
(Friedman Decl. at ¶¶ 39-46.) There is nothing before the Court that would overcome the presumption
of fairness. (Dunk, supra, at 1802.)
Ultimately, after consideration of all relevant factors, and subject to consideration of arguments to be
made during the final fairness hearing, the Court concludes that the settlement is fair, adequate, and
reasonable and entitled to final approval.
Plaintiffs' request for $135,000 in attorney's fees and $10,000 in costs is granted.
Trial courts have "wide latitude in assessing" the value of attorneys' fees, and decisions will not "be
disturbed on appeal absent a manifest abuse of discretion." (Lealao v. Beneficial
Cal. Inc. (2000) 82 Cal.App.4th 19, 41; Ketchum v. Moses (2001) 24 Cal.4th 1122, 1132 (The
"experienced trial judge is the best judge of the value of professional services rendered in his court[,]").)
Where the amount of a settlement is a "certain easily calculable sum of money," California courts may
calculate attorneys' fees as a reasonable percentage of the settlement created. (Weil and Brown,
California Practice Guide. Civil Procedure Before Trial, Chapter 14, section 14:145; Dunk, supra, at
1808.) The percentage-of-the-benefit approach is preferred in class and representative actions because
"it better approximates the workings of the marketplace than the lodestar approach." (Lealao, supra, at
49.) "The ultimate goal... is the award of a 'reasonable' fee to compensate counsel for their efforts,
irrespective of the method of calculation." (Consumer Privacy Cases (2009) 175 Cal.App.4th 545,
557-58.) It is not an abuse of discretion to choose one method over another as long as the method
chosen is applied consistently using percentage figures that accurately reflect the marketplace. In cases
where class members present claims against a maximum settlement fund and the settlement agreement
provides that the defendant agrees to paying the attorneys a percentage of the same, use of that
percentage method is appropriate. (Laffitte v. Robert Half International, Inc. (2016) 1 Cal.5th 480,
503-504; Lealao, supra, at 32.) "[T]rial courts have discretion to conduct a lodestar cross-check on a
percentage fee" but "also retain the discretion to forego a lodestar cross-check and use other means to
evaluate the reasonableness of a requested percentage fee." (Laffitte, supra, at 504.)
Plaintiffs have submitted evidence that class counsel has extensive experience in consumer rights class
actions. (Friedman Decl. at ¶¶ 39-46.) Both parties' counsel were capable of assessing the strengths
and weaknesses of the claims against Defendant and the benefits of the proposed settlement under the
circumstances of the case and in the context of a private, consensual settlement agreement.
The Court approves the requested attorneys' fees and costs. The Court has reviewed the declaration of
Mr. Friedman in support of the requested $135,000 in attorneys' fees and up to $10,000 in litigation
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costs; litigation costs are presently calculated at $8,482.67, but estimated to slightly exceed $10,000
through the conclusion of this matter. This matter has required approximately 169.7 hours of attorney
time (this amount excludes time spent by junior associates, as well as legal clerks and paralegals). The
attorneys' fees represent 30% of the gross settlement amount and are fully supported by the use of the
percentage-fee method. The requested fee award is also supported by a lodestar cross-check method
such that class counsel's current actual fees are $110,150, resulting in a lodestar multiplier of 1.22. This
is reasonable for the nature and the quality of the work performed based on class counsel's experience.
Class counsel has also incurred approximately $10,000 in costs.
Given these amounts were disclosed in the class notice, no objections to the settlement were received,
and the contingent nature of class counsel's representation and the associated risks, the requested fees
and costs are an appropriate award.
Plaintiffs' request for a service award to the named Plaintiff is granted in the amount of $12,500.
Preliminarily, Plaintiff's moving papers are ambiguous as to whether the amount of the service award
requested is $12,500 or $18,500. In some places, Plaintiff requests a $12,500 service award (Motion for
Attorney's Fees at 6:14-16, fn. 1 and 7:24-25) including in his proposed order on the Motion for
Attorney's Fees and Costs, but in one place in his Motion for Final Approval and in Mr. Friedman's and
Plaintiff's declarations, Plaintiff appears to request a service award of $18,500 (Motion for Final Approval
at 25:10-13; Friedman Decl. at ¶¶ 21, 23; Declaration of Ron Ross at ¶ 12).
Even assuming Plaintiff is requesting the higher amount of $18,500, the Court is not persuaded that an
award above $12,500 is justified. Plaintiff previously requested approval of a service award of $25,000,
and the Court, in its preliminary approval, indicated in order to approve or justify an award above
$12,500, a detailed itemization would be required. The Court has reviewed Plaintiff's declaration
submitted in support of his motion for final approval. While Plaintiff's declaration indicates he devoted
approximately 84 hours to this case and took his role as class representative seriously, the Court is not
persuaded that the time and effort expended justifies an award above $12,500. Even the sum of $12,500
is greater than what the court usually allows for service awards. In any event, after reviewing the
evidence the court determines that $12,500 is a fair amount for a service award for Mr. Ross in this
case.
Accordingly, the Court approves a service award of $12,500 to named plaintiff Ron Ross. The award is
reasonable in light of the efforts and risks he undertook, the release he executed, and the benefits
conferred on the class members in connection with his serving as the class representative.

Plaintiffs' request for $25,000 in claim administration costs is granted.
The Court-appointed settlement administrator, Kurtzman Carson Consultants LLC took all necessary
steps to effectuate the distribution of the notice to the 738 class members and to facilitate the settlement
administration process, as set forth in the Court's June 7, 2017 Order. There were no objections and six
requests for exclusion. The settlement administration fees of up to $25,000 are approved to be paid to
Kurtzman Carson Consultants.
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CASE TITLE: ROSS VS. ZURIXX LLC

CASE NUMBER: 34-2016-00190874-CU-PO-GDS

Conclusion
In sum, and subject to the final fairness hearing, the Court concludes that the settlement is entitled to
final approval and the various fee requests are appropriate and also entitled to approval.
The Court anticipates that it will sign the proposed final order approving class action settlement and
judgment at the conclusion of the final fairness hearing in the event that it adopts the findings set forth
above which, given the lack of objections to the settlement, the Court anticipates it will do.
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,Todd M. Friedman, Esq. (State Bar No. 216752)
tfiiedman(gtoddflaw.com
Adrian R. Bacon, Esq. (State Bar No. 280332)
abacon@toddflaw.com
Law Offices of Todd M. Friedman, P.C.
21550 Oxnaid Street, Suite 780
Woodland Hills, CA 91367
Tel: (888)595-9111
Fax: (866)633-0228

ORSED

MAR 25 2019
By,

D. Lashiev

4

Deputy Clerk

Attorneys for Plaintiff RON ROSS,
on behalf of himself and all others similarly situated,

8
SUPERIOR COURT OF THE STATE OF CALIFORNIA

9

COUNTY OF SACRAMENTO

10
11

RON ROSS, individually, and on behalf of
others similarly situated,

12
13
14
15

Assignedfor All Purposes to the Honorable Alan G.
Perkins, Dept. 35

Plaintiffs,

CLASS ACTION

vs.
ZURIXX, LLC DBA ADVANCED REAL
ESTATE EDUCATION,

16

Case No. 34-2016-00190874

STIPULATION AND
ORDER APPROVING CY PRES
RECIPIENT

17

DATE:
TIME:
DEPT.

18

Complaint Filed: February 24,2016

Defendant.

June 7,2017
8:30 a.m.
35

19
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Plaintiff RON ROSS ("Plaintiff) and Defendant ZURIXX, LLC ("Defendant")
(collectively "Parties") by and through their respective counsel of record, hereby stipulate as
follows:
WHEREAS, the Parties entered into a stipulated class action settlement on behalf of
Plamtiff and the class members;
WHEREAS, The Court gi-anted Final Approval of the class action settlement, and entered
Judgment;
WHEREAS, part of the stipulated settlement set forth a procedure for unclahned funds
stemmingfi'omuncashed checks to be redistributed to class members who cashed checks in the first
Case No. 34-2016-00190874
JOINT STIPULATION
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1

round of distribution, however, the settlement agreement did not specify what would happen to

2

funds that were unclaimed after a second round of distribution;

3

WHEREAS, after the second round of distribution, there remains between $2,591.85 and

4

$3,736.26 left in the common fund that has yet to be claimed, depending on whether foui- claimants

5

who asked for checks to be reissued cash their checks;

6

WHEREAS, the Parties discussed the expenses of conducting a third loxmd of distribution

7

of these residual funds with the administrator, and found that the expense of doing so would exceed

8

the balance of the residual left in the fund;

9
10

WHEREAS, Class Counsel proposed that the funds instead go to a cy pres recipient, and
propose The Public j ustice Foundation;

11

WHEREAS, the Parties stipulate that The Public Justice Foundation is a non-profit

12

organization that benefits the class and similarly situated consmners to further the objectives of

13

consumer protection, and laws consistent with the objectives and purposes of the underlying action,

14

specifically by litigating and advocating on behalf of consumers in order tofightfor fairness and

15

honesty in transactions with corporations. The Public Justice Foundation's Executive Director Paul

16

Bland coauthored the NCLC's book on consumer arbitration agreements. Public Justice has also

17 filed amicus briefs in numerous appellate cases advocating on behalf of consumer rights;
18

WHEREAS, the Pailies agree that the best use of the residual funds remaining in the

19

common fund would be to award these funds to Public Justice as a cy pres recipient;

20

///

21

///

22 III
23 III
24 III
25

///

26

///

27

///

28

///
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1
2

WHEREAS, neither the parties nor their counsel have anytiesto The Public Justice
Foundation;

3

NOW THEREFORE, IT IS HEREBY STIPULATED AND AGREED:

4

1.

The Judgment will be amended to permit for the residual fiinds left in the settlement

5

fund to be distributed to The Public Justice Foundation by April 10, 2019 and thereafter a final

6

report will befiledwith the court advising of same.

7
8
9
10
11

Dated: March 21,2019

12
13

iTERE.GARRELL
JOHNM. KENNEDY
Attomeys for ZURIXX, LLC dba
ADVANCED REAL ESTATE EDUCATION

14
15
16
17

Dated: March 21,2019

LAW OFFICES of TODD M. FRIEDMAN, P.C.

18
19
20

by:_
TODD M. FRIEDMAN
ADRIAN R. BACON
Attomey for RON ROSS andtiieClass
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1
2
w{PKOFOSED] ORDER

3

Based on the Parties' stipulation, and with good cause appearing, the Court orders that:

4

1.

5
6

The Public Justice Foundation is approved as the cy pres recipient of the residual

uncashed funds in the common settlement fund;
2.

The Claims Administrator is insttiicted to distribute all uncashed sums left in the

7
residual of the Settlement Fund to The Public Justice Foundation by April 10, 2019 and thereafter a

8
report shall be filed with the court advising of same.

9
10
11
12

Dated:

_,2019
JUDGE OF THE SUPERIOR
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1

PROOF OF SERVICE

2

1 am a resident of the State of Califomia, over the age of eighteen years, and not a party to
the within action. My business addi'ess is The Law Offices of Todd M. Friedman, PC, 21550
Oxnaid St., Suite 780 Woodland Hills, CA 91367. On MARCH 21, 2019, 1 served die herein
described document(s):

3
4
5
6

JOINT STIPULATION AND PROPOSED ORDER
•

FACSIMILE - by transmitting via facsimile the document(s) listed above to the fax
number(s) set forth on the attached Telecommunications Cover Page(s) on this date
before 5:00 p.m.

IE!

MAIL - by placing the document(s) listed above in a sealed envelope with postage
thereon fully prepaid, in the United States mail at Woodland Hills, Califomia
addi'essed as set forth below.

•

PERSONAL SERVICE - by personally delivering the document(s) listed above to the
person(s) at the address(es) set forth below.

•

OVERNIGHT COURIER - by placing the document(s) listed above in a sealed
envelope with shipping prepaid, and depositing in a collection box for next day
deliveiy to the person(s) at the address(es) set forth below via.

(Si

E-MAIL - by attaching the document(s) listed above to an email and sending via the
net to the email addresses listed below.

7
8
9
10
11
12
13
14
15 ,
16
17
18
19
20
21
22
23
24

Peter E. Garrell
pgarrell@gaiTelllaw.com
John M. Kennedy
jkennedy@gan"elllaw.com
GARRELL LAW, P.C.
1875 Tandem Way
Norco, CA 92860
I am readily familial- with thefirm'spractice of collection and processing correspondence for
mailing. Under that practice, it would be deposited with the U.S. Postal Service on that same day
with postage thereon fiilly prepaid in the ordinaiy course of business. I am awai'e that on motion of
the party served, sei-vice is presumed invalid if postal cancellation date or postage meter date is more
than one day after date of deposit for mailing in affidavit.
1 declai'e under penalty of perjury under the laws of the State of Califomia and the United
States that the above isfi-ueand coirect. Executed on MARCH 21,2019 at Costa Mesa, Califomia.

25
26

Nadia S. Lotim

27
28
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EXHIBIT 91
Antoine Jennings & Courtney Jennings v. Zurixx, LLC dba
Advanced Real Estate Education & The Flipping Formula
No 1616-CV-04827
Circuit Court of Jackson County, Missouri at Independence
Complaint Filed in Missouri and removed to federal court as
Case No. 4:16-01004-SRB,
Refiled on September 15, 2016
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IN THE UNITED STATES DISTRICT COURT
FOR THE WESTERN DISTRICT OF MISSOURI
WESTERN DIVISION
ANTOINE JENNINGS, and
CORTNEY JENNINGS
Plaintiffs,
v.
ZURIXX, LLC
Defendant.

)
)
)
)
)
)
)
)

Case No.

NOTICE OF REMOVAL
Defendant Zurixx, LLC d/b/a Advanced Real Estate Education and Flipping Formula
Education (“Zurixx” or “Defendant”), pursuant to 28 U.S.C. §§ 1367, 1441, and 1446, submits
this Notice of Removal. In support of this Notice of Removal, Zurixx states:
1.

On February 29, 2016, Plaintiffs Antoine Jennings and Cortney Jennings

(“Plaintiffs”), filed an action in the Circuit Court of Jackson County, Missouri at Independence,
entitled, Antoine Jennings & Cortney Jennings v. Zurixx, LLC DBA Advanced Realestate
Education [sic] & The Flipping Formula [sic]. A true and correct copy of the Complaint is
attached hereto as Exhibit “A” and is incorporated by reference.
2.

On August 16, 2016, Plaintiffs served Zurixx with a summons and complaint. A

true and correct copy of the Summons is attached hereto as Exhibit “B” and is incorporated by
reference.
3.

This Court has original jurisdiction of this action under 28 U.S.C. §1332(a) and

Zurixx is permitted to remove the action to this Court pursuant to 28 U.S.C. §1441(b) because
the state court action is a civil action between citizens of different states, the amount in

Case 4:16-cv-01004-SRB Document 1 Filed 09/15/16 Page 1 of 4
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controversy exceeds $75,000, exclusive of interest and costs, and Zurixx is not a citizen of
Missouri.
4.

Plaintiff Antoine Jennings is a resident of Blue Springs, Jackson County,

Missouri, and is therefore a citizen of Missouri for purposes of determining jurisdiction under 28
U.S.C. § 1332(a). (See Complaint, Ex. A, at ¶ 1.)
5.

Plaintiff Cortney Jennings is a resident of Kalamazoo, Kalamazoo County,

Michigan, and is therefore a citizen of Michigan for purposes of determining jurisdiction under
28 U.S.C. § 1332(a). (See Complaint, Ex. A, at ¶ 2.)
6.

The individual members involved in the ownership structure of Zurixx and its

parent companies are citizens of Utah and Puerto Rico. None of the individual members is a
citizen of Missouri. Zurixx is therefore a citizen of Utah, Puerto Rico, and other states besides
Missouri for purposes of determining diversity jurisdiction under 28 U.S.C. § 1332(a).
7.

The amount in controversy involved in each claim alleged in the Complaint

exceeds $75,000 exclusive of interest and costs. Plaintiffs’ prayer for relief seeks damages in the
amount of at least $1,304,500.00. (See Complaint, Ex. A, at 3.)
8.

Removal of this action to the United States District Court for the Western District

of Missouri is proper pursuant to 28 U.S.C. §1441(a) because it was filed initially in the District
Court of Jackson County, Missouri at Independence.
9.

Promptly after filing this Notice of Removal, and in accordance with 28 U.S.C.

§1446(d), Zurixx shall give written notice of its filing of this Notice to Plaintiffs and the District
Court of Jackson County, Missouri at Independence, and shall file a copy of its Notice with the
Clerk at the District Court of Jackson County, Missouri at Independence. A copy of the Notice

2
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to be filed in the state court action is attached hereto as Exhibit C (without attachments) and is
incorporated herein by reference.
WHEREFORE, Zurixx respectfully removes this action in its entirety from the District
Court of Jackson County, Missouri at Independence, for all further proceedings as though it was
originally filed here, and prays that this Court retain jurisdiction over the action to the exclusion
of any proceedings in the state court. Zurixx is represented by the undersigned lawyers who
certify under Federal Rule of Civil Procedure 11 that the foregoing is true and correct.
DATED: September 15, 2016.
Respectfully submitted,
By:

/s/ Carly D. Duvall
Brian P. Baggott
MO Bar #58494
Carly D. Duvall
MO Bar #61925
Dentons US LLP
4520 Main Street, Suite 1100
Kansas City, MO 64111
TELEPHONE (816) 460-2400
FAX (816) 531-7545
gregory.wolf@dentons.com
carly.duvall@dentons.com
Stephen P. Horvat (pro hac vice forth coming)
John A. Bluth (pro hac vice forth coming)
Nathan P. Hatch (pro hac vice forth coming)
Anderson & Karrenberg
50 W. Broadway, Suite 700
Salt Lake City, UT 84101
TELEPHONE (801) 534-1700
FAX (801) 364-7697
shorvat@aklawfirm.com
jbluth@aklawfirm.com
nhatch@aklawfirm.com

Counsel for Defendant Zurixx, LLC
dba Advanced Real Estate Education and
Flipping Formula Education

3
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CERTIFICATE OF SERVICE
I hereby certify that on the 15th of September, 2016, the foregoing document was filed
electronically with the above-captioned Court’s CM/ECF system, which effected service on the
all registered CM/ECF users in this case. The undersigned further certifies that, pursuant to Fed.
R. Civ. P. 5, the foregoing document was served via U.S. mail, first-class postage prepaid, and
by email, on the following:
David S. Hinken
HINKEN LAW
1114 West Main Street
Blue Springs, Missouri 64015
hinkenlaw@gmail.com
COUNSEL FOR PLAINTIFFS

___/s/ Carly D. Duvall
ATTORNEY FOR DEFENDANT
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IN THE UNITED STATES DISTRICT COURT
WESTERN DISTRICT OF MISSOURI
WESTERN DIVISION
ANTOINE JENNINGS, et al.,

)
)
)
)
)
)
)
)
)

Plaintiffs,
v.
ZURIXX, LLC,
Defendant.

Case No. 16-1004-CV-W-SRB

NOTICE OF DISMISSAL
COMES NOW, the Plaintiffs, by and through their counsel of record, Jeffrey Gedbaw, and
hereby dismiss the above-captioned cause of action with prejudice.

Respectfully submitted,
/s/Jeffrey Gedbaw
_________________________________
Jeffrey Gedbaw, Mo Bar No. 56318
Attorney for Plaintiffs
1114 W. Main St.
Blue Springs, MO 64015
Phone:
(816) 224-9500
Fax:
(816) 224-9503
jgedbaw@gedbawlawfirm.com

CERTIFICATE OF SERVICE
I hereby certify that on December 5, 2016, a true copy of the foregoing was served on all parties by
electronic filing through the ECF system.

/s/Jeffrey Gedbaw
__________________________________
Jeffrey Gedbaw
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EXHIBIT 92
Karen Semmelmann & Larry Mondik v. Premier Mentoring,
Inc., Cris Cannon, Jeff Spangler, et al.
No. 1:16-cv-01053-RP,
Western District of Texas, Austin Division
First Amended Complaint Filed October 3, 2016.
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IN THE UNITED STATES DISTRICT COURT
FOR THE WESTERN DISTRICT OF TEXAS
AUSTIN DIVISION
KAREN SEMMELMANN &
LARRY MONDIK,
Plaintiffs

§
§
§
§
v.
§
§
PREMIER MENTORING, INC.
§
PREMIUM FINANCIAL TRAINING; §
CRIS CANNON; ERIK FELSTED;
§
CLINT GEARHEART;
§
JASON LABRUM; CRAIG PEEBLES; §
& JEFF SPANGLER,
§
Defendants
§

CASE NO.: 1:16-cv-01053-RP

PLAINTIFFS’ FIRST AMENDED COMPLAINT
I. Parties
1.

Plaintiff, KAREN SEMMELMANN, an individual, is a resident of Travis County,

Texas.
2.

Plaintiff, LARRY MONDIK, an individual, is a resident of Williamson County, Texas.

3.

Defendant, PREMIER MENTORING, INC., a corporation who is a nonresident of

Texas, who’s home-office address is 6465 S. 3000 E, Suite 203, Salt Lake City, State of Utah,
may be served with process by serving the Texas Secretary of State 1019 Brazos Street,
Austin, Texas 78701, as Defendant’s agent for service because Defendant has not designated
or maintained a resident agent for service of process in Texas as required by statute. The
Defendant is headquartered in Utah and its registered agent is: Jeff Spangler, 6465 S. 3000 E,
Suite 203, Salt Lake City, UT 84121. This Defendant has been served and has answered.
4.

Defendant, PREMIUM FINANCIAL TRAINING, a corporation who is a nonresident

of Texas, whose home-office address is 6465 South 3000 East Ste. 201 Salt Lake City, State of
1
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Utah, may be served with process by serving the Texas Secretary of State, 1019 Brazos Street,
Austin, Texas 78701, as Defendant’s agent for service because Defendant has not designated
or maintained a resident agent for service of process in Texas as required by statute. The
Defendant is headquartered in Utah and its registered agent is: Zurixx, LLC, 2750 East
Cottonwood Parkway Ste 200, Cottonwood Heights, UT 84121. This Defendant has been
served and has answered.
5. Upon information and belief, Defendant Premier Mentoring Inc. at all relevant times was
doing business as Premium Financial Training. At all relevant times, Defendant Premier
Mentoring Inc. was operating as an alter ego to Premium Financial Training. These two
Defendants were not kept separate but rather shared financial interests, ownership, and control.
For instance, the email address that Defendant Premier Mentoring Inc. registered with the
Better Business Bureau was at a “@premiumfinancialtraining.com” domain name. See Exhibit
A. Both Defendants operated out of the same office located at 6465 S. 3000 East in Salt Lake
City, Utah. See Exhibits B and C. Upon information and belief, “The Flipping Formula”
(which is on Plaintiffs’ contracts) is a program run by both Defendants together. See Exhibits
D (contract with Premium Financial Training entitled “The Flipping Formula”) and Exhibit E
(business review explaining that “The Flipping Formula” is operated by Premier Mentoring
Inc.). Moreover, both Defendants share the same office address with all the other Defendants.
Therefore, based on this information and belief, Plaintiffs allege that Premier Financial
Training and Premier Mentoring Inc. are jointly and severally liable to Plaintiffs, as are the
other Defendants, for deceptive trade practices and fraud. More evidence of the Defendants’
operation as alter ego will be developed through discovery.
6.

Defendant, CRIS CANNON, Vice-President of Premier Mentoring, Inc., an individual

2
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who is a nonresident of Texas, whose usual place of business is located at 6465 S. 3000 E,
Suite 203, Salt Lake City, UT 84121, may be served with process at that address. This
Defendant has not yet been served.
7.

Defendant, ERIC FELSTED, Chief Financial Officer of Premier Mentoring, Inc., an

individual who is a nonresident of Texas, whose usual place of business is located at 6465 S.
3000 E, Suite 203, Salt Lake City, UT 84121, may be served with process at that address. This
Defendant has not yet been served.
8.

Defendant, CLINT GEARHEART, President of Premier Mentoring, Inc., an individual

who is a nonresident of Texas, whose usual place of business is located at 6465 S. 3000 E,
Suite 203, Salt Lake City, UT 84121, may be served with process at that address. This
Defendant has not yet been served.
9.

Defendant, JASON LABRUM, Secretary of Premier Mentoring, Inc., an individual

who is a nonresident of Texas, whose usual place of business is located at 6465 S. 3000 E,
Suite 203, Salt Lake City, UT 84121, may be served with process at that address. This
Defendant has not yet been served.
10. Defendant, CRAIG PEEBLES, Chief Financial Officer of Premier Mentoring, Inc., an
individual who is a nonresident of Texas, whose usual place of business is located at 6465 S.
3000 E, Suite 203, Salt Lake City, UT 84121, may be served with process at that address. This
Defendant has not yet been served.
11. Defendant, JEFF SPANGLER, CEO, President and co-founder of Premier Mentoring,
Inc., an individual who is a nonresident of Texas, whose usual place of business is located at
6465 S. 3000 E, Suite 203, Salt Lake City, UT 84121, may be served with process at that
address. This Defendant has not yet been served.
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12. Whenever in this petition it is alleged that Defendant committed any act or omission, it is
meant that the Defendant’s officers, directors, vice principals, agents, servants, or employees
committed such act or omission and that at the time such act or omission was committed, it
was done with the full authorization or approval of Defendant or was done in the routine
normal course and scope of employment of the Defendant’s officers, directors, vice principals,
agents, servants, or employees.
II. Jurisdiction
13. This case was removed—pursuant to 28 U.S.C. §1446(d)—to United Stated District
Court by Defendants Premier Mentoring, Inc. and Premium Financial Training on September
12, 2016 [doc. 1].
III. Venue
14. Venue for this suit under the Deceptive Trade Practices Act (DTPA) is permissive in
Travis County under Texas Business & Commerce Code section 17.56 because this suit is filed
in the county where Defendants solicited the transaction underlying this suit.
IV. Facts
15.

On July 16, 2014, at the Crowne Plaza Austin, 6121 North IH 35, Austin, TX 78752,

Travis County, Texas, Plaintiffs attended a free training event held by the Defendants where
they were allegedly told that they would receive access to a sought after buyers list; be given a
$500,000 credit line with 4-6% interest; they would learn about strategies to obtain properties
not listed on the MLS and be fully equipped to implement them; were told this formula works
in any market at any time, even Austin when people expressed concern regarding Austin’s fast
moving market; and was told there was nothing to lose when purchasing the $2,000 three-day
seminar because it would be refunded if a deal was not made within 90 days.

4
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16. Plaintiffs paid the $2,000 and attended the three-day seminar that took place on July 25,
2014 to July 27, 2014 where Robert Shemin was the speaker. At the seminar, Plaintiffs were
allegedly told to call their credit card companies and ask for a credit limit increase and a word
for word script was provided; they was told an LLC would be set up for them and was included
in the price of the package. Plaintiff, Karen Semmelmann was told by Steph Weed, the
Seminar Director that she would be able to quit her job within three months and she would
write her a step by step plan to obtain a multi-family unit to replace her income and would
purchase it using a private money loan and would make interest only payments. Plaintiffs were
then talked into purchasing the fast start boot camp and it would be a hands on, in the field
event. They was also told that the Boot Camp was one-on-one mentoring and would be 2 days
of “hand-holding” resulting in deals.
17. Based on Defendants’ misrepresentations, Plaintiffs paid $26,000 and attended the Fast
Start Boot Camp on August 14, 2014 to August 16, 2014, where Lance King was the mentor.
The services Defendants promised would be forthcoming for the paid fees never materialized.
They were then talked into buying coaching classes to provide one or more of the services
promised.
18. Plaintiff Karen Semmelmann attended coaching with Bud McCluskey on September 3,
2014 through October 8, 2014 (classes every Wednesday) and Defendant, Larry Mondik
attending coaching with Randy Cochran, Bud McCluskey, Carter Brown, Tim Bell, Brett
Ehlers and Elizabeth Higbee as he purchased a larger package. Defendants’ deceptive sales
tactics were designed to persuade Plaintiffs to believe that the program would not work in the
time period originally promised if coaching was not purchased. Once again, Defendants
represented to Plaintiffs that their first deal would take place in 4-6 weeks and subsequent

5
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deals would be made every 3-4 weeks thereafter.

Defendants coached Plaintiff Karen

Semmelmann into raising her credit limits on her credit cards—which included variable APR
finance charges, interest fees and late fees— and to then charge the costly training on her credit
cards; as a result, her credit score dropped over 100 points. Defendant, Larry Mondik depleted
his entire savings in response to the deceptively persuasive tactics.

After systematically

separating Plaintiffs from tens of thousands of dollars in tuition fees, Defendants eventually
conceded to Plaintiffs that Defendants’ system works better in a 30-60 day market and not a
market such as Austin’s 3-7 day market. Defendants then instructed Plaintiffs to look for
properties outside of the Austin real estate market, despite originally promoting and selling the
program specifically for the Austin real estate market. This was contrary to the original
assurances Defendants provided to Plaintiffs numerous times to induce Plaintiffs to purchase
the costly boot camp programs.
19.

In October 2014, Plaintiff Larry Mondik paid $23,000 for the one-on-one mentoring

and a trip to Boston to meet Pete and Dave, the stars of A&E’s “Flipping Boston”. Defendants
represented that the cost of the mentoring program included the travel but was subsequently told
there he would have to incur additional costs for the travel so he did not attend. Plaintiff, Karen
Semmelmann attended the 2-day mentoring with Randy Johns for $15,000 but Defendants
failed to provide any of the promised and contracted-for deliverables. The entire time Johns
talked about how much money he makes, his gold chains and told the students to have realtors
provide comps and MLS sheets and then black out the pertinent information with a marker or
buy a scanner with editing capabilities and then send them to potential buyers via fax or email.
He failed to teach Plaintiff Semmelmann how to estimate repairs and ten cut both of the training
days short. Plaintiff expressed concern and Mr. Johns told her he would ask if Premium

6
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Financial would send him back out but that never occurred.
V. CAUSES OF ACTION
Count 1 – DTPA Claim
20. Plaintiffs are consumers under the DTPA because Plaintiffs are individuals who sought
services by purchase.
21. Defendants are individuals and corporations that can be sued under the DTPA.
22. Defendants violated the DTPA when Defendants:
(A)

Engaged in false, misleading, or deceptive acts or practices that Plaintiff relied
on to Plaintiff’s detriment. Specifically, Defendants caused confusion and
misunderstanding about the source, sponsorship, approval or certification of the
goods and services they sold to Plaintiffs. Defendants did this by
misrepresenting the nature of the services they were selling regarding buying
and selling real estate and the, the ease of use of the materials and products
Defendants provided that would allegedly systematize that process to ensure
fast and substantial profits.

(B)

Represented that the goods or services had sponsorship, approval,
characteristics, uses, and/or benefits they do not have. In particular, Defendants
misrepresented that the strategies, methods and the products sold to advance the
strategies and methods for making substantial profits from buying and selling
real estate were sponsored and approved by television celebrities who have
reality television programs about buying and selling real estate, even though in
reality they have not sponsored or approved your products, methods or services.

(C)

Defendants employed a chain-referral sales plan in connection with the sale of

7
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or offer to sell goods, merchandise or anything of value, such as real estate and
promised and represented to Plaintiffs that she will have the right to receive
compensation or consideration for furnishing to Defendants and their
representatives the names of other prospective buyers where compensation or
consideration for doing so was contingent on the occurrence of an event after
Plaintiffs purchased the Defendant’s real estate and mentoring program.
(D)

Defendants promoted a pyramid promotion scheme, as defined by the Texas
Business & Commerce Code, sec. 17.461.

(E)

Defendants failed to disclose information about the goods and services that was
known at the time of the transaction, namely that they were not what they
purported to be and that Defendants would not provide the services promised,
which was intended to induce Plaintiffs to enter into a transaction that they
would not have entered into if this information had been disclosed.

(F)

Plaintiffs relied on these false, misleading and deceptive acts and practices to
their own detriment.

(G)

Breached an express warranty. Specifically, Defendants represented that a
guaranty or warranty confers or involves rights or remedies that it does not.
Tex. Bus. & Com. Code §17.46(b)(20).

(H)

Engaged in an unconscionable action or course of action that, to Plaintiff’s
detriment, took advantage of Plaintiff’s lack of knowledge, ability, experience,
or capacity to a grossly unfair degree. Specifically, Defendants engaged in an
unconscionable action or course of action that, to Plaintiff’s detriment, took
advantage of her lack of knowledge, ability, experience, and capacity to a

8
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grossly unfair degree. Specifically, Defendants deliberately changed the
contract they pressured Plaintiff, Karen Semmelmann to sign by crossing out
the selection of Platinum and changing it to Diamond while also crossing out
the amount of the platinum package and inserting a higher financial amount for
the Diamond package after Plaintiff had signed the credit card authorization for
the Platinum amount. In addition, Defendants deliberately took advantage of
Plaintiff, Karen Semmelmann’s compromised mental state of mind while she
was suffering from a manic episode due to her bi-polar condition for which
Defendant was trained to recognize and exploit to induce her and people like
her to continue to pay money for services that were in fact illusory. These
actions also constitute a violation of the Texas Theft Liability Act.
(I)

Engaged in false, misleading, or deceptive acts or practices that Plaintiffs relied
on to Plaintiff’s detriment and that violated a “tie-in” consumer statute.
Specifically, Defendants violated the Business Opportunity Act of the Texas
Business and Commerce Code, by selling services for consideration in excess
of $500 in which they represented that Plaintiffs would earn or was likely to
earn a profit in excess of the amount of the initial consideration she paid and
they sold an alleged marketing program to her with the representation that such
program would help achieve that end.

23. Plaintiffs gave Defendants notice as required by Texas Business & Commerce Code
section 17.505(a). Attached as Exhibit A is a copy of the notice letter sent to Defendants,
which is incorporated by reference as if fully set forth in its entirety.
24. Defendant’s wrongful conduct was a producing cause of Plaintiff’s injury, which

9
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resulted in the following damages:
25. Plaintiffs seek recovery of unliquidated damages within the jurisdictional limits of this
court.
26. Mental-anguish damages. Defendants acted knowingly and intentionally which entitles
Plaintiffs to recover mental-anguish damages under Texas Business & Commerce Code section
17.50(b)(1).
27. Additional damages. Defendants acted knowingly, which entitles Plaintiffs to recover
treble economic damages under Texas Business & Commerce Code section 17.50(b)(1).
28. Attorney fees. Plaintiffs are entitled to recover reasonable and necessary attorney fees
for prosecuting this suit under Texas Business & Commerce Code section 17.50(d).
Count 2 – Fraud Claim
29. In addition to other counts, Defendants committed fraud. Defendants represented to
Plaintiffs that they would be given a $500,000 credit line with 4-6% interest and that they
would be making substantial income and would have their first deal in 4-6 weeks. They also
promised that if they did not make their first deal in 90 days, they would receive a refund.
30. Defendant’s representations to Plaintiffs were material because a reasonable person
would attach importance and be induced to act on this information in determining whether to
make a transaction. Plaintiffs relied on these misrepresentations when making their decision to
purchase these costly seminars.
31. Defendant’s representation to Plaintiffs were a false statement of opinion that
Defendants knew to be false that they knew Plaintiffs would justifiably reply on because of
Defendant’s special knowledge. Before Plaintiffs purchased the costly boot camp, Defendants
continued to represent that Austin was a great market for Defendants’ “Flipping Formula
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System”. However, during Plaintiffs coaching with Bud McCluskey, McCluskey told Plaintiffs
that the system works in a 30-60 day market; since Austin’s real estate market was a 3-7 day
turnover market, according to McCluskey, he advised Plaintiffs that they would have to travel
outside of Austin to implement the program in other real estate markets and pay realtor
assessment fees, despite the fact that Defendants originally represented that the program would
specifically work in the Austin real estate market. Plaintiffs relied on that representation when
deciding to pay for the program offered by Defendants and Defendants knew that at the time
they sold the program to Plaintiffs.
32. Defendants made the false representations knowing they were false.
33. Defendants intended for Plaintiffs and had reason to expect Plaintiffs would act in
reliance on the false representations.
34. Plaintiffs justifiably relied on Defendant’s false representations when Plaintiffs paid
$43,000 and $52,000, respectively, for the seminars and received none of the contracted for
services or deliverables Defendants promised to provide in return.
35. Defendant’s false representations directly and proximately caused injury to Plaintiffs,
which resulted in the following damages:
36. Plaintiffs seek recovery of unliquidated damages within the jurisdictional limits of this
court in addition to the special damages Plaintiffs plead below.
37. Mental-anguish damages. Defendants acted knowingly and intentionally which entitles
Plaintiffs to recover mental-anguish damages under Texas Business & Commerce Code section
17.50(b)(1).
38. Additional damages. Defendants acted knowingly, which entitles Plaintiffs to recover
exemplary damages.
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39. Attorney fees. Plaintiffs are entitled to recover reasonable and necessary attorney fees
for prosecuting this suit.
VI. Jury Demand
40. Plaintiffs demand a jury trial and tenders the appropriate fee with this petition.
VII. Conditions Precedent
41. All conditions precedent to Plaintiff’s claim for relief have been performed or have
occurred.
VIII. Prayer
42. For these reasons, Plaintiffs ask that the court issue citation for Defendants to appear
and answer; and that Plaintiffs be awarded a judgment against Defendants for the following:
a.

Economic damages and actual damages.

b.

Treble damages.

c.

Special Damages.

d.

Prejudgment and post judgment interest.

e.

Court costs.

f.

Attorney fees.

g.

All other relief to which Plaintiffs are entitled.
Respectfully submitted,

Hendler Lyons Flores, PLLC
1301 W. 25th Street, Suite 400
Austin, Texas 78705
Telephone: 512-439-3202
Facsimile: 512-439-3201
www.hendlerlaw.com
Scott M. Hendler
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Texas Bar No. 09445500
shendler@hendlerlaw.com
Sean M. Lyons
Texas Bar No. 00792280
slyons@hendlerlaw.com
Rebecca Ruth Webber
Texas Bar No. 24060805
rwebber@hendlerlaw.com
ATTORNEYS FOR PLAINTIFFS

CERTIFICATE OF SERVICE
The undersigned certifies that the foregoing document was filed electronically in
compliance with Federal and Local Rules of Civil Procedure and the foregoing was served to
all counsel of record via electronic service on this 3rd day of October, 2016.

Scott M. Hendler
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IN THE UNITED STATES DISTRICT COURT
FOR THE WESTERN DISTRICT OF TEXAS
AUSTIN DIVISION
KAREN SEMMELMANN and
LARRY MONDIK,
Plaintiffs,
v.
PREMIER MENTORING, INC, et al.,
Defendants.

§
§
§
§
§
§
§
§
§
§

1:16-CV-1053-RP

ORDER
Before the Court is the above-entitled action. On this day, the Court considered the parties’
Joint Stipulation of Dismissal with Prejudice (Dkt. 12). Having done so, and pursuant to Rule 41 of
the Federal Rules of Civil Procedure, the Court hereby GRANTS the motion and ORDERS,
ADJUDGES, and DECREES that the case be dismissed with prejudice.

SIGNED on March 27, 2017.

_____________________________________
ROBERT PITMAN
UNITED STATES DISTRICT JUDGE

EX 92, p. 14

Case 2:19-cv-00713-DAK-EJF Document 12-92 Filed 09/30/19 Page 1 of 14

EXHIBIT 93
Katie Golbienko v. Advance Real Estate Education; Zurixx,
LLC; Success Path; and DOE Defendants 1 through 20
No. 17-2-01111-8-Sea,
Superior Court of Washington in and for the County of King, Washington
Complaint Filed January 18, 2017
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FILED
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KING COUNTY
SUPERIOR COURT CLERK
E-FILED
CASE NUMBER: 17-2-01111-8 SEA

1
2
3
4
5
6
7

IN THE SUPERIOR COURT OF WASHINGTON
IN AND FOR THE COUNTY OF KING

8
9
10

KATIE GOLBIENKO,
Case No.
Plaintiff,

11
12
13
14

COMPLAINT FOR VIOLATIONS OF
THE CONSUMER PROTECTION ACT

v.
ADVANCE REAL ESTATE EDUCATION;
ZURIXX, LLC; SUCCESS PATH; and DOE
DEFENDANTS 1 through 20,
Defendants.

15
16

COMES NOW, Plaintiff Katie Golbienko, to complain as follows:

17
18
19

I. PARTIES
1.1

Plaintiff Katie Golbienko is a resident of King County, Washington, and she

pleads the following allegations, states that those allegations are true of her own knowledge,

20
21
22
23

except as to matters stated on information and belief, and as to those matters, she believes them
to be true.
1.2

Defendant ADVANCE REAL ESTATE EDUCATION (“AREE”) is a Utah

24

corporation, which is not registered as a foreign corporation with the State of Washington nor is

25

it licensed to conduct business in the State of Washington. Its offices are located in Utah. In

26

spite of not being licensed to conduct business in the State of Washington, Defendant AREE

27
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1

does conduct business in the state by operating real estate investment seminars and purporting

2

to provide training to residents of the State of Washington, including the Plaintiff.

3
4

1.3

Defendant SUCCESS PATH is an unknown type of business entity and may be

a dba of the other Defendants. It is not registered with the Washington Secretary of State’s

5
6
7

Office nor is it licensed through the Washington Department of Revenue. Nevertheless,
Defendant Success Path conducts business in the state by operating real estate investment

8

seminars and purporting to provide training to residents of the State of Washington, including

9

the Plaintiff.

10
11
12

1.4

Defendant ZURIXX, LCC (“Zurixx”) is a Utah corporation that is not registered

to conduct business in the State of Washington through the Secretary of State or the
Department of Revenue. Nevertheless, operating through its related business entities and

13
14

subsidiaries, including Defendants AREE and Success Path, Defendant Zurixx conducts

15

business in the state by operating real estate investment seminars and purporting to provide

16

training to residents of the State of Washington, including the Plaintiff.

17
18
19

1.5

The true names and capacities of Does 1 through 20, inclusive, whether

individual, corporate, partnership, associate or otherwise, are presently unknown to Plaintiff,
who therefore sues said Defendants by such fictitious names. Plaintiff alleges, based upon

20
information and belief, that each Defendant is responsible in some manner for the events
21
22

described herein and is liable to Plaintiff for the damages they have incurred. Plaintiff will

23

amend this Complaint to show the true names and capacities of the Doe Defendants when the

24

same have been ascertained.

25
26

II. FACTUAL ALLEGATIONS
2.1

Ms. Golbienko is a young lady who graduated from high school several year ago

27
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1

and took some college courses. She also entered the work force and began working in sales.

2

She has supported herself for some period of time through employment and has been looking

3
4

for a way to better her earning potential. She had absolutely no real estate or financial training.
Early in 2016, along with a boyfriend, Ms. Golbienko saw advertisements for real estate

5
6

training seminars that promised to teach its participants how to make their fortunes buying and

7

selling real estate and engaging in “flipping” homes. Ms. Golbienko was enticed further to

8

attend the “training” because it was affiliated with reality television stars who hosted shows

9

focused on “flipping”.

10
11
12

2.2

On March 3, 2016 Ms. Golbienko attended a free, three-hour Success Path

seminar in Washington to learn about real estate investing and fix/flipping. At that seminar, the
attendees were pitched a 3-day Real Estate Investment Accelerator seminar at a cost of $1,997.

13
14

On the same day, she was induced to sign up for that seminar for which she was charged

15

$1,997 on her BECU credit card. She also signed up and paid for the Tax Lien Buyers Club at

16

an additional cost of $997. She paid for this on her Bank of America credit card. There were a

17

number of false representations made to Ms. Golbienko in connection with coercing her into

18

signing the agreements for this “training” and paying Defendant AREE through credit cards.

19

2.3

From March 11 through 13, 2016, Ms. Golbienko attended another purported

20
training session in Washington that was put on by Defendants AREE and Success Path. During
21
22

that session, Ms. Golbienko was induced to enter into an agreement with Defendant Success

23

Path to purchase the “Diamond” package, which would supply her with training and

24

mentorship and expertise in the real estate business market. This product was offered for sale to

25

Ms. Golbienko through a high pressure sales pitch that was made representatives of Defendant

26

AREE.
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1

2.4

This seminar was called the Real Estate Investment Accelerator. During the

2

class on Saturday, “Coach Alan” Swails started to use the word “mentor” a lot. He stated that

3

without the presence of a mentor in the attendees’ business, they would likely not be

4
5
6

successful. The ‘mentor’ concept came up over and over again on Saturday and Sunday. At the
beginning of the three-day seminar, “Coach” Alan covered the topic of the alleged credit needs

7

of small business owners. He stated, “You are all small businesses now and one of the things

8

business owners need to prepare for is the need for working capital. One of the ways to get that

9

capital is to raise the credit limits on your credit cards”. “Coach Alan” then coached the

10
11
12

attendees on how to increase their limits and get new credit cards. He told them what to say
when applying. They gave the attendees a script to follow when calling the credit card
companies from whom they were seeking new credit. At this point, there was no mention of

13
14
15
16

using the credit cards to buy other classes from Success Path. The attendees were told it was to
establish “Business Credit”.
2.5

Further during this seminar, the “coaches” and staff at the seminar basically

17

instructed the attendees to lie to the credit card companies. They told them to tell the credit card

18

companies that they were self-employed and that their income was at least $120,000. At the

19

time, Ms. Golbienko was working at a salaried job in telephone sales and her salary was

20
approximately $38,000. The representatives of the Defendants then gave the attendees an
21
22

assignment to make phone calls to the credit card companies with whom they were already

23

doing business to get their credit limits raised. The attendees were told to make the calls at

24

lunch time and that their success on that assignment was supposed to be an indication of their

25

future success in the real estate business.

26

2.6

Ms. Golbienko was successful in raising the limit on her BECU credit card from
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1

$5,000 to $10,000. After lunch, the Defendants’ representatives asked those that were

2

successful to raise their hands and then led the class in applause acknowledgement for their

3
4

achievement. This helped to convince Ms. Golbienko that she had made the right decision to
make purchases from the Defendants. Success Path employee Rob Duncan, checked in with

5
6
7

Ms. Golbienko several times over the three-day class, purportedly to see how she was doing on
getting more credit card capacity. This was clearly very important to Mr. Duncan although he

8

kept telling her that it was to allow her to have business credit. With his encouragement and

9

coaching, on Sunday morning before class (March 13th), Mr. Duncan had Ms. Golbienko apply

10
11
12

to Chase and to Capital One for more credit cards with larger credit lines. Using the script
provided by Mr. Duncan, Ms. Golbienko successfully applied for two credit cards with limits
of $22,000 and $20,000 respectively. She still had no idea that the Defendants’ staff was

13
14

instructing her to do this so that they could pressure her into paying for more of the very

15

expensive classes.

16

2.7

On Sunday, March 13th, the topic turned to “What’s Next”. That’s when they

17

started talking about the additional training that is available from Success Path. The first

18

“package” was described as the ‘Gold Enrollment’, which was at the low end; the Platinum

19

Enrollment’, which was the middle package, but they were told if they really wanted to be

20
21
22

successful, they should sign up for the “Diamond Enrollment”. Of those three options, Ms.
Golbienko and the other attendees were told that only the Diamond Enrollment program had

23

two days of one-on-one time with a mentor. “Coach Alan” had so heavily sold the importance

24

of having a mentor over and over during the weekend that the Diamond Enrollment was the

25

only one that made sense for the people that were committed to being successful with the

26

program.
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1
2
3
4
5
6
7

2.8

As the sales pitch hit its peak, “Coach Alan” asked that those people who

wanted to be successful stand up. About half of the people in the class (30 out of 70) stood up.
He then asked those that were standing, who wanted to be successful, to go to the back of the
room. We then went to another room where the sales people were located. To prompt the
attendees to sign up quickly, the Defendants’ representatives told Ms. Golbienko and other
attendees that the first ten people who filled out the Diamond Enrollment forms would get

8

“Coach Alan’s” personal cell phone number so that they could call him anytime for expert

9

advice and coaching. That set up the mad rush for people to fill out their enrollment forms to be

10

part of the first ten signing up for the Diamond Enrollment at the highest price. Ms. Golbienko

11
12

was one of the people who stood up and moved to the back of the room, but when she got into
the separate room, she made it abundantly clear to the Defendants’ representatives that she did

13
14

not have the kind of money being requested and could not pay for that program because the

15

excessively high cost of the program. Notably, Ms. Golbienko was not in the first ten people to

16

sign up, yet the Defendants’ representatives gave her the “special phone number” anyway. She

17

now knows that this was all just part of the scam. She understands that the Defendants’

18

representatives were trying to get the attendees to increase their credit card limits so that they

19

could pay for the training that they were being groomed to purchase. It was very clear to Ms.

20
Golbienko that the other attendees who bought the Diamond Enrollment were doing so on their
21
22

new credit cards. Prior to all of these purchases, Ms. Golbienko had only carried a credit card

23

balance of approximately $4,500.00. Of course, because Ms. Golbienko did not yet have the

24

new credit cards, the charges were not made on that Sunday.

25
26

2.9

On March 22, 2016, Ms. Golbienko communicated to Rob Duncan, the Success

Path salesperson was obsessed with collecting the tuition from her, that she was very concerned
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1

about the cost of the program. He then had the “guru” of the group, “Coach Alan” Swails, call

2

and reassure her that the purchases were a good financial decision and to persuade her to

3

continue on with the process. He told her that “Someone will be with you holding your hand

4
5
6

through the whole process”, and never mentioned that there would be additional cost for that
level of “mentoring”. Ms. Golbienko told him that her financial advisor had informed her not to

7

continue with the training. Swails told her, “Don’t worry about the money, we will help you

8

with that. Someone is going to help you through this until you make all of your money that you

9

are about to invest back.”. Based on his reassurances, Ms. Golbienko decided to continue with

10
11
12

the program as she expected to receive training about how to become a successful real estate
investor.
2.10

On March 28, 2016, Ms. Golbienko received the new credit cards from Chase

13
14

and Capital One and was able to purchase the seminar product. She maintains that this is the

15

“date of purchase” since it is when she had the credit cards that would allow the processing of

16

the charges. Her three-day right to cancel started on March 28, 2016. She expressed

17

misgivings on the 22nd but did not attempt to cancel until later because she had not yet attended

18

the Fast Start Boot Camp.

19

2.11

From March 31 to April 2, 2016, Ms. Golbienko attended the Fast Start Boot

20
Camp, which was one of the services included in the Diamond package. It was the last service
21
22

that she ever received from Defendants Success Path/AREE. This one weekend was the only

23

time where the Defendants’ representatives provided any information that could even possibly

24

be described as having value and it included telling attendees about the local networking groups

25

in the Seattle area and providing formulas on how to evaluate the properties/cost of rehab. At

26

the end of this weekend, the Defendants’ representatives asked attendees to fill out a review

27
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1

form evaluating the experience and the instructor, and at that time Ms. Golbienko was feeling

2

great about the experience because she still believed all of the lies and false information that

3
4

had just been fed to her. It is the ONLY reason that she provided a 5 star review at that time. Of
course, this is precisely the reason that the Defendants’ representatives ask participants to

5
6
7

undertake an evaluation at the close of this session. Participants have yet to understand the
totality of the fraud that had been perpetrated against them and are pumped up by the purported

8

training. The positive reviews are then used against participants when they try to challenge the

9

charges. This is precisely what the Defendants did when Ms. Golbienko disputed the charges to

10

her credit card company, as well as using the positive reviews to entice other victims to sign up

11
12

for the program.
2.12

In early April, Ms. Golbienko signed up for the Las Vegas conference that was a

13
14

purported benefit of the Diamond Enrollment. That conference was to be in early June. Later in

15

April, she scheduled the two-day visit with the mentor that she had paid for in the Diamond

16

Enrollment. That visit was also to happen in June. A week or so later, Ms. Golbienko got a call

17

from another employee of Defendant Success Path. He seemed very helpful and asked her a lot

18

of questions about her goals, etc. When she apparently answered his questions the right way, he

19

told her that she “qualified” for the “Elite” package. For another $20,000, she could have even

20
21
22

more one-on-one mentorship. As a member of the “Elite Club”, she was told that she would
then be at the highest level available and her success was guaranteed. This call made Ms.

23

Golbienko very angry and that’s when she started looking online and found the horror stories

24

being reported by other attendees.

25
26

2.13

From April 2, 2016 through May 5, 2016, Ms. Golbienko started taking some of

the steps to get things set up as she was instructed by Defendants’ representatives. She set up

27
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1

one of the three LLCs that she was instructed to form in the Defendants’ materials and she paid

2

the State of Washington for those filing costs.

3
4

2.14

On May 4, 2016, less than two months after she signed up with the Defendants

and the Defendants tried to get more money from her, she was informed that the Las Vegas

5
6
7

conference had been cancelled without explanation or any indication that another session would
be scheduled. Ms. Golbienko called Defendant Success Path on May 5, 2016 and attempted to

8

cancel the entire program. She talked to a receptionist and advised that she did not want to

9

continue with the services, gave a brief description of why, which included the fact that she was

10

not happy with the quality of the “products” and because she realized it was all just a method of

11
12

trying to get more and more money out of her. The presentations were not anywhere near the
level that had been promised, programs were unavailable and there was no one providing

13
14

mentorship. Ms. Golbienko was advised by the person on the phone that she (the person

15

receiving the call) was “not able to handle this” and informed that she would have a supervisor

16

return the call. Ms. Golbienko left a message and no one ever called her back. She also sent an

17

email telling the Defendants that she was cancelling the two-day mentor meeting in June. She

18

did not get a response to that message either.

19

2.15

While Ms. Golbienko was waiting to hear back, she decided that she would

20
dispute the charges with the credit card company before the 90-day period had passed. She
21
22

challenged all of the charges made with the credit card companies by the Defendants. The

23

Defendants apparently all responded to the complaints with false information about the

24

program to the credit card companies and refused to issue a refund to Ms. Golbienko.

25

Summary of Charges:
Charge
Amount
Service

26
27

Date
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1
2
3
4
5

$1,997
3 Day Seminar
$997
Tax Lien Club
$7,500
Diamond Package
$16,898
Diamond Package
$16,899
Diamond Package
$44,291 - TOTAL

03/03/2016
03/03/2016
03/28/2016
03/28/2016
03/28/2016

BECU Credit Card
B of A Credit Card
BECU Credit Card
Chase Credit Card
Capital One Credit Card

Diamond Enrollment Services

6

Following is a list of the “services” that Ms. Golbienko allegedly purchased:

7

16

• 2 Day One-on-One Mentorship – This was never used.
• 3 Day Onsite Fast Start Boot Camp – Ms. Golbienko did attend this on March 31st.
• 3-Day Investor Summit – Las Vegas – This was cancelled. Ms. Golbienko maintains
that this was never actually planned or booked. She never received any information
about hotel or a flight.
• Marketing Mastery Class – This was not used. Ms. Golbienko never received any
information about a date or location of these supposedly quarterly events. They do not
exist.
• Find the Money Class – This was not used. This was supposed to occur at the same
time as the Marketing Class.
• Wealth Strategies Class – This was not used. This was supposed to occur at the same
time as the Marketing Class.
• Online Courses and “Resource Center” – Ms. Golbienko watched a few of the videos
but they are useless.
• Real Estate Evaluation Software – This was never used.
• Business Entity – This was not used.

17

2.16

8
9
10
11
12
13
14
15

18
19

Further, the Tax Lien Buyers Club for which Ms. Golbienko paid $997 is also a

scam. The information provided is not applicable in the State of Washington and it was of no
use whatsoever. In the sales pitch, potential buyers were told that they would learn about how

20
to acquire developed properties for $100.00 in Washington. Instead, during the program, the
21
22

attendees were told about undeveloped real property located in Florida and other states that

23

could be acquired for $10,000.00 and more. The entire program was a sham. Ms. Golbienko

24

returned all of the written materials provided to her on May 17, 2016 to the Defendants.

25
26

2.17

The following misrepresentations were made in the documents provided to Ms.

Golbienko by the Defendants:

27
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1
2
3
4

1.
This Diamond Enrollment package was listed as having a “Retail Price of
$73,973.00” and that it was being offered to Ms. Golbienko for a “Customer Package
Price of $41,297.00”. There is no “retail value” for this “package”. Success Path and its
owners and affiliated entities do not have a retail store nor do they sell this “product”
through any other means than these “seminars”. This is a blatant misrepresentation
about the value of the product.

6

2.
The Guarantees and Representations Policy quite clearly indicates that Ms.
Golbienko is entitled to a refund under the Tuition Reimbursement Guarantee. She did
not get the training for which she paid nor did she get the travel to and from and the
hotel associated with “3-Day Investor Seminar”.

7

2.18

5

8
9
10

After Ms. Golbienko realized she had been defrauded, she sought out legal

advice related to an evaluation of her rights from a lawyer and she paid $1,872.10 to one
lawyer and $400.00 to another lawyer for that service. She is also incurring additional
attorneys’ fees and costs in association with trying to get a refund and get this matter resolved

11
12
13
14

prior to litigation. She has also lost more than $47,000.00 in fees to the Defendants, as well as
all of the interest charges she has incurred through the credit cards. She has not received
anything of value from the Defendants and the entire transaction is a scam.

15

III. CAUSES OF ACTION

16

First Cause of Action
For Consumer Protection Act
As Against All Defendants

17
18

3.1

Plaintiff incorporates herein by reference as though fully set forth at length each

19
20
21
22

and every allegation and statement contained in Paragraphs 1 through 2.18, inclusive, of the
Factual Allegations.
3.2

All of the Defendants engaged in a pattern of unfair or deceptive practices, as

23

more expressly outlined above, in connection with its involvement in the purported provision of

24

“training” in real estate investing. It has done so in the course of the operation of its business in

25

trade and commerce in Washington state and it has engaged in the same unfair and deceptive

26
27
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1

acts as to other Washington residents. Ms. Golbienko maintains that these Defendants have

2

therefore acted in violation of the Washington Consumer Protection Act, RCW 19.86 et seq.,

3
4

entitling Plaintiff to damages, treble damages, injunctive relief and reasonable attorneys’ fees
and costs pursuant to the statute.

5
6
7

3.3

Plaintiff further alleges that these Defendants actions and inactions have

impaired and damaged her, entitling her to damages to be proven at the time of trial.
IV. JURISDICTION AND VENUE

8
9
10
11

Plaintiff maintains that jurisdiction and venue are proper in King County, Washington
because that is where the complained of actions took place and where the false representations
were made to Ms. Golbienko and others that are the foundation of the claims made in this case.

12

V. PRAYER FOR RELIEF

13
14
15
16
17
18
19

Wherefore, having set forth various causes of action against Defendants, Plaintiff prays
for the following relief:
1.

That judgment be entered against all of the Defendants awarding Plaintiff

damages in an amount to be proven at the time of trial;
2.

That the actions of all of the Defendants be determined to be unfair and deceptive

business practices in violation of RCW 19.86, et seq. and that this Court award all such relief to

20
Plaintiffs as they may be entitled to under the Consumer Protection Act, including treble
21
22
23

damages and an award of costs and attorney’s fees and including injunctive relief;
3.

That the Plaintiff be awarded consequential damages, including attorney’s fees

24

incurred to bring this action and all other attorney’s fees incurred in defending against the

25

actions of the Defendants described more particularly above, in an amount to be fully proved at

26

the time of trial;

27
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1
2
3
4

4.

That the Plaintiff be awarded their fees and costs pursuant to the written

agreements upon which the Defendants are attempting to rely;
5.

That the Plaintiff be awarded statutory damages available under RCW 19.86, et

seq. and other applicable statutes;

5
6
7

6.

That the Court award such other relief as it deems just and proper.

DATED this 8th day of December, 2016.
LAW OFFICES OF MELISSA A.
HUELSMAN, P.S.

8
9
10

/s/ Melissa A. Huelsma.
Melissa A. Huelsman, WSBA #30935
Attorney for Plaintiff

11
12
13

\\

14
15
16
17
18
19
20
21
22
23
24
25
26
27
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Kevin Poore, individually, and on behalf of others similarly
situated v. Zurixx, LLC dba Advanced Real Estate Education
and DOES 1-10, No. 37-2017-00019078-CU-NP-CTL
Superior Court of California, San Diego
Complaint Filed May 26, 2017
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Todd M. Friedman (216752)
Adrian R. Bacon (280332)
Law Offices of Todd M. Friedman, P.C.
21550 Oxnard St., Suite 780
Woodland Hills, CA 91367
Phone: 877-206-4741
Fax: 866-633-0228
tfriedman@toddflaw.com
a bacon@todd flaw.com
Attorneys for Plaintiff

7

Attorneys for Plaintiff KEVIN POORE, and all others similarly situated

1
2
3
4
5

1137 MAY

10

KEVIN POORE, individually, and on
behalf of others similarly situated,

11

Plaintiff;

rIC- LETiK - SUPERIOR

COURT
'SAN DIEGO COUNTY, CA

Case No.

13
14
15
16

37-2017-00019078-CUAPCTL

CLASS ACTION COMPLAINT
-

12

26 AMID: 24

SUPERIOR COURT OF THE-STA-TE OF CALIFORNIA: COUNTY, OF SAN DIEGO

8
9

Tit FL)
>:iLt; OFFICE
NrTiALDIViSION

V S.

ZURIXX, LLC DBA ADVANCED REAL
ESTATE EDUCATION, and DOES 1-10,
inclusive,

(1) Violation of Unfair Competition Law
(Cal, Business & Professions Code
§§ 17500 et seq.) and
(2) Violation of Unfair Competition Law
(Cal. Business & Professions Code
if 17200 et seg.)

Defendant.
Jury Trial Demanded

17
18
19
20
21
22
23
24
25
26
27
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1

Plaintiff KEVIN POORE ("Plaintiff"), individually and on behalf of all other members
of the public similarly situated, allege as follows:
NATURE OF THE ACTION

3
4

1.

Plaintiff brings this class action Complaint against Defendant ZURIXX, LLC

5

DBA ADVANCED REAL ESTATE EDUCATION (hereinafter "Defendant") to stop

6

Defendant's practice of falsely advertising services and to obtain redress for a nationwide class

7

of consumers ("Class Members") who purchased, within the applicable statute of limitations
period, one of these services sold by Defendant (hereinafter collectively referred to as the "Class

9
10
11
12

Services").
2.

Defendant is corporation with principal place of business and headquarters in

Salt Lake City Utah and are engaged in sale of real estate education.
3.

Defendant represents that it will provide an in-depth real estate transaction course

13

along with training, course materials, real estate forms, and customer service support when in

14

fact Defendant failed to provide these services and materials. Defendant misrepresented and

15

falsely advertised to Plaintiff and others similarly situated these services and materials.

16

4.

Plaintiff and others similarly situated purchased these services.

17

5.

Defendant's misrepresentations to Plaintiff and others similarly situated caused

18

them to purchase these services, which Plaintiff and others similarly situated would not have

19

purchased absent these misrepresentations by Defendant and its employees. In so doing,

20

Defendant has violated California consumer protection statutes.
NATURE OF THE CASE & COMMON ALLEGATIONS OF FACT

21
22
23
24
25
26
27

6.

Consumers purchase services advertised to train and teach them what they will

need to do well in the buying and selling of real estate.
7.

Defendant goes to different cities to induce consumers who have an interest in

these services to pay Defendant thousands of dollars each.
8.

Defendant attracts consumers with free seminars where it advertises a course

that consumers could purchase, for thousands of dollars, and learn how to make a profit from

28
P
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1
2
3
4
5

9.

Defendant provides this information orally and in writing to thousands of

consumers to induce them to purchase Defendant's services.
10.

Consumers rely on the representations and advertisements in order to know

which services to purchase.
When consumers purchase the services they are purchasing the services that are

6

11.

7

advertised to them.

8

12.

9
•

real estate transactions.

Defendant profits from the sale of the services. Without the services advertised

as they were, many of the consumers would not have purchased these services.

10

13.

In actual fact, the services were not as Defendant advertised them to be.

11

14.

Defendant provided almost no concrete information on how to profit from real

12

estate transactions.

13

15.

Furthermore, Defendant falsely represented in its advertisements and sales

14

pitches that it will give consumers a full refund if they are not successful in their application of

15

their services.

16

16.

Despite the fact that Defendant does not provide in-depth education on real estate

17

transactions, nor does it give refunds of any kind, Defendant nonetheless represents to

18

consumers that it does in order to entice them to give Defendant tens of thousands of dollars.

19

17.

Defendant conceals the true services advertised.

20

18.

Defendant does not present consumers with a written copy of the correct terms I

21
22
23
24

of the purchase prior to purchase.
19.

Defendant makes written representations to consumers which contradict the

actual features included with the services.
20.

The aforementioned written and oral representations are objectively false, and

25

constitute a false advertisement under Cal. Bus. & Prof. Code §§ 17500 et. seq., an unlawful,

26

unfair, or deceptive business practices under Cal. Bus. & Prof. Code §§ 17200 et. seq., and

27

violations of the Cal. Civ. Code §§ 1750 el seg.

23
P

el
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I

21.

Defendant's violations of the law include, but are not limited to, the false

2

advertising, marketing, representations, and sale of the invalid Class Services to consumers in

3

California.

4

22.

On behalf of the class, Plaintiff seeks an injunction requiring Defendant to cease

5

advertising and selling the Class Services and an award of damages to the Class Members,

6

together with costs and reasonable attorneys' fees.
JURISDICTION AND VENUE

7
8

23.

All claims in this matter arise exclusively under California law.

9

24.

This matter is properly venued in the California Superior Court of the County of

10

Sacramento, in that Plaintiff purchased the services in Sacramento County and Defendant sold

11

and advertised its services within this county. Plaintiff resides in the county of Sacramento and

12

Defendant does business, inter alia, in the county of Sacramento.
THE PARTIES

13
14
15
16

25.

Plaintiff KEVIN POORE is a citizen and resident of the State of California,

County of San Diego.
26.

Defendant ZURDCX, LW DBA ADVANCED REAL ESTATE EDUCATION

17

is a limited liability company with its principle place of business located and headquartered in

18

Utah. Defendant also goes by names such as "ADVANCED FINANCIAL TRAINING".

19

27.

Plaintiff alleges, on information and belief, that Defendant's marketing

20

campaigns, as pertains to this matter, were created by Defendant at its principle place of

21

business in Utah, and were disseminated nationwide, including in California.

22

28.

Plaintiff is informed and believes, and thereon alleges, that at all time relevant,

23

Defendant's sales of products and services are governed by the controlling law in the state in

24

which they do business and from which the sales or products and services, and the allegedly

25

unlawful acts originated, which is California.

26
27

29.

Plaintiff is informed and believes, and thereon alleges, that each and all of the

acts and omissions alleged herein were performed by, or is attributable to, Defendant and/or its

28
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employees, agents, and/or third parties acting on its behalf, each acting as the agent for the other,
2

with legal authority to act on the other's behalf The acts of any and all of Defendant's

3

employees, agents, and/or third parties acting on its behalf, were in accordance with, and

4

represent, the official policy of Defendant.

5

Plaintiff is informed and believes, and thereon alleges, that said Defendant is in

30.

6

some manner intentionally, negligently, or otherwise responsible for the acts, omissions,

7

occurrences, and transactions of each and all its employees, agents, and/or third parties acting

8

on its behalf, in proximately causing the damages herein alleged.

9

31.

At all relevant times, Defendant ratified each and every act or omission

10

complained of herein. At all relevant times, Defendant, aided and abetted the acts and omissions

11

as alleged herein.
PLAINTIFF'S FACTS

12
13

32.

In or around March of 2014, Plaintiff received an advertisement front Defendant.

14

33.

Defendant goes to different cities to induce consumers who have an interest in

15

learning how to make a profit from real estate transactions to come to a seminar where they

16

could learn hi-depth information about how to obtain these skills.

17
18
19

34.

In the advertisement, Defendant advertised a free seminar in which Plaintiff and

those similarly situated to Plaintiff could:
". Gain insider access to private pre-auction real estate inventories!

20

• Get up to $500,000 in pre-approved real estate finding!

21

• Access government-guaranteed real estate programs!

22

• Use our cutting-edge strategies in your market!

23

• You will not want to miss this amazing opportunity!

24

• You'll be given the tools, access, funding and knowledge make money in your

25
26
27

market today!"
35.

On or about early March of 2014, Plaintiff went the free seminar referenced

above at the Hotel Solamar at 435 6 th Avenue, San Diego, CA 92101.

28
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During the Seminar referenced above, Defendant claimed that it would provide

36.

1

the services referred to in the advertisement referenced in Paragraph 33 in a "PRIVATE
3

THREE-DAY REAL ESTATE WORKSHOP" course. Specifically, Defendant stated that

4

Plaintiff and similarly situated consumers would learn how to find properties that were

5

unavailable to the public, get these houses under contract for pennies on the dollar, and how to

6

evaluate properties. In short, Defendant claimed to provide in-depth training on how to buy and

7

then resell real estate properties to earn a profit. For the course, Plaintiff paid more than valuable
consideration. Plaintiff paid one thousand nine hundred and ninety seven dollars ($1,997) for

9
10

the three day course on or about March 6, 2014. Included in the advertisement for this threeday course were

11

•

"3 Days of Live Training!";

12

•

"Master Study Course Materiall";

13

•

"100's of Real Estate Fonts!"; and

14

•

"6 Months of Customer Service Real Estate Support!"

37.

15

On the first day of this three day course, Defendant's instructed Plaintiffs and

16

others similarly situated to call their credit card companies to increase their credit limits in order

17

to pay Defendant substantial sums for more workshops, training materials, and related services.
38.

18

Relying on the assurance that the services offered would be what was provided

19

to him, Plaintiff decided to pay Defendant for these services. Plaintiff purchased the services

20

because of the assurance that Plaintiff would receive the services represented.
39.

21

Defendant created the seminars and others like it with the specific purpose of

inducing Plaintiff and similarly situated consumers to purchase Defendant's three day course.
40.

23

During the three day course, Defendant provided nothing that was promised and

94

almost no concrete information on how to buy and then resell real estate properties to earn a

25

profit.

26
27

41.

Instead, Defendant told stories of people who made millions of dollars buying

and selling real estate properties, and Defendant had everyone obtain as much liquidity as

28
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I
2

possible in order to give them the ability to purchase more services from Defendant.
42.

Defendant requested that everyone sign documents requesting them to rollover

3

their IRA's to Horizon Trust to self-direct their life savings, call all creditors and increase their

4

credit limit, and get new credit cards.

5
6
7
8
9

43.

and other consumers that if they wanted to obtain in-depth real estate training they would need
to purchase an extended course for twenty five thousand dollars ($25,000).'
44.

On March 16, 2014, Plaintiff agreed in writing to pay twenty six thousand, two

hundred and ninety seven dollars ($26,297) for:

10

"FastStart Three-Day Booteamp: Our expert real estate trainers come to your area

11

and work in a small group setting in class and in the field

12

Investor Summit: 3 power packed days with multiple national real estate experts

13

and celebrities. Travel .

14

Marketing 2 Day Camp: Held quarterly in Park City, Utah and Las Vegas Nevada.

15

Advanced real estate investment marketing techniques. Student responsible for

16

own travel & lodging.

17

Online Course: Creative Funding and Financing. Detailed online course which

18

shows exactly how to get deals funded.

19

Online Course: Personal Business Success. Power-packed online course taught by

20

best-selling author & CEO mentor Greg Reid.

21

Online Resource Center: Your one-stop shop for tools, resources, knowledge and

22

assistance.

23

Real Estate Evaluation software: The latest technology in real estate software that

24

assists you in evaluating deals, making offers and increasing you profit.

25
26

Once everyone had all of their funds liquidated, Defendant informed Plaintiff

Asset Protection: Single LLC Consultation."
45.

Furthermore, Defendant represented to Plaintiff and all others similarly situated

that its services and training were "no-risk" and "guaranteed" to earn consumers the money they
28
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1

paid for Defendant's services within six (6) months or Defendant would give them a full refund.
46.

Defendant failed to provide the training and materials promised in its written and

3

oral representations and agreements. Defendant induced Plaintiff and similarly situated

4

consumers to give Defendant thousands of dollars for the three-day training session where

5

Defendant merely attempted to systematically take tens of thousands of dollars from Plaintiff

6

and similarly situated consumers.

7

47.

Over the weeks following the course, Plaintiff did everything that Defendant told

him to do, but Plaintiff had no success. Plaintiff reached out to Defendant for assistance, which
9
10

Defendant said it would provide, but Defendant actually gave little to no support.
48.

As per the conditions of Defendant's guarantee, Plaintiff was required to meet

11

with a "mentor" chosen by Defendant and assigned to Plaintiff. Defendant told Plaintiff that

12

this "mentor" is a "Real Estate Genius". During this mandatory meeting with Defendant's "Real

13

Estate Genius," the mentor made representations of allegedly sound real estate investment

14

opportunities that were guaranteed to yield substantial returns within six months, and based

15

thereon, Plaintiff assented to the mentor's offers. The mentor, i.e., Defendant's "Real Estate

16

Genius," has since failed to pay anything out to Plaintiff in accordance with the deals they made,

17

and Defendant has since denied any relationship between it and its "Real Estate Genius". In

18

short, Defendant represented to Plaintiff that Plaintiff was required to meet with someone whom

19

reasonable consumers would believe, under the circumstances, represented Defendant, but

20

Defendant omitted from Plaintiff and similarly situated consumers that the mentor is in fact

21

independent from Defendant.

22

49.

As a direct and proximate result of Defendant's deception, Plaintiff lost tens, if :

23

not hundreds, of thousands of dollars, over the course of the following year, including within

24

the last three years.

75

50.

When Plaintiff requested that Defendant give him a refund pursuant to their

')6

guarantee of success, Defendant told him that he had to provide Defendant with six (6) months

27

of documentation that demonstrated his efforts. Only when Plaintiff attempted to acquire a

28
P e7
CLASS ACTION COMPLAINT

EX 94, p. 8

Case 2:19-cv-00713-DAK-EJF Document 12-93 Filed 09/30/19 Page 10 of 19

refund from Defendant did Defendant inform him of the aforementioned documentation
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17

requirement.
51.

Upon learning the true nature of the services, Plaintiff felt ripped off and cheated

by Defendant.
52.

Such sales tactics rely on falsities and have a tendency to mislead and deceive a

reasonable consumer.
53.

Defendant expressly represented to Plaintiff, through written statements the

services offered.
54.

Plaintiff alleges that such representations were part of a common scheme to

mislead consumers and incentivize them to purchase services.
55.

In purchasing the Class Services, Plaintiff relied upon Defendant's

representations of the nature of the services.
56.

Such representations were clearly false because Defendant failed to provide

nearly any concrete information about how to buy and sell real estate properties for a profit.
57.

Plaintiff would not have purchased the services if he knew that the above-

referenced statements made by Defendant were false.
58.

Had Defendant properly marketed, advertised, and represented the Class

Services, Plaintiff would not have purchased the services.
19

59.

Plaintiff gave his money to Defendant because of the way that the services were

20

advertised. Defendant benefited from falsely advertising the services. Plaintiff received nothing

21

for giving his money to Defendant for the services. Defendant benefited on the loss to Plaintiff

22

and provided nothing of benefit to Plaintiff in exchange.

23

60.

Had Defendant properly marketed, advertised, and represented the Class

24

Services, no reasonable consumer who purchased the services would have believed that it

25

included in-depth real estate training as advertised.
CLASS ACTION ALLEGATIONS

26
27

61.

Plaintiff brings this action, on behalf of herself and all others similarly situated,

28
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1
2,

and thus, seeks class certification under the California Rules of Civil Procedure.
62.

All consumers, who, between the applicable statute of limitations
and the present, purchased one or more Class Services in the
United States,

3
4

5
6
7

The class Plaintiff seeks to represent (the "Class") is defined as follows:

63.

As used herein, the tenn "Class Members" shall mean and refer to the members

of the Class described above.
64.

Excluded from the Class are Defendant, its affiliates, employees, agents, an

attorneys, and the Court.
9
10
11
12
13
14
15
16
17
18
19
20

65.

Plaintiff reserves the right to amend the Class, and to add additional subclasses,

if discovery and further investigation reveals such action is warranted.
66.

Upon information and belief, the proposed class is composed of thousands of

persons. The members of the class are so numerous that joinder of all members would be
unfeasible and impractical.
67.

No violations alleged ih this complaint are contingent on any individualized

interaction of any kind between class members and Defendant.
68.

Rather, all claims in this matter arise from the identical, false, affirmative

representations of the services, when in fact, such representations were false.
69.

There are common questions of law and fact as to the Class Members that

predominate over questions affecting only individual members, including but not limited to:
(a)

21
22

practices in selling Class Services to Plaintiff and other Class Members;
(b)

23
24

27

Whether Defendant made misrepresentations with respect to the Class
Services sold to consumers;

(e)

25
26

Whether Defendant engaged in unlawful, unfair, or deceptive business

Whether Defendant profited from both the sale of the services and the
advertised money-back/refund guarantee;

(d)

Whether Defendants violated California Bus. & Prof. Code § 17200, et

seq., California Bus. & Prof. Code § 17500, et seq., and California Civ.

28

_
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Code § 1750, at seq.;

I
(e)

2

Whether Defendants violated California Bus. & Prof. Code § 17200, at

3

seq., California Bus. & Prof. Code § 17500, at seq., and California Civ.

4

Code § 1750, at seq.;
(0

5

Whether Plaintiff and Class Members are entitled to equitable and/or
injunctive relief;

6
(g)

7

Whether Defendant's unlawful, unfair, and/or deceptive practices harmed
Plaintiff and Class Members; and

8
(h)

9

The method of calculation and extent of damages for Plaintiff and Class
Members.

10
11

70.

Plaintiff is a member of the class he seeks to represent

12

71.

The claims of Plaintiff are not only typical of all class members, they are

13

identical.

14

72.

All claims of Plaintiff and the class are based on the exact same legal theories.

15

73.

Plaintiff has no interest antagonistic to, or in conflict with, the class.

16

74.

Plaintiff is qualified to, and will, fairly and adequately prcitect the interests of

17

each Class Member, because Plaintiff bought Class Services from Defendpnt during the Class

18

Period. Defendant's unlawful, unfair and/or fraudulent actions concerns the same business

19

practices described herein irrespective of where they occurred or were experiences. Plaintiffs

70

claims are typical of all Class Members as demonstrated herein.
75.

21
22

retained qualified and competent legal counsel to represent herself and the class.
76.

23
24

Plaintiff will thoroughly and adequately protect the interests of the class, having ;

Common questions will predominate, and there will be no unusual manageability

;

issues.

25
26
27
28
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1

FIRST CAUSE OF ACTION

2

Violation of the California False Advertising Act

3

(Cal. Bus. & Prof. Code §§ 17500 et seq.)

4

77.

Plaintiff incorporates by reference each allegation set forth above.

5

78.

Pursuant to California Business and Professions Code section 17500, et seq., it

6

is unlawful to engage in advertising "which is untrue or misleading, and which is known, or

7

which by the exercise of reasonable care should be known, to be untrue or misleading...or...to

8

so make or disseminate or cause to be so made or disseminated any such statement as part of a

9

plan or scheme with the intent not to sell that personal property or those services, professional

10
11
12

or otherwise, so advertised at the price stated therein, or as so advertised."
79.

California Business and Professions Code section 17500, et seq.'s prohibition

against false advertising extends to the use of false or misleading written statements.

13

80, Defendant misled consumers by making misrepresentations and untrue

14

statements about the Class Services, namely, Defendant sold the services advertised as

15

differently than provided, and made false representations to Plaintiff and 'other putative class

16

members in order to solicit these transactions.

17

81.

Defendant knew that their representations and omissions were untrue and

18

misleading, and deliberately made the aforementioned representations and omissions in order

19

to deceive reasonable consumers like Plaintiff and other Class Members.

20

82.

As a direct and proximate result of Defendant' s misleading and false advertising, :

21

Plaintiff and the other Class Members have suffered injury in fact and have lost money or

22

property. Plaintiff :reasonably relied upon Defendant's representations regarding the Class

23

Services. In reasonable reliance on Defendant's false advertisements, Plaintiff and other Class

24

Members purchased the Class Services. In turn Plaintiff and other Class Members ended up

25

with services that turned out to actually be different than advertised, and therefore Plaintiff and

26

other Class Members have suffered injury in fact.

27

83.

Plaintiff alleges that these false and misleading written representations made by

28
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1

Defendant constitute a "scheme with the intent not to sell that personal property or those

2

services, professional or otherwise, so advertised at the price stated therein, or as so advertised."

3

84.

Defendant advertised to Plaintiff and other putative class members, through

4

written representations and omissions made by Defendant and its employees, that the Class

5

Services would instruction, support, software and other education materials, and a money-

6

back/full refund guarantees.

7

85.

Defendant knew that the Class Services were not in fact as described.

8

86.

Thus, Defendant knowingly sold Class Services to Plaintiff and other putative

9
10

class members.
87.

The misleading and false advertising described herein presents a continuing

11

threat to Plaintiff and the Class Members in that Defendant persists and continues to engage in

12

these practices, and will not cease doing so unless and until forced to do so by this Court.

13

Defendant's conduct will continue to cause irreparable injury to consumers unless enjoined or

14

restrained. Plaintiff is entitled to preliminary and permanent injunctive relief ordering

15

Defendant to cease their false advertising, as well as disgorgement and restitution to Plaintiff

16

and all Class Members Defendant's revenues associated with their false advertising, or such

17

portion of those revenues as the Court may find equitable.

18

SECOND CAUSE OF ACTION

19

Violation of Unfair Business Practices Act

20

(Cal. Bus. & Prof. Code §§ 17200 et seq.)

21

88. , Plaintiff incorporates by reference each allegation set forth above.

22

89.

Actions for relief under the unfair competition law may be based on any business

23

act or practice that is within the broad definition of the UCL. Such violations of the UCL occur

24

as a result of unlawful, unfair or fraudulent business acts and practices. A plaintiff is required

25

to provide evidence of a causal connection between a Defendant's business practices and the

26

alleged harm--that is, evidence that the Defendant's conduct caused or was likely to cause

27

substantial injury. It is insufficient for a plaintiff to show merely that the Defendant's conduct

28
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created a risk of harm. Furthermore, the 'act or practice" aspect of the statutory definition of
2

unfair competition covers any single act of misconduct, as well as ongoing misconduct.
UNFAIR

3
4

90.

California Business & Professions Code § 17200 prohibits any "unfair

5

business act or practice." Defendant's acts, omissions, misrepresentations, and practices as

6

alleged herein also constitute "unfair" business acts and practices within the meaning of the

7

UCL in that its conduct is substantially injurious to consumers, offends public policy, and is

8

immoral, unethical, oppressive, and unscrupulous as the gravity of the conduct outweighs any

9

alleged benefits attributable to such conduct. There were reasonably available alternatives to

10

further Defendant's legitimate business interests, other than the conduct described herein.

11

Plaintiff reserves the right to allege further conduct which constitutes other unfair business acts

12

or practices. Such conduct is ongoing and continues to this date.

13

91.

In order to satisfy the "unfair" prong of the UCL, a consumer must show that the

14

injury: (1) is substantial; (2) is not outweighed by any countervailing benefits to consumers or

15

competition; and, (3) is not one that consumers themselves could reasonably have avoided.

16

92.

Here, Defendant's conduct has caused and continues to cause substantial injury

17

to Plaintiff and members of the Class. Plaintiff and members of the Class have suffered injury

18

in fact due to Defendant's decision to sell them falsely described services and guarantees (Class

19,

Services). Thus, Defendant's conduct has caused substantial injury to Plaintiff and the members

20

of the Sub-Class.
93.

Moreover, Defendant's conduct as alleged herein solely benefits Defendant

22

while providing no benefit of any kind to any consumer. Such deception utilized by Defendant;

23

convinced Plaintiff and members of the Class that the Class Services included an eight by twelve

24

peg green base, in order to induce them to spend money on said Class Services. In fact, knowing

25

that Class Services did not include the eight by twelve green base, Defendant unfairly profited

26

from their sale. Thus, the injury suffered by Plaintiff and the members of the Sub-Class is not

27

outweighed by any countervailing benefits to consumers.

28
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94.

Finally, the injury suffered by Plaintiff and members of the Sub-Class is not an

2

injury that these consumers could reasonably have avoided. After Defendant, falsely

3

represented the Class Services, Plaintiff and class members suffered injury in fact due to

4

Defendant's sale of Class Services to them. Defendant failed to take reasonable steps to inform

5

Plaintiff and class members that the Class Services did not include the advertised piece feature.

6

As such, Defendant took advantage of Defendant's position of perceived power in order to

7

deceive Plaintiff and the Class members to purchase services without the described piece.

8

Therefore, the injury suffered by Plaintiff and members of the Class is not an injury which these

9

consumers could reasonably have avoided.

10
11

95.

Business & Professions Code § 17200.
FRAUDULENT

12
13

. Thus, Defendant's conduct has violated the "unfair" prong of California

96.

California Business & Professions Code § 17200 prohibits any "fraudulent

14

business act or practice." In order to prevail under the "fraudulent" prong of the UCL, a

15

consumer must allege that the fraudulent business practice was likely to deceive members of

16

the public.

17

97.

The test for "fraud" as contemplated by California Business and Professions

18

Code § 17200 is whether the public is likelY to be deceived. Unlike common law fraud, a §

19

17200 violation can be established even if no one was actually deceived, relied upon the

20

fraudulent practice, or sustained any damage.

21

98.

Here, not only were Plaintiff and the Class members likely to be deceived, but,

22

these consumers were actually deceived by Defendant. Such deception is evidenced by the fact'

23

that Plaintiff agreed to purchase Class Services under the basic assumption that they included

24

the described piece, even though the services contained no such feature. Plaintiff's reliance

25

upon Defendant's deceptive statements is reasonable due to the unequal bargaining powers of

26

Defendant and Plaintiff. For the same reason, it is likely that Defendant's fraudulent business

27

practice would deceive other members of the public.

28
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1

99.

As explained above, Defendant deceived Plaintiff and other Class Members by

2

representing the Class Services as including the described piece, falsely represented the Class

3

Services.

4
5

100. Thus, Defendant's conduct has violated the "fraudulent" prong of California
Business & Professions Code § 17200.
UNLAWFUL

6
7
8

101.

California Business and Professions Code Section 17200, et seq. prohibits "any

unlawful,, ,business act or practice."

9

102. As explained above, Defendant deceived Plaintiff and other Class Members by

10

representing the Class Services as including the described, falsely representing the features

11

included with the Class Services.

12

103. Defendant used false advertising, marketing, and misrepresentations to induce

13

Plaintiff and Class Members to purchase the Class Services, in violation of California Business

14

and Professions Code Section 17500, et seq. Had Defendant not falsely advertised, marketed

15

or misrepresented the Class Services, Plaintiff and Class Members would not have purchased

16

the Class Services. Defendant's conduct therefore caused and continues to cause economic harm

17

to Plaintiff and Class Members.

18
19
20

104. These representations by Defendant are therefore an "unlawful" business
practice or act under Business and Professions Code Section 17200 at seg.
105.

Defendant has thus engaged in unlawful, unfair, and fraudulent business acts

21

entitling Plaintiff and Class Members to judgment and equitable relief against Defendant, as set

22

forth in the Prayer for Relief. Additionally, pursuant to Business and Professions Code

23

section 17203, Plaintiff and Class Members seek an order requiring Defendant to immediately

24

cease such acts of unlawful, unfair, and fraudulent business practices andi requiring Defendant

25

to correct its actions.

26
27

MISCELLANEOUS
106. Plaintiff and Class Members allege that they have fully complied with all
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1

contractual and other legal obligations and fully complied with all conditions precedent to
bringing this action or all such obligations or conditions are excused.
REQUEST FOR JURY TRIAL

3
4

107. Plaintiff requests a trial by jury as to all claims so triable.

5

PRAYER FOR RELIEF

6

108. Plaintiff, on behalf of herself and the Class, requests the following relief:

7

(a)

of the Class;

8
9

An order certifying the Class and appointing Plaintiff as Representative

(b)

An order certifying the undersigned counsel as Class Counsel;

10

(e) An order requiring ZURIXX, LLC DBA ADVANCED REAL ESTATE

11

EDUCATION, at its own cost, to notify all Class Members of the

12

unlawful and deceptive conduct herein;

13

(d)

An order requiring ZURIXX, LLC DBA ADVANCED REAL ESTATE

14

EDUCATION to engage in corrective advertising and/or product recalls

15

regarding the conduct discussed above;

16

(e)

Actual damages suffered by Plaintiff and Class Members as applicable or

17

full restitution of all funds acquired from Plaintiff and Class Members

18

from the sale of misbranded Class Services during the relevant class

19

period;

20

(f)

Punitive damages, as allowable, in an amount determined by the Court or
jury;

21
22

(g)

Any and all statutory enhanced damages;

23

(h)

All reasonable and necessary attorneys' fees and costs provided by

24

statute, common law or the Court's inherent power;

25

Pre- and post-judgment interest; and

26

All other relief, general or special, legal and equitable, to which Plaintiff

27

and Class Members may be justly entitled as deemed by the Court.

28
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I
2
3

Dated: May 25, 2017

Respectfully submitted,
LAW OFFICES OF TODD M. FRIEDA/IAN, PC

4
5
6

By:
TODD M. PR1IDMAN, F,SQ.
Attorney for Plaintiff KEVIN POORE

7
8
9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
26
27
28
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